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Brokers’ growth stalls

espite aggressive new business efforts
in 1987, the 20 largest U.S.-based
commercial insurance brokers as a
group saw their revenue growth cut in
half last year compared with the
boom days of 1986.

The combined gross revenues of the
Top 20 U.S.-based brokers totaled $6.2 billion in 1987,
only a $568.9 million increase in 1987 compared with a
record $1 billion increase in revenues in 1986. Their
average growth rate was only 10.2% in 1987 compared
with 22.2% in 1986. .

The reason: growing competition among commer-
cial insurers, driving down premiums and thus bro-
kers’ commissions. And the outlook for 1988 revenue
growth among the brokers is worse.

This year’s Business Insurance report on the com-
mercial insurance brokerage business includes finan-
cial and management information on 248 insurance
brokerages in the United States and abroad. These

brokers generated 1987 revenues of $9.7 billion, a 13%
increase from the $8.6 billion in revenues reported by
241 brokerages for 1986.

The 235 U.S.-based brokers listed employed 88,618
people and generated revenues of $7.4 billion by plac-
ing an estimated $55 billion in insurance premiums as
well as selling risk management and employee benefit
consulting and other management services.

An analysis of the Top 20 U.S. broker rankings
begins on page 3. A report on the salaries paid the top
executives at nine of these brokerages that report
compensation information to the Securities and Ex-
change Commission begins on page 10.

Articles on the 20 largest U.S.-based brokerages, in-
cluding significant events in 1987 and their strategies
for the future, begin on page 16. These 20 brokers
placed an estimated $47 billion in premiums in 19&7.

BI also ranks the next B0 largest U.S.-based brokers
in a chart on page 3. A brokerage needed $5.3 million
in 1987 gross revenues to make the list this year com-

pared with $4.5 million last year. The combined 1987
revenues of these 80 brokers was $840.1 million, an
11% increase from 1986 revenues of $755 million.
They employed 10,427 people, and placed an estimated
$6 billion in insurance premiums. Their revenues per
employee averaged $80,572.

Financial and management information about these
80 brokers and another 136 brokers in the United
States and Canada is reported in an alphabetical list-
ing of the companies beginning on page 89. Reports
on the No. 21-No. 25 ranked brokers, ‘which often
move into the Top 20, begin on page 86.

In addition, BI ranks the 20 largest commercial in-
surance brokers in the world on page 3 and profiles
the 12 market leaders based outside the United States
in articles beginning on page 123. Among them are
seven British, two French, a West German, a Dutch
and a Canadian broker.

A peographical index of all the U.S. offices of the
U.S.-based brokers begins on page 115.

Top 20 U.S. brokers: 1987 performance

Ranking

Company 1987

Gross revenues (000)

198€ 1987 1986

Employees
1986

Rev./Employee

1987 1987 1986

Marsh & MclLennan Cos. Inc.

$2,178,100 1,830,000

22,700 19,900 $95052 $91,960

Johnson & Higgins

1,180,000 1,140,000

17,000 18,000 69,412

| 690,380 647,587

_Fred S. James & Co. Inc.

7,575 7,180 91,139

478,700 466,000:

6,487 6,429 73,794

Corroon & Black Corp.

392,199 370,554

4,200 4,100¢ 93,381

_Frank B. Hall & Co. Inc.

385,966 390,857

5,000 5,550 77,193

Rollins Burdick Hunter Co.

e

223,500 170,000

2,777 2,205 80,483

_Arthur J. Gallagher & Co.

134,656 121,347

1,628 1,494 82,713

_Jardine Emett & Chandler Inc.

95,000¢ 82,000¢

1,045 1,078 _|_90,909

—h
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_Bayly, Martin & Fay International Inc.

s
(s Bi{olle AL NS AW iN—

79,400 _ 92,700°

959 1,150 —16.6 | 82,795 80.¢

'Republic Hogg Robinson Inc.

57,775 48.035°

757 671 128 | 76,321 71,587

_Hilb, Rogal & Hamilton Co.

36,097 30,576:

470 4300~ 9.3 76,802 71,107

_ABI Management Inc.

34,309 22,729 50.9

416 279 49.1 82,474 81,466

FBS Insurance

33,500 29,200 14.7

201 374 -222 115,120 78,075

Poe & Associates Inc.

30,979 34,120 —9.2

545 517 54 | 56,842 65996

_Walter Kaye Associates Inc. _

29,958 28,758° 4.2

334 -4.2 93,619 86,102

§_Financial Guardian Group Inc.

29,749  22,927°  29.8

McDonough Caperton Insurance Group: 18

320

354 307: 153 84,037 74,681

28,384 23884 18.8

488 452 8.0 58,164 52,841

_B.R.l. Coverage Corp. 19

27,100° 23,900 134

215 176 222 126,047 135,795

Robinson-Conner Inc. 20

26,500° 28,1500 —-5.9

465 450 3.3 56,989 62,556

Totals/averages

| $6,172,252 $5,603,324

10.2% | 73,692

71,076 3.7% | $83,209 $78,699

'Biestimate  *Restated Brokers report, no public records

*Restated: broker's report, no public record

3 Information stated for fiscal years ended April 30, 1988: April 30, 1987

Top 20 world brokers and the next top 80 U.S. brokers .. . Page 3



<Either you take
chargeofchange
orchangetakes
charge ofyou."

Bob Hatcher, JGH Chairman, on
insurance indust,y change:
The insurance crunch disturbed a lot

oftraditional relationships between
insurers and insureds.

Corporations found themselves in the
kind of fixes the usual ideas couldn't solve.

That's the kind ofchange that really
puts you to the test.

One of our responses was to take the

lead in developing alternative market
programs. Some people in the industry
raised their eyebrows at that.

But traditional insurance isn't the only
game in town.

Clients know that. We know that.

So we are making sure our thinking
matches theirs.

In the long run, the industry's going to
be better off.

TOHNSON

JLHIGGINS

Innovation Driven by Experience

RISKAND INSURANCE MANAGEMENT SERVICES, EMPLOYEE BENEFITCCNSULIING WORLDWIDE.



Busness

Reporting weekly for corporate risk, employee benefit and financial executives / $3.50 a copy; $68 a year

JUNE 20, 1988

© Entire contents copyright 1988 by
Crain Communications Inc. All rights reserved

Upaate

Ashland QOil's D&O0 policy covers
$69 million award to fired execs

ASHLAND, Ky.-Ashland Oil Inc.
will appeal a $69 million wrongful ter-
mination award to two former execu-

tives.

The award is covered by Ashland's $75
million directors and officers liability
policy written by a unit of The Home
Group Inc., an Ashland spokesman said.

Bill E. McKay Jr., former corporate
vp, and Harry D. Williams, former vp
and lobbyist, sued Ashland after they
were dismissed in 1983 for protesting

Continued on next page

NAIC advises - Antitrust litigation mounts;
10 new states sue insurers

states to bar
sale of CDVWVs

By MEG FLETCHER

NEW YORK-Rental car companies should not
be permitted to hold customers liable for acci-
dental damage to a rental car, the National Assn.
of Insurance Commissioners agreed last week.

