
An avalanche of work force lay-
offs and early retirements is bury-
ing benefit departments in pa-
perwork.

The benefit staffs at financially
troubled companies caught in the
recession are often working their
way through the rubble short of
manpower, or knowing they may
soon be.

Companies like Rockwell In-
ternational, Clark Equipment Co.,
Chrysler Corp. and General Mo-
tors have made companywide em-
ploye cutbacks that have sliced
into the benefit departments, too.

Other ailing companies have
only delayed benefit staff layoffs
until the crunch of employe lay-
offs-and the paperwork it
brings-passes.

Tight money also is bringing
more employe medical claims that
add to the flurry of benefit activity.

To stay on top of the paperwork,
some staffers at Rockwell Interna-

tional in Pittsburgh have been log-
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update:
AMA stalls support
of HMOs as cheaper

CHICAGO-The American Medical

Assn. put off for further study a resolu-
tion to recognize HMOs as able to cut
health care costs.

The AMA council on medical service

had recommended the AMA recognize

the prepaid plans as being less expen-
sive than comparable medical insur-

Continued on next page
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Benefits feel the pinch
Red tape swamps Recession Reactions

Yes No

pared-down staffs 31%

By RHONDA RUNDLE 10%ging six- and seven-day weeks
since early May.

Last spring, Rockwell an-
nounced a 10% companywide per-
sonnel reduction that trimmed the

20-person benefit department by
three. One staffer was laid off and

two were transferred to other de-

partments. A group insurance ad-
ministrator position was elimina-
ted and a communications writer

function was combined with an-

other job.

"I saw the writing on the wall
late last year," said David
Barnhart, employe benefit man-
ager at the Clark Equipment Co., a
heavy machinery manufacturer in
Michigan. At the beginning of
1980, Clark laid off 30% of its em-
ployes, including three of 10 per-
sons in Mr. Barnhart's department.

Since June 1979, Chrysler's
benefit department has been cut
about 25% to 77 people, said John
T. Kenney, program manager.
That puts the benefit staff cuts on a
par with other white-collar layoffs

Continued on page 105
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Freezes on hiring:

Cutback on benefits:

Fewer new benefits:

More self-insurance:

43%

50%

Companies cut packages
By STACY SHAPIRO

This year's biting recession is
gnawing away at employe benefit
staffs and new corporate benefit

packages in many companies,
Business Insurance's recent Em-

ploye Benefit Board survey re-
vealed.

Almost a third of employe bene-
fit managers responding said they
are cutting costs by eliminating
persormel, freezing hiring or not
replacing people who leave. Only
one board member is getting rid of

Source: B, Survey

The top 20 brokers in 81's annual survey pulled growth out of a tough 1979: Page 11.

an employe benefit manager.
More than 40% say they are cut-

ting bunefit costs by spending less
on new benefits. Benefit im-

provements like life, health and
pensions have been frozen except
as required by union bargaining or
in severe hardship circum-
stances," said one board member.

Another benefit manager says
his firm is saving money by in-
creasing the waiting period before
benefits take effect for new, non-
union employes.

Cutting existing benefits is mini-

1

E

mal among the companies repre-
sented by BI's Employe Benefit
Board. Only 10% report reduc-
tions, and those benefits usually

are on the "fringe."
"One operating division has de-

layed the introduction of a dental
plan," one member said.

Still another has reduced the

valueofserviceawardstosavesev-

eral thousand dollars.

Board members also say it is im-
portant to oversee existing bene-
fits to avoid abuse that can cost a

Continued on page 105

Nordstrom falls

from top 20 list
MINNEAPOLIS-Hotly competitive

markets, overreliance on property insur-
ance sales and a reputation for poor service
knocked the Nordstrom Group out ofBusi-
ness Insurance's top 20 commercial broker-
age listing this year.

The only traditional top 20 broker to enter
a revenue recession, the Nordstrom Group
is reorganizing its management, diversify-

ing accounts and expanding services with a
large loan from the American Financial
Group.

"There's no doubt about it. We have been

hurt by the competitive insurance mar-
kets," senior vp Lqu Golinvaux told Busi-
ness Insurance. "We haven't lost many com-
mercial clients, but premiums have

This story is based on reporting by Busi-
ness Insurance staffers Len Strazewski,

Dave Galanti and Jerry Geisel and was
written by Mr. Strazewski.

Agent/Broker Profiles

Pages 11 through 100

dropped so low that our revenues show a
substantial drop."

The Nordstrom Group's reported gross
revenues for 1979 hit a new low of $12 mil-
lion, $1.1 million less than in 1978. But
sources, including former Nordstrom
branch managers, corporate officers and
shareholders, told BI revenues were much
lower-closer to $9 million.

The sources, all now employed by presti-
gious insurers and brokers, also said Nord-
strom previously had inflated gross revenue
reports to Business Insurance by reporting
total commissions earned on multiyear poli-
cies for each year the policies were in effect,

Continued on page 104
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-update: Panel passes the buck
HMO endorsement sta lied
Continued from previous page
ance But the AMA delegates reaffirmed the AMA's stand against to exchange governors"subsidies and preferential treatment" of any medical practices
and reaffirmed the AMA's opposition to federal funding for
HMOs By ELLIS SIMON nonadmitted markets, requires a

NEW YORK-The issue of direct
broker to secure five rejections

Judge allows class actions from any o f 456 insurers admitted
underwriting on the New York In- in the state before the risk can be
surance Exchange lS posed for a , submitted to the surplus lines mar-HARRISBURG, Pa -A federal Judge has ruled that all persons showdown among the exchange's

and businesses within a 25-mile radius of the damaged Three Mile board of governors
ket, the report says

Island nuclear plant may file class-action suits for economic losses "The double standard es-

suffered as a result of the March 1979 accident theisfufYgedlastv,01 thatfe I tablished by these two regulations
But U S District Judge Sylvia H Rambo also ruled that persons clearly favors the nonadmitted

Trade Zone insurers no longer get
with claims alleging physical and emotional inluries must file sepa- market to the detriment of the in-

first crack before the exchange at
rate lawsuits for individual trial surance exchange," the senatedomestic risks to be written di-

panel said First deputy superin-Underthe class action, everyone within the 25-mile radius would rectly
tendent of insurance Donald Ga-be represented by attorneys who have filed preliminary motions But the three-person panel chal- bay called the analysis of Regula-and found "capable and experienced counsel" by the court lenged the board of governors to

Previous liability suits have been consolidated in a class action tion 41 -totally inaccurate " Bro-
ask for the needed legislative re-

demanding $560 million in damages for potential health danger kers must use the admitted marketform.
if they get a quote from an under-posed by the release ofradiation, costs involved in evacuating the "If someone being regulated

area and "mental trauma " A Harrisburg couple also has filed a writer, he said
says there is no need for relief, lt'S Enforcing this rule is difficult$20,000 suit charging the Three Mile Island incident was responsi- not appropriate for the legislature

ble for the stillbirth of their daughter (BI, Jan. 7). because a broker looking to cir-to take any action, ' said senate cumvent the admitted market can-Meanwhile, the Nuclear Regulatory Commission has warned panel chairman Sen John Dunne Sen. John Dunne says he would
that effective Apr111,1981, it will close down nuclear power plants not be forced to reveal quotes fromEven with a request from the "|OOk favorably" on modifyin9 licensed companies, he admittedwhose emergency plans are deemed Inadequate or where local board of governors, the legislature the exchange.
governments' plans for protecting the population are inadequate By rewriting Regulation 41 toprobably wouldn't consider any make it tougher, the department

amendments to the exchange s hold a special meeting on the is- hopes to curb abuses m the use of
Study shows high cancer rate enablinglegislationthis year, Sen sue All the 12 governors except nonadmitted markets and makeDunne said AIG president Maurice Greenberg the insurance exchange more at-

FLINT, Mich -The rates of colon and lung cancer among em- are expected to support opening tractive for domestic business, Mr
ployes at the Fisher Body plant near here are higher than those of Declining to commit himself to the exchange to more direct Gabay said A hearing on the pro-
the general population of Michigan, a state study shows introducing any legislation, Sen underwriting of New York risks posed rewrite is set for Aug 13

The report, prepared by the Michigan department of public Dunne allowed that he would The senate panel suggested in its
health, says the chances of workers at Fisher Body's Coldwater "look favorably" on removing or July 22 report that the Free Trade Exchange governor David
plant dying from cancer are Bi times greater than those ofthe gen- modifying the Free Trade Zone Zone be changed and the ex- Holbrook, a senior vp at Marsh &
eral population impediment that prevents domes- change and nonadmitted insurers McLennan Inc, and exchange

The study included retired and active employes of the facility tic risks from flowmg directly to be equally accessible to the com- president Donald Reutershan
who died between Jan 1, 1974, and Dec 31, 1978 the exchange mercial buyer in New York But praised the report

The findings are similar to those in an earlier study showing The panel also suggested a the divided panel didn't suggest "It's one of the best analyses and
woodshop workers at Ford Motor Co have htgher cancer rates change in regulations now making how this should be accomplished recommendations made on the sit-
than the rest of the population because they are exposed to sus- it easier to place a risk with a non- The panel couldn't agree uation," Mr Holbrook said "I sup-
pected cancer-causing elements in the workplace (BI, March 17) admitted insurer than with the ex- whether access to nonadmitted port it The timing is excellent and

change, but didn't recommend markets should be tightened or the should require us to take a stance
Tanker insured for $16 million how to do it exchange opened up to direct at our next meeting or a special

The board of governors, which risks, said panel cochairman meeting "
LONDON-The 011 tanker Energy Concentration, which split in went into its Friday meeting with Donald Halperin This is one of the Mr Reutershan called the report

two last week at Rotterdam, Holland, while unloading 011, is in- the question on its agenda, could disagreements that held up release a "very fair presentation " Because
sured for $16 million Lloyd's and the U K. market underwrite 25% of the report two weeks ago (BI, he is an employe of the exchange,
ofthe insurance and 75% is largely in Far East markets with exten- July 21) he said he couldn't take a position
sive reinsurance Weekly feature Regulation 86-a, governing di- on the Interface issue until the

The cause o f the disaster is unknown, but it occurred during deli- rect underwriting of risks by the board of governors acts
cate unloading operations No one was killed Beginning next week, the exchange, demands that the risk The Senate Task Force on the

The tanker has a lower value than similar sized tankers because it BI ticker Index and stock re- first be submitted to the Free Development o f the New York In-
port, Business Insurance'sis 10 years old It is owned by Hong Kong-based C Y Tung Ship- Trade Zone Of 84 specially 11- surance Exchange was created

ping Group, which lost another tanker, Energy Determination, in analysis of insurance industry censed companies, only 25 are last February by senate malority
an explosion last December in the Strait of Hormuz near the Per- stock, will be a weekly fea- writing risks Ifone ofthe specially leader Warren Anderson in re-
sian Gulf That loss cost insurers a record $58 million ture Watch for it and the other licensed Free Trade Zone insurers sponse to charges of "overregula-

Marine insurers estimate worldwide tanker losses this year al- regular BI columns in next quotes the risk, it can't be submit- bon" ofthe exchange (BI, Feb 25)
ready exceed $120 million week's issue. ted to the exchange Those charges proved un-

Regulation 41, governing use of founded, Sen Dunne said

FTC, dentists to go to court
DALLAS-The Federal Trade Commission and the Texas Den-

talAssn areheaded forcourt ina dispute over TDA involvement in Insurers shun new risk bill
insurer cost-control efforts

The FTC has filed an administrative complaint chargmg Texas By JERRY GEISEL Under the revised proposal, ofthe association owning the pooldentists conspired in a boycott against Insurers' predetermination group-owned companies that un-requests beginning in the mid-1970s The bill anticipates groups
TDA responded last week that rather than resisting cost-control WASHINGTON-Efforts to win derwrite only owners' product lia- would secure charters in states

efforts, it had set up an effective claim review mechanism to "expe- insurance trade group support for bility risks and receive an insur- with captive insurance company
dite claims processmg and protect the consumer. the revised Risk Retention Act ance company charter in any state laws and in foreign captive domi-

have failed
According to the FTC, the TDA urged dentists to resist insurance or foreign country would be per- ciles, such as Bermuda and the

company requests for pretreatment X-rays, going so far as to offer a Four mglor trade groups have mitted to service members in all Cayman Islands.
filed letters with the Senate Com- states.

model letter of refusal But in 1975, at the request of the Texas in- But insurance trade groups say
merce Committee still expressing

surance commissioner, TDA and mgior insurers agreed to an infor- The act would preempt state the proposal would seriously harm
concerns about the product liabil- capital and surplus requirements state insurance regulation "Themal "memorandum of understanding" which set up a peer review

mechanism using licensed Texas dentists. ity pooling bill that was revised to andthe need forthe groups to be 11- most recent Senate working draft
placate them

The FTC argues TDA has hampered cost control TDA counters censed in each state or use a front- lacks essential balance because it
Holding back support are the ing insurerthat the review system has agreed with insurer predetermmations almost totally abrogates existing

American Insurance Assn, the Al-
95% of the time The Texas insurance board says consumer com- The proposal limits these groups state regulation and protection
plaints have subsided significantly since the agreement liance of American Insurers, the to underwriting product liability provisions," said Donald Jordan,

This is part ofa larger investigation of dental practices m Texas, Reinsurance Assn of America and and completed operations insur- assistant vp at the Alliance
the FrC said the Independent Insurance ance for member-owners. The The revised draft would restrict

Agents of America. groups may not write insurance state regulation "while allowing
But some 25 employers and for the public. Policyholders must foreign insurers to operate vlrtu-

business trade groups sent letters be owners of the pool or members Continued on page 101index enthusiastically endorsing the
measure A new business-insur-
ance industry confrontation is ex-

Vol 14, No. 30-Business In-Agent/broker profiles..... 11 pected Wednesday when the Com- Emmrich named bureau chief
Around the states... surance (ISSN 0007-6864) is

......
6 merce Committee holds a hearing Stuart Emmrich, associate editor in the New York office ofBusi-

Benefit beat.... published weekly at 740 Rush
.......... 4 on the act.

St., Chicago, Ill. 60611 Second- ness Insurance, has been promoted to bureau chief, announced
Classifieds......

.......
. .102 The revised proposal, drafted Kathryn Mcintyre, BI editor.

Editorial opinions........ 8 class postage is paid at Chicago, last month by the Senate Com- In his new position, Mr. Emmrich will be responsible for coor-
Legal briefs..............58 Ill, and at additional mailing of- merce Committee staff, eliminates

fices. Postmaster. Send address dinatmg news coverage ofthe New York region with Ms. Mcintyre
Letters................... all direct federal involvement in and managing editor Lorrie Gawla
London line.....  changes to Bwiness Insurance, risk retention pools for product lia-......... Mr. Emmrich has been withBI 16 months. He formerly was a re-
Perspectives.............57 circulation department, 740 bility risks. The insurance indus- porter with the Atlanta Constitution.
Speaking out. Rush St., Chicago, Ill„ 60611.

........... . 60 try obJected to an earlier proposal JoiningtheBwiness Insurance staff in Chicago is Joanne Wojcik
R Washington . ............. 6 Copyright 1980 by Crain Com- it said would have given federalmunications Inc O'Hare, an editorial assistant who will have production and report-

regulators a foot in the door to reg- ing duties
ulate insurance. BI, July 7)
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Rubber workers forgo pension gains
ABOUT 15,000 retired Uniroyal

Inc. workers will give up $1 a
month in pension improvements

for each service year as part of a
13% cut in benefits and wages ap-
proved by the United Rubber
Workers to aid the beleaguered
firm.

The union also agreed to freeze
pension accruals of active em-
ployes for five months.

Most of the cuts, approved this
month by some 6,500 URW mem-
bers employed by Uniroyal, are
wage rather than benefit-related, a
URW spokesman said.

The company has already an-
nounced several benefit cuts for

salaried employes (BI, July 21).

Vision care
The Methodist Medical Center of

benefit beat
Illinois in Peoria has become one

of the first hospitals in the state to
include vision care benefits for

employes.
Under the self-funded program,

the approximately 1,500 full-time
employes and their dependents
are eligible to receive vision care
benefits six months after they en-

roll in the hospital's health plan.
The vision plan will pay up to $20

per covered participant for one
routine examination every 24

months and up to $55 per covered
participant for a set of eyeglasses
or contact lenses once every 24
months.

The vision care program is ad-
ministered by Mutual Medical

Plans Inc. of Peoria. The monthly
cost of the program to Methodist
Medical Center, including ad-
ministration expenses, is estima-
ted at about $2.30 per employe and
$4.60 per dependent during the
first plan year.

Chiropractic cover
Employer groups o f 25 to 49 em-

ployes are now eligible to pur-
chase a chiropractic rider from
Blue Cross & Blue Shield of
Rhode Island, a benefit that was
available only to groups with 50 or
more enrolled.

The chiropractic rider provides
coverage for medically necessary

X-rays and laboratory services per-
formed or ordered by licensed
chiropractors. The option costs 26
cents a month for individuals and

51 cents a month for dependent
coverage.

Benefit payments are linked to
existing Blue Cross & Blue Shield
coverage levels, so a group with
Blue Cross semi-private, Blue
Shield Plan 100 and major medical
plans would have chiropractors'
X-rays and laboratory services in-
cluded as basic benefits, the plans
say. Office visits and orthopedic
care are included under the major
medical plan.

Dental data

Put Corroon &Black
at the helm.

We're the brokers who can help
your business steer clear of potential hazards.

Rising insurance costs make effective risk management
more important than ever to businesses of all sizes. And
that'S where Corroon & Black can help.

We'll design a risk management program that can effec-
tively reduce the risks and costs of your business insurance.

The approach we use is total account evaluation. Which
means we examine every aspect of your current risk man-
agement program, inside and out. Our professionals look at
your loss controls. They'll analyze your present coverages
to see if they're best for your business. They'll even check

Washington State is ahead ofthe
nation in percentage of population
covered by dental insurance, ac-

if the loss information you get now is adequate.
All this is just part of Corroon & Black's risk manage-

ment-on land, in the air, on water. Anywhere yout business
takes you. And it's another reason why we've become one
of the largest insurance brokers in the business, with over
90 offices worldwide.

Put the expertise of Corroon & Black to work now.
For a complete analysis of your risk management program,
call Richard M. Miller, President, toll-free, at
800-221-7024.(In New York, call collect, 212-363-4100.)

W Corroon &Black
Wall Street Plaza, New York, NY 10005 • Offices nationwide and worldwide

cording to areport by the Washing
ton State Dental Assn. dental cari
committee.

About 1.9 million residents, oi
48.5 % of the population, were cov
ered by some form ofdental insur
ance in 1979, the survey found. Na
tionwide, only 31% o f the popula
tion is covered by such plans, the
American Dental Assn. estimates.

Nonprofit health care service or-
ganizations and insurance compa-
nies provided the bulk o f the den-
tal coverage, with more than 41%
each.

Self-insured trusts accounted
for more than 17% and health
maintenance organizations less
than 1%

Made anv benefit changes? Write
Valerie Berg, Business Insurance,
740 N. Rush St., Chicago, Ill. 60611
or can 312449-5430.

london line

Lloyd's
to offer

settlement
By JOHN H. MILLER

LONDON-Lloyd's of London
is prepared to offer settlements of
about $20 million to Sasse Syndi-
cate members who are suing the
London exchange over $41 million
in losses, Business Insurance
learned.

The syndicate members are su-
ing Lloyd's to meet all claims
against them on the grounds that
rules set up to protect them were
not properly enforced.

Sasse members have had to pay
out heavily on U.S. fire risks be-
cause of ,binding authorities
granted to Den-Har Underwriters
Agency of Florida (BI, Feb. 11).
The members also face further

losses on U.S. computer leasing
and Canadian fire claims.

Lloyd's admitted last week that
settlement talks are going on, but
called any figures of potential
compensation at this stage "mis-
leading" because a settlement
must be approved by all Lloyd's
members.

Claims against the Brazilian
reinsurance group IRB for $13 mil-
lion toward the losses are pending.

There will be a High Court hear-
ing in London next January on all
lawsuits if settlements aren't
reached.

Bowring executive
K.J. Lambert Coles is the new

chairman of C.T. Bowring's under-
writing agency division, succeeding
Peter Stoddart, who resigned after
the Marsh & MeLennan takeover.

Mr. Coles, 58, is well-known at
Lloyd's and served on the Com-
mittee of Lloyd's for eight years
until last December.

He has been with Bowring
Group in London 30 years and
served as board member of its un-
derwriting agency division under
Mr. Stoddart for the past seven
years.

Mr. Coles was also chairman of a

Lloyd's subcommittee revising
rules for the admission and disci-
pline ofLloyd's brokers. This com-
mittee recommended two years
ago the introduction of the 20%
rule limiting outside interests in
Lloyd's.

The rule is likely to be dispensed
with in 1981 because of the Fisher

report, but will exist until the end
of 1980 at least. •



How an enlightened
insurance partnership of 22 years

has helped to control losses.

i

, 9



6 / business insurance, July 28, 1980

N.J. considers Free Trade Zone plan
TRENTON-New Jersey may

loosen insurance regulation to free
up competition for exotic and big
commercial risks.

Among the legislative reforms
being considered by an advisory
panel to the state insurance de-
partment are:

• Creation of a deregulated com-
mercial facility zone in which ad-
mitted and nonadmitted insurers

would compete equally for com-
mercial risks that meet a yet unde-
termined premium threshold or
areonalistofspecialrisksthatcan
be written by the excess/surplus
lines market. Admitted insurers

would be free from form regula-
tion in this zone, similar to the New
York Free Trade Zone.

• Freeing brokers from securing
affidavits of risk rejection before
marketing a risk to nonadmitted

ALBUQUERQUE
ATLANTA

BALTIMORE

BILLINGS

BIRMINGHAM

BUFFALO

CHARLESTON. WV
CHARLOTTE. NC
CHICAGO

CINCINNATI

around the states
insurers.

• Allowing syndicates on the
New Y6rk and Illinois insurance
exchanges to write direct risks in
the deregulated zone.

The state is also concerned with

fosteringgrowthofNewJerseyin-
surers.

The Risk & Insurance Manage-
ment Society has been asked to
survey its New Jersey members on
what regulations restrict their pur-
chase of insurance from New Jer-

sey insurers. Preliminary results of
the survey are expected by the end
of the month.

Another reform being consid-
ered would reduce to 1% from 2%

the premium tax on commercial

policies written by an insurer with
a home or regional office in New
Jersey employing at least 100 per-
sons and occupying 75% o f the
space in its building.

Jerome Gordon, special assis-
tant to insurance commissioner

James Sheeran, is the chairman of
the panel. Other committee mem-
bers are: Robert Sullivan, vp of
Crum & Forster; Robert Ruesis,
senior vp of Chubb & Son; Timo-
thy McCaffrey, assistant vp ofThe
Continental Corp.; John Andrews,
general counsel of Prudential
Reinsurance Co.; Thomas

McGeough, assistant general
counsel of Prudential Re; Daniel
Gross, president of Kramer Capital

Risk Management

BUSINESS INSURANCE
FINANCIAL EXECUTIVE
RISK MANAGEMENT

Consultants Inc.; Patrick Foley, vp
and general counsel of American
Home Assurance Co., and Joseph
Decaminada, senior vp and coun-
sel ofThe Atlantic Cos.

Longshore bill
COLUMBUS-Ohio shippers

and stevedoring companies may
soon find cheaper longshore and
harbor workers insurance.

Under a bill signed by Gov.
James Rhodes, the state workers
compensation bureau can write
longshore coverage. Currently,
maritime coverage is available

only from private insurers while
the monopolistic state fund is the
only source of workers compensa-
tion insurance.

State officials say they can sell
longshore coverage at cheaper

... worldwide

The Assurex Risk Management Institute (ARMI), a division of Assurex International Cor-
poration, is wholly owned and directed by independent, regional insurance brokers 10-
cated in more than 40 states and 16 foreign countries.

Which means if you're a corporate insurance or risk manager working with an ARMI
broker, you're always doing business with a home office... always with the same
knowledgeable people. People who know and understand risk management, from cash
flow plans to self-insurance to captive formation and management, and how to apply it to
your areas of risk.

And because each independent Assurex broker is joined in professional partnership with
all other Assurex brokers, you're also doing business with the largest corporation wholly
owned by independent brokers in the world.
All of which means your ARMI broker can offer you complete analysis-through-
implementation services to help you manage even the most complicated risks... wher-
ever in the world they may be.

For a brief informative pamphlet, contact your nearby Assurex International broker. Or
write: Assurex International Corporation, 6500 Busch Boulevard, Columbus, Ohio
43229.
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rates than insurers because the

premium paid to the state will
have to cover only the cost o]
claims and administration.

Support for the bill was particu-
larly strong among Cleveland area
marina operators, who com-
plained that the cost of longshore
coverage offered by insurers had
become prohibitive.

The state must first gain ap-
proval from the U.S. Labor De-
partment, which has jurisdiction
over longshore actiyities. State of-
ficials expect approval this sum-
mer.

Hearing loss
ALBANY-New York will per-

mit employes waiting to file hear-
inglossclaimstoremainonthejob
when a law reforming the hearing
impairment rules takes effect Oct.
1.

The law will require workers to
be transferred to a quieter work
area or to be given earplugs. Many
workers were reluctant to file hear-

ing loss claims because of a provi-
sion that made them leave their

job, said state workers compensa-
tion chairman Arthur Cooperman.

Other changes reduce the wait-
ing period for filing a hearing loss
claim to three months from six
months. A worker is also permit-
ted to file a claim within 90 days of
learning that hih hearing impair-
ment was work-related if he learns
this two years after the disability
occurred. Two years is the normal
time limit for filing a compensa-
tion claim in New York. •

walhington

IRS gets
warning
on rules

By JERRY GEISEL

REP. JOHN ERLENBORN (R-
Ill.) is warning the Internal Reve-
nue Service to back off from its
proposed vesting regulations.

Under the proposed rules (BI,
June 9), the IRS would test all
plans, regardless of vesting sched-
ule, before issuing a tax qualifica-
tion letter. Currently, any 4-40
vesting plan can be tax-qualified
without an examination for dis-
crimination.

Rep. Erlenborn insists that ex-
ceptincasesofactualabuse-such
as the firing of employes just be-
fore they vest-the adoption of a 4-
40 vesting schedule automatically
protects a plan from disqualifica-
tion.

Unless the IRS recognizes 4-40
as a "safe harbor," Rep. Erlenborn
says he will attach an amendment
to the Treasury Department's ap-
propriations bill forcing the IRS to
retain current vesting rules.

FICA relief
The House last week approved

legislation giving some temporary
relief to the ailing Social Security
old age retirement fund.

Funds from the financially
healthy disability insurance fund
will be diverted to the retirement
fund in 1980 and 1981 under the
legislation, passed on a voice vote.
Without the transfer, the retire-
ment fund might run short of
money to pay benefits to retirees
as early as next year, Social Secu-
rity officials have warned.

The measure is pending on the
Senate floor. .



CG PEOPLE REALLY FIGURE IN THIS FIGURE
More than one-third of our group insurance revenue

comes from clients who have been with us for 25 years or
more. We're just as proud of such long-term relationships as
we are of our recent rapid growth. In fact, more than half the
number of firms we insure came to us in the last five years.

What's made such a record possible? We think it's the
excellence of service you receive from every CG person you
deal with. From the people who develop your package...to the
group administrative representatives who can help set it
up ...to the CG people who handle your claims, quickly and
accurately.

So, if you're looking forgroup insurance that's just right for
your company's needs-backed up bythe kind of service
that keeps clients with us- ask your agent or broker to put
you in touch with a CG Group representative. We'll come
through for you.

./6/0
CONNECTICUT GENERAL INSURANCE CORPORATION, HARTFORD

COMING THROUGH FOR YOU THATS WHAT CG PEOPLE DO.



8 / business insurance, July 28, 1980

editorial opinions

Threat of efficiency
E DON'T WANT to see the demise ofthe commercial insurance broker in

the name of efficiency. The buyer has too
much to lose.

Economic pressures today, however, are
threatening the independence of the bro-
ker as the buyer's representative in the
marketplace concerned only with the
buyer's interests.

Efficiency is the battle cry in this era of
rising costs and a competitive insurance
market. Everyone is trying to trim over-
head to offer the best price and get the
most profit out of depressed premiums.

We support new methods of underwrit-
ing and broking that are more efficient
and save the buyer money. But we don't
want to see brokers make cost-cutting
moves that will make them more beholden

to the underwriters than the buyers.
The most dangerous development for

brokers, even if defended as efficient, is
the common ownership of brokers and
underwriters. When a broker places a risk
with an affiliated insurer, there is at least
the suspicion that the broker could be
more interested in lining corporate coffers
than in finding the best market for an in-
surance buyer.

Bigger trouble can erupt over a claim
settlement. The broker must negotiate
with an insurer for the largest fair claim
settlement for his client. But when the in-

surer is an affiliate of the broker, the bro-
ker could be pressured to consider the in-
terests of the underwriter, who is looking
to make the smallest fair claim settlement.

Underwriters and policyholders can often
honestly disagree over the definition of
fair claim settlement.

If the broker is to be a true broker repre-
senting only the buyer, there can be no
question about where his interests lie.

Citing these potential conflicts of inter-
est, the Fisher Working Party recommen-
ded in its report on Lloyd's of London that
all joint ownerships of Lloyd's underwrit-
ing agencies and brokers be severed.

The U.S. broking community should
heed the experience and expertise of
Lloyd's and stay out of these connicting
relationships. But Marsh & McLennan,
which avoids even running underwriting
pools for clients with captives in the inter-
est of staying out of underwriting, has
been thrust into the thick of the issue by

its purchase of C.T. Bowring and its un-
derwriting subsidiaries.

M&M vp and chief financial officer
Bruce W. Schnitzer says the Bowring un-
derwriting business will be separate from
M&M's broking business, operating
"across a Chinese wall from broking."

M&M hasn't created thejoint ownership
issue in the United States. The Continen-

tal Corp., one ofthe largest U.S. insurance
conglomerates, bought a 10.7% equity in-
terest in Reed Stenhouse Cos. Ltd. last Au-

gust. Reed Stenhouse claims indepen-
dence and marketing freedom from Con-
tinental, citing only the elimination of
overlapping efforts.

This point raises another potentially
-L dangerous development for brokers:
the drive to secure underwriting authority
from insurers to eliminate duplication of
services.

Brokers involved in this drive argue
they can inspect and rate a risk, under-
write the policy and issue it more effi-
ciently than the insurer. This may indeed
be true; brokers are already inspecting
and rating risks for ammunition in nego-
tiations with insurers.

We question whether what is being
described as duplication of services isn't a
necessary check on underwriting deci-
sions that is a justified cost.

We caution brokers considering under-
writing authority agreements with insur-
ers to consider how the agreements will af-
feet their ability to market a client's risk to
the best underwriter at the best price.
When profit-sharing agreements enter
into these underwriting authorities, we
ask the broker to consider whose interest

he will serve in a claims dispute.
We will be so bold as to suggest even the

policy of paying brokers contingent com-
missions for placing good business with
insurers is compromising to a broker.

The commercial insurance buyer needs
a good broker to represent him in today's
complex insurance market. Despite the
perceived threat of continued growth of
direct writers fed by their efficiency, we
venture to argue there will always be an
important place for the commercial insur-
ance broker in the insurance business-as
long as he doesn't abdicate that role in the
name of efficiency.
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letters

Business Insurance welcomes letters from its readers. Please keep your
comments as brief as possible and we reserve the right to edit or shorten
letters for clarity or space. Please send your comments to Letters to the
Editor, Business Insurance, 740 N. Rush St., Chicago, Ill. 60611.

One step further
To the editor: Your editorial

"Demand your data" (July 23) was
good and to the point, but you
need to carry the philosophy one
step further.

The risk manager would have no
need to demand data from insur-

ance or service companies if he ul-
timately owned and controlled his
own data through his own risk
management information system.
Any contract with an insurance or
service company could spell out
their role of input to the risk
manager's own data system.

I believe brokers are on the right
track by developing their own data
systems, but they are fooling
themselves if they don't recognize
that most all risk managers dream
about owning and controlling all
of their own risk data. After all,
what happens if a risk manager
changes from one broker to an-
other, one carrier to another or one
service company to another? All of
the data systems are generically
alike in name but very different.

Who ultimately benefits from a
risk manager owning and control-
ling his own risk data system? In
my opinion, everyone does, from
the risk manager's company right
on down to the broker, carrier and
service companies. The risk quite
simply becomes better managed
and decisions can be made and

acted on swiftly and the risk man-
ager is not "slamming the door on
alternate risk funding and financ-
ing methods in the future" be-

cause of the lack of data.
Thomas E. Arnold

Senior vp
Emett & Chandler

New York, N.Y.

Another auditor
To the editor: In your "Cost of

Care" article (June 16), Karl
Bunkelman, president of Fidelity
Revenue Systems Inc., states that
"nobody's there providing an
auditing function to monitor
what's going on" in hospitals and
"there is no kind of scrutiny of ser-
vices like this in the country."

An audit review program has
been in existence at Wausau Insur-

ance Cos. for more than a year-
beginning six months before Fi-
delity was in business.

Thomas R. Topinka
Public affairs

Wausau Insurance Cos.

Wausau, Wis.

Old-time advice
To the editor: As a risk manage-

ment consultant, I would agree
with David Warren's basic prem-
ise, a buck is a buck ("Cover over-

all exposure, not disaster," Risk
management notes, July 14).

However, I am reminded of an-
other saying ofone ofthe old-time,
pioneering risk managers: "Don't
risk a lot to save a little."

Michael J. Buick

VP
Allovio Corp.

Long Grove, Ill.

DONALD A. WALSH, ROBERT L. NIESSE,
Aduertising Director-New York Midwest Sales Manager-Chicago

(212-986-5050, Ext. 15) ' (312-649-5276)

Advertising district managers: New York-CHARLES A. HORVATH, JACK FORREST, KEITH T. GALLAGHER.
Chicago-DON MAHLMEISTER, Assistant to Advertising Director: Ibs Angeles-LORI WEINSTEIN, New York-
CONNIE MELE. Production manager: Chicago-FRAN PRYBYLO. Promotion manager: New York-RONNIE I.
DRACHMAN. Assistant to the publisher: Chicago-CELIA MALOUHOS, New York-JOYCE BAIDA. Classified sales
-BARBARA TOSHEFF.

Published by Crain Communications Inc., Chicago, HERBERT ZELTNER, group up; ALFRED MALECKI, J.J. GRA-
HAM, S.E. COHEN, LOUIS F. DE MARCO, WILLIAM STRONG, ROBERT W. KRAFT, STEPHEN D. GILKENSON,
ARTHURE. MERTZ,vice presidents; JAMES M. FRANKLIN, up-finance andadministration; MERRILEE P. CRAIN,
assistant secretary.

Published weekly at 740 Rush St., Chicago, Ill. 60611 (312-649-5200). Offices: 708 Third Ave., New York, N.Y. 10017 (212-
986-5050); Suite 1253 National Press Building, Washington, D.C. 20004 (202-638-5300); 6404 Wilshire Blvd., Los Angeles,
Ca. 90048 (213-651-3710). $1 00 a copy. $25.00 a yearin U.S. Canada and all other foreign add $10 for surface mail. Europe
& Middle East only add $32 for air delivery. First-class mail to Canada only, add $36. WILLIAM STRONG, up-circula
tion. PAMELA JANOUSEK, circulation manager; ROGER DiGREGORIO, juvillment director. Circulation Dept-
Chicago. (312-649-5227). Four weeks' notice required forchange ofaddress. Send subscription correspondenceto Circu-
lation Department Business Insurance, 740 Rush St., Chicago, Ill. 60611 or phone 312-649-5221. Telex 25-4248, Cable
CRAINCOM. Microfilm copies are available from University Microfilms, 300 Zeeb Rd., Ann Arbor, Mich. 48013. Micro-
fiche copies available: Bell & Howell, Micro Photo Division, Old Mansfield Rd., Wooster, Ohio 44691.

*ABPMember of Business Publications Audit of Circulation



5
Z
2

j

Z

g rear prublem solvers
of - *„e 20th -entury

4

The Wright Brothers

Fii',t then, , Freud.

771*71 Al:1dumi: CU:i·-ie.

Thun Einsteiti, the Wright
brot liers, Heny Ford t!11(1 1£0
81,- i id stattBr.

I .i,3 Tlru 11( lsi nt 14·1-7

Like all» Al(3 1{j:sl :11,ill,ig{'11]l.'Ill
account execii tixes, he's ilt,irig Ic,r
his profes»fo:n Ki Flit t other greuLS
have ilone for theirs.

Solvilly prol del l ts 1.11: 11 ma ny
wou]!t-! cnnsuierunsohable.

Like' sct» 1 i ilg i i p nr,te prograi ns
to in 4,i'ove cash ilow ry herel here

15 11(me,

lasing captive reinslininre
Faci] itic,s in develc,],ing platisto
nlinililizeyullt' inc„Ilic tax.

.\Ticl niakhic linalici i] pl<)[.eC-
tion Eific,rclable alatinie w}lun

1 . I

everything ulseisn't.
i'\TG has oneof themost

ex I j,Brienced ri slf 111: in, i:.r„:ni,-nt
Ferr icv .s allyR }Hv', . 1 n I nrt, OUT
f )t ,*,I,1* 1, ,ive sol iti ] prol·] ernst}'iat
others d, 1 rl't even kii, I w exist.

That, S jillportalit »lul'.'.ulito
Know.

i

4

Bec ause  l ie}»1 it coiTics ju st  1 v=

ing proble!11 9, a ('0-1111):ill.\ thuCS
still irnitillic (:X peiit vice ('c Ilild
litive you with zi bad expi·riente.

Wh-ic·hi- rhvthe world will

alwao s remember i hu contri bu.
tions of Freud, Ein·d,·in an,-1
Bnitidst:itter.

AIG Risk Management.

The AIG Companies
Let uS take Lile rislis.

Formoreinformation. contact AIG Itisk Management, IX,pt A. 70 Pine Street. New York, N.Y. 10270. A Member (ompany of American International Group



Insuring
independence

with insurance

knowledge.

Knowledge is power.
ISU is a new national support system

created to deliver to a select group of
superior independents, the expertise,
resources, and insurance knowledge
previously available only to national
brokers.

This exclusive organization is
creating a new breed of insurance pro-
fessional: The ISU Independent.

The ISU Independent's primary
guide to ISU's galaxy of insurance
knowledge is the ISU Territorial Con-
sultant, a proven insurance specialist -
backed by ISU's staff of industry
leaders in risk management, sales,
finance, marketing, communications,
promotion, recruiting, training, and
management. For example, ISU's
National Services offers:

Information Services- Unique com-
munications systems will keep the ISU
Independent ahead of competition. The
ISU Answer-Line,m a no-waiting, toll-
free"800" line connected to the ISU
Information Center, delivers solutions
to the ISU Independent's most compli-
cated questions within 24 hours. At the
hub of ISU's National Services, the
Information Center monitors new
developments in the industry for plan-
ning ISU action initiatives.

Risk Management-For the ISU
Independent, no pbtential client will be
too large, no risk exposure too com-
plicated, because ISU offers state-of-
the-art risk management techniques
and expertise. This expertise will not
only increase the ISU Independent's
knowledge and range of business
opportunities, but will also allow him
to bring a new dimension of capabilities
and service to his clients through non-

insujiance solutions. ISU assists its a broad range of business disciplines
Independents in the selection and and techniques, directed at identifying
evaluation of Contract Services for and forecasting new insurance industry
SelfInsurance and other highly special- trends. Applying the principles of mar-
ized Risk Management situations. keting and operations research, ISU's
Additionally, the ISU Independent will Research and Development team will
have Market Quote Analysis capabili- study the practicalimpact of such areas
ties so that he may provide sophisti- as fully automated systems, and work/
cated cost comparison and analyses of motivation concepts. ISU's revolu-
risk funding alternatives available tionary R&D effort is aimed squarely
to his clients. at the issues of agency productivity

in the 80s.Insurance Industry Relations
Programs-ISU is totally supportive These National Services are but a

of the strong, traditional relationship few of the advantages offered to agents
between independent agents and and brokers selected to become ISU

brokers, and their insurance companies. Independents. Equally innovative and
The objective of National Services' sophisticated programs will be avail-
Insurance Industry programs is to able from ISU's Financial Services,
expand the ISU Independent's ability Training and Educational Services, and
to access the world insurance market- Communications and Advertising
place, and to enhance and broaden his Services.

ISU Independents, backed by therelationships with quality insurance
companies. services and resources of ISU, are

doing more than setting anew standardCommercialGroupPrograms-ISU's of excellence.
expertise in identifying and originating They are creating insurance history.effective group programs derives from
the fact that many of ISU's staff were © 1980 ISU Companies, P.O. Box 2822
involved in the development and evo- Dept. D-1, 77 Battery Street
lution of the principles of mass mar- San Francisco, California 94126
ketedinsurance. Their experience and The ISU affiliation is now available in Calif.

expertise in evaluating, testing, and
customizing group programs and
specialty products that genuinely fulfill
client needs will aid in targeting and
developing new insurance clients for the
ISU Independent.

ResearchandDevelopment-Oneof *IMI
the most challenging endeavors of
National Services is the evaluation of ISU COMPANIES,INC

... because knowledge isthebestinsurance;



By KATHRYN J. McINTYRE

CHICAGO-A full-court press
for new business and a couple of
big gainers brought the top 20
commercial insurance brokers

through a hotly competitive 1979
with an average growth rate
slightly higher than in 1978.

Beating the 1978 average growth
rate of 19.6% by half a percentage
point, the top 20 brokers in 1979
averaged 20.1%.

The top 20 list this year, how-
ever, includes for the first time
Tampa-based Poe & Associates,
replacing a beleaguered Nord-
strom Group ofMinneapolis as No.
19. The second tier of the top 20 is
also substantially realigned. The
top nine held their positions.

Business Insurance compiles the
list of the top 20 U.S. commercial
insurance brokers each year based
on public reports, information
supplied by the brokers and inter-
views with industry sources. This
:s the ninth BI survey of the bro-
kerage industry.

Continued tough competition
for business among insurers and
the attendant premium slashing
are making 1980 even tougher for
agents and brokers, who are
watching their commissions fall. A
10% growth rate in 1980 would be
welcomed, say many brokerage

Company

executives, disheartened by the
delayed tightening of the insur-
ance market. Most aren't expect-
ing higher insurance rates and bet-
ter commissions until 1981.

Top-ranked Marsh & McLennan
Cos., however, is looking ahead to
1980 results with glee, basking in
its June purchase of London's C.T.
Bowring. The new M&M is a bil-
lion-dollar international company.

As a group, the top 20 brokers
increased their total gross reve-
nues 18.4% to $2.1 billion in 1979,
compared with $1.8 billion in 1978.
Estimating the premium volume
controlled by these 20 leaders at
$21.5 billion, the top 20 control 35%
ofthe estimated $60 billion in com-
mercial insurance sold to U.S. cor-

porations and institutions.
The top 20 also collectively in-

creased their revenues per em-
ploye this year by closely control-
ling growth of their employe
ranks. The average revenue per
employe rose 10.2% to $46,743 in
1979 from $42,418 in 1978.

Rollins Burdick Hunter em-

ployes, however, lost their position
as the most productive of the top
20 to employes of Ryan Services
Corp. New computers allowed
Ryan to redistribute its work force
and increase gross revenues 28.3%
without increasing its number of
employes.

MARSH & McLENNAN

ALEXANDER & ALEXANDER
JOHNSON & HIGGINS
FRANK B. HALL & CO.

FRED S. JAMES & CO.

CORROON & BLACK

ROLLINS BURDICK HUNTER

BAYLY, MARTIN & FAY

ARTHUR J. GALLAGHER & CO.
INSURANCE MANAGEMENT CORP.
PENN GENERAL AGENCIES

E. H. CRUMP COS.

EMETT & CHANDLER
FINANCIAL GUARDIAN GROUP

ALBERT M. BENDER CO.
RYAN SERVICES CORP.

SCHIFF TERHUNE INTL

JAMES S. KEMPER & CO.

POE & ASSOCIATES

COOK, TREADWELL & HARRY
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Canada's Top Three (Canadian dollars)
REED STENHOUSE COS. LTD. 1 1

1 TOMENSON, SAUNDERS
WHITEHEAD LTD. 2 2

DALE CO. LTD. 3 3
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Top 20 firms battle to maintain growth
Ryan's $57,603 in revenues per

employe is only slightly ahead of
Schiff Terhune International's

gain this year to $57,273.
New business saved the day in

1979, compensating for falling pre-
miums and commissions and help-
ing to put 1979 on record as second
only to 1977 in growth in the last
five years. Since 1975, the Chang-
ing top 20 brokers have produced
growth of 19.1% in 1975, 19.3% in

1976, 24.3% in 1977 and 19.6% in
1978.

The drop in premiums on re-
newal in this competitive market
is estimated as high as 10% to 15%
by sonne brokerage executives.
But an 8% average premium defla-
tion across all lines upon renewal,
cited by M&M chairman L. Patton
Kline, is seconded by many others.

New business had to compen-
sate for that loss of commissions

before a broker could rack up any
growth.

And new business was hard

fought for, with regional brokers
especially giving the national
houses a challenge.

"Everyone is shooting at our
business, and everyone else's,"
said Robert Hatcher, president of
No. 3-ranked Johnson & Higgins.
"It's a daily challenge to defend

Continued on next page

Risk execs show little faith

in agent service franchises
By LEN STRAZEWSKI
and DAVID SPERLING

CHICAGO-It's almost a reli-
gious movement. Everybody
wants to lead regional brokers and
independent agents to a promised
land of large commercial risks.

Despite the ballyhoo of new bro-
ker service franchises-including
ISU of San Francisco, Insurance
Consortium of America of Stam-
ford, Conn., and Brokers Trust of
Santa Barbara, Calif.-and the es-
tablished reputations of Assurex
of Columbus, Ohio, and Washing-

ton, D.C.-based ARM, most big
buyers aren't worshipping yet.

The new and the old organiza-
tions probably won't displace
Marsh & McLennan, Alexander &
Alexander, Johnson & Higgins
and other jumbo brokers on mjor
accounts, many risk managers told
Business Insurance. The market to

be won may be only mid-sized ac-
counts and associations, they say.

The marketing and advertising
assistance offered the smaller

agents and brokers doesn't im-
press many buyers. And the risk
management services, intended to

1979 Broker Performance: The leaders

Gross Revenues
(000)

1979 1978 % chg.

$530,5511

$368,239

$262,0803

$258,871

$165,637

$140,325

$67,735

$65,000

$30,524

$25,580

$23,980

$23,784

$17,973

$17,786

$17,6524

$17,281

$15,750

$15,164

$12,800

$12,5575

$2,089,269

$191,700

$32,572

$15,100

$239,372

$476,4312

$228,868

$234,0003

$197,5892

$143,039

$119,0002
$61,6842

$54,900

$24,817

$17,307

$21,939

$19,5862

$15,752

$13,842

$14,0104

$13,473

$13,500

$13,670

$10,400

$11,4162-5

$1,765,223

$161,900

$30,162
$13,700

$205,762

'M&M acquired C. T. Bowring in June 1980, whose 1979 revenues were 316.3 mil-
lion pounds sterling or $700.4 mi;lion U.S. dollars using an exchange rate of
$2.2145 dollars to the pound.

2Restated.

11.4

27.5

12.0

31.0

15.8

17.9

9.8

18.4

23.0

47.8

9.3

21.4

16.7

10.9

23.1

10.0

20.1

Employes

1979 1978 % chg.

10,359

7,500

5,4303
5,300

3,200

2,500

1,250

1,600

682

620

550

607

489

376

336

300

275

355

325

388

42,442

18.4 4,500

8.0

10.2

12.2

820

455

5,775

10,2362
7,000

5,2003

5,000

2,935

2,4232

1,1962
1,330

451

343

300

300

40,043

4,500

5,817

3Business /nsurance estimate.

4Fiscal year ends July 31; years ending
1980 and 1979 reported.

5Calen(jar year estimate.

850

467

275

375

300

317

553

430

5292

550

9.0

3.2

4.5

20.3

23.3

44.2

4.0

10.4

8.4

9.6

12.0

0

0

-5.3

8.3

22.4

1.2

7.1

4.4

6.0

9.7

0

-3.5

-2.6

-2.0

give the smaller agent or broker an
edge, are offered by big brokers.

New franchise ventures such as

ISU and Brokers Trust"perceive a
need that may or may not be
there," said William Dodge, direc-
tor of insurance for Fuqua Indus-
tries Inc. in Atlanta.

All these alliances and fran-

chises also promote what indepen-
dent insurance agents have always
called their own: personal service
to clients that are too small to hold
a bigger broker's attention.

Marketing associations will have
Continued on page 99

Rev./Employe

1979 1978

$51,216
$49,099

$48,2653

$48,844

$51,762

$56,130

$54,188

$40,625

$44,757

$41,258
$43,600

$39,183

$36,755

$47,303

$52,536

$57,603

$57,273
$42,715

$39,385

$32,363

$46,743

$42,600

$39,722

$33,187

$38,503

$46,5452

$41,267

$45,0003

$39,5182

$48,736

$49,1132

$51,5752

$41,278

$44,877

$40,249

$41,4732

$35,6112

$34,927

$40,356

$46,700

$44,910

$49,091

$36,453

$34,667

$36,0132

$42,418

$35,978

$35,485

$29,336

$33,600
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Top 20 battle to keep up growth pace
Continued fum previous page
what you have." Regional brokers
can compete more effectively in
soft markets when insurers are
more willing to make concessions
for anyone, he noted.

"We are seeing smaller brokers
in the soft market able to do things
they wouldn't have the sophistic:-
tion and expertise to do in a tight
market," agreed Sidney A. Stew-
art, president of E.H. Crump Cos,
No. 12 on the top 20 list.

Bolstering new business growth,
big gains by a couple of the BI top
20 drove the average growth rate
up to a surprisingly high level for
1979.

Insurance Management Corp,
with a new president determined
to take the company national, led
the leaders with 47.8% growth in
gross revenues in 1979. Gross reve-
nues of $25.6 million put it into the
10th spot from 12th on the strength
of four acquisitions in 1979.

The planned acquisition this
year of Los Angeles-based Kinder
& Laucci was called off. More ac-
quisitions are planned this year,
said president Robert H. Hilb, for-
merly head of the Midwest opera-
tion of Fred S. James & Co.

Sales push

Frank B. Hall & Co. also bol-

stered the average growth rate for
the top 20, turning a 31% increase
in gross revenues in 1979. A new
sales push, marketing of un-
bundled services and contribu-
tions from the international sub-

sidiary Leslie & Godwin created
the growth to $258.9 million, says
executive vp John F. McCaffrey.

The big jump in gross revenues
at Hall puts the No. 4 broker within
striking distance this year ofjohn-
son & Higgins's hold on third
place. J&H's gross revenues are
estimated at $262.1 million for
1979.

Strong growth of more than 20%
also was reported by seven other
brokers.

Financial Guardian Group
edged up to No. 14 from 15 last
year on the top 20 list with a 28.5%
increase in gross revenues. But
even continued acquisitions ain>
ing Financial Guardian toward the
$20 million in gross revenues
targeted for this year won't keep it
in 14th place.

Coming up fast from 15th place
to vie forthe 10thspotin 1980 isthe
brokerage business of Bache
Group Inc. The gross revenues of
its Albert M. Bender subsidiary
and to-be-acquired Ter Bush &
Powell will give Bache Insurance

Annual issue

at a glance
Business Insurance's annual

look at the insurance broker-

age business is organized into
four sections to provide easy
access to the rnost extensive

report available on U.S.
agents and brokers.

The top 20 are profiled in re-
ports beginning on page 14
and continuing in order of
size. Profiles of Canada's top
three begin on page 64.

More agents and brokers
are described in miniprofiles
in an alphabetical listing be-
ginning on page 67.

A geographic index track-
ing the agents and brokers by
city and state begins on page
96.

A special report on new and
old alliances designed to im-
prove the services and mar-
keting power of smaller
agents and brokers begins on
page 99.

-

t

Services Inc. an estimated $27.6
million in gross revenues for 1979.

Bender alone grew 26% in 1979,
enjoying the success of marketing
special programs for specific in-
dustries like construction, plas-
ties, metal trades and garments.
"We learned to rifle-shoot in our

prospecting for business.' said

president Bernard M. Mizel.

Moving up

Ryan Services Corp. in Chicago
also jumped two notches on the
top 20 list for 1979, thanks to 28.3%
growth in gross revenues to $17.3
million. New Troperty/casualty ac-

counts produced $3.8 million in
gross revenues, said group chair-
man John C. Brogan.

Second-place Alexander &
Alexander continues to produce
big increases in gross revenues.
The broker turned a 27.5% in-

crease, attributed mostly to strong
growth ofnew business but helped

i\:

46

by more acquisitions.
Unless A&A pulls offa combina-

tion with Sedgwick Group in
London to boost its gross reve-
nues, it is doomed to staying a dis-
tant No. 2 to Marsh & McLennan.

Poe & Associates of Tampa
jumped onto the top 20 list for
1979, pickingupthe No 19 slot for-
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merly held by Nordstrom Group of
Minneapolis. Poe & Associates'
23.1%increaseingrossrevenuesto
$12.8 million was boosted by
higher contingency bonuses paid
to the broker by insurers reward-
ing profitable accounts.

Arthur J. Gallagher & Co., the
second-largest privately held bro-
ker in the U.S., stayed on target for
its growth, producing a 23% in-
crease in gross revenues to $30.5
million and holding on to the No. 9

spot.

E.H. Crump Cos. in Memphis
produced an impressive 21.496 in-
crease in gross revenues, out was
still bumped a slot :c No. 12 by the
dramatic growth of Insur: nce
Management Corp.

Hurt the most in -te compet.tive
1979 market was Nordstrom
Group, falling off the tog 20 list.
(See story, page 1.)

Rollins Burdick Hunter,holding
onto seventh placety $2.7 mil!ion,
grew only 9.8% in .£79.

Penn General Ag.ncies in Los

Angeles also had a tough year,
growing only 9.3% compared with
1978 and edged down a spot by In-
surance Management Corp.

Structural change

James S. Kemper & Co. fell two
spots onthe 1979 ranking, toNo. 18
from 16, after reporting only 10.9%
growth. But the Chicago-based
broke is targeting 10% growth in
1980 based on managemer.t and
structural changes, even in the

face of tough competition.
Cook, Treadwell & Harry held

onto the 20th spot with estimated
10% growth compared with 1978.
The Memphis-based broker had to
estimate its calendar year reve-
nues because its fiscal year results
were not available.

Also falling below the average
growth rate of the top 20 but still
turning in respectable results were
many of the top 10 brokers.

Leader M&M managed only an
11.4% increase in gross revenues.

business insurance, July 28, 1980 / 13

A flush of new business couldn't

produce the dramatic increase for
the giant broker that it would for a
smaller company.

Johnson & Higgins, in the same
league catering to giant commer-
cialaccounts, isestimatedbyBusi-
ness Insurance to have produced a
12% increase in gross revenues in
1979. Strong employe benefits
business and new accounts are be-

lieved to have helped J&H's re-
sults.

Fifth-ranked Fred S. James &

Co. produced a comfortable 15.8%
increase in gross revenues in the
face of the same problems, thanks
to investment income, higher
Troperty values driving up prop-
erty insurance needs and higher
contingent commissions, says
chairman James H. Vaughn.

Falling short

Corroon & Black's 17.9% in-

crease in gross revenues for 1979
looks impressive when compared
with many others on the chart, but
falls far short of the growth rate
the broker has produced in the last
few years. With $140.3 million in
gross revenues, Corroon & Black
t.as a hammerlock on sixth place.

Also holding their posts in 1979
were: Bayly, Martin & Fay in No. 8
with 18.4% growth; Emett &
Chandler in No. 13 with 14.1%

growth, and Schiff Terhune In-
ternational in No. 17 with 16.7%

growth.
Canadian brokers also were tak-

ing a beating in the competitive
world insurance market. Reed

Stenhouse Cos. Ltd., which would
rank No. 5 among the U.S. brokers,
fought off the competitive forces
in 1979 but expect them to take
their toll in 1980. The largely in-
ternational broker managed a
hefty 18% increase in gross reve-
nues in 1979, but is expecting no
more than 12% in 1980.

The two other Canadian leaders

didn't fare as well.

Tomenson, Saunders, Whitehead
Ltd. managed a slim 8%increase in
gross revenues in 1979 to $32.6 mil-
lion. Dale & Co. Ltd. produced 10%
growth to $15.1 million. .
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Top 20 brokers:
 Bowring purchase boosts M&M after lag in '79

1
Marsh & McLennan chairman of Marsh & McLennan creased 14% over the first six ,

Inc, the U S broking subsidiary
Cos. Inc. Agent /Broker months of 1979 to $304 5 million

The June purchase of London- C T Bowring & Co Ltd will be
1221 Ave. of the based C T Bowring has catapulted included in M&M's results starting
Americas, New York, the largest U S commercial broker '. Profiles

in the third quarter
N.Y. 10020; into the position of the largest m- Improved insurance broking for
212-997-2000 ternational brokerage firm with low for M&M, which has turned a the client will dominate the new IW,

1979 1978 new subsidiaries in underwriting, compounded growth rate of 16% M&M of 1980, Mr Kline boasts
premium vol $6.500.000.000$6,000,000,000 credit finance, shipping and trad- for 1974 through 1979 Insurance services contributed

.
Gross rev $530,551,000 $476,431,000
Employes ing and banking added to the U S A record number of new ac-

10,236 89%of M&M'soperating incomein
Rev /employe $M"6 $46,545 subsidiaries involved in employe counts couldn't carry recent years' 1979, insurance broking contrib-
Offices 172 163 benefits and investment manage- growth against the premium de- uted 54% of Bowring's pretax

Y

ment pression And its effect on commis- profits in 1979
M&M' Cos ' 1979 results, how- sions, Mr. Kline explained And the word in insurance ser-

Consider Marsh & MeLennan ever, are less impressive The Growth in the first six months of vices at M&M this year is "value-
Cos Inc four or five companies 114% growth in gross revenues is 1980 lS up compared with 1979, added "
now, advises L Patton Kline, low among the top 20 brokers and however Gross revenues in- M&M is determined to give the

buyer a better insurance buy for
his premium dollar, Mr Kline .:

says Wielding ·the clout and effi-
clency of the world's largest bro-
ker will help, he says

"All insurance should be written

to an 80% permissible loss ratio-
and that Includes investment in- All insurance
come," Mr Klme said

Today only about 70% of most
should be

commercial premium dollars are written to an
spent on paying and adjusting
losses, although some loss-sensi- 80% loss ratio,
tive insurance programs can ex-
ceed 80% says L. PattonOur M&M can increase that percent,
Mr Kline says, because it can con- Kline.

1 trol costs by controlling all the
steps in the insurance-buying pro-

promise
cess business has been moved to Bow-

"The objective is to have every ring Transferring the remaining,
part,of the process value-added at 40% may be a little more difficlut P
a reasonable profit without all because some local MSM offices
these little extras," Mr Kline said, around the country are grousing
referring to the commissions paid about. leaving a favorite London
the retail broker, the excess/sur- broker for special risks But Mr.
plus lines broker and the London Kline expects them to follow the
broker in a complicated insurance corporate policy
placement A buyer also could refuse to have

"We have to get all the overhead his account moved to Bowring and
out that doesn't relate to value- M&M would comply, Mr. Klinefor the
added. We want to internallze the notes, but so far no one has re-
entire transaction to make lt aS ef- fused
ficient as possible " The $100 million in premium

To do this, M&M's corporate pol- volume Bowring lost recently
To continue...to captives, fronting, 1Cy J to use ltS excess/surplus sub- from J H Blades and the Califor-

provide the kind of sidiary NBA Excess & Surplus nia Hospital Assn accounts will be
bonding, reinsurance, Lines Inc for E/S placements and made up on new business trans-

innovative self insured Bowring for London placements ferred by M&M Inc, to Bowring, f
Already 60% of M&M's London Continued on page 16

personalized insurance services that retentions, property conservation,
have sparked our tremendous safety engineering, employee

growth during the last five years. benefits and claim service. Two regional firms
To continue...to operate To continue...to earn the respect close in On top 20

on the principle that you deal only of our old clients, new clients
i Nipping at the heels of the tdp 20 U.S agents and brokerswith principals. As one of the and all the major insurance
.are two regional firms with 1979 gross revenues of more

largest privately held Insurance companies by getting to know than $10 million

Brokerage firms in the their businesses and by continuing Lawton-Bryne-Bruner Insurance Agency Co in St, Louis

country, we can offer sophisticated to be imaginative and personally reports 1979 gross revenues of $11.1 million, an 11 2% in-
crease from 1978 revenues of $10 million

brokerage services on a one-to-one involved in our business... John L. Wortham & Son in Houston grew 10 6% in 1979,

personal service basis. providing extraordinary insurance , producing gross revenues of$10.5 million in 1979 compared
with $95 million in 1978

services for all industries, Calco Insurance-Agents & Brokers in San Mateo, Calif.,
To continue...to offer a full to firms, large and small... reports gross revenues of $9 1 million in 1979 including $7 7

range of insurance services that we invite you to let your firm. million garnered on business placed with insurers affiliated
with its parent company, California Casualty Management

include ocean marine, benefit by being among them. Co. (business insurance division).
Other large flI·ms among the nearly 300 agents and bro-

kerk in the BI listing following the profiles ofthe top 20 U S.
'44 3 leaders and top three Canadian firms include: Ter Bush &

1 - Powell Inc in Schenectady, which lS being merged with
Albert M. Bender Co. of San Francisco ($9.9 million);
Kindler & Laucci Group in Los Angeles ($8 5 million), Wal-

" ter Kaye Associates Inc. in New York ($8 million), Rhulen
0

* Agency Inc in Monticello, N,Y ($7 million); BRI Cov-
erage Corp in New York ($6 8 million), John M Riehle &

BRI Coverage Corporation Co Inc in New York ($6 3 million), De Lima Y Compania in
Cah, Colombia ($62 million); Frenkel & Co, Inc, in New156 William Street New York, N.Y. 10038 212-233-7171 York ($58 milhon), Nahm, Turner, Vaughn & Landrum
Inc in Louisville ($5.4 million), and Morris,& Mackensie

./

Ltd. m Montreal ($5 2 million).
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DES MOINES and DALLAS
are two locations worldwide where

corporate risk managers can call out
the ARMI against spiraling insurance

costs. To enlist the ARMI Assurex

Risk Management Institute . in your
business (and elsewhere in more than

40 states and 16 foreign countries) call
your Assurex International broker.

LaMAIR-MULOCK-CONDON CO.

907 Walnut Street
Suite 300

Des Moines. Iowa 50309
515-244-0166

ROACH-HOWARD-SMITH

& HUNTER. INC.

1661 Northwest Highway
Garland, Texas 75041

See our ad on page 6214-840-1300

John H. Snyder
Executive
Vice President

David W.

Fern

Causey
Mason, Jr.

H. Frank Lively
Director.

Catastrophe Department

r

Bobby Ray
Frick

Norval J.

Nehring

Thomas E.

Seidner

George A. Dale A.

Allen Brekke

The M.F. Bank

TAC Team*

*Tactical Action for Catastrophes

Clarence 0.

Stinget

Howard 0.

Stoner

First team for
Catastrophes
When a disaster strikes, it's no time to have to
suddenly begin planning salvage and appraisal
strategy. That's why M.F. Bank & Company has
already begun for you. Our unique Catastrophe
Department - a first in our industry - has com-
plete Tactical Action for Catastrophe (TAC) plans
for any emergency...anywhere. We will put a fully
organized team of specialists (some of them are
pictured above) in the field immediately to set up
a communications center, contact companies,

Joseph R.
Brennan

Agent /Broker
Profiles

Continuedfrom page 14
Mr. Kline explains.

Internalizing the operation will
pay off, for example, in quicker de-
livery of the premium dollar to
London to get premium reduc-

tions, Mr. Kline said. So far, Lon-
don underwriters haven't recog-
nized cash-flow considerations as

much as U.S. underwriters.

Sheer economy of scale will cut
costs, too, says M&M president
Robert Clements. The advantages
ofnew offices around the world re-

placing correspondent relation-
ships is very important, too, he
said.

Mr. Kline also points to a more
efficient business relationship be-
tween Bowring and M&M now
that they are o fthe same company.
There will be less wining and din-

Brent J.

Burlingame

Dan Richard C.

Kirkland Lien

Randy K. Mary Ellyn
Vanderplow Minenko

coordinate responsibilities, get the insured back
in business. Whatever the loss...from manufac-

turing to commodities to retail stocks to personal
property...M.F. Bank is incomparably prepared to
bring order out of chaos and achieve maximum
net return. So why not call Frank Lively, Director
of our Catastrophe Department (based in At-
lanta; 404/451-0133),and ask now A-

about exclusive TAC ser- ED=dvice...while there's still time! SIVilri

M. E BANK & COMPANY, INC. Founded 1918

Largest independent salvor and appraiser for the account of insurance companies

615 First Avenue N. E., Minneapolis, Minnesota 55413 • 612/379-2810
Branch Office- Warehouses: Atlanta, Boston, Charlotte, Chicago, Cleveland, Dallas, Des Moines, Detroit, Kansas City, Los Angeles, New
Jersey, Philadelphia, Pittsburgh,·Richmond, San Francisco, St. Louis, Tampa, T6ronto

ing, he suggests, referring to u
social amenities that normally a
company a meeting between
U.S. retail broker and the Londo

broker.

Striving for an 80% loss rati
doesn't necessarily mean M&r
will wage a commission war, M
Kline said. "But insurance rati

should reflect the lower cost of d,
ing business with M&M," he sai,

Net after-tax profit for M&M
about 1.5%of premium, which ht
hardly varied over the years, M
Kline said.

M&M is also targeting ways t
make broking and servicing c
smaller accounts more efficien

An experiment in the person:
lines division, which produces 5'
of M&M's gross revenues, ma
give M&M some clues in process
ing smaller commercial accounts

M&M is using Chubb exclu
sively as the underwriter for it
personal lines business and i
plugged into Chubb via a com
puter. M&M merely feeds under
writing information-into a com
puter and gets a printed policy.

"We're exploring how we migh

use that processing in commercia
business," Mr. Kline said, to elimi
nate the duplication of broker anc
insurer efforts on inspecting anc

rating risks, underwriting and pol
icy issuance.

A new merchandising groul
headed by senior vp Benjamin C
Branch since January is analyzinE
the personal lines experiment anc
other approaches to developing :
new marketing/servicing plan foi

Sheer economy
of scale will cut

costs too, says
president
Robert Clements.

the smaller commercial account
M&M defines this account as one

more interested in risk transfer

than M&M's extensive risk man-

agement services developed for
the large commercial account.

About 75%0fM&M'sbusinessis

in mAjor accounts with profes-
sional risk management opera-
tions. Smaller commercial ac-

counts, including 28,000 generat-
ing less than $25,000 in premiums,
are targeted for the new service/
marketing program.

M&M is also reorganizing tech-
nical staffs to spread them out into
the field, away from a central loca-
tion, for better service.

"We're exporting tools to all the
bigger offices," Mr. Kline said.

The staff of Multinational Insur-

ance Services, for example, was
farmed out to the larger offices
serving multinational clients, to be
called on when needed by an ac-
count executive. A core of that
group trains brokers and main-
tains relationships with the in-
ternational market, said Philip J.
Brown Jr., executive vp and head
of the client services group.

 computer sevice for analyzing theThe use of RIMSTAR, M&M's

Continued on page 18
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premium volume handled byBow- Godwin's brokmg subsidiary that

Agent /Broker The addition of Bowring to Kline observed. Starting M&M of-
rlng m 1979, converted to U.S. d,1- civests 75% of the control out re- M&M changes the outlook of fices from scratch is an attractive
lars at the 1979 year-end exchange turns to the broker rearly all cfthe M&M from one of a U S. company alternative to acquisitions, he

Profiles rate of $2.2145 to the pound. economic benefits c fownership. to that of an .nternational com- noted.
Adding that to M&M's gross rev- M&M is also looking for a buyer pany, Mr. Kline says. The 1979 an- M&M opened offices in Tampa

enues from broking produces forthebanking operations of Bow- nual report will be the last to list a and Columbus this year and plans
Continued from page 16 nearly a half-billion dollars in ring because special guaran:ees af- "foreign" income figure; all future to open one in Birminghan- Last
cost of various risk funding tech- gross revenues on broking 310 ie forded banks by the British gov- annual reports will identify m- year M& M opened offices in
niques, is decentralized even for the newcompany in 1979, Add- ernrnent make it inappropriate for come from individual countries Knoxville and Baltimore
though the program is centralized, ing M&M's employe benefi: ser- a US. company to own the tank- with no one considered "foreign " An in-house training program is
Mr. Brown notes. Brokers are vices increases the gross revenues ing operation. The emphasis is on indigenous developing quickly, with 12
trained in using the system and to $635 2 million. business, not JLst multinationals courses on various aspects of the
taking it to the clients, he ex- The combined 1979 gross reze- Bowring's total Fork fc»ce of Although the biggest, Bowring insurance business being held
plained nues of M&M and Bowring ising 7,130 at year-end 1979 added to wasn't the on-> M&M acquisition around the country for M&M em-

Specialists at M&M are also be- the same exchange rate equals $1.2 M&M's 10,359 empliyes crea-es a in the lastyear. Lew Borden & Co. ployes.
ing organized to improve effi- billion, a somewhat misleading fig- combined work force of 17,429. Insurance Agency in Corpus M&Misinvesting$500,00001nthe
ciency. Services for financial insti- ure considermg Bowring's reye- The combined company gives Christi was purchased in June ln-house program because "we
tutlons, probably the fastest-grow- nues include insurance premiums M&M offices in 15 new cou,tries 1979 and a 40% equity interest was want to tramand refocus on client
ing segment of M&M's business and other concerns that M&M will around the world, with M&M's bought in Mario Clare M y Cia skills as opposed to processing.
last year, are now placed inafinan- account for on an equity acciunt- presence in the United Kinsdom, Ltda in Chile in April 1980. And we like to train them our
cial institutions group with new of- ing basis. Ireland and Austral.a particularly The investrrent management wdy," Mr Kline said.fices on Wall Street M& M will divest 75% of s.rengthenedbythe Bowring pur- business ofF. Eberstadt & Co. was Under the program, every M&MM&M also iS emphasizing its Bowrmg's Lloyd's broking SLbsid- chase purchased in April 1979. employe must fulfill three weeks
philosophy of negotiating insurer lary by Dec. 31 under an agree- M&M, with 65 offiees overseas in Future acquisitions by M&M of training every three years. Se-
service charges to buyers."Ourcli- ment with the Committee of addition to 94 U,S. and 13 Zana- maybeslowertuninthepast The nior executives fulfill their re-
ents aren't willing to pay for in- Lloyd's. It's expected that M&M dian offices at year-end 1919, al- price of agencies is so high now quirement by teaching
surer services when they are not will use a method similar to Halt's ready had correspondents in five that M&M can't be sure it will The prmcipal officers of M&M
using them," Mr. Kline said. divestiture of 75% of Leslie & of the 15 new count-ies. make back its investment, Mr. Cos are John M Reagan Jr, chair-

Efficiency is especially impor-
tant for brokers in competitive in-
surance markets Mr Kline esti-
mates policies renewed by M&M
this year average 8% lower in pre-
mium than last year Deflation kn
1979 was 6% to 8% and in 1978 was
2%.

New business supported an 8 5%
growth in M&M's gross revenues
on property/casualty insurance
brokmg in 1979 to $358 8 million
from $330.7 million, excluding a
63% gain in interest income on fi-
duciary funds to $35 million. Con-
tingent commissions and techm- HOW TO GET MORE
cal service fees were up 31 1%
Property/casualty insurance brok-
ing includes the work of M&M
Inc, M&M International and the
reinsurance broker Guy Carpenter
& CO

THAN A MIUION DOUARS
Casualty risks produced 43% of

revenues, property insurance 24%,
reinsurance 17%, marine and avia-
tion 8% and other lines, including IN HEALTH CARE FOR
mass merchandising, 7% Reinsur-
ance posted the largest gain in
1979, 9 7% compared with casualty
(6.7%), property (7 1%) and marine
and aviation (2.6%)

YOUR MILLION DO' LARS
Marine business lS growing the r

most this year, Mr. Kline notes, up A .Al

33% compared with last year /1/4,/*>56*
M&M also has cut its percentage of
lost renewals in half, to 1% from 1 *.5 *
2%, he adds 1

Insurance broking contributed
68% of M&M's $530.6 mdlion in
gross revenues in 1979, followed
by employe benefit services con-

William M Mercer, with 85 of-
tributing 20%

fices and 2,400 employes, pro-
duced $104 6 million in gross reve-

t

nues from employe benefrt ser-
vices, an increase of 9.7% from
1978 The decrease in growth from .'*4> '

't',&.£ . 1

12 2% in 1978 compared with 1977 C):COIVe,*
is blamed on a decreased demand . OR, Re,

--M*...la
for benefit consulting created by

11-« I -1-11£ 5--corporate constraints on benefit
4 Dn< 1 ' 5-1 1< «} F

changes in light of the federal _El-UT.0-ss a,d Blue Sh i c 1-cl Plans
wage and price guidelines 1

Investment management con- *,rk 4i-* ..2*- U.-y,THS}RSM,f, 25 0 c>,c> c 0 2*k-d
tributed 6% of M&M's gross reve-
nues. 6*56-'r 9

These results are nearly identical
to the business mix in 1978 and djUWAE<16 *00#4845 -9--
contributed to M&M Cos's 114%

. *'-- . 35 I .V 9=increase in gross revenues in 1979
/=/E.Fl--_- -- f t

Bringing Bowring mto the plc-
ture this year will produce sub-
stantial growth for M&M in 1980

'

Trying to calculate the gross rev- %

enues of the combined Bowring
and M&M operations, though, is a

1 '5 4classic example of adding apples
.

i

and oranges because Bowl'ing is so / 1,4.V
diversified

a.4 * 5 J..,
Completing the London r

E 5
t

company's profit picture after 54%
4

from broking operations is under-
t

writing (17%), credit finance and *2 ./

engineering (27%), banking (10%)  6'2 C' r **fr * rj i 1%

and trading and shipping (3%1
Revenues from Bowring's brok- .B

mg operations are estimated by
Busmess Insurance at $106.7 mil-
lion, calculating a 5% commission 4,

rate on 963.7 pounds sterling of Z



man; Robert J. Newhouse Jr.,
president; L. Patton Kline, Ales-

sandro C. di Montezemolo, Rob-
ert E. Riley, A.J.C. Smith and
Frank J. Tasco, senior vps; Bruce
W. Schnitzer, vp and chief finan-
cial officer; Gregcry F. Van
Gundy, vp and general counsel
and secretary, and Chester A Gan,
treasurer.

The management of M&M Inc.
was realigned in January. Presi-
dent Harold H. Hines Jr. became
vice chairman and chairman of the

exerulive committee assigned to
guiding the company's planning
and fc recasting systems. Robert
Clements became p-esident, to
lead the developmen: of services
to major clients.

Salaries, fees and c ommissions
for senior executhes were:

L. Patton Kline S175,979
Robert :. Newhouse Jr. 5226,434

John Al. Regan Jr. S296,547
A.J.C. Smith S143,742
Frank J Tasco $140,477

All dimetors and offi=ers :s a group made

$2.2 mill.on in salaries, fees and commissions.

2 Alexander &Alexander Inc.

1211 Ave. of the

Americas, New York,
N.Y. 10036;
212-840-8500

1979 1978

Premil-m vol.  .$2.600,000,000 $2,200,000.000
Gross Dev. $368,239,000 $288,868,000

Emp'oves ..... 7,500 7,000
Rev./enplcye $49,099 $41,267

Offices ... 147 147

Acquisition is the traditional
stra:egy in Alexander & Alexan-
der [nc.'s continuing battle to pass
Marsh & McLennan as the nation's

largest commercial broker.
Theugh A&A may be doomed to

trail, the constant infusion of tal-
ent has created a thriving interna-
tiona insurance force.

Despite competitive markets
and :low-growth insurance pre-
miuma, Alexander & Alexander
Inc. in .979 posted slightly more
than a 27% increase in gross reve-
nues over 1978, for a total of $368
million.

In reviewing health care coverage, a lot
of executives make a false assumption-that
health care con will be the same no matter

who the carrier is. After all, the same people will
ger sick and incur the same costs. The only
variable is what the carrier charges for
administering the program.

THE EXPENSIVE ASSUMPTION.
That kind of thinking can be very

expensive. Because if a carrier simply assumes
risk and pays tills, there's no control over the
really big part of your cost. The benefit costs.

Ybu see. the cost of health care coverage

3071NO 52

710

June  1 000 000 00

"Our results were good; we were
satisfied," said president John Bo-
gardus, who attributed most of his
firm's impressive record to its abil-
ity to attract new clients. Gross
revenues from new business ac-

counted for $40 million in 1979, a
30% increase over 1978.

Total revenues for the first half

of 1980, however, areuponly 10.9%
from the first half of 1979, to $208.8
million compared with $188.3 mil-
lion for the first six months of 1979.

Services are a major attraction, as
corporate risk managers turn to so-
phisticated computer techniques
to help evaluate risks.

To follow the trend, A&A's risk
analysis management group insti-
tuted a new computer information
system, dubbed "ARIS," designed
to help risk managers measure ex-
posures, analyze losses and control
costs.

ARIS joins A&A's Anistics con-
sulting branch, which maintains. a
library of forecasting and alterna-
tive funding expertise, and the

Alexis subsidiary, a self-insurance,
loss control and claims service.

In Bermuda, the risk manage-
ment services' Alexander Interna-

tional Ltd. division manages 40
captive insurance companies.

For the executive, A&A changed
its life insurance to focus on execu-

tive planning services, with a com-
mitment to expanding client ser-
vices in 1980.

In a related field, an A&A ac-
quisition in 1979 added property
tax consulting to the line of tools
available to buyers.

The firm made another move

this year on a corporate level, add-
ing three outside directors to its
board.

The new directors, James D.
Berry, Roderick M. Hills and Vin-
cent R. LcLean, represent A&A's
first effort to bring added exper-
tisetothecorporateboardofdirec-
tors.

"We plan to diversify in other
areas outside the brokerage busi-
ness and we need new expertise to

is actually two costs. The cost
of benefits. And the retention *
costs (everything from admin-
istrative costs to reserves).By  
controlling your major health
care expense, the cost of bene-
fits, you can get more for your 90 to 95%OF YOUR
health care dollar. HEAUH CARE DOLLAR

Which is why Blue USUALLY GOESTO

Cross and Blue Shield Plans BENEFITCOSTS.AND

THATS WHERE WE CAN
are so committed to contaimng MAKE THE BIGGEST
benefit costs. DIFFERENCE.

And we're the only ones whose scope
and method of operations are broad enough to
deal with the problem effectively.

ITY AILREADY WORKING.
Blue Cross and Blue Shield Plans often

have special arrangements with hospitals and
physicians supporting a wide range of cost con-
tainment initiatives. This means value added

and lower benefit costs to enrolled groups.
In fact, over the past decade, programs

like out-patient diagnostic and same-day surgery
have helped cut the average hospital stay of our
subscribers by one full day. And saved
$1,250,000,000 last year alone.

So before you make a decision about
your group's coverage, contact your Blue Cross
and Blue Shield Plan Marketing Representative.
Otherwise, trying to save a little money could
end up being very expensive.

W*te for the free booklet: "The Most
Effective Health Care Pmtection For Your
Employees:' Blue Cross and Blue Shield Associa-
tions, Box 8008 Chicago, IL 60680.

Blue Cross®VAI Blue Shield ®
HELPING CONTROL ALLYOUR COSTS.
® Registered Service Marks 01 me Blue Cross Association
® Registered Service Marks 01 me Blue Shield Association
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handle that-help in deciding
what plunges to take," Mr. Bogar-
dus has said.

"In addition, A&A has grown to
a size that we feel needs the views

of people not connected with the
present management," he added.
"A final reason is that we want to

be considered good corporate citi-
zens, and we want our goals to be

the same as the community at
large."

Overall, Alexander &

Alexander's balance sheet for 1979

shows increases in virtually every
category. Casualty, property and
marine policy revenue was up
9.35%, to $278 million; life and
group insurance was up 11.8%, to
$29 million; actuarial consulting
up 11.37%, to $11.7 million; invest-
ment income up 60%, to $23 mil-
lion, and premium financing up
49%,to $7.4 million.

The only business decline was in
the employe benefits communica-
tion area, which dropped 5.8% to
$8.8 million.

"We saw a leveling off in 1979
and expect an even tougher year in
1980," Mr. Bogardus noted.

"Our growth has been so phe-
nomenal for so long by sheer size it
became harder to grow. We always

'We saw a

leveling off in
1979,' says
John Bogardus.

felt that some diversity was
healthy. When traditional business'
slows we hope these (new areas)
will grow more rapidly," Mr. Bo-
gardus said.

New growth areas for the firm in-

clude investment counseling, rein-
surance and more foreign clients.

Six mergers have already been
completed to help meet the firm's
goals ofexpansion and diversifica-

tion. Topping the list was the May
merger with Montag & Caldwell in
Atlanta, an investment counseling
firm that handles more than $500
million in assets including three
mutual funds, institutional and

personal portfolios.
The completion of this move

marked A&A's entry into the in-
vestment counseling field.

Earlier this year, A&A merged
with Thomas A. Greene & Co. Inc.

to form a new brokerage subsidi-
ary that will increase the firm's
presence in the domestic and in-
ternational reinsurance market.

Bleichroeder, Bing & Co. Inc.,
A&A's existing reinsurance facil-
ity, will become the nucleus.

Other 1980 acquisitions include
Borges-Patton-Ogden Co. Inc., a
general lines agency in Milwaukee
representing A&A's first entry into
that geographic market. The Sac-
ramento, Calif., office of A&A,
however, was closed.

A&A also acquired: Clinton P.

Anderson Agency Inc. in Albu-
querque, which specializes in

Continued on next page
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M ERICAN COVERAGE
CORPORATION

CORPORATE INSURANCE SPECIALISTS

185 GREAT NECK ROAD, GREAT NECK, N.Y. 11022 (516) 487-3800
"ESTABLISHED 1930"

..

Continued from previous page
surety bond'contractor business;
The Hitch Insurance Agency, and
Cullers, Bailey & Co.

"We're interested in possible
diversification in areas where we
see new services/products out-
stripping the growth of the rest of
the firm for a 10-year period," Mr.
Bogardus said.

A&A continues to try to estab-
lish a financial link with the
Sedgwick Group, the largest U.K.
insurance brokerage firm.

Talks on this merger began more
than a year ago at about the same
time Marsh & McLennan opened
discussions with C.T. Bowring.
"Negotiations with Sedgwick con-
tinue going smoothly," says Mr.
Bogardus, who doubts this will be
completed this year.

IF YOU WANT FULL
SERVICE..GET PAID

6

PAID-Prescriptions leads the field in third-party
-, prescription claims processing. More

companies pick PAID than any other service,
Because we handle all prescription claims -
inot just drug but vision and hearing, too -
.With the option of immediate verification of
eligibility through our online system. No one
else does that!

Our nationwide network of 60,000 providers is
another reason why millions of employees are
PAID people.

Speedy, efficient processing of claims is a
tradition at PAID, because we're part of
Computer Sciences Corporation, the world
leader in information services. Because we are

exclusively a service company with no interest
in the sales or distribution of pharma-
ceuticals or related products, you can be sure
our objective is the same as yours - fasf
accurate processing of your claims while
holding costs to a minimum.

PAID pioneered third-party claims processing,
and we still have that pioneering spirit. When
newer or better ways are found, you can be
sure PAID will be first. With PAID your
employees will have the most complete
prescription benefits service today... and
tomorrow.

We call it PAID-in-full Service.

For more information about PAID, call
800-631-1679 or write P.O. Box 434
Paramus, New Jersey 07652.

PAID PRESCRIPTIONS
A SUBSIDIARY OF COMPUTER SCIENCES CORPORATION

Major Offices and Facilities throughout the United States

Currently, A&A uses five
Lloyd's brokers to place its small
but growing international busi-
ness.

The combination ofthese moves
to diversify, Mr. Bogardus says,
will aid the firm in competing dur-
ing the 19805, forecast as tough, in-
tense years for the U.S. brokerage
industry.

"With the soft market, anyone is
competition, including new firms

A&A considers

itself the No. 1

growth firm,
says Kenneth
Soubry.

and independent consultants that
sell unbundled services," Mr. Bo-
gardus said. "Competition is be-
coming more fierce."

Salaries and bonuses for A&A's
top officers are:

John A. Bogardus Jr.
Kenneth W.S. Soubry
Tinsley H. Irvin

Paul Gregory Chigrinsky
Robert A. Gielow

Salaries and bonuses for the 18

officers and directors as a group
were $2.6 million.

$324,435

$248,368

$237,606
$301,946

$171,737

3 Johnson & Higgins95 Wall St., New York,
N.Y. 10005;
212-482-2000

1979 1978
Premium vol. NA NA
Gross rev. $262,080,000* .234,000,000*
Employes ... 5,430* 5,200*
Rev./employe $48,230• $45,000*
Offices .....···· 68 68
*Bwiness Insurance estimates

Johnson & Higgins held its spot
as the third largest U.S. commer-
cial broker in 1979, but fourth-
ranked Frank B. Hall & Co. is hot
on J&H's heels.

Internal growth and new busi-
ness at least matching the major
brokers and two substantial ac-
quisitions pushed gross revenues
forJ&Hup 12% from 1978 to $262.1
million, Business Insurance esti-
mates.

Privately owned by 31 directors,
J&H steadfastly refuses to release
its gross revenues or disclose the
exact number of employes. Bwi-
ness Insurance bases its estimates
for the world's largest privately
held broker on interviews with

other brokers and industry ob-
servers.

A candid interview with J&H
president Robert V. Hatcher Jr.
also revealed more about J&H's
business in the United States and

around the world than previously
had been disclosed to the press.

"Last year didn't meet budgeted
growth," Mr. Hatcher admitted to
BI. But it wasn't the worst year in
five either, he affirmed.

"Tight markets are our best,"
said Mr. Hatcher, who is in line to

Continued on page 22



ARKWRIGHT-
BOSTON
INSURANCE

AMOSTUNUSUAL
INSURANCE
COMPANY
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Last year, American industry was staggered by over $650,000,000 in
accidental fire loss. Even more shocking is the fact that nearly three
quarters of these accidents were caused by people. By employees who.
lacked the proper motivation, or the proper training in loss prevention
procedures.

In most cases, the facilities had the proper equipment. They had
alarms. They had sprinklers. They had fire doors. The equipment didn't
fail. People did.

As one of America's largest loss prevention insurers, Arkwright-
Boston knows that human error is a critical problem. But it's also a
problem that can be solved. And no one is doing more to solve it than
we are.

In conjunction with the Factory Mutual System, we're pro-
viding our insureds with programs that teach safety procedures. and
emergency actions to employees at every level. We set up moni-
toring systems that assure that these safety programs are in
effect and up-to-date.

At Arkwright-Boston, we know
that working with companies
is the key to working success-
fully for them. And no one has
a better record at it than we do.

Arkwright-Boston. We do it
better, because we do it right.

4
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succeed Richard I. Purnell as chief
executive officer and then chair-
man within the next few years.

"Smaller agents can't compete
when things are tough," Mr.
Hatcher explained. "But now
everybody is shooting at our busi-

ness-and everyone else's. It's a
daily challenge to defend what you
have."

J&H is setting 10% ap a mini-
mum target for growth each year,
but Mr. Hatcher concedes that

may be difficult to achieve in 1980
with competition still pushing

 rates down.
"We're seeing a $750,000 account

go down to $390,000," Mr. Hatcher
said of the July 1 renewals.

Frank B. Hall, strengthened by
 buying London-based Leslie &

Godwin, could bump J&H from its
third-place ranking on the BI top
20 list of agents and brokers this
year, industry observers suggest.

"They might one of these days,"
conceded Mr. Hatcher, "but they
haven't yet.

"All brokers on an acquisition
bent could pass us," he said, "but
we are making a few of our own,
too."

J&H, however, maintains it is
more concerned about its quality
of service than its size.

J&H made two substantial ac-

quisitions in 1979, the excess/sur-
plus lines brokerage Neal, Lloyd &
Co. and the captive management
company Interocean.

Chicago-based Neal, Lloyd &
Co., which specializes in market-
ing excess/surplus lines property
and casualty insurance for large
commercial and industrial risks,

was acquired in September 1979.
Willis, Faber & Dumas Ltd., the

London broker that handles nearly

AO«P

all of J&H's London placements,
also took a financial interest in the

acquisition of Neal, Lloyd.

This investment, and the joint
venture of an underwriting man-
agement firm on the New York In-

surance Exchange, more closely
bind J&H and Willis Faber but

stop short of merger or acquisition
promoted by other U.S. brokers
and their London brokers.

Neal, Lloyd, with 23 employes,
continues to operate under its own
name and under the direction of

cofounder and president Geoffrey
C. Lloyd.

Interocean in Bermuda formerly
managed captives of J&H clients
exclusively. Purchased by J&H
Ltd. last year, the firm's 75 em-
ployes manage 120 captives for
J&H clients.

All the captives are active, Mr.
Hatcher said, disputing conten-
tions from competitors that some

of the companies are inactive.
J&H Ltd. is the largest captive
manager on the island.

Opening its own new offices,
however, is the J&H style of in-
vesting in internal growth.

The J&H reinsurance brokerage
subsidiary Wilcox, Barringer &
Co. Inc. opened a new office in
Houston last year. It is also open-
ing an office in Mexico this year in
connection with a new joint ven-
ture in reinsurance brokerage by
J&H and its Mexican correspon-
dent Brockman & Schuh, S.C. The
reinsurance subsidiary is not re-
flected in the J&H report of 68 of-
fices.

In the U.S., a new office was
opened this year in Cincinnati,
bringing to 35 the number of of-
fices in North America. Seven of
the North American offices are in

Canada and are a joint venture
with Willis Faber.

Planned for the second half of

1980 are new offices in: Orange
County, Calif; Tampa; Nashville,
and Tulsa. J&H may acquire a firm
for its move into Tulsa.

Sure.

Because we do it right
the first time.

So you can do your job in less time and spend
more time doing the things you like.

We have a three-decade reputation for quality
and service. Policyholders like the professional
way we meet their needs-in our specialties of
Workers' Compensation and Hospital Liability,
and in our other lines of coverage. They like the
security of Argonaut's experience. We're a carrier
clients come back to.

D

Our agents and brokers like what they find at
Argonaut, too: unusually responsive people and
fast answers. They get the kind of service that
makes their work easier and helps them finish
faster.

Need time for the other important things in your
life? Find it with help from Argonaut.

WIArgonaut.
Where people take your business seriously.
National Specialists in Workers' Compensation and Hospital Liability.
250 Middlefield Rd., Menlo Park, CA 94025 (415) 326-0900

Johnson & Higgins' growth in
1979 was also boosted by a burst of
new business at twice the volume

of new business won in 1978.

International business, a J&H

forte, grew as fast as any other divi-
sion, Mr. Hatcher said, and repre-
sents about 20% o f the firm's busi-
ness.

J&H's international business is
serviced from 35 offices overseas

owned almost entirely by J&H.
The Australian operation is a joint
venture with Willis Faber and

where local law prohibits 100%
American ownership, such as in
South America, J&H holds an eq-
uity interest.

About 15% of J&H's employes
are located overseas, tending busi-
ness not only of multinationals but
also of the local countries. In some
countries, such as Italy, indige-
nous business outstrips multina-
tional business.

The 35 overseas J&H offices are
in Australia (six), Brazil (eight), Co-
lumbia (two), Italy (three), New
Zealand (three), Venezuela (three),
Argentina, Chjle, Taiwan, Tokyo,
Singapore, Hong Kong, Bermuda,
Peru, Paris and Saudia Arabia.
The office in Saudia Arabia is new
this year.

J&H also holds correspondent
relationships in foreign countries,
giving it a presence in 140 cities.

The breadth of J&H's interna-
tional business is attracting a re-
verse flow of international busi-

f

' It's a challenge
to defend what

you have,' says
Robert Hatcher.

ness, Mr. Hatcher says. Foreign
firms that know J&H in their
home countries are choosing J&H
when they expand into the U.S.,
Mr. Hatcher said. "We're hiring
French, English and German peo-
ple to help us take care of the re-
verse flow of business," he said.

About 60% to 65% ofJ&H's busi-

ness is in placing property/casu-
alty risks. Casualty accounts domi-
nate twice the volume of property
business, Mr. Hatcher said.

"They're giving property insur-
ance away in the streets," he la-
mented.

Employe benefits business, con-
tinuing to grow and support J&H's
revenues as property/casualty in-
surance rates fall, is now 20% of
J&H's revenues.

Marine/aviation risks represent
about 15% of J&H's business.

The J&H subsidiary Ship-
owners Claims Bureau, which ca-
ters to shippers' insurance needs,
is 54 years old.

J&H is in the camp of all mAjor
brokers looking to expand busi-
ness among smaller companies.
"We're now looking at the second

Continued on page 24
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'rOYS 2 *US®doesn't
kid around without us.

Nobody watches over kids more carefully than
YOYS-*US. And when it comes to insurance, they
don't play around either. They depend on the orga-
nization that companies like Ernest & Julio Gallo
Winery, Eaton Corporation and United Van Lines
depend on. They depend on CSRU.

As a facility of The Continental Insurance Com-
panies, CSRU knows that risk management is
anything but fun and games. So we work hard with
producers to tailor-make primary, excess and
umbrella casualty insurance andcash management
programs that suit the needs of their clients -
nationally and internationally.

And while no one can make your job child's play,
we can bring you the full range of Continental
products and in-house services. That includes re-
insurance, loss control and engineering and
industrial hygiene facilities, countrywide claims
service, services for captive insurance companies
and ocean and inland marine insurance.

When you need us, finding us isn't a game of
hide-and-seek. We've got offices across the country
eager to review your agent's or broker's proposals,
and help put them into action.

Ask your agent or broker to show you how, and
why, CSRU has grown up from the new kid on the
block to the market hundreds of brokers, agents
and companies shop at. Or Write: R. H. Dorgan,
Vice President, Continental Special Risk Under-
writers (CSRU), 83 Maiden Lane, New York, /
NY 10038. -

Takealookattherisks wetake.47 /

CSRU¥*=
Continental Special Risk Underwriters
83 Maiden Lane, New York, N.Y. 10038

A facility of The Continental Insurance Companies: subsidiaries of The Continental Corporation
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HOUSTON and TOLEDO J

JOHN L. WORTHAM & SON

2727 Allen Parkway
Houston. Texas 77019
713-526-3366

PICTON-CAVANAUGH. INC.
811 Madison Avenue

Toledo. Ohio 43624

419-241-8211

are -wo locations worldwide where
corpcrate risk manaaers can call out
the ARMI against spiraling insurance

costs. To enlis- the ARMI.  Assurex

Risk Menagement Institute . in your
business (and elsewhere in more than

40 states and 16 foreign countries) call
yo-ir Assurex International broker.

a
See our ad c n page 6
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Continued from page 22
Fortune 1,000," said Mr. Hatcher,

calling it "excellent business."
Also tempting to J&H in this pe-

riod of stiff competition that is
driving down premiums and com-
missions is selling risk manage-
ment services separate from bro-
kerage service.

J&H claims to devote more as a
percent of payroll to technical ser-
vicesthan theothermajor brokers.

But Mr. Hatcher and J&H ex-
ecutives are reluctant to unbundle
services to noninsurance clients
because it would require charging
a fee rather than a commission.

Commission compensation is
the rule at J&H, although a few cli-
ents are known to pay J&H on a
fee basis.

J&H executives are quick to

Planning Ahead
ThaCs what group pensions are all about
But just as you need a sound strategy to win
a chess game, you need a strong team of
experts to help you achieve you- pensfon
planning goals.

Crown Life offers a full line of funding
arrangements to fit almost any situaticn and
the team of experts you need tomake your
goals a reality.

Crown Life's Regional Group Pension
Specialists live and work in the regions they
service. They are aware of the specific
problems facing their areas. They are expert in
Group Pension and Profit-sharing Plans.
They are part of the team that's ready ro work
for you.

The Crown Ljfe team also incluces an in-house

investment research department with
a record of above-average investment
performance. The team will
prepare your quotations;
They will draft the plans;
If you wish, they will
administer the plan
for you and prepare
all valuations.

Plan ahead. Use every tool at your disposal.
And make the moves that count To get
Crown Life on your team, cor. tact one of our
Regional Group Pension Offices.

Chicago
Denver

Detroit

Los Angeles
Memphis
New Jersey
Seattle

Tannpa

(312) 325-3200
(303) 377-2791
(313) 559-8800
(213) 843-5400
(901) 767-8985
(201) 376-8150
(206) 454-4624

(813) 879-4510

*CROWN
LIFE INSURANCE COMPANY
HOME OFFICE, TORONTO, CANADA

iz

A

4

point out that their commission
are disclosable, negotiable to a cor
porate minimum, decrementa
(falling with rising premiums) anc
can be unbundled.

The commissions range fron
4.7% to10% of premium dependin
on the line. of insurance and th
premium, Mr. Hatcher said.

Services can be negotiated out o
the commission charge, add,
director Mitchell LaMotte.

In a casualty program, for exam
ple, a buyer may not need actuaria
services, reserve analysis or engi
neering services, he explained.

J&H executives strongly defend
their commission compensatior
system, contending it ofter
produces a lower charge than thf
client is willing to pay as a fee.

Mr. Hatcher argues that forcins
account executives to keep tim€
sheets on each client to Support E
fee system is counterproductive
He also argues against any charge·
backs between offices that came

with a fee system, fearful the
charges dissuade brokers from us-
ing all the services available.

Mr. LaMotte adds he considers a

fee system a "conflict of interest
for an account manager" because
it forces the account manager "to
make a client a profit center."

The combination of being pri-
vately held-and relishing the pri-
vacy-and the commitment to
commissions has strengthened
J&H's image as a conservative
firm. But J&H executives counter
that conservative doesn't imply
J&H isn't progressive in handling
risks.

The firm's computer services,
which use portable terminals for
calculating costs under various
funding alternatives, are hailed by
T&H executives as an example of
he firm's creativity. The account
ex.cutive uses the portable ter-
minal to determine the cost to a
large company of funding risk
through self-insurance, a captive, a
paid-claim retro and a conven-
tional retro. The results are used in
marketing the program.

J&H lost two directors in the

past year but elected two more.
Thomas Barton died suddenly this
year and David Winton retired at
the end of 1979.

The two directors elected in 1980
are David A. Olsen of Houston and
E. Massie Valentine of Richmond.

Mr. Purnell continues as chair-
man and chief executive officer.
Gardner M. Mundy is secretary
and Burt N. Sempier is treasurer.

Senior vps and directors in-
clude: Lloyd H. Benedict, George
D. Benjamin, Peter B. Bickett, Pe-
ter M. Black, Prescott S. Bush Jr.,
Hawley T. Chester Jr., William T.
Dunn Jr., James G. Harlow, Ken-
neth A. Hecken, Kenneth K.
Keene, Harvey M. Kelsey Jr., John
H. MeEown, Richard E. Meyer, Ri-
chard A. Mittnacht and Gustave S.
Werner.

Other directors include Peter A.

Bergsten, Robert A. Cameron,
Walter H. Clemens, Beverly M. Du-
Bose Jr., Edmond S. Gillette Jr.,
Denver C. Ginsey, Robert L. Han-
non Jr., E. Eric Johnson, Edwin L.
Knetzger Jr., W. Mitchell LaMotte,
George C. Owens Jr. and Dickin-
son C. Ross.

Premium vol.

Gross nev. ...

Employes....
Rev./employe.
Offices.

*Restated

Frank B. Hall
& Co. Inc.

549 Pleasantville
Road, Briarcliff
Manor, N.Y. 10510;
914-769-9200

1979 1978
NA NA

$258,871,000 $197,589,000*
5,300 5,000

$48,844 $39,518*
189 156

Frank B. Hall & Co. chalked up
an impressive 31% growth in reve-
nues during 1979 on the strength o f
a new sales push, marketing of un-

Continued on page 26



How many people areyoupaying
to gather dust?

When people can't work due to an illness or accident, it's
our job to help £{et them back in the job market again. It is a job that
calls for thorouy trained professionals with great sensitivity to
the many areas involved in rehabilitation.

We're Crawford Rehabilitation Services, Inc. Established in
1972, we now provide rehabilitation services through our nation,
wide network of offices, conveniently located near metropolitan
area centers. Each of our offices has highly qualified and experi-
enced personnel whose professional expertise is concentrated
inproviding: 1. Bcational evaluation and testing; 2. Counseling;
3. Labor market surveys; 4. Selective job placement.

Through such aprogram we can determine what people
can do, despite any disat)ility, and then try to find away to return
them to their original jobs or suggest ways to modify a job to make
it less demanding. If that is not feasible, we direct them in securing
work with other employers.

Many; many valuable individuals-who otherwise may have
been left to gather dust through unemployment-have been
returned to healthy productive lives in the labor market through
our services. This also has saved a great deal of money for those
who were involved in supporting the unemployed individual.

So if you happen to be involved in workers' compensation,
long term disability, or other programs involvingdisability cover-
*es, our services could save you a lot of money tor complete
aetails, just write: Crawford Rehabilitation Services, Inc., RO. Box
5047, Atlanta, Ga. 30302. Crawford Rehabilitation Services, Inc.
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I bundled services and its recent ac-

quisitions including U.K. broker
Leslie & Godwin.

The outstanding growth takes
the firm within close striking of
third-ranked broker Johnson &
Higgins.

"We'd expected to do close to
30%," executive vp John F. McCaf-
frey told Business Insurance in

Hall's corporate headquarters in
Briarcliff Manor.

"We anticipated some of the ser-
vice requimments we'd have to pro-
vide. Leslie & Godwin contributed
to our earnings in addition to our
internal growth. The earnings of
our offices reflect their sales

growth dfforts," he said.
Hall is proud of its self-insuring

services, Mr. McCaffrey says, ser-

vices that did not exist three years
ago. They now provide about 5% of 
the firm's total revenues, he adds.

The system serves not only Hall
clients but those of some of its 3

largest competitors, including E
Marsh & McLennan and Johnson
& Higgins, Mr. McCaffrey notes.
Among the clients are

McDonald's, Northrup and Pep-
sico.

Hall intends to expand its abili-
ties in the claims administration

and data processing areas with a
sophisticated system it is develop-
ing for loss analysis, he adds.

Two coming acquisitions may
solidify Hall's position in the ser-
vices areas: Insurers Services Inc.

of St. Louis, a large self-insured
workers compensation adminis-
tration firm, and Brown Brothers
Inc. of San Francisco, a claims ad-
juster with 60 offices nationwide.

But the acquisition that has had
the greatest impact has been that
of Leslie & Godwin of London,

A Local Person To Call.

- 4

"We anticipated some of the service requirements we'd have to pro-
vide," says Frank B. Hall executive vp John F. McCaffrey.

which was completed in late 1978.
"Leslie & Godwin gave us an in-

stant international network where

each can supplement each other's
offices," Mr. McCaffrey said. "Les-

AL Royetta Monfiletto

85HEm (206) 624-4472

/1 X *

Shirley Peppars ,sfS -,sZa,

(415) 981-7703 0i 

Noreen Siavoshi VA

Los Angeles, CA
(213) 703-1851

Rickie Hubbard
San Diego, CA
(714) 297-9220

(312) 449-3500

Marty Quish /gAil
Hartford, CT '
(203) 247-1717: */

lie & Godwin had their own bro-

kerage outlets where we were
weak and we had outlets where

they were weak."
International accounts are be-

usan Wigandt
-. Boston, MA

/ (617) 542-8402

«*-john Duna
Pine Brook, N 1
(201) 575-7770

Debbie Robison Sandy Burl, 4.4 LFI
Denver, CO . G )ackrkin New York, NY\ 1:z ' 1
(303) 759-8611 (.3 -) \ Columbus, OH (212) 797-1850

(614) 43 -2240 41< Debbie Catalanotto
.._ Bonnie Flesher Garden City, NY

(516) 222-2300

 (913) 381-690
Sue Brown

Baltimore, MD
1301) 296-5000

loan Bax
Atlanta, GA  fs

Grace Aldridge 1 \\ jj (404221-1188 4 .

Dallas, TX loan Vilasi
(214) 387-3505 Houston, TX

(713) 467-4400

Maureen Davidson

Miami, FL
(305) 448-5055

HowAKO can help
with premium financing.

When you need an answer on premium
financing there's no need to phone an 800
number and talk with a clerk in another part
of the country. One of AFCO's local trained
experts will help you. They know insurance.
They know financing. And they care about
your problems and your client's.

AFCO experts are located in 18 offices in the
U.S., so one local phone call gets you the
professional premium financing information
you need for any line of commercial or
personal insurance you write.

Last year, AFCO's people helped more than
200,000 accounts obtain attractive financing,
quick quotations and improved cash flow.
They gave 21,000 agents fast reliable advice
that helped to sell more insurance and in-
crease commission income.

Want that kind of help on your accounts? Just
phone the nearest AFCO office listed above
and talk to your local expert.

The biggest help in premium financing.

coming an increasingly important
part of Hall's business, providing
$43.8 million in revenues or about
18% of total volume.

Hall does not exclusively use
Leslie & Godwin for placing risks
at Lloyd's of London, although the
U.S. firm has increased volume in

recent months. Hall's ownership in ,
Leslie & Godwin's Lloyd's opera-
tions was limited to 25% under an

agreement with the Committee of
Lloyd's.

Although the recently released
Fisher report on Lloyd's regula-
tions recommends eliminating re-
strictions on non-British owner-

ship of Lloyd's brokers (BI, June
30), Mr. McCaffrey does not fore-
see Hall purchasing a larger inter-
est in Leslie & Godwin at Lloyd's.

"We've had such a fine relation-

ship with the people we've been
dealing with that there'd be no im-
mediacy to take over Leslie &
Godwin's Lloyd's operations," he
said.

During 1979, Hall made seven
acquisitions: Akers-Hartenstein
Insurance Agency Inc. of Akron;
Harry E. James & Associates Inc.
of Jacksonville; Security Under-
writers Inc. of Minneapolis; Eaton-
Brookhart Inc. of Columbus; As-
sad-Nevarez & Associates Insur-

ance Brokers Inc. of Los Angeles;
ABCO Associates Inc. of Miami

and Altamonte Springs, Fla., and
Balden, Carter & Viles Inc. of Ox-
nard, Calif.

Hall local offices established by
merger tend to have more auton-
omy than those o f its competitors,
Mr. McCaffrey explains. Any mar-
keting decisions-including selec-
tion ofa broker to place business at
Lloyd's-are often made locally.
Hall's services division, which in-
cludes loss prevention, cash flow,
marketing and actuarial profes-
sionals, reviews all major ac-
counts, however, before they are
renewed, Mr. McCaffrey says.

Hall's balance between local

control and centralization is begin-
ning to shift somewhat toward
Briarcliff Manor. A new confer-

ence center at the headquarters is
used by senior marketing person-
nel from alllines ofinsurance who
meet regularly to anticipate mar-
ket trends. Local profit centers re-
port to Mr. McCaffrey, who heads
the firm's domestic operations.

Employe benefit consulting,
which had been controlled locally,
is now organized under the newly
established Frank B. Hall Consult-

ing Co., headed by Peter T. Pruitt.
Although Hall may have a larger

percentage ofFortune 500 firms as
clients than most of its competi-
tors, Mr. McCaffrey says, the firm
is emphasizing medium-size ac-
counts in its plans to build a larger
base.

Principal officers ofthe firm and
their compensation for 1979 were:

Salaries, fees, Aggregate of
directors fees, contingent
commissions forms of

and bonuses remuneration

Albert J.

Tahmoush $575,700 $391,337
William C.

Bartholomay $342.974 $73,313
Henry E. Froebel $344,508 $73,313
John F.

McCaffrey $203,161 $21,817
Peter T. Pruitt $186,317 $21,677

5 Fred S. James &Co. Inc.

230 W. Monroe St.,
Chicago, Ill. 60606;
312-726-4080

1979 1978
Premium vol. NA NA

Gross rev. $165,637,000 $143,039,000
Employes ... 3,200 2,935
Rev./employe $51,762 $48,736
Offices 86 76

Fred S. James & Co.'s 16% gain
in gross revenues during 1979 out-
paced several larger brokers but
was slower than the 21% five-year
average.

The slowdown reflects competi-
tion in the insurance markets that

Continued on page 28
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]tonly takes minutes to
read. Offers information

and perspectives about
claims managementtohelp
you serve those who want
to Iknow more about the

pros and cons of self-
insurance. (Contains prac-
tical information which can

help you make money in
the decade ahead.) Send
the coupon or your busi-
ness card for your copy
today
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66WE KNOW OUR BUSINESS
AND WE WORK FOR YOU!"

That's because as an MGA. we are specialists in AUTOMOBILE DEALER INSURANCE
• Available exclusively to the Independent Agent
• Extremely sophisticated coverages offered
• Composite Rated. Monthly Pay
• Endorsed by two top Import Manufacturers

DON'T LOSE YOUR GOOD ACCOUNTS TO THE DIRECT WRITERS.
Call or write Richard R. Balsiger. Assistant Vice President

'bewmfiA.INT j
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DEALER COVER, INC.
21535 Hawthorne Blvd. Suite 322. Torrance. CA 90503 213/540-9221
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The slowdown at James reflects competition in the markets that
slashed commissions in 1979, says chairman James H. Vaughn.

YOUR CLIENTJUST SPENT 2.3 MILLION ONA NEWJEI
So Wtry ISN'THE BYING BRSTCLASS? lot of airplane foroverYour client can by a

- two million dollars. But he can't buy all the service he needs.
Providing yourclients with truly firstclass insurance service is what
Associated Aviation Underwriters is all'about. At AAU, we back

you with one of the most professional, experienced staffs in the busi-
ness. And our staffhas the means for doing the job better than any-
one else. R>rexample, we maintain a fleetot aircraft forour adjusters

to enable them to provide prompt claims service. We also make a
major contribution to your client's operation by providing profes-

sional flight department evaluations. And by making available free
safety and educational material.

So when you want your clients to really fly first class, make sure
they fly with AAU. We're number one in corporate

aviation insurance because we're number one in Aull
service. .5.14'

ASSOCIATED AVIATION UNDERWRITERS, 90JOHN STREET, NY.,NY. 10038, An-ANTA, CHICAGO, DALLAS, DENVER, DETROIT KANSASaTY, LOSANGELES, SAN FRANaSCO, SEATrLE

Agent/Broker
Profiles

Continued from page 26
slashed commissions in 1979,
chairman James H. Vaughn says.
But higher interest returns on pre-
miums, higher property values
and contingent commissions
helped offset the market troubles,
he adds.

Contingent commissions grew
50% last year to $6 million. Invest-
ment income jumped 57.1% to $11
million. Without that growth,
James's revenues would have
plodded to 11.8%

Market competition also re-
Stored James's emphasis on ac-
quisitions for growth. The broker-
age slowed mergers from 1975
through 1978, but major acquisi-
tions are again likely, Mr. Vaughn
says.

Galbraith & Green, a Salt Lake
City-based employe benefit claims
administrator, leads the herd of
new acquisitions. The $13 million
transaction makes the firm
James's largest acquisition.

Purchased in April, G&G is
likely to produce dramatic growth
spurred by increased corporate
concern with health costs, Mr.
Vaughn adds.

The Galbraith & Green acquisi-
tion also leads the way for further
diversification, Mr. Vaughn told
shareholders at the annual meet-
ing.

The employe benefits business
from G&G will help insulate
James from the volatility of the
property/casualty market cycles,
he said. Revenues from employe
benefit accounts are expected to
jump to about 17% oftotal with the
acquisition.

Other acquisitions during the
past year include: Insurex Interna-
tional Inc. of Tulsa; Barksdale
Bonding & Insurance Co. of Jack-
son, Miss.; Mariners Insurance
Agency Inc. of New Bedford,
Mass.; Morris-Hopson Insurance
Agency Inc. of El Reno, Okla.;
Merrill, Applegate & Seaton Inc. of
South Orange, N.J., and Ditzel-
Hurst Insurance Inc. of Los

Angeles.

The mergers give James new
geographic strongholds and spe-
cialties. The Barksdale merger in-
troduces James as the first na-
tional broker in Mississippi and
Mariners gives James fishing in-
dustry expertise. Acquisitions also
provide a source of new trained
personnel, which is in short supply
in the brokerage industry, Mr.
Vaughn says.

James's reinsurance subsidiary
John F. Sullivan & Co. grew most
swiftly in 1979. Sullivan grew more
than 18% to $13 million in reve-
nues. The property department

1 Continued on page 30
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coverage?
It's Professional Liability Coverage
that protects your Architect and

1 Engineer clients all the way back to
their first day of private practice -

1 not just back to their first insurance
policy-At their current limit of
miability

And best of all, for qualified in-
sureds, it's a standard feature of
our basic policy- NO EXTRA
CHARGE!

Soundlikeagood(leal? Itis.
And it's available with the CNA

Architects' and Engineers' Profes-
sional Liability Insurance Program.

Call us for details.

Victor 0

Sthinneter
&Company Inc.

The first is still the best

Program Administrators & Underwriting Managers

5028 Wisconsin Ave., N.W. 40 Wall Street

Washington, D.C. 20016 New York, N.Y. 10005
(202) 686-2850 (212) 344-1000

55 E. Jackson Boulevard
Chicago, Illinois 60604
(312) 663-3631

595 Market Street
San Francisco, California 94105
(415) 495-3444
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Continued from page 28
came in second in growth, by
15.3%to $30 million. Casualty reve-
nues were up 12.9% to $70 million
and employe benefit revenues rose
12.5% to $18 million.

Marine revenues of $9 million
were stable, but a trend to shrink-
ing revenues in 1977 and 1978 was
halted, Mr. Vaughn notes.

Internationally, James is likely
to push expansion, probably
through several small acquisi-
tions, Mr. Vaughn says.

James also formed an underwrit-

ing management company with
Alexander Howden in 1979 to

manage New York Insurance Ex-
change syndicates. UMC Manage-
ment Services Inc. is managing the
Heartland Syndicate, which re-
cently began underwriting on the

n

.0

ng Boa

exchange.
The two firms also have pur-

chased 20% interest each in Sola-

tium Reinsurance Co., a new New
York firm with $10 million in capi-
tal.

Six foreign and domestic insur-
ers hold 60% control.

"This year will be a testing year
for all brokers," Mr. Vaughn pre-
dicted. "We'll have reduction in in-
terest income and we'll still be
dealing with a soft market, ex-
pense control and inflation."

The property/casualty markets
should tighten by late 1981, he
says, predicting the industry's
combined loss and expense ratio
should reach 105% in 1980.

Mr. Vaughn is planning for 15%
revenue growth in 1980, but points
out that in the current climate it is
difficult to forecast earnings and
revenue growth.

The biggest personnel change of
1979 was Charles A. O'Malley's de-
cision to resign from the post of
chief executive, which he shared
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with Mr. Vaughn and president
William E. Burch. Mr. O'Malley
continues with the firm as chair-
man of the executive committee.

Salaries, fees, bonuses and other
compensation for James's princi-
pal officers during 1979 were:

William E. Burch, president
Charles E. Keller, executive vp
Charles A. O'Malley, chairman

of the executive committee

James H. Vaughn, chairman of
theboard

William E. Weatherford, exec utive
VP

Premium vol.

Gross rev.

Employes .
Rev./employe.
Offices.

*Re.tated

$410,964

$228,850

$410,964

$410,964

$228,000

Corroon &

Black Corp.
1 Wall St. Plaza, New
York, N.Y. 10005;
212-363-4100

1979 1978

$1,368,000,000 $1,237,000,000
$140,325,OCO $119,000,000

2,500 2,423*
$56,130 $49,113*

87 52

After three years of spectacular

The
worl

Begg:C

mAROMM*0

0

and heady growth, Corroon &
Black Corp. learned in 1979 the so-
ber truth that most good things
eventually come to an end.

Last year's results were not terri-
ble: an 18% revenue gain to $140
million and a 7% jump in net
operating income to $20 million,
But 1979 pales in comparison with
1978, when revenues were up 29%
and income increased 27%.

"We had record earnings and
revenues last year; no one can
complain about that," said broker-
age chairman and chief executive
officer Robert Corroon.

"But our margin of profit has
lessened somewhat and our earn-

ings, although not a record, did not
increase as greatly as in recent
years."

The current market conditions
and the continuing drop in pre-
mium rates made it evident to Cor-
roon & Black officers early last
year that the company would not
equal the 29% compounded
growth rate reached in revenues

al

We enable you to provide complete the quality and theprofitability of your
worldwide insurance coverage in business.

more than 16 languages and 80 Royal monitors worldwide insurance
countries. developments very closely, and the

Royal is an international insurance latest information is readily available in
group with hundreds of offices Royal's International Directory.
worldwide to serve you, whenever and If you want to know more about
wherever you need us. Royal Insurance, ask some of the

Thus you can offer your independent agencies who have been
multinational customers the local, on- with us for more than a century or
the-spot services of one of the 10 those who have joined us more
largest insurers in the world, with a recently. They know what we're
premium income of $2.6 billion a year. capable of.

Royal's international scope and our Then call your Royal Insurance
experience in insuring some of the marketing representative.
world's largest corporations give you an 00*eunusual opportunity to improve both &28 \*:53'r'/

\T:Z./

Nobody insures it like...Royal  Insurance
v/- 150 William Street, New York, N.Y. 10038

over the last three years.
"We saw this slowing down com-

ing for the last half of 1979 and
probably into this year and next,"
Mr. Corroon said.

The 7% gain in earnings, how-
ever, was less than the 10% to 12%
increase the company thought it
would experience during a "diffi-
cult" 1979.

"We had a sensational five years
and a particularly sensational past
three years. New business really
outran our ability to staff our or-
ganization to serve all the new eli-
ents we were getting," he noted.

"We are going through a catch-
ing-up period that is just about
completed. We have been putting
on more staff and the extra ex-

pense of salaries and benefits has
not helped our position."

Salaries and employe benefits
increased 20% in 1979 to $69.6 mil-
lion.

The addition of five regional bro-
kers purchased by Corroon &
Black brought to 57 the number of
U.S. cities where the company has
subsidiary offices.

Its most important acquisition in
1979, though, came not in this
country but in England, where
Corroon & Black purchased a 20%
holding in J.H. Minet Holdings
Ltd., a Lloyd's of London broker
that Corroon & Black has been do-
ing business with for more than 40
years.

C&B, however, sees one merger
as a way to increase international
capabilities, not as a direct route to
Lloyd's.

Minet's offices in 27 countries

were the motivation behind the
purchase, Mr. Corroon explains.

"Right now the international
business is not that important to us
as a percentage of revenues; it is
very low in fact," Mr. Corroon said.

"But we think international

business is presently and will con-
tinue to be a great growth area, es-
pecially as American companies
become more and more multina-
tional and as more foreign compa-
nies look to invest in U.S. busi-
ness."

More importantly, though, Cor-
roon & Black sees this link with
Minet as an indirect way to in-
crease its at-home dealings, Mr.
Corroon adds.

Corroon & Black also developed
a feasibility study plan designed to
help insurance buyers decide how
much coverage they need to pur-
chase and how much to self-fund.

The feasibility study should en-
able buyers to pinpoint accurately
what their self-insured retention
levels should be, a planning pro-
gram Corroon & Black has been
working on to perfect in the last
year.

"A buyer can now say with some
credibility that his company
should be taking a $250,000 de-
ductible, for instance, rather than
just asking what credit I can get for
him by setting a large deductible,"
Mr. Corroon explained. The study
has also attracted some "sizable"
new business.

Employe benefits accounts
"have stayed at around 15% over
the last few years, which we would
like to improve on because it is a
lot more stable in this end of the
business cycle," he added.

The remainder of the company's
book of business stayed almost the
same as in 1978. Casualty policies
accounted for 47% of revenues,
property 20%, employe benefits
and life 15%, reinsurance 9%, fidel-
ity and surety 7% and marine 2%,
all within one percentage point of
1978's figures.

Principal officers of Corroon &
Black are Mr. Corroon; Webb Fol-
lin, vice chairman of the board;
Frank Hagan, chairman of the ex-
ecutive committee; Richard
Miller, president and chief operat-
ing o fficer.

Salaries and incentive compen-
Continued on page 32
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Nobody responds to fire insurance better than we do.
Our underwriters come on like a house

on fire.

Because instead of wading through
bureaucratic gobbledegook, an American
Home/National Union underwriter has the
authority to make decisions.

This extra flexibility is also what
makes our Commercial Multi Peril cover-
age so interesting.

For example, everyone claims they
can tailor-make a policy for you. But if
they don't offer a wide range of under-
writing approaches and services, how can
they offer a wide range of tailoring?

A Member Companyof American International Group.

We can.

We also offer workers compensation
and commercial auto along with our
Commercial Multi Peril Package.

Best of all, American Home/National
Union can wrap up packages that other
companies couldn't even begin to tie.

Which is one of the reasons the AIG
companies are the fastest-growing major
Commercial Multi Peril market in the U. S.

So whether you need fire or Multi
Peril, call American Home/National Union.

You'll find the speed of our response
positively alarming.

For more information about Fire &
Commercial Multi Peril Insurance, write:
The AIG Companies, Dept.A,70 Pine Street
New York, N.Y. 10005.
Name/Title

Company
Address

City State

Zip Telephone

The AIG Companies.
Let us take the risks.
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COLUMBUS and OMAHA
. are two locations worldwide where
corporate risk managers can call out
the ARMI against spiraling insurance

costs. To enlist the ARMI ... Assurex
Risk Management Institute . . in your
business (and elsewhere in more than

40 states and 16 foreign countries) call
your Assurex International broker.

THE McELROY-MINISTER
COMPANY

141 East Town Street

Columbus, Ohio 43215
614-228-5565

THE HARRY A. KOCH COMPANY
2121 South 44th Street

Omaha. Nebraska 68105
402-558-7000 See our ad on page 6

WHEN IT COMES
TO SELLING GROUP,

THE PILOT GIVESYOU MORE.

Disability Income

De*se

Pilot Life offers complete and thorough group coverage. A plan to suit every require-
ment. From Group Term Life to Special Risk Plans, we can put it all together for you. And
no matter which you choose, you'll get immediate action with Pilot's prompt turnaround
time. Because we know that having the right plan at the right time, can mean the difference
in the success or failure of a sale.

Another plus is Pilot's new Automated Claims Evaluation system (PACE). Claims
expenses are fed into the computer which compares them with the policy benefits-thereby
minimizing oversights and incomplete payments. It means you'll get consistent, accurate
claims payments in the minimum amount of time. It saves time and money foreveryone.

Let us show you what we can do for your group sales. Give us a call,, ,111you'll find out how the Pilot can help you and your clients through life. /.-0. m
Group Division, Pilot Life Insurance Co., Box 20727, Greensboro,

North Carolina 27420, Telephone: (919) 299-4720.

All 23 directors and officers as a
group earned $1.8 million in sala-
ries and $930,925 in incentive com-
pensation.

7

Premium vol.

Gross rev.

B: /. plo>les

Continued from page 30
sation for the five highest paid offi-
cers or directors are:

Robert Corroon $351,500
Richard Miller $277,500

Frank Hagan $267,500
Paul T. Carter $188,125
Donald R. King $175,744

Rollins Burdick

Hunter Co.
10 S. Riverside Plaza,
Chicago, Ill. 60606;
312-454-1400

1979 1978
NA NA

$67,734.832 $61.684,272*
1,250 1,196*

Rev./employe. $54.188
Offices.......... 50

*Restated to reflect acquisitions

$51,575*
43

Rollins Burdick Hunter officials
don't make public their revenue
projections from year to year, so it
is impossible to tell if the firm was
satisfied with its 10% increase in
gross revenues in 1979.

However, the firm did retain its
seventh largest broker ranking in
1979 on revenues of $67.7 million,
up from a restated $61.7 million in
1978. The 1978 figure was restated
to include seven domestic acquisi-
tions.

The rate of increase in gross rev-
enues slowed for the second

straight year, down from a 17% in-
crease in 1978 and 21% in 1977.

Like his other big-broker coun-
terparts, RBH president and chief
executive officer Charles H.
Mather attributed the decrease in
growth rate to the soft commercial
property/casualty market. RBH is
also reflecting other big brokers by
emphasizing new business pro-
duction, Mr. Mather said.

RBH has a reputation for being
strong in property lines and large
accounts. However, Mr. Mather
says it is RBH's goal to be strong in
all areas.

"You say we're good in property,
but I think we're well balanced be-
tween our property and casualty
business," he said. "We don't in-
tend to pursue only one line of
business."

Last year's figures seem to sup-
port his contention. In 1979, casu-
alty insurance brought in 40% of
revenues; property brought in
only 36%. The rest was brought in
by employe benefits, 9%; marine,
3%; reinsurance, 3%, and interest
and miscellaneous, 9%

"That philosophy goes for our
percentage of large business as
well," Mr. Mather noted. "We feel
we have good spread because what
is a large piece of business in one
office wouldn't be in another. And
we are actively going after the me-
dium-sized risk in all of our of-
fices."

A strong point in the RBH sys-
tem is its linkup of international
offices, most established through
joint ventures with C.E. Heath &
Co. Ltd. of London and Hudig-
Langeveldt Group B.V. of Amster-
dam and Rotterdam. Rollins Heath
offices operate in South America
and Southeast Asia while Heath

Langeveldt Rollins offices do busi-
ness in Thailand, Hong Kong, Ma-
laysia, East Malaysia, the Philip-
pines and Singapore.

RBH's subsidiary, Rollins Bur-
dick Hunter International Inc., is
located in the U.S. to serve
multinational companies there.

Mr. Mather, however, would not
estimatehowmuchofRBH'sbusi-
ness is international.

"That would be hard to say, be-
causemuch ofour business is loca-
ted in both areas," he said. "Busi-
ness is becoming more fully in-
ternational. We continually try to
develop business on all fronts, and
the international office is one tool
we have. There is an additional

blurring because you can call on
an international client and end up
with domestic business and vice
versa."

RBH is studying the Fisher report
(BI, June 23) and watching its ef-
fects on Lloyd's of London closely,
Mr. Mather says. However, RBH
has no present plans to alter its re-
lationship with C.E. Heath & Co.
or purchase a London broker, Mr.
Mather adds.

"We've had a very long and
pleasing relationship with Heath
as well as many other London bro-
kers," he said. "Not all of our busi-
ness goes to Heath at present, and
we like our present position in
London. Of course, that could
change, for my crystal ball for the
future is no better than other
people's. But at this point we don't

Continued on page 36
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"Benefits are one area that we would like to increase our business
in," says Charles Mather of Rollins Burdick Hunter.

Agent /Broker
Profiles

Ccntinued from page 32
see any benefit for our clients to go
ahead and buy a London broker."

YIr. Mather says the firm will
c ontinue to seek acquisitions to
bclster geographic gaps and spe-
cialty needs. The U.S. Southeast
and Southwest are likely targets,
he added.

1n 1979, RBH acquired six agen-
cies and started another from

scratch. Acquired agencies in-
cluded Goetz-Hassler-James Inc.

in Milwaukee; Butler & Co. in Sa-

cramentc, Calif.; Cslumbia Associ-
:tes in Pasadena. Calif.; Sturm-
Rosebury & Associates in Billings,
Mont.;the Horton Agency in Okla-
1-oma City, Okla., and Beebe, Bla-
kely & Forbes Inc. in Boston. The
firm formed Rollins Burdick
Hunter of Honolulu, Hawaii.

"Our goal isn't to be the biggest
troxer in the world," Mr. Mather
explained. "But we would like to
expand in a number of areas.
'Benefits are one area that we
would like to increase our busi-
ness in, as is the executive benefits
area. At the same .ime, however,
we see RBH as a union of special-
ists and don'twant:o build up any
one department."

One area the firm wil continue

8

to center upon is its financial ser-
vices. RBH is proud of its cargo
loss control and loss analysis
work.

"We attach considerable in-por-
tance to these types of programs,"
explained vice chairman George
Burrows. "We think we're doing
some unusual things with our
computers and other methods that
we feel pinpoint problems before
they occur."

Internally, RBH adopted a new
organization structure in 1979. Re-
porting to Mr. Mather under the
new plan are the heads of RBH's
insurance operations group, tech-
nical services group, national ser-
vices group and finance and ad-
ministration group, plus leaders of
RBH's six geographic regions and
its Booth Potter Seal & Co. Inc.
reinsurance subsidiary and Rol- 1
lins Burdick Hunter International
insurance subsidiary. The restruc-
turing was designed to increase in-
ternal efficiency.

Operating expenses in 1979 were
$4.5 million or 10% over 1978 with
the percentage of operating ex-
penses to revenue remaining at
72% both years. Mr. Mather notes,
however, that kind of increase rel-
ative to income could be hard to
maintain in the future. Total ex- ,
penses in the first quarter of 1980
were up 11.3% over a similar pe-
riod in 1979. Revenues were up
12%, income was up 10%.

"I think we can do a good job o f
containing our costs, although I
don't know if we can keep the
same percentage with revenues,"
he said. "You have to maintain a
level of service and we are some-
what at the mercy of inflation on
that."

Although the firm is interested
in acquisitions, future expansion
will remain within the brokerage
business, Mr. Mather states.

"At this point we are insurance
brokers," he said. "Of course, we
do a wide range of things to
present alternatives in funding
risks, and the more services we
provide, the better we are at
smoothing out the ups and downs
of the property/casualty insurance
cycles. But we have no interest in
diversifying into unrelated busi-
nesses."

Principal officers of Rollins Bur-
dick Hunter are Adrian B. Palmer,
chairman;George S. Burrows, vice
chairman; Charles H. Mather, pres-
ident and CEO; William C. Snyder,
executive vp and chief operating
officer, and Michael J. Starshak,
vp-finance and administration.

The five highest paid executives
of Rollins Burdick Hunter-in sa-
laries, fees, commissions and
bonuses-as reported in its proxy
statement are:
Charles H. Mather $174,167
George S. Burrows $126,250
Karl R. Palmer $121,250
William C. Snyder Jr. $118,750
C.J. Reid Jr. $113,750

Premium vol,

Gross rev.

Employes
Rev./empll,yr
Offices

Bayly, Martin & Fay
International Inc.

3200 Wilshire Blvd.,
Los Angeles, Calif.
91367; 213-736-9600

1979 1978

$722.000,000 $610,000,000
$65,000,000 $54,900,000

1,600 1,330
$40,625 $41,278

51 42

Signaling its intention to go after
major commercial airline ac-
counts, Bayly, Martin & Fay In-
ternational hired one of the
industry's top commercial avia-
tion experts and opened an avia-
tion division in London.

Although the eighth-ranked U.S.
broker has long been strong in the
industrial airline field, the addition
of Frank Winship, formerly of
Marsh & MeLennan, and the new
London connection are part of a
long-range plan to broaden com-
mercial aviation activity, reports
Samuel Alcorn, senior vp.

More changes are coming.



This summer, BMF will move its
headquarters to Newport Beach,
Calif., consolidating corporate
staff presently in Los Angeles and
Texas. President Joseph N. Tate,
who has been based in Houston,
will become chief executive offi-
cer.

Charles R. Warde continues as
chairman of the board, but will re-
linquish his chiefexecutive officer
title. Mr. Warde is also president of
the insurance services holding
company for all insurance opera-
tions of the parent corporation,
Sperry & Hutchinson Co.

Despite the soft market, BMF's
1979 growth of 18.4% in gross reve-
nues compares favorably with the
broker's performance during the
past five years, Mr. Alcorn ob-
serves. BMF racked up its highest
five-year growth of 20.7% in 1978.

Last year's growth was almost
entirely internally generated, Mr.
Alcorn notes. Two small acquisi-
tions made late in the year had
very little impact on volume.

To compensate for shrinking
premium income on existing ac-
counts, BMF increased its com-
mercial client list to about 60,000,
up from an estimated 53,000 a year
ago. The greatest growth came in
aviation, association/trade group
programs and loss funding pro-
grams for mjor firms.

Bayly, Martin & Fay is planning
heavy expansion of its trade

International

service

capability is
critical, says
Sam Alcorn.

group/association programs, now
numbering about 40, Mr. Alcorn
stresses. The BMF Marketing divi-
sion allows the broker to attract a

comprehensive group of small ac-
counts.

BMF Marketing has a separate
25-person producer staff located
around the country to develop na-
tional trade group programs. This
staff specializes in particular prod-
uct lines and provides direct ser-
vice to group members who may
be in different cities.

Two such trade group pro-
grams, however, have taken a beat-
ing because of the overall de-
pressed performance of their in-
dustries. An automobile dealers
program centered in BMF's Wal-
nut Creek, Calif., office is suffering
with low rates and dealer's shrink-
ing inventories. Homebuilders as-
sociation business is also hurting
nationwide.

Spurred by high interest rates
and firms' desire to conserve cash,
the movement of large corpora-
tions into loss funding programs
continued in 1979. A significant
partofBMF'sjump in staffto 1,600
from 1,330 last year signaled
growth in the broker's risk man-
agement staff for these major ac-
counts, Mr. Alcorn notes.

Full-time, segregated risk man-
agement departments now operate
in Los Angeles, New York, Hous-
ton and Tulsa and another is being
developed in Oakland.

Thoughriskmanagementstaffis
growing, BMF has no plans to fol-
low the trend to stronger ties with
Lloyd's of London brokers, Mr. Al-
corn said.

Linkage can be successful for
the largest insurance brokerage
firms, Mr. Alcorn says. "Marsh &
MeLennan's size and volume of
business is such that they can be
indifferent to alienating an awful
lot of people in London. I don't
:hink we have that luxury.

"We turned down two invita-

tions in the past year to buy into
Lloyd's firms," Mr. Alcorn con-
tinues. "The two Lloyd's brokers
:hat approached us are concerned
:hat if there is acontinuation of the
ownership linkage, they will be
dealing with a shrinking market
and lose access to the American
market.

"But an international service ca-
pability is critical to the handling
of many major accounts headquar-
tered in the U.S.," Mr. Alcorn said.
BMF maintains offices in London
and Paris and is building a net-
work of affiliates throughout the
world which is involving BMF in
some unusual foreign exposures.

An affiliate in Lagos, Nigeria, for
instance, has just been approved
by the Nigerian government for
participation in several key, gov-
ernment-controlled oil, shipping
and aviation insurance programs
that BMF's London staff is work-
ing on now, Mr. Alcorn said. "We
are developing this kind of two-
way relationship throughout the
world," he added.