A model law approved Friday by the full NAIC
prohibits rental car companies from selling con-
troversial collision damage waivers, under which
-for a $7 to $13 daily fee-customers are re-
leased from liability if the car is damaged.

Instead, the model law makes rental car corn-
panies assume the risk of most accidental dam-
age to their vehicles as a business expense. Al-
though rental car companies are likely to pass
that cost on to customers by increasing base
rental rates, observers say competition is ex-
pected to help keep overall rental car rates low
in the states that adopt the model law.

"l feel like we have addressed a major concern
of the consumers of the various states in the most
direct and simple manner that we possibly
could,” said Richard D. Rogers, deputy director
of the lllinois Insurance Department, who spear-
headed the proposal. "It's only the first step, but
it is the biggest step.”

State legislatures now can consider the model.

The model law "is certainly an improvement
over what we have now," said Howard Greene,
associate legislative director for the Risk & In-
surance Management Society Inc. in New York.

CDWs offer "tremendous potential for abuse"
because courts have ruled that CDWs are not in-
surance and therefore cannot be regulated by
state insurance officials, explained NAIC Presi-
dent John Washburn, the lllinois insurance
director.

In addition, consumers have complained that
CDWs may duplicate existing business or per-
sonal auto insurance or contain significant ex-
clusions (Bl, Dec. 21,1987; March 9, 1987).

The final version of the model law says a renter
or any other person allowed to use the vehicle
could be found liable for damages and loss-of-
use charges if a vehicle is damaged due to "will-
ful and wanton misconduct,” while driving while
intoxicated or under the influence of illegal
drugs or while engaging in a "speed contest."

Additional exceptions added to the model act
protect rental car companies by making a renter
liable for damage if the rental transaction is
based on information supplied by the renter
"with the intent to defraud the rental company."

In addition, the renter is liable if damage
arises out of use of the vehicle to carry persons or
property for hire or if the vehicle is used in
the commission of a felony or other serious
crime. And, the renter can be liable if the vehicle
is used outside of the United States or Canada
without authorization.

The model law also prohibits rental car com-
panies from requiring or requesting security for
damages-such as a credit card, line of credit or
deposit-during the rental period or pending the
resolution of any dispute.

"Security may be allowed, but only in such
amounts to reasonably insure payment on the
account or security for return of the automo-
bile," the model says.

In addition, the model prohibits rental car
companies from suing a renter who is a U.S. resi-
dent in a court outside the United States.

A rental car company that violates the model
act's provisions or intent can be fined between

Continued on page 139

By DEBORAH SHALOWITZ
and MICHAEL BRADFORD

SAN FRANCISCO-The antitrust liti-
gation pending against the property/ca-
sualty insurance industry is now bigger,
but the attorneys general's case is not any
stronger, say defendants and legal ex-

perts. Idaho

The 10 new lawsuits state attorneys
general filed last week pose no greater
threat to the industry than the nine simi-
lar suits brought in March, they say.

Furthermore, the new suits did not sur-
prise insurers, reinsurers, industry groups
and individuals named in the suits, who
again denied violating antitrust laws.

The attorneys general in the 10 states
that filed antitrust lawsuits last Tuesday
said in interviews that they have unco-
vered evidence in their states of restricted

calif

Hawaii

coverage availability and high rates that

could have resulted from insurers' Viola- o

tions of antitrust laws.
The suits filed last week in U.S. District

Court in San Francisco are largely identi-
cal to the first nine and contain essen-
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tially the same allegation: that the insur-
ance industry conspired to manipulate
the U.S. commercial liability market.

Last week's suits were filed by attor-
neys general in Alaska, Colorado, Con-
necticut, Maryland, Michigan, Montana,
New Jersey, Pennsylvania, Ohio and
Washington.

State attorneys general in Alabama,
Arizona, California, Massachusetts, Min-
nesota, New York, West Virginia and Wis-

consin brought actions in March. A simi-
lar suit also was filed in state court in
Texas (Bl, March 28).

The attorneys general are bringing the
civil actions on behalf of municipalities
in their states and the general welfare
and economy of their states.

The defendants in the new states are
nearly identical to the 31 defendants
named in the March suits. They include:
Hartford Fire Insurance Co., a Hartford

Insurance Group unit; Allstate Insurance
Co.; Aetna Casualty & Surety Co. and
CIGNA Corp.; the Insurance Services Of-
fice Inc., the Reinsurance Assn. of
America, several U.S. reinsurers, Lloyd's
of London managing agencies, British re-
insurers and reinsurance brokers.

Lloyd's underwriter Robin A.6. Jack-
son and former Lloyd's Chairman Peter
Miller also are named in all of the suits,

Continued on page 140

Subcommittee guts McCarran

By DEBORAH SHALOWITZ

WASHINGTON-For the first time ever, a full House commit-
tee will consider a bill that would virtually strip insurers' cur-
rent limited exemption from federal antitrust law.

The House Judiciary Committee's Monopolies and Commercial
Law Subcommittee on Wednesday approved the proposal that
would, among other things, make subject to antitruit law:

« Insurance price fixing or the development and publication
of recommended rates and the sharing of data regarding ex-
penses and profits.

However, the bill would still allow insurers to share informa-
tion on paid losses and incurred-but-not-reported losses.

- Tying the sale of insurance to any unrelated insurance
product.

« Allocating specific markets or customers among competing
mnsurers.

« Activities that would force competitors out of specific mar-
kets.

The bill also would:

« Allow companies with more than $20 million in annual pre-
miums to engage in joint loss trending activities for three years
after the proposal's enactment. Insurers with less than $20 mil-
lion in premium could trend for five years after enactment.

* Give the Federal Trade Commission and the Justice Depart-
ment authority to investigate possible insurer antitrust viola-
tions.-

The bill is expected to be considered this year by what many
call a -receptive" Democratic-controlled Judiciary Committee.

The House subcommittee proposal was approved by an 8-6
margin, with all of the Republicans on the panel and one Demo-
crat voting against the measure.

"The insurance industry views defeat of this measure as its
highest legislative priority," said Peter Lefkin, federal affairs

counsel for the American Insurance Assn. in Washington.

"The enactment of this legislation would create economic
and legal dislocation for insurers and their customers alike,
and we are hard-pressed to see any benefits to be derived
from its implementation,” he said.

Mr. Lefkin noted that the proposal, sponsored by Rep. Jack
Brooks, D-Texas, has not been the subject of any hearings
and began circulation in draft form only last week.

The bill would amend the McCarran-Ferguson Act, the 1945
federal law giving insurers limited immunity from federal anti-
trust law and granting states primary regulation of the indus-
try.

Some experts speculated that the subcommittee's action on
Wednesday may in part be related to the recent antitrust law-
suits filed by 19 state attorneys general against the insur-
ance industry (see related story) and a Senate subcommittee
hearing last Tuesday on the antitrust lawsuits.

Six of the eight representatives voting in favor of the legis-
lation are from five states that have filed antitrust lawsuits
against the insurance industry: California, New jersey, Ohio,
Texas and West Virginia.

At the Senate hearing, Sen. Howard Metzenbaum, D-Ohio,
announced that the 10 lawsuits would be filed in federal court in
San Francisco about three hours before they actually were filed.

The senator, who last year introduced a bill to repeal McCar-
ran-Ferguson, said he hopes "the states' bold attempt to show
that (higher rates and reduced coverage) were the result of an
illegal conspiracy will move Congress to see more clearly the
merit of repealing this antiquated special interest exemption."

Massachusetts Attorney General James M. Shannon, one of
the plaintiffs in the lawsuits, said at the Senate subcommittee
hearing: "After years of operating under the McCarran Act ex-
emption, this industry seems to have lost the ability to

Continued on page 141
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Update

Ashland covered by D&O policy

Cont:nued from previous page
illegal foreign payments Ashland allegedly made to Middle East oil
contractors to obtain crude oil

A Jury in the U S District Court for the Eastern District of Ken-
tucky in Covington on June 10 awarded Mr McKay $14 4 million in
compensatory damages and $1 25 million m punitive damages and
Mr Williams $7 7 million in compensatory damages and $1 75 mil-
lion in punitive damages The compensatory awards were trebled
under provisions of the federal Racketeer Influenced and Corrupt
Organizations Act

M&M mothballs quake insurer

NEW YORK-Marsh & MeLennan Cos Inc has "mothballed”
Quake Holdings Ltd, a Cayman Islands holding company that was
to provide earthquake coverage through a Barbados captive

Earthquake Loss Fund Insurance Co Ltd was to provide 10-year
non-cancelable earthquake policies with limits of at least $75 mil-
lion excess of at least $25 million (Bl, Sept 28,1987)

However, as earthquake coverage became available in the softe-
ning commercial property insurance market, Quake was unable to
attract the capital investment it needed to get started, explained
Philip Brown, executive vp of M&M Inc

Plans to activate Quake were abandoned last month, but the
Cayman corporation will be maintained in case the market tightens
again and interest in the facility revives, he said

Asbestos claims facility closes

PRINCETON, N J -The U S members of the Asbestos Claims
Facility last week voted to dissolve the revolutionary claims-han-
dling organization just four days shy of its three-year anniversary

London members of the facility have until June 30 to vote on the
proposal to disband the organization on Oct 3 (Bl, May 30)

The vote will enable some members of the facility to begin work
on structuring a new, smaller claims-handling organization and
allow seven larger asbestos producers that have asked to with-
draw from the facility to begin handling their own claims as of
Sept 1, said Lawrence Fitzpatrick, acting chief executive officer

Allstate to sell life, health units

NORTHBROOK, Il -Allstate Insurance Co is selling the bulk of
its money-losing group life and health insurance business to con-
centrate on its individual life insurance business

The insurer, a unit of Sears, Roebuck & Co, has put on the block
two divisions that sell group life, health and dental packages to
Sears employees and to employers with 50 to 2,000 employees

Together these two divisions, which account for 65% of Allstate's
group life and health business, generated 1987 revenues of $923
million and generated a pretax loss of $20 million

VDT safety bill becomes law

HAUPPAUGE, N Y -The nation's first law requiring employers
to safeguard employees who work on video display terminals was
enacted last week in Suffolk County, NY, after the county Legisla-
ture overrode the county executive's veto 13-5

County Executive Patrick G Halpin vetoed the proposal on June
10 "because he was convinced medical and scientific evidence
did not show a clear safety risk associated with the terminals," said
a spokesman for Mr Halpin

The law, which affects businesses with more than 20 VDTs and
provides special treatment for workers who operate a VDT more
than 26 hours a week, requires employer-paid vision care by mid-
September, 15-minute breaks from VDT work within six months
and ergonomic work stations by 1990 (BI, June 13, May 30)

Gas station can be liable: Court

SAN DIEGO-Service stations that sell gasoline to drunk drivers
can be held liable for Injuries or damages to third parties caused by
the drivers, a California Court of Appeal has ruled

The 4th District Court of Appeal on June 6 sent back to Superior
Court a suit against a Shell Oil Co service station that sold gasoline
in July 1983 to a drunk driver who later struck and killed a
motorcyclist A passenger in the driver's car also was killed in the
accident

The suit, filed in spring 1984 on behalf of the motorcyclist's
two daughters, seeks unspecified compensatory damages, but no
punitive damages, said plaintiffs' attorney Daral Mazzarella of
Thorsnes, Bartolotta, MeGuire & Padilla of San Diego

In 1967, a 3rd District Court of Appeal ruled in a similar suit that
a service station was not liable for selling gasoline to an intoxicated
driver

However, "there have been some real changes" in California
case law since then, Mr Mazzarella said For example, a Los An-
geles radio station that sponsored a contest in which the first hs-
tener to arnve at an announced location would receive a prize was
held liable for the death of a driver who was struck and killed by a
listener speeding to reach the prize location

Product liability bill amended

WASHINGTON-One major amendment was added to the federal
product liability reform bill before it was approved 30-12 last week
by the House Energy and Commerce Committee

In its final day of markup, the committee decided that toxic torts
should be tried under the same standards as other product liability
lawsuits unless a state enacts a law by Jan 1, 1989, specifically
exempting such suits from the standards

The product liability reform legislation, HR 1115, establishes a

Continued on page 139

Tobacco award raises

iInsurance questions

By DOUGLAS McLEOD made basis, sources say
And, tobacco companies with several years of occur-
NEWARK, N J -Tobacco companies could face in- renee-based policies could, like asbestos manufactur-
surance coverage problems similar to those faced by ers before them, face another problem resolving how
asbestos manufacturers m the wake of a landmark coverage over several policy years would be triggered
product liability award against Liggett Group and how defense costs-if covered-would be appor-
A federal jury in Newark, NJ, last week ordered tioned among the policies
Liggett to pay $400,000 in damages to Antonio Cipol- In addition, whatever coverage is available to ciga-
lone, whose wife, Rose, died of lung cancer in 1984 rette makers may not be enough if damage awards do
While clearing Liggett and two other cigarette become more frequent and severe
makers of conspiracy charges, the jury found that For example, RJR Nabisco, parent of R J Reynolds
Liggett wrongly implied in advertisements before 1966 Tobacco Co, noted in its 1987 annual report that the
that smoking was safe Warnings about the health insurance coverage available to it is "substantially
risks of smoking became mandatory in 1966 less" than the damages sought in product liability
The verdict was the first in more than 300 tobacco claims against the company
liability cases to deal a cigarette maker even a par- Mr and Mrs Cipollone sued Durham, N C -based
fial defeat, and a new wave of lawsuits is expected to Liggett, New York-based Philip Morris Inc and the
Lot-illard Inc unit of New York-based Loews Corp
If successful, the suits could create a variety of in- before Mrs Cipollone, a lifelong smoker, died of lung
surance problems for tobacco companies cancer at age 58
Product liability insurance covering health risk has The six-person jury in U S District Court in Newark
been largely unavailable to most cigarette makers for found that Liggett had violated an "express warranty"
roughly a decade, and several large companies now In ItS advertising that smoking was safe Pre-1966 ads
self-insure their product exposures, sources say for its L&M brand, for example, declared that the cig-
The extent to which these companies are covered by arettes were "Just What the Doctor Ordered "
policies written in the 19705 and earlier is uncertain Mrs Cipollone smoked Liggett's L&M and Chester-
Several U S and London market insurers wrote such field brands before 1966