Acquisitions and mergers in 1979
and 1980 include: Lundquist
Agency, Detroit; Arctic Alaska In-
surance Agency, Eagle River,
Alaska; Island Insurance, Kodiak,
Alaska; Anderson, Divan, Cotrell
Insurance, Kearney, Neb., and
Continental Agency Co., Salt Lake
City, Utah (branches in Ogden,
Utah, and Soda Springs, Idaho).

BMF has offices in 49 U.S. cities
and foreign offices in London and
Paris.

Principal officers include:
Charles R. Warde, chairman; Jo-
seph N. Tate, CPCU, president;
Jack Seiter, senior vp-life and em-
ploye benefits operations; Samuel
Alcorn, CPCU, senior vp-property
and casualty operations, and John
Roblee, vp-finance.

Arthur J. Gallagher
9 & CO.

10 Gould Center,
Golf Road, Rolling
Meadows, Ill.;
312-640-8500

1979 1978

Premium vol. NA NA

Gross rev. $30,523,535 $24,816,582

Employes . 682 553

Rev./employe . $44,756 $44,876

Offices 64 58

Talk to Robert Gallagher Sr. for
very long and it's likely you will
hear two phrases-"No. 1" and
"different."

Those two phrases play big roles
in Arthur J. Gallagher & Co. Inc.,
which once again grew rapidly in
1979, retaining its ninth rank in the
Business Insurance top 20. Gross
revenues for 1979 increased 23%
from 1978, an impressive gain in an
overall bad year for the big bro-
kers.

But the gains are no surprise to
president Mr. Gallagher, who has
watched his firm grow an average
of 35.9% in the past decade to its
present $30.5 million total gross
revenues. From the brass plague
espousing the late Vince
Lombardi's thoughts on "What It
Takes To Be A Winner" to a book-
end shaped like the numeral one,
Mr. Gallagher's whole attitude of
brokerage management centers

Continued on next page
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Would You
Go To A Specialist
For Open Heart
Surgery 0 If you're like most people the

0

answer is yes; because you realize it is
a life and death decision.

Placing your corporation's property
insurance could be a life and death

decision as well. That'i why, when you're
deciding where to place your company's
property coverage, you should choose
the large line property specialist - IRM.

For almost sixty years IRM has provided
creative underwriting, risk
improvement programs and personal claim
service, exclusively for large properties.

The next time you're placing property
coverage for your corporation,
and want it to receive the attention it

deserves, go to the specialist - IRM.
Contact a member company

for the IRM facility.

iRm
INSURANCE

IMPROVED RISK MURIALS

15 NORTH BROADWAY

WHITE PLAINS, NEW YORK 10601
ATLANTA • CHICAGO • DALLAS • DETROIT
GREENSBORO•LOSANGELES•NEW ENGLAND
SAN FRANCISCO
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around teamwork and expansion
in new areas of opportunity.

He likes to believe his firm is No.
1 among its peers because it does
business a little differently.

"I've played on a lot of teams in
my life, and it is a lot rhore fun to
win," the Gallagher president said.

Mr. Gallagher has planned a
young team, combining college-
educated trainees fresh from

Gallagher's own training pro-
grams and frustrated up-and-corn-
ers from insurers and other agen-
cies who want to move up faster.

Mr. Gallagher says he isn't
ashamed to "liberate" personnel
from anywhere he can.

"I think we have a lot to offer our

employes," he said. "We take a pa-
ternalistic attitude toward our em-

ployes, and we have a good team
atmosphere here. Besides, they
can always come and take our em-
ployes back. My staff is open to
others providing they can give the
same opportunities, morale, salary
and other benefits we do."

The firm also isn't afraid to hire

relatives and friends.

"Nepotism has worked well for
us, and it's not just for people
named Gallagher," Mr. Gallagher
said. "I think it gives us a certain
strength as well if you hire rela-
tives and friends who are qualified
in the first place.

"Look, we are an opportunistic
firm and one o four key growth fae-
tors is the growth of our men and
women," he added. "We put a lot o f
energy into that. The great design
isn't to have so many relatives, so
many from outside the company
and so many from our training pro-
grams. We like a balance of experi-
ence and youth so we can benefit
from both.

"It's how you challenge, reward
and motivate people you get when
you get them that counts. We hope
we can continue to do that as we
get larger."

That the firm has grown quickly
is no secret. In 1970, Gallagher &
Co. employed 86 people and had
revenues of slightly more than $2
million. In 10 years the total has
grown to 682 employes and $30.5
million.

This year, the firm has already
added 66 new employes and will
top 800 before year's end, Mr. Gal-
lagher says.

"We're growing for the future in
virtually all of our departments-
Main Street property/casualty busi-
ness, our risk management and
self'-insurance departments, devel-
opment of overseas business and
our computer center."

Despite this, 1979 was a "diges-
tive" year for the broker, Mr. Gal-
lagher says. In 1980, the firm "put
the goalposts pretty well back"
and expects to reach a 23.5%
growth.

Being privately held helps that
process, he adds.

"My competition is very good.
But if it is prudent to grow for the
future today, many of the public
brokers are tied up because they
have to report quarterly figures
and satisfy stockholders. If my
margins slip by design, however,
that's good management and we'll
make it up later," Mr. Gallagher
said.

"At Gallagher, 5% o f our growth
has been internally generated. Un-
like other brokers, we have many
from-scratch offices. That's be-
cause I can afford to take the time

to let our offices grow correctly
and don't have to buy other
people's problems."

Trying to list the firm's five
greatest successes in 1979, Mr. Gal-
lagher first tempers the list.

"This last year was one of the
hardest years we've experienced,"

he said. "Inflation has hurt us. The

competition has been intense, too.
Our people go in to do battle over a
risk and come out bloody with a
victory, but lose half our revenues.
With that kind of a situation you
can't expect us to cheer.

"But our level of growth has
been a source of pride for us, as has
been our progress in manpower
development. We increased our re-
tained earnings, and I am also
proud ofthe growing professional-
ism at Gallagher Bassett Insurance
Service (Gallagher's self-insur-
ance services division)," he said.

"We've also gone a long way in
our development of our middle

management ballteam," he said.
"We brought in some outsiders to
advise us and determine where we

want to go in the future. Part of
this is to set up a middle manage-
ment level to develop the expertise
we need to accelerate our future
growth."

The biggest disappointment is in

5

6

4,

h*lepotism has worked well 'or us, and il's not just forle named
Gallagher," says president Robert Gallagher Sr.

the computers and system ser-
vices, which Mr. Gallagher says he
is impatient to improve.

"We're improving fast in this
area, but I would like to be ir the
situation that we could close the

monsh and two weeks later know
exactly where we are at. We want
to be completely automated, and
rve're making the commitment
now to develop the needed skills in
this area."

Gall:gher & Co.'s network of of-
fices is unusual in that it contains a
small number of full-service bro-

kerage offices to market insurance
and a larger number of service of-
fices to look after self-insured ac-

counts nationwide.

Last year, Gallagher started a
marketing office in Cleveland
from scratch and added eight new
service offices. The firm also

started full-service brokerage op-
erations in Bermuda, which Mr.
Gallagher says will be a strong
growth area.

More than 35% of Gallagher's
business comes from the Chicago
area, al-.hough Mr. Gallagher says a
corporate goal is to add new insur-
ance mrketing offices throughout
the country.

Nearly 40% of the firm's busi- 9
ness carnes from the service fees.
Future dE.velopment of the pen-
sions and self-insured employe
benefits areas will help smooth fu-
ture effecs of the insurance cycle
and increase the small share of



benefits business, he says.
"But whatever areas we decide

to develop, we won't leave the ba-
sic property/casualty business," he
added. "We don't worry about our
competition, either. I think we're
different than our peer group. We
have a real zeal here to prevent the
unpreventable. The moment is go-
ing for us and we have worlds to
conquer.

"Sometimes we get beat off the
wall by our competition," he
added. "But that is the market-

place today."
Principal officers of the firm in-

clude: Arthur J. Gallagher, chair-
man; A. James Gallagher Jr., vice
chairman; Robert E. Gallagher,
president; John P. Gallagher, ex-
ecutive vp; Sterling L. Bassett,
John G. Campbell, John C. Dan-
loe, William G. Jensen, Donald J.
Krutek, Louis E. Metzger, Warren
G. Van derVoort Sr., Daniel P.
Wachs and Walter F. McClure, vps,
and Norman S. Anderson, chief
financial officer.

10
Insurance

Management Corp.
6600 W. Broad St.,
Richmond, Va. 23230;
804-281-6336

1979 1978

Premium vol. NA NA

Gross rev. ..$25,580,000 $17,307,000

Employes . 620 430

Rev./employe . 41,258 40,248
Offices ........ 18 17

Insurance Management Corp.,
breaking into 10th among the top
20 brokers, has a new president
who's determined to change the
Southeastern regional firm's sta-
tus to that of a nationally competi-
tive broker.

With 48% in 1979, the most
growth of any of the top 20 bro-
kers, the firm is on its way.

Robert H. Hilb, formerly head of
Fred S. James's Midwest opera-
tions in Chicago, was named presi-
dent. William B. Graham, former
president, moved up to the corpo-
rate headquarters as senior vp of
Continental Financial Services of

Richmond, parent company of In-
surance Management.

Another former Insurance Man-

agement executive, Marvin R.
Blum, was promoted to adminis-

trative manager for Continental's
Houston office.

Insurance Management will con-
tinue its pattern of rapid growth
through acquisition, noting a ma-

jor goalis"to become a presence in
some of the major cities on the
East and West coasts and in the

Midwest," Mr. Hilb said.

The firm's major acquisition in
the second half of 1979 was H&W

Insurance Services of Encino,
Calif., an excess/surplus lines bro-
ker that reported 1979 gross reve-
nues of $3,306,901.

The H&W acquisition gives In-
surance Management new access
to the E/S market. The firm plans
to eventually increase its interna-
tional activity, which has been
"very little till now," Mr. Hilb said.

Three other acquisitions during

How will a risk manager benefit
using the Bellefonte Companies?

Arthur Boynton, Assist-
ant Vice President,

Corporate Risks,
answers:

He'll find a group of
people intent on de-
veloping a positive long
term relationship with
him and his agent or
broker. He'll work with

a corporate risk depart-
ment that will provide a
market not only this
year, but next year, too

and the year after.
And he'll get sensitive,
sensible handling of
primary insurance
programs involving
Worker's Comp, Gen-
eral and Automotive

Liability
The corporate risk

group is located in
Dallas, home office for
Bellefonte's insurance

division.

We'd like to tell you
more about us; and
we'd like to know more

about you. Write to me
for more information.

Bellefonte Insurance

Company, 1221 River
Bend Drive, Dallas,
Texas 75247.

214/689-8333

Subsidiary of Armco.

ARMCO

V

The Bellefonte Companies

the last half of 1979 helped boost
Insurance Management's gross
revenues 48%, from $17,307,000 in
1978 to $25,580,000 in 1979.

Insurance Management bought
Agency Associates Inc. of Sara-
sota, Fla., in August 1979; Ben-
jamin Insurance Agency of Hart-
ford, Conn., in October, and Up-
ham Insurance Agency Inc. of St.
Petersburg, Fla., in December.

In addition, the broker acquired
another St. Petersburg agency,
Davidson Insurance, in March
1980 and merged it with the Up-
ham Agency. In April I980, Insur-
ance Management bought Gulf
States Insurance Group Inc., a ma-
rine operation in Bradenton, Fla.

Insurance Management's presi-
dent echoes the sentiments of
most brokerage executives in
assessing 1979 as a "very difficult

year."
"We knew it wasn't going to be a

good year," he said, "but given
that, our growth was acceptable."

The firm, Mr. Hilb noted, com-
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petes with both nationals and
other regional brokers for me-
dium-sized accounts.

"We're not in major cities such as
New Y6rk, Los Angeles or Chi-
cago, but we're noticing increased
competition from nationals never-
theless," he said.

"We're fully cognizant of the im-
pact of the nationals," Mr. Hilb
continued, "but for the most part
our competition is from other local
and regional brokers."

For example, in Atlanta, Insur-
ance Management is up against the
alphabet brokers, while in Bir-
mingham, competition is primar-
ily from local brokers.

Insurance Management markets
to medium-sized businesses that

don't have their own risk manage-
ment department.

"We prefer to act as the risk man-
ager," Mr. Hilb said. "That way,
we're exposed to the ultimate deci-
sion maker in the company, the
one who measures our perfor-
mance."

The Insurance Management ex-
ecutive predicts further expansion
through acquisition for 1980-81,
though he declines to foretell fu-
ture insurance market conditions.

"I'm a poor soothsayer," he said.
"I thought we'd have a turnaround
by the second half of 1980."

In addition to Mr. Hilb, other
principal officers for Insurance
Management are J. Michael Nolan,
vp and general counsel, and Timo-
thy J. Korman, assistant treasurer.

11 Penn GeneralAgencies Inc.
11620 Wilshire Blvd.,
Los Angeles, Calf.
90025; 213-820-7070

1979 1978

Premium vol. NA NA

Gross rev. ...... $23,980,138 $21,938,960

Employes . 550 529*

Rev./employe $43,600 $41,473*
Offices 22 21

*Restated

Gross revenues for Penn Gen-
eral Agencies rose 9% last year, a
performance president and chief
executive officer Alfred B. Schaef-

fer grudgingly termed "satisfac-
tory."

Although that increase was
slower than the company's 15% in-
crease over the preceding 12
months, it compares favorably
with Penn General's five-year
growth rate, he says.

Although Penn General occa-
sionally finds itself going head-to-
head with the alphabet brokers
over a mgjor account, the company
looks to local accounts first, Mr.
Schaeffer says. He described Penn
General's target client companies
as in the $10,000 to $500,000 pre-
mium range.

Besides its home turf in Califor-

nia, geographic regions of strength
forthe 11th-ranked U.S. broker are

Michigan and Florida. "We're also
very interested in North Carolina,
where we have an office in

Burlington," Mr. Schaeffer noted.
Though local at heart, PG is

aware of and part of brokerage
trends.

Penn General was way ahead of
its time with a 20% acquisition in a
London broker, Derek Bryant In-
surance, several years ago, Mr.
Schaeffer said. There are no plans,
however, to increase that invest-
ment or to acquire any other Lon-
don links in the near future, he
added.

Nor does the company have any
immediate intention of acquiring
other agencies or entering into any
joint ventures. A new office
opened its doors last year in New-
port Beach, but the company ac-
quired no outside brokers.

Following a self-insurance
trend, parent company PennCorp.
Financial Inc. continues to expand
its self-insurance services opera-
tion, Penn General Service Corp.

Besides handling claims for self-
Continued on next page
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insurers, PGCS provides risk sur-
veys and analyses, loss control and
cost studies, formulation of safety
procedures and programs, re-
search and development and con-
sultation on risk treatment pro-
grams. It also designs and ad-
ministers employe benefit plans.

Self-insurance services are

available in offices in Los Angeles;
Miami; Southfield, Cadillac and
Grand Rapids, Mich.; Falmouth
and Jackman, Maine; Grand Prai-
rie, Tex.; Oak Brook, Ill.; Bar-
rington, N.H., and Little Rock,
Ark.

Penn General Agencies is also
located in the Los Angeles head-
quarters; San Francisco; Newport
Beach; Phoenix; Miami; New
York; Boston; Southfield and Sa-

Commercial Union's "thinking"
Commercial Account Policy
(CAP) has thought of the diverse
insurance needs of your commer-
cial accounts.

Flexibility
Because CAP is a flexible policy;
your clients can be assured that
even as their business grows or
expands, CAP will still be appro-
priate for them for years to come.
Whether their business is a large
corporation or a growing entre-
preneurship, CAP offers cover-
ages forjust about any business.

' d

Although Penn General may brtie alphabet brokers for a major ac-
count, it looks to local accounts first, says Alfred Schaeffer.

ginaw, Mich.; Burlington, N.C.;
Beachwood, Ohio (Bercu Agency)
and El Paso (Given Agency).

Principal officers of Penn Gen-

Ws abri
CUA 2

eral Agencies include: Alfred B.
Schaeffer, president and CEO;
Arnold Bergson, senior vp; Gerry
R. Ginsberg, vp and treasurer, End

Donald R. Benyas and Vernon E.
Dockendorf, vps.

The five highest paid executives
of PennCorp. Financial, PGA's
parent, in salaries, directors fees,
commissions and bonuses are:

Stanley Beyer $423,638
Burton Borman $291,667
Harry H. Sterling $195,000
Alfred B. Schaeffer $195,000
Daniel J. DiSiplo $165,833

The 21 officers and directors as a
group received $2.5 million.

1 - E.H. Crump Cos. Inc.,
5330 Poplar Ave.,
Memphis, Tenn. 38117;
901-761-1550

Premium vol

Gross rev.

Employes ...
Rev./employe
Offices .

-Restated

1979 1978

$182,300,000 $160,000,000
$23,784,000 $19,586,000*

607 550

$39,813 $35,611*
34 28

E.H. Crump Cos. Inc., the 12th

ght idea to sell
ng"CAP

Your clients will think CAP is a
biight idea, too, because it can be
very competitively priced.

Plus-Premium Savings
A special premium adjustment
plan prices each coverage to re-
fleet the individual characteristics
of your client's business rather
than the broad characteristics of
agroup ofsimilar businesses. For

s the well-managed business with
» successful loss control efforts,

the premium adjustment
, plan can save dollars.

For more bright ideas
about CAE call your CU

.... office today.

t

.

(...1/:%:1 Commercial Union Assurance Companies, One Beacon Street, Boston, Massachusetts 02108

largest brokerage in the U.S.,
boosted its 1979 premium volume
13.9% and its gross revenues 21.4%
over 1978, a pace ahead of most
large brokers.

"In the so ft market environment
that existed, we did almost exactly
as we projected," said Sidney A.
Stewart, president.

Crump continued to expand
throughout the country. It ac-
quired the Kingman Spencer
Agency in Titusville and Mel-
bourne, Fla., and purchased a con-
trolling interest in an excess/sur-
plus office in New York, Northeast
Risk Managers.

The Memphis-based broker also
opened new excess/surplus offices
in Denver and Houston, Crump-
Davis of Colorado Inc. and Crump-
Davis of Houston Inc., respec-
tively, and a retail agency in
Greenville, E.H. Crump of South
Carolina Inc.

Crump's expansion is part of its
long-term drive to operate in all
mAjor Southeastern cities.and es-
tablish a national excess/surplus
network. Currently, Crump has
agencies in 18 Southern cities and.
22 excess/surplus lines offices in
15 states.

During the year, Crump's spe-
cialty lines offices developed new
programs for such difficult-to-
place risks as taverns, liquid petro-
leum gas operations and coal mine
operators in a bid to snare new cus-
tomers.

In a major personnel change,
Crump hired Hal Carter,
Tennessee's f6rmer insurance
commissioner, to direct the
broker's employe benefits divi-
sion. "We feel employe benefits are
very imporant to corporate growth
and was an area where we needed
to boost our expertise," Mr. Stew-
art said.

Benefits account for 6% of
Crump revenues.

Crump intends to expand its ser-
vices to the growing number of
firms self-insuring their health
benefits and boost its strength in
pensions by offering administra-
tive services, Mr. Carter said.

Most of Crump's book of busi-
ness has been built on small and

'We feel

employe
benefits are very
important,' says
Sidney Stewart.

medium-sized accounts. But
Crump is building its expertise to
compete for jumbo-sized accounts
and service contracts.

For example, like the largest
brokers, Crump unbundles its ser-
vices on a fee basis. Captive feasi-
bility studies, captive manage-
ment and workers compensation
claims adjusting can be purchased
without insurance policies.

But big brokers are not the only
competition, Mr. Stewart said. "We
are seeing smaller brokers in the
soft market be able to do things
that they wouldn't have the so-
phistication and expertise to do in
a tight market."



Internationally, Crump uses J.H.
Minet & Co. to place risks at
Lloyd's of London and is expand-
ing facultative and treaty reinsur-
ance capabilities.

"This is a large and potentially
very profitable though not widely
understood area of the insurance

business," Mr. Stewart told the
company's stockholders at their
annual meeting.

Principal officers are E.H.
Crump Jr., chairman and chief ex-
ecutive officer; Sidney A. Stewart
Jr., president and chief operating
officer; James M. Power and
Frank C. Pidgeon Jr., executive
vps; and E.B. Morrow Jr. and
Donald A. Thomas, senior vps.

The five highest paid officers of
the company in salaries, commis-
sions and bonuses in 1979 were:

E.H. Crump, Jr. $112,000

Sidney A. Stewart, Jr. $110,625
David D. Henritze $100,200
David T. Johnson $70,959
James M. Power $83,225

The 23 officers and directors of

Crump were paid $1.2 million in
1979.

13
Emett &

Chandler Inc.

1800 Ave. of the Stars,
Los Angeles, Calif.
90067; 213-553-2711

Premium vol.
Gross rev.

Employes ...
Rev./employe
Offices ...

1979 1978
NA NA

$17,973,000 $15,572,000
489 451

$36,755 $34,528
16 14

A 15.6% increase in the compos-
ite gross revenues of Pinehurst
Corp.'s insurance services division
was almost entirely attributable to
the Emett & Chandler brokerage
operation, observed Richard A. Ar-
cher, former chairman and chief
executive officer of Frank B. Hall
who joined Pinehurst as assistant
vice chairman this year.

That performance offset a
troubled year for Pinehurst's
claims handling operation, R. L.
Kautz & Co. The insurance ser-
vices division overall, including
Emett & Chandler, R.L. Kautz,
Risk Management Inc. and PRI
Inc. registered $2.25 million in
operating profits last year, down
20% from 1978.

The 1979 figures reflect the drag
on profits caused by converting
the Kautz operation to an on-line
computer system, Mr. Archer ex-
plains.

"I don't know how much more
than a million dollars we have in

this system now, but it is an enor-
mous investment," Mr. Archer
noted. "Itt almost ran the company
up on the rocks, but we've gotten
through it. We're out on the other
side and the efficiencies we're go-
ing to see will be tremendous."

The system-a joint venture
project with a group of former
Lockheed Corp. computer
whizzes-speaks English and can
be used by anyone.

Pinehurst has also penned more
red ink strengthening its New
Y6rk brokerage operations, mak-
ing a substantial investment in se-
nior management and other per-
sonnel additions. Emett &
Chandler has moved to new, larger
office space in midtown Manhat-
tan.

Signaling its intention to com-
pete more aggressively in the
world's largest insurance market-
place, Emett & Chandler also ac-
quired Central Brokers in New
Y6rk to expand its base of busi-
ness there.

The parent Pinehurst's major
objective now is to achieve greater
synergism among its various in-
surance services operations.
Emett & Chandler clients that self-
insure should be R.L. Kautz cli-
ents, too Mr. Archer stresses.

Emett & Chandler's list of client

companies includes many domes-
tic oil drillers, long-line

railroads,mgjor airlines, manufac-
turers, aerospace manufacturers,
banking & financial institutions,
motor carriers and construction

companies.
R.L. Kautz business, on the

other hand, is concentrated in
companies with high claims fre-
quency including grocery co-ops,
drug chains, markets, restaurants,
retail department stores and gov-
ernment agencies. Trucking and
construction industries have the

greatest overlap in accounts with
Emett & Chandler.

New business and further pene-
tration of existing accounts at
Emett & Chandler and Risk Man-

agement Inc. constituted nearly
20% of total volume for the insur-
ance services division, notes
Leonard P. Lawrence, E&C presi-
dent. "Since we closed the year
without losing much old business,
nearly all o f the new business had
its full impact on volume."

During the past 18 months, Mr.
Continued on page 44
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One Call
Gets Results!

For all your Excess &
Surplus needs, call the

"can do" people from DVUA

Philadelphia
Pittsburgh
New Jersey
Ohio

New York

West Virginia

(215) 572-3800
(412) 281-3920
(201) 731-3033
(216) 449-0351
{212) 227-8606
(800) 245-4744

.......

DELAWARE VALLEY UNDERWRITING AGENCY. INC.

Philadelphia {Wyncotel: Corp. Hdqtrs.
125 Greenwood Ave. Wyncote. Pa. 19095

Know Us by the
Companies We Keep

T R E' 55( M Mi
ITT Continental

Baking Company Inc.

EGBOWMAN CO
- Insurance Brokers

JEL &ZE,J.]SK1 r. If ·I " ·

//

ty.j--

0
pER==30
tz=Zzmzzr_----\·ZrIntl/C,//

Companies whose names you know-governmental agencies-
firms from every walk of corporate life-including forty-five of the Fortune "500"

-have discovered the practical advantages of using the E. G. Bowman Co.
to handle insurance coverages and loss prevention problems.

Working on a national level, this most unusual group of qualified,
skilled professionals bring a unique dedication-a special quality of service

-a hard-nosed, down-to-earth approach to your insurance problems.
Find out about the E. G. Bowman Company.

A special kind of full service insurance broker.
Ask for the brochure which describes our services.

a

i--1 -

@21 BOWMAN CO., NC
97 WALL STREET NEW YORK, N.Y 10005 · (212) 425-8150
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See the light.
Yes, please send me your information kit.
I want to see the light.

Name

Company

Address

Telephone

f

City State Zip

Zelda Lipton
Director of Group Life and Medical Products
Unionmutuat Stock Li·e Insurance Co. of America
2211 Congress Street, Portland, Waine 04122
Or call: (207) 780-2363 81 7/8OH
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Photo Rhondd Rundle
= $500 million range

Agent/Broker Chandler lS looking to establish
f 11 Z "We tend to u se C E Heath, I H new o ffices in several other grow-

=
= Minet and Hogg Robinson, among ing populatien centers throughout7E

r
E EE.2 Profiles others, 10 place Irisks m Lloyd's," the country

he added= "Florida lS key in our plans,
4 =

=
tt = During 1979, Err_ett & Chandler said Mr Archer, pointing out that

, I - ContiLLed from page 41
5_

!
establlsned new offices in Phoenix within five years 30% of the U S

UE / : Lawrerce says he has detected a and Orange Coint/, Callf, as well population will live in California,
-

=

dynan c ne\L bisiness attitude as expanding rs New York and Texas and Florida E&C is also in-2.

among the a_phabet broxers in San Franciscc offices
=

= terested In developing business in
1 -- Southern California This drive Existing cffices are in Los Seattle, Boston and the Midwest

1 brings the-n directly into competi- AngeleE, San Francisco, Orange "The best way to establish your-
7-

1 tion voth Emett&Chandler and lS County, San Diego and Irwin, self in a new area is to acquire a
EA.

4 gearec to large accounts compa- Calif, Rnches-er, Schenectady Al- strong, locally oriented, well-= I

1-1 nies with sales inthe $10 million to bany, New York Ciry,NY, Parsip- managed business," observed Mr
7 pany, NJ, Milwaukee, Hous-on, Archer, hinting E&C has its eyes

r Phoeni>, St Lcuis Chicago, and open for good opportunities in the
=

tr "Florida is key to our plans," Hamilton, Bermuda areas where it wants to expand
says qictard Archer, lelt, with3

L,
In an Effort to developa morena- Principal officers of the broker-*ab[ :1* Leonad P. Lawrence. tional bock of tusiness, Emett & age company include Oren E

Lane, chairman, Leonard P Law-
renee, president of Emett &
Chandler of Los Angeles, Tom
Cannon, president of Emett &
Chandler of New York, Thomas B
Arney, president, Pinehurst East,
and Jim Bussio, executive vp

. Total salaries, fees, bonuses and..

commissions of the five highest
...

-L paid executives of Pinehurst Corp
--

. - in 1979 were

.
R L Emett $170,000
C F Smith $170.000

0 . E V Schmidt $100,0(JO

..
0 E Lane

..
$81),()00

L S Miller $77,000

. .. . :
The 15 directors and officers as a

. ..
group were paid $1 02 million in

.. ..
. 0 1979 in salaries, fees, bonuses and

commissions
.

..

.. ..

, .. .. 14
Financial Guardian

Group Inc
.. .. 3100 Broadway,

. 0 .. . Kansas City, Mo
64111, 816-561-8630. 0.

1979 1978
0 .

.
Premium vol $175,000,000 $15(3,000 000
Gross rev $17,785,990 613 842,191
Employes 376 343

Rev /employe >47,303 $40 336
Offices 26 25

Ten years ago, Lee Beets started
with a $200,000 investment and a
master plan to build an aggressive
Midwest brokerage capable of
competing with large and small
brokers

"We weren't trying to copy or be
bigger than anyone else," said
Financial Guardian chairman Mr

Beets, who moved from the insur-
ance company to broker business

1 "We wanted to be ourselves "

,
Hokey as that may seem, Finan-11 Ji, .

. cial Guardian seems to have
carved a niche in the marketplace

7

In 1979, the company again tal-
lied an impressive growth rate

11 1 111

f
29%, with gross revenues of nearly

I 11 $17 8 million from a premium vol-
11 1 1 14 1 ty' , , ume of $175 million Despite

4 +3. fiercely competitive markets, the
2, 9,@/1 LL L

 *R' 1 ,, firm improved ltS 1978 revenue in-4%14'j· ''ft, 41' VJ ,

''iii 15 1511*44 43* 4 4- V A ' A ft Hpi '11'Ij I 1141,41, . 1#

creases of 23 4% and moved up one
tj M

3-LI; C,Nlij*141 "
notch to 14 m the Business Insur-

ante ranking
+ p 4 %

*41'94'11'111,11'<1 X Ink'ift:' ' + 44, '1 ''
Property/casualty accounts rep-ti' ,

1 * ,1 1 Jijl · 1/ 1 1 44 11 ., resented 82 3% of the gross reve-
i , nues-clown slightly from 83% m

i r. 1978-while employe benefits/
1 :

;60. t-
1,

ik group insurance business showed11;141'11Allib f 419 -

a corresponding rise to 84%

*j ,/,/;M ,"f ,CI·.r, ii-.*it j=41.

•• "Id ' '

j 'fipl' Ni,i ; t.fil,
With its home office in Kansas

City, Financial Guardian has

1 : : 'l; i ELJ/,
4 .,1. .2,1. ...'111 P reached into national and interna-

4'' /471+ fl . d:/ tional markets and lS seeking ac-'if%%''.\41, qulsltions to improve manage-' 1,14} :111, , '.1 31 ment services International busi-

- .Flfj;,i i Y?th,
Il 4 4 ness is not a large part of overall

revenues but the plans call for m-
51 f f '41'' . il''

, 16'1'· iii i,/. r i l' i ' B 11 1§1 # creasing the ability to serve for-
eign needs of U S and foreign

I '1 4 companies, particularly in em-
1 'Jji

1

ful J f 7 11, P' 4 lic' , : 1,1 & " eli · + ploye benefits

4 1 1 ,, In 1979, the name Financial
Guardian Insurance Group Inc

11. '
:'le.71

GRAIn DEALERS mUTUAL was changed to Financial Guard-

vir *4r. il' '' i i  /'1 1 i ' ' ' ' + 11 1 813 lan Group Inc, with two majorrn insurance compong groups Financial Guardian Inc,
its retail and service operation, and' 11'6_:il ,'j ,y<, i," , f£. Worldsurance Inc, the wholesale

-, r brokerage Through the two

1 1.
'la. groups, 55,200 commercial clients

,1 4 are served
'I.

1 Its 1979 acquisitions include
Cont:nued on page 46



FIRST STATE

MEANS

6 0-10
0 -..f.,f001
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First State is the largest and oldest domestic company formed
to write surplus lines, special-purpose and reinsurance business.

FIRST STATE
INSURANCE COMPANY

A+: Class-XV. A.M. Best Co.

a CAMERON and COLBY activity

»»1

Cameron and Colby Co., Inc., 60 Batterymarch Street, BOSTON 0211 C - 617/357-8400 ... Hartford Plaza
Building, CHICAGO 60606 · 312'782-5921 ... 3340 Peachtree Road, N.E., ATLANTA 30326 - 404/266-1480
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CAPTIVE INSURANCE

The captive insurance company is a mysterious concept. Landmark is ac-
tively involved, through offices in Bermuda, the Bahamas and the Cayman
Islands, in the management of offshore insurance subsidiaries for major
corporation/association clients. Our onshore offices provide captive
feasibility analyses for you or your insured. May we tell you more?

MR. WILLIAM E. THOMPSON, PRESIDENT
THE LANDMARK INSURANCE GROUP, INC.

POST OFFICE BOX 676, OKLAHOMA CITY, OK. 73101 TELEPHONE 405/521-9911 TELEX 74-7191

C 2- IANDMARK GRouD
THE WORLD OF THE \5Ir!

r

Agent/Broker
Profiles

Ccntinued from page 44
Edwards & Longwello Inc. o f San
Jcse, Calif.; Pellerito Insurance
Agency of Troy, Mich, Neil Her-
bert Insurance Agency of Manhat-
tan, Kan.; Diebolt Insurance
Agency ofAtchison, Kan.; William
A Moore Insurance of Des

Moines; Edward R. Beil Associates
Inc. of New York, and Bevland
Ir.2. of St. Louis. The firm has of-

fices in 22 cities, including four in-
ternational locations, but closed
three small services offices.

The transportation industry is a
main target of FG's marketing
griwth strategy, focusing on spe-
cialty plans for both wholesale and
retail business. Through Worldsur-
ance, FG became a U.S. manager
for its own ocean marine facility
th s year. Trucking programs im-

WHEN YOUR GOODS
GOABROAD,19YEARS

OFCREDIT INSURANCE
EXPERTISE SHOULD

GO WITH THEM
When Foreign Credit Insurance Association opened been invaluable.'Ib us.'Ib you. Let us share our export

for business in 1962, our major aim was our major insurance expertise with your company. You'll send your
asset. And that was our strong,desire to help U.S. goods abroad more confidently.
exporters succeed.

19 years laten we still put all our efforts into assisting
the U.S. exporter. And now, with 19 years of experience
behind us, we've developed an expertise to add to our
efforts. We know the buyers. We know what U.S.
exporters need to succeed when selling on credit terms LUin the often volatile foreign markets.

FCIA insurance policies cover commercial and
political risks associated with exporting on credit.

And because we've been in the business this long, THE EXPORT
we're more aware of potential difficulties exporters
may face. We're ready to protect your foreign sales, INSURANCE EXPERTS
no matter what problems may arise abroad. Foreign Credit Insurance Assodition

The experience we've received in our 19 years has One World Trade Center N.Y., N.Y. 10048 212) 432-6311

proved, Mr. Beets says, and avia-
tion is a growth market.

The transportation specialties
will not exclude other interests,
however, Mr. Beets says, including
livestock, fur, jewelry and fast
foods.

FG also plans more acquisitions.
In its 10-year history, Financial
Guardian has completed 72 ac-
quistions. Mr. Beets predicts gross

Aviation is a

growth market,
says FG's
Lee Beets.

revenueso f $20 milion for 1980, not
including these acquisitions.

Principal officers, in addition to
Mr. Beets, are Donald A. Weber,
executive vp of the group and
president of Financial Guardian
Inc., and W.A. Schonacher Jr.,
group vp and president of World-
surance Inc.

The five highest paid officers in
1979 in salary and commissions
were:

Lee Beets

Doran R. Oneate

Raymond E. Crews Jr.
Donald R. Weber

Robert E. Edwards

$169,846
$194.433
$177,339
$112,031

$100,000

The 13 officers and directors of
the group were paid a total in sal-
ary and commissions of $1.2 mil-
lion in 1979.

Albert M. Bender

15 Co. Inc.

50 Francisco St., San
Francisco, Calif. 94113;
415-391-2600

1979• 1978*

Premium vol $120,000,000 $102,000.000
Gross rev. $17,652,000 $14,010,000
Employes . 336 300

Revfemploye $52,536 $46,700
Offices.......... 13 10

*Fiscal year Aug. 1 to July 31.

The owner of San Francisco
based Albert M. Bender Co. is
poised to bound into the ranks of
the top 10 national brokerage
firms-next year.

Bache Group Inc.'s acquisition
next month of Ter Bush & Powell

Inc. in Schenectady, N.Y., is ex-
pected to push Bache into at least
the No. 10 position on the BI top 20
list of U.S. commercial agents and
brokers.

With Ter Bush's 1979 revenues

of $9.9 million and Bender's 1979
revenues of $17.7 million, the
prominent investment firm will
control a heady amount of insur-
ance under its new holding com-
pany, Bache Insurance Services
Inc.

Bender officials say Bender and
Ter Bush offices will continue to

operate under their present names,
but that revenues and other finan-

cial data will most likely be re-
ported as a unit under the new
name.

For now, Bender is the primary
Bache reporting unit. But the West
Coast broker was bumped down
by Financial Guardian to No. 15

I
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"Our tongues may be hanging out, but we did as well as expected,"
says Bernard M. Mizel, Bender chairman and chief executive officer.

-rom No. 14 last year. Bender's
:ross revenues increased 26% in
fiscal 1980 tothe $17.7 million from
114 million in fiscal 1979.

The fiscal year at Bender and at
its parent company, Bache Group
'{nc., runs from Aug. 1 to July 31,
iut-of-step with other public bro-
cers that generally report on a cal-

endar year.

"Our tongues may be hanging
ut, but we did about as well as

Are'd expected," Bernard M Mizel,
3resi(dent and chiefexecutive offi-
:er of Bender, said of the year's re-
;ults.

"We did it by watching our ex-
ienses and introducing special
)ackages for industries such as
:onstruction, plastics, metal
:rades and garments," Mr. Mizel
;aid. "We developed our surety
)usiness, which has a higher mar-
lin of profit, and increased our in-
olvement in employe benefits"
which represents 10% of gross
·evenues).

"We learned to rifle shoot in our

prospecting for business," he said.
4 Given the extremely competi-

tive atmosphere of the insurance
market, Bender's growth rate was
"about the same as last year," the

. chief executive said.
Workers compensation and

)ackage plans remained the most
ctive lines for Bender during

1979-80, with life insurance lagging
behind most other lines.

Of Bender's 90% commercial
ousiness, casualty insurance busi-
less is about half and property in-
lurance is about 42%.

Bender, which catapulted onto
the national brokerage scene after
its acquisition by Bache Group
Inc. in 1978, continues a pattern of
rapid growth.

The Bache Group's widely
publicized involvement with the
silver speculating Hunt brothers
ireated an even greater impetus
or the stockbroker to continue its
liversification into the insurance
ndustry, Mr. Mizel said.

For a time industry observers
speculated the Hunt brothers
would not be able to pay a $100
nillion call for collateral and that
:he $10 million acquisition of Ter
3ush & Powell would be called
off.

But the wealthy Texans paid off
their debt and the planned acquisi-
tion was delayed.

In addition to the Ter Bush &
Powell acquisition, the firm has
expanded into the excess and sur-
plus lines market with the opening
f Bache Special Risks in New
iork earlier this year. California
branch in San Francisco is
ilanned to open in August.

By moving into the E/S market,
Bender plans to increase its activ-
ty with the London insurance
market and develop an interna-
tional presence, something it

Continued on next page
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KREIDLER-SHELL. INC.
309 Vine Street

Cincinnati. Ohio 45202
513-381-0500

INSURANCE MANAGEMENT
ASSOCIATES. INC.
714 Union Center

< Wichita. KA 67202316-267-9221

are two locations worldwide where
corporate risk managers can call out
the ARMI against spiraling insurance

costs. To enlist the ARMI . Assurex

Risk Management Institute . in your
business (and elsewhere in more than

40 states and 16 foreign countries) call
your Assurex International broker.

6
See our ad on page 6

WINNING
COMBINATION.

0

It takes more than a superstar batting cleanup to bring home a pen-
nant. It takes a combination of strengths and teamwork. And when
the game is property underwriting, you can'texpect one player
to deliver the best insurance package. That's why IRI fields an entire
team for every account.

We know that to achieve the right balance of cost and cover-
age, you need three heads, not one. An account executive for
direction, an engineer for loss prevention, and an underwriter for
coverage analysis and evaluation.

That's our winning combination. And yours.
IRI policies can be custom-tailored to the specific needs of the

insured. Backed by the resources of 45 leading insurance com-
panies. And underwritten by 90 years of solid experience.

Every IRI team is sensitive to rapidly changing property values.
Changes in manufacturing processes. And the need to work closely
with risk managers and producers. The result: comprehensive cover-
age at the most reasonable cost. You can't ask for anything more.

The winning combination. It's a formula for success when you
find the right one. IRI's formula is teamwork, superior service in
underwriting and engineering, and almost a century of experience
working closely through agents and brokers. That's why, in a high
stakes game like property underwriting, your best bet always is IRI.
Hartford, CT 06102.

-3 11dustrial

linsurers
BECAUSE

THESTAKES
ARE HIGH.
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branch system "We work with in- i
Agent/Broker surers who allow us to do our owr

Can you afford to lose rating, issue policies on our owr
Profiles and in general be more responsiv,

to our clients "

In addition to Mr Mizel, prine;

another account? Continued from previous page pal officers include Robert L,
hasn't had before Rossi, executive vp, Richard F

The aggressive San Francisco Metcalfe, executive vp, E Pad
broker added two new firms dur- Hansen, financial vp and tre*
ing the first six months of 1980 surer, Lewis B Levin, chairman,
Cohn, Dach & Howard Inc in Los Bruce A Ricci, senior vp, Robert
Angeles and Robert Riedy, in San A Clark, senior vp-Northern Cali- ,We can give you the competitive edge Francisco fornia region, Wray D Farmin Jr,

you need to provide a creative quote In the future, the Bender execu- senior vp-Pacific Northwest re- 
tive predicted further acquisitions gion, Edward Greenberg, seniofon 2111 facets of special risk A.&H. business. in the Southeast, Southwest and vp-Southern California region,1 Midwest John Kabaker, senior vp, and

Bender continues to emphasize Richard Van Cleave III, senior vp-
medium-sized commercial ac- Eastern regionj

counts with premiums ranging
JljkeoodD<Wle E reen from $50,000 to $100,000 among its

( NIle,pond, nt m I /09/\ 1 ondon more than 20,000 clients, Mr Mizel 16 Ryan Insurance K
estimates Agency Group 1()1<HA Iii Boston and London 131 ftweitreet

Bender can meet the big na- 222 N. Dearborn St.)
i Boston. Warsarhusets 02109

617-367-3234 tional firms head-on because lt Of- Chicago, Ill. 60601; j
/ r'la 92/712

fers specialty programs to be mer- 312-346-9300
chandised through the Bender i.

1979 1978 /
Premium vol NA N'

----- Gross rev $17,281,000 $13,473 Ot7
----I-

Employes 300 30tt
Rev /employe $57,603 $44,9141'
Offices 4

With 1979 revenues topping 1978
by 28%, the Ryan Insurance
Agency Group advanced twc
notches on the BI list of top 20 bro'
kers and exceeded its expectationi
for growth

An aggressive marketing effof
Y

begun over three years ago reape(

we 1 SHOULD De new property/casualty account>
for more than $3 8 million in gros,
revenues

We have a greater emphasis on'  '' new business," said agency grou·
chairman John C Brogan "Prior
we had been developmg busines,
within the existing accounts " i

The Ryan Insurance Agency
Group, in its second year as part of'

B--m-· P.
the Chicago-based Ryan Servicq·
Corp, consists of four agencieEMarksi-F Scarborough & Co, Youngberg
Carlson Co, American Benefil
Corp and A Yarchin & Co

Ryan's personal lines automcf
1

bile mechanical repair insurance
Kidnap, Ransom & Extortion Insurance is big ' '4. Our expbrience in the field also extends , division, Amra Services Inc, led'-
business Incidents are occurring all over the Into the very delicate area of claims han- the agency's areas of fastest

growth About $2 5 million ofworld and ransom demands are staggering dling and·negotiations-
Ryan's $3 8 million increase inAs a iesult, companies, financial institutions

5. This businessishighly competitive Soare gross revenues is brought in by«Cand individuals are increasing!y concerned we and our product reflects it ·. Amra Amra lS marketed exclm'
about their,vulnerabllitg sively for The Ryan subsidiary Vir4

'6. Quotes can be dolivered very quickly, in ginia Surety Co f44 , Which means thati more than ever, you need A most cases, within a few days
' ' Rarket th&t offers the best in K&R protection Youngberg-Carlson is research7. High limits are Ao problem We can enter-We feel that the following points should p.ut you ing the development of spet

tain even tne largest submissions .Also, f cialty marketing property/casualt#In the right direction
there is no aggregate limit underour form insurance for automobile dealers/

1. We represent the largdst writer of K&R In nor any,deductibles Mr Brogan hopes to begin market
ing the program in the Chicagothe world, with over 40 years experience 8..All business ts handled on an- extremely metropolitan area by Jan 1, 1981 'in this class .

' confidential baims Ryan has specialized in cred}f
2. Our worldwide covbrage is the broadest life insurance for auto dealers, bu'9. K&Risaspecialty ofours Ifflexibility ora ' has never marketed property/casiavailable It even extunds into areas such

as extortion property damage, transit new approach is required, we,have the ualty insurance, a specialty 01

loss, personal accident expense, reward , technical expertise to, develop it ', Youngberg-Carlson The new pro
gram should be the perfect mar

monies and interest on loans raised to 10. We offer strohg personal service through riage of the automobile specialtx
meet ransom demands owr netwcrk of brarich offices conve- Ryan executives say

niently located througlhout the country Ryan is also beefing up its eml3. Security is just as important as insurance ploye benefits area American
That's why we work with specialists ek- For more information,. please Ball your local Benefit Corp, the group's benefi
perienced in the development of preven- Wohlrelch & Anderson branch or fill in,the specialist, recently invested in d
tive systems new data processing system fron 'coupon below

Systems Development Corp ilf
: Availability subiect 'i Los Angeles to help capture 8

t 2 to state regulations larger share of the market
"We'll be better prepared te

serve large clients and wil begr lWohlmich & Anderson : marketing more aggressively,
noted Pat Ryan, president and
chairman of the board at Ryan We'retha market others have to beat.

American Benefit Corp under-'
went other changes thisyear Bumi
ness was split in half, with a nev

Bi

Chicago division handling benetName
Wohlretch & Anderson programs for nonunion clients a,
6 Commerce Drive Firm ofJan 1 The unions will continut

Cranford, N J 07016 Arlrl".4 to be serviced by the home offic,
in Huntington, W VaATT Mr Peter A Wilkens

Growth is expected on othelSr Vice President
Tel No t fronts

The agency just sealed a dealt
with Lloyd's broker R K Harrisonl
to establish a Ryan Group London i
office to place U S risks and rein- 1
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surance with London brokers.
Ryan will own 65% to 70% of the
,operation and retains an option to
purchase a portion of the Lloyd's
broking business.

While 85% to 90% of Ryan's
Lloyd's business will be chartered
to the new joint venture, effective
July 1, some of Ryan's business
will remain with Lloyd's broker
Harris & Dixson and others. Most

of the agency's business was
placed through Lloyd's broker
Stewart Wrightson in 1979.

"We plan on growing and adding
' quality people in the U.S.," chair-

man Mr- Brogan added. Eighteen
people were added to three Ryan
agencies this year and the new
computer system adopted by
American Benefit Corp. phased
out an equal number of clerical
staff, keeping Ryan's total number
of employes constant at 300.

With offices in Chicago, Boston
and Huntington, W. Va., the group
has expanded operations to Hous-
ton and is also considering open-
ing a new office in St. Louis.

"The next 12 months in the bro-

kerage business will probably be

1»

1
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'We plan on
growing,' says
John Brogan,
Ryan executive.

very tough," Mr. Ryan said. "Com-
panies will be earning less in terms
of investment income.

"It's hard to quantify what the
recession will mean," he added.
"We've budgeted to grow, but we
don't know what the next six to
seven months will bring."

The four agencies are $180,000
up over the amount budgeted for
growth in the first five-month pe-
riod, Mr. Ryan said. But while first-
quarter earnings show increases,
the growth is not significant, he
said.

Leading the four agencies in
gross revenues this year, Scarbo-
rough & Co., catering exclusively
to the banking industry, brought
in more than $6 million in profits.

Youngberg-Carlson, a general
commercialinsurance broker with
about 150 clients, also increased its
revenues to reach $4 million in
1979.

Revenues increased to more
than $3.5 million for American
Benefit Corp., with about 70 cli-
ents. But ABC did not reap as
much profit as the other agencies
because a hefty sum was plowed
into the development of its new
data processing system.

Revenues remained flat at $1
million for A. Yarchin & Co., a gen-
eral insurance broker in Boston
with about 300 clients.

"We're not doing as well as we
had hoped," Mr. Brogan said. Pro-
jections for growth are off by 10%,
but Mr. Brogan expects the firm to
be on the mark by the year's end.

"Our goalis to reach $5 million in

premiums in three years,"he ent Ryan Services Corp were: 1979 1978

noted. The agency group chairman Premium vol. NA NA

Gross rev. $15,750,000 $13,500,000
said it should take two to three Patrick G. Ryan $275,000 Employes 275 275

years to fully develop the program. Harvey N. Medvin $116,000 Rev./employe $57,273 $49,091
Joseph E. Wilson $116,000 Offices 9 9Principal officers of Ryan John C. Brogan $115,000

Agency Group are John C. Brogan, Thomas F. Sullivan $107,500

chairman ofthe agency group; J.J.
O'Brian, president of Youngberg- Schiff Terhune International

Carlson; E.N. Murray, president of

17
Schiff Terhune

grew in revenues through two ac-

A.Yarchin & Co.; and R. Hage, quisitions and new marine and
president of American Benefit

International Inc. aviation accounts.

Corp. 100 William St., New Future growth may hinge on
Salaries, fees, commissions and York, N.Y. 10038; California, where Schiff Terhune

bonuses for executives of the par- 212425-3010 acquired LFC Insurance.
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"We had a comparatively small
California office and we weren't

happy with the program," chair-
man Frank Schiff noted. "The ac-

quisition of LFC put us in a good
position."

"Our Los Angeles office was
started to service national ac-

counts, but as far as marketing and
knowing the buyers, our L.A. staff
didn't know what to do," added
president Hilliard Feldman. "The
best way to reform was to find a

Continued on page 52

A marine underwriter should
move fasterthan thecargo.
For shipments across the country, or around the world,
we work closely with your agent or broker to provide
prompt undeiwritins seivice.

Our marine specialists are located in 63 offices around
the world. They have the authority to handle most risks
on the spot. And they're backed by over 100 years of
marine experience.

But prompt underwriting is only the beginning of
MOAC service to risk managers. We assist in allareas:
From loss control to recovery From sound, irnagina-
tive answers to your tough insurance problems to fast,
fair claims handling.

MOAC has the depth

Ifyou're looking for responsive underwriting service on
anything from ocean cargo to inland marine, consider
MOAC.

For more information, contact your agent or broker. Or
use this coupon.

Mr. George S. Zacharkow
Chairman

Marine Office ofAmerica Corporation
a subsidiary ofThe Continental Corporation
80 Maiden Lane. New York, NY. 10038

I'd like to know more about MOAC.

Name

Company

Address

Position

B
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If you're not quite sure
your risks are covered overseas,

4 L /7*

fri 4&.*& , 14,9.

cheek with the leader.
Only by establishing an overall standard of insurance protection for

your operations around the world can you be sure that your company's risks
are covered to your satisfaction. To accomplish this, you need the services
of Marsh & MeLennan. As the leading international insurance broker, we
will work with you to establish consistent, optimum protection of your assets
and preservation of earnings.

Uniform risk-control standards

Marsh & McLennan will analyze your exposures throughout the
world and implement uniform standards of risk control and insurance pro-



tection. In reviewing these exposures, we will systematically examine your
entire risk management strategy with a view to recommending alternative
methods of protection and greater cost efficiencies. Our specialized client
services are available worldwide to provide risk analysis and loss-control
services to reduce the frequency and severity of loss.

Local knowledge, central control
Marsh & McLennan's commitment to serving the multinational eli-

ent is unmatched. Our subsidiary and equity-affiliated companies extend
our 'Gfamily" around the world, enabling us to offer you, locally, the services
of leading insurance brokers. Their efforts are managed by our staff of expe-
rienced international professionals, who are readily accessible to you and
who fully understand your problems, requirements and risk management
philosophy.

You don't have to be big

programs enables us to help companies of any size with multinational opera-
The experience we've gained in designing multinational insurance

tions. The corporation that is just beginning to develop internationally has
an even greater need for an insurance brokerage organization skilled in
planning, implementing and servicing an international risk management
program.

How to find out more

For more specific information about the many ways we can help
you protect multinational operations, write for a copy of our
44Multinational Insurance Fact Pack"to: Mr. Robert Clements, m
President, Marsh & MeLennan, Incorporated, Dept. 20 BI, Fact Pack

P.O. Box 839. Radio City Station, New York, NY 10019.

When it comes to insurance, come to the leader.

Mci ennan
- P.·.F·»./4,¢3'·% -

© 1980, Marsh & McLennan, incorporat,
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Short Term

Liability
Trade Shows Shows
Conventions Athletic Events
Concerts Liquidators
High Limits - Reasonable rates - Domestic Carriers

THE RICHARD - THOMAS AGENCY
1432 Old Northern Blvd.

Roslyn, New York 11576
516 621-0202

Mr. Richard Sklover

t
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"There's a need for expertise at firms where there is no ful14ime risk
manager," says Frank Schiff of Schiff Terhune.

,
.

With a self-funded medical program, employers are in control, yet far from the hassles. They don't pay the cost of
insurance company reserves. Claim costs may be reduced. Premium taxes may be e'iminated.

*,1 '-'4.8. (·87:,·,4%e"i

But watch your step! There's an obstacle to self-funding: the risk of having to pay some extraordinarily large claims.

'#/ ,. ·, v« ·, . · i -  &,4 439 '.1 br:r, f 'M..%''

Still, resourceful employers can overcome this obstacle, with excess risk coverage from IDS Life. It potects them against
catastrophes. And although IDS Lit is backed by over$1 billion in assets, we're flexible enough to tailor a program to your
specific needs. So don't take a tumble. Let IDS Life -lelp·you overcome the obstacles to self-funding.

S
1 1 Ill
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. . 11,

OVERCOMING Till OBSTACZES.

S IDEAS
& ./ TO HELP PEOPLE

- ® MANAGE MONEY

For full details on self-funding, ask your insurance representative, consultant, orbroker for our free brochure. Or call (612)
372-3799 IDS Life Insurance Company, Group Marketing Division, 3500 IDS Tower, Minneabolis, MN 55402

Agent/Broker
Profiles

Continued from page 49
good acquisition."

The Los Angeles office employs
32.

Although the firm shied away
from mergers in 1978 and pruned
staff last year, Schiff Terhune
stayed on the acquisition track.

The New York office of British

broker Wigham Poland was pur-
chased in April 1979, primarily to
gain new accounts, Mr. Feldman
says. "We had a community of in-
terest with some of their clients, so
it was natural for us to take over
their business."

Two mergers are in the works for
the current year and two more are
planned for 1981, Mr. Feldman
says.

The marine and aviation depart-
ments led internal growth, with
marine business growing by 56%
last year.

The department's success led to
a promotion for Joseph Lorenzo to
corporate vp of Schiff Terhune In-
ternational and executive vp of
SchiffTerhune Inc., the New York
office.

Marine accounts represent 12%
of the firm's revenues. In 1979, Mr.
Lorenzo added computer claims
handling and cargo tracing ser-
vices, Mr. Feldman says.

"Better recordkeeping on claims
help us do better loss prevention
analysis. We try to get insurers to
give us more sophisticated loss
analysis. We're getting loss runs to-
day we never dreamed on in 1975."

The aviation department also
took tremendous strides during
the past year, Mr. Feldman said.

Schiff Terhune, which won its
first mAjor aviation accounts seven
years ago-Piper's product liabil-
ity coverage-}las become a "cred-
itable aviation broker," he said.

Property/casualty risks repre-
sent 80% of the firm's revenues,
and employe benefit accounts con-
tribute 8% of revenues. Both met
production quotas last year, Mr.
Schiff said.

Reinsurance is the firm's newest

activity. As a partner with Wigham
Poland, Schiffshares ownership of
Eagle Intermediaries Inc. Eagle
operates independently of Schiff
Terhune and has beconne one of
the most active brokers at the New

York Insurance Exchange, Mr.
Schiff notes.

Schiffs relations with Societe
Intercontinentale d'Assurance
pour le Commerce et Industrie
(SIACI) continue to be fruitful. Mr.
Schiff expects foreign business to
expand as firms invest in the
United States and seek a U.S. bro-
ker to place North American insur-
ance programs.

Continued on page 61
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Serving our impressive roster of clients has earned us a name for
imaginative, flexible and cost-effective benefit programs and4 -4 J .. consulting services. Keeping that good name, however, means keeping

 *84 on the move to handle the growing complexity of corporate benefits.
We have consolidated over 400 of our most skilled and experienced--4 ,1,#i professionals into a separate and specialized company. The new Frank B.

. -I-:aff--'- Hall Consulting Company, through 36 domestic and 87 worldwide loca-
tions, operates in association with Godwins Ltd., our U.K. subsidiary. So
now all the experts, working closely together, can respond to your needs
most efficiently and effectively anywhere in the world.

We've earned this new name for ourselves. But whatever you call
us...whenever you call us, you'll find one of the most capable and
complete consulting services in the world.

177%49*rh b Erank B.Hall Consulting Co.
\'Yn.1 B

*1 27/3'.. Domestic Headquarters: 261 Madison Avenue, New York, N.Y. 10016.
Telephone (212) 682-7200. Or contact us through your nearest
Frank B. Hall insurance services office.



Curbing Legal

Some clients dissatisfied with their

lawyers' services are taking their com.
plaints to the courts - putting tremendous
strains on the defending attorneys' time
and financial resources.

A brief review by INA of an insurance
topic of interest to business executives.

Partially because few members
of the bar would participate in an
action against a fellow attorney,
lawyers were once considered al-
most immune to professional lia-
bility suits. But the tide of rising
public expectations, which drew
national attention with unprece-
dented numbers of suits against
doctors, is now making malprac-
tice a growing hazard of the legal
profession.

Compared with a decade ago,
aggrieved clients are suing two and
a half times more frequently and
are demanding much higher sums
as compensation. Although the av-
erage loss actually incurred by de-

fending lawyers is not known, the
upper limits are clearly rising. Re-
cently an Ohio jury awarded $2.35
million in a legal malpractice case,
which is believed to be the nation's

largest such verdict to date.
Broadly speaking, legal mal-

practice encompasses negligent
acts and omissions on rhe part of
the attorney, including breaches of
fiduciary obligations and con-
tracts, as well as intentional

wrongs committed as a profes-
sional. But beneath this formal

definition lie some simple human
failings.

The most frequently cited sin-
gle cause of legal malpractice is the

failure to meet statutory or court

procedural deadlines. Half of all

malpractice clainns arise either

from missing these deadlines or
from other administrative errors

and omissions.

Big claims from little
oversights

For example, a suit for dam-
ages is barred by a court because
the attorney failed to note that the
applicable statute of limitations
expired two weeks previously. The
client sues the attorney for the full

amount of the damages alleged.
Or two partners in a law firm,

defending a product liability case,
misplace and inadvertently fail to
offer into evidence a report, one of
dozens ofdocuments involved. The

defendant loses the case. Learning

of the oversight and believing that
the misplaced report was crucial,
the defendant sues both the law-

yers and their firm for malpractice.
In these two cases, as in mal-

practice actions generally, more

than monetary losses are at stake.
The defending lawyers are also sub-
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jected to great stress and worry, the
loss of valuable time, and damage
to their professional reputations.
Yet both cases were clearly avoid-
able through loss control - which,
with insurance, is one oftwo essen-

tials for protection against mal-
practice today.

At the hbart of any malpractice
prevention system is a simple rule:
make a record and make it accessi-

ble. The aim is to eliminate a po-
tentially crippling dependency on
the memories ofattorneys and staff
members who might leave the
firm, become ill, or simply forget
dates or misplace crucial infor-
mation.

@6

Beyond loss control

Even effective loss-control,

however, cannot prevent those
malpractice suits alleging faulty
legal counsel or errors of fact or
judgment, which, in actions in-
volving securities issues for in-
stance, can result in multimillion-
dollar claims. For this kind of suit

- indeed, for protection against all
suits, including those that surface
despite every precaution - legal

malpractice insurance has become
a necessity.

Professional liability policies
for lawyers can vary considerably in
coverage, so that careful selection
is advisable. Some features in par-
ticular are worth examination.

Coverage of defense costs

Perhaps most important is a
prcvi sion detailing the extent of
legal defense. If an insured lawyer
or firm is faced with a lawsuit in-

volving a covered claim, legal de-
fense costs in excess of the deducti-

ble should be paid in addition to
the liability limits of the policy -
proportionately, where the claim
payment exceeds the limit. In
other words, defense costs should

not be "charged" against the
pcticy's liability coverage, which
wculd have the effect of reducing
overailliability protection.

Other worthwhile policy pro-
visions include coverage of prior
acts and omissions for which

claims are made during the current
policy period, provided the in-
sured had no knowledge of those
acrs at the time the policy was is-

Newest weapon against malpractice
As a law-office monitor of mal-

practice pitfalls - particularly for
larger firms - a mini-computer can be
hard to beat.

In addition to providing updated
information and warnings on dead-
lines, court dockets and attorneys'
calendars, a computer can be pro-
grammed to recognize and signal con-
flicts of interest and other potential
trouble breeders.

Such computerized information
can be made available swiftly at a ter-
minal to any staff member authorized
to receive it.
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sued; and a reasonable interpreta-
tion of the word "claim" to include

a report to the insurer of a matter
likely to result in a future claim.

A legal liability policy of the
kind described here is offered by
INAX, an INA company. In addi-
tion, INA can provide specialized
loss control services to attorneys
and their firms.

Comprehensive services

Recognizing and meeting
complex needs, such aS those of
professionals for liability protec-
tion, typifies INA's comprehensive
approach to increasingly sophisti-
cated insurance and risk manage-
ment problems.

The Insurance Company of
North America was founded in

1792 in Independence Hall, Phila-
delphia. Today it iS the largest
component of INA Corporation's
international network of insur-

ance, financial, and health care in-

terests. In property and casualty
insurance and risk management
services, life and group insurance,
health care management and finan-
cial services, INA and its affiliated

companies offer a unique combina-
tion of products and services to
business and industry worldwide.

For an informative booklet on

professional liability protection for
lawyers, write INA, Dept. R,
1600 Arch Street, Philadelphia,
PA 19101.

INA
The Professionals



LOSS PREVENTION,
ITALIAN STYLE.

riat, like Allendale, has been a pioneer in
loss prevention. It's built into all of their
products. And Allendale has been helping
companies engineer loss prevention into
their facilities for almost 150 years. So when
Fiat decided they needed more and better
preventive measures in their own plants,
they simply put us in the driver's seat.

Even though Allendale helps many of
the world's largest companies conserve their
property, Fiat was a special challenge. Turn-
ing billions of dollars of industrial facilities
into protected risks takes more than install-
ing the latest hardware. Or translating our
state-of-the-art loss prevention techniques
into Italian. It takes a strategy A systems
approach that integrates the entire risk man-
agement process.

The first thing that Fiat needed was a
complete orientation 1 FS iT..:9

to the Allendale A Wl e.11-1
approach to modern
fire protection.

In developing this program, we utilized all the
professional and technical resources available
at Allendate and the Factory Mutual System.
Including the new Training Resources Center,
which customized the program to fit Fiat's
needs. Even fine points such as cultural dif-
ferences and attitudes were addressed.

When the program was ready, nine
of our people presented it to Fiat people in
their Training Center, located in the old
Martini and Rossi Villa near Turin. When
the program was finished, Mr. Salaroli, Fiat's
Director of Corporate Risk Management,
said, "You did the impossible."

We wouldn't say that *hat we are doing
for Fiat is routine, but we don't think it was
extraordinary, either. After all, when you've
been working on loss prevention for as long
as we have, you learn to speak a lot of
different languages.

Allendale Mutual Insurance Company,
Allendate Park,
Johnston, R. I. 02919.

Allendale Insurance
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Breach of duty
Agent/broker's dual role
creates fiduciary woes

By Frederick J. Fisher

TODAY'S COMPETITIVE insur-ance markets are creating potential
malpractice problems for the modern
insurance broker. Whether or not these

potential malpractice problems will
ever be adjudicated is unknown. How-
ever, it is important for the modern in-
surance broker to understand the po-
tential problems that the soft market
has created so that he or she will be

more keenly aware o f his or her duties
and obligations to clients. It's impor-
tant buyers know what to expect and
when to sue.

As most professionals already know,
there is a legal distinction between an
insurance agent, who represents the in-
surer but not the policyholder, and an
insurance broker, who represents the
policyholder and not the insurer. But
there are two potential problems that
have never been adjudicated but could
give rise to suits against brokers,
whether they are operating as agents or
pure brokers.

Most major brokerage firms-al-
though licensed as brokers-also do
business as insurance agents writing
insurance for companies they are ap-
pointed to represent. In California,
there has already been case law that in-
dicates that when a broker acts as an

agent, he represents both parties and
has fiduciary obligations to both. He
may be acting as an agent for the in-

Frederick J. Fisher is manager and up
of Milter & Gilbert of Southern Catifor-
nia, an excess/suplus lines claims ad-
justing facilitv providing risk man-
agement services, adjusting services
and claims training services.

surer in the production of insurarice,
but because he is a licensed broker,
too, he has duties and obligations to
the policyholder.

The competitive market environ-
ment has turned this difficult dual role

into a major problem.
Consider one example: Suppose a

corporation has traditionally paid
$100,000 a year for a primary liability
policy. In view of the increased com-
petition in the marketplace, it has not
been uncommon to see premium rates
cut by 50% or more. Brokers are now
finding that their commission income
has been drastically cut, too. They have
to sell at far less than they used to.

ome insurance brokers, in order toattempt to cut their commission
losses, are tempted to not reveal to
their policyholders all of the quotes
they receive from insurers. We know of
one case in which a broker was

tempted not to quote a $40,000 pre-
mium from a class A insurer but

quoted the second lowest premium to
his client at $54,000. The broker
thought he could not afford to sell the
$40,000 policy, as the commission in-
come would not cover his expenses.

Is this malpractice and a breach o f fi-
duciary duty? There have been similar
instances. An insurance broker who

operates as a broker whether or not he
is an appointed agent o f the insurer he
was representing has a fiduciary obli-
gation to his client, and under no un-
certain terms is representing the client
and not necessarily the insurer. If this
is true legally, the broker could be sued
for concealment or fraud.

There is another problem. Although

r
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the marketplace has become ex-
tremely competitive regarding price, it
has also become extremely competi-
tive regarding the types of coverages
being offered. Some insurers are offer-
ing more coverages than others on a
particular line.

Consider condominium plans. Very
few insurers are offering condomin-
ium policies that include coverage for
condominium assessments as a result

of the need for substantial repairs. These
assessments can be several thousand

dollars. We know very few homeowner

insurers that provide condominium as-
sessment coverage in addition to the
standard fire and liability cov,erages.

Does a broker have an obligation to

disclose that the markets he represents
are not necessarily as competitive in
price, or do not have coverage that can

be procured through another insur-
ance broker? Does a broker have an ob-

ligation to point out that he cannot pro-
vide condominium coverage with as-

sessment coverage, but that the ABC
Brokerage down the street can?

The answer could have a substantial

impact on the liability of today's bro-

business insurance, July 28,1980 / 57
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ker. There are two possible areas in
which a policyholder might be able to
take action against a broker under any
of the above examples.

One is professional negligence in
failure to disclose. In addition, insur-
ance brokers are acting in a fiduciary
capacity to their clients and it is possi-
ble a cause of action for breach of this

fiduciary duty could also be made.

 alifornia, for instance, defines civilfraud in seven ways. There is negli-
gent fraud, defined as making state-
ments without having sufficient infor-
mation upon which to make them.
Constructive fraud is a kind of catch-

all, defined as being "any breach of
duty which, without actual fraudulent
intent, gains an advantage to the per-
son at fault to the prejudice of an-
other." Constructive fraud has also

been defined as being "any such act or
omission as the law declares to be

fraudulent, without respect to actual
fraud." It is not necessary to show an
alleged defrauding party was acting in
a fiduciary relationship. All that is re-
quired is a confidential relationship. •

Broker, buyer share common ground
By Elliot Cohen

AMER A CAREER in insurance brokerage for more than 35 years, Iembarked on a second career in risk management on Jan. 1, 1978.
The clientele I served was the small to medium-size privately owned busi-

ness. My idea of a risk manager then was a bookie's assistant in charge of
laying off bets. It was not until later that I became aware o f RIMS and risk
management.

It has been a revelation to hear the comments and opinions of risk man-
agers regarding brokers. In most instances brokers are excluded from
RIMS sessions at the request ofthe participants. There is a widely held view
that the broker's earnings are excessive in relation to services rendered.

Almost all risk managers agree the broker's principal strength lies in his
ability to market the risk. Many, however, insist on negotiating with the un-
derwriter directly. There is also a prevailing opinion that the broker acts
first in his own interest, with that of the client running a poor second.

To put the relationship of risk manager and broker in perspective, I offer
the following:

What the risk manager should expect from the broker:
• Timely and relevant information on available coverage. What's new?

Eaiot Cohen is risk manager of Fisher Brothers in New York City.

• Thorough and effective marketing. Not the cheapest but the best.
• Careful checking of policies. Enough said.
• Suggestions to improve coverage before the risk manager asks ques-

tions. Those nasty exclusions!
• Assistance in claims adjusting, loss control, safety programs, gathering

and analyzing loss data.

• Integrity. Disclosure of all pertinent information.
What the broker should expect from the risk manager:
• Full cooperation.
. Fair dealing-no favoritism or backbiting.
• Complete information required to market the risk. Don't hold back bad

news.

. Disclosure of material information concerning the business and opera-
tions. Tell about the frame, unsprinklered building five miles from the
nearest hydrant.

Can the adversary positions be modified or eliminated? Can the risk man-
ager and broker become allies? Yes, once both understand it is in their com-
mon interest to protect the account in the best way possible. By working to-
gether, the risk manager and broker can see to it that coverage is adequate,
the price fair, clerical errors minimized and services performed when re-
quired. This is what the risk manager strives for. This is what the broker
should deliver.
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Employing an agent ...
jBy Sam B. Huston compensated for what they do fied in the job description Often mini- quest granting cost savings

I believe risk managers should se- mum and maximum fees are agreed The following Job description is for

SOME OF MY clients are not satis- riously consider selecting one agent of upon, with set hourly rates for the ser- an agent servicing a city risk manage-
fled with the service they receive record to handle all transactions and vices of various agency personnel ment program where excess insurance

from their insurance agent or broker compensate that agent on a fee basis, This approach has been well re- was purchased over a high retention
Some agents and brokers I talk with rather than by commission ceived by buyers, agents and under. for liability and workers compensa-
are frustrated by the yo-yo effect of Commission compensation is incon- writers alike The buyer knows he or tion
their commissions because of the need gruous with risk management The ob- she nas access to all insurance markets It should be pointed out that this ar-
to meet cutthroat competition Jective ofrisk management is to reduce to ootain competitive quotes rangement gives the buyer the option

Some company o fficials are com- the cost of risk while the agent's obJec- ofemploymg an insurance agency that
plaining about pressure to be competi- tive is to make a profit Both objectives I.Je or she also has a clear under- doesn't offer all of the needed services,
tive on quotes without being assured are as they should be but obviously at 1 istanding of what services the such as claims administration, ap-
they get all the information they need odds The agent's income comes from agent is to deliver The agent knows he praisals or loss prevention These ser-
about the risk or the opportunity to of- doing a good Job in helping the risk or she iS being well compensated for vices may be contracted separately
fer alternatives. (How can you negoti- manager achieve his or her goal marketing efforts, as well as for other from other specialty firms
ate with six different agents all submit- First write a Job description to clarify duties Such a Job description is helpful to
ting the same risk?) Just what you want the agent to do Af- The underwriter's task iS made the risk manager in evaluating perfor-

I think we'll all agree there are prob- ter you select your agent or broker, I easier, as he or she and the agent of re- mance
lems in our insurance marketing sys- recommend you enter into a personal cord are the only ones involved in ne- Insurance agents and brokers have
tem In my opinion, much of the trou- services contract to clarify that the gotiating the coverage and price Com- been moving steadily toward higher
ble lies with the way agents and bro- agent isn't your employe The contract munications are streamlined, produc- professional standards in their work
kets are em ployed and how they are would provide for a fee for services as ing the full information needed to give The method of employment and com-
Sam B Hzaton is a risk management compensation The fee is negotiated the best quote This might include ac- pensation I am suggesting is in keep-

with the agent, based on services speci- ceptable alternatives to the original re- ing with that trendconsultant in Eugene, Ore

.. . and engraving nis duties in stone
f

General statement of duties • Determining proper limits and coverages for estimated risk frequency
and severity

Responsible for the purchase and service of city insurance policies, and to • Assessing insurers as to their fiscal stability and service records
aid the city risk manager in carrying out his or her duties • Obtaining best premium for coverage desired, including submission of

risk to companies known to be competitive in the class of covetage Confer
Supervision received with city risk manager, presenting the three most competitive quotes with

' Under supervision of the city risk manager, who will.approve all malor copies of coverage forms Present available options on the coverage, indica-
transactions relating to insurance ting potential premium differential Recommend the best quote.

• Supervising accuracy of premium payment to companies
• Reviewing policies for accuracy

Authority exercised • Accurately amending policies as ndeded
To communicate and negotiate with insurers and insurance-related service ,• Advising risk manager on price and capacity trends in insurance mar-

ketorganizations on behalf of the city, including divulging city information
pertinent to underwriting and procurement of data held by such company • Periodically making an objective review of insurance program in view
or organization on the city's behalf. of market changes

• Assisting risk manager in processing insurance claims, including the

Examples of duties'»rformed filing of proof of loss, maintaining control records on claims submitted, ex- $

pediting payment of claims by companies, providing status reports on any
(The examples do not includeall duties that may be performed ) subrogated claim, and acting as liaison with insurer claims department or
1 Assist the risk manager in identifying city risks, including: valuation of claims servicing f.rm,
real and personal property and loss of use thereof; identifying risks in- • Assist risk manager in controlling risk management process by provid:
volved in city operations and identifying risks from insurer claims records ing insurance claims information and estimates of future premiums for
2 Assist the risk manager in risk evaluation by supplying insurance corn- budgeting
pany claims data showing claims frequency and severity as needed. 6. Provide a backup service person who continually receives updates on the
3 Assist the risk manager in risk reduction efforts by coordinating loss-pre-  status of city's insurance program
vention services

7 Develop and maintain a detailed specifications manual for insurance
4. Assist the risk manager in insurance purchase and service by: marketing purposes.

-
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Player scores work comp pay off the field
APROFE SSIONAL baseball members were told to participate in a benefits Miles us Montreal Baseball incapable of wage earning or proved

player, although excluded from party for the media, at which the ath- Club, Florida district court of appeals, dependence on his wife's earnings A
coverage under Florida's workers com- lete was injured m a diving accident, Feb 18,1980 (BI/05/Au -$4) widow qualified for death benefits
pensation law, was found to be entitled State law excluded professional ath- without havmg to prove actual depen-
to benefits after suffering inluries at a letes from workers compensation cov-

Sex discrimination dence on her husband's earnings
club press party erage The athlete applied for compen- Mr Wengler was neither incapaci-

The athlete was assigned to the Mon- sation but was denied The U S Supreme Court ruled that tated nor dependent on his wife's earn-
treal Expos' farm club m Florida His However, the court said, the party he the Missouri workers compensation ings However, he argued that the law
standard contract required him to co- was required to attend was not "the law discriminated on the basis of sex violated the equal protection clause of
operate with and participate in the kind ofwork or labor particularly asso- and struck down as unconstitutional a the U S Constitution because of its dis-
club's promotional activities Team clated with"playing professional base- provisionrequiring a widowerto prove parate treatment

ball His attendance was an additional dependence on his wife to qualify for The sex discrimination, JusticeThese abstracts were prepared bv
activity imposed upon him by the em- death benefits while not requiring a Byron White wrote for the mA]ority ofCases Unlimited Inc Copies of the en-

tere decision may be obtained by send- ployer and to the employer's substan- widow to prove dependence Supreme Court Justices, failed to serve
ing a check for $4 made out to Cases tial benefit Paul Wengler filed for death benefits an important government objective

Thus, the court concluded the ath- after his wife died in a work-related ac- Wengler us Drugglsts Mutual Insur-Unlimited to Business Insurance, 740
N Rush St , Chicago, Ill 60611 Please lete was exempt from the conjpensa- cident Under Missouri law, a widower ance Co,US Supreme Court, April 22,
list the number for each opinion. tion exclusion and was entitled to qualified only if mentally or physically 1980 (BI/01/Jy -$4)



What J&H doesnt know about London,
Willis Faber does.

J&H serves more leading multinationals than any
other insurance broker. One of the key reasons is our
unparalleled record of international cooperation with
Willis Faber & Dumas.

While other American brokers still seek a stable
relationship in the vital London market, we are entering
our 88th year of exclusive association with this esteemed
British broker.

The strength of Willis Faber is just one example
of the resources J&H can call upon to uncomplicate the

most complex international risk management problems.
In addition to having more of our own people

overseas than any other broker, J&H can add the global
strength of our 71-office network of exclusive broker
correspondents.

Now you know why 30 of the top 100 companies
have J&H as their principal international broker. And
another 15 have us on the team. And why J&H serves
nearly 30 percent of the rest of the Fortune 500.

The way J&H works makes a world of difference.

Johnson*Higgins
The private insurance broker. VW answer only to you.

RISK AND INSURANCE MANAGEMENT SERVICES, EMPLOYEE BENEFIT AND ACTUARIAL CONSULTING THROUGHOUT THE WORLD
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Liability price tag
Premium costs increase Table I

along with deductibles
By Bernard M. Brown

7/rosT OF us agree we live in an in-
1Vicreasingly litigious society. The
real question is: How much longer can
liability risk costs increase at a rate fas-
ter than inflation? Probably no one
knows the answer, but it's worth pon-
dering as we review the escalating cost
of financing liability and workers com-
pensation exposures.

Table I to the right, drawn from data
gathered in the Cost of Risk survey,
shows total liability risk costs in-
creased 1 7.2% in 1978. Liability risk
costs include workers compensation
and liability premiums, unreimbursed
(self-insured or within deductible)
losses and claims adjustment and re-
lated expenses. Workers compensation
is considered a liability risk because it
is a legal obligation between the em-
Bernard M. Brown is head of the com-
mittee that conducted the Cost Of Risk
survey for the Risk & Insurance Man-
agement Societv.

Year

1978

1977

1978

1977

ployer and the injured worker under
state law.

Unlike property insurance costs,
which can be increased or kept static
by manipulating values, liability risk
cost represents static or increasing in-
surable values.

For example, few organizations
lower their limits, because the risk
manager perceives court awards can
only go up. For workers compensation,
insurable values are steadily increas-
ing. As payrolls and benefits to
workers rise, insurance premiums or
self-insured payments also must rise.

''able n shows liability, includingworkers compensation, premiums
increased 15.8% in 1978. Unreimbursed
liability losses and related expenses
rose 24.8% for the same period, as
shown in Table III. Because gross un-
reimbursed losses were much less than
gross premiums, the overall increase in
total liability risk costs was "only"
17.2% from 1977 to 1978.

Table 11

Liability Risk Costs: Total Liability Premiums

Gross

Premiums

$1,174,300,000
1.014,100,000

Gross

Prenniums

$1,173,632,770
1,013,493,190

Average
$2,284,630

1,972,870

% No. of
Increase Respondents

15.8 514

514

Gross % of
Revenues Revenues

$470,970,548,000 .249

415,559,808,000 .244

512

512

Year

1978

1977

1978

1977

Total Liability Risk Costs: Liability
Premiums, Unreimbursed Liability Losses
& Claims Adjustment & Related Expenses
Gross Liability % No. of

Risk Costs Average Increase Respondents
$1,533,600,000 $2,977,790 17.2 515

1,308,200,000 2,540,160 515

Gross Liability
Risk Costs

$1,532,877,730
1,307,601,940

Gross
Revenues

$471,034,089,000
415,619,952,000

The conclusions that can be drawn
from these statistics are:

• Premiums are increasing because
of demand for higher limits and in-
creasing workers compensation bene-
fits.

• Underwriters are forcing, and risk
managers are apparently accepting,
higher deductibles or self-insured re-
tentions. Perhaps risk managers are
more willing to give up low-level pro-
tection in order to obtain higher limits.

The only category of liability risk
cost that does not seem to be increas-

Year

1978

1977

1978

1977

% of

Revenues

.325

.315

ing rapidly as a percent of revenues is
claims adjusting.

In 1978, this cost increased by 9.1%,
well less than the general 13.3% in-
crease in the respondents' revenues
and significantly less than the increase
in unreimbursed costs. Lower claims
adjustment costs are the result of com-
petition among claim services.

While these figures are encouraging,
the risk manager can find little solace
because adjustment costs make up
only an estimated 2% o foverailliability
costs.

Table 111

Liability Risk Costs: Total Unreimbursed
Liability Losses Plus Claims

Adjustment Fees & Other Expenses
Gross
Losses

$359,265,000
294,129,000

Gross
Losses

$359,244,968
294,108,748

Average
$1,098,670

880,625

Gross
Revenues

$309,078,918,000
275,911,710,000

% No. of

Increase Respondents
24.8 327

334

% of

Revenues

.116

.107

326

333

speaking out

Truth lies in the eyes of the risk satirist
By Peter Downes

HEN THE EDITOR of this col-umn first started using a footnote
suggesting that I was a satirist, I was
not sure I was pleased about it. It
seemed to me at the time that serious
people do not think satirists are serious
enough to be taken seriously.

Needless to say, this view is not held
universally. A colleague, for instance,
denies that I am a satirist at all and in-
sists I merely have an enormous pen-
chant for sarcasm. I will own to being
mildly ironic now and again, but never
sarcastic. Sarcasm is crude; irony is
subtle.

For that matter, I had to be taught
myself back in my school days. At that
Peter Downes'ssatire and humor on in-
surance issues regularly appears in the
Perspective section. He is manager of
insurance at American Trading & Pro-
duction Corp. in Baltimore.

time I was studying literature and one
of the texts was the Book ofJob. I com-
plained about this; o f all the dreary lit-
erature, that surely was the worst.

You are looking at it all wrong, said
my teacher; Job is a comedy. And of
course he was right, it is a brilliant sat-
ire on customs and beliefs of the day.

It did not take me long to discover
that I need look no further than the

daily newspaper for suitable material.
To prove the point to myself, I

picked up an issue of Business Insur-
ance. I spotted a report on a retrospec-
tively rated product liability insurance
policy in New Yrrk. In the report, an
insurance indust. y representative said
one regulation 'by its very nature
contradicts itself." An insurance de-

partment bureaucrat scoffed at this.
Clearly, these remarks in themselves

contain some humorous aspects. To
begin with, one of the two parties is
wrong. If it were left to me to suggest

which one is right, I would put my
money on the insurance industry. In-
surers are capable of performing some
stupid acts, but they know on which
side their bread is buttered.

Thus is is hard to credit the
bureaucrat's innuendo that the insur-
ers do not know their own business.
In fact, it is much easier to believe that
the bureaucrat was busy being a bu-
reaucrat, and that he did not wish to be
confused with facts since he had al-
ready made up his mind.

Looking through some news clip-
pings I have saved, I read that an in-
surer in Delaware had applied for an
automobile insurance rate increase for
the second time. The first application
had been denied because the insurance
commissioner believed insufficient
data had been supplied.

The second time an even bigger rate
increase was demanded and was again
denied. One of the reasons mentioned

was that insufficient time had been al-
lowed to examine the data. Another re-
mark was that the increase demanded
was too big.

Obviously, this is a prime piece o f id-
iocy. If there were insufficient time to
examine the facts, how could anybody
even guess what size a rate increase
should be?

One thing was quite clear, based on
the news report. By his own admission,
the insurance commissioner's decision

was not based on the data supplied.
Nevertheless, all this still does not

define what a satirist does. There is one
such definition, however, that I must
have read somewhere because it is far
too good for me to have invented:

"A writer who portrays things as be-
ing greater than they are is a romanti-
cist; one who portrays them as being
less than they are is a cynicist; but the
one who describes them exactly as
they are is a satirist."

513

513



Continued from page 52
But the firm's use of Lloyd's of

London has fallen because of price
competition from U.S. insurers. At
Lloyd's, Schiff Terhune taps bro-
kers Sedgwick Forbes Bland
Payne, Hogg Robinson and How-
den Group. Schiff does not use its
U.S. partner, Wigham Poland, al-
though Wigham Poland has bid for
some of Schiffs London business,
Mr. Feldman says.

Although the firm has never
used C.T. Bowring, Mr. Feldman
says he would have "second
thoughts" about using the Lloyd's
broker after its takeover by Marsh
& MeLennan.

During the past year, Schiff
Terhune gained Grand Union/Co-
lonial Stores as a major account. It
did not lose any sizable accounts.
It added no new services and
eliminated its actuarial depart-
ment, farming these needs out to
an independent actuarial consul-
tant.

"A number of clients we com-
pete for were appalled, at first, that
we used independent actuaries,
but they gave us the business any-
how," Mr. Schiff noted. "It has
turned into a real asset for us."

Schiff Terhune is known for
jumbo accounts such as CBS,
Piper and Grand Union/Colonial
Stores. However, the firm's princi-
pal growth targets are medium-
size risks, and its advertising
makes a direct pitch to firms with
sales of $75 million or less.

"There's a need for expertise at
firms where there's no full-time
risk manager," Mr. Schiffsaid. "In
soft markets, it's essential that
these people have someone who
can exploit the advantages of a
competitive market."

Although Schiff Terhune com-
petes against both large and small
brokers in the race for new busi-
ness, it always finds itself up
against one or more of the 20
largest brokers in the country, Mr.
Schiff says. "Below the top 20, you
don't see much solicitation or
knocking on doors."

"Most small brokers have to pro-
tect what they've got and they
want to keep all the money," Mr.
Feldman added. "They don't want
to give up some of it and pay some-
one to get new business.

"The majority of our efforts are
aimed at keeping what we've got,
but we have enough spirit, fore-
sight and leadership to look for
new business."

Principal officers of the firm, in
addition to Mr. Schiff and Mr.
Feldman, are Bert Linder, execu-
tive vp, and vps Andrew Marks
and Joseph Lorenzo.

18
James S.

Kemp6r & Co.
20 N. Wacker Drive,
Chicago, Ill. 60606;
312-558-3500

1919 1978

Premium vol. $121,000,000 $116,000,000
Gross rev. $13,164,000 $13,670,000

Employes 355 375

Rev./employe. $42,715 $36,453

Offices. 27 31

Despite an 11% increase in reve-
nues in 1979, Kemper Agencies
dropped two notches in BI's top 20
list of brokers.

"Our results were good, but not
satisfactory," said Kemper's presi-
dent and chief executive officer
Bernard J. Sullivan.

After careful review of opera-
tions, Mr. Sullivan and his new
principal officers attempted to
trim off the deadwood from the

agency and promote growth from
within.

The agency closed offices in
Kansas City; San Mateo, Calif.;
Davenport, and Santa Barbara.

"We can't concentrate on all the

areas, but mus= zero in on some,"
the president said.

The firm is trying to grow in Illi-
nois, Indiana, Michigan, Wiscc n-
sin, Nebraska, Missouri, New Jer-
sen Maryland, Massachusetts and
Pennsylvania.

"We want to grow from within,
but if we can make an acquisition
that can bring in E ood personnel
and a good book o f business, that's
fine," Mr. Sullivan said.

The agency recently acquired
Ringe & Ringelne.. a Philadelphia
agency, and is now considering
three other acquisftions, Mr. Sub
livan said.

Other changes this year include
new managers at division offices

in Milburne, N.J., and LosAngeles
and at Kemper s exces s/surplus
lines house, Excess Underwriters,

Mr. Sullivan hopes these
changes will spur a turnaround in
profits The Milburne office had a
14% drop in gross revenues to $1.5
million this year, while the Los
Angeles office's revenues slid 3%

To better focus on c 1_er-ts' ser-
vice needs and what the mariets
are doing, Kemper also created the
positicn of vp-national accounts
and market services and ap-
pointed Ray Hayes, formerly
agency vp.

Mr. Sullivan is optimistic about
the agency's future afte= all the
changes. " We expect an inc-ease in

Continued on next page
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"Video is going to te a big factor of growth for us," says Kemper's
Bernard J. Sullivan, eft, with Peter van Cleave.

Rlo matter .i your oNeration is large, small or

W£lcome call to IWest ]rsurance Managers.

iLV any size .n between, you can add 72 peoEle -0
your marketing depart ment by making one phone

When you submit a risk to IWest, we be:ome c n

toyour resenting over 40 admlted and non-admi.ted car-
extension of your own marketing capabilities. Rep-

riers throughout the U. S and abroad. IWest is able -0
put our extensive markei access and buying power w

Markting service you need tc get the job done rfght.

work for you. And the '2 people who work at IWest
offices in 11 western cities give you the fast, efficient

So before you spend clot of timeandefforttrying to

Department. IW'est Insurance Mcnagers: The Indeperdent

place a commercial risk, call your IWest regresenta-
tive for addit onal marketing ideas.

Wholesaler that's a valuable part of your business.

ZZUltend ... ': : 'gZS ZINUZ sdAgeles .-'-:' ZZl ZI:=S
Stockton ........... .. (209) 948*55 San Diego .............714)=97-7.70

San Francisco ...... .. (415) 421- B•74 Denver ................ 303)"SE-4;95

San lose ....... ..(408) 374-5641 Reno   .. ........... 702) J25-7:'97

Fresno .......... ..(209) 226-8042

Also N.C. Collacott & Associates. I·. c.. in Kansas City. Missouri.
an IWest subsidiary
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FORT WAYNE and SAVANNAH

INSURANCE & RISK MANAGEMENT

Eighth Floor

Indiana Bnk Building
915 South Clinton Street

Fort Wayne. Indiana 46802
219-743-4771

PALMER & CAY. INC.

622 Drayton Street
Savannah. Georgia 31401
912-234-6621

. . are two locations worldwide where

corporate risk managers can call out
the ARMI against spiraling insurance

costs. To enlist the ARMI .  Assurex

Risk Management Institute...in your
business (and elsewhere in more than

40 states and 16 foreign countries) call
your Assurex International broker.

*
See our ad on page 6

1*,1 INIM¥ Hae an Alkrnae ...

Asi makes

qualried

independent

claims adjusten

a sin2le*
comenient solie!

ASI-Adjusting Systems International
-now offers you custom designed
multi-line property/casualty adjusting
services. ASI has been specifically
created for those selective claims

executives, risk managers, brokers and
risk management consultants who
prefer the professional expertise of
the independent adjuster... but require
the use of a central facility.

Through a single toll-free number
(800/621-8130) you can be in touch
with over 300 ASI offices in the United

States, Canada, Mexico, Central and
South America... all of them staffed

with professionals of proven
experience and performance.

Let ASI, the new independent force
in adjusting put together a plan for
you. For a copy of the ASI Directory
and more details about our capabilities,

please call or write... John Cones,
Executive Vice President, Adjusting
Systems International, Suite 500,
625 North Michigan Avenue, Chicago,
Illinois 60611. 800/621-8130.

(In Illinois, 312/943-1511.)

The new international netwo,*

€!f independent adjusters

,„h

Adjusting Systems International.

Agent/Broker
Profiles

Continued from previous page
gross revenues ofno less than 11%
this year and 10% in 1981, despite
the tough economy," he said.

Kemper had a 15% increase in
new clients this year, said the
agency's chief officer.

"We attract clients because we

can almost always guarantee that
they can be paying less," Mr. Sul-
livan said.

"We have more effective place-
ment of property coverages and
are making different uses of de-
ductibles," he said.

Kemper is recommending larger
deductibles and is tying together
new coverages, such as ocean and
inland marine, he continues.

But Mr. Sullivan's eyes really
light up when discussing the
agency's new audiovisual pro-
gram.

"Video is going to be a big factor
of growth for us," he explains.
"There is a lot of emphasis on hav-
ing this so-called better mouse-
trap. It's one ofthe unique tools we
have to interest the public and as-
sist them in production."

Kemper's new audiovisual sys-
tem will allow risk managers to
tape their basic philosophies and
objectives and replay them to per-
sonnel at any location any time.

The unit will also be used to aid
risk managers in loss control.

"This is one way to personalize
something with the client," Mr.
Sullivan said. "We're looking at
something unique that can save
people time."

The bulk of Kemper's business
is from companies in the bottom
half of the Fortune 1,000, Mr. Sul-
livan said. "We're continuing to
zero in on the medium-sized ac-

count, but are not overlooking the
large-sized national accounts," he
added.

Property/casualty business ac-
counts for 85% of Kemper's busi-
ness, employe benefits for 10% and
miscellaneous business makes up
the rest.

The Lloyd's broker who receives
most of the broker's business is

J.H. Minet, but Kemper uses any-
where from 11 to 15 different bro-

kers. There are no plans to invest
in any Lloyd's brokers or to ex-
plore joint ventures as other large
brokers have.

"We feel we can better serve the

mid-sized client by servicing any
of a half-dozen brokers," Mr. Sul-
livan said. "There is no question
that by having your own house you
will want to favor that operation
and see it grow."

James S. Kemper & Co. has 27
U.S. offices and one in Toronto.
The agency's two subsidiaries are
James S. Kemper International
and Excess Underwriters.

In addition to president and
chief executive officer Bernard J.

Sullivan, other principal officers
are: Peter Van Cleave, vice chair-
man and secretary; Ray Hayes, vp-
national accounts and market ser-

vices, and M.R. Jacobs, financial
vp and chief financial officer.

1 9 -poe & AssociatesInc.

F.O. Box 1348, Tampa,
Fla. 33601; 102 W.
Whiting St., Suite 600,
Tampa, Fla. 33062;
813-228-7361

1979 1978
Premium vol. $88,000,000 $85,000,000
Gross rev. ... $12,800,000 $10,400,000
Employes . 325 300

Rev./employes. $39,385 $34,667

Offices. 10 10

Poe & Associates Inc. lowered
its expectations for 1979, fearing
intense competition, but grew fas-

ter than it expected and jumped
into theBI Top 20 forthe first time.

Last year's 23% revenue gain ex-
ceeded a 15% target for 1979, says
Billy Poe, who rejoined the firm as
chairman and chief executive offi-
cer last October following a five-
year stint as mayor of Tampa.

Poe had a handicap to overcome.
Last year premium volume took
an immediate plunge when the
Florida Bar Assn. switched its pro-
fessional liability program from
Poe to a company started by Jo-
seph Calloway, a former Poe ex-
ecutive.

Poe sued Mr. Calloway for
violating a no-compete clause in
his contract. The Calloway firm,
Lawyers Professional Liability In-
surance Co., countersued Poe on
antitrust charges. The cases are
pending.

The impressive growth rate
though, was buoyed by contin-
gency bonuses paid to the brokers
by insurers to reward profitable
accounts and income from tempo-
rary investment of premium, Mr.
Poe says. The firm's premium vol-
ume grew by only $3 million, or
3.5%.

The 1979 growth rate, however,
was considerably less than Poe's
five-year average of 30%.

Since Mr. Poe's return, the firm
has turned to acquisitions, buying
O'Connell & Salisbury of New
Brunswick, N.J., last October; As-
sociation Benefits & Services Inc.
and Insurance Benefits Inc. of Or-
lando in January; Hamrick Insur-
ance Agency of Tallahassee in
April, and James P. Poole & Co.
Inc. of Atlanta June 30.

About 95% of revenue is from

property/casualty insurance with

'We enjoy the
pain of market
cycles,' says
Billy Poe.

the balance from employe bene-
fits. The firm will shift more to em-

ploye benefit sales on the strength
ofthe acquisition ofPoole, a life in-
surance and benefits specialist.

Association and franchise busi-
ness accounts for 37% of Poe's
overall business.

Much of this consists of profes-
sional liability business. Whiting
National Insurance Co., which is a
Poe subsidiary, was established in
1978 to serve clients in the New
York area.

Mass-marketed business has

been the fastest growing area for
Poe while its general brokerage
business has remained relatively
flat, Mr. Poe says.



Medium-size risks predominate
in Poe's non-association business.
These accounts typically produce
$10,000 to $200,000 in annual pre-
mium. The firm handles some

larger risks, but their numbers are
small and make up a minor part of
the overall volume. International

accounts produce less than 1% of
revenues.

Poe is planning another 15 % rev-

enue growth in 1980, though Mr.
Poe says the firm should exceed
that target. Acquistions will play
an important role in that growth,
he says.

Mr. Poe also intends for his firm

to become more involved in mu-

nicipal insurance coverage-an
area the company had to abandon
as a result of his political career.

During the past year, the firm ex-
panded its activities in self-insur-
ance services, ventured into the
surplus lines field and became a
managing general agent for Penn-
sylvania Manufacturers Assn. In-
surance Co.

Low insurance rates have

created a tiercely competitive en-
vironment in the markets the Poe

firm services, Mr. Poe notes. "It is
 easy for existing brokers and

agents to cut each other up and
you spend a lot of time protecting
your own business."

He sees this situation changing
in the near future with a tightening
of the markets coming by the first
quarter of 1981. It is a period Mr.
Poe is probably looking forward
to: "We enjoy the pain of market
cycles because we have our big-
gest growth in tight markets."

Salaries, fees, commissions and
bonuses paid to the top officers of
the firm during 1979 were:

Joseph E. Brown, president
Earl S. Lipnick, vice president

$71,923

$113,345

20 Cook, Treadwell &
Harry Inc.
855 Ridge Lake Blvd.,
Memphis, Tenn. 38117;
901-766-1200

1979 1978

Premium vol.. , . NA NA

Gross rev . $12,557,000* $11,416,000*

Employes . 388 317

Rev./employe $32,363 $36,013
Offices.. .. NA NA

*Calendar year estimate

This Southeast-based brokerage
hiked 1979 gross revenues 10%
over 1978, based on calendar year
figures supplied by the firm.

With this growth, CT&H was
able to hold its No. 20 ranking in
the BI Top 20, but couldn't outrun
regional neighbor Poe & Associ-
ates for 19th place.

Calendar figures were supplied
because figures are not yet avail-
able for the fiscal year that ended
in May.

Cook Treadwell increased reve-

nues, according to chairman Tim-
mons L. Treadwell, by increasing
its balanced book of property/cas-
ualty accounts and depending less
on premiums paid by the firm's
parent company, Cook Industries.

Cook Treadwell has been hurt

severely in recent years by
changes at Cook Industries, Mr.
Treadwell says. Revenues in 1978
decreased nearly 4% from 1977, for
example, primarily because Cook
Industries divested agricultural
commodities merchandising busi-
ness.

"Of course, we handle the insur-
ance for Cook, and a lot of the busi-
ness that they got rid of showed
high premium totals for us," Mr.
Treadwell said. "The loss of that

business was large enough to
mask any increases in other areas
that we might have had in 1978."

In 1979, however, Cook
Treadwell sought out new prop-
erty/casualty clients, he says, and
Cook Industries is no longer the
firm's biggest account.

"We're really working on diver-
sifying our business into other
areas besides Cook Industries, and
we're looking at all premium sizes
to do it," Mr. Treadwell adds. "I

would-hope that we're not as sensi-
tive to any one account as we have
been in the past."

But 1979 was a mixed bag for

Cook Treadwell, he adds.

"It wasahard year for us,just as
it was for most of the other bro-

kers," Mr. Treadwell said. "It
w:sn': a good year for profits, be-
cause we were in the red for the

first three quarters. We've turned
that around now, but the soft mar-
kets that everyone has faced have
hurt us.

"We found that we had to watch

our ex penses and cut them where-
ever possible. We started to do that
last year and have been successful
so far."

Mr. Treadwell says 1980 will be a
year if stabilization for Cook

Treadwell, with the firm trying to
increase diversity of property/cas-
ualty risks.

One bright spot on the horizon,
however, is a growing coal insur-

Continued on next page
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There's always a risk that
the need for health care will be more

than expected. That's why
NWNL offers Excess Risk Insurance
for HMOs.

We know what kind of

problems you face day in and day
out. Because we understand the
HMO concept. We should. We co-
sponsored one of the first
(and most successful) HMO Plans
in America. And today we re-insure
over half-a-million HMO
members across the country.

Our experience and expertise
in the field have lead us to design
and develop coverage that meets
your very special needs. Our Excess
Risk Insurance for HMOs offers

protection on either an individual
or aggregate basis.

Naturally, Exss Risk Insurance
is not the only way NWNL can
serve your HMO. We have a sep-
arate staff of professionals in our
HMO Services Department who
stand ready to advise you on
designing your package and its
prices, to provide day-to-day
administrative services, even help
develop your marketing strategy.
To find out more, simply mail
this coupon.
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Excess Risk Insurance for HMOs.
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ance business centered in the

brokerage's West Virginia and
Knoxville, Tenn., offices.

"We consider the coal expertise
in those two offices to be one ofour

strongest factors," Mr. Treadwell
said. "It could be even better busi-
ness for us once the U.S. govern-
ment gets its coal program going."

Cook Treadwell maintains a

safety engineering program for
coal mines, of which Mr.
Treadwell is particularly proud.
The firm presents a full range of
services to the coal client, he adds.

"It's competitive business, but
there aren't that many markets
willing to go into it, which makes it
difficult to place," he said. "A lot of
coal organizations are also self-in-
sured, which we can handle as well
for the strong firms.

"In any case, if the country turns
to coal, we'll be ready for it," Mr.
Treadwell said. "We're staffed and

manned right now to do a large
amount of business in this area,
and our two offices are located on

each end of coal territory."
Cook Treadwell's business

comes primarily from property/
casualty coverage, with other lines
providing only about 10% of reve-
nues. Mr. Treadwell says his firm is
equipped to handle oil and avia-
tion risks as well as mainstream
property/casualty business. The
firm also lists expertise in the areas

' It was a hard

year for us,'
says Timmons
L. Treadwell.

of cotton, hat·dwood lumber and
marine risks.

"Each of our offices seems to

specialize in something a little bit
different, and among them we
have the knowledge to support our
other offices if something comes
up they can't handle," he said.

"In fact, we have fun helping one
another out," he added."We're not
so big that we lose track of our of-
fice managers' names."

Cook Treadwell handles a large
amount of insurance in South

America for its clients through a
service agreement, Mr. Treadwell
says. Insurance in many South
American countries must be writ-
ten through local companies, but
Cook Treadwell is able to locate
these firms and arrange insurance
comparable to what they would
offer in the U.S., Mr. Treadwell
says.

The broker also places business
with several Lloyd's of London
brokers, including a small amount
with C.T. Bowring. Mr. Treadwell
says he is satisfied with his Lon-
don brokerage arrangements at
present, although like other bro-

kers he is taking a wait-and-see at-
titude in his relationship w_th
Bowring.

"We don't know what will hap-
pen as a result of their arrange-
ment wish Marsh & McLennan.

We'11 just have to wait and see," he
said. "With all C. T. Bowring's
M&1\I business, we may begin to

fall to the bottomofthe heap there.
But whc knows?"

For now, he says, Cook
Treadwell is not interested in any
joint venture with a London bro-
kerage.

"Stabilizat_on is the name of the

game right now for us," he said.
"For example, it would have to be
a pretty good firm and deal for us
to make an acc uisition right ncw.
We want to eu: the fat out, make
more money and solidify our
present services. -'

Principal officers are: Timmons
L. Treadwell III, chairman; E. W.
Cook, president and chief execu-
tive officer; J W. McLeary and Wil-
liam C. Grapes, controller. •

Canadian brokers vie
for international risks
1

Reed Stenhouse
Cos. Ltd.

Box 250, Toronto
Dominion Centre

West, Tor©nto, Ont.
MSK 1JG; 416-868-5500

1979 197

Premium vol. $1,480,000,000 $1.28 3,00),000
Gross rev. . $191,700,000 $16.,90).000
Emp:oyes. 4,500 1.50]

Rev., employes $42,600 $33.978
Offices . 152 166

Reed Stenhouse Cos., tl.e largest
of the three mjor Canadian bro-
kers, did "as well as ould oe ex-
pected" last year in the face of a
sluggish economy in Canada and

fierce competiticn for business.
But then, commercial broker-

ages all over Canada haven't been
expecting that much. Reed
Stenhouse would rank No. 5

among the U.S. top 20 brokers.
The firm posted a 15% increase

in premium volume for 1979 over
the year before and an 18% jump in
gross revenue, but times have
been tough in the extremely soft
Canadian insurance market.

The profit picture is not as pretty
as the firm would like, says Eric
Bale, vp/treasurer.

Despite consissent increases in
premiums and revenues over the
last few years ati corporate

growth floating from 15% to 20%
for most of the past five years,
overall growth slowed signifi-
cantly last year because of the na-
tional economic doldrums.

"I think we'll be encouraged by '
what this year has shown," Mr.
Bale said. "It won't be 15% or 20% 1

but it may be as much as 9%, 10%
or 12%."

To avoid a nosedive, Reed
Stenhouse has decided to capital-
ize on its basic strengths of prop-
erty/casualty and aircraft insur-

ance instead of branching out into j
new lines of coverage or services. 1

"That, and knocking on doors
and shaking the bushes to get re-



newals and new accounts," he
said.

Fighting to secure renewals is
especially important, he explains.
In Canada, a single broker usually
handles a client's entire account so

that to lose a renewal usually
means losing the entire account, a
serious jolt for a broker.

Even a good rate of renewal,
however, just about enables Reed
Stenhouse to compensate for low
rates and an inflated economy, Mr.
Bale said.

The company was active again
last year on the acq lisition and ex-
pansion fronts, both nationally
and internationally, establishing
Reed Stenhouse Middle East by
merger with local brokerages in
the territory.

rhe firm also opened Continen-
tai Reed Stenhouse Management
Co. Ltd. in New York to provide
underwriting management ser-
vices to the New York Insurance

Exchange, and established a

branch reinsurance brokerage in
Atlanta as a "long-range invest-
ment," Mr. Bale noted.

In Canada, three new offices
were opened in Alberta, where
Reed Stenhouse handles exten-

sive oil drilling accounts. The pros-
perous oil business has provided
suk stantial revenues, Mr. Bale
says.

Reed Stenhouse also acquired
Jul.an Gibbs Holdings Ltd., a U.K.
firm specializing in life and insur-
ance bond sales, though Reed
Stenhouse employe benefits ac-
counts make up only about 3% to
4% of total business.

Among its 166 offices in 33 na-
tions are 20 in U.S. cities includ-

ing: Anchorage; Atlanta; Boston;
Chicago; Denver; Fort Lauderdale
and Boca Raton, Fla.; Honolulu;
Houston; Kansas City; New YOrk,
and Glendale, Palo Alto, Los
An zeles and San Francisco, Calif.
Others are in Pittsburgh, Portland,
St. Louis, Seattle and Washington,
D.C.

In the only major personnel
move of the year, Toronto manage-
ment decided to let Reed

Stenhouse Inc., the U.S. subsidi-
ary controlling all its U.S. inter-
ests, form its own board of direc-
tors.

For the international broker,

property coverages represent 44%
casualty makes up 28%, aircraft 8%
and others 20% of the total reve-

nues.

The brokerage specializes in the
midsized risk generating $50,000 to
$100,000 in premiums a year. Reed
Stenhouse also handles some large
aeccunts, but competiticn with
such large houses as Tomenson,
Saunders Whitehead Ltd. and Dale
& Co. Ltd. limits the horizon.

Major corporate o fficers include:
William M. Wilson, president and
chief executive officer cf Reed

Ster.house Cos. Ltd.; James W.
Whitall, its chairman of the execu-
tive committee; John B. Devine,
managing director of Reed

2

Stenhouse & Partners Ltd.; Cedric

G.E. Gyles, president and chief ex-
ecutive o fficer for Reed Stenhouse

Cos. Ltd., and Anthony F. Salva-
tore, president and chief executive
officer of Reed Stenhouse Inc.

Premium vol.

Gross rev.

Employes
Rev./employe
Offices

Tomenson,

Saunders,

Whitehead Ltd.

P.O. Box 439, Toronto
Dominion Centre

West, Toronto, Ont.
M5K 1M3; 416-361-6983

1979 1978

NA NA

$32,572,000 $30,162,000
820 850

539,722 $35,485
18 17

Tomenson, Saunders, White-
head Ltd. officials are pleased with
the firm's 1979 performance de-
spite a slim 8% increase in gross
revenues over 1978.

Though revenue gains may not

©1979

3
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show it, the firm managed to keep
a tight lid on expenses by keeping
staff at a minimum.

"As a result, we didn't have to
cut back or lay off personnel," ex-
ecutive vp Kenneth M. Elliot ex-
plained.

Although there were no layoffs,
the company did not fill all the
openings that occurred during
1979, reducing employe expense.

But TSW is planning expansion
the company hopes will place it
prominently in the U.S. and Ber-
muda, Mr. Elliot says.

In the U.S., the company is
targeting several American cities
as locations for branch offices, he
says. In 1979, TSW opened a
branch office in Denver staffed

with 31 employes. Another office
in New York City is slated to open
soon.

Within four years, TSW hopes to
have offices in Boston, Chicago,
Atlanta, Houston, Dallas, Los
Angeles, San Francisco and Seat-
tle. Acquistions are being nego-
tiated with five U.S. brokers, he
noted.

The firm also made two Cana-

dian acquistions in the last year,

Hudson Insurance Agency in Ot-
tawa in 1979 and Park Insurance

Agency in St. George, Ont., earlier
this year.

In Bermuda, the company is
considering adding retail broker-
age facilities to its captive manage-
ment company and its reinsurance
branch.

"Bermuda is emerging as a
worldwide market and we want to

make sure we have that market

tapped. We want to be there," he
said.

The firm handles international

accounts through its London out-
let, Tomenson, Saunders, White-

head U.K. Ltd., servicing Europe,
Australia and South Africa. Other

worldwide accounts are handled

through local agencies.

"We try to be good local citizens
and control that business through
local agents," he said. A force of 12
international account representa-
tives travels all over the world ser-

vicing the business for TSW. For
surplus lines, TSW uses six differ-
ent Lloyd's of London brokers,
with Houston-Devitt and Bain-

Dawes winning most of the ac-
counts.

Unlike its two native Canadian

competitors, TSW does extensive
employe benefit planning for 13%
to 15% of its revenues. The remain-

ing revenue is derived from prop-
erty/casualty policies.

TSW has 17 Canadian offices in

Charlottetown, Halifax, Montreal,
Ottawa, Toronto, Hamilton, St.
George, London, Sudbury, Winni-
peg, Saskatoon, C algary, Edmon-
ton, Vancouver, Prince George,
Kamloops and Williams Lake.

Besides Mr. Elliot, principal cor-
porate officers are: William E.
Toyne, president; Robert A. Mc-
Farlane, executive vp; Jay S. Ca-
meron, vp/finance, and James
Hillhouse, president of TA Associ-
ates.

Premium vol.

Gross rev.

Employes
Rev./employe.
Offices.

Dale & Co. Ltd.

P.O. Box 18, Toronto
Dominion Centre,
Toronto, Ont. M5K
182416-366-4645

1979 1978

$98,850,000 $89,600,000

$15,100,000 $13,7()0,000
455 467

$33,187 $33,6()0
14 14

Armed with new capital from
new owner Sodarcan Ltd. of Mon-
treal, Dale & Co. may soon breathe
down the neck of its major com-
petitor, Reed-Stenhouse Cos.

The Sodarcan merger should
make Dale one o f the largest Cana-
dian-owned insurance and rein-

surance operations, says John C.
Meen, Dale's chief executive offi-
cer.

Continued on next page
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and LANDRUM. INC.
29th Floor

First National Tower

Louisville. Kentucky 40202
502-561-1500

KENDALL INSURANCE, INC.
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Rochester. New Hampshire 03867
603-332-5800

are two locations worldwide where
corporate risk maragers can cal out
the ARMI against spiraling insurance

costs. To enlist the ARMI . Assirex

Risk Management Institute . . in '.our
business (and elsewiere in more -han

40 states and 16 foreign countries; rail
your Assurex International broker.

See our ac on page 6
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Continued from previous page
"All in all, it will open up a lot of

new avenues for us," says Mr.
Meen.

The combined operation will
generate about $50 million a year

in revenue income, he told Busi-
ness Insurance.

Sodarcan is a holding company
that controls several Canadian
agencies, National Reinsurance of
Canada and Canadian-based liabil-
ity insurers.

The deal will expand the opera-
tion's personnel rolls to 1,200 em-
ployes.

Dale & Co. Ltd. grew 10% in pre-
mium volume and gross revenues
in 1979, part of the firm's most sue-
cessful five-year period. But accor-
ding to president and chief execu
tive officerMr. Meen, "It's.ike run-

Youelected toselfinsureto control costs
Now youwantasystem tomanage escalating claims

The solution:HCMS
AnewHealthClaims Management S¥-stem fromISA

Specialists insolving insurance administration prob-
lems, ISKs software professionals have developed a solu-
tion to health claims processing, so now self insured com-
panies and third party administrators can manage claims
processing and stabilize spiraling administrative costs.

Simple, everyday language makes HCMS easy
to team, easy to implement. Lfngthy, complex insurance
paperwork is uncomplicated by HCMS. Just thme video
screens process most medical and dental claims.

No duplicate payments orother common errors
are another major advantage of HCMS. Automatically ad-
judicating claims, HCMS provides document tracking
from entry to automatic check and letter writing.

On.line claims data base lets you check immedi-
ately for eligibility, policy provisions, pending claims,
etc., and it permits immediate response to claim status
questions.

Staff ttnining
and service are the
foundation of ISAs
reputation and HCMS
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demonstrates why. PW regularly offer small, personalized
classes in the use and maintenance of the system for users
and data processir.g staff. ISA User Group Seminars dis-
cuss developmen-$ in healthcare and insurance claims and
determine the difection of future system enhancements.

A phone call answers questions, solving im.
mediate problems. Just ask one ofour data processing
anahsts or application professionals. On-site visits can be
arranged if desired.

Documentation, state of the art news keep
you informed. In addition to HCMS documentation, a
user news letter tells you about system enhancements and
trends in health claims processing.

Tested and proven by leaders in health insur-
ance, HCMS is more than a system. It is service - backed
by more technicians and professionals in education, sys-

tem design and support
1 than any in the indus-

try. When you buy
HCMS, you acquinzI

a team.
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ning on ice.

"While revenues are up, ex-
penses have gone up also," he said.
Income taxes jumped nearly 13%,
so net revenues dropped 9.5% from
$940,000 in 1978 to $850,000 in 1979.

The modest profit picture is the
same all around Canada: soft mar-
kets, low rates and intense com-
petition,

The competition has touched off
a war between major brokers as
fierce as anything seen in the U.S.,
Mr. Meen said. "In fact, we've been
in it for a longer time."

The battles will last at least until
the end o f this year when rates will
begin to inch upward again, he
says.

Dale & Co. is trying to hold onto
as many renewals as possible
while developing new accounts to
compensate forerosion from lower
premiums.

"The only way to sustain your-
self in a time like this is to re-
market all renewals and to make

sure that you're competitive in
form and rate and to try and gener-
ate as much new business as you
can," he remarked.

Property/casualty insurance ac-
counts for nearly 98% of its busi-
ness.

Contrary to plans announced
last year, Dale & Co. did not add
offices or acquire any firms. The
economy was to blame, Mr. Meen
notes. The brokerage shelved
plans to expand internationally
into the U.S. "Interest rates were
too high," he said.

"We did say in 1979 that we were
going to make some moves but we
were deterred by rising interest
rates. We thought it would be silly
when we're getting an average of
12%to 13%commission and the in-
terest rates are 16.5%."

Earlier this year the Canadian
Foreign Investment Review
Agency blocked Marsh & McLen-
nan Cos. Inc.'s plans to buy Dale &
Co., a move the Canadian broker
viewed as a gateway to worldwide
operations. The government
barred the sale because Candians
would not have been properly rep-
resented on the board ofdirectors.

"The proposed acquisition by
Marsh & MeLennan was meant to
be a long-term move for world-
wide markets. It would have been
an amalgamation that would have
allowed us to increase our facili-
ties," Mr. Meen noted.

Dale & Co. would have operated
as a division of Marsh & MeLen-
nan with a separate identity,
though M&M would own 100% of
Dale & Co. operations. The deal is
stalled indefinitely, Mr. Meen said.
Dale officials are still considering
expansion beyond Canadian bor-
ders but no plans are ready.

The firm has 14 branch offices in
Canada including facilities in Van-
couver, Calgary, Edmonton, Win-
nipeg, Windsor, London, Hamil-
ton, Toronto, Ottawa, Montreal
and Halifax. Other offices are in
Grand Falls, Corner Brook and St.
Johns.

It also has three subsidiaries:
Boyd, Phillips & Co. Ltd., average
adjusters and surveyors; Dale
Management Ltd., and Steers In-
surance Agencies Ltd.

Dale & Co. places a large cross-
section of commercial accounts in-

cluding aviation and marine busi-
ness. Petrochemical clients from
Ontario are also bolstering the
firm's portfolio. Last year, how-
ever, marine business grew only
slightly slower than other lines.

Lloyd's brokers C.T. Bowring
and The Sedgwick Group place
Dale & Co. surplus lines coverage
in London.

The brokerage is projecting a
growth rate of 10% to 12% this year
and will keep a tight watch on ex-
penses because net profits are
again expected to be modest.

Principal corporate officers, in
addition to Mr. Meen, are John
Lewis, vp/treasurer, and Fred
Flanagan, senior vp. .
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A glance at 285 agents/brokers

Jay Adams
& Associates Inc.

121 N. Ridgewood Ave., P.O.
Drawer 70, Daytona Beach, Fla.
32015; 904-252-3701

P-emium vol.

Gross rev.

Employes ......
C immercial bus.

1979

55,938,000
$865,000

22

70%

1978

$4,850,000
$745,000

19

70%

Principal officers: Jay Adams,
president; Charles Bultman, se-
nior vp; Jerry White, vp/treasurer;
Richard Fulton, vp; Lois Kimball,
corporate secretary.

Compensation: Commissions.
Acquisition in the past year:

E ud Davis Agency (June 1979).
Licensed excess/surplus broker

in: Florida.

Admiral Insurance

Agency Inc.

20 State St., Lynn, Mass. 01901;
6[7-599-2000

1979 1978

Premium vol. $2,598,966 $2,451,855

Gross rev. . . $404,431 $383,268

Employes . 10 9
Commercial . bus. 65% 85%

Principal officer: Samuel B.
Tassel, CLU, CIC, president.

Compensation: Commissions.
Branch office: Revere, Mass.

Licensed excess/surplus broker
in: Massachusetts.

Agins Agency Inc.
24361 Greenfield Itd. Southfield,
Mich. 48075; 313-557-8822

1979 1978

Fremium vol. $6,000,000 $5,600,000

Gross rev. $900.000 $880,000
Employes ...... 18 17
Commercial bus. 90% 90%

Principal officers: Eugene N.
Agins, president; Jack B. Sirotkin,
CLU, vp; Rose S. Agins, secretary/
treasurer.

Compensation: Commissions.
Subsidiary: Agins Estate & Cor-

porate Planners Inc.
Licensed excess/surplus broker

in: Michigan.

Akin-Akin Inc.

2418 E. Grand River, Howell,
Mich. 48843; 517-5464810

Premium vol.

Gross rev. ...

Employes .
Commercial bus.

1979

$2,800,000
$402,000

10

75%

Backgnound
on profiles

1978

$2,455,OOC

$344,00C
C

75%

The individual profiles

detail: premium volume, 1
gross revenues, number of
employes and how much
business is generated by
commercial accounts.

Also noted are principal
officers, method ofcompen-
sation, branch offices, sub-
sidiaries, parent company
and states in which the firm
is licensed as an excess/

surplus lines broker.
Information in this spe-

cial Agent/Broker Profiles
issue was compiled by the
editors of Business Insur-

ance based on information '

supplied by the agents and
brokers.

Agents and brokers listed
primarily serve commercial
clients, handle a premium
volume of at least $1 million
and have gross revenues ex-
ceeding $150,000.

Principal officers: Edward H.
Akin, CPCU, president; Robert C.
Peal, vp.

Compensation: Commissions
and fees.

Licensed exczss/surplus broker
in: Michigan.

All-Coverage Agency Inc.

108 S. Franklin Ave., Valley
Stream, N.Y. 11581; 516-561-1500,
212-525-9191

1979 1978

Premium vol. . . 8200.000 $1,000,000

Gross rev. $205,000 $185,000
5 6Employes ......

Commercial bus. 55% 50%

Principal officer: Edward
Levine, president.

Compensation: Commissions
and fees.

Seymour Alper & Co. Ltd.
5165 Queen Mary Road, third
floor, Montreal, Quebec, Canada
H)W 1XS; 514489-8601

19:9 1978

Premium vol. $62.2-,000 $7,001,12-

Gross rev. ...... $1,481,559 $1,444,84:,

Employes ...... 33 3.
Commercial bus. 85% 85%

Principal officers: Seymour Al-
per, president; Michel Labelle, vp.

Compensation: Commissions
and fees.

Alper Services Irc.
1 N. Wacker Drive, Chicago, Ill.

60606; 312-236-9600

1979 1978

Premium vol. $5300,000 $4,900,000
Gross rev. .. $860,000 $780,000

Employes ...... 21 20
Commercial lus. 95% 95%

Principal officers: Howard C.
Alper. CPCU, ARM, president;
Martin F. Blake III and Russell

Cortino, vps.
Compensation: Commissions

and fees.

Subsidiary: Audit Rate Inc.

Alpha l l,surance
Brokers Inc.

564 S. MLrphy Ave., Sunnyvale,
Calif. 94086; 408-7394011

Premium vol

Gross rev. .....

Em ployes . . . . . .
Comme.cial bus.

1979

$2,310,506

$281,003
12

70%

1978

$2,057,601
$201,437

11

74)%

Principal ifficers: W.J. Connor,
president; Mark Talsma, vp.

Compensation: Commissions.

Ameri-an Coverage Corp.

185 Gre at Neck Road, Great Neck,
N.Y. 11(:22; 516487-3800

1979 1978

Premium =01. $11,NO,000 $10,780,000

Gross rev. $1,598,000 $1,695,000

Employes ... 32 31
Commercial bus. 95% 95%

Principal officers: Robert L.
Dubofsky, president; Jesse Got-
tlieb, CLU, president-American
Coverage Life Planners Inc.; Wil-
liam B. Krug, executive vp; Frank
A. Marino, vp-claims; Herman
Rick, senior vp; Joseph Pollack,
CPA, comptroller.

Compensation: Commissions
Continued on next page
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Continued Bum previous page
and fees.

Subsidiaries: American Cov-
erage Life Planners Inc.; Nat Du-
bofsky Co. Inc.; J.M. Marshall Inc.;
Wolkenberg & Warshaw Inc.;
Building Owners Coverage Corp.

Parent company: American
Coverage Associates.

Licensed excess/surplus broker
in: New York.

America's Insurance Center

562 Boulevard, Kenilworth, N.J.
07033; 201-272-6300

1979 1978
Premium vol. $1,368,270 $4,939,308
Gross rev. $1,061,030 $1,156,577
Employes ..... 20 24
Commercial bus. 85% 87%

Principal officers: Raymond R.
Kravetz, president: Arthur F.
Kravetz, vp/secretary; Sylvia S.
Kravetz, treasurer.

Compensation: Commissions.
Branch office: Flushmg, N.Y.
Licensed excess/surplus broker

in: New Jersey and New Y6rk.
Correspondent agreements in all
other states.

Anderson & Anderson
Insurance Brokers

2495 Campus Drive, Newport
Beach, Calif. 92715; 714-752-2255

1979 1978
Premium vol. $19,100,000 $13,200,000
Gross rev. $3,000,000 $2,000,000
Employes ,., 73 70
Commercial bus. 97% 95%

Principal officers: Robert M.
Anderson, president, Donald D.
Anderson, chairman; Donald S.
Shaw, secretary; Daniel La
Flamme, vp-finance; Tom Zmak,
vp-marketing.

Compensation: Commissions
and fees.

Branch offices: San Jose, San
Marcos, Calif.

Anderson-Reeve &
Associates Inc.

7045 Third Ave., Scottsdale, Ariz.
85251; 602-994-1401

1979 1978
Premium vol. $2,300,000 $2,000,000
Gross rev. $407,000 $299,949
Employes ..,... 12 10
Commercial bus. 60% 50%

Principal officers: Douglas M.
Reeve, president; Dixie L. Ray,
VP.

Compensation: Commissions.
Licensed excess/surplus broker

in: Arizona.

The Associated

Agencies Inc.

223 W. Jackson Blvd., 10th floor,
Chicago, Ill. 60606; 312-3224800

1979 1978

Premium vol. $25,000,000 $21.429,000
Gross rev. $3,108,000 $2,500,000
Employes ...... 75 73
Commercial bus. 88% 87%

Principal officers: Robert L.
Adler, president/chief executive
officer; Max R. Schrayer, chair-
man; T.R. Loeb, A.A. Freeman, se-
nior vps; P.M. Wolff, senior vp/
secretary/treasurer.

Compensation: Commissions.
Licensed excess/surplus broker

in: Illinois.

Associated Insurance

Managers Inc.

P.O. Box 55570, Indianapolis, Ind.
46220; 317-842-1402

1979 1978
Pr@rnium vol. $7,500,0(HO $6,000.000
Gross rev. ...., $1,111,000 $1,049,000
Employes ...... 60 48
Commercial bus. 70% 70%

Principal officers: William J.
Garrity, president; John Romine,
treasurer; Milford N. Robinson,
Edward W. MeGuire and J.

Douglas Porter, senior vps.

Compensation: Commissions
and fees.

Acquisitions in the past year:
Lafayette Insurance Associates
(August 1979), Poter & 3oston
Agency (December 1979), Eis.hoff
Agency Inc. (April 1980), Lo-we's
(January 198)).

Branch offices: IndianaEolis,
Lafayette, Anderson, Munzie,
Richmond, Fortville, Dunkirk In-
diana.

Subsidiaries: Assn. Program
Managers Inc.; Agency Premium
Finance Inc.; Lifeway Inc.; Realty
Management Services Inc.

Parent company: Management
Advisors Inc.

Licensed excess/surplus :,roker
in: Indiana.

Associated Services Inc.

111 W. Main St., Waterbury. Conn.
06702; 203-5744325

Premium voL

Gross rev.

1979 1378
$1.300,000 51,10),000

$198,000 $167,000

At,ens Insurance Co.

Employes .5 6
Commercial bus. 60% 60%

Principal officers: George S.
Fontaine, president/treasurer;
Ncrmar Wagge, vp/secretary.

Compensation: Comm_ssions.

P.O. Box 809, Athens, Tenn. 37303;
6154454062

1979 1918
Prerni.lm 01. 56,457,504 $8,300,000
Goss rev. 51,127,034 $1,300.000
Emplcyes ...., 29 30
Commercial bus. 75% 75%

Principal officers: Sam L.
Feezell president; Robert E. Cook,
John R. O'Donnell, vps; Guy E.
Baker, assistant vp; Horace M. El-
lis, treas irer.

Comp3nsation: Commissions
anc fees

B ranch office: Etowah Insur-
at*e Agency, Etowah, Tenn.

Subsidiary: Feezell & Millsaps.
Ixicensed excess/surplus broker

in: Georgia, North Carolina, Mis-

0 8

sissippi, Oklahoma.

Atkins Insurance Corp.
1400 Worthen Bank Bldg., Little
Rock, Ark. 72201; 501-372-2222

1979 1978
Premium vol. $28,000,000 $23,000,000
Gross rev. $4,000,000 $3.200,000
Employes .92 68
Commercial bus. 85% 85%

Principal officers: James H.
Atkins, presidenuchief executive
officer; Richard P. Herget Jr., ex-
ecutive vp/secretary/treasurer;
Jerry M. Dollins, executive vp.

Compensation: Commissions
and fees.

Acquisition in the past year:
Williams & Rosen Insurance (Sep-
tember 19791

Branch offices: Hot Springs, Lit-
tle Rock.

Subsidiary: Arkansas All Risks
Inc.

Licensed excess/surplus broker
in: Arkansas, Texas, New Mexico,
Tennessee.

A.T.P. Insurance inc.

515 S. 700 East, #2A, Salt Lake
City, Utah, 84102; 801-532-6171.

1979 1978
Premium vol. $1,300,000 $1,100,000
Gross rev. $215,000 $175,000
Employes .9 7
Commercial bus. 55% 70%

Principal officers: Douglas D.
Brown, president; Duane E.
Brown, secretary/treasurer.

Compensation: Commissions.
Subsidiaries: Air Insurance of

Utah; Gundry-Brown Insurance.
Licensed excess/surplus broker

in: Utah, Idaho, California, Col-
orado, Wisconsin, Wyoming, Ne-
vada, Oregon.

Austin & Co. Inc.

307 Washington, Albany, N.Y.
12201; 518465-3591

1979

Premium vol. $3,750,000
Gross rev. $617,442
Employes ,... 18
Commercial bus. 80%

1978

$3,200,000
$569,428

17

80%

Gain control of risk and insurance costs
and make risk management the best managed
function in your company.

Att 90* 1*E©[k (C®©'
9®[MFOO [1®ms[ID 9®000

• Control risk and insurance budgets by setting real-
istic and achievable cost-control objectives
• Communicate cost of risk to financial management
• Allocate cost of risk where it occurs, at specific cost
centers within your organization
• Forecast cost of risk far enough in advance to include
it into operating budgets and build it into the cost of goods
and services

• Monitor, summarize, and communicate loss and
premium experience to operating managers
• Minimize peaks and valleys of cost from one year to
the next

• Maintain and administer loss files, as well as OSHA
records

• Provide performance incentives based upon expe-
rience rating plans
• Accelerate retrospective experience credits and debits
• Prepare sound risk management proposals for under-
writing review

Learn these and many other applications for risk information as you
discover how to create and implement your own risk and insurance
management system.

As a participant in Corporate Systems' Risk Cost-Control Seminar
you will find out how to use information to enhance your manage-
ment expertise in every important facet of risk cost control . from

risk determination and evaluation to premium allocation and loss pre-
vention. This coordinated and scientific management approach will
allow you to become a positive financial force in your company by
contributing to increased profits through reduced risk cost.

In recent years, corporate cost of risk has accelerated at an alarm-
ing rate. Yet, this ever-increasing drain on profits can be controlled

even reversed... through systematic utilization of information
tools. At the Corporate Systems seminar, you will learn to use these
industry-proven tools to set and achieve risk management objectives
for cost control.

An important feature of the seminar will be case studies of pro-
grams that work, including an example of how 6ne manager uses
information to experience-rate operating-unit budgets and to monitor
budget performance. Other portions explore data base control and
introduce new concepts in risk cost evaluation, trending and forecast-
ing.

Who should attend

Financial executives, risk and insurance managers, insurance
agents and brokers, claims administrators, loss prevention and safety
directors, and all persons interested in control of insurance costs. The
program is a must for anyone responsible for administering an insur-
ance or risk management program in a large organization.
Multiple results from team attendance

Send more than one person from your company, and the benefits
are multiplied. Combined attendance by buyer and his insurance
agent is recommended. Attendees are able to compare notes and
pool their thinking during and after the meetings, working together to
utilize their newly learned skills. The result? A wotk team with the abil-
ity and knowledge to maximize insurance coverage while minimizing
costs.



Principal officers: Charles M.
Liddle III, president; James P.
Faughan, executive vp; Herbert L.
Trance, CPCU, vp; George Weber,
CPCU, sales manager.

Compensation: Commissions
and fees.

Babb Inc.

8 -

850 Ridge Ave., Pittsburgh, Pa.
15212; 412-237-2115

1979 1978

Premium vol. NA NA

Gross rev. ... $4.500.000 $4,100,000

Employes 125 120

Commercial bus. 40% 40%

Principal officers: Ronald B.
Livingston, chairman/chief

operating officer; James F. White,
president, Babb/Philadelphia;
Dennis Warnoch, president, Babb/
Cleveland; Mervin Sneath, presi-
dent, Higham Whitridge Inc.

Compensation: Commissions
and fees.

Branch offices: Philadelphia,
Cleveland.

Subsidiary: Higham Whitridge
Inc.

Licensed excess/surplus broker
in: Pennsylvania, Ohio.

L.T. Barton Insurance

P.O. Box 9320, Fort Worth, Tex.
16107; 817-332-1313

1979 _978

Premium vol. ... $3,210,0[0 $3,305,OCO

Gross rev. $574,0(0 $488,5CO

Employes ...... 15 15
Commercial bus. 9030 70 30

Principal officers: Hayes
Tucker, CPCU, CLU, Troy Barton,
David Cooper, partners.

Compensation: Commissions.

Beal & Associates

Insurance Counselors Inc.

4350 E. Camelback Road, #205A,
Phoenix, Ariz. 85018; 602-957-1111

D®rmitfrIl S®nimarmmIT

Two full days of intensive learning
The workshop format will provide participants with ample time and

opportunity for the exploraton of solutions to their own specific insur-
ance problems.

Comprehensive workbook
As a registrant, you will receive a valuable seminar workbook con-

taining samples of all the information and facts that will be covered.
This book, combined with your notes, will provide a handy reference

, manual for long-lasting, practical benefits.

Certificate of participation
Corporate Systems will award an attractive certificate, suitable for

framing, to each of those who participate in the two-day program.

Limited attendance

Because the seminar will be limited to only 24 participants, there
will be numerous opportunities for discussion and interaction.

An outstanding group of experts will participate
Each seminar will feature its own distinguished expert in the field

of risk management who will translate management principles into
workable, effective tools for your use in developing and
implementing your own cost-control objectives.

Program presented bv Corporate S¥stems
Corporate Systems, headquartered in Amarillo,Texas, was one of

the first firms to recognize the importance of efficient risk and insur-
ance management systems. Now in its twelfth year, the company
serves over 1,100 clients, including large corporations, insurance
brokers and agents, insurance companies, service companies,
associations, and municipal, county and state governments.

Corporate Systems' four.der and president, Guyon Saunders,
will serve as program chairman. A recognized expert in the field
of risk management information systems, Mr. Saunders has
developed a number of widely used programs for risk cost
budgeting and budget control.

Registration and Fees c 4
Registration should be made in advance, as attendance

will be limited. Participants may register individually or
come as a team, at reduced rates.

individual Fee: Total program - $345
Special Team Fee: For a team of two or more

attending the same
meeting - $295 per person

The registration fee is payable in
advance and includes the cost of all

sessions, workbooks, lunches, and meeting»x
materials.