coverage, some of which may have been on a claims- Contznued on page 139

Raymark asbestos claims
combined into class action

By STACY ADLER However, plaintiffs attorneys whose cases are af-

fected by the Judge's stay order contend the Judge does
ATLANTA-Financially strapped Raymark Indus- not have authority to stay their cases

tries Inc is gambling th_e_compan_}/ In the largest-ever Judge Vining cited Raymark's limited resources to

asbestos class-action suit in the United States pay claimants as the main reason for certifying the
At Raymark's request, U S District Judge Robert L class-action asbestos bodily injury suit

Vining Jr of Northern District of Georgia on June 10 Currently, some 34,900 lawsuits, seeking more than

consolidated some 35,000 pending bodily injury claims $33 billion In damages, are pending against Raymark

against the asbestos producer into one class action be- in federal and state courts in 44 states, the Virgin Is-

cause of the company's limited resources lands and Guam, according to the court
In addition, an estimated 65,000 future claims that However, Raymark has potentially only $109 million

Baymgrk Laces will be consolidated into the litiga- in liability insurance remaining-assuming it wins its

ferunder s order coverage disputes-and a book value of approximately
Judge Vining also stayed all litigation pending $60 million to pay an ever-increasing number of

against Raymark In both federal and state courts until claims, according to the court

the cases are consolidated into this giant class-action Raymark was a unit of Raytech Corp in Trumball,

sut Conn, until Raytech sold it last month for $1 million
The only larger class-action suit ever assembled in to Asbestos Litigation Management Inc, a unit of Liti-

the United States was the Agent Orange litigation, gabon Control Corp in Barrington, llI

which included more than 75,000 Vietham veterans About 45% of Litigation Control is controlled by

who claimed injury from exposure to the defoliant Craig R Smith, president and chief executive offi-

during the war cer of Raytech, which makes fasteners, brake linings
Raymark and the lead plaintiffs' attorney agree the and other products

ruling will facilitate the resolution of claims against Raytech was created In 1986 to shield the company

the asbestos producer Continued on page 137
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Spolight report

Market competition stunts
top brokers' revenue growth

ommercial insurance accounts
are switching brokers, playing
musical chairs to the competitive
chants circling the commercial
insurance marketplace.

The broker with the best price
lands the account, and that's
often a competing broker, many

brokerage chief executive officers say.

"There has been a lot of account movement (be-
tween brokers) in the past two years. The public
is so irritated with what's happening to the in-
dustry that they'll talk to the next broker who
walks in their door.”" observes Richard M. Miller,
president and chief execu-
tive officer of Corroon &
Black Corp.

Daniel P. Kuzio, senior
vp of Robinson-Conner Inc.,
calls it "an eroding of client
loyalty."”

There are plenty of bro-
kers trying to lure new ac-
counts in an attempt to off-
set reduced commissions on
cheaper renewal insurance
premiums. And, despite brokers' efforts to con-
tain the amount of business they lose, current eli-
ents do move to a more competitive broker with a
more competitive market.

The result: churning of accounts, with contin-
ued movement of accounts from independent
agents and regional brokers to the largest brokers
and account swapping among the biggest bro-
kers.

Today's commercial insurance marketplace is a
far cry from a mere two years ago when new eli-
ents were flocking to the big brokers, desperate
for capacity and believing that the expertise and
market muscle of the major alphabet houses was

The Top 20's 1987
performance most
resembles their 1984
performance, the last year
of competitive pricing.

their best leverage in the tight commercial insur-
ance market. Coverage, not price, was the motive
to switch brokers during the tight commercial
market of late 1984 through early 1987.

"In the hard market the issue is: Can you place
the business? In the soft market you can place it,
but so can 20 other people,” says Charles E.
Keller, president of Republic Hogg Robinson Inc.

The competition amon- ..isurers driving down
premiums cut the revenue growth of the Top 20
brokers in half in 1987 compared with 1986.
Gross revenues among the Top 20 grew only
$568.9 million, or 10.2%, to $6.2 billion compared
with a $1 billion. or 22.2%, gain in 1986.

In 1985, when capacity
was tight and insurance
prices were skyrocketing,
the Top 20 brokers' reve-
nues grew 22.5%, or $863.1
million, to $4.7 billion.

The Top 20's 1987 rate of
revenue growth most re-
sembles their 1984 perfor-
mance, the last year of com-
petitive pricing in the
commercial insurance mar-
ket, when their collective revenues grew $357.8
million, or 11.1%. This suggests that contrary to
insurers' pronouncements, property/casualty in-
surance rates fell fast and far in 1987.

Analyzing only the retail brokerage revenues of
the Top 20 brokers, the picture of falling premi-
ums and dwindling commissions is even clearer:
only an 8% gain in 1987 to $3.6 billion compared
with a 23% gain to $3.4 billion in 1986 (see chart,
page 4).

Commissions are so squeezed that even Johnson
& Higgins, the staunchest defender of commis-
sions as the proper basis for compensating for

Continued on next page

Sedgwick slips past A&A to No. 2

he big news concerning the
world's largest insurance broker-
ages is not which company is the
biggest, but which ranks No. 2.

Marsh & MelLennan Cos. Inc.
again holds the No. 1 spot in
the Business Insurance ranking

| | I 1
of the world's brokerage com-

panies based on 1987 revenues of $2.18 billion.
However, Sedgwick Group P.L.C., aided by the

Top 20 world brokers

Company 1987 gross revenues (in millions)
1. Marsh & McLennan (US.) $2,178.0
2. Sedgwick Group (U.K.) 1,223.r
3. Alexander & Alexander (U.S.) 1,180.0
4. Johnson & Higgins (U.S.) 690.4~
5. Corroon & Black (U.S.) 392.2
6. Frank B. Hall (U.S.) 386.0
7. Willis Faber (U.K.) 373.4'
8. Minet Holdings (U.K.) 2359
9. Rollins Burdick Hunter (U.S.) 223.5

10. Jardine Insurance Brokers (U.K.) 207.0"

11. C.E. Heath (U.K.) 168.4, 3

12. Bain Clarkson (U.K.) 164.T

13. Hogg Robinson (U.K.) 162.2°

14. Arthur J. Gallagher (U.S.) 134.7

15. Faugere & Jutheau (France) 111.31

16. Jauch & Hubener (W. Germany) 106.r

17. Hudig-Langeveldt (Netherlands) 87.0°

18. Gras Savoye (France) 82.11

19. Sodarcan (Canada) 82.11

20. Bayly, Martin & Fay (U.S.) 79.4

1 Converted to U.S. currency at applicable exchange rate
2 8/ estimate.

3 For fiscal year ending March 31,1987

Source: 8/ survey

strength of the British pound against the dollar,
narrowly knocked Alexander & Alexander Ser-
vices Inc. out of the second spot in the rank-
ings. A&A had held the No. 2 spot since Business
Insurance first ranked the Top 20 world brokers
in 1983.

Sedgwick moved into second place this year
based on 1987 revenues of $1.22 billion, or about
$40 million more than A&A, whose revenues to-
taled $1.18 billion last year.

However, had it not been for currency exchange
rates, A&A would still be in second place. A&A's
revenues grew 3.5% last year, while Sedgwick's
revenues increased by only 1.2% in terms of Brit-
ish pounds.

Sedgwick had ranked No. 6 in Brs first ranking
of the world brokers in 1983. It moved up to fifth
place in 1984 and then back to sixth place in
1985, primarily because of a weak British pound.
But the broker moved up to No. 3 in 1986 and
1987 based on recovering exchange rates and its
acquisition of Fred S. James & Co. Inc.

Two brokers entered the Top 20 this year. Gras
Savoye S.A. of France ranked No. 18 based on
1987 revenues of $82.08 million. It is the Paris-
based broker's first appearance in the Top 20.

Gras Savoye barely beat out the other new-
comer, Sodarcan Inc. of Montreal, for 18th place.
Sodarcan, which reported $82.06 million in 1987
revenues, had ranked 20th in 1986, but dropped
out of the world Top 20 last year.

Falling from the Top 20 this year were Stewart
Wrightson Holdings P.L.C. and Lowndes Lambert
Group Ltd. Stewart Wrightson, which held 12th
place last year, was acquired by seventh-ranked
Willis Faber P.L.C. Lowndes Lambert, which
placed 20th in last year's rankings, reported reve-
nues of $73.5 miillion in 1987, which was not
enough to hold its place in the rankings.

Business Insurance ranks foreign brokers on
revenues from insurance and reinsurance bro-
kerage, Lloyd's underwriting agency income and
interest and investment income, and does not in-

clude shares of profits from associated companies
or unconsolidated subsidiaries.
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The next 80 largest U.S.brokers

Company

21. John L. Wortham & Son

22. Brown & Brown Inc.

23. Rhulen Agency Inc.

24 . McGriff, Seibels & Williams Inc.
25. Collier Cobb & Associates Inc.
26. Frank Crystal & Co. Inc.

27. The Kornreich Organization

28. Frenkel & Co. Inc.

29. Lawrence Agency Corp.

30. Near North Insurance Agency Inc.
31. Meeker Sharkey Financial Group Inc.

32. The Lockton Insurance Agency Inc.

33. Cal-Surance Associates Inc.
34. Robert F. Driver Co. Inc.
35. Tanenbaum-Harber Co. Inc.
36. Keenan & Associates
37. Rebsamen Insuiance Inc.
38. Andreini & Co.
39. Haas & Wilkerson Inc.
40. Kendall Insurance Inc.
41. Roanoke Agency Inc.
42. J. Smith Lanier & Co.
43. Anco Corp.
44 . Marshall & Sterling
45. NIA Ltd./The NIA Group
46. Palmer & Cav/Carswell Inc.
47. The Leavitt Group
48. Riehle Agencies
49. Holmes, Murphy & Associates
Redland Group
51. Mahoney & Wright Insurance Agencies
52. Associated Agencies Inc.
53. Daniel & Henry Co.
54. Insurance Management Associates Inc.
55. ISU'Hastings-Tapley Insurance Agency Inc.
56. Alliance Brokerage Corp.

Amalgamated Programs Corp.
58. Thomas E. Wood Inc.

59. Seaboard Financial Group
60. Maclintyre, Fay & Thayer Insurance Agency Inc.

61. Schwartz Brothers Insurance Agency Inc.
62. Meadowbrook Inc.

63. The Graham Co.
64. The McElroy-Minister Co.
65. Kelter-Thorner Inc.
66. Glenn, Nyhan & Associates Inc.
67. James Econn & Co.
68. The Loomis Cos. Ltd.
69. Van Gilder Insurance Corp.
70. Mammel/Schropp/Swartzbaugh/Engler & Jones
71. Anderson & Anderson Insurance Brokers Inc.
72. Saldana & Associates Inc.
73. Dann Brothers Inc.
74. R.C. Knox & Co. Inc.
75. Fred A. Moreton & Co.
76. Insurance & Risk Management
77. \Wharton/Lyon & Lyon
78. Van Beurden & Associates Insurance Services Inc
79. Seillin & Co.
80. Ulrich Voorhees Warner Associates
81. Mack & Parker Inc.
82. Richard N. Goldman & Co.
83. North American Insurance Agency Inc.
84. Sander A. Kessler & Associates Inc.
85. The Talbert Corp.
86. Bolton & Co.
87. Lasher-Cowie Agency Inc.
88. Boynton Brothers & Co.
S.H. Gow & Co. Inc.
90. The Woodsmall Cos.
91. John P. Tilden Ltd.
92. Berwanger Overmyer Associates (BOA)
93. Palmer Goodell Insurance Agency Inc.
94. Hylant MacLean
95. Valley National Co. Insurance
96. Laub Group Inc.
97. Curtis Day & Co.
98. Association Administrators & Consultants Inc.
99.0'Gorman & Young Inc.

100. Robertson-Ryan & Associates Inc.
Source: Brokers responses to EU survey. no public records

Charts: Amy Palmer

1987 gross revenues

$25,469,000
$25,017,533
$24,103,493
$22,290,250
$21,000,000
$20,425,000
519,200,000
$19,145,000
517.364,000
$17,250,000
$16,277,000
$16,200,000
515,294,500
514,800,000
514,550,000
$13.800,000
$13.660,051
$13.351,000
$13,117,000
$13.000,000
$12,900,000
$12,612,863
$12,559,724
$11,929,585
$11,590,000
$11,503,966
$11,214,000
$10,998,000
$10,900,000
$10,900,000
$10,777,000
$10,500,000
$10,265,000
$10,200,777
$10,073,807
$10,000,000
$10,000,000
59,700,000
$9 681 250
59,295,023
$8,831,345
$8,800,000
58,400,000
$8,386,098
$8,200,450
$8,114,241
$7,636,970
$7,450,000
$7,400,000
$7,347,962
$7,215,000
$7,120,000
$7,115,000
$7,100,000
$7,039,000
$6,950,000
$6,790,000
$6,681,702
$6,527,955
$6,448,000
$6,296,500
$6,200,000
$6,184,000
$6,175,656
$6,134,000
$6,100,000
$6,033,000
$6,000,000
$6,000,000
$5,934,000
$5,761,194
$5,746,716
$5,722,000
$5.700,000
$5,602,341
$5,600,000
$5,591,271
$5,550,000
$5,475,000
$5,303,000
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Spotlight report