To register, contact Connie Oak at (806; 376-4223-
or write Corporate Systems

P.O. Box 31780

Amarillo, Texas 79120 «t

For more program information,
complete and return the attached coupon.

1919 197.8
Premium vol. $5,100,000 $3,90{,000
Gross rev. . . $1,(,00,000 $73(,000

Employes ..... 26 24
Commercial bus. 90% 9(%

Principal officer: William A.
Beal, president.

Compensation: Commissions
and fees.

Branch office: Albuquerilu.,
N.M.

Subsidiary: Dea-er Services.
Licensed excess/surplus broker

in: Arizona.

Beardsley, Brown &
Bassett Inc.

558 Clinton Ave., Bridgeport,
Conn. 03605; 203-366-1815

19;9 1978
Premium vol ..$8,000.000 57 010,0)0

Gross rev. ... $1,4.00,000 Sl,230,00

Employes ...... 29 27
Commercial bus. 65% 6. %

Principal officers: J.P. Bassett,
president; A.F. Tibbitts, J.R.
O'Connor, A.N. Chernak, CPCU,
vps.

t

C.mpmni

Pot i*in.,

Adrire..

Phone (area rn,10)

Compensation: Commissions.

Bennett Wallace Welch &

Green Insurance Inc.

2200 16th St. N., P.O. Box 3842, St.
Petersburg, Fla. 33731; 813-822-
4616

1979 1978
Premium vol. $4.735,000 $4,500,000

Gross rev. $892,275 $782,656

Employes ..... NA 28

Commercial bus. 60% 60%

Principal officers: William P.
Wallace, president; John I. Welch
and Stanley C. Shaver Jr., senior

vps; J. Hayden Knowlton, vp.
Compensation: Commissions.
Acquisition in the past year:

Henry T. Van Dyke Agency.
Branch offices: Seminole and

Clearwater, Fla.
Licensed excess/surplus broker

in: Florida.

Samuel P. Black &

Associates Inc.

P.O. Box 1216, Erie, Pa. 16512;

Please
send

me more

information

regarding the
Risk Cost-Control

Seminars, presented
by Corporate Systems.

Qt.te 7,1'

'n-imhor) ,„,)

Return this coupon to Corporate Systems,
P.O. Box 31780, Amarillo. Texas 79120.
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814-453-6746

1979 1978

Premium vol. 52,042,165 $1,688,154
Gross rev.     $246,813 $216,753

Employes ...... 7 8
Commercial bus. 60% 60%

Principal officers: S.P. Black

Jr., presidenVtreasurer; S.P. Black
III, vp/secretary.

Compensation: Commissions.
Licensed excess/surplus broker

in: Pennsylvania.

Black Hills Agency Inc.
P.O. Box 2030, 820 St. Joe, Rapid
City, S. D. 57701; 605-342-5555

1979 1978

Premium vol. $2,712,768 $2,361,009
Gross rev. ... $469,775 $412,691
Employes ...... 12 11

Commercial bus. 70% 70%

Principal officers: Richard Ma-
guire, president; Gerald Maguire,
vp: Michael Maguire, secretary.

Compensation: Commissions.
Licensed excess/surplus broker

in: South Dakota.

Blick, Dillon & Dunlop Inc.
216 E. Cass St., Cadillac, Mich.

49601; 616-775-3416

1979 1978

Premium vol. $2,252,108 $1,793,290

Gross rev. $391,609 $342,035

Employes .... 9 8
Commercial bus. 65% 65%

Principal officers: Jan P. Blick,

president; John E. Dillon, secre-
tary/treasurer.

Compensation: Commissions.
Branch office: Traverse City,

Mich.

Subsidiary: Northern Michigan

Consulting Services.

Bone, Robertson &
McBride Inc.

1043 Stuart St., Suite 8, P.O. Box
1228, Lafayette, Calif., 94549; 415-
376-3502

1979 1978

Premium vol. $5,200,000 $2,225,000

Gross rev. ... $728,000 $335,000

Employes ....,. 16 9
Commercial bus. 85% 85%

Principal officers: Thomas M.
Bone, president; Donald L. Bone,
VP.

Compensation: Commissions.
Branch office: Antioch.

Subsidiary: Morris-Haber In-

surance Agency.
Licensed excess/surplus broker

in: California.

Boockford & Co.

2015 Spring Road, Oak Brook, Ill.
60521; 312-789-5000

1979 1978

Premium vol. $7,000,000 $10,000,000

Gross rev. . . $1,020,000 $1,148,000

Employes ..... 16 16
Commercial bus. 97% 97%

Principal officers: William D.
Boockford, president; Louis F.

Chiodo and Ronald Walter, vps.
Compensation: Commissions

and fees.

Licensed excess/surplus broker
in: Illinois.

Bottari, Holland &
Sweetman

2150 Franklin St., Oakland, Calif.
94612; 415-835-4600

1979 1978

Premium vol. $3,400,000 $3,000,000

Gross rev. . . $534,000 $476,000

Employes ..... 12 12
Commercial bus. 65% 65%

Principal officers: Victor Bot-
tari Jr., president; John P. Holland
Jr., CPCU, and Robert G. Sweet-
man, vps.

Compensation: Commissions
and fees.

Bowers, Schumann & Welch

Route 31-N, P.O. Box 272, Wash-

ington, N.J. 07882; 201-689-1092

1979

Premium vol. $8,000,000

Gross rev. ...... $1,387,000

Employes ..,. 50
Commercial bus. 50%

1978

$6,000,000

$1,084,995
40

45%

Principal officers: Leonard R.
Continued on next page
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INSURANCE BROKERS

OfIEring professional services to
business and inmstry since 1938

HERBERT L. JAMISON& CO.
90 Park Avmre, New York, N.Y. 10016 • Aree Code 212-490-7600

Agent /Broker
Profiles

Continued from previous page
Schumann, chairman ofthe board/
treasurer; Scott F. Welch, presi-
dent; Ralph S. Bowers, vp; J. Wil-
liam Noeltner Jr., executive vp;
Faith F. Kerr, secretary.

Compensation: Commissions.
Acquisitions in the past year:

Insurance & Risk Managers (July
1979); Betty A. Wright Agency
(April 1980).

Branch offices: Hackettstown,
Blairstown and Phillipsburg, N.J.

Boynton Brothers & Co.
200 Jefferson St., Perth Amboy,
N.J. 08862; 201-442-3300

1979 1978
Premium vol. NA $12,000,000
Gross rev. $1,600,000 $1,440,000
Employes ...,,. 43 36
Commercial bus. 82% 82%

A good business reputation is important.
In special risks insurance, it's everything.

4
J

Hull & Company strongly
believes that the Special
Risks Insurance Industry
cannot operate properly
without integrity and trust.
Policies with limits of
millions of dollars fre-

quently involving special
hazards and international
markets, are bound over
the telephone so that
agents and brokers requir-
ing assistance seek outonly
the most reputable firm.

That is why, for nearly
two decades, they have
turned to our team of

highly experienced pro-
fessionals who insist on

treating their agents and
brokers fairly, honestly and
promptly. As a result, we
are proud to say that Hull &
Company is a recognized
leader in the Special Risks
Insurance Industry.

Good reputations are
important to most. Main-
taining our good reputa-
tion is everything to us.

Richard F. Hull
President

Hull& Company Inc
Corporate Headquarters
2150 S. Andrews Avenue
Fort Lauderdale, Fla. 33316
(305) 525-2081

St. Petersburg Office:
(813) 577-5775

Santa Ana Office:
(714) 547-0793

San Francisco Office:
(415) 781-5371

Chicago Office:
(312) 346-3840

Also London

Casualty/Property/Marine
Aviation/Life/Health

Principal officers: D.W.

Bartholomew Jr., president;.
Edwin Stewart, executive vp; Mi-
chael MeMahon, vp-marketing;
Kenneth F. Warchal, vp-sales;
Barry Cruikshank, secretary/treas-
urer.

Compensation: Commissions.
Licensed excess/surplus broker

in: New jersey.

Braun & Braun inc.

Sill Bldg., 7th Floor, Flint, Mich.
48502; 313-767-6180

1979 1978
Premium vol. $7,407,000 $7,900,000
Gross rev. $1,028,815 $996,212

Employes ... 22 19
Commercial bus. 85% 85%

Principal officers: Philip J.
Braun, president; Robert E. Ben-
son, Anthony A. Abaid, vps; John
J. Byder, secretary; Michael J.
Charbonneau, treasurer.

Compensation: Commissions
and fees.

B.R.1. Coverage Corp.
156 William St., New York, N.Y.
10038; 212-233-7171

1979 1978
Premium vol. $61,000,000 $51,000,000
Gross rev. $6,800,000 $5,900,000
Employes .... 85 85
Commercial bus. 95% 95%

Principal officers: Donald R.
Ferrarini, president; Howard
Miller, senior vp/director of sales;
Arthur Ostrow, Bruno Rumignani,
Fred Ghawi, Richard A. Saitow,
Roger A. Imperial II, senior vps.
James R. Sweitzer, Herbert Kra-
mer, John Kelly, James O'Donnell,
vps; Burton Matfus, secretary/
treasurer.

Compensation: Commissions
and fees.

Licensed excess/surplus broker
in: New York and New Jersey.

Brown-Spaulding &
Associates Inc.

P.O. Drawer 5276, Carmel, Calif.
93921; 408-624-1866

1979 1978
Premium vol. $2,657,000 $2,000,000
Gross rev. $504,000 $455,000
Employes ..... 20 18
Commercial bus. 68% 60%

Principal officers: Christopher
Spaulding, president; Tom Brown,
secretary/treasurer.

Compensation: Commissions.

Buffalo Fire Office Inc.

600 Main, Seneca Bldg., Buf-
fato, N.Y. 14203; 716-856-3450

1979 1978
Premium vol. $6,774,579 $6,425,338
Gross rev. $1,271,336 $1,049,746
Employes ,..... 30 31
Commercial bus. 43% 42%

Principal officers: Robert P.
Lentz Jr, chairman; Dana F. Rice,
CEO/treasurer; Fred R. Dentinger,
president; Charles F. Geyer, ex-
ecutive vp.

Compensation: Commissions.
Acquisition in the past year:

John B. Knox Agency Inc. (Jan.
19801

Branch office: Lockport, N.Y.
Subsidiaries: Moss Agency Inc.;

Ray Beiter Insurance Agency;
John B. Knox Agency Inc.

Burnham & Flower
Agency Inc.

5840 King Highway, Kalamazoo,
Mich. 49001; 616-381-1173

1979 1978
Premium vol $10,070,000 $9,740,000
Gross rev. $1,075,000 $904,000
Employes ...... 25 24
Commercial bus. 96% 96%

Principal officers: Homer J.
Flower, president; Duane F.
Burnham, executive vp; Gerry
Kott, vp-sales; David P. Kensler,
vp-casualty; Lynn Bright, secre-
tai·y/treasurer.

Compensation: Commissions.
Branch offices: Houghton,

Houghton Lake, Rose City, Mich.
Subsidiary: Midwest Place-

ments Inc.

Licensed excess/surplus broker



in: Michigan.

Byerly & Co. Inc.
1300 Logan, Suite 200, Denver,
Colo. 80203; 303-831-0070

1979 1978

Premium vol. $135,000.000 $120,000,000

Gross rev. $1,055.000 $790,000

Employes ...... 26 25
Commercial bus. 100% 100%

Principal officers: Robert
Byerly, president-Colorado; War-
ren J. Tasset, President-Wyoming;
Robert N. Morehead, executive vp;
Richard F. Helm and Jack E. Ken-
nedy, senior vps; Alfred A. Gim-
bel, vp.

Compensation: Commissions
and fees.

Branch office: Byerly & Co. of
Wyoming Inc.

Subsidiary: Byerly, Roeder &
Co. Inc.

David Bynum Insurance Inc.
1798 Transco Tower, 2700 South
Post Oak, Houston, Tex. 77056;
713-627-3230

1979 1978

Premium vol. $7,278,000 $6,550,000

Gross rev. $876,680 $773,127

Employes 17 15

Commercial bus. 89% 90%

Principal officers: David D.
Bynum, president; William F.
Duncan, vp; Hilda Hined, vp/secre-
tary.

Compensation: Commissions
and fees.

Subsidiary: David Bynum Life

Agency Inc.
Licensed excess/surplus broker

in: Texas.

Byrne, Byrne & Co.
20 N. Wacker Drive, Chicago, Ill.
60606; 312-346-2150

1979 1978

Premium vol. ... $13.500,000 $12.400,000
Gross rev....... $850,000 $790,00

Employes . 16 16

Commercial bus 95% 95%

Principal officers: Richard D
Byrne, Thomas J. Byrne.

(I c J
Calco Insurance-

Brokers & Agents
1900 Alameda De Las Pulgas, San
Mateo, Calif. 94403; 415-574-4000

1979 1978

Premium vol.  $74,000,000* $49,012,514
Gross rev. . . . $9,086,128* $8,262,260

Employes ... 250 240

Commercial bus. 98% 99%

*Premium volume and gross revenues reflect
business with affiliated insurers. $62.5 million
in premium volume and $7.7 million in gross
revenues.

Principal officers: Robert E.
Tuthill, senior vp/manager-busi-
ness insurance division; William
D. Hall, vp/manager-risk manage-
ment services.

Compensation: Commissions.
Branch offices: San Mateo, San

Francisco, Fresno, Los Angeles.
Parent company: California Ca-

sualty Management Co.

Cal-Surance Associates

3475 Torrance Blvd., Torrance,
Calif. 90503; 213-542-7301

1979 1978

Premium vol. $19,401,338 $17,290,000

Gross rev. ...... $3,208,953 $3,399,217

Employes ..... 93 98

Commercial bus. 100% 100%

Principal officers: Donald E.
Martin, president; David B. John-
son, financial vp; Myron D. Bogen,
vp; Terry G. Martin, vp; A.F.
Wheatman, executive vp.

Compensation: Commissions
and fees.

Acquisition in the past year:
Gary Winterrowd (April 19791

Branch offices: San Jose,
Fresno.

Subsidiary: MGA Insurance

Marketing.
Parent company: Chartered

Financial Services Corp.
Licensed excess/surplus broker

in: California.

John Campbell Insurance
Agency Inc.
209 Walnut, P.O. Box 1695, Harri-
son, Ark. 72601; 501-741-5423

1979 1978

Premium vol. $1,503,233 $1,518,946

Gross rev. $213,254 $225,264

EmKloyes . 7 8

Commercial bus. 60% NA

Principal officers: John 0.
Campbell, president: John Roy
Campbell, vp; Dorothy Jo Camp-
bell, secretary/treasurer.

Compensation: Commissions.

Capitol Risk Concepts Ltd.
1 Water St., White Plains, N.Y.

10601; 914-946-7161

1919 1978

Premiim vol. $8,050,000 $7,250,000

Gross rev. $805,000 $725,000

Emplcyes . .... 20 16
Commercial bus. 98% 98%

Principal officers: John F.
Keane Jr., president; Peter T.
Sutherland, vp; Eric Freeman, sec-
retary/treasurer.

Compensation: Commissions
and Fees.

Branch offices: Boston; New
York; Nashua, N.H.

Subsidiary: Capitol Risk Man-
agement Services Ltd.

Licensed excess/surplus broker
in: Massachusetts.

Carlin Insurance

235 W. Central St., Natick, Mass.
01760; 617-655-0522

1979 1978

Premium vol. $5,000,000 $4,000,000

Gross rev. $750,000 $580,000
Employes . 16 15

Commercial bus. 77% 73%

Principal officers: James A.
Cotter, CPCU, president; William
A. Yetman, executive vp; Paul A.
Neeson, CPCU, CLU, and Priscilla
P. Johnson, vp.

Compensation: Commissions.
Branch office: Sarasota, Fla.
Subsidiary: Consolidated Fi-

nance Corp.
Parent company: Consolidated

Resources Corp.

D.
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Licensed excess/surplus broker
in: Massachusetts.

Carnett Agency Inc.
111 Presidential Blvd., Bala
Cynwyd, Pa. 19004; 215-6674842

1979* 1978*

Premium vol $6,000,000 55,100,00)

Gross rev. $917,000 $735,00)

Employes .... 25 23
Commercial bus. 65% 629

*Fiscal year: April-March 31.

Principal officers: Craig M. Hall,
CPCU, president, Paul J. Hot-
tinger, Tyler L. Groseclose Jr., and
Morrow G. Campbell, vps; Thomas
Galan, treasurer.

Compensation: Commissions
Continued on next page
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and fees.

Branch office: Plainfield, N.J.
Subsidiaries: Groseclose,

Campbell & Hall.

Parent company: Carnett
Agency Inc.

Licensed excess/surplus broker
in: Pennsylvania.

The Carpeni Agency Inc.
400 E. Route 59, Nanuet, N.Y.
10954; 914-623-0050

1979 1978

Premium vol . $3,600,000 $2.900.000
Gross rev. $570,000 $447,000
Employes ...... 10 13
Commercial bus. 70% 70%

Principal officers: Leonard J.
Carpezzi, president; Virginia Pel-
licciotta, manager; Frank E. Mc-
Grath, production manager.

Compensation: Commissions.

Catalano insurance

Agency Inc.

251 Broadway, Methuen, Mass.
01844; 617-688-4667

1979 1978

Premium vol. $3,000,000 $2,500,000

Gross rev. . $474,000 $401,000

Employes ...... 12 12
Commercial bus 70% 70%

Principal officers: G. Thomas
Catalano, president; William Cor-
coran, vp; Anthony J. Grillo, vp/
office manager; George O'Hara,
bond manager; Wayne Slattery, ac-
count executive.

Compensation: Commissions.
Subsidiaries: Brewster

Brothers, Georgetown Insurance
Agency.

Clair Insurance Agency Inc.
717 Bethlehem Pike, Erdenheim,
Pa. 19118; 215-242-5555

1979 1978
Premium voL $10,685,011 $El,911,630
Gross rev. $1,398,263 $1,180,152
Employes ... 43 47
Commercial bus. 82% 81%

Principal officers: Robert A.
Clair, president/treasurer; Herbert
0. Clair, executive vp; William F.
Mohr, first vp; Milton B. Kohn, fi-
nance vp/secretary; David A. Col-
lins, vp

Compensation: Commissions
and fees.

Subsidiary: Morgan Insurance
Agency.

Parent company: Clair Insur-
ance Agency Inc.

E.T. Clauss & Co. Inc.

735 Delaware Ave., Buffalo, N.Y.
14209; 716-886-6600

1979 1978
Premium vol. $10,000,000 $8,250,000
Gross rev. $1,350,000 $1,300,000
Employes ....., 44 40
Commercial bus. 6596 67%

Principal officers: James T.
Clauss, president; Philip W.
Cowan, CPCU, treasurer; David F.
Clauss, Robert L. Pauly, CPCU,
and Robert S. DiMatteo, CPCU,
vps.

Compensation: Commissions.
Acquisition in the past year:

Dahlstrom-Roberts Agency (19791
Branch offices: Clauss & Co.,

Georgetown Square; Sheridan &
Evans, Wilhamsville, N.Y.

Licensed excess/surplus broker
in: New York.

Columbia Insurance

Agency Inc.
85 Sutton St., Lynn, Mass. 01901;
617-598-5000

1979 1978
Premium voL $3,800,000 $3,546,000
Gross rev. $550,000 $522,000
Employes ..,... 12 13

Commercial bus. 50% 53%

Principal officers: Normand A.
Dion, CPCU, president; Paul F.

Compensation: Commissions.

Consolidated tnsurance
Center Inc.

7130 Rutherford Road, Baltimore,
Md. 21207; 301-9*4-9550

1979 1978
Premium vol. NA NA

Gioss rev. $580;14 $905,418
Employes ..... 26 23
Ccmmercial tus. 75% 75%

Principal offi cers: C harles P.
Bundy Jr., CPCU. chairman; John
F. Doetzer, CPCU, president; Thorn-
as F. Campion, ARM. CPCU, ex-

ecutive vp/treasurer; Robert G.
Urch Jr., ARM, CPCU, vp/secre-
tary; W. Ronald Galloway, ARM,
CPCU, vp.

Compensation: Commissions
and fees

Subsidiary: Consolidated Insur-
ance Consultants Inc.

Licensed excess/surplus broker
in: Maryland.

Contini-Jensen Inc.

3031 N. Andrews Ave., Fort

Lauderdale, Fla. 33311; 305-565-
4691

1979 1978
.Premium Al .. $1276,747 $1,160,037
Gross rev. S172,813 $159,466
Employes .5 5

Commercial bus 50% 50%

Principal officer: Ted Jensen,
presidenr.

Compensation: Commissions.

Cook & Knight Associates
1172 1. Ridgewood Ave., Ridge-

wood, N.J. 07450; 201445-5100

1979 1978
Premium vol. $82,325,000 $2,100,000
Gross rev. $275,000 $250,000
Employes ,9 8
Commercial bus. 55% 55%

Principal officers: Warren B.
Cook Sr., president; John J.
Knight, vp; Warren B. Cook, assis-
tant vp.

Compensation: Commissions
and fees.

How GAB hebs you deliver the
personal service your insureds

exDect, even on smalllosses.



Corey Insurance
Agency Inc.

1041 Silverado St., La Jolla, Calif.
92037; 714454-3514

1379 1978

Premiim vol $2,350,000 $2,000,000
Gross rev. $352,500 $320,000

Emplcyes ...... 6 6
Commercial bus. 70% 70%

Principal officer: Clyde Harless,
president.

Compensation: Commissions.

Corporate Risks Agency Inc.

4600 Rockside Road, Indepen-
dence, Ohio 44131; 216-524-5915

1979 1978

Premium vol. $7,000,000 $6,000,000

Gross rev. $700,•00 $600,000

Employes ...... 7 7
Commercial bus. 100% 100%

Principal officers: James 0.
Emert Jr., president; David R.
Renninger, vp; William R. Greer,
national accounts representative.

Compensation: Commissions.

Each year, over half the property
losses handled by GAB adjusters
amount to less than $1,000 each.
Each claim is handled in person,
and settled quickly and fairly at a
cost that makes the service worth-

while. This is possible because
GAB's network of over 700 offices

places a career professional less
than 100 miles from most claims,
small or large, in the United States.
A policyholder's chimney fire,
shattered picture window, or the
neighbor's fender he dented, are not

4 large problems-to anyone except
8 that policyholder. But after all, if he's
1 the average American, he spends
5 $1,200 a year for his personal and
. liability insurance.

And for that kind of money,
he expects service. Preferably, even

y on a small loss, the courtesy of a
: 4 personal visit from your representa-
f tive. Personal attention and a fast,
« fair settlement are the two criteria

by which he judges your company. A
GAB adjuster delivers both for you.
Why GAB Can Get There So Fast.

It's very likely that a GAB
office is in your city, town or county.
On average, GAB, with more than

3 - 700 offices spanning the length and
4 breadth of the United States, is closer

to any claimant or insured than any
6 other adjuster. In these energy-

conscious days, having GAB's 3,400

i:'tr'# -,

Coulter & Groner Inc.

175 Parkway Road, Bronxville,
N.Y. 1070% 914-337-9200

1919 1978

Premium vol $5,750,000 $5,350,000

Gross rev. $635,000 $585,000

Employes ..... 12 11
Commercial bus. 80% 80%

Principal officers: Elliott H.
Coulter, president; Edward H.
Groner, vp.

Compensation: Commissions.
Subsidiary: The Life Agency of

career professionals so nearby still
lets you give your insureds personal
claim service at a cost you can afford.
Why GAB People Are So
Capable.

Long ago, GAB made a com-
mitment to professional excellence.
Today, honoring that commitment
calls for an investment of $1.9

million a year in the training and
education of GAB people.

In addition to ongoing on-the-
job training, they spend a total of
340,000 manhours at our National
Education Center. This investment

pays off for our clients. The fact that
GAB fields the best-trained staff of

career professionals in the business
also shows up on your bottom line
in terms of fair, equitable settlements.

We are dedicated to maintain-

ing the position of leadership that
our commitment to service has
earned for us. We would like to tell

you more about our wide-ranging
capabilities. Just call your nearest
GAB office or write R. H. Hopkins,
V. R, Dept.T-2 for a directory listing
of our people nearest you.

GoWith The Leader.

123 William Street, New York, NY. 10038
GAB is a wholly-owned subsidiary of UAL Inc.,

parent company of United Airlines
and Western International Hotels.

America Inc.

Couper-Ackerman-
Sampson Inc.

2 Court St., P.O. Box 1910,
Binghamton, N.Y. 13902; 607-772-
1444

1979 1978

Premium vol. $4,800,000 $3,900,000

Gross rev. $800,000 $736,000

Employes ..... 25 24
Commercial bus. 70% 67%

Principal officers: John F. Rus-

r

1
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sell, president; John A Foley, vp;
William J. McPhail, secretary;
Robert H. White, assistant secre-
tary.

Compensation: Commissions
and fees.

Crosbie Reed

Stenhouse Ltd.

Box 12000, Saint John's, New-
foundland, Canada AIB 3TG; 709-
722-5850

1979 1978

Premium voL $11,150,000 $9,700,000

Gross rev. ... $1,800,000 $1,600,000

Employes ...... 70 70
Commercial bus. 55% 5596

Principal officers: Harold M.
Barrett, MHA, president; James P.
Crosbie, AIIC,vp; G. Lee Shinkle,
AIIC, marine manager; Lloyd
King, AIIC, commercial accounts
manager; Alan Lorhen, FIIC, CIB,
industrial accounts manager.

Compensation: Commissions.
Acquisition in the past year:

Reed Stenhouse Ltd. (1980, as a
minority partner).

Branch offices: Gander, Corner
Brook, Portaux Bosques, Labra-
dor City.

Parent company: Crosbie Enter-
prises Ltd.

Frank Crystal & Co. Inc.
61 Broadway, New York, N.Y.
10006; 212-344-2444

1979 1978

Prernium vol NA NA

Gross rev. $3,195,000 $2,437,000
Employes . 22 20

Commercial bus. 86% 85%

Principal officers: James W.
Crystal, president/chief executive
officer; I. Frank Crystal, chairman;
Jerome D. Lubin, vp; Steven L.
Grossberg, vp/finance.

Compensation: Commissions
and fees.

Licensed excess/surplus broker
in: New York.

D 1
Dain Insurance Agency
12631 E. Imperial Highway, Suite
103A, Santa Fe Springs, Calif.
90670; 213-864-2715,213-941-1255

1919 1978

Premium vol $2,057,000 $1,551,000

Gross rev. $288,000 $187,000

Employes ...... 6 4
Commercial bus. 99% 97%

Principal officers: Ray Urrutia,
presidenUchief executive officer;
Bob Dain, chief financial officer.

Compensation: Commissions
and fees.

Parent company: RobertDain &
Co. Inc.

Davidson Pierson

& Roth Inc.

13316 E. Bailey, Whittier, Calif.
90608; 213-698-7781

1979 1978

Premium vol .. $2,087,286 $1,855,554

Gross rev. $347,881 $309,259

Employes ... 5 5
Commercial bus. 75% 75%

Principal officers: Douglas L.
Pierson, president; J. Robert Roth,
CPCU, secretary/treasurer.

Compensation: Commissions.

Davis-Grosse Inc.

168 E. Lake St., P.O. Box 519,
Elmhurst, Ill. 60126; 312-834-0056

1979 1978

Premium vol $4,600,000 $4,400,000

Gross rev. $855,000 $835,000
Employes ...... 15 15
Commercial bus. 92% 92%

Principal officers: Edward L.

Jr., treasurer; James Davis, vp.
Compensation: Commissions

and fees.

Branch Offices: Northfield, Ill.

Day, Webb Taylor Inc.

1017 S. Gaylord St., Denver, Colo,
Continued on next page
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80209; 303-778-0100

1979 1978
Premium vol. $13,563,669 $9,100,000
Gross rev. $1,910,376 $1,749,716

Em ployes ...... 42 39
Commercial bus. 78% 70%

Principal officers: Robert W.
Webb, president; H. Howell Taylor
Jr., vp; J. Emmett Taylor, secre-
tary/treasurer.

Compensation: Commissions.
Branch offices: Seattle, Phoe-

nix, Colorado Springs.
Licensed excess/surplus broker

in: Colorado, Alaska.

DeGrassi Bates

Insurance Inc.

P.O. Box 9067,1008 W. 10th, Ama-
rillo, Tex. 79105; 806-372-6767

1979 1978

Premium vol. $1,907,000 $1,792,000

Gross rev. $302,000 $277,0(JO

Employes .7 7
Commercial bus. 65% 65%

Principal officers: Hollis B. De-
Grassi Jr., president; George H.
Bates, vp/secretary.

Branch office: Houston.

The John DeVries

Agency Inc.

414 State St., St. Joseph, Mich.
49085; 616-983-0581

1979 1978
Premium vol. 54,191.328 $3,858,216
Gross rev. $644,684 $548,807
Employes ... 14 14

Commercial bus. 82% 80%

Principal officers: James B.
DeVries, president; Betty M.
Wisneski, administrative vp;
Jimmy Lee, controller; Al Mack,
VP.

Compensation: Commissions
and fees.

Parent company: AARCO
American Agency Inc.

INTERGALACTIC  INTERMEDIARIES

D.M.A.S. Inc.

1348 Forest Ave., Staten Island,
N.Y. 10302; 212-981-0700

1979 1978
Premium vol. $1,800,000 $1,450,000
Gross rev. $250,606 $207,959

Employes ...... 6 6
Commercial bus. 65% (10%

Principal officers: Louis J. Mi-
lone, president; Herbert R. Apple-
baum, vp; Sheldon Stillman, sec-
retary/treasurer.

Compensation: Commissions
and fees.

Dohrmann-King Co. Inc.
1045 N. El Dorado St., Stockton,
Calif. 95202; 209-944-5540

1979 1978

Premium vol. $3,030,621 $2,995,000
Gross rev. $539.243 $505,050
Employes ... 12 11
Commercial bus. 90% 90%

Principal officers: Harold C.
King, CPCU, president; Lewis D.
Skyhawk and Robert E. Lee,
CPCU, vps; Dorothy A. King, sec-

Eliv_
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retary; Sally K. Bronner, treasurer.
Compensation: Commissions

Walter P. Dolle Inc.

Dixie Terminal Bldg., Cincinnati,
Ohio 45202; 513421-6515

1979 1978
Premium vol. $31,000,000 $29,000,000
Gross rev. $3,331,000 $3,105,000
Employes ..... 53 52
Commercial bus. 90% 90%

Principal officers: Jack R.
Trainer, CPCU, president; H. Rus-
sell Reigart, CPCU, Robert Lang,
CPCU, Charles T. Hyser, CPCU,
John Grever, CPCU, CLU, vps.

Compensation: Commissions
and fees.

Licensed excess/surplus broker
in: Ohio.

Dowis Agency Inc.
214 S. 23rd St., Sterling, Colo.
80751; 303-522-6260

Premium vol.

Gross rev.

- «-t»

.r-- C C\Cy
«I know the matter is urgent and I'm sure our president

will have that information for you shortly. I see he's consulting
with our staff in the Research Department right now."

It isn't always necessary-or even desirable-to use an intermediary.
But for those special situations when it is to your advantage, it pays to
be picky about the intermediary you choose. Take the matter of
manpower.

When you need sound answers fast, it's vital to know that your
intermediary is not handicapped by insufficient back-up ... that there

are experienced people ready and qualified to respond. That's one
reason for choosing CMI.

At CMI, our strength is the depth and knowledge of our people
and the substance and solidity of the markets we deal with. You'll find
a team of skilled professionals at your service in New York, Chicago
and Los Angeles.

Call CMI for all your specialty needs, including Public Officials
Liability, Primary and Excess Products, Excess Workers Compen-
sation, First and Excess Umbrellas, E&0, All Risk Property and
special programs of all kinds.

CAPACITY MANAGERS INTERNATIONAL, INC.
160 Water Street, New York, N.Y 10038 (212) 344-5300
New York · Chicago · Los Angeles

1979 1978
$4,715,781 $5,207,329

$859,157 $810,231

Employes ...... 21 20
Commercial bus. 88% 90%

Principal officers: Richard W.
Dowis, president; Lyle D. Graham,
secretary/treasurer; H.M. Dickson,
vp; Richard A Warren, assistant
secretary.

Compensation: Commissions
and fees.

Subsidiaries: Dowis Manage-
ment Corp., Dowis Systems Inc.

Robert F. Driver Co. Inc.

400 Cedar St., San Diego, Calif.
92112; 714-238-1828

1979

Premium vol. $25,000,000

Gross rev. 54,200,000

Employes ...... 91
Commercial bus. 80%

1978

$20,000,000
$3,200,000

82
80%

Principal officers: Robert F.
Driver, chairman; Irwin B. Sklar,
president; LeGrand Rane, senior
vp; Robert H. Herring, comptrol-
ler.

Compensation: Commissions
and fees.

Branch offices: La Jolla, New-
port Beach.

Subsidiaries: Premium Ad-

vance Co., Driver Equities Co.
Licensed excess/surplus broker

in: California.

The Ducey Agency Inc.
Route 9-W, Havestraw, N.Y.
10927; 914-429-5000

1979 1978
Premium vol. 53,500,000 $3,200,000
Gross rev. $480,000 $435,000
Employes ..... 9 8
Commercial bus. 70% 70%

Principal officers: Thomas W.
Torpey, president; Edward C.
Smith, vp.

Compensation: Commissions.

E

Eastman & Co.
Insurance Brokers

4210 Riverside Drive, Burbank,
Calif. 91505; 213-849-2406

1979 1978
Premium vol. $1,750,000 $1,434,000
Gross rev. $227,600 $191,043
Employes ... 4 3
Commercial bus. 97% 3%

Principal officers: Robert East-
man, president; Linda Davidson,
secretary/treasurer; James

Waldorf, vp.
Compensation: Commissions.

Ehrman Murphy & Co.
P.O. Box 19649, Houston, Tex.
77024; 713-464-6291

1979

Premium vol. $8,300,000
Gross rev. $680,000
Employes ..... 18

Commercial bus. 70%

1978

$9,300,000
$744,000

18

75%

Principal officers: Frank J. Ehr-
man and Robert L. Murphy,
CPCU, CLU, partners; Edward G.
Britt and Frank J. Ehrman Jr., so-
licitors; Ray Lemmon, agent.

Compensation: Commissions.

Epps-McLendon Co. Inc.
249 W. Main St., Lake City, S.C.
29560; 803-394-2018, 803-394-2045

1979 1978
Premium vol. $3,250,000 $3,000,000
Gross rev. $535,199 $492,350
Employes ....,. 25 23
Commercial bus. 50% 50%

Principal officers: James
Vernon Epps, president; Murray
MeLendon Jr., vp-marketing; Le-
wis Fleniken, vp-underwriting.

Compensation: Commissions.
Branch offices: Columbia, King-

stree, S.C.
Licensed excess/surplus broker

in: South Carolina.

Euclid Services Inc.

18 E. 69th St., New York, N.Y.
10021; 212-737-3600

1979

Premium vol. $10,500,000
Gross rev. $1,260,000
Employes ...... 18

Commercial bus. 85%

1978

$9,500,000
$1,138,000

20

85%



Principal officers: Frank Peri,
president; Alvin Block, vp; Martin
Beitler, secretary/treasurer.

Compensation: Commissions
and fees.

Parent company: Euclid Ser-
vices Corp.

Licensed excess/surplus broker
in: New York.

Executive Motivation Inc.

1 Crossroads, Suite 309, Rolling
Meadows, Ill. 60008; 312-398-7500

F

1979 1978

Premium vol. $2,750,000 $2,583,000
Gross rev. .. $242,000 $217,500

Employes .... 3 3
Commercial bus. 85% 90%

Principal officers: G.L. Karlin,
president; E.S. Nutten, treasurer;
D Hanson, secretary.

Compensation: Commissions
and fees.

Financial Insurance
Service Inc.

1010 Meacham Road, P.O. Box
94099, Schaumburg, Ill. 60194;
312-884-3800

1979 1978

Premium vol. $14,105,364 $11,979,316

Gross rev. $1,742,441 $1,716,336

Employes ..... 40 40
Commercial bus. 99% 99%

Principal officers: William
Chris Eickhof Jr., president;
Stephen L. Marley, executive vp;
Peter L. Engstrom, Jack W. Impey
and Robert M. Levi, senior vps.

Compensation: Commissions
and fees.

Subsidiary: Financial Insurance
Service Consultants Inc.

Licensed excess/surplus broker
in: Illinois, Michigan.

First Associated Insurance
Agencies Inc.
12465 Burleigh Road, Brookfield,
Wis. 53005; 414-786-2540

1919 1978

Premium vol. $5,421,000 $5,705,000

Gross rev. $961,000 $920,000
25 26Employes .

Commercial bus. 61% 69%

Principal officers: Al Reindl,
president; Robert Cayze, execu-
tive vp; Theodore Schmidt and
Timothy Gahagan, vps; Arthur
Lintott, secretary.

Compensation: Commissions.

Fitzgerald, Clayton, Noyes &
Kasten Inc.

757 N. Broadway, Milwaukee,
Wis. 53202; 414-271-3717

1979 1978

Premium vol. $4JOU,000 $3,700,000

Gross rev. $780,823 $730,364

Employes ...... 20 19
Commercial bus. 80% 80%

Principal officers: Robert T.
Clayton, CPCU, president/treas-
urer; William D. Hoppenjan,
CPCU vp/secretary; Frederick C.
Kasten, vp; Gladys Vierguth, assis-
tant secretary.

Compensation: Commissions
and fees.

Subsidiary: Harry G. Packee
Agency Inc.

Licensed excess/surplus broker
in: Wisconsin.

Foa & Son Corp.
1 World Trade Center, Suite 1319,
New York, N.Y. 10048; 212432-
1234

1979 1978

Premium vol. $15,000,000 $12,000,000

Gross rev. $1,200,000 $1,000,000

Employes ...... 33 28
Commercial bus. 25% 21%

Principal officers: Conrad Foa,
president; Dick Impastato, senior
vp; Ron Boehm, controller.

Compensation: Commissions.
Acquisition in the past year:

Gertrude Bowan Agency (1979).
Subsidiaries: Security Mutual

Life Insurance Co. of New York;
G. A. Services; Foa International

(inactive).

The Frankel Co.

1051 Brinton Road, Pittsburgh,
Pa. 15221; 412-244-7500

1979 1978

Premium vol. $5,500,000 $4,100,000

Gross rev. $883,586* $688,374*

Employes ...... 21 14
Commercial bus. 80% 80%

* Revenues exclude life and employe benefits
income.

Principal officers: Robert M.
Frankel, CPCU president/treas-
urer; F. William Neely, CPCU, vp.

Compensation: Commissions
and fees.

Licensed excess/surplus broker
in: Pennsylvania.

Frenkel & Co. Inc.

123 William St., New York, N.Y.
10038; 212-267-2200

1979 1978

Premium vol. NA NA

Gross rev. $5,820,000 $5,125,000

Continued on nert page
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Attention! Consultants • Administrators • Agents • Brokers
Our tenth year of experience in

5OP LOS PROTECTION
FOR SELF INSURED

HEALTH (ARE PLANS
Aggregate and specific excess coverage

available for qualified groups
with as few as 150 employees.

Write or call for your copy of our brochure.

latte
Contact:

Tommy Anderson, CLU Life«Group Vice President

The Lafayette Life Insurance Company <-4Lafayette, IN 47903 (317) 477-7411

Times Change!

Miracles just don't happen - they are caused. Most miracles aren't mira-
cles at all - but rather the results of increased knowledge. Even the most
brilliant minds cannot foresee the countless problems that must be solved
before an invention can be translated into a work-a-day mechanism and
properly insured. That is why experience is such a vital asset to inland
marine underwriters and why Talbot Bird enjoys such an exceptional re-
putation with agents and brokers who appreciate practical solutions to
current problems. Inland marine specialists for more than half a centitry
we have the knowledge, experience and capacity to provide the most
complete and economical inland marine protection available. Call us and
discover the difference in-depth professionalism makes.

I \, 0

5-FF&3sys i.tjai,W ( @Sou 0[]30©
Marine underwriters and Managers

156 William Street, New York, N.Y. 10038
Atlanta • Chicago • San Francisco • Los Angeles • Seattle

Tampa • Boston • Dallas • Richmond • Kansas City • Vancouver
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New York:

708 Third Averue, N Y 10017 (212) 986-5050
Chicago:
740 Rush St-e€t, IL 60611 (3121 649-5275
Los Angeles

6404 Wilshira Blvd., DA 90048 (213) 651-371C

Business Insurance, :he natioral newsweekl·, of loss
prevention, risk financil@ and e-nploye benet,t management.

Coming Up !
Propert¥Liability: The Year Ahead

Issue Date: August 25 1983
Ad Closirg: August 12,198)

The
one-stopv-
full-service
self-insurance
66Super-market"
for workers'
compensation!

l

If selecting your companfs
insurance is your respmisi-
bility, our professionally
qualified staff can znake your
job easier and more effective.
We offer all, or any part, of
the following servces:
· Excess Insurance

Aggregate and Specific
· Claims Administration

· State *18.lification and
Filings

· Self-Insurers Bond

· Safety Services

• Cash Flow Analysis

You wiU be delighted at the
low, competitive price of
the "package" we can tailor
to your specific needs.

We also invite brokers

and agents to inquire about
what we can do to keep
the ir customers satisfied.
Cal] Gary Mongilutz at
(502) 425-8660 for details.

Agent /Broker
Profiles

Continued from previous page
Employs . 150 148
Commercial bus. 87% 8570

Principal officers: Leo S.
Frenkel, chairman; George P.
Frenkel, vice chairman'treasurer;
Charles W. Pachner president;
James J. Costa, executive vp; Alan
Samuels, Robert E. Shrunk, senior
vps.

Compensation: Commissons
and fees.

Branch office: Los Angeles.

Sidney I. Friedlander Inc.
325 Genesee St., Utica, N.Y. 13501;
315-724-3173

1979 1978
Premium vol, MA NA
Gross rev. . $1,000,0OI + $1,000,000+
Emplo:,-es ....... 10 10
Commercial bus. 82% 85%

Serving self-insurers
since 1941.

Underwriters Sakty
&Claims, Inc.
Post Office Box 6769

140 Whittington Parkway
Louisville, Kentucky 40206
Phone: 502/425-8660

Omces in: Knoxville, TN/
Marion, IL/ Norton, VA/
Paintsvine, KY

One-Stop/Self-insurance Market

Principal officers: Sidney I.
Friedlander, president; Naomi W.
Friedlander, vp/secretary; Barbara
A. Montero, vp/treasurer.

Compensation: Commissions.

Friedman & Friedman

Agency Inc.

Box 1368, 125 Mineola Ave.,
Roslyn Heights, N.Y. 11577; 516-
484-4100

Premium vol.
Gross rev. . .

Employes...
Commercial bus.

1979

$7,100,000
$790,000

20

85%

1978

$6,500,000
$660,000

19

85%

Principal officers: Maurice
Friedman, 'president; Harry D.
Friedman, vp/secretary; Mark Fi-
celman, treasurer; Mildred De-
Meo, account executive; Allen B.
Williams, manager.

Compensation: Commissons
and fees.

Acquisition in the past year:
Samuel Grossman (September
19791

C G 1
G-A Insurance Agencylnc.
(Goodfellow-Ashmore Inc.)
54 Main St., Danbury, Conn.
06810; 203-744-7000

1979 1978
Premium vol.. $2,658,000 $2,400,000
Gross rev. . $422,989 $395,669
Employes..... 11 11
Commercial bus. 50% 50%

Principal officers: Harry L.
Ashmore, president; Robert R.
Goodfellow, vp; Mary Lambert,
secretary.

Compensation: Commissons.
Branch office: New Milford,

Conn.

Licensed excess/surplus broker
in: Connecticut.

Gallagher-Cole Associates
4700 Biscayne Blvd., Miami, Fla.
33137; 305-5764100

1979 1978
Premium vol. $2,717,215 $2,713,200
Gross rev. $446,686 $435,375
Employes .,.,., 11 12
Commercial bus. 85% 85%

Principal officers: Phil C. Gal-
lagher, Samuel T. Cole and Ray-
mond O. Boon, CLU, partners;
Lenore N. Francis, CPCU, associ-
ate.

Compensation: Commissions
and fees.

Licensed excess/surplus broker
in: Florida.

Gersten-Hillman Agency Inc.
P.O. Box 209, Anawana Lake
Road, Monticello, N.Y. 12701;
914-794-5544

1979 1978
Premium vol. $3,500,000 $3,100,000
Gross rev. $360,000 $520,0(10
Employes....... 22 1 0
Commercial bus. 65% 65%

Principal officers: Julius Co-
hen, president; Joyce A. Salimeno,
CPCU, secretary/treasurer.

Compensation: Commissions.
Acquisition in the past year:

Cullen Agency (December 1979),
Branch office: Middletown,

N.Y.

The Gleason Agency Inc.
200 Fisher Bldg., Johnstown, Pa.
15901; 814-535-1586

1979 1978
Premium vol.. $5,000,000 $4,065,478
Gross rev. $620,000 $503,000
Employes..... 11 9
Commercial bus. 91% 95%

Principal officers: Robert A.
Gleason Jr., president; Chris-
topher K. Gleason, vp; Carolyn M.
Zierer, secretary.

Compensation: Commissions
and fees.

Acquisition in the past year:
Associated Underwriters (January
19801

Licensed excess/surplus broker
in: Pennsylvania.



Richard N. Goldman & Co.

1 Maritime Plaza, San Francisco,
Calif. 94111; 415-981-1141

1979 1978

Premium vol.. $28,500,000 $28,000,000
Gross rev. . $1,800,000 $1,700,000

Employes..... 35 35
Commercial bus. 90% 90%

Principal officers: Richard N.

Goldman, chairman; Stuart W.
Seiler, president; Helen A. Castro,
vp/treasurer; Gerald J. Fitzgerald,
vp/secretary; Keith G. Avery, vp.

Compensation: Commissions
and fees.

Licensed excess/surplus broker
in: California.

Joseph G. Gray & Co. Inc.
111 John St., New York, N.Y.
10038; 212-349-3280

1979 1978

Premium vol.. $6,500,000 $6,000,000
Gross rev. . $675,000 $650,000

Employes..... 12 12
Commercial bus. 90% 90%

Principal officers: Jules I. Ep-
stein, president; Edward T. Ken-
nedy, executive vp; Diane A.
Vignola, secretary.

Compensation: Commissions
and fees.

Licensed excess/surplus broker
in: New York.

Charles M. Griffith Inc.

201 E. Ogden Ave., Hinsdale, Ill.
60521; 312-654-1122

1919 1978

Premium vol.. $3,000,000 $2,500,000

Gross rev. $498,000 $425,000

Employes ..... 14 13
Commercial bus. 52% 58%

Principal officer: Richard F.
Bland, president.

Compensation: Commissions
and fees.

Acquisition in the past year:
Downers Insurance Agency (Sep-
tember 1979).

Subsidiaries: Tinley Insurance

Agency, Hanck Insurance Agency.

Grinnan, Harris, Tabb
& Co. Inc.

1211 Roseneath Road, P.O. Box
6477, Richmond, Va. 23230; 804-
355-7401

1979 1978

Premium vol. $3,008,103 $2,484,885

Gross rev. . .. $486,312 $347,884

Employes ... 14 11
Commercial bus. 68% 70%

Principal officers: .Maria G.
Tabb, president; John D. Mc-
Daniel, CIC, Theodore Kuester,
CPCU, vps; Ann E. Dukes, secre-
tary/treasurer. ,

Compensation: Commissions.

Acquisition in the past year:
McDaniel Insurance Agency Inc.
(February 1979).

Group Services
Administrators Inc.

42 Broadway, New York, N.Y.
10004; 212425-1744

1979 1978

Premium vol..... $1.200.000 $1,100,000

Gross rev. .... $858,723 $673,994

Employes ..... 22 20
Commercial bus. 100% 100%

Principal officers: Edward F.
Comerford, president; Robert C.
Gerald, vp.

Compensation: Commissions
and fees.

Branch offices: Liverpool, N.Y.;
Waterbury, Conn.

Subsidiaries: Comerald Associ-

ates Inc.; GSA of Northern New
Y6rk, Connecticut, New Jersey
Inc.

Gulf Coast Insurance

P.O. Box 7750, Beaumont, Tex.
77706; 713-8984444

1979 1978

Premium vol. $3,061,000 $3,000,000
Gross rev. $503,000 $515,000

Employes ...... 13 12
Commercial bus. 80% 80%

Principal officer: Larry W.
Smith, owner.

Compensation: Commissions.

Haas & Wilkerson Inc.

H

3101 Broadway, Kansas City, Mo.

64111; 816-756-1600

1979 1978
Premium vol. $20,783,073 $24,885,053
Gross rev. $2,842,381 $4,042,072
Employes ... 77 80
Commercial bus. 80% 80%

Principal officers: Albert E.
Haas, chairman; W. Ralph Wilker-
son Jr., president; C.J. Jordan: vp/
treasurer; Howard F. Walter, secre-
tary.

Compensation: Commissions
and fees.

Branch offices: St. Petersburg,
St. Louis.

Subsidiaries: Haas-Wilkerson-

Wohlberg Inc.; Land Speed Insur-
ors Inc.; Americana Services Inc.

Licensed excess/surplus broker
in: Missoiari, Kansas.

Continued on next page
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SAN FRANCISCO and RUTLAND -)

1//ilillillille.i

CLIFTON & COMPANY

Three Embarcadero Center

Suite 1700
San Francisco. California 94111

415-434-1500

KINNEY, PIKE, BELL & CONNER, INC.

Mead Building
Rutland. Vermont 05701

802-775-2311

In its own way, Poe & Associates is a tribute to the American free
enterprise system. It started with one man, representing one insurance
company, in an office converted from a downtown'][hmpa barbershop.

'Ibday, it's one of the largest independent insurance agencies in the
United States.

Our insurance programs for dentists, dental laboratory owners,
attorneys, optometrists and pharmacists reach across the country. In
Florida, we provide an expanding range of services to commercial
clients, while writing insurance programs for more than 20 of the state's
business and professional associations.

We are Florida's largest independ€nt insurance agency. Yet, we attend
to every client's property and casualty, life or health insurance need with
a very personal touch. Because we still remember that barbershop.

'Ib discuss your insurance program and/or to receive a copy of our
brochure, write to our 'Ihmpa office.

are two locations worldwide where

corporate risk managers can call out
the ARMI against spiraling insurance

costs. To enlist the ARMI ... Assurex

Risk Management Institute .·. in your
business (and elsewhere in more than

40 statsis and 16 foreign countries) call
your Assurex International broker.

Floridis largest
insurance agency
began inabarbershop.

*
See our ad on page 6

Poe &Associates,Inc.
RO. Box 1348, Thmpa, Florida
33601 (813) 228-7361

1



Hackett, Valine &
MacDonald Inc.
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Agent /Broker
Profiles

Continued from previolls page

198 College St., Burlington, Vt.
05401; 802-658-1100

1979 1978
Premium vol $7,016,101 $6,944,148
Gross rev. 5 1,293,573 $979,911
Employes ....... 27 23
Commercial bus. 87% 87%

Principal officers: Luther F.
Hackett, president; Duane A. Va-
line and Donald R. MacDonald,
vps.

Compensation: Commissions.
Subsidiary: Hackett & Co.
Parent company: HVM Corp.
Licensed excess/surplus broker

in: Vermont.

Hardin & Wilson Inc.

1501 N. Pierce, Hillside Bldg., Lit-
tle Rock, Ark. 72207; 501-664-0204

1979 1978
Premium vol.. $2.080,980 $1,782,€81
Gross rev.. $291,078 $257,163
Employes.....,. 7 7
Commercial bus. 65% 65%

Principal officers: Howard E.
Hardin, president; Larry L.
Wilson, vp.

Compensation: Commissions

Harding-Conley-Drawert-
Tinch Insurance Agency Inc.
P.O. Box 29069, San Antonio, Tex.
78229; 512-732-9601

1979 1978
Premium vol.. $3,012,595 $2,495,249
Gross rev. $5614175 $446,116
Employes....... 6 6
Commercial bus. 95% 95%

Principal officers: Homer M.
Conley, president; T.A. Drawert,
vp; A.C. Tinch, vp/secretary.

Compensation: Commissions.

-tt

a

/

Harris & Co.

940 Starks Bldg., Louisville, Ky.
40202; 502-584-2193

1979 1978

Premium vol.. $13,000,000 $13,000,000
Gross rev.. $2,000,000 $1,600,000
Employes....... 55 50
Commercial bus. 90% 88%

Principal officers: Charles E.
Aton, John L. English, Cebern
Dodd Harris Jr., James W. Harris,
H. Ray Hatton, James R. Hill, W.
Grant Lewis, Elaine Musselman,
Michael F. Sheehan and Eric S.
Tachau, owners.

Compensation: Commissions.
Branch office: Harris Interna-

tional, Coral Gables, Fla.
Subsidiary: Kentucky Insur-

ance Premium Finance Corp.
Licensed excess/surplus broker

in: Kentucky.

Harris, Hall, Blanton
& Dunham

1111 N. Travis St., Sherman, Tex.

75090; 214-893-6363, 2144224223
(Dallas)

1979 1978
Premium vol.. $2,613,753 $2,110,553
Gross rev. $159,710 $372,688
Employes....... 8 8
Commercial bus. 75% 71%

Principal officers: Frank Harris
Jr., CPCU, president; Jack F. Hall,
secretary; Bob Blanton, CPCU,
treasurer; Melvin Dunham, vp.

Compensation: Commissions.
Parent company: Harris, Hall &

Dunham Inc.

Joseph Held Co. Inc.
116 John St., Suite 1600, New
York, N.Y. 10038; 800-221-9940,
212-962-3122

1979 1978
Premium vol.. $2,900,000 $2,000,000
Gross rev.. $373,000 $275,000
Employes..... 8 8
Commercial bus. 80% 80%

Principal officers: Kenneth S.
Held, president; Arnold Held, vp;
Lynne Marshall, George Popper,

-'r + r
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Tlanks to Galladherk Salf Insumnce Pro«*rn,n
Nandifip-- ' --" *returned

f300,000 to wurldng capital.

Andthathonly thebeginning!
In seven years, the sales of National
Can Corporation more than doubled.
Yet the Corporation's incidence of work-
er injury actually decreased 54%. The
result: National Can was able to return
over $5.3 million from a self insurance
accrual to operating capital, through
cash flow savings.

That's significant, of course. But any
well-designed self insurance program
should help cash flow. The extra payout
for National Can is the Corporation's
ability to control loss-producing situa-
tions, often before they occur.

Working as a team, National Can and
Arthur J. Gallagher & Co. designed,
implemented and serviced a self insur-
ance program with emphasis on safety.

Gallagher's CertiNed Safety Profession-
als recommended accountability for all
Company divisions. And the savings here
far exceed those of a typical cash flow
plan. One example: under the Gallagher
plan, workdays lost due to injury were cut
in half-a boon to productivity.

Extraordinary results for major com-
panies such as National Can explain
why Arthur J. Gallagher & Co. is the fast-
est growing top ten broker in the country
-over 32% compounded annually for
the last ten years.

Gallaher knows that self insurance is
one way any company-your company
-can still control insurance costs. We
did it for National Can. We'll do it for you.

ARTHUR J.
GALLAGHER

& CO.
Gould Center, Golf Road
Rolling Meadows, Illinois 60008
312/640-8500

International Brokers Providing
Insurance Services for Commercial,
Industrial, Institutional and Self
fnsured Clients

®

Sal Dimarco, account executives.
Compensation: Commissions.
Branch offices: Long Island,

Miami, Atlanta.

Paul Hertel & Co. Inc.

Third & Chestnut Streets, Phila-
delphia, Pa. 19106; 215-925-7656

1979 1978
Premium voL. $10,000,000 $10,000,000
Gross rev. $1,405,000 $1,400,000
Employes...... 44 50
Commercial bus: 60% 65%

Principal officers: Paul R. Her-
tel Jr., president; Robert T. An-
tosh, executive vp; James
MeLaughlin, CPCU, Jeremiah A.
Caron, CPCU, ARM, and Robert
H. Bradford, vps.

Compensation: Commissions
and fees.

Branch offices: Media, Fort
Washington, Pa.

Licensed excess/surplus broker
in: Pennsylvania.

Hess Morris Lebenson Inc.

1615 Northern Blvd., Manhasset,
N.Y. 11030; 212-631-2112

1979 1978
Premium vol.. $5J00,000 $5,000,000
Gross rev. . $1,000,000 $800,000
Employes..... 22 19
Commercial bus. 85% 85%

Principal officers: Jeffrey K.
Hess, president/treasurer; Jay Le-
benson, vp/secretary; George
Wagner, executive vp; Leonard
Trinagel, vp; Douglas Flindt, assis-
tant vp.

Compensaton: Commissions
and fees.

Acquisitions in the past year:
Hess, Lebenson, Hunt Inc., Hess
Morris Lebenson of Connecticut,
Inc. (June 1980).

Branch offices: Hess, Lebenson,
Hunt, Inc., Coral Gabels, Fla.

Licensed excess/surplus broker
in: New York, Connecticut,

The Hirshorn Co.

14 E. Highland Ave., Philadel-
phia, Pa. 19118; 215-242-8200

Premium vol.

G ross rev.

1.mployes .
Commercial bus.

1979

$3,335,185
$492,052

12

88%

1978

$2,610,000
$338,800

12

85%

Principal officers: Ralph S.
Hirshorn, president; B. Graeme
Frazier III, vp.

Compensation: Commissions
and fees.

Licensed excess/surplus broker
in: Pennsylvania.

Holland Insurance

Agency Inc.

19 W. Eighth St., Holland, Mich.
49423; 616-3964611

Premium vol.

Gross rev.

Employes
Commercial bus.

1979

$5,221,855

$814,596
17

80%

1978

$4,511,614
$763.378

17

80%

Principal officers: Dale E.
VanLente, president; John A. Hey-
boer II, executive vp; Robert J.
Yonker, secretary; David L. Lake,
vp/treasurer; David L. DenUyl, as-
sistant vp.

Compensation: Commissions.

Horizon Agency Inc.
8441 Wayzata Blvd., #135, Minne-
apolis, Minn. 55426; 612-545-2866

1979 1978
Premium vol.. $5,697,013 $5,770,470
Gross rev. $918,386 $1,042,871
Employes....... 14 15
Commercial bus. 85% 90%

Principal officers: William P.
Homeyer, president; John L. How-
ard, Charles Dart, James Bina and
Daniel Scattarella, vps.

Compensation: Commisions
and fees.

Houston Mutual Agency Inc.
P.O. Box 79608, Houston, Tex.
77079; 713-680-1400

Premium vol.

Gross rev.

Employes .
Commercial bus.

1979

$3,140,000
$484,561

13

65%

1978

$2,875,000

$410,541

12

65%



n

Principal officers: Jack J. Thur-
non, president; William H. Brune
-r., executive vp; L.T. Womack,
Iarvey McClendon Jr., Jerry Har-

'ey, vps.

Compensation: C6mmissions.

-lowalt-McDowell

nsurance inc.
$30 S. Minnesota Ave., Box 986;
Sioux Falls, S.D. 57101; 605-339-
1874

1919 1978
Premium vol. $4,300,000 $4,000,000
'Gross rev.   $605.000 $600,000

Employes....... 13 14
Commercial·bus. 85% 80%

Principal officers: L.W.
Scherschligt, CPCU, president/
treasurer; G.R. Farmer, CPCU, vp;
J.E. Jencks, secretary.

Compensation: Commissions.
Licensed excess/surplus broker

in: South Dakota.

IFM Insurance Inc.

600 Main Bldg., Tupelo, Miss.
38801; 601-842-1321

1979 1978
Premium vol. $4,000,000 $3,150,000
Gross rev. ...... - $680,000 $570,000

Employes ..... 23 19
Commercial bus.· 60% 60%

Principal officers: David M.
Megginson, president; Charles A.
Johnston, vp; Oneil Tate, secre-
tary/treasurer.

Compensation: Commissions.
Acquisition in the past year:

Monroe Insurance Inc. (January
19791

Branch office: Monroe Insur-
ance Inc., Aberdeen, Miss.

Parent company: Insurance &
Financial Managers Inc.

Licensed excess/surplus broker

in: Mississippi.

Industrial Insurance Agency
' 600 Woodfield Drive, Schaum-

burg, Ill. 60195; 312-884-6100

1979 1978
Premium vol. NA NA

Gross rev. $763,500 $742,000

Employes ...... 12 10
Commercial bus. 95% 94%

, Principal officers: Melvin Rod-
3 ney, president; Richard Rodney,

vp/treasurer; Pat Morehead and

Berney Berch, assistant vps.
Compensation: Commissions

and fees.

Branch office: Milwaukee.

Subsidiary: Kelly & Elliott Ltd.
Licensed excess/surplus broker

in: Illinois.

Insurance Agents Inc.

35 N. Main Place, Council Bluffs,
Iowa 51501; 712-325-1010

1979 1978

 Premium vol ... $15.657,162 $12,745,691
Gross rev. ...... $2,461,797 $1,862,464

i Employes ...... 57 43
Commercial .bus. 85% 84%

Principal officers: H.H. Nelson,
chairman; John P. Nelson, presi-
dent; Gary Hurley, vp-sales; Henry
Lane, vp-engineering; Art- Bartel,
vp-employe benefits.

Compensation: Commissions
and fees.

Branch offices: .Omaha, Belle-
vue, Neb.; Sioux City,' Atlantic,
Iowa.

Subsidiary: Americah Agrisur-
ance Co,

Licensed excess/surplus broker
in: Nebraska.

Insurance Benefits Inc.

150 S. Prospect Ave., Tustin,
Calif. 92680; 714-832-7900

1979 1978
Premium vol. $1.686.000 $1,400,000

Gross rev.    $596,283 $460,000

Employes ...... 20 12
Commercial bus. . 100% 100%

Principal officers: Thomas J.
Wilkie, president; Dolores I. ,

Wilkie, secretary.
Compensation: Commissions

and fees.

Insurance Center of

Southern Connecticut Inc.

900 Madison Ave., Bridgeport,
Conn. 06606; 203-333-6555

1979 1978
Premium vol. $3.464,537 $3,438,668
Gross rev. .. $606,883 $593,853

Ernployes 18 17
Commercial bus. 60% 58%

Principal officers: Arnold Kai>
lan, president; James D'Agostino,
Burton Bauchner and Irwin Nabel,
vps; Mary Jaques, assistant trea-
surer.

Compensation: Commissions.
Acquisition in the past year:

D'Elia Insurance Agency (May
19801

Insurance Management
Associates Inc.

714 Union Center, Wichita, Kan.

Continued on next page
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Police Professional Liability.

Millilli

f

• Occurrence Form

• No Deductible

• Federal Law 1983

• Prior Acts

• Punitive Damages
• No Aggregrate

International Association of Chiefs of Police

c/o Bayly, Martin & Fay/San Antonio

RO. Box 17800 • San Antonio, Texas 78217
1-800-531-7205 • 1-800-292-5721 (Texas)

WHEN THESE MEN MEET,
SPARKS BEGIN TO FLY!

This is Provident's Group Field Advisory Council. They
are highly qualified, outspoken Provident Field ·mana-
gers with over 60 years of combined e*perience.

This council meets regularly at Prbvident's home
office to give· management first-hand field information.
Sometimes they tell us thinOs we don't like to hear.
Always, they tell 'us what we need to know. Sometimes
sparks do fly, but·that's when we getsome of the best new
ideas. We depend on our Group Field Advisory Council
fornew ideas, information, what's need¢*d to improve our
field operation, and to keep us constantly'informed as to
what is'happening in the field.

Provident is proud of its Gr6up Field Advisory Council.
It helps us do a better job helping you.

Pictured' left to right are: Peter H. Helmer, Regional
Manager, Pittsburgh, PA; H. C. (Tom) Tuckerlll, Regional
Manager, Atlanta, GA; Don G. Wilkinson, Regional Man-
ager, Knoxville, TN; Bob L. Anderson, Regional Manager,
Cincinnati, OH.

Provident
LIFE AND ACCIDENT

LIFE AND CASUALTY ,

GROUP DEPARTMENT I CHATIANOOGA, TN 37402
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67202; 316-267-9221

1979 1978
Premium vol. $20,608,000 $19,282,000
Gross rev. ... $2,809,310 $2,346,000
Employes .... 58 54 .
Commeicial bus. 90% 90%

Principal officers: Paul C.
Yankey Jr., chairman; William C.
Cohen Jr., president; Joe E. Mod-
drell Jr., executive vp; Richard B.
Matassarin and Paul G. Starr,
senior vps.

Licensed excess/surplus broker
in: Kansas.

Insurance Management
Corp. (of Kansas City)
3100 Broadway, Suite 700, Kansas
City, Mo. 64111; 816-756-1410

1979* 1978
Premium vol. $8,345,374 Formed in

Gross rev. $962,337 Sept '78
Employes ..... 15 NA
Commercial bus. 99% NA

*Fiscal year: June 1, 1979-May 31, 198(1

Principal officers: Thomas M.
Scott, president; Michael D. Cum-
mins, executive vp; James Riddle,
vp-loss control.

Compensation: Commissions
and fees.

Subsidiary: Insurance Risk
Evaluation Corp. (IRECO)

Licensed excess/surplus broker
in: Missouri, Kansas.

Insurance Marketing
Agencies Inc.

1200 Mechanics Bank Tower,
Worcester, Mass. 01608; 617-753-
7233

1979 1978
Premium vol. $7,900,000 $7,450,000
Gross rev. . . $1,212,909 $1,082,479
Employes ..... 34 32
Commercial bus. 85% 84%

Principal officers: Sumner W.
Herman, president: Arnold J.
Horowitz, executive vp; Stanley
M. Friedman, treasurer; John. J.
Kelly, vp.

Compensation: Commissions
and fees.

Licensed excess/surplus broker
in: Massachusetts.

Insurance Planning
Consultants Inc.

3301 Douglas Ave., P. O. Box 1768,
Racine, Wis. 53401; 414-639-5400

1979 1978
Premium vol. $7,790,840 $7,953,997
Gross rev. ...... $1,424,553 $1,322,121
Employes ...... 36 37

Commercial bus. 98% 98%

Principal officers: LA Groulik,
president; F.W. Reich, R.E.
Schwartz, senior vps; R.A. Sin-
dorf, secretary; G.D. Simanek,
treasurer.

Compensation: Commissions.
Branch offices: Detroit; Indian-

apolis; Des Moines. Milwaukee;

Chicago, Springfield, Ill; Kansas
City, Kan.

International Excess &

Treaty Managers Inc.
56 Pine St., Providence, R.I. 02903;
401-272-5198

1979 1978
Premium vol. .. $3,898,000 $4,000,000
Gross rev. ... $818,000 $900,000
Employes ...... 10 10
Commercial bus. 95% 95%

Principal officers: Thomas A.
Kelley, president; James H. Kel-
ley, Thomas A. Kelley Jr., Garrett
E. Drummond and John Healey,
vps.

Compensation: Commissions.
Branch ofrice: Jericho, N.Y.
Subsidiary: International Ex-

cess & Treaty Managers (of New
York Inc.).

Licensed excess/surplus broker
in: New York, Rhode Island, Mas-
sachusetts, Vermont, District of
Columbia.