Top 20 U.S. commercial retail brokers

(Based on 1987 estimates: in millions of dollars)

Percent

1987 1986 change
1. Marsh & McLennan Cos. Inc. $958 $824 16%
2. Alexnd*r & Alexander Services W,6. 708 - *71 N/M
3. Johnson & Higgins 490 473 4
4. Fred S. JaMes & Co. Inc. 335 317" 6
5. Frank B. Hall & Co. Inc. 255 2541 N/M

- *copoonS-EiflEjit&1 .- 239
7. Rollins Burdick Hunter Co. 179 141 27
8. Arthur J. Gallagher & Co. 76

Jardine Emett & Chandler Inc. 74 63’ a7
10. Bayly, Martin & Fay International Inc. 56 -1s
11. Republic Hogg Robinson Inc. 40 31 32
fEAN Mabajemem-loc. 30 20 53
13. Hilb, Rogal & Hamilton Co. 26 20
4, W*ter Kaye Associates Inc. 24 23 3
15. John L. Wortham & Son 23 23 N/M

BRI Coverage Corp. 3
17. Financial Guardian Group Inc. 22 17 32

_Ir=9ie666**i,661**8 in#. 20 19 5-

19. McGriff, Siebels & Williams Inc. 17 = 1=

-FF@kera CE IfiE. 17 15 /7 2t 12<F

McDonough Caperton Insurance Group 7 = ==

T otals « v« $3,628

1 Restated

N/M-Not meaningful Source: 9/ survey; brokers' responses

From the risk management professionals at Ernst &Whinnes

Top brokers

Continued from previous page
brokerage services, is beginning to
think of asking clients to pay fees.
"l think we will be driven to it
even if we did not want to be," said
Robert V. Hatcher Jr., chairman
and chief executive officer.

WWhile most brokers bemoan the
rate cutting by cornnnercial insur-
ers as too much too soon and de-
stabilizing if not financially reck-
less, most say there is little they
can do to prevent it.

A client wants the best price,
says Richard M. Page, chairman
and chief executive officer of Fred
S. James & Co. Inc. Therefore,
"churning is an effect of the cycle
-it's not a cause of the cycle,"” he
contends.

Going for the lowest price can, in
the long run, create more disrup-
tion, brokers point out.

"If you are willing to sell out
your long-term relationships for a

Robinson-Conner's
Daniel P. Kuzio

attributed the slow

growth to 'an eroding
of client loyalty.'

few up-front, short-term dollars,
you are going to lose,"” warns Ber-
nard H. Mizel, president and chief
executive officer of ABlI Manage-
ment Inc. Insurers offering deals
that were unavailable or that
charged unacceptable rates when
the market was hard "are always
the first ones out when things get
tough," he says.

But there is a bright side to the
newly competitive property/ca-
sualty insurance market. In the
words of Robert H. Hilb, president
of Hilb, Rogal & Hamilton Co.:

"Our sales staff has smiles on their

Six ways to improve
riskmanagement.

Ernst & Whinney's experienced
professionals can help you improve
your risk management effectiveness.
Our services include:

Diagnostic Surve¥g-A systematic
analysis of your exposures and current
policies is the first step to broader,
more cost-effective coverage.

Administrative Studies-Efficient
organization of your risk management
functions helps you appraise current
procedures and communications, and
intelligently plan for the future.

Mergers & Acquisitions-Accurate
evaluation ofpossibly hidden risk man-
agement liabilities and costs can help
you target your objectives, and reach
decisions with greater assurance.

In addition, planned integration of

coverages and financing will promote
effective consolidation.

Financial Models & Actuarial
Studies-Quantitative analysis helps
you plan risk financing, and helps you
improve both insured and self-insured

programs.

Broker Selection-An objective
assessment of relevant credentials

helps you select qualified insurance
brokers and related services.

Special Projects-E&W services
encompass the many facets of risk
management-from financial planning
for captive insurers to settling business

interruption losses.

In short, Ernst & Whinney helps
you achieve quality results through
more effective risk management.

For more information contact
Michael Fusco, Principal, Ernst &
Whinney, 787 Seventh Ave., New
York, NY 10019; 212-830-5943.

411 Ernst &Whinney

And results. They go together.

Accountants. Tax Advisors. Consultants. Over 400 offices worldwide.

faces. Two years ago, there were
cases where you found no one will-
ing to write anything. Now, insur-
ers are coming to us looking for
new risks. Risks can be marketed
with a number of insurance car-
riers that have fine programs.”

Frustrated wwith th e
roller-coaster ride their income
takes in the cyclical market, bro-
kers continue to search for more
stable sources of income, such as
selling employee benefits products
and consulting services.

Even with successful new busi-
ness efforts in both property/ca-
sualty brokerage and new prod-
ucts and services, the Top 20
brokers for the most part antici-
pate finishing this year with relati-
vely little growth in revenues com-
pared with 1987. The continuing
premium decrease is taking just
too large of a toll.

Four of the Top 20 brokers suf-
fered revenue losses in 1987, the
most since 1983, when commercial
insurance brokers were walloped
by continuing rate competition
among insurers, lower interest
rates and a stronger dollar against
foreign currencies that reduced
profits from overseas expansions.

The 1.3% drop in revenues at
Frank B. Hall & Co. Inc. allowed
Corroon & Black Corp. to move
up to No. 5 for the first time on a
scant revenue gain of 5.8% to
$392.2 million in 1987.

It was the third fall in the rank-
ing in four years for Hall, which
just four years ago ranked as the
third-largest U.S.-based broker,
based on 1983 revenues.

Hall, whose revenues slid to just
below $386 million, admits that
management changes and internal
reorganization allowed too much
renewal business to slip away
while new business production fell
short.

Now, Hall says, account reten-
tion is back up above 90%, new
business development programs
are in place, and the broker is
going on the acquisition trail.

The only other movement in the
Top 20 rankings occurred in the
second tier. Significantly, it in-
volved the return of an old Top 20
alum and the rocketing rise of last
year's No. 20 broker.

Financial Guardian Group Inc.
moved into the 17th spot from No.
21 last year with a 29.8% increase
in revenues to $29.8 million. After
several years of down-scaling its
operations, Financial Guardian is
solidifying its basic strength: ser-
vicing middle-market commercial
brokerage clients.

Financial Guardian had been
among the Top 20 for nine years
running until last year.

Four-year-old ABI Management
Inc. jumped to No. 13 from No. 20
on the strength of acquisitions, re-
porting 1987 revenues of $34.3
miillion. ABI did not restate its
1986 revenues to reflect the 1987
acquisitions, producing a 50.9%
revenue gain in 1987.

McDonough Caperton Insurance
Group moved up a notch to No. 18
with an 18.8% increase in revenues
to $28.4 million. The property/ca-
sualty and employee benefits spe-
cialist boasts that nearly all of the
growth was internal, producing its
best new-business year ever.

Falling the most in the ranking
was Robinson-Conner Inc., which
barely held onto No. 20 this year,
dropping from No. 16 last year. It
blamed the soft market for its 5.9%
drop in revenues to $26.5 million in
1987.

Poe & Associates Inc.'s revenues
fell 9.2% in 1987, dropping the bro-
ker to No. 15 with just less than
$31 million in revenues from 13th
based on 1986 revenues of $34.1
million. Poe blames the soft insur-
ance market and switching a book
of professional liability business to
claims-made from occurrence cov-
erage last year for the drop in reve-

nues.

Continued on page 6



WHEN TIMES ARE TIGHT,
IT'S THE BENEFITS MANAGER

THAI- FEELS THE SQUEEZE.

You know the feeling.

Management wants you to hold
down rising employee beneftts costs.
But since cutting benefits isn't the
answer, you try to offer alternatives.
Like shared costs and flexible benefits.

In doing so, you get squeezed
by employees, because changing bene-
fits creates confusion, dissatisfaction
and lots of questions.

NWNL Group can help relieve
the pressure.

You see, we look at your com-
pany's insurance needs differently, so
we find solutions others may not see.

Take our Appropriate Care and
Treatment program (ACT) for catas-
trophic medical claims, for example.

With ACT we're able to find
ways to provide coverage for more
cost effective treatment by recom-
mending alternatives to employees
and their physicians. Like outpatient
care, using specialized non-hospital
facilities and home health care.

The way we see it, cost efficiency
doesn't mean reduced benefits, it sim-
ply means finding ways to increase
the efficiency of the care.

If you're feeling the squeeze, let
us send our booklet "10 Ways to Cut
Benefit Costs:' Call or write Ginny
Patrick, NWNL Group, RO. Box 20,

Minneapolis, Minnesota 55440,
(612) 372-5784.

M NWNLGROUP
We look at things differentlf
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Top brokers

Continued from page 4

Walter Kaye Associates Inc. fell
one notch to No. 16 with a scant
4.2% revenue gain. The firm also
blamed lower rates for its slow
growth.

B.R.l. Coverage Corp., despite a
better-than-average revenue in-
crease of 13.4% to $27.1 million,
slipped a notch to No. 19, nudged
by Financial Guardian's big leap.

Stability in rankings reigned
among the other Top 20 brokers.
though their performance was un-

Among those who grew the most
in revenues, 1987 acquisitions and
extraordinary new business devel-
opment generally were the cause.

But several brokers also acknow-
ledged that hefty contingent com-
missions, paid in 1987 on the
highly profitable policies written
in 1986, helped boost revenues.

Even with only a 10.2% gain in

'In the hard market the issue is: Can you place
the business? In the soft markel you can place it,
but so can 20 other people,’ says Charles E.
Keller, president of Republic Hogg Robinson Inc.,
the 11th-largest U.S. insurance broker.

overall revenues in light of falling
premiums, the Top 20 brokers
clearly are continuing to gain mar-
ket share.

The second-best performer in the
Top 20 was No. 7 Rollins Burdick
Hunter Co., with a31.5% increase
in revenues to $223.5 million.

Eleventh-ranked Republic Hogg
Robinson Inc. turned in the fourth-
best performance after Financial
Guardian's 29.8% gain, increasing
revenues 20.3% to $57.8 million.

Marsh & McLennan Cos. Inc.
cranked out only the fifth-best
performance in 1987, with a 19%

The

flexiWe.

increase in revenues. But its $348.1
million revenue gain is mcre than
the $334.4 miillion in combined
1987 revenues of the brokers
ranked No. 11 through No. 20.

Hilb, Rogal & Hamilton Co. was
just behind MeDonough Caperton
in revenue growth, sporsing an
18.1% increase to $36.1 million and
maintaining its spot as the 12th-
largest broker.

Nin:h-ranked Jardine Emet &
Chandler Inc. also reported credi-
ble growth, after more than :wo
years of consolidation aclivity in
merging the operations of the for-

find.the

group

We'll bend over backward to tailor

specialized, individualized solutions in response

to needs that arise in your

group health care programs.

mer Jardine Insurance Brokers Inc.
and Emett & Chandler Inc. The
15.9% increase to $95 miillion in
revenues in 1987 is based on res-
tating 1986 revenues down to $82
million to reflect divestitures of
non-retail brokerage operations.

FBS Insurance, the insurance
brokerage unit of First Bank Sys-
tem, benefited from sizable new
accounts through referral from its
parent company, helping boost
revenues 14.7% to $33.5 miillion. It
maintained its No. 14 spot.

Arthur J. Gallagher & Co. hung
onto its eighth-place position in
the Top 20 with 11% revenue
growth to $134.7 million.

Five of the Top 20 eked out
growth less than the 10.2% aver-
age.

Johnson & Higgins, the world's
largest privately held insurance
broker, is estimated by Business
Insurance to have increased its
revenues about 6.6% to $690.4 mil-
lion. Growth figures included in

4%:1le

Group Operation

meManased-Cost Polkssionaks'

Formorehdo,malion onMutualof Omaha's abilily focustomize aheallh eareplan/ust foryours/tuation. sendyourbusiness eard
le John Me€andiess, Director of Nationoi A€counts, Mutual of Omaha, Group Operation, Mulual of Omeho Plaze, Omeha, NE 68175

J&H's annual review aided Bl in
making the estimate.

Alexander & Alexander Services
Inc., entrenched as the second-lar-
gest U.S.-based broker at almost
double the size of J&H, squeaked
out a 3.5% revenue gain to $1.2
billion in 1987 revenues.

Fred S. James & Co. Inc., again
the fourth-largest broker, reported
only a 2.796 revenue gain, having
restated its 1986 revenues to re-
fleet its 1987 acquisitions.

The worst 1987 performance was
turned in by Bayly, Martin & Fay
International Inc., which suffered
a 14.3% loss of revenues to $79.4
million. Despite the drop in reve-
nues, BMF retained its spot as the
10th-largest U.S. broker.

And, BMF says, the restructuring
and office closings that cost the
brokerage revenues in 1987 have
made it a more efficient broker
that can now concentrate on devel-
oping new business.

When only commercial retail
brokerage revenues are considered
-excluding activities like whole-
sale and reinsurance brokerage,
claims administration, consulting
services and personal lines bro-
kerage-the Top 20 ranking
changes among the brokers in the
second tier (see chart, page 4).

The most significant changes:
John L. Wortham, which fell off
the Top 20 based on 1987 revenues
to No. 21, moves back into 15th
place, and three of the Top 20 are
edged off the chart. Larger in retail
brokerage than FBS Insurance, Poe
& Associates and Robinson-Conner
are: Collier Cobb & Associates Inc.,
MeGriff, Siebels & Williams Inc.
and Frenkel & Co. Inc.

Bl bases the Top 20 broker rank-
ings on total gross revenues, recog-
nizing that risk and employee ben-
efit managers often rely on their
retail broker for more services than
insurance placement.

It took in excess of $5.3 million
in gross revenues for a broker to
make the Top 100 this year, com-
pared with $4.5 million last year
(see chart, page 3).