There are
a few msurance

agencies larger
than SK ...
butnotone

gives better
.

servic8 -IMVJ\.
rTHLL 31

Sen ice is what the insurance business
is all about. You know that and we know that. And service 1 BEST

is what keeps our clients coming back year after year.
James S. Kemper &.Company is an international James S. Kemper & Company

insurance agency. We're the business insurance brokers. 20 North Wacker Drive

We offer professional protection-emciently managed. Chicago, Illinois 60606

If you're looking for more than a policy, if you're looking Ibr service, call JSK Today at
(312) 558-3500.When it comes to service-we're The Best, because we want to be. We're JSK.

J

International Risks Inc.

1701 Pennsylvania Ave. N.W
Washington, D.C. 20006; 202-45;
6660

1979 1978 1
Premium vol. $4,000,000 $3,450,0(
Gross rev. $354,000 $299,0(
Employes ...... 8

Commercial bus. 85% 85

Principal officers: Thomas 0
Breen Jr., president; William A
Harvell, senior vp; Benjamin E
Conrad, Robert E. Swain and He
bert J. Kinzinger, vps.

Compensation: Commissions.
Branch office: Richmond, Va.
Subsidiary: Industrial Agenc:

Inc.

Parent company: Internationa
Bank. ]

Licensed excess/surplus broket
in: District of Columbia, Mary
land, Virginia.

Interstate Insurance
Group Inc.
704 Main St., Lake Geneva, Wis,
53147; 414-248-4492

1979 1978
Premium vol. $3,800,000 $3,300,000
Gross rev. ..... $750,000 $600,000
Employes ,,,,,, 20 18
Commercial bus. 40% 32%

Principal officers: Jeffery V.
Parrish, CPCU, president; John
Powers Sr., executive vp; Michael
Durante Jr., Richard Ploch and
Roger Still, vps.

Compensation: Commissions.
Branch offices: Walworth,1

Elkhorn, Beaver Dam, Wis.
Parent company: Keefe & Asso-

ciates Inc.

Johannesen-Farrar Inc.

110 S. Third St., Delavan, Wis.
53115; 414-728-2631

1979 1978
Premium vol. $3,322,394 $3,008,331
Gross rev. $643,398 $614,620

Employes .... 19 16
Commercial bus. 60% 60%

Principal officers: Joseph J.
Walters, president; Eugene F.
Groth, James A. Manderfeld, vps;
John M. Rielly, secretary/treas-
urer.

Compensation: Commissions
and fees.

Acquisition in the past year:
The Strong Agency (October 1979).

Branch offices: East Troy,
Elkhorn, Wis.

Subsidiary: Johannesen-Farrar
Real Estate Inc.

Licensed excess/surplus broker
in: Wisconsin.

Johnson, Kendall &
Johnson Inc.

Penns Trail & Route 332, New-
town, Pa. 18940; 215-968-4741

1979 1978
Premium vol. $5,520,000 $5,095,000
Gross rev. $791,000 $698,000
Employes .... 20 17
Commercial bus. 70% 70%

Principal officers: Edwin T.
Johnson, president; Ted S. Ken-
dall, CPCU, executive vp/treas-
urer; Donald L. Gallie, secretary;
William J. Alder, Richard B. Willis
Jr., vps.

Compensation: Commissions
and fees.

Johnson-Rast & Hays Co.
2131 Magnolia Ave., Birmingham,
Ala. 35255; 205-252-9031

1979 1978
Premium vol. $4.291,200 $4,267,400
Gross rev. . $710,300 $699,600
Employes ...... 32 30
Commercial bus. 79% 75%

Principal officers: H. Lee
Ohlman, agency manager; Robert
B. Hays, senior vp; John H. Truitt,
marketing manager.

Compensation: Commissions
and fees.



Licensed excess/surplus broker
in: Alabama.

K

Walter Kaye Associates Inc.
122 E. 42nd St., New York, N.Y.
10017; 212-867-0012

1979 1978

Premium vol. $81,000,000 $70,000,000
Gross rev. $8,025,000 $6,950,000

Employes ..... 150 139

Commercial bus. 9596 95%

Principal officers: Walter Kaye,
president; Lawrence Greenfield,
executive vp; Howard Kaye, Marc
Silverman, Joseph J. Rava, senior
vps.

Compensation: Commissions
and fees.

Acquisition in the last year:
Miller Agency (January 1980).

Branch Offices: Chicago; Bev-
erly Hills; Fairfield, Milford,
Conn.

Subsidiaries: Walter Kaye Corp.
of Conn., of Calif.; TKG Agencies
Inc.; American Administrators

Corp.

Parent company: The Kaye
Group Inc.

Licensed excess/surplus broker
in: New Y6rk, Connecticut

Keator Smith Inc.

79 Sanford St., Fairfield, Conn.
06*30; 203-259-8331

1979 1978

Premium vol. $6,000,000 $5,500,000
Gross rev. ... $800,000 $725,000

Employes .... 16 18
Commercial bus. 65% 65%

Principal officers: Gardiner
Smith; president; Paul Williams,
Alice Porter, vps.

Compensation: Commissions.
Licensed excess/surplus broker

in: Connecticut.

Keenan & Associates

3715 Lomita Blvd., Torrance, Ca-
lif. 90510; 213-373-8811

1979 1978

Premium vol. NA NA

Gross rev.  .. $3,000,000 $1,750,000

Employes ...... 95 61
Commercial bus. 9096 90%

Principal officers: John
Keenan, CLU, president; Beverly
Baskin, executive vp; Murt Mun-
son, CPCU, Ron Littlefair, Glenn
Miller, vps.

Compensation: Commissions
and fees.

Branch Offices: Phoenix; Ir-
vine, Riverside, Thousand Oaks,
Bakersfield, Fresno, Sacramento,
San Rafael, San Jose, Calif.

Kehe, Foy & Snelten
Insurance Agency Inc.
1650 N. Arlington Heights Road,
Arlington Heights, Ill. 60004; 312-
392-8550

1919 1978

Premium vol. $3;19,135 $3,111,776

Gross rev. ... $560,235 $522,335

Employes ..... 15 15

Commercial bus. 60% 58%

Principal officers: George B.
Snelten, president; Leonard N.
Foy, vp; Eugene D. Darcy, secre-
tary; Harry T. Drayson, treasurer.

Compensation: Commissions.
Branch Offices: Schaumburg,

Des Plaines, Ill.

Kendall Insurance Inc.

P.O. Box 1106, 90 S. Main St.,
Rochester, N.H. 03867; 603-332-
5800

1979 1978

Premium vol ... NA NA

Gross rev. $3.400,000 $3,200,000
Employes ... .·.. 80 78
Commercial bus. 8596 85%

Principal officers: Kennett R.
Kendall Jr., president; Robert N.
Kendall, Richard L. Williams, ex-
ecutive vps; John R. Dulude, F.
Roland Keans, vps.

Compensation: Commissions
and fees.

Branch Offices: Manchester,

Somersworth, Alton, Wolfeboro,
Dover, N.H.

Licensed excess/surplus broker

in: New Hampshire, Maine.

Keough-Kirby
Associates Inc.

Stadium Bldg., Monument Sq.,
Woonsocket, R.I. 02895; 401-769-
8100

1979 1978

Premium vol. $5,900,000 $5,400,000

Gross rev. $1,000,000 $900,000

Employes ..... 28 27
Commercial bus. 80% 80%

Principal officers: Kevin K.
Coleman, president; Paul C. Fay,
vp; Joseph H. O'Donnell Jr., trea-
surer; Therese L. Lefebvre, CPIW,
secretary.

Compensation: Commissions.
Licensed excess/surplus broker

in: Rhode Island.

Kessler-Bodenheimer Inc.

P.O. Box 30649,344 Camp St., New
Continued on next page
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SARASOHN & Company
NATION'S LEADING PUBLIC ADJUSTERS

(HOME OFFICE) EAST ORANGE, NEW JERSEY (201) 675-1400
CONVENIENT REGIONAL OFFICES

NATIONWIDE TOLL FREE NUMBER (800) 526-1365

COLORADO MINNESOTA

CONNECTICUT NEW YORK

FLORIDA - NORTH CAROLINA

INDIANA PENNSYLVANIA

ILLINOIS TENNESEE

WISCONSIN

AFFILIATES IN PUERTO RICO, LONDON

NEW YORK, NEW YORK (212) 962-0900

' Y\*thrive on
companies that

flur biggest satisfaction comes
I I from helping companies that
(1 pay too much for insurance.
When they turn to us, it's often a trib-
ute to our specialty: Reducing premi-
ums by reducing risks.

Risk reduction has become such

a science with us that few brokers can

compare. We have a staff of top
engineers that will give your company
the most thorough going-over.
We work with an alacrity seldom seen
in any business.

But don't let our youthful enthu-
siasm fool you.We're 129 years old.
We've been finding more feasible ways
to insure companies since 1851. --

And our people have a history 4 -
ofstaying with us. So those who
serve you now will be there

to serve you again.You get consistently
superior service.

But although we offer you the wis-
dom of our years, we also offer you
our foresight.We lookbeyond reducing
risks to how your company will be
affected if some mishap actually occurs.

The Dale team will suggest
better ways to protect your holdings.
We don't want an accident in one

part ofyour operation to cause down-
time and reduced profitability in
another.

So ifyou've got a feeling you could
be paying less for insurance,

we've got offices right across
Canada you can call.

We're Dale & Company.
The largest broker owned

by Canadians.

Dale &CompanyLimited
Insurance Brokers

Offices at: St.John's-Corner Brook-Grand Falls-Hal#ax-Montreal-Ottawa-Toronto
Hamilton-London-Windsor-Winnipeg-Calgary-Edmonton-Vancouver

Head Office: Box 18,Toronto-Don*nion Centre,Toronto, Ontario M5K 1.B2.
Telephone: (416) 366-4645 -
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Orleans, La. 60190; 504-581-6151

Principal officers: Marion
Kessler, chairman; Kenneth E.
Newburger, CPCU, presidenU
chief executive officer; Henry J.
Bodenheimer, executive vp.

Compensation: Commissions
and fees.

Branch office: Shreveport, La.
Licensed excess/surplus broker

in: Louisiana.1979 1978
Premium vol. $14,000,000 $12,000,000
Gross rev. .... $1,850,000 $1,660,470 Kimbro Ltd.
Employes ..'... 37 35
Commercial bus. 88% 85% 2550 S. Telegraph Road, Suite 230,

Bloomfield Hills. Mich. 48013; Calif. 90017; 213484-0220
313-858-8380

1919 1978
Premium vol. $70,000,000 $62,000,000

Employes . 175 170

Gross rev. $8,500,000 $7,500,000

Commercial bus. 9596 95%

1979 1978
Premium vol. $5,500,000 $3.250,000
Gross rev. $253.946 $109,017
Employes . 6 2
Commerc.al bus. 99% 99%

Principal officer: Lawrence W.
Kimberly, president.

Compensation: Commissions.

Kindler & Laucci Group
1545 Wilshire Blvd., Los Angeles,

Insured
long term disability

for large
and complex groups

We are most competitive
bidding for groups with annual premiums ranging

from $100,000 to $5,000,000 or more

OFFERED ONLY THROUGH AGENTS AND BROKERS-PLEASE HAVE YOUR BROKER CONTACT US

LEADER AGENCY, INC.
THE BROKER'S BROKER

994 Old Eagle School Road
Suite 1016

Wayne, PA 19087
(215) 687-6200
Telex: 846199

3407 West Sixth Street
Suite 704

Los Angeles, CA 90010
(213) 387-1014

A Manhattan Life Pacesetter

THE AEGLI

$300,000
GROUPINSURANCE

INVITATIONAL OPEN

The Facesetters
j

Manhattan Life's Affiliated Employers Group Life
Insurance (AEGLI) policy-the most talked about Also available at the AEGLI Pro Shop
group insurance plan in the industry today.

• Spouse Insurance(Group policy no. 9000GL. Available in Texas
only on a limited basis). • Accidental Death Coverage

Entry Purse • Group Permanent

Qualifications • Flexible Insurance Schedules

25 or more lives • Many, Many More Features

20-24 lives

15-19 lives

10-14 lives

Up to $300,000 per Life
Guaranteed Issue

Up to $ 80,000 per Life
Guaranteed Issue

Up to $ 60,000 per Life
Guaranteed Issue

Up to $ 50,000 per Life
Guaranteed Issue

Want to score a hole-in-one with group insurance?
Then tee off with the AEGLI Pro-your local
Manhattan Life General Agent.

Principal officers: A.H. Kindler,
chairman; G.El Noble, president;
RA Fletcher, R.J. Stewart, execu-
tive vps; E.M. Farrell, first vp.

Compensation: Commissions
and fees.

Branch Offices: San Francisco,
Palo Alto, Fresno, Santa Maria,
Pasadena, Encino, Newport
Beach, San Diego; Phoenix,
Holbrook, Ariz.

Licensed excess/surplus broker
in: California.

King & Neel Inc.
1164 Bishop St., Suite 1710; Hono-
lulu, Hawaii 96813; 808-521-8311

1979 1978
Premium vol. . , $5,045,000 $4,274,000
Gross rev. $883,000 $639,000
Employes .... 16 15
Commercial bus. 96% 98%

Principal officers: Harvey C.
King, president; Jack S. Wilmoth,
senior vp; Robert C.M. Yuen, vp/
treasurer; Evelyn Hirai, secretary;
Karyn Tercy, assistant vp.

Compensation: Commissions.
Parent company: HCK Inc.
Licensed excess/surplus broker

in: Hawaii.

Kinney, Pike, Bell
& Conner Inc.

98 Merchants Row,
05701; 802-775-2311

Rutland, Vt.

1979 1978
Premium vol. $11,044,455 $9,600,000
Gross mv. $1,534,835 $1,369,466
Employes ....., 40 39
Commercial bus. 76% 76%

Principal officers: Edward C.
Pike, president; James H.L.
Morse, CPCU, executive vp; War-
ren Eastwick, Robert K. Coyle,

CIC, CPCU, vps; Roger M. Pike
treasurer.

Compensation: Commissions.
Acquisition in the last year:

Smith, Bell & Thompson 01
Rutland, Vt.

Branch offices: Brattleboro.
Hartford, Vt.

Subsidiary: Kinney, Pike, Bell
& Connor Life Corp.

Licensed excess/surplus broker
in: Vermont.

H.C. Knight & Co.
320 Walnut St., Philadelphia,
Penn. 19105; 215-923-5440

1979 1978
Premium vol. $11,500,000 $11,500,000
Gross rev. , . $965,000 $913,000
Employes .... 28 29
Commercial bus. 70% 77%

Principal officers: John A.
Philbrick III, Richard N. Knight
Jr., Charles B. Achuff, partners.

Compensation: Commissions
and fees.

Acquisition in the past year:
Fred T. Chandler Jr. (Insurance
Agency) (1980).

Licensed excess/surplus broker
in: Pennsylvania.

The Kooper Group
666 Fifth Ave., New York, N.Y.
10019; 212-246-2188

1979 1978
Premium vol. $8,000,000 $10.000,000
Gross rev. $200,000 $250,000
Employes ...... 4 5
Commercial bus. 95% 95%

Principal officers: Michael
Kooper, president; Michael D.
Rockman, vp.

Compensation: Commissions
and fees.

Krasner/Arcadia Group inc.
116 John St., Room 310, New York,
N.Y. 10038; 212-233-4328

Select from threetournament levels
All entries subject to our underwriting guidelines

LEVEL PAR

Championship
20% - 40% • Can be written on as few as one life
discount on • No cutbacks at age 65
New York State • Lifetime coverage available
group rates at retirement

Masters

30% - 50%

discount on

New York State

group rates

Pro

40% - 60%

discount on

New York State

group rates

• Requires 10 or more lives
• Coverage reduces by 50 percent at

age 70, and additional 50 percent at
age 75

• Coverage terminates at retirement

• Requires 10 or more lives
• Coverage terminates at age 70

MANHATTAN LIFE
THE MANHATTAN LIFE INSURANCE COMPANY

The Pacesetters
Setting the pace in products, underwriting and service

Home Office:

111 West 57th Street, New York, NY 10019
Telephone: Marketing Department (212) 484-9445, 484-9432

a company of the MANHATTAN LIFE corporation



1979 1978

Premium vol. . $6,000,000 $4,000,000

Gross rev. ... $800,000 $500,000

Employes ...... 11 15
Commercial bus. 8096 7596

Principal officers: Bernard
Evans, president; Michael
Krasner, vp; Allan Riefs, vp; Percy
Paget, secretary.

Compensation: Commissions.

Kruger Insurance
Agency Inc.

39 S. LaSalle St., Chicago, Ill.
60603; 312-7264002

1979 1978

Premium vol. $6.500,000 $5,500,000

Gross rev. $949,000 $786,000

Employes ...... 24 20
Commercial bus. 9396 92%

Principal officers: James H.
Kruger, president; James S.
Thomas, vp; Vicky L. Thomas, vp/
secretary/treasurer.

Compensation: Commissions
and fees.

{L'

Lachance, Bertrand, Benoit
& Lavigne Ltd.

1320 Graham Blvd., T.M.R., Mon-
treat, Quebec, Canada H3P 308;
514-279-7281

1979 1978

Premium vol. $4,104,000 $4,486,640
Gross rev. .., $885,000 $925,000
Employes ...... 24 24
Commercial bus. NA 50%

Principal officers: Robert La-
chance, president; Andre

Bertrand, vp; Maurice Lachance,
treasurer; J.L. Benoit, general
manager; C. Lavigne, vp.

Compensation: Commissions
and fees.

W.C. Ladd & Sons

14 School St., Rockland, Maine
04841; 207-5944111

1979 1978

Premium vol. $7,415,589 $5,460,160
Gross rev. $1121,509 $1,058,655

Employes ..... 39 37
Commercial bus. 55% 5590

Principal officers: Frank E.
Mace, president; David E. Cole Jr.,
vp/treasurer; Austin S. Childs,
Richard H. Lovejoy, Robert E. Jor-
dan, vps.

Compensation: Commissions.
Branch Offices: Belast, Cam-

den, Waldoboro, New Harbor,
Maine.

Licensed excess/surplus broker
in: Maine.

Lamb Little & Co.

309 W. Washington St., Chicago,
Ill. 60610; 312-332-5541

1979 1978

Premium vol. $12,250,000 $11,550,000

Gross rev. $1,950,000 $1,910,0()0

Employes ....., 38 37
Commercial bus. 91% 90%

Principal officers: Raymond J.
Clancy, president; David B. Peck,
senior vp; Frank L. Hoffeller, ex-
ecutive vp/treasurer.

Compensation: Commissions
and fees.

Licensed excess/surplus broker
in: Illinois.

John G. Lambros Co. Inc.
455 Central Park Ave., Scarsdale,
N.Y. 10583; 914-723-0088

1919 1978

Premium vol $1.600,000 $1,150,000

Gross rev. .... $2,251,364 $162,969

Employes ...... 8 6
Commercial bus. 80% 80%

Principal officers: John G. Lam-
bros, president.

Compensation: Commissions
and fees.

M.E. "Micky" Lane Inc.
14950 Martin D., Eden Prairie.
Minn. 55344; 612-937-9272

1919

Premium vol. $3,000,000

Gross rev. $365,000

Employes ...... 6

Commercial bus. 70%

1978

$2,934,000
$358,000

8

70%

Principal officers: M.E. Lane
Sr., chairman; M.E. Lane Jr., presi-
dent; Dennis Stein, vp.

Compensation: Commissions.

Lasher-Cowie Agency Inc.
1807 N. Central Ave., Phoenix,
Ariz. 85004; 602-258-3421

1979 1978

Premium vol. $8,600,000 $7,500,000

Gross rev. $1,415,126 $1,303,768
45 40Employes .

Commercial bus. 75% 67%

Principal officers: Robert P.
Cowie, president; Richard J.
Seminoff, vp; Donald F. Lasher,
secretary/treasurer; Kenneth D.
Whitley, vp.

Compensation: Commissions
and fees.

Branch office: Lasher-Cowie-
Turner, Flagstaff, Ariz.

Subsidiaries: Lasher-Cowie &
Schneider, Tucson; Rocky Moun-
tain General Agency, Phoenix.

Licensed excess/surplus broker
Continued on next page
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MEDICAL PROFESSIONAL LIABILITY
Excess Layers or Reinsurance

for

Physician Groups or Hospitals
• Primary Insurance Prograns
• Self-Insured Retentio,s

• Reciprocal Exchanges
• Captives

5(9- Airooks, Btlettie & (Sarman
Insurance

SJITE 302 • 210 AL_EGHENY AVENUE • TOWSCN MARYLAND 21204
(301) 821-ELCO • TELEX: 8-7762

- Direct Corresoondents at Lloyd's -

Secure Fore ami Aft

111
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in: Arizona.

Laub Group Inc.

324 E. Wisconsin Ave., Milwau-
kee, Wis. 53202; 414-2714292

[Fi

EFI
11

1979 1978
Premium vol- NA NA

Gross rev. $2,050,000 $1,800.000
Employes ...... 55 53
Commercial bus. 93% 92%

Principal officers: Raymond H.
Laub, president; George Stevoff,
executive vp; Robert A. Stewart,
first vp.

Compensation: Commissions
and fees.

Branch Offices: Appleton, Ra-
cine, Janesville, Madison, Wausau.

Subsidiaries: T/N & Associates

FIAAACIAL
GUARDIAn

Inc; Strauss Zahn Co.
Licensed excess/surplus broker

in: Wisconsin.

A.W. Lawrence & Co. Inc.
(formerly Lawrence & Van
Voast Inc.)

108 Union St., Schenectady, N.Y.
12305; 518.370-1720

Premium vol.

G-oss rev.

Employes

... A nAmE TO KnOW
AnD REmEmBER

Insurance Brokerage
(US and Worldwide)

Risk Consulting

Captive Management

Self-Insurance Administration

Reinsurance Intermediary

"At Financial Guardian, we find ways to serve."

1979 1978
$22,950,000 $21,300,000

$1,839,613 $1,549,791
65 60

OFFICES IN PRINCIPAL CITIES.

CORPORATE HEADQUARTERS:

5 FinAnCIAL GUARDIAn InSURAnCE AGEnCY. inc.
3100 BROADWAY, KANSAS CITY, Mo. 64111
PHONE 816/561-8630 · TELEX 424148

Commercial bus. 60% 60%

Principal officers: Albert W.
Lawrence, president; Harold R.
Tincher, vp/treasurer; Harry E.
Bickford Jr.; Barbara Dunbar,
Gary Keehfus, William Mather,
Horace S. Van Voast III, vps.; Bar-
bara C. Lawrence, secretary.

Compensation: Commissions
and fees.

Branch Offices: Albany, Buf-
falo, Forest Hills, Glens Falls,
Rochester, Schenectady, Syra-
cuse, Troy, Waterford, N.Y.; Louis-
ville, Ky.; Niles, Ohio; Phoenix,
Ariz.

Subsidiaries: Fitts-Lawrence
Inc.; Lawrence Management Co.
Inc.; Lawrence Funding Inc.

Licensed excess/surplus broker
in: New York.

Lawton-Byrne-Bruner
Insurance Agency Co.
10 Broadway, St. Louis, Mo.
63102; 314-621-5540

1919 1978
Premium vol. NA NA

Gross rev. $11,146,800 $10,028,600
Employes . 229 213

Commercial bus. 95% 95%

Principal officers: W.W. Fetner,
chairman; H.R. Larkin, president;
C.P. Skwiot, executive vp; J.B.
Andrews Jr., senior vp/secretary;
J.0. Felker, vp/treasurer.

Compensation: Commissions
and fees.

Subsidiaries: Parcel Insurance
Plan Inc.; John O. Felker Benefit
Services (affiliates).

Levinson Brothers Inc.

235 Montgomery St., San Fran-
cisco, Calif. 94104; 415434-3200

1979 1978
Premium vol. $12,785,200 $10,793,229
Gross rev. $1,381,408 $1,332,367
Employes .... 22 21
Commercial bus. 92% 91%

Principal officers: Fred Levin-
son, president; Morton I. Levin-
son, Bernard S. Greendorfer, vps;
David J. Levinson, vp/secretary.

Compensation: Commissions.
Licensed excess/surplus broker

in: California.

Libration Point

Consultants Ltd.

R.R. 2, Box 14B East St., New Ca-
naan Conn. 06840; 914-5334546

1979 1978
Premium vol. $3,191,000 $112,000*
Gross rev. $488,000 $21,000*
Employes ...... 9 2
Commercial bus. 92% 70
*Only operative November-December 1978.

Principal officers: Michael F.
Abate, president/chief executive
officer; Robert L. Abate vp; An-
thony M. Abate, treasurer/secre-
tary; Alfred M. Abate, counsel;
Charles Loudon, CPA, bookkeep-
ing/finances.

Compensation: Commissions
and fees.

Branch Offices: Vista, N.Y.;
Palm Beach, Fla.

Don Liebert Insurance

175 S. Middletown Road, Nanuet,
N.Y. 10954; 914-623-3434

1979 1978
Premium vol. $6,123,000 $5,450,000
Gross rev. $1,004,941 $858,037
Employes ..... 21 19

Commercial bus. 60% 55%

Principal officers: Donald F.
Liebert, CPCU, CLU, president;
Richard Hiller, CPCU, vp.

Compensation: Commissions.

Ligon, Gump & Ligon Inc.
4230 LBJ Freeway, Suite 508, Dal-
las, Texas 75234; 214-661-5050

1979 1978
Premium vol. . $7,264,000 $6,229,000
Gross rev. $1,248,200 $1,062,100
Employes . 26 19
Commercial bus. 84% 80%

Principal officers: Max D. Lig-
on, president; Harry A. Gump,
CPCU, executive vp/secretary;
Fred F. Ligon, CPCU, CIC, vp/

treasurer; Richard T. Gump, CIC,
VP.

Compensation: Commissions.
Subsidiary: L.G.L. General

Agency Inc.
Licensed excess/surplus broker

in: Texas.

De Lima Y Compania
A. A. 165, Cali, Colombia, South
America; 894111

1979 1978
Premium vol. $35.200,000 $20,600,000
Gross rev. $6,200,000 $5,100,000
Employes .... 350 300

Commercial bus. 92% 86%

Principal officers: Ernesto De
Lima, president; Jorge A. Uribe,
executive vp; Alvaro Hernan Me-
jia, commercial vp; Pedro Piedra-
hita, financial vp; Roberto Arango,
secretary.

Compensation: Commissions.
Branch offices: Bogota, Medel-

lin, Barranquilla, Cali, Cartagena,
Pereira, Manizales, Bucaramanga.

Parent company: DeLima & Co.
en Cali.

 YOUR
/ DIRECT

/ ROUTE TO
/ EXCESS
/ SURPLUS j

j MARKETS j
2 . tr.' .' I : 1

BOSTON
SPECIAL RISK
AGENCY, INC

Property. Casualty

We've been helping agents
solve excess surplus
problems for over ten
years. Helped them define
needs and present them
coherently to the best
markets. Worldwide

markets- all A + except in
the most unusual situations.

YOU can count on us for

performance, financial
capacity, stability - and
longevity. Boston Special
Risk will be around when

needed. For assistance or
information call

617/ 723-6550 and ask for

JAMES E. LONGACRE,
Vice President

35 CONGRESS STREET

BOSTON, MA 02109



tchfield County
bency Inc.

5 Prospect St., Torrington,
nn. 06790; 203482-6566

1979 1978

Imium vol. $5,085,067 $4.200,500

>ss rev. .. $880,886 $687,300

;ployes ...... 30 24
nmercial bus. 47% 45%

Principal officers: Robert Venn
wr Jr., president/treasurer: Dan-
, H. Kraut, vp; John L. Donovan,
cretary.
Compensation: Commissions.
Acquisitions in the past year:
aterbury Insurance Agency
ow L.C.A.); Burns & Gallagher.
Branch Offices: Litchfield, New
ilford, North Haven, Waterbury,
insted, Thomaston.
Subsidiary: Travel House.

. Lofberg Inc.

;3 Cedar Lane, Teaneck, N.J.
4666; 201-836-2100

1979 1978

,·emium vol. 54,900,000 $4,225,000
ross rev. $880,000 $820,000
nployes ...... 20 19
immercial bus. 60% 60%

1 Principal officers: Richard C.
of'berg, CPCU, chairman/chief
Kecutive officer; Paul W. Lofberg,
IPCU, president; Franklin D.
atz, executive vp; Adele Kisch-
aum, secretary.
Compensation: Commissions

nd fees.

Subsidiaries: Letz-Lofberg
Lssn.; Van Houten-Lofberg
gency.

..G. Loomis & Co. Inc.

)ne Tobey Village Office Park,
ittsford, N.Y. 14534; 716-385-2900

1919 1978

'remium vol. $6,071;63 $5,900,872

;ross rev. .... $1,150,661 St,159,320

Cmployes ...... 28 32
:ommercial bus. 72% 78%

 Principal officers: Leslie G.
..oomis, president/treasurer; Bar-
Dara B. Walker, secretary; Edward
4. Vander Horst, Paul M. Starr,
)elos E. Wilkinson, vps.

Compensation: Commissions
and fees.

Acquisition in the past year:
Bloomfield-Holcomb Agency Inc.
IDecember, 1979).

Branch office: Bloomfield-

Holcomb Agency, Holcomb, N.Y.
Subsidiary: E.C. Cooper, Inc.,

Watkins Glen, N.Y. (sold January,
1980).

I M
'.

Maclntyre, Fay & Thayer
Insurance Agency Inc.
1 Wells Ave., Newton, Mass.
02159; 617-332-5100

1979 1978

Premium vol. ... $14,865,500 513,287,900

Gross rev. ...... $2,752,900 $2,410,000

Employes 66 63

Commercial bus. 68% 69%

Principal officers: Joseph J.
Fay, chairman; Richard E. Eagan,
president; Walter P. Corcoran,
Sanford D. Elsass, vps; Paul G. De-
mos, treasurer.

Compensation: Commissions
and fees.

Subsidiary: Surplus Services
Insurance Agency Inc.

Licensed excess/surplus broker
in: Massachusetts.

Mack & Parker Inc.

55 W. Monroe, Chicago, Ill. 60603;
312-346-1221

1979 1978

Premium vol. .. NA NA

Gross rev. ...... $2,581.000 $2,180,000

Employes 62 55

Commercial bus. 93% 9396

Principal officers: Edward E.
Mack Jr, CLU, CPCU, chairman/
president; Edward E. Mack III, ex-
ecutive vp; John P. Mack, CLU,
CPCU, vp/treasurer; Charles S.
Mack, CLU, CPCU, vp/secretary;
Martin P. Hughes, vp.

Compensation: Commissions

and fees.

Parent company: Assurex In-
ternational.

Licensed excess/surplus broker
in: Illinois.

Mahoney & Wright
Insurance Agencies
140 Federal St., Boston, Mass.
02110; 617-337-0451

1979 1978

Premium vol. $10,800,000 $7,500,000

Gross rev. ... $1,566,000 $1,102,000

Employes .64 47
Commercial bus. 53% 50%

Principal officers: Norman R.
Wright, president; Richard For-
rest, Donald Beale, vps.

Compensation: Commissions.
Acquisition in the past year:

Scituate Insurance Agency (1979).
Branch offices: Weymoth,

Wakefield, Newton, Scituate,
Rockland, Middleboro, Sudbury,
Manchester, Mass.

Parent company: Mahoney &
Continued on next page
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MIAMI and LOS ANGELES
. . are two locations worldwide where

/& 4 corporate risk managers can call outthe ARMI against spiraling insurance
-            costs. To enlist the ARMI . . Assurex

Risk Management Institute...in your
business (and elsewhere in more than

 40 states and 16 foreign countries) call
your Assurex International broker.

D. R. MEAD & COMPANY

1900 Biscayne Boulevard
Miami. Florida 33132

305-576-1101

KINDLER & LAUCCI

1545 Wilshire Boulevard

Los Angeles. California 90017
213-484-0220

e eour best

*
See our ad on page 6

agents
siveusa
hard t.lilli.

Jack Riffle, President,
Utica IMational Insurance Giolip

They complain. They criticize. They hardly 1966, we've invited representative groups of
ever leave well enough alone-and they dish agents from across the country to join top home
out more advice than a mother-in-law and office executives and me for national and

accountant put together. regional agent advisory board meetings.
Yet we're crazy about them. We'd be crazy if We listen. We discuss. We even leave the

we weren't. room for a while and let the agents talk about
Mot only because their complaints are often us behind our backs.

valid, their criticism constructive, and their But most important of all, we act on their
advice helpful. advice.

But because their minds are the kinds of In the last few years, they've prompted us to
minds we can always profit from getting a institute company-wide standards. Revise
piece of. rates. Plunge into new markets and improve

The minds of truly independent agents. existing products. And much, much more.
Operi. Imaginative. Free-thinking. The result of this constant give-and-take of

When our agents volunteer their candid ideas and insights has been a very special,
viewpoints, they're doing us a great favor. very satisfying relationship between agent and
Through their independent eyes, they're allow- company.
ing us to see, respond to, keep in stride with And, we might add, record sales and profits
the ever-growing needs of an ever-changing for both.

society. And, quite frankly, to keep up with our Our best agents give us a hard time.
competition as we otherwise couldn t. We can't thank them enough.

So eager are we for their criticism, in fad- Like to hear more about us and our agents?
we actually ask for trouble. Each year since Write to me, Jack Riffle, for the complete picture

A
0 Utica National Insurance Group

Insurance that starts with Y(Ht.

Utica Mutual Insurance Company/Graphic Arts Mutual insurance Company/Utica National Life Insurance Company. Principal Office: New Hartford, M.Y.
Regional Offices: Atlanta, Boston, Dallas, Los Angeles, New Hartford, New York City, Richmond.
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Agent /Broker
Profiles
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Wright Corp.

Licensed excess/surplus broker
in: Massachusetts.

Guy A. Main & Co.
2041 Rosecrans Ave., El Segundo,

Calif. 90245; 213-640-2121

1979 1978
Premium vol .. $6,540,315 $3,689,176
Gross rev. .... $844,130 $542,446
Employes ...... 10 10
Commercial bus. 9196 99%

Principal officers: Guy A. Main,
president; Les H. Amoy, senior vp;
Mel D. Vinyard, vp; Jane Tippin,
treasurer.

Compensation: Commissions
and fees.

Acquisition in the past year:
Zimmerman Insurance Asscciates

(October 1979).
Branch office: Marrero, La.
Licensed excess/surplus broker

in: California.

Phillip Margolis & Co.
26311 Woodward Ave., Hunting-
ton Woods, Mich. 48070; 313-398-
1700

1979

Premium vol. $2,420,000
Gross rev. 5299,900
Employes ...... 8
Commercial bus. 89%

REED STEN HOUSE

Providing expert advice and services-
in the United States and around the world.

Reed Stenhouse offers complete insurance
brokerage and employee benefits facilities
through 25 U.S. offices.

The parent, Reed Stenhouse Companies
Limited, is the Toronto-based international
insurance and reinsurance brokerage and
risk management organization operating
through 166 offices in 33 countries.

Australia, Belgium, Bermuda, Botswana, Brunei, Canada, Fiji, France, Greece,
Hong Kong, Lebanon, Malawi, Malaysia, Mexico, Morocco, New Zealand,
Papua New Guinea, Philippines, Republic of Ireland, Saudi Arabia, Singapore,
South Africa, Spain, Swaziland, Sweden, Switzerland, Taiwan, Thailand,
United Arab Emirates, United Kingdom, United States, Zimbabwe, Zululand.

1978

$2,200,000
$319,000

10

87%

Principal officers: Phillip
Margolis, CPCU, president; Jill A.
Margolis, IIA, vp; Catherine Ko-
day, treasurer; Estelle B. Smith,
secretary.

Compensation: Commissions.
Subsidiaries: North Central Un-

derwriters; Standard Premium
Budget Co.

Parent company: Central
Agency Corp.

Licensed excess/surplus broker
in: Michigan.

Mark IV Insurance

Agency Inc.

7461 N.W. 4th St., Plantation, Fla.
33317; 305-791-1700

1979 1978
Premium vol. $1,000,000 $800,000
Gross rev. $180,000 $150.000
Employes .6 5
Commercial bus. 60% 60%

Principal officers: Dale L.
Levendoski, CIC, president;
Sharon E. Levendoski, CIC, secre-
tary/treasurer; Gerald Arch,
CPCU, vp-surety.

Compensation: Commissions.

Marshall Paris
Insurance Inc.

18041 Bothell Way N.E., Bothell,
Wash. 98011; 2064864227

1979 1978
Premium vol. $3,555„244 $2,835,000
Gross rev. .... $507,892 $405,000
Employes ..... 13 13
Commercial bus. 60% 52%

Principal officers: George
Marshall Paris Sr., CPCU, CLU,
president; R. Ray Westfall, CLU,
vp-life sales; Gay M. Paris, trea-
surer; Mary A. Paris, secretary.

Compensation: Commissions.
Licensed excess/surplus broker

in: Washington.

Martz-Altschuler &
Associates Inc.

2 Green Village Road, Madison,
N.J. 07940; 201-3777313,201-377-
7455

1979 1978
Premium vol. $1,500,000 $1,100,000
Gross rev. ... $210,000 $175,000
Employes .6 5
Commercial bus. 7096 70%

Principal officers: Edward F.
Martz, president; Edward F. Martz
Jr., vp/secretary/treasurer.

Compensation: Commissions.
Branch office: Morris Plains,

N.J.

May-Davis Inc.
P.O. Box 11558,5227 E. Trent, Spo-
kane, Wash. 99211; 509-535-8783

1979 1978
Premium vol. $5,500,000 $3,000,000
Gross rev. . . $650,000 $500,000
Employes ..... 5 7
Commercial bus. 98% 98%

Principal officers: Laurel E.
May, president; William H. Davis,
executive vp; Allen A. Lindholm,
vp; Lorraine M. May, secretary/
treasuer .

Compensation: Commissions.

Raymond G. McCarthy
& Co. Inc.

502 Bloomfield Ave.,
07044; 201-239-9404

Verona, N.J.

1979 1978
Premium vol. $2A00,000 $2,200,000
Gross rev. ... $380,000 $355,000
Employes ..,... 10 9
Commercial bus. 69% 68%

Principal officers: John E. Pop-
owich, CPCU, president; Thomas
J. Stokes, CIC, vp; Celeste A.
Grohe, secretary/treasurer; Ray-
mond G. McCarthy, associate.

Compensation: Commissions
and fees.

McCune-Dickinson Inc.

310 Howard St., Petoskey, Mich.
49770; 6164474166

Premium vol.

Gross rev.

Employes .
Commercial bus.

1979

$2,000,000
$400,000

8

76%

1978

$1,650,000
$335,000

9

75%

Principal officers: S.R. Dickj
son, CPCU, president; William
Sutton, vp.

Compensation: Commissioi
and fees.

Licensed excess/surplus brok
in: Michigan.

McDowell Insurance Inc.

338 Lincoln Way E., P.O. Box 49
Chambersburg, Pa. 17201; 71
263-8401

1979 1978
Premium vol. $5,594,832 $4,702,5
Gross rev. $1,214,833 $966,5
Employes ,..... 34
Commercial bus. 65% r

Principal officers: Edward (
Zimmerman, president/treasure
KarlA. Shreiner, CPCU, executh
vp/secretary; Robert C. Reymi
Jr., vp; Josef F. Kliment, assistar
vp; William R. Gingrich, assist:ar
secretary.

Compensation: Commission
and fees.

Branch offices: Greencastlf
Waynesboro, Mercersburg, Fayel
teville, Pa.

Licensed excess/surplus broke
in: Pennsylvania.

The McEIroy-Minister Co.
141 E. Town Street, Columbus
Ohio 43215; 614-228-5565

1979 1978
Premium vol. $25,000,000 $24,000,00
Gross rev. $3,650,000 $3,131,00

Employes ... 80 8
Commercial bus. 70% 709

Principal officers: H. Thorl
Minister Jr., chairman; John C
Glandon, president; Richard P
Banks, executive vp; Hugh M
Hadley, senior vp; Hall B. Liles Jr.
VP.

Compensation: Commissiont
and fees.

Subsidiaries: Bancroft Co.

McGowan & Co. Inc.

21010 Center Ridge Road, Rockj
River, Ohio 44116; 216-333-6300

1979 1978
Premium vol ... $6,292,000 $5,820,00(
Gross rev. $732,000 $664,00(
Employees ...... 12 12
Commercial bus. 51% 47%

Principal officers: Thomas B.
McGowan, president; Thomas B.
MeGowan III, vp.

Compensation: Commissions.

McGriff & Seibels Inc.

2211 7th Avenue S., P.O. Box
10265; Birmingham, Ala. 35202;
205-252-9871

1979 1978
Premium vol. $32,000,000 $27,000,000
Gross rev. ... $4,171,578 $3,119,098
Employes ....., 104 85
Commercial bus. 96% 96%

Principal officers: Lee MeGriff,
chairman; H.G. Seibels Jr., vice
chairman; Richard M. Womack,
president; C. Ellis Wanninger, trea-
surer; Charles 0. Holladay, vp-
sales.

Compensation: Commissions
and fees.

Branch offices: Florence,
Fairhope, Ala.

Subsidiaries: Insurers Services
Inc.; Data Processing Systems; As-
sociated Insurance Brokers.

Licensed excess/surplus broker
in: Alabama.

McLaughlin & Co.
P.O. Box 13866,1 E. Jackson
Blvd., Savannah, Ga. 31406; 912-
354-0882

1979 1978
Premium vol. $1,100,000 $860,000
Gross rev. .. $192,000 $150,000
Employes .9 7
Commercial bus. 61% 58%

Principal officers: James L.
McLaughlin, Donald Lusk, vps;
Doris Elkins, secretary/treasurer.

Compensation: Commissions.

McManus &
Pellouchoud Inc.

Suite 1220, 141 W. Jackson Blvd.,

.



hicago, Ill. 60604; 312427-1961

1979 1978

·emium vol. $27,500,000 $30,000,000
ross rev. $2,700,000 $2,700,000

nployes ...... 33 33
jmmercial bus. 90% 90%

Principal officers: Robert B.
[cManus, president; Vernon J.
ellouchoud, vp/secretary.
Compensation: Commissions.

erriam, Ellis & Benton

840 Washington Ave., P.O. Box
3245, Kansas City, Kan. 66112;
13-334-2100

1979 1978
remium vol. $1,300,565 $1,268,000

·ross rev. $314,791 $319,600

mployes .... 10 11
ommercial bus. 63% 65%

Principal officers: Don A. Ellis,
:PCU, senior partner; John C.
;ann, junior partner; Frank Si-
nonich, producer.
Compensation: Commissions.
Acquisition in the past year:

fohn Lillig Agency.

VIetz, Lecy, Barnes & Thias
nsurance Agency Inc.

;035 Executive Drive, Lansing,
ich. 48910; 517-394.3880

1979 1978
remium vol. $3,581,905 $2,583,469
;ross rev. $569,666 $307,323
Employes ...... 11 6
'ommercial bus. 80% 80%

Principal officers: Clayton J.
Metz, president; Robert C. Lecy,
CLU, treasurer; Cloyd W. Barnes,
vp; George Thias, secretary.

Compensation: Commissions.
Acquisitions in the past year:

Mike Kirgis Insurance Agency,
Ionia, Mich.; Aviza Insurance
Agency, Coldwater, Mich.

Branch offices: Ionia, Coldwa-
ter, Mich.

Montana International
Insurance Inc.

P.O. Box 6127, 1200 N. Montana,
Helena, Mont. 59601; 406442-5360

1979 1978

Premium vol. $4,000,000 $3,440,000

Gross rev. $800,000 $619,000

Employes .... 20 15
Commercial bus. 75% 75%

Principal officers: David R.
Bruck, CIC, president; Patrick S.
McCutcheon, CIC, executive vp;
Thomas J. Downey and Richard A.
Hill, vps; Donald R. Ferron, CIC,
vp/Bozeman branch manager.

Compensation: Commissions.
Branch offices: Bozeman and

Billings, Mont.
Licensed excess/surplus broker

in: Montana.

Montgomery &
Montgomery Inc.
111 Fulton St., New York, N.Y.
10038; 212-285-0600

1979 1978

Premium vol. NA NA

Gross rev. $1,772,284 $1,520,423
Employes ...... 35 32
Commercial bus. 85% 85%

Principal officers: Lawrence E.

Brown, Robert A. Nolan and How-
ard E. Smith, directors/vps;
Ruthwin Samuels Jr. and Luis C.

Valdes, vps.
Compensation: Commissions

and fees.

Branch offices: Los Angeles,
Chicago.

Licensed excess/surplus broker
in: New York.

Morency & Associates Inc.
2 Salt Creek Lane, Hinsdale, Ill.
60521; 312-887-0910

1979 1978

Premium vol. $4,000,000 $4,000,000

Gross rev. $600,000 $610,000

Employes 9 6
Commercial bus. 9796 97%

Principal officers: G.A.Morency
Jr., president; Glenn P. Sapa,
CPCU, Richard T. Morency and M.
Wieble, vps; James Lawson,
CPCU, marketing vp.

Compensation: Commissions
and fees.

Licensed excess/surplus broker

in: Illinois.

Fred A. Moreton & Co.

645 E. South Temple. Salt Lake
City, Utah 84102; 801-531-1234

1919 1998

Premium vol. $13,000,0•0 $11.001 000

Gross rev. $2,647,000 $2.110) 000

Employes .....
36%

41 32

Commercial bus. 97%

Principal officers: Edward B.
Moreton, president; Edward F.
Folland, Rin Cxnell vps; L Kent
Bills, assistant vp

Compensation: Commissions
and fees.

Subsidiaries: More-on General

Agency; Moreton Insurance Credit
Plan.

Licensed excess/surplus broker
in: Utah.

Morris & Mackenzie Ltd.

4141 SherbroDke St. W., Suite *00,
Montreal, Quebec HBZ101; 514-
937-5155

Cot inued on le JIX ·Oage

"
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$300,000. ANNUAL INCOME .....

..... 53,500. MONTHLY DISABILITY BENEFIT?

Who can "honestly" call that PROTECTION?

Call us to help fill the gap.

Fc: details specific to the above and mcze about our comdlete Underwriting Facilities
contact......

INTERNATIONAL ACCIDENT FACILITIES, INC.

Home Office: 15 Broad Street, Boston, MA 02109 Te!. (617) 742-6660 Telex: 94-0241

Branch Offices

Suite 503-Buckeye Towers, 3301 Buckeye Rcad, Alanta, Georgie 30341 Tel. (404) 452-1311

Suite 170, 8204 Elmbriok Drive, Dallas, Te,as 75247 Tel (214: 634·1861

St

11
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1979 1978

Premium vol. NA NA
Gross rev. $5,200,000 $4,674,084
Employes . 161 155
Commercial bus. 88% 86%

Principal officers: Albert W.
Robin5on, chairman; Frank
Dougan, president and chief ex-
ecutive officer; Alan L. Drunn,
William M Malcolm and R. James
Paterson, senior vps.

Compensation: Commissions
and fees.

Branch offices: Toronto, Van-
couver, Calgary.

Subsidiaries: 0. LeBlanc & Fils
Ltee.; Morris & Mackenzie Man-
agement Ltd.; Morris & Mackenzie
(Bermuda) Ltd.

Parent company: Mackmor Ltd.

The Mutual Insurance
Agency Inc.

5010 Wisconsin Avenue N.W.,
Washington, D.C. 202-362-9810

1979 1978
Premium vol. $8,813,000 $7.783,000
Gross rev. ... $1,198,000 $1.104,000
Employes .... 32 32
Commercial bus. 73% 70%

Principal officers: Henry A.
Kroll, president; Morris W. Wells,
executive vp; W.G. McHenry and
John A. Effer, vps; Harry D. Feg-
ley, assistant vp.

Compensation: Commissions.

N -)
Nahm, Turner, Vaughn &
Landrum Inc.

2900 First National Tower, Louis-
ville, Ky. 40202; 502-561-1500

Premium vol.
1979* 1978*

$38,000.000 $32,500,000

Gross rev. $5.400,000 $4,500,000
Employes ...... 121 103
Commercial bus. 90% 90%

*Fiscal year: March 1-Feb. 28.

Principal officers: Baylor Lan-
drum, president/treasurer; George
L. Turner, chairman; Marshall M.
Royce, John A. Stough and Jack L.
Shapero, senior vps.

Compensation: Commissions
and fees.

Subsidiaries: Benefit Actuaries
& Consultants Inc. (BEACON);
Self-Insured Services Co.

Inc. (SISCO).
Licensed excess/surplus broker

in: Kentucky.

National Coverage Corp.
333 N. Broadway. Jericho, N.Y.
11753; 516-8224500

1979

Premium vol. $6,871,436

Gross rev. $1,(42,530
Employes ..... 25
Commercial bus. 95%

1978

$6,247,150

$896,019
22

93%

Principal officers: William Ku-
lesh, president; Russell Tillman,

Ronald D'Alessandro, vps; Peggy
Francis, assistant secretary/
claims; Robert Topscher, assistant
secretary-underwriting.

Compensation: Commissions
and fees.

Subsidiary: National Coverage
Capital Services Inc.

National Insurance Agency

1227 Third St„ P.O. Box 6750, Cor-
pus Christi, Tex. 78411; 512-88*-
3901

1979 1978
Premium vol. $1,950,000 $1,650,000
Gross rev. $321,091 $272,576
Employes . . . . . 10 9
Commercial bus. 65% 65%

Principal officers: Robert E.
Harris and Richard D. Mlinar, part-
ners; John McFall and Scot
Oshman, solicitors.

Compensation: Commissions.

National Insurance
Associates

66 Route 17, Paramus, N.J. 07652;

Before theyask you about
dental care programs, ask us. So far

4,151 benefitmanagers did.
Last year thousands of employee benefit
managers contacted the American Dental
Association for information on dental benefit
plans. Why?

Dental care plans are a rapidly growing
employee benefit-from two million people
covered in 1965 to an estimated 48 million today.
Employers and union officials recognize dental
plans as a worthwhile employee benefit.

Further, the American Dental Association has
experience gained from longstao(ling cooperation
with the nation's largest carriers and purchasers
of dental insurance.

We can help you better understand dental care
and make the right decisions for your company
and your employees.

Return this coupon, and we'11 send you a
package of useful background information on
dental prepayment.

If you are considering a dental plan for your
company, or presently have coverage, we believe
you will find this information important. Please

send the coupon to: Robert E. Caffrey, Council
on Dental Care Programs, American Dental
Association, 211 East Chicago Avenue, Chicago,
Illinois 60611.

For your information kit send this coupon to: 81 - 7/80

Robert E. Caffrey
Council on Dental Care Programs
American Dental Association
211 East Chicago Avenue
Chicago, Illinois 60611

Narne

Title

Company

Address

City

Number of employees

State

Presently have a dental plan? Yes

Phone

No

Zip

201-845-6600

1979 1978
Premium vol. NA N
Gross rev. $2,955,000 $2,675,01
Employes ...... 86 1
Commercial bus. 8296 79

Principal officers: Paul I
Gross, president; William E
Meade, vp; Richard J. Lomnitze
vp-operations; Howard P. Canto
vp-finance.

Compensation: Commission
and fees.

Acquisitions in the past year: J
Urdang Agency (September 1979'
Jacob Emmanuel Inc. (Januar:
19801

Branch offices: Pearl River
N.Y.; Freehold, Long Valley, N.J.

Subsidiaries: NIA Professiona
Plans Inc. ; NIA Excess Lines Inc.
NIA Inc. t/a National Insurana
Acceptance.

Parent company: NIA Ltd. Us
National Insurance Associates.

Licensed excess/surplus broket
in: New York, New jersey.

National Preferred Risks Inc.

Cohn Enterprises Inc., 45 North
Station Plaza, Great Neck, N.Y.
11022; 516482-6215

1979 1978
Premium vol. $15,505,000 $14,389,000
Gross rev. $2.056,000 $1,934,000
Employes ... 44 38
Commercial bus. 95% 96%

Principal officers: Arnold M.
Cohn, president; Ronald F.
Friedenthal, executive vp; William
Spaar Jr., senior vp; Leonard
Cohn, vp.

Compensation: Commissions.
Branch offices: New York, New

Rochelle, N.Y.; Parsippany, N.J.;
Boca Raton, Fla,

Subsidiaries: International Risk
Managers Ltd.; Newton Program-
ming Corp.; Raymond Schlessel
Associates Inc.; International Risk
Managers of Florida Inc.; Boca In-
surance Services Inc.; All Personal
Insurance Services.

Parent company: Cohn Enter-
prises Inc.

Licensed excess/surplus broker
in: New York.

New England Security
Insurance Agency Inc.
100 N. Main, Mansfield, Mass.
02048; 617-339-8991

1979 1978
Premium vol. $2,581,306 $2,402,407
Gross rev. $177,581 $418,584
Employes ..... 13 14
Commercial bus. 65% 65%

Principal officers: Ralph H.
Seifert, president/treasurer; James
A. Wills, vp/assistant treasurer;
Mitchel G. Seifert, vp.

Compensation: Commissions.
Branch office: Hyannis, Mass.

North American Insurance
Agency Inc.
2000 Classen Center, Oklahoma
City, Okla. 73106; 405-523-2100

1979 1978
Premium vol. $25,000.000 $19,000,000
Gross rev. $3,750,000 $2,900,000
Employes ..... 85 73
Commercial bus. 80% 81%

Principal officers: Gene
McCrory, CPCU, president;
Donald Glaspey, executive vp;
Jack Barry, CPCU, senior vp;
John Mackey, vp.

Compensation: Commissions
and fees.

Acquisition in the past year:
Wade MeWilliams Insurance
Agency (February 1980).

Branch offices: Edmond, Okla-
homa City, Okla,; Tulsa; Wichita;
Denver; Dallas; New Orleans.

Subsidiaries: NAIA of Tulsa;
NAIA of Texas; NAIA of Louisi-
ana.

Parent company: North Ameri-
can Insurance Agency Inc.

Licensed excess/surplus broker
in: Oklahoma, Kansas, Louisiana.



ISE Insurance

gencies Inc.
60 S. D St., Exeter, Calif. 93221;
09-592-9411

1979 1978

remium vol. $4,000.000 NA

;ross rev....... $671.833 $585,210

;mployes 18 16

'ommercial bus. 7596 75%

Principal officers: Bill Nielsen,
:PCU, president; Ross D. Sellars,
jp; Dale W. Eddy, secretary/treas-
irer.

 Compensation: Commissions
md fees.

Nussbaum-Brunell

Associates Inc.

507 Rockway Ave., Valley
Stream, N.Y. 11581; 516-561-7666

1919 1978

Premium vol. ... $2A00,000* $1,900,000

Gross rev. ...... $348,006* $278,790
11* 10Employes .

64%Commercial bus. 66%

*Represents Ludwig Nussbaum & Associates.

Principal officers: Alfred Nuss-
baum, president; Jerry A. Brunell,
executive vp.

Compensation: Commissions
and fees.

Acquisitions in the past year:
Ludwig Nussbaum & Associates
Inc. and Brunell Associates
merged (January 1980).

(09
O'Connor McLaughlin Co.
683 W. Market, Lima, Ohio
45802; 419-227-3421

1979 1978

Premium vol. $1,500,000 $1,650,000

Gross rev. .... $270,000 $290,000

Employes ...... 8 8
Commercial bus. 60% 60%

Principal officers:W.R. Shana-
han, president; J.J. Hagood, vp/
secretary.

Compensation: Commissions.

Olliver/Pilcher & Associates

6150 N. 16th St., Phoenix, Ariz.
85016; 602-277-5703

1979 1978

Premium vol. ... $27,170,015 $21,616,287

Gross rev. ..... $4,149,743 $3,388,830

Employes '. 126 112

Cornmercial bus. 85% 84%

Principal officers:William W.
Pilcher, chairman; Donald L. Risk,
president; F. Rockne Arnett, se-
nior vp/secretary; Richard L.
Jones, senior vp/treasurer; Peter
L. Scardello Jr., vp-finance.

Compensation: Commissions.
Branch offices: Glendale, Scotts-

dale, Mesa, Flagstaff, Globe,
Show Low, Prescott, Cottonwood,
Ariz.

Licensed excess/surplus broker
in: Alaska, Arkansas, California,
Florida, Georgia, Hawaii, Idaho, Il-
linois, Kansas, Minnesota, Michi-
gan, Mississippi, Missouri, Mon-
tana, Nebraska, Nevada, New
Mexico, North Carolina, North Da-
kota, Oregon, South Dakota,
Texas, Utah, Wisconsin.

Osborn & Lange Inc.
759 Victoria Square, Montreal,
Quebec, Canada HZY.2KS;
514-8494161

1979 1978

Premium vol. $22,000,000 $18,000.000
Gross rev. . . $2,100,000 $1,800,000

46 46Employes ....
Commercial bus. 90% 90%

Principal officers: H. Bennett,
presidenVchief executive officer;
J.A. Cantello, R. Dedeyan, F.
Keshen, L.A. Whyte, vps; T.G.
Cleary, secretary/treasurer.

Compensation: Commissions
and fees.

Branch offices: Toronto, Van-
couver, Edmonton, Winnipeg, Chi-
cago, New Y6rk.

Subsidiaries: Osborn & Lange
(USA) Inc.

Osterloh & Durham
Insurance Brokers of North
America Inc.

6930 Val jean Ave., Van Nuys, Cal-

if. 213-988-6520
1979 1978

Premium vol . $6,500,000 $4,500,000

Gross rev. $832.789 $627,130

Employes .9 9
Commercial bus. 99% 98%

Principal officers:A.F. Osterloh
III, president; T.W. Mitchell, vp;
C.F.S. Ryan, B.L. Mellinger Jr.,
board members.

Compensation: Commissions
and fees.

Acquisition in the past year:
Kirkside Corp. (May 1980).

Arthur L. Owen Co. Inc.
2000 Mercantile Commerce
Bldg., Dallas, Tex. 75201;
214-747-6500

1979 1978

Premium vol. $16,000,000 $14,000,000
Gross rev. $2031,000 $1,973,000

Employes ...... 35 34
Commercial bus. 9596 35%

Principal officers:Arthur L.
Owen, president; Henry Bell,
Bruce Mackey, Ed Dunn, Joe
Funk, Douglas B. Owen, vps.

Continued on next page
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t[LAUT<1 (£11&17191161.
AUTOMATED CLAIMS PROCESSING SERVICE

When you look at a computerized claims
processing system. look at who stands
behind it. Claim Control is a service of
Systems Resources Company, a division
of Control Data Corporation. Totally
administered by SRC staff professionals,
Claim Control provides automatic and
consistent adjudication, pricing and noti-

fication. We're flexible - choose ·the
pricing methods, benefit combinations
and payment cycles that fit your oper-
ation. Our ambitious cost containment

efforts, coupled with outstanding
reporting, provide real management
value for your administrative dollar. Call
us for details on Claim Control.

SYSTEMS RESOURCES COMPANY
g&

a healthcare service of

CONTROL DATA CORPORATION

7540 LBJ Freeway • Dallas, Texas 75251 • (214) 233-0648

Agents lean
on us &we

 like it!

BLADES GROUP
Wholesaler for Specialty Lines e
713/780-8770 P.O. Box 22003, Houston 77027 · 512/826-2378 P.O. Box 17187, San Antonio 78217

918/664-1620 P.O. Box 3328, Tulsa74101 · 303/623-0677 2270 Energy Center, Denver80202
504/525-0873 640 One Shell Square, New Orleans 70139
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GALLAGH OLE ASSOCIATES

GCA FUS/bt/La/no€/
BAY POINT PLAZA BUILDING MIAMI, FLORIDA 33137
4700 BISCAYNE BOULEVARD PHONE: (305) 576-4100

PHIL C. GALLAGHER SAMUEL T. COLE
Lenore N. Francis, CPCU Raymond O. Bdon, CLU

CALL us for

brokerage or countersignature on your Florida business
REPRESENTING

Aetna Casualty & Surety Co. Independent Fire Insurance Co.
Aetna Insurance Co. Insurance Company of North America
American Casualty Co. of Reading INA Underwriters Insurance Co.
American & Foreign Insurance Co. Kansas City Fire & Marine
American Insurance Co. Lumbermens•Mutual Casualty Co.
American Motorists Insurance Co. Lumbermens Mutual Insurance Co.
Associated Indemnity Corp. MGIC Indemnity Corp.
Boston Old Colony Insurance Co. National Ben Franklin Insurance Co.
Charter Oak Fire Insurance Co. National Surety Corp.
City Insurance Co. Northern Assurance Co. of America
Commercial Union Insurance Co. North River Insurance Co.
Continental Casualty Co. Old Republic Insurance Co.
Continental Insurance Co. Pacific Employers Insurance Co.
Employers Fire Insurance Co. Royal Globe Insurance Co.
Federal Insurance Co. Royal Indemnity Co.
Fidelity & Casualty Co. of New York Seaboard Co.
Fidelity & Deposit Co. of Maryland Shelby Mutual Insurance Co.
Fidelity & Guaranty Insurance Co. St. Paul Fire & Marine Insurance Co.
Fireman's Fund Insurance Co. Standard Fire Insurance Co.
Glens Falls Insurance Co. Transportation Insurance Co.
Hartford Accident & Indemnity Co. Travelers Indemnity Co.
Hartford Casualty Insurance Co. Travelers Insurance Co.
Hartford Fire Insurance Co. Twin City Fire Insurance Co.
Hartford Steam Boiler USF&G

Home Indemnity Co. United States Fire Insurance Co.
Home Insurance Co. Valley Forge Insurance Co.

LICENSED SURPLUS LINES AGENTS

right down to thechocks
Your customer's insurable eXpesures begin when he arrives at the airport and

continue until he returns to a safe landing.
We at Global specialize in providing you, the agent, with down to earth aviation

insurance service. We're geared to furnish you fast accurate quotations, complete
policy and endorsement issuance and knowledgeable claims handling.

We're S+Affed and structured to serve you because we saw a need years ago for a
sound, solid insurance manager to serve smaller aviation accounts. We've been filling
that need ever since.

Whatever you require for your aviation insurance customers, call Global. We
know aviation right down to the chocks.

"We did our givundwork. Now we M taking 0/1 "

Palley Simon Assn.
319 Noble Plaza, Jenkintown, Pa.
19046; 215-884-2100

19;9 1978
Premium vol. $5,300,000 $4,300,000
Gross rev. $780.000 $570,000
Employes ..... 16 15
Commercial bus. 87% 87%

Principal officers: Mahlon B.
Simon Jr., president; Samuel M.
Palley, vp.

Compensation: Commissions
and fees.

Licensed excess/surplus broker
in: Pennsylvania.

Payan-Stitt Corp.
12222 S. Harlem Ave., Palos
Heights, Ill. 60463; 312-448-5900

1979 1978
Premium vol. $3,200,000 $3,000,000
Gross rev. $530,000 $475,000
Employes ... 15 14
Commercial bus. 72% 72%

Principal officers; Jack Payan,
CPCU, president; Malcolm Stitt,
CLU, vp/secretary/treasurer.

Compensation: Commissions

Blobal Aviation Insurance Manage,s.inc.
3000 Promenade Center/P.O. Box 5470
Richardson Texas 75080

Telephone
(214) 2350110
Telex 51875

P

and fees.

-,.- 1.,-:-- Subsidiary: P.S. Budget Co.

Jim Perkins

Insurance Agency

Continued Am previous page
Compensation: Commissions

and fees.

Licensed excess/surplus broker
in: Texas.

2901 Georgia St., P.O. Box 9336,
Amarillo, Tex. 79105; 806-353-2108

1979 1978
Premium vol. $1,584,692 $1,205,359
Gross rev. $277,893 $217,990
Employes .7 6
Commercial bus. 85% 82%

Principal officer: Jim H.
Perkins, owner.

Compensation: Commissions.

The Pettiner Agency Inc.
Camden State Bank Bldg., Cam-
den, Ind. 46917; 219-686-2613

1979 1978
Premium vol. $1,867,000 $1,744,000
Gross rev. $422,000 $375,000
Employes ... 9 10
Commercial bus. 85% 80%

Principal officers: Robert L.
Pettiner, president/chairman;
W.O. Pettiner, vp; D. Dale Pettiner,
secretary/treasurer.

Compensation: Commissions.
Branch offices: Delphi, Carmel,

Ind.

Subsidiaries: The Melton

Agency Inc.; The Pettiner Life
Corp.

Licensed excess/surplus broker
in: Indiana.

H&R Phillips Inc.
622 Third Ave., New York, N.Y.
10017; 212-949-9100

1979 1978
Premium vol. NA NA
Gross rev. $1,000,000 $800,000

Employes .,,.,. 22 21
Commercial bus. 90% 85%

Principal officers: Harry Phil-
lips III, CPCU, CLU, president;
Roger Phillips, CPCU, CLU, ex-
ecutive vp; Judith L. Robinson,
CPCU, and Carmen Barros, vps.

Compensation: Commissions
and fees.

Subsidiaries: Phillips Services
Inc.; H&R Phillips of Delaware
Inc.

Licensed excess/surplus broker
in: New York.

Pickett & Adams
Insurance Inc.

2655-A Old Shell Road, P.O. Box
6375, Mobile, Ala. 36606; 205-471-
5487

1979 1978
Premium vol. $1,965,000 $1,700,535
Gross rev. $336,000 $260,978
Employes .... 9 8
Commercial bus. 60% 60%

Principal officers: C. King Pick-
ett, president; Spencer M. Adams
III, vp/secretary/treasurer; jerry P.
Edwards, vp.

Compensation: Commissions.
Acquisitions in the past year:

Pickett, Adams & Martin (Septem-
ber 1979); Pope & Quint Insurance
Co. Inc. (May 1980).

Licensed excess/surplus broker
in: Alabama.

Popkin Lebson
Bergstein Inc.
38 Franklin St., P.O. Box 800,
Tenany, N.J. 07670; 201-569-8090,
212-928-2473

1979 1978
Premium vol. $6,000,000 $4,100,000
Gross rev. $990,000 $718,000
Employes . 25 23

Commercial bus. 65% 65%

Principal officers: Leo J. Pop-
kin, president; Michael Bergstein,
CLU, vp; Martin A. Lebson, vp/
treasurer; Bruce A. Bergstein, vp/
secretary; Ted Kadison, vp of
P.L.B. Life Agency Inc.

Compensation: Commissions
and fees.

Acquisitions in the past year:
Tunick Agency of Fort Lee, Arthur
Tunick (1979).

Subsidiary: P.L.B. Life Agency
Inc.

Porter-Spaulding Inc.
1831 Tongass Ave., Ketchikan,
Alaska 99901; 907-225-3164

Premium vol.
1979

$3,540,000
1978

$2.950,000

Gross rev. $501,000 $426,0(
Employes ..,... 11 1
Commercial bus. 50% 50'

Principal officers: Arne N. Ivei
sen, president; V. Dale Simpsor.
secretary; Karen Hofstad, tree
surer .

Compensation: Commissions. ]
Branch offices: Petersburg

Wrangell, Alaska.

Producers Exchange Inc.
1310 Texas American Bank Bldg.
Dallas, Tex. 75235; 214-357-6504

1979 1978 |
Premium vol. $7,220,000 $6,900,001
Gross rev. $925,000 $865,004
Employes ..... 23 2'
Commercial bus. 97% 999

Principal officers: Bill M. Morri
son, president; Travis Dale Ro
berts and Vernon M. Gilmore, vps:
Ernie A. Tucker and George R.
Flickinger, regional vps.

Compensation: Commissions
and fees.

Branch offices: Houston, Lub-
bock.

Subsidiaries: Producers Ex-
change Life Insurance Agency
Inc.; MGM Agency Inc.; Producers
Exchange Insurance Agency Inc.

Parent company: Producers Ex-
change Management Co. Inc.

Licensed excess/surplus broker
in: Texas.

Leslie S. Ray Insurance
Agency Inc.
129 Dodge St., Beverly, Mass.
01915; 617-927-2600

1979 1978
Premium vol. $2,600,000 $2,000,000
Gross rev. $440,000 $320,000

Employes .,.., 12 10
Commercial bus. 50% 4090

Principal officers: Leslie S. Ray,
president/treasurer; Norma L.
Huse, executive vp; Richard P.
Jones, vp.

Compensation: Commissions.
Licensed excess/surplus broker

in: Massachusetts.

RBS Insurance

1510 W. Second St., Roswell, N.M.
88201; 505-623-1510

1979 1978
Premium vol. $2,281,208 $1,895,200
Gross rev. $408,889 $292,565
Employes .8 8
Commercial bus. 72% 74%

Principal officers: Bradford J.
Pretti, president; R. King Redd,
vp; Alan Berryman, secretary/
treasurer.

Compensation: Commissions.
Acquisition in the past year:

Hinch Insurance Agency (January
19791

Branch office: Dexter, N.M.
Licensed excess/surplus broker

in: New Mexico.

Allen M. Reager Co.
310 W. Liberty, Louisville, Ky.
40202; 502-5844241

1979 1978
Premium vol. $6,750,000 $5,900,000
Gross rev. $1,020,000 $848,000
Employes ...... 20 19
Commercial bus. 83% 80%

Principal oincers: John L. Shea,
CPCU, president; Richard L. Mar-
tin, executive vp/treasurer; Allan
P. Ware, CLU, Frank E. Dodson,
vps; Lawrence P. Westmoreland,
CPCU, secretary/vp.

Compensation: Commissions.

Republic Insurance
Brokers Inc.

825 N. Parkcenter Drive, Santa
Ana, Calif. 92711; 714-558-1821

1979

Premium vol. $15,000,000
Gross rev. $2,010,000
Employes ...... 42
Commercial bus. 95%

R

1978

$17,000,000
$2,250,000

47

96%

Principal officers: Al Leath-
erby, president; Robert Rieden,
executive vp; Kent Briggs, Ed
Kenz, senior vps; Mark



Payne, vp.
Compensation: Commissions.
Branch office: San Diego.

Rhulen Agency Inc.
217 Broadway, Monticello, N.Y.
12701; 914-794-8000

1979 1978

Premium vol. ... $35,000,000 $30,000,000

Gross rev. $6,963,533 $6,125,910

Employes ...... 123 113

Commercial bus. 95% 95%

Principal officers: Max H. Rhu-
len, chairman; Walter A. Rhulen,
CPCU, president; Jesse M. Far-
row, executive vp; Peter L. Rhu-
len, vp/secretary; Kenneth H.
Garn, vp.

Compensation: Commissions
and fees.

Acquisition in the past year:
Weisbord Wells Cross & Brown
Inc. (February 1979)

Branch offices: Phoenix, Ariz.;
Greer, S.C.

Subsidiaries: Rhulen Life &
Pensions Inc.; Rhulen Special
Risks Inc.; Frontier Insurance Co.;
Weisbord Wells Cross & Brown
Inc.

Licensed excess/surplus broker
in: New York, Arizona.

John M. Riehle & Co. inc.

757 Third Ave., New York, N.Y.
10017; 212-888-4400

1979 1978

Premium vol. . . NA NA

Gross rev. ...... $6,300,000 $5,200,000

Employes . 140 140

Commercial bus. 90% 90%

Principal officers: Joseph D.
Tooker Jr., president; Edgar
Braun, executive vp; Peter B. Em-
mons, vp; Salvo P. Basirico, trea-
surer; Robert R. Miles, assistant
secretary.

Compensation: Commissions
and fees.

Branch offices: Bedford, Massa-
pequa Park, White Plains, N.Y.;
Wayne, N.J.; New Canaan, Conn.

Parent company: Harcourt
Brace Jovanovich Inc.

Licensed excess/surplus broker
in: New York.

RL&G Agency Inc.
Box 426, Norwich, Conn. 06360;
203-642-7559

1979 1978

Premium vol. $2,600,000 $2.100,000

Gross rev. $366,000 $270,000

Employes ...... 10 9
Commercial bus. 6796 60%

Principal officers: Leslie H.
Young, CLU, CIC, president;
Ernest E. Poore, CIC, vp; R. Gary
Young, CIC, secretary/treasurer.

Compensation: Commissions
and fees.

Subsidiary: Forest Products
Agency Co. Inc.

Licensed excess/surplus broker
in: Connecticut, Massachusetts,
Rhode Island, Vermont, New
Hampshire, Maine, New York,
Pennsylvania.

Robertson-Ryan &
Associates Inc.

660 E. Mason St., Milwaukee, Wis.
53202; 414-271-3575

1979 1978

Premium vol ... $12,803,092 $10,406,502
Gross rev. ...... $1,648.073 $1,354,102

Employes ...... 37 38
Commercial bus. 8596 85%

Principal officers: J.T. Ryan,
chairman; A.D. Robertson, presi-
dent; E.E. Juckem, executive vp/
general manager; J.R. Kuhn-
muench, vp; Allan Robertson, sec-
retary.

Compensation: Commissions.
Branch office: Sheboygan.
Licensed excess/surplus broker

in: Wisconsin.

Robson, Cavignac &
Associates Insurance
Brokers

110 W. "A" St., San Diego, Calif.
92101; 714-235-6301

1979 1978

Premium vol. . $10,000,000 $9,000,000
Gross rev.    $1.250.000 $1,000,000

Employes ...... 20 19

Ccmmercial bus. 93% 93%

Principal officers: Jon R. Rob-
son, presidentltreasurer; Frank G.
Cavignac, vp/secretary; Kenneth
Bohlander, Richard J. Thompson,
vps; James 0. Reynolds, presi-
dent-RCS Life Agency Corp.

Compensation: Commissions.
Subsidiary: RCS Life Agency

Corp.

Rodes-Roper-Love
Insurance Agency Inc.
1103 W. Hibiscus Blvd., Mel-
bourne, Fla. 32901; 305-725-9300

1979 1978

Premium vol. ... $9,500.000 $7,300,000
Gross rev. ...... $1,700,000 $820,000

29 23Employes
Commercial bus. 8596 70%

Principal officers: Richard P.

Love Sr., director/owner; Richard
P. Love Jr., president/owner.

Compensation: Commissions.
Continued on next page
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35 Issues Affecting the Jobs
of Agents & Brokers.

And how to get hill details:
1. The CHANGING ROLES OF

BROKERS, BUYERS &
INSURERS . . . how these changes will
impact yourposition in the 805.
2. How to rate YOUR BROKER . . .

answers to the fees vs. commission
question.

3. MERGERS & ACQUISITIONS in
the brokerage and agency field.
4. AFFILIATED SERVICES - how

risk managers feel about this new
relationship with brokers and insurers.
5. How to set up and oDerate an

ASSOCIATION or MULTI-OWNER
CAPTIVE.

6. Ways new energy sources are
increasing the need for MARKET
CAPACITY... and how the insurance
industry is responding.
7. How to handle TAX & LEGAL

PROBLEMS relating to captive
insurance companies.
8. FEDERAL & STATE LAWS: Can

"lobbyintl" play a major role in the
passage 01 favorable legislation?
9. How to adODt cost-effective

TECHNIOUESTN RISK
MANAGEMENT to improve yolir
insurance program.
10. WORLD INSURANCE
MARKETS: Update from Bermuda,
Europe and the U.S.
11. How to design a LOSS
PREVENTION program with built-in
cost savings.

To insure your success in this
business, make sure you're in
Phoenix, September 29th to
October 1st!

12. INSURANCE MARKETS for
DOCTORS, LAWYERS &
HOSPITALS . . .an update on
important developments.
13. RESERVING PRACTICES ...
which trends offer the greatest
advantages?
14. How you can reduce your
WORKERS' COMPENSATION costs.
15. DIRECTORS & OFFICERS
LIABILITY INSURANCE - latest
market developments.
16. How to design SIMPLIFIED
LANGUAGE INSURANCE
POLICIES (property and casualty).
17. How to place NEW BUSINESS
through The New York Insurance
Exchange.

18. Outlook for the REINSURANCE
MARKET during the next 10 years.
19. Where NATIONAL HEALTH
CARE is going... and what it's going
to cost.

20. The EMPLOYEE BENEFITS
DEPARTMENT: Why you should run
it like big business.
21. How recent amendments to ADEA
and TITLE VII are affecting your
benefit program.
22. 3100 VESTING: What are the
alternatives?

23. "COLAS": Their impact in the
80s.

24. The increasing concern over
FIDUCIARY RESPONSIBILITY:
What you can do to protect your
administrators.

25. Corporate tools that put the clamp
on SPIRALING PROGRAM COSTS.

26. SELF-INSURANCE: A possible
path to cost-containment.
27. Keeoinz competitive: a new
RETIREMENT POLICY for the 80s.
28. How to effectively design and
administer a GROUP INSURANCE
PLAN.

29. The problem of sky-rocketing
HEALTH CARE COSTS: What you
can do now to get them under control.
30. How to use PERKS: Keeping your
highly compensated employees from
moving on.
31. THE ROLE OF THE ACTUARY:
Unmasking the actuarial mystique.
32. What you can do to beat "STAG-
FLATION" ... and, how it's
increasing your program costs.
33. COMMUNICATING YOUR
BENEFITS PLAN: What to tell vour
employees... and, how to tell them.
34. Letting employees select their own
benefit Dlan . . . the CAFETERIA
APPROACH TO EMPLOYEE
BENEFITS.

35. The future of ERISA: What's
coming up in the 80$.

Announcing the 1980 National Conferences
on Risk and Insurance Management
and Employee Benefits Management

You've just read a partial agenda.
You can't afford to miss the complete program!

Many of your competitors and your
clients are planning to join the
American Management Associations
for the most important insurance event
of the year. To keep your competitive
edge in this business, you can't afford to
miss our 1980 Conference on Risk and
Insurance Management... and
Employee Benefits Management -
especially if you're an agent or a broker.

We bring you face-to-face with the
industry's leaders... and let you
choose the sessions to suit your
business needs.

Because registration for either
conference entities you to attend
sessions at both, you get to choose from
an exciting array of eye-opening
presentations and practical problem-
solving workshops.

As you can see, we plan to cover every
issue affecting brokers and agents, as
well as the most important concerns of
your clients. And, AMA's annual
conferences are highly regarded for the
expertise of participating speakers, all
of whom are leaders in their fields.

Special luncheon speaker:
Kathryn J. Mcintyre
Editor, Business Insurance
"Pressing the Insurance Business. . -
How YOU Can Use the News"

Our destination is as
imsistible as our
agenda!

The Pointe
Our deluxe resort locale - "The
Pointe" in Phoenix, Arizona - offers a
magnificent setting where you can enjoy
the conferences, the company of your
colleagues, and the beauty of America's
Southwest.

Register by August 1st and qualify
for special savings!

Call (212) 246-0800
for immediate confirmation of your
registration. Give the complete meeting
number (see below). Register by August 1st
and take $15.00 off the Registration Fee.

THE NATIONAL CONFERENCE ON
RISK and INSURANCE MANAGEMENT:
Meeting No. 3401K9-37

THE NATIONAL CONFERENCE ON
EMPLOYEE BENEFITS MANAGEMENT:
Meeting No. 3411K9-37

Fees:

Individual: $300 (AMA members)
$325 (Nonmembers)

Teams: (3 people or more)
each: $260 (AMA members)

$295 (Nonmembers)

Note: Registration for either conference
entities you to participation in both.
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Branch offices: Cleveland;
Clearwater, Fla.

Subsidiaries: Atlantic Agency;
Kelly Agency; Hyden-Love
Agency.

Parent company: Love Insur-
ance Agency.

Licensed excess/surplus broker
in: Florida.

Root & Boyd Inc.
101 S. Main St., Waterbury, Conn.
06720; 203-756-7251

1979 1978

Premium vol. $14,200,000 $12,600,000
Gross rev. $2,400,000 $2,100,000
Employes ....., 78 72
Commercial bus. :70% 70%

Principal officers: William R.
Moody, president; Robert Sum-
mit, treasurer/secretary; Roger
Tillson and Dominic Minicucci, se-
nior vps; Peter Moody, Roger
Quint, Guy Russo, Robert Jones,
William Jones, William Sullivan,

vps.

Compensation: Commissions
and fees.

Branch offices: Woodbury,
Bethlehem, Southbury, Thomas-
ton, Torrington, Wolcott,
Southington, Wallingford, Nauga-
tuck, Watertown, Conn.

Subsidiaries: Root & Boyd Real
Estate, Root & Boyd Associates
Inc., Root & Boyd Pension Plans
Inc., Dodd Agency Inc., Pom-
peranz Associates Inc.

Licensed excess/surplus broker
in: Connecticut.

Patrick C. Ross Associates
Insurance Services

21241 Ventura Blvd., Suite 173,
Woodland Hills, Calif. 91364; 213-
999-5556

Premium vol
Gross rev.

Employes .
Commercial bus.

*Began June 1979

1979

$3,200,000
$422,000

7

95%

Principal officers: Patrick C.
Ross, president; S.A. Ross, vp/
secretary; Robin Allen, controller.

Compensation: Commissions.

1978

NA*

NA

NA

NA

0..............44
, Over 80 agencies have found a
i our radio advertising works '
 to increase name awareness and warm up cold calls.
 America's most successful insurance agency radio advertising, andSend coupon (or phone collect 513-721-8850) for a free audition of 

 cost for exclusive use in your market. 1
James A. Jacobs Inc., 225 E. 6th St., Cincinnati, OH 45202 
Name

I

Aft,IrRfs City/State/Zjp
Phone

.

Sacramento Valley
Insurance

P.O. Box 13792, Sacramento, Cal-
if. 95813; 916-920-3400

The Sadler Insurance

Agency Inc.

24 Railroad Square, Nashua, N.H.
03061; 603-883-0511

Premium vol.

Gross rev.

S

1979 1978
Premium vol. $7,000,000 $6,350,000
Gross rev. $1.>too,000 $1,100,000
Employes ..... 30 27

Commercial bus. 85% 80%

Principal officers: James C.
Chenu, president; Thomas D. Hob-
day, executive vp; Charles J. Si-
gerseth, vp; David Zancanaro,
treasurer; J. Gary Kerns, secretary.

Compensation: Commissions
and fees.

1979 1978
Premium vol. $8,500,000 $5.400,000
Gross rev. $1,152,014 $754,265
Employes ...... 39 30

Commercial bus. 8096 80%

Principal officers: George J. T.
Sadler, president; Bertrand R.
Lanciault, executive vp; James E.
Cleary, vp; Robert E. Marcotte, se-
nior vp.

Compensation: Commissions
and fees.

Branch office: Hancock, N.H.
Subsidiary: Marcotte/Plourde

Agencies Inc.
Licensed excess/surplus broker

in: New Hampshire.

St. Joseph Valley
Bank-Insurance Division &
SJV Insurance Inc.

107 W. Franklin St., P.O. Box 1724,
Elkhart, Ind. 46515; 219-2934565

1979 1978
NA $20,671,000

$2,493,000 $2,547,000

/ GRUPO
IEGUROS
LA COMERCIAL

THE LARGEST GROUP OF INSURANCE COMPANIES 1 MEXICO
"LA COMERCIAL" IS THE FIRST AND ONLY MEXICAN INSURANCE COMPANY WITH

LIAISON OFFICES IN THE U.S.A. ALSO, ONE OF THE OLDEST AND MOST EXPERIENCED.
INSURANCE AND RISK MANAGEMENT SERVICES AVAILABLE
TO MULTINATIONAL CORPORATIONS OPERATING IN MEXICO

INSURANCE RISK MANAGEMENT SERVICES

· Property and Casualty
· Life, Accident and Health

· Liability and Worker's Compensation
· Auto, Technical and Sundry Lines

· Inland and Ocean Marine

EAST COAST

SEGUROS LA COMERCIAL

ONE STATE STREET PLAZA
20TH FLOOR

NEW YORK, N.Y. 10004
TELEX # 141467

PHONE: (212) 635-0373

HOME OFFICE:

· Evaluation of Current Protection

· Financial Counseling
· Risk Management Counseling
· Loss Prevention Engineering

· Property Conservation Programs
· Group Insurance and Employee Benefits

PLEASE ADDRESS ALL INQUIRIES BY REGION:

MID WEST WEST COAST
SEGUROS LA COMERCIAL SEGUROS LA COMERCIAL
20 NORTH WACKER DRIVE 3345 WILSHIRE BOULEVARD
SUITE 3004 SUITE 509
CHICAGO, IL. 60606 LOS ANGELES, CA. 90010
TELEX # 283575 TELEX # 686205
PHONE: (312) 236-0002 PHONE: (213) 386-9935

SEGUROS LA COMERCIAL, S. A.
AV. INSURGENTES SUR #3900, MEXICO, 22, D. F. MEXICO

Employes , ,, 36 34
Commercial bus. 95% 92%

Principal officers: Ward J. Mer-
chant, president; William J. Mil-
liner, executive vp; Gaylord L.
Russell, Farrel J. Zehr, vps.

Compensation: Commissions.
Branch office: Goshen, Ind.
Parent company: SJV Corp.
Licensed excess/surplus broker

in: Indiana.

Saldana & Associates Inc.

701 Ponce De Leon Ave., Centro
De Seguros Bldg., Suite303, Mira-
mar, Santurce, Puerto Rico 00907;
809-721-2600

1979 1978
Premium vol. $20,000,000 $19,000,000
Gross rev. $2.200,000 $1,653,000
Employes ..... 43 35
Commercial bus. 95% 95%

Principal officers: Jorge Y.
Saldana, president; Antonio
Blanes, Ralph G. Christiansen Jr.,
Eduardo R. Emanuelli, Jose E.
Vazquez and Manuel J. Mendez,
vps.

Compensation: Commissions.
Licensed excess/surplus broker

in: Puerto Rico.

Schlaudecker, James
& Hart Inc.

120 Professional Bldg., P.O. Box
6365, Erie, Pa. 16512; 814455-0987

1979 1978
Premium vol.,. $2,500,000 + NA

Gross rev. $300,000 + NA

Employes . 13 NA
Commercial bus. 70% NA

Principal officers: H.L James
Jr., president; D.J. Hart, vp/treas-
urer; HA. Grab, vp/secretary; L.A.
Larson, chairman.

Compensation: Commissions.
Aquisition in the past year:

Merged Colwell James & Hart Inc.
with Leo Schlaudecker Co.

Licensed excess/surplus broker
in: Florida, New Y6rk, Texas.

Robert M. Schrayer Co.
230 W. Monroe St., Chicago, Ill.
60606; 312-372-7000

1979 1978
Premium voL $16,000,000 $13,000,000
Gross rev. .... $2,000,000 $1,700,000
Employes .,.... 39 41
Commercial bus. 8096 80%

Principal officers: Robert M.
Schrayer, president; Howard A.
Engel, Karen,Vacko and Barbara
Stone, vps.

Compensation: Commissions
and fees.

Aquisition in the past year: Bal-
lis & Ballis Inc. (May 1979).

Licensed excess/surplus broker
in: Illinois.

C.A. Schutze Agency
P.O. Box 3547, Austin, Tex. 78764;
512447-5507

1979 1978
Premium vol. $2,500,000 $2,200,000
Gross rev. $275,000 $200,000
Employes .7 7
Commercial bus. 85% 85%

Principal officers: CA. Schutze
Jr., CPCU; Steve Schutze; Carl
Pepper 3r.

Compensation: Commissions.

Schwartz, Hirtenstein
& Co. Inc.

310 Madison Ave., New York, N.Y.
10017; 212-697-2615

1979 1978
Premium vol. $3,500,000 $3,000,000
Gross rev. .... $525,000 $475,000
Employes ...... 12 12
Commercial bus. 80% 8096

Principal officers: Daniel Hir-
tenstein, president; Arthur A. Sch-
wartz, secretary/treasurer.

Compensation: Commissions.

Securance Service Inc.

120 W. Stevenson, Gibsonburg,
Ohio 43431; 419-637-2196

1979 1978
Premium vol. $2,105,000 $1,847,500
Gross rev. $394,000 $342,000
Employes .... 12 14
Commercial bus. 55% 52%

Principal officers: Jonathon S.
Younker, president; Ned L.
Weigman, vp; Daniel M. Henery,
secretary.

Compensation: Commissions.
Acquisition in the past year:

Netz Agency of Elmore, Ohio (No-
vember 19791

Branch offices: Woodville, Oak
Harbor, Ohio.

Subsidiary: Securance Agency
of Columbus Inc.

Hollis D. Segur Inc.
229 W. Main St., Waterbury, Conn.
06720; 203-756-7933

1979 1978
Premium vol. $5400,000 $4,400,000
Gross rev $760,000 $660,000
Employes . 19 19
Commercial bus. 80% 80%

Principal officers: John F. Bur-
bank, president/treasurer; James
B. Mullen Jr., vp/secretary; Joseph
Cunningham, vp; M.G. Saukas, as-
sistant secretary.

Compensation: Commissions
and fees.

Acquisition in the past year:
Roger Perrault Agency (January
1980)

Branch office: Thomaston,
Conn.

Licensed excess/surplus broker
in: Connecticut.

Seitlin & Co.

990 S.W. First St.,
33130; 305-545-8311

Miami, Fla

1979 1978
Premium vol. $13,950,000 $14,400,000
Gross rev. $2,078,006 $2,119,000
Employes ..... 65 70
Commercial bus. 85% 8596

Principal officers: Sam Seitlin,
chairman; M. Stephen Jackman,
president; Daniel L. Harris, R.
Louis Seitlin and Anthony W.
Lane, vps.

Compensation: Commissions
and fees.

Aquisition in the past year:
Paul J. Nasrallah Agency (January
19801

Subsidiary: Bond Market Corp.

Seymour Insurance
Agency Inc.
1609 Stubbs Ave., Monroe, La.
71201; 318-388-2400

Premium vol.

Gross rev. ...

Employes ....
Commercial bus.

1979

$5,490,118

$768,699
21

78%

1978

$4,448,552
$652,878

19

80%

Principal officers: Edward J.
Seymour, chairman; Edward J.
Seymour Jr., president.

Compensation: Commissions.
Branch office: Northwest Louis-

iana Insurance Agency Inc.,
Shreveport, La.

Licensed excess/surplus broker
in: Louisiana.

Shelton Insurance

Agency Inc.

P.O. Box 55, Corpus Christi, Tex.
78403; 512482-5586

1979 1978
Premium vol. $5,539,814 $3,481,486
Gross rev. $770382 $532,761
Employes ...,.. 18 11
Commercial bus. 80% 70%

Principal officers: William J.
Shelton, president; Louis E. Wells
III, vp/secretary/treasurer.

Compensation: Commissions.
Branch office: McAllen, Tex.

Sheppard, Downing &
Coleman Insurance
Service Ltd.

310,1 Thornton Court, Edmonton,
Alberta, Canada TSJ 2E7; 403420-
0777

Premium vol.

1979

$82,300,000
1978

$1.200,000



;ross rev. $300,000 $160,000
mployes .6 5
'ommercial bus. 99% 94%

Principal officers: Anthony N.
Sheppard, president; Charles E. P.
)owning, Edwin C. Coleman, vps.
Compensation: Commissions.

7he Simkiss Cos. Inc.

6 Rittenhouse Place, Ardmore,
'a. 19003; 215-649-6610

1979 1978

temium vol. $8,100,000 $7,000,000

;ross rev. $1,134,000 $1,050,000
Cmployes ...... 23 20
'ommercial bus. 88% 91%

Principal officers: John A.
Simkiss Jr., CPCU, CLU, presi-
ient; William F. O'Brien, execu-
tive vp; Richard J. Decker, CPCU,
and William F. Simkiss, CPCU,
vps.

Compensation: Commissions
and fees.

Subsidiaries: Frankenfield &

Co. Inc.; Risk Management Sys-
tems & Services Inc.

Parent company: The Simkiss

Agency Inc.

Archie Slawsby Agency Inc.
90 Main St., Nashua, N.H. 03061;
603-883-1776

1979 1978

Premium vol. $8,865.906 $8,895,851

Gross rev. $1,425,693 $1,359,812
Employes . 43 45

Commercial bus. 6596 61%

Principal officers: Archie M.
Slawsby, chairman/director; Wal-
ter C. Cogswell, presidenUdirect-
or; Francis J. O'Gara Jr., executive
vp/director.

Compensation: Commissions.

Subsidiary: Surplus Line Man-
agers Inc.

Licensed excess/surplus broker
in: New Hampshire.

J.D. Smith & Associates

P.O. Box 586, 211 N. Wisconsin St.,
Hobart, Ind. 46342; 219-942-1334

1979 1978

Premium vol. . . $3,500,000 $3,100,000

Gross rev. $250,000 $235,000

Employes 6 6

Commercial bus. 95% 96%

Principal officers: M. Behnke,
president; J. Smith, vp/secretary/
treasurer.

Compensation: Commissions.
Branch offices: South Bend,

Fort Wayne, Indianapolis.

Smith Bell & Thompson Inc.
102 S. Winooski Ave., Burlington,
Vt. 08401; 802-658-4600

1979 1978

Premium vol. $4,900,000 $4,380,000
Gross rev. . . $1,000,000 $900,000

Employes ..... 27 27

Commercial bus. 70% 70%

Principal officers: W.L. Thomp-
son, presidenVchairman; W. Ray
Cooper, vp/general manager; K.
Grabowski, treasurer.

Compensation: Commissions.
Licensed excess/surplus broker

in: All states.

Smith Watson Parker Inc.

3500 Hollywood Blvd., Holly-
wood, Fla. 33021; 305-962-2990

1979 1978

Premium vol. . . $7,000.000 $6,000,000
Gross rev. $1,600,000 + $850,000

Employes ..... 25 22
Commercial bus. 80% 809

Principal officers: Charles W
Watson, president; Bob Parker, vp/
secretary; S. J. Watson, treasurer
Thomas Cotter, Larry Vaught, vps

Compensation: Commissions.

South Continental Insurance

Agency Inc.
252 Tetuan St.,Old San Juan
Puerto Rico 00903; 809-724-7300

1979 1978

Premium vol. $20,089,041 $19,809,03

Gross rev. $2,099,012 $1,991,20

Employes .... 63 6
Commercial bus. 90% 90%

Principal officers: Frank Four-
nie:, president; Victor Laborde,
executive vp; Charles C. Carr, vp.

Compensation: Commissions.
Branch office: Yauco, Puerto

Rico.

Licensed excess/surplus broker
in: Puerto Rico.

Southwest Insurance Assn.
of Austin Inc.

4405 Packsaddle Pass, Austin,
Tex. 78745; 512-443-0954

1979 1978

Premium vol. . . $2,000,000 $1,900,000

Gross mv. $300,000 $280,000

Employes . 10 9

Commercial bus. 70% 70%

Principal officers: Jack W. Hoff-
man, CIC, FMS, president; Ross B.
Blumentritt, CPCU, CLU, execu-
tive vp; J. Larry Peel, CPCU, se-
nior vp; Merel Smith, secretary;
Evelyn Stiles, treasurer.

Compensation: Commissions
and fees.

Subsidiary: West Wind General
Agency Inc.

Parent company: Southwest
Group.

Licensed excess/surplus broker
in: Texas.

Spencer-Patterson
Agency Inc.
P.O. Box 60, 212 E. Sandusky St.,
Findlay, Ohio 45840; 419-422-3545

1979 1978

Premium vol. .. $3,050,000 $2,762,000

Gross rev. . . $589,820 $528,426

Employes ...... 11 10
Commercial bus. 70% 70%

Principal officers: Thomas A.

Buis, CPCU, president; Charles P.
Lyon, vp; David S. Healy, secre-
tary/treasurer.

Compensation: Commissions.
Acquisition in the past year:

Vern Dicke Insurance Agency
(January 1980).

Carl S. Stecker &

Associates Inc.

855 Ave. of the Americas, Room
315, New York, N.Y. 10001; 212,
736-5650

1979 1978

Premium vol. $3,300,000 $3,000,000

Gross rev. $550,000 $450,000

Employes ..... 11 10

Commercial bus. 6096 60%

Principal officers: Carl S.

Stecker, president; Howard Man-
dresh, vp/treasurer; Allan Stecker,
vp/secretary.

Compensation: Commissions.
Acquisition in the past year:

David Ravitch (March 1979).

DeWitt Stern, Gutmann
& Co. Inc.

551 Fifth Ave., New York, N.Y.
10176; 212-867-3550

1979 1978

Premium vol. . $12,000,000+ $9,000,000

Gross rev. $1,350,000 $1,010,000
Employes ..... 30 28
Ccmmercial bus. 85% 70%

Principal officers: DeWitt A.
Stern, chairman; Jolyon F. Stern,
president; Gilbert Andrus, John H.
Gutman, vps.

Compensation: Commissions
and fees.

Branch office: DeWitt, Stern/

Cohen Insurance Agency, Los
. Angeles.

Licensed excess/surplus broker
in: New York.

Edmund D. Stevens Inc.

1503 Genesse Bldg., Buffalo, N.Y.
14202; 716-856-3387

1979 1978

Premium vol. . . $2,350,000 $2,000,000

Gross rev. . $350,000 $302,000

' Employes .... 10 9
Commercial bus. 65% 65%

Principal officers: Edmund D.
7 Stevens, chairman; Edmund D.
1 Stevens Jr., presidenUtreasurer;

Peter V. R. Lapey, vp; Thomas C.

Luescher, secretary; Patricia K.
White, assistant secretary.

Compensation: Commissions
and fees.

Storer, Damon & Lund

55 Summer St., Boston, Mass.
02110; 617-542-3016

1979 1978

Premium vol. $6,600,000 $6,600,000

Gross rev. $1,083,300 $1,107,500
Employes ....,. 39 39
Commercial bus. 60% 60%

Principal officers: Franklin W.
Carney, Henry A. Brennick, John
H. Dyer, Douglas E. Poole, Or-
lando W. Sargent, partners.

Compensation: Commissions.
Branch ·offices: Cambridge,

Malden, Mass.
Licensed excess/surplus broker

in: Massachusetts.

Strasco Insurance

Agency Inc.
527 St. Paul St., Baltimore, Md.
21202; 301-539-2020

1979 1978

Premium vol. $1.720,000 $1,601,000

Gross rev. $288,000 $256,000

Employes ...... 6 6
Commercial bus, 7096 70%

Principal officers: Jerome B.
Rosenberg, president; Leonard H.
Rosenberg, senior vp; Stephen F.
Rosenberg, CLU, CPCU, vp; Es-
ther N. Rosenberg, secretary/treas-
urer.

Compensation: Commissions.

Stratton, Stebbins & Dunn
503 Michigan National Tower,
Lansing, Mich. 48901; 517-485-7286

1979 1978

Premium vol. ... $1,465,108 $1,298,447

Gross rev. ... $231,823 $199,520

Employes .... 4 4
Commercial bus. 80% 80%

Principal officers: S.J. Steb-
bins, president; R.A. Dunn, Carol
McGlaughlin, vps; Phillis Mont-
gomery, secretary.

Compensation: Commissions.

James F. Sutton

Agency Ltd.
2 Greenwood Ave., Box 57, East
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Islip, N.Y. 11730; 516-581-7978

1979

Premium vol. .. $1,050,000

Gross rev. . . $150,000

Employes ...... 3

Commercial bus. 60%

1978

$950,000

$142,500
3

60%

Principal officers: James F. Sut-
ton, president.

Compensation: Commissions.

Systems VII Insurance
Services Inc.

14110 E. Firestone Blvd., P.O. Box
2117, Santa Fe Springs, Calif.
90670; 213-802-2711

NOTICE OF TERMINATION
OF AUTHORITY

Continued on next page

NOTICE IS HEREBY GIVEN THAT GREAT ATLANTIC INSURANCE
COMPANY, A DELAWARE CORPORATION (THE "COMPANY"), HAS
TERMINATED AND WITHDRAWN THE AUTHORITY OF EACH OF
THE FOLLOWING, INDIVIDUALLY AND COLLECTIVELY, TO ACT AS
AGENT OF THE COMPANY:

Frank Elger

Frank Elger and Company

Frank Elger and Company (Alpha) Limited
International Marine Underwriters Limited
International Aviation Underwriters Limited

ALL INSURANCE BROKERS, AGENTS AND OTHER THIRD PAR-
TIES ARE HEREBY PLACED ON NOTICE THAT THE COMPANY DIS-
CLAIMS ANY AND ALL RESPONSIBILITY FOR ANY INSURANCE
POLICIES OR BINDERS, AND ANY OTHER BUSINESS OF ANY KIND
WHATSOEVER, PURPORTEDLY TRANSACTED IN ITS NAME OR ON
ITS BEHALF BY ANY OF THE ABOVE, OR ANY OF THEIR OFFICERS,
EMPLOYEES OR AGENTS, ON AND AFTER JUNE 11, 1980.

GREAT ATLANTIC INSURANCE COMPANY

BY: MILTON R. BIGHAM,
CHAIRMAN AND PRESIDENT

Where is Greenwood, Indiana?
The leading Benefit Consultants and Administrators know!

I Stop Loss for Partially Self Funded Groups
Down to 10 Lives

• Stop Loss for Self Insured Benefit Plans,
Aggregate

Specific
Catastrophic Coverages

I Mangement Services for Self
FOnded Benefit Plans

I Stop Loss for Self Funded LTD
m EGO Coverages for

Claims Administrators

Data Processors

Attorneys
Actuaries & Pension Consultants

• Ransom and Kidnap Coverage

I Professional Athletes' Coverage
I Blanket Bonds for Banks and Other

Financial Institutions

• Group Life 6 ADGD
Il Lump Sum Disability

BROUGHER AGENCY,INC.
Lloyd's, London Correspondents

10 Downing Street
P.O. Box 485

Greenwood, Indiana 46142
(317) 888-3531 / TWX 8102602230
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1979 1978
Premium vol. $2,198,211 $1,444,045
Gross rev. $265,983 $188,026
Employes ... 7 3
Commercial bus. 99% 99%

Principal officers: Pat W. Maz-
zotta, president; Henry Mandels-
berg, vp.

Compensation: Commissions
and fees.

Licensed excess/surplus broker
in: California.

CLAIM MANAGEMENT
SERVICES

RISK MANAGERS/CAPTIVES/REINSURORS
casualty reserves • major case •
audit/review • program analysis
• contract adjusting analysis •
• self-insured • aggregate cov-
ers • experienced in Fortune 500
claim programs

John J. O'Connor
B.A., L.L.B., 1.1.A.

Consultant
11 Patrick Lane

Wilton, Connecticut 06897
Phone: (203) 762-9564

lu

T

Taylor/Cohen/Rudolph &
Glaconia Co. Inc.

791 Passaic Ave., Clifton, N.J.
07012; 201-4714400

1979 1978
Premium voL ... $6,105,523 $6,404,215
Gross rev. ..... $794,118 $717,426
Employes ...... 18 18
Commercial bus. 7096 70%

Principal officers: Sidney Ru-
dolph, CPCU, president; Shelby R.
Cohen, vp; Ronald W. Giaconia,
secretary/treasurer.

Compensation: Commissions
and fees.

Subsidiary: Giaconia Life Asso-
ciates Inc.

Tecnicos En Seguros, S.A.
Edificio El Triangulo, Nivel 12,
Zona 4, Guatemala City, Guate-
mala C.A.; 321555

1979 1978
Pmmium vol. $6,500,000 $5,200,000
Gross rev. -... $1,110,000 $721,500
Employes ..... 48 40
Commercial bus. 90% 90%

Principal officers: Enrique
Fernandez, president; Brian
Aycinena, Luis Molina, Douglas
Steele, vps; Luis Chocano, vE}-life/
employe benefits.

Compensation: Commissions.
Branch offices: SEASSA, El

Salvador. COSESA, Honduras.

 Subsidiary: Tecnisevisa.Parent company: Marsh &
McLennan International and De
Lima & Co. of Colombia.

Ter Bush & Powell inc.

148 Clinton SL, Schenectady, N.Y.
12305; 518-370-8600

1979 1918

Premium vol. $88,000,000 $76,000,000
Gross rev. ...... $9.900,BOO $4700,000
Employes 231 207
Commercial bus. 90% 85%

Principal officers: J.W. Campo,
chairmaWchief executive officer;
R.J. O'Rourke, president/COO;
W.P. Conboy, executive vp; T.E.
Devine, executive vp/treasurer;
J.F. MeGrane, senior vp.

Compensation: Commissions
and fees.

Acquisitions in the past year:
Whitehall Brokerage Inc. Uune
1979); Paine-Ward Agency Inc.
(December 1979).

Branch offices: New York, Al-
bany, Cedarhurst, Hoosick Falls,
Forest Hills, Syracuse, N.Y.; Bos-
ton; Palm Beach-

Subsidiaries: Terbex Inc; Ter
Bush & Putnam Agency Inc.; Ter
Bush & Powell-Fla. Inc.

Licensed excess/surplus broker
in: New York.

Tholts Insurance
Service Inc.

541 Cowper St., Palo Alto, Calif.

ANNOUNCING AN ALL NEW GENERAL LIABILITY FACILITY FOR THE

Amusement
Business Industry

Traveling Carnivals, Amusement Parks, Go-Kan Tracks, Rodeos, Concerts, Firework Displays,
Kiddie Zoos and Parks are but a sampling of the classes of business entertained under our new

Comprehensive Amusement Industry Liability Program.
As usual, you may anticipate prompt, flexible, intelligent responses as well as

reasonable but responsible pricing.

Find out what's made CoverX Corporation one of rhe fastest growing Specialty
Underwriting Managers in the United States by calling or writing us today
for further information or applications.

COVER CORPORATION
30161 Southfield Road, Southfield, Mich. 48076 - Tel.: (313) 6443200, Telex 235635

94301; 415-324-0606

1979 1978
Premium vol ... $2,500,000 $2,000,000
Gross rev.    $455.000 $359,000
Employes ...... 11 10
Commercial bus. 61% 62%

Principal officers: Donald A.
Way, CPCU, president; Herbert G.
Hill, CPCU, vp/treasurer; Linda J.
Stewart, secretary.

Compensation: Commissions.

Richard-Thomas Agency
1432 Old Northern Blvd., Roslyn,
N.Y. 11576; 516-621-0202

1979 1978
Premium voL ... $3,100,000 $3,000,0
Gross rev. ... $275,000 $270,0
Employes ...... 5
Commercial bus. 9096 90

Principal officers: Richard
Sklouer, owner/president.

Compensation: Commission
and fees.

Branch office: New York.
Subsidiary: The Marama

Agency.

Triangle Insurance Inc.
12716 Riverside Drive, North Hol-
lywood, Calif 91609; 213-983-2400

1979 1978
Premium vol. $5,300,000 $4,400,000
Gross rev. $879,000 $703,000
Employees ...... 18 18
Commercial bus. 84% 63%

Principal officers: Sy Maxwell,
president; Maurice Jones, secre-
tary.

Compensation: Commissions.
Subsidiary: Triangle Life Insur-

ance Agency.

Trimble-Batier-Cobb
Insurance

519 W. Beauregard. San Angelo.
Tex. 76901; 915-653-6733

1979 1978
Premium vol $3.843.281 $3,390,325
Gross rev. $642,194 $609,755
Employes .20 18
Commercial bus 6096 60%

Principal officers: Henry H.
Batjer Jr., R. Bernard Trimble,
James H. Cobb and D. Randall
Saverance, partners.

Compensation: Commissions.
Licensed excess/surplus broker

in: Texas.

Nathan Trotter Co.

406 W. 34th St„ Kansas City, Mo.
64111; 816-531-2266

1979 1978
Premium vol . $3.600,000 $3,300,000
Gross rev. ...... $475,000 $430,000
Employes ...... 8 8
Commercial bus. 90% 90%

Principal officers: Nathan Trot-
ter, president; Earl Holmes, vp;
Fred C. Hall, secretary.

Compensation: Commissions
and fees.

Licensed excess/surplus broker
in: Missouri, Kansas.

U

Ulrich Voorhees Warner
Associates

100 Davidson Ave., P.O. Box 228,
Somerset, N.J. 08873; 201-469-3000

1979 1978

Premium vol ... $15.100,000 $12,906,000
Gross rev.. .. $2&37,000 $2,138,000
Employes ...... 39 40
Commercial bus 8296 8696

Principal officers: John N.
Voorhees III, CPCU, president;
Stephen A. Warner, executive vp;
Elliott Rothman, vp-marketing;
Allen I. Preville, senior vp; Judith
Cohn, assistant secretary.

Compensation: Commissions
and fees.

Branch office: Washington,
D.C.

Licensed excess/surplus broker
in: New Jersey.

(

Underwriter's Corp. of
Ann Arbor

Mich. 48105; 313-7614616

1979 1978
PIErnium voL . $1,575,000 $1,500,00
Gross rev. $291,700
Employes ...... 5
Commercial bus. 7896 809

Principal officers: Andre A

Barroso, secretary/treasurer; Caro
lyn Nyrkkanen, vp.

Compensation: Commissions.

in: Michigan.

E United Coverage
4 Consultants Inc.

%

T. 10016; 212-725-0505
S

X

1979 1978
Premium voL . $8,000,000 $7,500,000
Gross rev. $1,000,000 $800,000
Employes ...... 13 14
Commercial bus 9096 9096

Principal officers: Philip M.
Schlussel, president/chairman;
Alan M. Mack, executive vp.

Compensation: Commissions
and fees.

Branch office: Greenwich,
Conn.

Subsidiaries: Robert Mack
United Inc.; Physicians Insurance
Agency; N&TRosenthal Co.; Phi-
lip M. Schlussel Co.; United Cov-
erage Consultants Connecticut
Inc.

Licensed excess/surplus broker
in: New York.

United Services

Agencies Inc.

5201 N. 19th Ave., #125, Phoenix,
Ariz. 85015; 602-249-9057

1979 1978
Premium vol .. $2,96*,000 $1,389,000
Gross rev $446,100 $236,700

Employes .9 6
Commercial bus. 67% 78'tb

Principal officers: Arthur J.
Blankeriship, CPCU, president;
Douglas Christensen, CPCU, and
Larry E. Strobel, vps; Kathleen
Bishop, secretary.

Compensation: Commissions
and fees.

Licensed excess/surplus broker
in: Arizona

V

Van Beurden Wigh &
Associates Inc.

1615 Draper St., Kingsburg Calif.
93631; 209-897-2975

1979 1978
Premium voL $9.500,000 $7,000,000
Gross rev. $1,300.000 $1,030,000
Employes ...... 28 27
Commercial bus 9096 90%

Principal officers: William J.
Van Beurden, president; Michael
S. Oliver, executive vp; Doug
Uyeki, Mark Matthews, vps; Reba
Pickerell, chief financial officer.

Compensation: Commissions
and fees.

Branch offices: Bonaire Assur-
ance ofThousand Oaks, Thousand
Oaks, Calif.; Bonaire Assurance of
Modesto, Ceres, Calif.

Subsidiary: Bonaire Assurance
of San Jose.

Licensed excess/surplus broker
in: California.

Truman Van Dyke Co.
6290 Sunset Blvd., Suite 1800,
Hollywood, Calif. 90028; 213-462-
3300

1979 1978

Premium vol. $4,500.000 $3,250,000
Gross rev. $600,000 $450,000
Employes ....., 15 15
Commercial bus. 92%• 90%

*All but 596 of commercial bumness is enter-
tainment risk insurance.

Principal officers: 5[¥uman Van
Dyke Jr., CPCU, president; Rose
Van Dyke, secretary/treasurer;
Frances H. Duffy, vp.

9



Compensation: Commissions.

fariable Protection

idministrators Inc.

650 Pearl Road, Cleveland, Ohio
4130; 216-888-8585

1919 1978

'remium vol ... $14,862,510 $7,990,800

;ross rev....... $1,437.905 $825,000
imployes ...... 38 18
'ommercial bus. 80% 7596

Principal officers: David Man-
ey, president; Timothy Eisen-
nann, secretary; James Restifo,
reasurer.

Compensation: Commissions
md fees.

Branch offices: Bellevue,Wash.;
Jasselberry, Fla.

W )J-
Wagner Taylor Co.
Ludlow Street at Copley Road.
Upper Darby, Pa 19082; 215-352-
4300

1979 1978

Premium voL ... $2,760,000 $2,750,000

Gross rev. ...... $424,730 $425,657
15 15Employes

Commercial bus. 60% 6096

Principal officers: Eugene L. Fi-
dell, president/treasurer; Harvey
K Partridge Jr., vp; Helen Di Ju-
lio, secretary.

Compensation: Commissions.
Acquisition in the past year:

O'Reilly & White Co. of Philadel-
phia (May 1980).

Francis M. Walley Insurance
Agency Inc.
475 High St., Dedham, Mass.
02026; 617-326-8383

1979 1978

Premium vol. . $1,300,000 $1.200.000

Gross rev. ...... $260,000 $240,000

Employes 8 8

Commercial bus. 34% 38%

Principal officers: Francis M.
Walley, president; Roberta L.
Zdankowski, vp.

Compensation: Commissions.

Warren-Hoffman &
Associates Inc.

105 Main St., P.O. Box 1100, Niag-
ara Falls, N.Y. 14303; 716-284-9983

1979

Premium vol. . $5,800.000.

Gross rev. ...... $935,000

Employes ...... 21

Commercial bus. 85%

* Fiscal year: May 1-April 30.

1978

$4.800.000*
$725,000

17

82%

Principal officers: JohnD. Hoff-
man, president; Richard M.
Thompson, executive vp; William
E. Warren, Leonard R. Cancilla,
vps; George L. MeGrath, vp-life/
fringe benefits.

Compensation: Commissions
and fees.

Subsidiary: Houlihan-Thomp-
son Division.

Warren & Welsh Co.

The Irwin Bldg., King of Prussia,
Pa. 19406; 215-337-0330

Employes 17 17

Commercial bus. 62% 67%

Principal officers: Wayland
"Buddy" Hancock, R.J. (Hollis)
Waldt and Wilbur Scott, partners.

Compensation: Commissions.
Subsidiary: Wayland Hancock

Co. Realtors.

I.R. Weinraub & Co. Inc.

10 Fairview Ave., Westwood, N.J.
07675; 201-666-4900,212-564-3070

1979 1978

Premium vol ... $1,100.000 $5,200,000

Gross rev. ...... $618,000 $590.000

Employes ...... 20 17

Commercial bus. 9096 90%

Principal officers: Irving R.
Weinraub, chairman; Mark B.
Weinraub, president; Richard W.
Dashnaw, Mark Sherry, Stephen
D. Kovacs, vps.

Compensation: Commissions
and fees.

Subsidiaries: Safety Reliance
Corp.; Weinraub & May.

Licensed excess/surplus broker
in: New Jersey, New York.

Weissman & Weissman Inc.

55 John St., New York, N.Y. 10038;
212-233-7600

1979 1978

Premium vol ... $4500,000 $5,000,000

Gross rev. ...... $920,0()0 $835,000

Employes 11

Commercial bus. 80% 8096

Principal officers: Milton L.
Weissman, president; Daniel D.
Haber, Stephen B. Weissman, Wil-
liam Bell, vps.

Compensation: Commissions
and fees.

Wellington Agencies Inc.
3460 Wilshire Blvd„ Suite 401. Los
Angeles, Calif. 90010; 213-380-3050

1979 1978

Premium vol. ... $8.297.000 $7,444.000
Gross rev. ...... $1,346,000 $1,231,000

Employes ...... 30 31

Commercial bus. 8096 7996

Principal officers: Wilbert W.
Stein, ARM, president; John An-
tignas, CPCU, ARM, executive vp;
Gerald Richbook, CPCU, ARM,
and Earl B. Gross, senior vps;
Donald W. Millar, secretary/treas-
urer.

Compensation: Commissions
and fees.

Wharton/Lyon & Lyon
101 S. Livingston Ave., Living-
ston, N.J. 07039; 201-992-5775

1979 1978

Premium vol ... $10,206.000 $4200,000

Gross rev. ...... $1,602,000 $1.379,000

Ernployes 36 35

Commercial bus. 80% 78%

Principal officers: Albert L.
Klein, CLU, president/chiefexecu-
tive officer; Thomas Rowe, senior
vp/chief operating officer; Lillian
Feld, secretary/personal lines
rnanager.

Compensation: Commissions
and fees.

Acquisition in the past year:
Blum Associates Ltd. (May 1980).

Whitsitt Ralston & Stiff
1978

$19,473,000 Agency Inc.
$2,494,000

40 Box 1028,801 N. Main, McAllen.
94% Tex. 78501; 512-682-2841

1919

Premium vol. .$22,152*000
Gross rev. ...... $2.513,000

Employes 40

Commercial bus. 94%

Principal officers: Peter J.
Piacentino, president; Montgom-
ery Harris, John G. Daniel, John J.
Joyce, senior vps; Stanley A.
Welsh Jr., chairman.

Compensation: Commissions
and fees.

Branch offices: Atlanta; Blue
Springs, Mo.; Fort Worth, Tex.

Subisidary: Rental Industry
Service Inc.

Licensed excess/surplus broker
in: Pennsylvania.

Wayland Hancock
Insurance Agency
1925 Lexington, Houston, Tex.
77098; 713-528-5383

1979 1978

Premium vol. ... $4,600,000 $3,900,000

Gross rev. $733,000 $611,000

1979 1978

Premium vol. . $3,750,000 $3,353,000
Gross rev. ...... $640,000 $560,000

Employes 18 18

Commercial bus. 73% 73%

Principal officers: W.E. Whit-
sitt, president; R.E. Stiff, vp; Neal
King, secretary/treasurer; Max
Roesch, vp.

Compensation: Commissions.

John J. Williams Insurance

Agency Inc.
141 Milk St., Boston, Mass. 02109;
617426-4087

1979 1978

Premium voL ... $2,200,000 $2,000,000
Gross rev. ...... $350,000 $320,000

Employes 12 11

Commercial bus. 85% 85%

Principal officers: John J. Wil-

liams, presidentttreasurer.
Compensation: Commissions

and fees.

Branch office: Hyannis, Mass.
Subsidiary: Cape & Islands In-

surance Agency Inc.
Licensed excess/surplus broker

in: Massachusetts, New Hamp-
shire, Maine, Vermont, Rhode Is-
land, New York, California, Texas,
Indiana, New Jersey.

Williams Insurance

Agency Inc.
116 E. Third St.,Crowley, La.
70526; 318-783-6346

1979 1978

Premium vol. ... $2,400.000 $1,900.000

Gross rev. ...... $350,000 $305,000

Employes ....8
Commercial bus. 60% 60%

Principal officers: Sims C. Wil-
liams, president; Donnaud B. Wil-
liams, vp; Sims C. Williams Jr.,
secretary/treasurer.

Compensation: Commissions.

Mark V. Williamson Co. Inc.

5800 "It" St., Suite 255, Pulaski
Center, Little Rock, Ark. 72207;
501-664-7728

1979 1978

Premium vol ... $1,340,000 $1,252.209
Gross rev. ...... $227.000 $209.472

Employes 5 6

Commercial bus. 85% 85%

Principal Officer: Mark V. Wil-
liamson, president.

Compensation: Commissions.
Licensed excess/surplus broker

in: Arkansas.

W.K.P. Wilson & Son Inc.

51 St. Joseph St., P.O. Box 2407,
Mobile, Ala. 36601; 205-433-0441

1979 1978

Premium vol. ... $19'800.000 $19,400,000
Gross rev. ...... $2,711,000 $2,407.000

Employes ...... 63 65

Commercial bus. 85% 8596

Principal officers: B.R. Wilson
Jr., chairman; Clifton C. Inge,
president; J.R. Rutherford, vp;
W.E. Roney Jr., secretary.

Compensation: Commissions.
Licensed excess/surplus broker

in: Alabama.

Continued on next page
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Excess • Surplus • Reinsurance

• Risk Management and
Insurance Marketing Concepts •

Correspondent at Lloyd's London

Reach a dozen

or more markets

with a single call?

Impossible?

Not if you contact...

Risk

INCORPORATED

1101 State Road (Bldg. E), Princeton, N.J. 08540
(201) 297-5300 ·(609) 924-9222 Telex 843-300

120 Madison Ave., Madison, N.J. 07940
(201) 966-1388 Telex 136-546

DEALER'S OPEN LOT

GARAGE KEEPER'S LEGAL

COMMERCIAL AUTO PHYSICAL DAMAGE

We have an excellent market!

rghip 'f «nuim;
INSURANCE BROKERS, INC.

¤ *L0122 r

409 N. ROBERTSON BOULEVARD
LOS ANGELES, CALIFORNIA 90048

Member of the ISIP Group, Switzerland

(213) 274-7071
TELEX: 194206 ISLPLSA

SERVING THE ENTIRE UNITED STATES
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Winchester Insurance

Agency Inc.

915 N. Bascom Ave., San Jose,
Calif. 95128; 408-247-8336

1979 1978
Premium vol. $5,160,000 $3,630,000
Gross rev. $820,000 $605,000
Employes .. .. 17 14
Commercial bus. 80% 75%

Principal officers: Terrance Es-
peland, Daniel McDonald, Michael
Mitchell, Christopher McDonald.

Compensation: Commissions.

Branch office: Fremont, Calif.

Sol L. Wisenberg Insurance
Agency

4801 Wcodway, Suite 100 E., P.O.
Box 983. Houston, Tex. 77001; 713-
622-5200

1979 1978
Premium vol. $16,109,648 $13,213,955
Gross rev. $2,481,222 $1,902,179
Employes ..... 48 44
Com mercial bus. 85% 87%

Principal officers: Avrohm I.
Wisenberg. chairman; Irving Poz-
mantier, president; Joe L. Wil-
liams, CPCU, vp; Bernard T.
McQueeney, CPCU, vp.

Compensation: Commissions
and fees.

sawmil Is,

woodworking
operations

a problem?
on woodworking operations

including automated sawmills

We're ins.Irance specialists in the
forest Froducts industry, and

can provide you with p-operty
coverages at possible savings

up to 50% over your fresent
costs. We can also provide you
with contractor's equipment

coverage and general I ability
(including products) insurance.

%A

....

A.

0...

• I

Woodsmall, Frick
& Innis Inc.

2480 Pershing Road, Kansas City,
Mo. 64108; 816-421-7788.

1979 1978
Premium vol. $1145)0,000 $9260,000
Gross rev. $1.432,800 $1 269,550
Employes, ..,.. 41 31
Commercial bus. 90% 90%

Principal officers: W.C. Wood-
small, chairman; Peter L. Wood-
small, president; Thomas E. Klug,
senior vp; J. Michael Brewer,
Richard L. Shanks, vps.

Compensation: Commissions
and fees.

Subsidiary: Group Plans
Agency.

Licensed excess'surplus broker
in: Missouri, Kansas.

Woodward & Williamson

15 Exchange Place Jersey City,
N.J. 07302; 201-434-1772

1979 978
P:emium vol. $2.330,000 52,32..000
Gro:s rev. HBO,730 «-$38;,520
Employes .7 6
Commercial bus. 70% 70%

Principal officers: Herbert
Marshall Jr., president/treasurer;
Phlips W. Marshall. vp/secretary.

Compensation: Commissions
and fees.

Worgess Agency Inc.
55 N. McCamly, P.O. Box 1678,
Battle Creek, Mich. 49013; 616-
965-3221

1979 r978
Premium vol. $4,191,000 $3,SOC,000
Gross rev. $695,000 F02,845
Employes .. 18 18
Commercial bus. 55% 60%

Principal officers: Russell V.
Worgess, president; Donald R.
Worgess, vp; Douglas Worgess, as-
sistant vp; Robert Worgess, trea-
surer; Richard Worgess, assistant
treasurer.

Compensation: Commissions.
Branch office: Marshall, M.ch.

John L. Wortham & Son

2727 Allen Parkway, Houston
Tex. 77019; 713-526-3366

19;9 1373
Premium vol. $88,151,702 $33,347,000
Gi oss rev $10,2·29,112 $3,519,334
Em#toya ..... 223 217
Ccmmercial bus. 93% 32%

Principal officer: Allen H. Car-
ruth, managing partner.

Compensation: Commissions
and fees.

Branch offices: Dallas, Midand,
Tex

Subsidiaries: John L. Wortham

& Son Inc.; John L. Wortham &
Son Investments Inc.; John L.
Wortham & Son Bermuda Ltd.;
Services for Risk Handling Inc.

Licensed excess/surplus broker
in: Various states.

Wright & Co.
1001 Connecticut Ave. N.W.,
Washington, D.C. 20036; 202-331-
1550

1979 1978
Premium vol. NA NA
Gross rev. $1,338,000 $1,300,000
Employes ....... 25 25
Commercial bus. 98% 98%

Principal officers: Frank L.
Wright, president; Betty R. Wright,
treasurer; Michael R. Ward, vp; Pe-
ter F. Love, vp-property/casualty;
Thomas K. Rogers, vp-group in-
surance/allied lines.

Compensation: Commissions
and fees.

Branch office: London.
Subsidiaries: Wright Interna-

tional; Inter-American Assurance
Co. Ltd.; TAMINCO Assurance
Services; The Arab Middle East In-
surance Co. (affiliates).

Licensed excess/surplus broker
in: District of Columbia, Virginia.

man, CLU, CPCU, ARM, pres
dent; Marilyn Manzoli, vp/adrr
inistration; Norma Goldman, trez
surer.

Compensation: Commission
and fees.

Subsidiary: Yale Goldman In
vestment Co.

Licensed excess/surplus broke
in: Massachusetts.

Young & Simon Inc.
1050 31st. N.W., Washington, D.C
20007; 202.337-0100

1979 1978
Premium vol. $10,500,000 $8,700,00(
Gross rev. $1,480,000 $1,300,00(
Employes ...... 38 4f
Commercial bus. 92% 929

Principal officers: Maury
Young, president; Richard Young
vp; Robert Lachin, secretary/treas.
urer.

Compensation: Commissions.
Licensed excess/surplus broker

in: District of Columbia, Mary-
land.

Cze
Zillgitt & Wright Insurance
Agents & Brokers

 330 Washington St., Marina DelRey, Calif. 90291; 213-822-1221

Yale Goldman Insurance
Agency Inc.

1191 Washington St., Newton,
Mass. 02165; 617432-6360

1979 1978
Premium vol. $6,900,000 $6,800,000
Gross rev. $1,000,000 $990,000
Employes .....- 30 30
Commercial bus. 60% 64%

Principal officers: Preston B.
Zillgitt, chairman; Charles M.
Wright, president; Robert
Gerughty, vp.

Compensation: Commissions.
Branch office: Newport Beach,

Calif.

1979 1978
Premium vol. $1,057,894 $1,011,766
Gross rev. $205,367 $203.589
Employes .7 7
Commercial bus. 70% 65%

Principal officers: Yale Gold-

Here's a list

of agencies
by state, city

ALABAMA

Birmingham
Johnson-Rast & Hays Co.
McGriff & Seibels Inc.

Mobile

Pickett & Adams Insurance Inc.
W.K.P. Wilson & Son Inc.

ALASKA

Ketchikan

Porter-Spaulding Inc.

ARIZONA

Phoenix

Beal & Associates Insurance
Counselors Inc.

Lasher-Cowie Agency Inc.
Olliver/Pileher & Associates
United Services Agencies Inc.

Scottsdale

Anderson-Reeve & Associates
Inc.

ARKANSAS 
Harrison

John Campbell Insurance
Agency Inc.

Little Rock

Atkins Insurance Corp.
Hardin & Wilson Inc.
Mark V. Williamson Co. Inc.

CALIFORNIA 
Burblnk

Eastman & Co. Insurance

Brokers

Carmel

Brown-Spaulding & Associates
Inc.

El Segundo
Guy A. Main & Co.

Exeter

NSE Insurance Agencies Inc.
Hollywood

Truman Van Dyke Co.

Kingsburg
Van Beurden, Wigh & Associates

Inc.

Lafayette

Bone, Robertson McBride Inc.
La Jolla

Corey Insurance Agency Inc.

Los Angeles
Bayly, Martin & Fay

International Inc.

Emett & Chandler Inc.
Kindler & Laucci Group
Penn General Agencies
Wellington Agencies Inc.

Marina Del Rey

Zillgitt & Wright Insurance
Agents & Brokers

Newport Beach
Anderson & Anderson Insurance

Brokers

North Hollywood
Triangle Insurance Inc.

Oakland

Bottari, Holland & Sweetman
Palo Alto

Thoits Insurance Service Inc.

Sacramento

Sacramento Valley Insurance



San Diego
'obert F. Driver Co. Inc.

'obson. Cavignac & Associates
Insurance Brokers

San Francisco

ilbert M. Bender Co. Inc.
tichard N. Goldman & Co.

.evinson Bros. Inc.

San Jose

linchester Insurance Agency Inc.
San Mateo

:alco Insurance Brokers & Agents
Santa Ana

tepublic Insurance Brokers Inc.

Santa Fe Springs

)ain Insurance Agency
iystems VII Insurance Services
Inc.

Stockton

)ohrmann-King Co. Inc.
Sunnyvale

ilpha I Insurance Brokers Inc.
Torrance

Zal-Surance Associates

Keenan & Associates

Tustin

Insurance Benefits Inc.

Van Nuys

Osterloh & Durham Insurance
Brokers of North America Inc.

Whittier

Davidson, Pierson & Roth Inc.
Woodland Hills

Patrick C. Ross Associates
Insurance Services

COLORADO

Denver

Byerly & Co. Inc.
Day, Webb & Taylor Inc.

Sterling

Dowis Agency Inc.

CONNECTICUT

Bridgeport

Beardsley, Brown & Bassett Inc.
Insurance Center of Southern

Connecticut Inc.

Danbury

G-A Insurance Agency Inc.
(Goodfellow-Ashmore Inc.)

Fairfield

Keator Smith Inc.

New Canaan

Libration Point Consultants Ltd.

Norwich

RL&G Agency Inc.

Torrington

Litchfield County Agency Inc.

Waterbury Robert M. Schrayer Co.

Associated Services Inc. Elmhurst

Hollis D. Segur Inc. Davis-Grosse Inc.
Root & Boyd Inc.

Hinsdale

Charles M. Griffith Inc.< DISTRICT OF Morency & Associates Inc.

 COLUMBIA Oak Brook

Boockford & Co.

International Risks Inc. Palos Heights
The Mutual Insurance Agency

Inc.
Payan-Stitt Corp.

Wright & Co. Rolling Meadows
Young & Simon Inc. Executive Motivation Inc.

Arthur J. Gallagher & Co.

FLORIDA  Schaumburg
Financial Insurance Service Inc.

Daytona Beach Industrial Insurance Agency Inc.

Jay Adams & Associates Inc.
Fort Lauderdale INDIANA 

Contini-Jensen Inc.

Hollywood Camden

Smith Watson Parker Inc. The Pettiner Agency Inc.
Melbourne Elkhart

Rodes-Roper-Love Insurance St. Joseph Valley Bank-
Agency Inc. Insurance Division & SVJ

Miami Insurance Inc.

Gallagher-Cole Associates Hobart
Seitlin & Co. J.D. Smith & Associates

Plantation
Indianapolis

Mark IV Insurance Agency Inc. Associated Insurance Managers
St. Petersburg Inc.

Bennett Wallace Welch & Green
Insurance Inc.

Tampa IOWA

Poe & Associates Inc.
Council Bluffs

Insurance Agents Inc.
GEORGIA

Savannah

McLaughlin & Co.

HAWAII

Honolulu

King & Neel Inc.

ILLINOIS

Arlington Heights

Kehe, Foy & Snelten Insurance
Agency Inc.

Chicago

Alper Services Inc.
Associated Agencies Inc.
Byrne, Byrne & Co.
Fred S. James & Co. Inc.

James S. Kemper & Co.
Kruger Insurance Agency Inc.
Lamb Little & Co.

Mack & Parker Inc.
McManus & Pellouchoud Inc.

Rollins Burdick Hunter Co.

Ryan Insurance Agency Group

REINSURANCE
PROPERTY
Excess of Loss & Pro Rata

Treaty and Facultative

CASUALTY
Excess of Loss

Treaty and Facultative

Dominion Insurance Company of America

A strength in the United States market

127 John Street, New York, N.Y.'10038
Telephone: (212) 635-2700 TWX: 710-581-3981

KANSAS

Kansas City

Merriam, Ellis & Benton
Wichita

Insurance Management
Associates Inc.

 KENTUCKY 
Louisville

Harris & Co.
Nahm, Turner, Vaughan &

Landrum Inc.

Allen M. Reager Co.

 LOUISIANA
Crowley

Williams Insurance Agency Inc.
Monroe

Seymour Insurance Agency Inc.
New Orleans

Kessler-Bodenheimer Inc.

MAINE

Rockland

W.C. Ladd & Sons Inc.

MARYLAND

Baltimore

Consolidated Insurance Center
Inc.

Strasco Insurance Agency Inc.

MASSACHUSETTS

Beverly

Leslie S. Ray Insurance Agency
Inc.

Boston

Mahoney & Wright Insurance
Agencies

Storer, Damon & Lund
John J. Williams Insurance

Agency Inc.
Dedham

Francis M. Walley Insurance

Agency Inc.

Lynn

Admiral Insurance Agency Inc.
Columbia Insurance Agency Inc.

Mansfield

New England Security Insurance
Agency Inc.

Methuen

Catalano Insurance Agency Inc.

Natick

Carlin Insurance

Newton

MacIntyre, Fay & Thayer
Insurance Agency Inc.

Yale Goldman Insurance Agency
Inc.

Worcester

Insurance Marketing Agencies
Inc.

MICHIGAN

Ann Arbor

4. 0.
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Underwriters Corp. of Ann Arbor
Battle Creek

Worgess Agency Inc.
Bloomfield Hills

Kimbro Ltd.

Cadillac

Blick, Dillon & Dunlop Inc.
Flint

Braun & Braun Inc.

Holland

Holland Insurance Agency Inc.
Howell

Akin-Akin Inc.

Huntington Woods
Phillip Margolis & Co.

Kalamazoo

Burnham & Flower Agency Inc.
Lansing

Metz, Lecy, Barnes & Thias
Insurance Agency Inc.

Stratton & Stebbins Inc.
Continued on next page
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Continued bm previous page
Petoskey

McCune-Dickinson Inc.

Southfield

Agins Agency Inc.

St. Joseph

The John DeVries Agency Inc.

MINNESOTA

Eden Prairie

M.E. "Micky" Lane Inc.

Minneapolis

Horizon Agency Inc.
Nordstrom Group Inc.

 MISSISSIPPI 
Tupelo

IFM Insurance Inc.

MISSOURI

Kansas City
Financial Guardian

Insurance Group
Haas & Wilkerson Inc.

Insurance Management Corp.
(of Kansas City)

Nathan Trotter Co.
Woodsmall, Frick & Innis Inc.

St. Louis

Lawton-Byrne-Bruner Insurance
Agency Co.

MONTANA

Helena

Montana International
Insurance Inc.

 NEW HAMPSHIRE

Nashua

The Sadler Insurance
Agency Inc.

Archie Slawsby Agency Inc.
Rochester

Kendall Insurance Inc.

NEW JERSEY

Clifton

Taylor/Cohen/Rudolph &
Giaconia Co. Inc.

Jersey City
Woodward & Williamson

Kenilworth

America's Insurance Center
Livingston

Wharton/Lyon & Lyon
Madison

Martz-Altschuler &
Associates Ltd.

Paramus

National Insurance
Associates Ltd.

Perth Amboy

Boynton Brothers & Co.

Ridgewood

Cook & Knight Associate:
Somerset

Ulrich, Voorhees, Warner
Associates

Teaneck

C. Lofberg Inc.

Tenany

Popkin Lebson Bergstein Inc.
Verona

Raymond G. McCarthy & Co.
Washington

Bowers, Schumann & Welsh

Westwood

I.R. Weinraub & Co. Inc.

NEW MEXICO

Roswell

RBS Insurance

NEW YORK 
Albany

Austin & Co. Inc.

Binghamton

Couper-Ackerman-Sampson Inc.
Briarcliff Manor

Frank B. Hall & Co. Inc.

Bronxville

Coulter & Groner Inc.
Buffalo

Buffalo Fire Office Inc.
E.T. Clauss & Co. Inc.
Edmund D. Stevens Inc.

East Islip

James F. Sutton Agency Ltd.
Great Neck

American Coverage Corp.
National Preferred Risks Ine.
Richard-Thomas Agency

We are sony to announce

tbe recent passing of

P. D. Betterley,

pioneer risk manager and
founder of tbe

Betterlor consuIting tradition.

D. A. BETTERLEY

RISK CONSULTANTS, INC.
WORCESTER, MASSACHUSETTS

Delbert A. Betterley Richard S. Bettertey

Haverstraw

The Ducey Agency Inc.
Jericho

National Coverage Corp.
Manhasset

Hess Morris Lebenson Inc.

Monticello

Gersten-Hillman Agency Inc.
Rhulen Agency Inc.

Nanuet

Carpezzi Agency Inc.
Don Liebert Inc.

New York City
Alexander & Alexander Inc.
BRI Coverage Corp.
Corroon & Black

Frank Crystal & Co. Inc.
Euclid Services Inc.
Foa & Son Corp.
Frankel & Co. Inc.
Joseph G. Gray & Co. Inc.
Group Services

Administrators Inc.

H&R Phillips Inc.
Joseph Held Co. Inc.
Johnson & Higgins
Walter Kaye & Associates Inc.
The Kooper Group
Krasner/Arcadia Group Inc.
Marsh & MeLennan Cos. Inc.
Montgomery & Montgomery Inc.
John M. Riehle & Co. Inc.
Schiff Terhune International Inc.
Schwartz Hirtenstein & Co. Inc.
Carl S. Stecker & Associates
DeWitt Stern, Gutman & Co. Inc.
United Coverage Consultants Inc
Weissman & Weissman Inc.

Niagara Falls

War·n-Hoffman & Associates Inc.

Pittsford

L.G. Loomis & Co. Inc.

Roslyn

Richard-Thomas Agency
Roslyn Heights

Friedman & Friedman Agency Inc.

Scarsdale

John G. Lambros Co. Inc.

Schenectady

A.W. Lawrence & Co. Inc.
Ter Bush & Powell Inc.

Staten Island

D.M.A.S. Inc.

Utica

Sidney I. Friedlander Inc.
Valley Stream

All Coverage Agency Inc.
Nussbaum-Brunell

Associates Inc.

White Plains

Capitol Risk Concepts Ltd.
David Bynam Insurance Inc.

OHIO

Cincinnati

Walter P. Dolle Inc.

Cleveland

Variable Protection

Administrators Inc.

Columbus

The McElroy-Minister Co.

Findlay

Spencer-Patterson Agency Inc.
Gibsonburg

Securance Services Inc.

Independence

Corporate Risks Agency Inc.
Lima

O'Connor-McLaughlin Co.

Rocky River

MeGowan & Co. Inc.

OKLAHOMA

Oklahoma City
North American Insurance

Agency Inc.

PENNSYLVANIA

Ardmore

The Simkiss Cos.

Bala Cynwyd
Carnett Agency Inc.

Chambersburg
McDowell Insurance Inc.

Erdenheim

Clair Insurance Agency Inc.
Erie

Samuel P. Black &
Associates Inc.

Schlaudecker, James & Hart Inc.
Jenkintown

Palley Simon Assn.
Johnstown

The Gleason Agency Inc.
King of Prussia

Warren & Welsh Co.

Newtown

Johnson, Kendall & Johnson Inc.
Philadelphia

The Hirshorn Co.
Paul Hertel & Co. Inc.
H.C. Knight & Co.

Pittsburgh
Babb Inc.

The Frankel Co.

Upper Darby
Wagner Taylor

RHODE ISLAND 
Providence

International Excess & Treaty
Managers Inc.

Woonsocket

Keough-Kirby Associates Inc.

SOUTH CAROLINA

Lake City

Epps-McLendon Co. Inc.

SOUTH DAKOTA
Rapid City

Black Hills Agency Inc.
Sioux Falls

Howalt-McDowell Insurance Inc.

TENNESSEE 
Athens

Athens Insurance Co. Inc.

Memphis

Cook, Treadwell & Harry Inc.
E.H. Crump Cos. Inc.

TEXAS 
Amarillo

DeGrassi-Bates Insurance Inc.
Jim Perkins Insurance Agency

Austin

C.A. Schutze Agency
Southwest Insurance Assn. of

Austin Inc.

Beaumont

Gulf Coast Insurance

Corpus Christi
National Insurance Agency
Shelton Insurance Agency Inc.

Dallas

Ligon, Gump & Ligon
Arthur L. Owen Co. Inc.

Producers Exchange Inc.
Ft. Worth

L.T. Barton Insurance

Houston

David Bynam Insurance Inc.
Ehrman, Murphy & Co.
Houston Mutual Agency Inc.
Wayland Hancock Insurance

Agency
Sol. L. Wisenberg Insurance

Agency
John L. Wortham & Son

McAllen

Whittsitt Ralston & Stiff

Agency Inc.

San Antonio

Harding-Conley-Drawert-Tinch

Insurance Agency Inc.

San Angelo

Trimble-Batjer-Cobb Insurance
Sherman

Harris, Hall, Blanton & Dunham

UTAH 
Salt Lake City

ATP Insurance Inc.
Fred A. Moreton & Co.

VERMONT

Burlington

Hackett, Valine &
MacDonald Inc.

Smith Bell & Thompson Inc.
Rutland

Kinney, Pike, Bell & Conner Inc.

VIRGINIA

Richmond

Grinnan, Harris, Tabb & Co. Inc.

WASHINGTON 
Bothell

Marshall Paris Insurance Inc.

Spokane

May-Davis Inc.

WISCONSIN 
Brookfield

First Associated Insurance
Agencies Inc.

Delavan

Johannesen-Farrar Inc.

Lake Geneva

Interstate Insurance Group Inc.
Milwaukee

Fitzgerald, Clayton, Noyes &
Kasten Inc.

Laub Group Inc.
Robertson-Ryan &

Associates Inc.

Racine

Insurance Planning
Consultants Inc.

 CANADA
Edmonton

Sheppard, Downing & Coleman
Insurance Service Ltd.

Montreal

Seymour Alper & Co. Ltd.
Lachance, Bertrand, Benoit &

Lavigne Ltd.
Morris & MacKenzie Ltd.

Osborn & Lange Inc.
St. John's

Crosbie Reed Stenhouse Ltd.

Toronto

Dale & Co. Ltd.

Reed Stenhouse Cos. Ltd.
Tomenson Saunders Whitehead

Ltd.

CENTRAL
AMERICA

Guatemala City, Guatemala
Tecnicos En Seguros S.A.

PUERTO RICO

Santurce

Saldana & Associates Inc.

Old San Juan

South Continental Insurance
Agency Inc.

SOUTH
AMERICA

Cali, Colombia

De Lima Y Compania
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Few risk execs put faith in franchises
Continued fTom page 11 chose MMI because "it suited our

he greatest success with "the mid- members' needs "
tized firm that generally does not Jann Walker, MRA's director of Risk Manager's Guide to Broker Group
ave a full-time risk manager," member services, told BI MMI's
.uggested Larry Bell, assistant vp package policy was cheaper than Services
)frisk management at Revco Drug other broker quotes It was "m the

Risk Excess/surplus Captive Mass Shared coverage DataEtores Inc in Twinsburg- Ohio neighborhood of 10% to 15%
management placement management marketing & market info bank"Big brokers often can't give the cheaper upfront and then the pre-

/pe of personal service they mium refund " Mr. Walker estima- - --

ieed," he said. ted policyholders received 12% in Assurex .

"A lot of my colleagues are get- premium re funds in the three Insgroup
..ng fed up with the lackadaisical 'years MRA has used an MMI pro-
attitude on the part of the alphabet gram ISU . .

louses," added R R. Fogtman, risk The convenience of a compre- Broker's Trust .

nanager for Geosource Inc. "A lot hensive package also helped sell
}f risk managers should be ·look- the membership "Instead of six ARM" . .

ng at the brokers who are hungry policies, now weneed justone,"he MMI
and can offer good service " explained

Marketing groups, he declares, IMS & IG .

'-have a future," buttheymust con- In other industries, MMI has
ICA

stantly strive to offer more profes- stepped in to fill specific insurance
sional service needs Jewelers, for example, suf- *Sponsors group plan for small firms through affiliate

Some of the groups' services fered high rates fueled by many
nave yet to be tested. ISU, Brokers thefts

**Programs vary from local group to group

rust and ICA have yet to field Bill Preston, chairman of the
tneir first request for risk manage- Jeweler's Insurance Trust, said an
ment services Insgroup offered MMI program was an"effective al- most liability policies,- explains · Working with ARM brokers profiled in this issue indicate a
Snly marketing help until its re- ternate source for keeping pre- Susan Teerless, president of the "who have a stake in the commu. new competitive force is born At
cent commitment to technical ser- miums down" by winning group association nity" is a plus, especially for adult- least one risk manager who rell-
vice rates "Nobody understood the unique home operators, she adds giously uses an alphabet broker 15

But ARM, Assurex and Market- ARM, too, has earned the reputa- nature of medical malpractice," Another trade group, the Empire thinking twice
ing Management Co Inc of Bir- tion as a troubleshooter and mira- she remarked State Petroleum Assn, cited ARM Vulcan Materials insurance

mmgham, Ala v a franchise mass- cle worker for trade groups with Last year the association pur- for "filling the needs of industry " manager Bernie Bumpers says he
marketer„ have all earned a cadre qnsurance rate problems. The Em- chased a fire and liability policy is satisfied with the service pro-

.

of loyal followers pire State Assn of Adult Homes in through ARM -- It's a statewide organization vided by Johnson & Higgins and a
MMI,whic hmass- markets .Albany,NY, turned to ARM for "We, did a lot of research before offering a product that is well- local broker But if he had unique

group policies to trade associa- understanding getting into this program," Ms priced and fits the bill of what we insurance needs, Mr Bumpers
tions and additional safety help, Members of the association had Teerless noted ARM's lower rates need," said Monroe A Golfer, the says, ·he would consider dealing
has won over several, industry been plagued with insurance prob- and its network of "well-known, association's chairman "And with MMI, which has tried to sell
groups lems in the past, partly because reputable people who aggressively they're doing a good Job of it " him before.

One of these trade groups,.the adult homes were lumped together search the market" won ARM the ThougH the Jury is still'out, the :That's all the start the broker
Menswear Retailers of America, with higher-risk nursing homes in program 10 aggressiveness of the eight groups groups are seeking

.

ISU Will WOO Assu rex shares services
COLUMBUS, Ohio-Assurex market for some special coverage, broker," Mr Ashlock said. This

' regional agents International executive vp Robert Assurex will help find it move, he savs will·put Assurex in
Ashlock doesn't mind that most "Partner firms are completely tune with what other national bro-
corporate insurance buyers don't willing to share any information," kerages are doing, but will not af-
know what his organization is all including financial data concern- feet day-to-day operations of,mem-

SAN FRANCISCO-With a $15 mnlion bankroll and industry about mg their operations, he said bers

heavy hitters behind it, ISU Cos. is the, big gun of the agency ."If they know .that Nahm, In many ways, Assurex func- But Mr Ashlock lS quick to

franchise business. Turner, Vaughan & Landrum is tions as a single large broker point out, however, that the Ohio-
Soliciting medium-to-large independent agencies with promises the best agency in Kentucky, whose local offices have extreme based organization is "signifi-

6f inswance expertise, risk management services, a buy-back  ' that's exactly what we want," Mr autonomy Like a large national cantly different" from other'bro-
agreement and agency management help, ISU plans to organize Ashlock said · brokerage, the group tries-to stay kers, agency associations and mar-
2,000 agencies under its banner by 1982 (BI, June 9) The Kentucky agency is one of on top of risk management and ketmg groups

ISU's premise, according to Thomas J Ryan, chairman of the Assurex's 57 partner firms in marketing developments Unlike various recently formed

board, president and chiefexecutive officer, is that the firm will be North America, which pack $1 5 Like the largest national broker- franchises that target agents, As-
able to help small agents and brokers compete with the big na- 4 billion in combined premium vol- ages, Assurex is looking to Lloyd's surex is "strictly client-oriented"
tional brokerages for large risks ume In addition to Canada and of London and "not actively seeking addi-

ISU is concentrating its first effdrts in its home state of Califor- Mexico, Assurex has member Assurex _may soon adopt as a tional shareholders," Mr Ashlock
nia, and company officials promise an announcement of the core agencies in.14 other nations . " partner"a large Lloyd's of London said .

group of members this fall ISU is targeting agencies with commis- Assurex is not trying to promote
sions of more than $200,000 a year, but miany of the larger agencies itself, but rather seeks to "orga-
have also shown interest in the concept, Mr Ryan said. ., , nize, create and act as catalyst" to

01 Insgroup promises, help partner firms serve corporate
"We're pinpointing our efforts right now on 50 fibhs in Califor- clients, Mr Ashlock says

nia," he s'aid "We were shghtly surprised; however, at the size of Assurex partners, shareholders
firms that are interested in us. Many ofthe firms have commissions in the global corporation, meet fre- expanded resources
of $1 million and up " quently in regional and general

The firm has also dropped ltS initial fee schedule from 6% of meetings to share technical exper- DENVER-Beginning a new pe- to more growth. he says - /.

gross revenues annually to 4% ISU's "Founders Gr6up," the first tise and professional services riod of expansion, Insgroup prom- - -Insgroup currently operates- a
10 agencies in a given territory, will pay only 3% in exchange for Close cooperation of partners is ises much,to members and buyers program with' Zurich-American
some initial input into the ISU system, a spokesman said. the Assurex philosophy b The group plans to announce a -Insurance:Cos. that grants under-

In addition, the franchiser has waived the service fee for the first "huge new array of services and re- writing authority to associates and
year forthe system, meaning agencies canjoin for the basic $10,000 The broker group, incorporated sources " is negotiating with several other

initiation fee and have ISUservices demonstrated to them. in 1970, is an outgrowth of Insur-  .Insgroup president Robert Ho- insurers to special underwriting
Fundmg for ISU comes from former Transamerica Corp 'presi- ance Services'Assn, an affiliation wey declined to divulge a"laundry programs

I dent Edward L Scarff and mvestment firm Merrill Lynch & Co of leadm-g iddependent brokers list" ofnew services, but said they ..r "A,participative relationship
With this backing, the franchise has been able to attract industry founded m 1954

r
would Include risk management with insurers is essential," Mr 'Ho-

notables The corporat'ion maintains a. servicei- ' . wey said.

ISU now employs 30 persons, down from 38 at one time, officials i data bank and risk management ' While waiting for the new ser- 4 "The arm's-length ' relationship
say The decline, however, comes from employes wh6 were lent ' institute at its Columbus, Ohio, vices, the 1004nember association withthesupplier and sales depart-
from other firms to do specifictasks These tasks are now»finished, headquarters to :providerinforma- is gearing up for rapid expansion ment is often counterproductive ?'
Mr Ryan says

11'' -
tion on markets, coverages, com- Insgroup lS aiming for 300 addi- However, Mr Howey warns

' petitors, industry trends and legis- tional: associates. and a combined against the "misbonception" that
Like other agency groups; advertisin-g'to httract b-uyers plays a lation for,the benefit,of its partner premium volume,of $4 8 billionby underwriting authority was

key role in.ISU plans The firm is revising, its print-advertising firms , - ' 1985, a giant increase from about Insgroup's main goal. The'organi-
campaign and has completed local television ads , The,Askurex Risk Management $60(1 million in ·1980, Mr Howey zation is, involved, hesnotes/in

...>

ISU will offer membef agents. , Institute offers a broad range of said. "across-the-board dealings with all
• Insurance expertise. Territorial consultants, a nationa124-hour ' services and:training including 40 , aspects of agency operation "

"answer-hne" and insurance-related research will combine to an- 1 safety engineering, loss control, Founded in 1975„ Insgroup is a To Join Insgroup, an agency
swer frandhisee's questions about thuirihurancemdustry, officials , self-insurance administration and nationwide-association of inde- mustmeeta 54%or betterloss ratio
say The answer line is already operating for mitial members. ' captive ·formation and manage- pendent property/casualty insur- for insurers, 15% real growth and

• Education and training ISU plans to offer educational semi- ment Risk» management training ance agents«that average$6 million the peer approval'offriendly com-
nars for members and evaluate courses held by other groups for member brokers is a prime tar- in premium volume-Its headquar- petitors. -The entran6e fee for Ins-

• Financial services Under the ISU lan; franchisees will be get ,. ters are in, Denvei} group is $3,500
able to sell.their agencies at any time to ISUfor a price equal to ' The organization'offers partners Insgroup, which Mr Howey con- Although Insgroup has' not pre-
annual gross revenues ISU cannot force agendies to sell, however. shared "technical capabilities of cedes has been a "bootstrap effort viously done much advertismg on
The service is intended to allow.,ISU members to use this value as ; national brokerages" at the Judg-' foralongtime,"is now broadening behalf of its associates, Mr Howey

r bank collateral, Mr Ryan says.  ment of the lacal agent, Mr.j its organizational structure, foo said' reorganization plans call for
Ashlock notes If a partner needs a Underwriting authority is one key advertising "m spades " .
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Agencies' ARM MMI sets agency standards
nears its goals BIRMINGHAM, Ala -Marketing Management "Our primary service," said MMI president Ken

Co. Inc likes todescribeitselfasanorganization Williams,"isthemanaging of businessinsurance
of"Main Street agents " Buteven thbugh th'e 300 for these trade groups."

ALBANY, N.Y -From a hand- MMI agents'across the nation are not concentra- Commercial mass marketing can grant buyers '
Working primarily on a state- ted in big cities, they dre no small-time operators. lower rates through collective purchasing power,ful of independent agents that wide basis, ARM relies on what The typical agency does 74% of its business in reduced administrative expenses and morebanded together more than a de- Mr O'Brien terms "controlled co- commercial lines and produces $2.6 million m available and broader coverage designed for the ·,cade ago in Indiana, the Assn. of hesive marketing" to open new . property/casualty premiums each year. unique needs of a certain mdustry, Mr. Williams, 'Risk Managers has grown to more markets-primarily Industry asso- : To Jom MMI, a franchise,group, each agency saysthan 400 agents in 38 states and clations and trade groups-for its

Canada must maintain a sales arid marketing program Through Management Servicies Inc, an affiliatdmember brokers. that meets MMI performance standards and pay of MR<LI, each mass-marketing program includes aARM today reflects the goals of
its original founders. to provide Through its collective re- MMI an initial fee of $2,500 and an annual service tailored loss-control program for that industry.

fee of $1,025.
collective resources and benefits sources, ARM is able to gain access "The glue that holds these programs together is
to Independent agents without in- to a much wider spectrum of the Founded in 1969, MMI has pioneered the field of safety dividends," Mr. Williams said The claims

commercial mass marketing.:Unlike the Assn of experience of a group, he notes, determines thefringing on their valued indepen- insurance marketplace. "We
dence, officials say Risk Managers, which operates primarily on a schedule of refunds to pollcyholders.search the market in the same statewide basis, MMI deals directly with national As a byproduct of property/casualty Insurance"The specific purpose of ARM," sense a broker searches the mar- trade associations The Birmingham-based opera- sales, MMI agents also offer risk management ser-according to the group "is to re- ket," he said. tion has 25 nationwide trade groups on an exclu- vices and administration plans for self-fundedsearch, plan, develop, place and ARM capitalizes on its collective sive contract. employe benefits.manage individual insurance pro- resources through what it calls
grams for members of trade asso- "smgle company" relationships
ciations and franchise groups,

most favorable terms, at the lowest

to with insurers

provide maximum coverage on the "The first ARM group sought
out a mA]or carner which wanted

possible cost." but did not have, a mmor commer- ICA battles for leverage
These are biggoals forthejointly cial presence in the state or m their

owned organization STRATFORD, Conn.-Paul petition from direct writers and
agencies," Mr. O'Brien explained Burgher is out to save the indepen- other financial institutions " Mr /1//m'MPIN/"4

"In 1974, they were represented dent agent. He joins a host of Burgher said
Unlike franchising ventures by one of 16 ARM members, in others. "Providing the kmd of visibilitysuch as ISU, MMI and Broker's 1975 they were represented by all Armed with reams of statistics normally associated only with 1

Trust, ARM is completely owned 16 and underwrote $1 million in and press kits, the Connecticut m- larger organlzatlons is one way to
and operated by its shareholder business surance agent is set to battle the achieve that."members Each of the nation's 30 "noncntical areas "

"Each agent had full commis- big brokers and direct writers on As president of the recently To attract corporate buyers, ICAARM groups sponsors its own pro. sions and profit sharmg, and more behalf of the beleagured mdepen- formed Insurance Consortium of has formulated what it calls itsgrams and operates indepen- importantly, preferred access to dents.
dently America. Mr Burgher started sell'- "Declaration of Independents"the company based onARM's total Inthe process, he hopes toestab- ing independent agencies on his The main attraction isa pledge tcHowever, members try to coop- volume," he said lish a nationwide network of 5,000 franchising concept only two offer insurance rates that are "lesserate and exchange information Through combined msurance, smaller-sized independent agents months ago He expects to have 15 than or equal to any competitiveacross state and regional lines, A buying power, ARM says lt offers by 1985. franchises by the end of the sum- coveragemarketing program successful in coverage benefits and cost-savmgs Mr Burgher believes indepen- mer and hopes to establish a na- In addition, ICA offers a free inone state, for example, is fre- unavailable on anindividual basis dent agents are in big trouble, and tional presence by January surance survey, an emergencyquently exported to ARM groups Through ltS statewide broker franchising is the obvious answer hotline to contact agents and anin other states, similar to the opera- network, ARM also says it can ser- In this Judgment he echoes other The initial fee for ICA agents is "early warning system" alertingtion of Assurex, another agent vice multi-location accounts and franchisers, including ISU, MMI $6,000 amortized over five years buyers to changes in laws re-group tailor special programs for associa- and Brokers Trust and 3% of entry-level gross in- qulrlng changes m coverageThe average ARM agency, says tions and trade groups The independents' share of the come The ICA staff, still incomplete,Larry O'Brien, head of the New Other ARM services range from property/casualty insurance mar- ICA is trying to reach agencies consists of the 25 employes at Mr.York ARM chapter, is a large and captive management and adminis- ket has plunged to 43% from 80% with commission income of Burgher's own agency, Burgher &strategically located Independent trative services to safety programs over the past 10 years, he estima- $100,000 to $200,000, Mr Burgher Burgher Inc in Stratford, Connagency with 70% of its business in and educational seminars
commercial lines and $4 million in tes At the same time the market said While these agencies may do Mr Burgher reports that he andThe seminars, which feature grew to $90 billion from $33 billion less than 50% of their business in his brother Martin have an invest-annual written premium volume. speakers drawn from ARM's own "Leverage in the form of fran- commercial lines, Mr Burgher ment"ln excess of$100,000" in the

Each agency has an assigned ranks, stress product information chising is what's needed to insure says, the ICA strategy would help franchismg venture, but expect to
marketing territory in which it has and development of expertise m the prosperity of the Independent them land more lucrative accounts fund "close to $200,000 m the nearexclusive rights to ARM programs specialized fields • agent from Increasingly stiff com- by freeing agency principals from future "

Groups sell marketing aid
SANTA MONICA, Calif-In the distribute the newsletters-over- age of 1,000 to 1,500 newsletters,

professional world ofthe indepen- ing insurance and risk manage- and many receive more than one the zvorld
dent commercial insurance agent, ment, safety management, per- publication to send to buyers
George Nordhaus seems to be sonal protection, trucking, con- The California-based operation
everywhere. struction and financial services- also produces and distributes six

As founder, president and chief to their customers or prospects. cassette tapes a year to each mem- is turning
executive officer of Insurance "Agencies understand the need ber agency.
Marketing Service and Insurors- to stay in touch, but they don't The cassettes, featuring inter-
group, he distributes books and have the expertise to write news- views with successful and knowl-
tapes, conducts seminars and letters themselves," Mr Nordhaus edgeable agents in the field, focus
publishes six newsletters with a said "They would rather spend on sales and marketing tech- tO<;E]17
total circulation of eight million their time selling msurance And niques

A former executive vp of Insur- it's a lotless expensive to deal with IMS also sponsors approxi-
ors of Tennessee and founder of us than to do lt themselves." mately 40 seminars a year in mglor
Insurors Press, Mr Nordhaus 15 The newsletters, most of them cities, featuring top sales market-
selling agencies the marketing and published bimonthly, cost sub- ing people as speakers. The aver-
management tools he believes scribers $1,000 a year Each sub- age attendance, Mr Nordhaus
they need to carve out a bigger scilbing agency receives an aver- says, ranges from 300 to 600 •
chunk of the insurance buying
marketplace

Both Insurance Marketing Ser-
vice and Insurorsgroup share mar- Brokers Trust targets for safetla and loss

a

keting information, but each iS
targeted to a different audience. control management

IMS is an association of 1,500 both agents and buyer
agencies with a median premium *Custom In-Plant Training Programs
volume of $3 million a year SANTA BARBARA, Calif - tial franchisees and insurance buy- *Professional Conferences in AtlantaThe more select Insurorsgroup Targeting 5,000 agencies with pre- ers, Mr. Levinson says,
is composed of 104 agencies with miums of $500,000 to $2 million, Franchisees will also receive an *Books, Manuals, Films, Tapes, Slides & Aids
an average premium volume of$10 Brokers Trust president Michael operations and sales manual con- * Complete Training Modules
million Levinson says he too wishes to get taining tips on increasing sales, a

Members of Insurorsgroup, the independent agency some big Brokers Trust newsletter and a *Program Evaluation & Consultant Services
which is broken down into four re- commercial risks toll-free number to solve brokers' *5 Star Safety System Services

"

gional organizations, meet quar- Mr Levinson's solution is Bro- placement-related problems
terly to attend marketing semi- kers Trust, which has been selling The West Coast firm also plans to
nars, share management ideas and to outside individuals the right to initiate risk management services ASK for free catalog and information 9

exchange financial services. The solicit Brokers Trust franchisees and placement of excess/surplus
annual membership fee lS $1,500 in six Western U S. regions lines after the Brokers Trust effort

About 80% of Insurorsgroup *substantial part ofthe Brokers in the six regions goes into full INTERNATIONAL
members also belong to IMS, Trust franchise dollar will go into a swing Sept 1 LOSS CONTROL INSTITUTE
which puts most of its effort into marketing campaign being re- The cost ofa Brokers Trust fran-
the publication of six specialized developed by advertising agency chise is expected to be about P. O. Box 345, Loganville, Georgia 30249
newsletters, Mr. Nordhaus notes. J. Walter Thompson. The national $5,000 a year, not including the ini- (404) 466-2208

Subscribing member agencies campaign will target both poten- tial fees, Mr. Levinson says
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3usinesses ignore blackout lesson
ontinued from page 3
te insured, so it is very difficult
,r us to sell," said William Lane,
scretary in the commercial prop-
rty department of The Hartford
troup.

"They see the physical plant and
iey insure that, but they don't see
loss of income, which is short-

tghted ofthem. It is a real struggle
) convince them that the loss of

ash from a business shut down by
annage to the plant can be rnuch
iore serious than the damage it-
elf."

Requests for additional cov-

rage to protect against power
iss-called off-premises loss-
mve been practically nonexistent,
(Ir. Lane says.

Insurers
ra u It new
risk act
.ontinued from page 2
illy on an unregulated basis," Mr.
rordan said.

If the proposal were enacted,
isk retention groups would be at-
racted to domiciles with minimal
regulatory requirements, accord-
ing to the American Insurance
Assn.

'The use of the state of the low-
est common denominator can
work to a severe detriment for the

insurance-consuming public,"
contends AIA counsel Dennis

Connelly.
"This is particularly trouble-

some when the chartering states'
insolvency mechanisms may be
placed on the line for all the risk re-
tention groups which use it as a
haven."

The Continental Insurance Cos.,
which endorsed the original bill,
wants the second version revised
to require a risk retention group
organized outside the U.S. to meet
the minimum solvency standards
required by at least one state.

"This would not be any kind of
hindrance to legitimate captive
companies and would preclude
the possibility of a proliferation of
ill-conceived programs attempting
to take advantage of lax require-
ments in foreign jurisdictions,"
said William Gibson, Continental
vp and general counsel.

The business groups writing to
the Commerce Committee see the
Risk Retention Act as boosting
competition in the product liabil-
ity insurance marketplace.

"The Risk Retention Act will
provide a much-needed-alterna-
tive to develop group product lia-
bility resulting in more competi-
tive premiums from commercial
carriers," said Douglas Ramsey,
president of the Laundry &
Cleaners Allied Trades Assn.

Some business trade groups say
insurance trade groups opposing
the measure want to stifle com-
petition in the market. The opposi-
tion "is based solely on a desire to
prevent increased competition in
the domestic product liability in-
surance market," said George
Keeley, legal counsel for the Na-
tional Assn. of Wholesaler-Distrib-
utors.

Crum & Forster, a mAjor insur-
ance company that had opposed
the original bill because of the fed-
eral intervention, has dropped its
opposition.

"The staff working draft...
would enhance equality of com-
petitive opportunity in the provi-
sion of product liability insurance
within the framework of state

law," said Les Cheek, vp-federal
affairs. •

"That is even more nebulous to
the insured. He just doesn't think
it will happen," he said.

About the only companies in-
terested in insurance to cover
power losses are large retail stores
or supermarket chains. They are
the kinds of firms that are particu-
larly vulnerable to a blackout, in-
dustry sources say.

Among the companies that do
purchase the insurance are the
Carvel ice cream franchises. About
two-thirds of the approximately
800 stores participate in a group
program underwritten by Atlantic
Mutual.

The insurance covers losses up
to $1,000 for off-premises power in-
terruption.

John Thompson, senior vp at
Johnson & Higgins, which bro-
kered the policy, said this type of

insurance traditionally has been
hard to come by.

"A small company that might
have had a loss during the last
blackout probably got a quote on a
rate for this insurance," said
Bowman's Mr. Drake.

"But they most likely never pur-
sued it. They figure that they have
had one blackout in the past 15
years, so the cost of the insurance
might be more than the losses suf-
fered over the next 15 years," Mr.
Drake said.

Other industry spokesmen said
off-premises coverage, which in-
cludes some fairly strict exclu-
sions, is similar to earthquake in-
surance purchased by some busi-
nesses on the West Coast.

"After a big quake, a lot of peo-
ple start to think about this insur-

ance. They price it and some buy it
and some don't. But in a time of re-

cession, such as we are now going
through, people are looking for
ways to cut back, and this is one of
the first things to go," one under-
writer said.

That complacency about poten-
tial business losses might have
been strained in the past few
weeks as an increasing number of
utility companies around the
country warn about overloads.

"We are skating on thin ice," said
a spokesman for Middle South
Utilities in New Orleans, where the
city has experienced the longest
sustained heat wave since 1875.

Customers of Gulf States Utili-
ties in Texas and Louisiana al-

ready have had hour-long black-
outs.

"When the heat was isolated in

Texas and Louisiana, we might
have had a few difficulties. But

now that it's spread over the entire
region, we're straining at the ca-
pacity of the system," said a
spokesman for Gulf States.

"It's like running a car at 90 mph
for 12 hours a day. The machinery
can only take it for so long."

At New York's Con Edison, the
power situation is much better
than it was three years ago, with
capacity greatly increased.

Even on a record-setting hot day
recently, the system did not come
near the capacity ofthe company's
generators, a spokesman said.

But the spokesman wouldn't say
New York businesses shouldn't be

wary about another blackout.
"We've learned to never say
never." •
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You can now reach the decision makers in the insurance marketplace 52 times a year in the industry's communications leader...
Business /nsurance. Listed above are upcoming issues, advertising closing dates and special editorial information for the next few
months. Be where the action is this week and every week. For a full schedule of 1980 issues write or call us.
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102 / business insurance, July 28,1980

classified advertising
RATES AND CLOSING TIME:

ceding publication date.. Published every Mondal/. Display classified takes ca,$3.50 per line, minimum charge $17.50. Cash with order. Figure all cap lines
rate of $41.00 per column inch, and card discounts on size andfrequency. Mail a,(mazimum-two) 26 letters and spaces per line; upper and lower case 34 per line.

Add two lines for bor number. Replies are forwarded daily. Closing deadline: to Barbara Tosheff, Business Insurance, classified advertising dept: 740 N. Ruj
COPV in written form in Chicago office not later than noon, Monday, 7 days pre- St., Chicago, Illinois 60611. Call (312) 649-5340 for more information. No verb

phone copy accepted. j

LOSS CONTROL EXPERT-

Engineering background desired with
3 years insurance or corporate safety
activities. Knowledge of OSHA, NFPA
regulations, codes & ordinances re-
quired. Small Wall Street brokerage
firm. Send resume with salary re.
quirements to:

Box 363, BUSINESS INSURANCE
740 Rush St., Chicago, Ill. 60611

Consulting/Executive Search
To the Insurance Industry

Paul E. Runkle

Associates, Inc.

One Chase Road

Scarsdale, New York 10583
(914) 7254773

INSURANCE
ACQUISITION

WANTED

We are European brokers
with net commission rev-
enue in excess of $10 mil-
lion. Our objective is to
purchase a NYC P&C broker
with commission income in
excess of $700,000. Key per-
sonnel must remain for
purpose of managing the
business. For confidential
discussion please contact:

INVESTORS
INTERNATIONAL

999 Mt. Kemble Ave.

Morristown, N.J. 07960

VICE PRESIDENT
CASUALTY INSURANCE MARKETING & SALES
A career opportunity with unlimited income potential for a
highly professional Casualty Specialist with a working knowl-
edge of Self Funding and Capitve Insurance company alter-
natives and at least 6 years experience with a major broker-
age firm responsible for Marketing Sales and Servicing
large to jumbo accounts.
Reply in confidence to:

Daniel A. Kobeski, President
INTERNATIONAL IRM, INC.

One Crossroads of Commerce
Rolling Meadows, IL 60008

(312) 392-4500

RISK MANAGER
J. F. Shea Co., Inc., a major company specializing in heavy
construction and real estate development has an immediate
opening for a Risk Manager at Corporate Headquarters in
Walnut, California. Applicants should have at least five
years experience in Construction Safety Engineering as well
as experience in loss control, claims and insurance pur-
chasing.
Please fonvard your resume, including salary history, in
strict confidence to:

R. L Lehman

J. F. SHEA CO., INC.
P.O. Box 489

Walnut. California 91789
(714) 595-7432

An Equal Opportunity Employer M/F

ACCT. EXEC.-
NEW JERSEY
Due to expansion. national broker
needs a P/C professional to sell
& service accounts. Superior com-
penzation package.

J.S. KEMPER AGENCY, INC.
374 Milburn Ave.
Milburn, NJ 07041
ATTN: John Surano

Account Executives - Producers

Commercial Underwriters

Safety Engineers

We specialize in Agency & Brok-
erage personnel recruitment and
placement nationwide. Numerous
openings exist. Please write or
call us for further information
about opportunities. Your name
wou'd not be released to clients
without your approval. All our
fees are paid by client compa.
nies. Contact:

BOB

11 KRECHTING
1155 Hammond Or.

Suite 5250

Atlanta, CA 30328
404·396-7500

fnsurance Personnel Resources

Professional Positions
Available

RISK MANAGEMENT

ASST. Director of ins,
NYC ........... .4OM
ASST. RM, Northern NJ . 3OM
SAFETY LP. Director,
NYC ...........4OM
SAFErr Managers,
NYC/Conn .......... 25Mt

CO/BKGE
CEO, new reins co, must
have 10+ yrs rains exp,
compensation pka ..to 150M
FAC und VP, start up oper
for NY exchange . 75-10OM
CAS A.R.'s. bkge, NY,
San Francisco, LA., Atlanta,

CAS A.R., bkge, NY mar-
keting retro specialist .. 6OM
A.R. bkge, hull/cargo,
#1-2 spots . . 6OM
CAS fac bkr, NY exchange

4OM+
PROP fac und, major
reins 35M

JOHN HUTTNER
(212) 732-3110

david I. hollinger assoc., inc.
150 Broadway, Now Yort, NY 10038

RISK/EMPLOYEE BENEFITS
MANAGER

Wendy's International is one of the world's largest and fastest grow-
ing food service corporations. With sales over $1 billion annually,
the need for professionals in every facet of our organization is con-
stantly expanding! We have an immediate opening for a Risk/Em-
ployee Benefits Manager at our Corporate Headquarters in suburban
Columbus, Ohio.

Applicants must have at least 5 years experience in Risk Manage-
ment with a major corporation or a large broker/consultant. Experi-
ence in Employee Benefits Plans Administration is a definite plus.

You will be responsible for the management of the risk and em.
ployee benefits functions. Specific accountabilities will include expo-
sure identification/analysis, group benefit plan design, cost/funding
analysis, insurance carrier negotiation, and general administrative
activities.

We offer an excellent salary, a complete package of company-paid
benefits and solid growth potential within our organization. For
immediate consideration, send correspondence in confidence to
Howard Roof, Management Recruiter:

WENDY'S INTERNATIONAL, INC.
P.O. Box 256
Dublin, OH 43017

OLD FASHIONED

FLORIDA

MANAGER PLACEMENT DEPT.

Daytona Beach agency seek-
ing qualified person with

strong background in com-
mercial rating and underwrit-
ing to head up placement dept.
Excellent salary, benefits and
future for the right candidate.
Send resume to Jay Adams,
Jay Adams & Associates, Inc.,
P.O. Dr. 70, Daytona Beach,
Fla. 32015

SENIOR UNDERWRITING
SPECIALIST

PROPERTY & CASUALTY i
Orlando, Florida regional

office has position avail-
able for an individual with
five + years experience. Bi-
lingual Spanish/English a
must. Orlando location in-
cluding Caribbean travel.
Salary open.
Send resume to:

Box 354, BUSINESS INSURANCE
740 Rush St, Chicago. Ill. 60611

h r

BROKERAGE/RISK MGT
OPPORTUNITIES

RISK MANAGER (Ohlo)
Requires 5 years corporate AM exp.
Will have both RM andemployee bene-
fits responsibilities. Compensation in-
cludes base salauy in range of upper
$30$ plus bonus and executive fringe.
Contact Howard Hafner in Dallas for
details.

COMMERCIAL SALES DIRECTOR
Dynamic and continually growing
Southern agency seeks individual with
Solid commercial sales/sales manage·
ment background. Must have agency
sales management experience. Com-
forlame package in $50,000 bracket.
Contad Jim Gilbert in Dallas for addi-
tional information.

EXCESS AND SURPLUS
Despite a rather soft EaS market. we
have several solid positions calling for
a stable excess and surplus back-
ground with experience in marketing
and production. Salary ranges are from
low $2Os to $4OK plus. Positions. gee-
graphically. scattered throughout the
USA. Please contact any of the above
offices for personal and confidential
discussions.

ALASKA ACCOUNT EXECUTIVE
The only "heal" in Alaska comes from
the continuing growth trend of this well
established firm who is seeking to ex-
pand their account exec staffing! They
are seeking a casualty oriented ac-
count exec who will have considerable
involvement with construction ac-

counts. ideally. some knowledge of the
surety bonding aspects of insurance
will serve nicely in this position. Corn-
fortable salary range from $40.000
$45.000. Contact Jim Gilbert in Dallas

EXECUTIVE E&S OFFICER
Key executive position calling for solid
E&S casualty expertise plus solid man-
agement skills. Will be responsible for
bottom line profits. Compensation
package negotiable but existing sala-
ries of $50,000 will not cause concern
with this established and reputable cli-
ent. Contact Jim Gilbert in Dallas im-

mediately.

OIL AND GAS ACCOUNT EXECUTIVE
(Colorado)
Our client, a leadng writer of oil and
gas accounts, seeks individual who will
assist in the servicing and marketing of
energy related accounts and who will
have a keen eye for the development of
new business. Extremely negotiable
salary DOE. Please call or wnte 19
Unda Mayer in Denver.

.

AGENCY

MANAGER
North Central 111.

Property and Casualty Agency
seeks an experienced under-
writer administrator for posi-
tion of General Manager. Re-
sponsibilities include place-

, ments, quotes, renewals, and
training. Excellent opportunity
for a talented individuall

Candidate should have agency
or company experience in UW
and Management with consider.
able knowledge of Casualty and
Fire Rating.

Salary, bonus, pension, and
profit-sharing. PLUS other
fringe benefits. Our people
know of this opening.

Box 361, BUSINESS INSURANCE
740 Rush St., Chicago, Ill. 60611
..

BACKGROUND INVESTIGATION!

covering:
Claim investigations
Employment history and experlenc
Educational credentials

FIDELIFACTS, INC.
50 Broadway, N.Y.C., N.Y. 10004

212-425-1520

RISK MANAGER
City of Santa Ana, California (Sal-
ary $213942600/mo.) Bachelor's
degree in public or bus. ness
administration, financial man-

agement or related field; and
considerable progressively respon-
sible management experience in.
cluding administrative respinsi-
bility for the development of
Industrial safety and/or risk man.
agement programs. Apply by Au-
gust 15 1980, Personnel Depart-
ment, City of Sarita Ana, 20 Civic
Center Plaza, Santa Ana, CA
92701, (714) 834·41 54.

RISK MANAGEMENT
PERSONNEL CONSULTANTS
Representing Select Corporations & Candidates
• INSURANCE • SAFETY I EMPLOYEE BENEFITS

Managers & Assistants
CORPORATE CAREER ENTRY CAPTIVE TECHNICIANS

Call Collect: (212) 599-2662
Marty Hodes, ARM Meg Sloman

METRIC
New York, N.Y. 10017

11 East 44th Street

OFFICE SPACE-BERMUDA
Available June 1981 approximately 5,000 square feet
office space in building presently under construction
in prime location Hamilton, Bermuda.
Contact:

Managing Director

Arthur J. Gallagher & Co.
(Bermuda) Umited

P.O. Box 279

Hamilton 5, BERMUDA

H EALTH
INSURANCE

PROFESSIONALS
San Francisco

Blue Crossof Northern California isstill expanding
its sales force. With this new growth comes the
need for experienced health insurance pros that
can assume responsibility for senior sales and
sales management positions.

Ideal candidates will have had experience nego-
tiating with corporate executives, government
organizations, and unions as group accounts. A
degree in Marketing or a related field is preferred,
along with a California Disability License.

Blue Cross is prepared to offer an exceptional
salary and benefits package to the seasoned
professional. Please send your resume, including
salary history to: Dept. 203A. Human Resources
Division, 1950 Franklin Street, Oakland, CA
94659.

An Equal Opportunity Employer.

Blue Cross
of Northern California
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r hompson resigns from Delta Dental
27:tinued jom page 3
ze corporation and has served it
'ell since its inception 10 years
0," said Dr. MeMillan, Delta
bard chairman.

Mr. Thompson was convicted of
)rgery by a St. Louis County
idinn.) jury for altering loss re-
orts in a letter to the Virginia
chool District in December 1978.

' "I did that at the request of a
·usinessagentnamedFred Argir,"
<Ir. Thompson said. He then sent

i he school district total figures on
ts experience report, which he
ias accused of altering. "I had no
iotion at that time that they were
foing out for bid. It was bad judg-
nent on my part."
Judge Mitchell Dubow of the

Tirginia County district court lis-
ened to Mr. Thompson's motion
br a retrial July 15 and is taking it
inder advisement.

Mr. Thompson's attorney, Ted

Collins, is arguing that the plain-
tiff-the state of Minnesota-made

a prosecution error in closing.
"Iasked that the jury send ames-

sage to the corporate executives

across the state about Mr. Thomp-
son," said Thomas Fabel, Minne-
sota deputy attorney general who

is trying the case. Mr. Thompson's
defense attorneys are contending
this was a nonpermissable appeal,
Mr. Fabel said.

The judge has postponed sen-
tencing until Sept. 4, Mr. Fabel
said, adding this motion for a re-
trialis just"standard procedure in
every case such as this."

"This whole thing is a series of
technicalities in the Minnesota

state law," said Mr. Thompson.
"I will be advising various

operating departments, reviewing
types of coverages, establishing
committee policies, overseeing

Vendors bring cover
lontinued from page 3

Insurers U.S. Fidelity & Guaranty
and Fireman's Fund, cost Chicago
868,000.

The policy was brokered by
Community Insurance Center. It is
a joint venture of minority insur-
ance agents chosen to place this
year's ChicagoFest coverage as
part of a city mandate to tap
Chicago's minority business re-
sources.

i Community Insurance Center
replaced broker Heil & Heil of
Evanston, Ill.

"We gave up insuring rental

equipment and losses from em-
ploye theft this year," Mr. Drilias
said.

"The only kind of losses we ever
have that would be covered are a

couple of chairs or folding tables.
It's cheaper to just pay for any-
thing missing," he said.

Milwaukee's Summerfest, a
similar lakefront celebration,
added that coverage this year with
a policy from Hartford Accident &
Indemnity Co. that insured miss-
ing equipment up to $50,000 per
occurrence.

"We just didn't think we'd really
need it," Mr. Drilias said. •

A

A

..

We are a large, rapidly growing insurance brokerage
firm with offices throughout the country; and, we can offer
exceptional career opportunities to outstanding, results-
oriented people in the areas of: Marketing, Insurance Sales,
Excess/Surplus, Administration and Surety. These positions
are available in well-established offices in several major
Southern cities and in cities where offices are soon to be
established.

If you are an outstanding person looking for an outstand-
ing career opportunity, send your resume in complete confi-
dence to: Don Thomas, Senior V,ce President, E. H. Crump
Companies, Inc.; 5350 Poplar Avenue; Memphis,Tennessee
38117.

l
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EHC

E.H.CRUmp
COMPANIES, INC.

management and developing a
dental maintenance organization"
as a consultant to Delta Dental, he
said.

A new senior management com-
mittee will replace Mr. Thompson
as president of Delta Dental, pro-
viding "overall management direc-

tion and supervising day-to-day
operations," said a spokesman On
the committee will be John W.

Hohl, finance and actuarial vp, as
chief operating officer; Grace K.
Long, vp of operations, and Carl R.
Wassenaar, assistant vp of market-
ing.

These management reassign-
ments, effective now, must be r:ti-
fied by the new board, which will
meet again Aug. 6

Separate questions remain

Rirmer exec

Betterley dies
Percy Betterley, for-

mer assistant treasurer

of Grayton & Knight
Manufacturing of Mas-
sachusetts and one of

the founders of the

American Management
Assn.'s insurance divi-

sion, died June 27 at 92.
The AMA insurance

division, founded in
1931, was the first na-
tional forum for com-

mercial insurance buy-
ers. Mr. Betterley was
vp m charge ofthe divi-
sion for its first four

years.

Mr. Betterley was
asked by MeGraw-Hill
to write a book.

Published in 1936 under

the title "Buying Insur-
ance," it was the first
book on insurance ever

written by a commercial

buyer.
Mr. Betterley formed

his own consulting
business in 1939.

about Mr. Thompson's affiliation
with Minnesota Vision Services,
administered out of his home until

recently.
MVS is being investigated by the

Minnesota insurance department
under the direction of Thomas

O'Malley, assistant insurance com-
missioner in charge of enforce-
ment, for operating without proper
authority from the department.

. I have met with the attorney for
MVS and we probably will be in
discussion sometime next week,"
Mr. O'Malley said.

At issue is whether MVS is a

nonprofit plan that falls under
Chapter 62C requiring nonprofit
plans to be licensed. MVS is not li-
censed, according to the insurance

department
If MVS is found to fall under the

statute, "we will have to apply the
appropriate penalties," Mr.
O'Malley said. MVS could pay a
fine up to $5,000 if it is in violation
of state law.

Mr. Thompson denies any recent
affiliation with MVS although
claims were paid from his home
until at least the end of May. "I
have nothing to do with Minnesota
Vision Services," he said. "My wife
paid the claims."

Mr. Thompson confirmed he
was involved with MVS several

years ago when "we were market-
ing both Minnesota Vision Ser-
vices and Delta Dental out of this

office," he said from Minnesota
Delta Dental headquarters. •

AGENCYUUATION

FOR: INTERNAL SALE

ACQUISITIONS
DIVORCE

EXTERNAL SALE

PERPETUATION PLANS

TAX PLANNING

Problems

we can belp you solve.

344 F

RUSSEU MILLER. INC.
Specialists for tbe insurance industiy

300,\Ion,Romery Street /545 Witsbtre Bird.

San Francisco, California 94104 Los Angeles, California 90017
(415)956-7474 (213)413-4080

New York Chicago
(212)662·2845 (312)454·1896

Dallas London

(214 ) 742-9282 (01 ) 588·3908

Dub Martin & Co.,Inc.
Specialists In Excess and
Surplus Lines Insurance

1900 Pacific Avenue. Suite 711·Dallas. Texas 75201

214-748-0853 · Telex 73-0245 and 79-1654

Qwip 214-742-8591 · Texas Only 1-800-442-7103

Membersof

Texas Surplus Lines Association Inc.&
National Association of Prolessiorlal Surolus Lines Oflices



L

I.V,/ uu**766*a ti,aurunce, July Zo, tuou

Problems push Nordstrom from top 20
Continued from page 1
not just the year the commissions
were paid.

"That's just not true," Mr. Golin-
gaux said. "$12 million is the cor-
rect figure. We did not carry reve-
nues over from year to year. The
=nternal Revenue Service would

not allow it. There are just a lot of
sour grapes out there."

Start of fall

The Nordstrom Group has been
heading into a tailspin since 1977,
•vhen it ranked 13th in theBI direc-

tory of the top 20 brokers. In 1978,
the brokerage slipped to 19th, with

gross revenues dropping 6.4%.
From 1978 to 1979, reported reve-

nues fell 8.4% The average growth
for the BI top 20 in 1979 was 20%

The number of Nordstrom of-

fices dropped to 24 in 1979 from 30
in 1977. Some are so small the bro-

kerage does not list them in its pro-
motional brochures. The group
also fired 81 employes in 1979, Mr.
Golinvaux said.

The Nordstrom Group has four
civisions: Nordstrom Agency Inc.,
a general lines agency soliciting
commercial business; Nordstrom
Risk Management Inc., a consult-
ing and service firm primarily for
groups interested in establishing
self-insurance programs; Place-
nent Facilities Inc„ a managing
general agency, surplus lines bro-
ker and reinsurante intermediary,
and Nordstrom-Worth Inc., the

Erm's life-group division.
John D. Nordstrom is president

and his brother, Steven C. Nord-
strom, is executive vp and head of

tne firm's Chicago national ac-
counts office.

The roots of Nordstrom's prob-
lems may have begun simultane-
ously with its success: In 1975 it
v,on an exclusive contract with the

Factory Mutual System to insure
commercial real estate, condomin-

iums and rental apartments.

Agent /Broker
Profiles

The special package, sold for a
five-year period. gave Nordstrom a
flood of premium volume and ac-
companying commissions. When
property insurance rates began to
drop, FM canceled the underwri-
ting authority and policies in 1977,
leaving the broker to restore the
coverage piecemeal and at rock-
bottom rates to hold its clients.

"We had a lot of business with

the FM, that's for sure," Mr. Golin-
vaux admitted, "and we had to
spread that coverage out to a series
of insurers, including St. Paul In-
surance Cos. Inc. and INA."

Nordstrom now markets its real

estate plans locally, shunning the
naticnal programs that attracted
the real estate developer clients in
the 1970s.

Mr. Golinvaux admits it was a
mistake to put so much emphasis
on one kind of insurance sales. "In

1978, 60% of ol_r revenues were
generated by income-producing
property. In 1975, we reduced it to
40% to 50% and we are reducing
our reliance constantly."

More benefits

The firm's newgrowth plans, de-
signed fcr 15% revenue growth
from 1979 through 1980, call for ex-
pansion of risk management, cap-
tive and pooling services and more

employe benefit accounts.
An overbalanced mix of busi-

ness is not a new broker problem.
Two ofthe largesi commercial bro-
kerages, Fred S. James & Co. and
Rollins Burdick Hunter, ranked

fifth and seventh, respectively,
also have announced plans to in-
crease revenue from employe
benefit accounts to avoid cyclical
rate upsets. Other major brokers

AUTO FIRE MARINE
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also are studying ways to diversify
tocompensateformarketchanges.

But the Nordstrom problems
may go deeper than diversifica-
tion. Former employes said the
firm always was more interested in

aggressive sales than service. Of-
ten the sales staff would dazzle a

buyer with a low quote and then
huntthemarketsforsomeonewho

could match the quote, said a for-
mer Nordstrom marketer.

Sometimes the rate in the policy
returned to the buyer would be
higher than the quote without no-
tifying the buyer of the change,
said several former employes. Mr.
Golinvaux denies this.

Adjusting rates

"To my knowledge, this never
happened," he said, "though it's
not unusual to seek a rate for a cli-

ent based on some information,
like amount of payroll, that he has
given and then have the client
change the data. This means the
rate needs to be adjusted.

"Changing a rate without reason
would be grounds for firing the
employe," he added.

Many Nordstrom clients on a list
distributed by the broker two
years ago told BI they were
pleased with Nordstrom's service
and ability to juggle a sometimes
complex mix of commercial prop-
erty. But two Chicago area execu-
tives complained that Nordstrom
service was lacking.

"I'm still a client o f theirs, but in
my opinion the service has deter-

iorated lately," said Marshall Cole,
vp for Chicago real estate devel-
oper Draper & Kramer. "We have
trouble getting endorsements and
policies in a reasonable amount of
time."

Shifting markets

Mr. Cole also said the broker was

constantly shifting markets,

"though this time they changed
me for the better-putting my
commercial multiperil with INA."

Another real estate developer,

EBCO Realty & Management Co.
in Chicago, started moving its poli-
cies to a new broker two years ago,
even while the Nordstrom Group
was using the firm's name in pro-
motion.

"Their claims department was
never their strong point," said
EBCO president Robert Lutton.

"In a couple ofwords, I'd call their
claims department very weak."

Another giant client, however,
trusts the Minneapolis brokerage
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The Nordstrom Group's problems may
go deeper than diversification. Former
Nordstrom employes said the firm
always was more interested in
aggressive sales than service.

so much it sends insurance-related

telephone calls directly to the
Nordstrom office. Arthur Rubloff

& Co., one of Chicago's largest de-
velopers, maintains an in-office
telephone extension into Nord-
strom's local office.

The brokerage never claimed to
be a big winner with Fortune 500
accounts and several risk man-

agers of large corporations told BI
the Nordstrom Group account ex-
ecutives had little to offer them.

Nordstrom failed to develop the
broad array of risk management
services common to other large na-
tional brokers, observers say.

"They were basically sales-
oriented and now they are getting
clobbered because you can't do
that anymore," said a risk manager
who was called upon by two Nord-
strom account executives. "You

have to offer services. I want my
broker to be smarter than me.
Nordstrom wasn't."

The Nordstrom executives told

the risk manager: "We're big and
you're big, so we would make a
good team." But they didn't spec-
ify what kind of services they
could offer, he said.

Services lacking

"I was suspicious," the risk man-
ager continued. "If they were so
big, why didn't I know about
them? They lacked the services to
service large commercial ac-
counts."

"They're not in the major
leagues," said a Minneapolis risk
manager. "To be in the major
leaguesyouhavetomaintainatop-
quality staff and offer a broad
range of professional services.
They just don't have the exper-
tise."

Nordstrom's hope for the future
may be in Mr. Golinvaux's own
bailiwick, captive and pooling ser-
vices. Mr. Golinvaux's brainchild,
the First Illinois Religious & Char-
itable Trust pooling plan for reli-
gious risks, is running smoothly.

Other special plans involving
captives yielded only satisfied cli-
ents,BI found. Mr. Golinvaux pegs
future success on more innovative

A

risk devices.

Funding the new ventures may
be a problem. Seeking expansion
capital, president Jake Nordstrom
initiated merger discussions with

Sperry & Hutchinson, parent of
West Coast brokerage Bayly, Mar-

tin & Fay. The deal collapsed be-
cause "they just didn't like our
price," Mr. Golinvaux explained.

Merger off

But a source close to the merger
discussions told BI that despite a
solid core of good property risks,
Nordstrom's cash-flow problems
and plans for Nordstrom manage-
ment to take over Bayly, Martin &
Fay management were hard for
BMF to swallow.

Nordstrom next turned to the

American Financial Group, parent
ofone ofthe broker's best markets,
Great American Insurance Co.

Declining to reveal the size of the
loan, Mr. Golinvaux confirmed the
brokerage was after expansion
seed money. "We're just like every
other business," he said. "We ter-
minated our bank loans and ar-

ranged a loan with American
Financial to help our retrench-
ment and expansion."

Industry sources say BMF is still
interested in Nordstrom and that it

is still receptive to a merger. But
BMF executive vp Sam Alcorn
could not confirm a renegotiation.
"I don't think the rumor is cor-

rect," he said.

"If Sperry & Hutchinson were
talking about it, there could be
some delay in telling us about it,"
he added. "I have heard that they
were talking with another firm."

Mr. Golinvaux said the Nord-

strom Group is through with
mergers and is putting all its ef-
forts into growing back into prom-
inence on its own. •
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Top post secure Red tape swamps staffs
Continued from page l to generate the necessary pa- dropped ltS contribution to 30

By RHONDA RUNDLE by the ailing automaker perwork before he needs it cents from 80 cents on the dollar

t General Motors also has reduced "In the past six months, we've But it's not just financially

' Although employe benefit staffing at some cBmpanies h been employe benefit staff by about processed four years worth of re- troubled companies that are expe-
c shaVed by up to a third,-the top Job m the department is secure 10%, in line with corporate cut- tirements," Mr Kenney noted riencing increased claims activity

backs throughout GM, said Ken- Some benefit managers suspectI know,of sik'to a dozdn risk managers laid off from their Jobs, 
, but I'can'tthink ofa single benefit manager in the samd predica- v neth Olthoff, director of the bene- Chrysler and other firms with medical providers are requiring

'ment," reported Donald Delaney, owner of Risk & Ben'efit Recruit- fit department workers on layoff also are receiv- more upfront payments
ers'm Dallas Surviving benefit staff must fing a flood of calls from employes "Last month we had 50% more

."we aken't aware of ahy iayoffs," said Rickiard C Gay of Insur- manage a rising tide of red tape considermg early retirement medical claims than in June a year

ance Personnel Resourc@s Inc m Atlanta Most of his benefit man- When an employe leaves a com- In some companies, early retire- ago," said David V Chandler, vp of

,ager clients lost Jobs when their firm was purchased or merged pany, benefit departments must ments may' even be encouragekl Security Pacific National Bank in
with another company, he.said process paperwork on pensions, through a "golden door" policy, Los Angeles

,Kedping a job and findmg a new one are different mitters, how- profit-sharing and savings plans, said Richard Wibbelsman, a con-
evef Rebruiters ad»e that although benefit manageti art liolding unemployment compensation, sultant at' Hewitt Associates. in Although there have been no

•ontotheirjobs, they are dot landing riewoneseasily ifth'ey wish to long-term disability, payroll ad- Stamford, Conn Special separa- layoffs at the bank, Mr Chandler
switch companies or locations : I. Justments for accrued vacation tion packages may be offered to se- believes employes are feellng the

and temporary continuation or ter- nior employes as an incentive to pinch of combined recession and
mmation of health and life msur- early retirement inflation They are filing claimsBenefit managementJ6bs in/be threatened inthe future by an
ance Autoworkers, airhne personnel faster and for smaller amounts2 Smerging trend at some-'compdnies to 'combine the compensation "The law, collective bargaining and other workers on temporary Mary Sacre, manager of corpo-

, and benefit functions into a single department, thus,eliminating a
' . Indnager position, the recruiters warn. agreements and sound business layoff continue to collect health rate group benefits at Denny's

sense compel us to maintain and life msurance benefits Restaurants in La Mirada, Calif,'Asked to compare thejob proipects for risk managers and bene-.:, fit, managers during a recession, recr-uiters cautiously indicated ' prompt, efficient delivery of bene- In fact, many furloughed person- has observed the same trend Med-
they, beheve benefit adidistrators have the ad*antage fits to employes," said Chrysler's nel are usmg time off to get teeth · leal and dental claims are up 17%

Mr Kenney fixed or undergo elective surgery for the second quarter of 1980. ' Corporate beriefit manhgers may b6 in more demand tRan risk
,managers because their Jdbs'tend to,ward administration as wellis , Planning is the key to staymg Thrift' plan administrators also Denny's is planning expansionahead of paperwork, he said By note more withdrawals as em- of ltS employe benefit functionmanagerrienti said one red'ruiter In a pinch, some'companies may, getting early word on planned em- ployes need cash The incentlve to Three people will be hired soon to' try to dqueak,thrdughwithput a risk manager, ttransferring those ploye cutbacks, plant closings and save decreases when an employer bring claims administration in-responsibilities to a financial officer AI

'r, "Employe benefit managers'have more frequent wmmumcation other personnel changes, he ls able reduces matching funds GM house .

-withsenior-level managers than do risk managers,"said a Bonsul-
tant. Many benefit managers admiruster executive benefits and

e .that brings them into direct contact With.top brass. Companies cut packages,.Cdrporations will think a lot harder now about nixing their bene-
fit manager than they did adring the 1974-75'rdcdssion,' bpfore the

Continued from page limpact of ERISA and its' heavy government reporting require-
m*nts, said Geotge Favetta, vp.at Buck Consiiltants,Inc -1 company unnecessary dollars employe benefit board d=

, He blso-*essed the' irhportance of' beriefit communications, Suggestions by other benefit

: which fix the einpl63;er's benefit liability, There is le2al pie'cedent managers to conserve costs ln-
for <mploy,eaactiod agamit.a qompany that miscommunic,ates its clude operate as closely G the' belt as plove benefit managers who have

behefits, he explained'.s . < • Acquiring more self-insur- possible " volunteered to answer BI surveys.

But some employers belle've they are overstaffed',on the corn- ance to gain cash-flow advantages Thirty percent of the 166 Em- If youhandle beneAtsfor vourcom-
unications'side if they have already conipleted design and imple- = (50%) ploye Benefit Board members panv and would hke to participate

,' ':nientatiqn of a companywide benefit bommunicatiods progrims ' ' • Negotiating cash-flow pre- answered the BI survey on our board, contact editor
miums to lower annual costs (41%) . Kathryn Mcintyre at 312-649-5286

If benefits remain relatively stable during the neit cgupld years • Demanding faster reimburse- Business Insurance's Employe orwrite Business Insurance,74ON.

", as many experts predift/plan descriptions may fiedd only minor ment of losses (24%) Benefit Board :s composed Of em- Rush St , Ch:cago, IU 60611
, updating, say. some'industry obser*ers; ' • Putting group programs out

Jack Willard, a former benefit summary blan,writer at Rockwell, for bid (19%)
• Negotiating less expensive ad-sInternational in Pittsburgh, iisympathetic to his einplbyer'% decl- »

sion to transfer him to another department- ' mmistrative services (26%)

, · Over the past 4Ma yeats, hd wrote of hubstiintially=revised more A few benefit managers also are

, than 100 compliance booklets for Rockwell But last year; he says, = cutting out the middleman-the
he realiied he was working himself out of a Job. -'r broker

'/ 6, In early May, his responsibilities Were-turned over to another When asked if employe benefit

staffer The move was part ofa'companywide 10%personhel reduc-, 4 managers make their brokers I. 4
tion that pafed'three people,from the 20-pdrson empldye benefit work harder, one replied, "Better

«department, Mr Willard,istnow a:relodations admiriistrator Many · yet. never use them " Another said ..

companies are moving, toward self-funding.. '. he didn't use a broker because

.i' Thisshft ls,creating a- wldd rge'of futurejob opportunitie<for. . "he's been cut from the budget " . m
in'-house · benefit cdordinators» claims, handlers'arid actubries, Employe beneftt mangers are .

Ocare@r planning'experts say, , , M :4 47
/1

divided on the best method to iD .

maximize administrative effi-

ciency One member says he has
"faimed out" administration of
medical claims to save money, an- ff

2:Y

other suggests doing more in-
house administration of benefits k

A,INKING OF ELLINGOUR A.GENCY ? Review funding techniques
t'

when prudently planning employe Ar

benefits, managers say During 4

this competitive insurance market
cycle, insurers "are becoming
more flexible with poolmg levels

You've worked hard to build your agency. and fundmg techniques," said one 9* 3964'f:<.th Y :
board member

Let us work batd to get you tbe best value. Employe benefit managers also
should rethink the funding PCS = Professional
methods They should look at let-
ters of credit in lieu of dollar re- Cost controls can save much more than most

serves, mglor medical deductibles firms thought Was possible

and coinsurance percentages, Savers And, that's not the only way you'll

Ifs a problem board members say save PCS can cut your aspinn bill by

we can help you solve. One employe benefit manager It's no wonder more and more of the taking the headaches out of Prescrip-

suggests attacking recession by in- nation's largest insurance companies, tion Drug Plan administration PCS Is

forming employes of how their Health & Welfare funds and major em- the Number One administrator of Pre-

benefit plans work "This might be ployers are endorsing Prescription Drug scnption Drug Plans because we've

the time for benefit plan promo- Plans Usually with PCS It's a low-cost been doing it for years - better, faster,
tion," he said benefit less than hal the cost of a . more reliably than anyone elsel

Or go for the no-cost improve- typical dental plan, yet, much more Big claimi You bet But, we can prove

ments in the benefit programs, visible it So, let us tell you the complete PCS

says an employe benefit manager It makes a lot of sensel Story Wnte Pharmaceutical Card Sys-
He suggests more pension options, And, that's why the maionty of firms tem, PCS Building, 2005 North Central

voluntary nonmatched contribu- choose PCS - The Professional Cost Ave, Phoenix, AZ. b-

RUSSELL MILLER, INC. tions in thrift plans and additional Savers - to administer their Prescnp- 85004 Or, Phone 1
contributory life coverages tion Drug Plans In the long run, PCS (602) 257-1500,

Spectabsts tor the insmance industry Most of the managers agree has proved that its sophisticated cost < Ext 251

300 Montgomery Street, San Franaico, Cal,forma 94104 (415) 956 7474 these cost-cutting tools should not

1545 Wilshire Bltd , Los Angeles, California 90017 (213) 413 4080 be saved for a recession
"I have tried to reduce adminis-

New Ybrk Cbw40 Dallas London

(212) 6622845 (312) 4541896 (214) 7429282 (01) 588 3908 trative expenses and other fees to
the absolute minimum for more PCS
than 15 years," said one member
"As far as I am concerned, the PHARMACEUTICAL CARD SYSTEM, INC
benefit department always should a Foremost McKesson Company

f
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