While there was some movement
among the next 80 brokers, only
four qualified for the first time to
rank among the Top 100: Ber-
wanger Overmyer Associates;
Palmer Goodell Insurance Agency
Inc.; Hylant MacLean; and Robert-
son-Ryan & Associates Inc.

Supplying revenues for the first
time, though they would have
qualified last year, are: Amalga-
mated Programs Corp.; Dann
Brothers Inc.; Van Beurden & As-
sociates Insurance Services Inc.;
and Valley National Co. Insurance.

One broker that ranked among
the Top 100 last year was acquired
by Corroon & Black: W.K.P. Wil-
son & Son Inc.

Five brokers on the list last year
were too small this year: VVariable
Protection Administrators Inc.;
Sullivan Co. Inc.; Blumencranz
Klepper & Wilkins; J.H. Silver-
smith Inc.; and John D. Williams
co.

Two brokers among the Top 100
last year did not return question-
naires this year: Marion A. Allen
Inc. and South Continental Insur-
ance Agency.

Not included in the rankings is
ISU Corp., the largest independent
agency franchise organization, be-
cause its member agencies are in-
dividually owned.

ISU's 372 members at year-end
1987 reported combined gross rev-
enues of $407.1, compared with
439 members generating $487 mil-
lion in revenues in 1986.

ISU has committed to a "true

franchise system," including use of
common systems and presenting a
national image, said Thomas J.
Ryan, chairman, president and
chief executive officer. Some ISU
members were not prepared to
make such a commitment, he said.
As a group, ISU members would
rank No. 5 if ISU qualified.
-By Kathryn J. Mcintyre
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standonyour irectors
llability coverage?

Ifyou wantthe secu®rofasiable andreliable 1)&0 policx you're notalone. Lately
the markethas been anything but stable.And directors are feeling anything but secure.

Ifs time fora change. SokEtna is bringing substantial new D&O0 capiicity to the mar-
ketplace. And standing behjnd Ena is ERIC Reinsurance Company (asubsidiary of Executive
RE, Inc.),acmative new reinsurance approach.

ERIC is domestic and committed exdusivelyto providing Ena with long-term, stable
capacity That means a return to consistent, reasonable premiums. And coverage thai won't sud-
denlyslip outfrom underyou.

The stability of LEtna extends beyond pmmium and availabilit¥ Our integrated under-
wliting and clajm han®ng, provided through;Ents new undelwdting managel; ERMA
(Executive Risk Management Associates), is designed specifically to avoid coverage disputes. So
you knowyourD&() is there whenifsneededthemost.

We're in this business tobeyourpattners, not youradvetsaries. And we'le proud to
bring stability backto directors liability insurance.

To kam more, call orwrite: ERMA 82 Hopmeadow Street, P.O. Box 2002, Simsbury
CT 06070 (203) 244-8900.

dbia/Executive Risk Management Associates. Backed by ERIC, a creative new reinsurance approacb.

11}e,Etna Casualty and Surety Company,,Etna Excess and Stirplits Lines Company
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Hit the
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WERF, REHEVER.hat eadlerneads prevailed
this month declined to consider a bill establishing
a new $30 billion long-term home health care pro-
gram.

The legislation, proposed by Rep. Claude Pep-
per, D-Fla., would have smacked employers with
$3 billion in new Social Security payroll taxes an-
nually over the next five years to finance home
health care benefits for the elderly and the chroni-
cally disabled. Employees would have picked up
the remaining $15 billion in costs.

The program was to be financed by subjecting all
wages to the Medicare portion of the Social Secu-
rity tax.

The Pepper legislation was sidetracked after
congressional powerhouses, like House Ways and
Means Committee Chairman Daniel Rostenkowski,
D-Ill., justifiably complained that the bill by-
passed normal committee reviews.

Indeed, despite the bill's purported $30 billion
price tag, it never was reviewed by the Ways and
Means Committee, which is supposed to clear all
tax-related legislation, and the Energy and Com-
merce Committee, which has jurisdiction over
health care-related bills. Instead, the bill skipped
straight to the House floor as part of a political
deal between Rep. Pepper and House Speaker Jim
Wright, D-Texas.

House members wisely recognized that this was
not the sort of proposal that should be rushed, and
they rejected its consideration by a substantial
margin.

Those who studied the legislation saw all sorts of
pitfalls. For example, while the measure would
have created a huge entitlement program over-
night, there was no evidence that there would be
sufficient professionals to provide quality home
health care. No doubt passage of the legislation
would have given rise to fly-by-night firms capita-
lizing on the increased demand for these services.

In addition, there were no credible estimates of
the program's cost. Rep. Pepper put the cost at
$30 billion over five years, while Rep. Hal Daub,
R-Neb., placed the five-year cost at more than $72
billion. That kind of disparity tells us no one really
knew the extent of the tab.

If costs exceeded revenue, as many think would
have been likely, the elderly would have been hit
with deductibles and coinsurance requirements.
Ultimately, these copayments could have exceeded

brakes
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the benefits to the elderly. In short, the program
really might have been a hoax on the elderly.

ANnd, the bill would have only covered home
health care, not nursing home care, which is far
more financially threatening to retirees.

The Pepper legislation failed to recognize the
role employers are beginning to play in promoting
long-term health care coverage among their em-
ployees. While just a handful of employers now
offer such coverage through payroll deduction
plans, the number is growing (Bl, May 30).

We urge Congress next year to clarify the tax-fa-
vored status of employer-provided long-term
health care benefits. That would allow employers
to subsidize or pay premiums without employees
incurring any adverse tax consequences.

We also hope that congressional leaders take to
heart their sermon that benefits-related legislation
must be reviewed before enactment.

Rep. Rostenkowski's own Ways and Means Com-
mittee has passed a slew of measures affecting em-
ployee benefits, like the COBRA health care con-
tinuation provisions, that have caused no end of
problems for employers because members and staff
acted too hastily.

Legislation affecting benefits-be it a long-term
health care bill, COBRA or Section 89 non-dis-
crimination rules for welfare plans-are too im-
portant to ram through Congress.

Letters

Answer to A.R.M. exam question lacks foundation

To the editor: After reading the May 23
article "The Cost of Limited Fire Safety"
by the Insurance Institute of America, |
can understand why many people are
frustrated with the Associate in Risk
Management examinations. The ques-

tions are vague and the answers given in
the article are sometimes without foun-

dation.

First, what is "too little money" on fire
detection/suppression system equipment?
Has a spending limit been set? If so, who
set the limit? The author's opinion of "too
little money"” might greatly differ from

Business Insurance welcomes let-
ters from its readers. Please keep
your comments as brief as possible.
We reserve the right to edit letters
for clarity or space. We will not
publish unsigned letters. Send your
comments to Letters to the Editor,
Business Insurance, 740 N. Rush
St.. Chicago, lll., 60611.

mine.

The exercise asks the reader to explain
why-specifically with reference to each
of the four elements of an organization's
cost of risk control-would this retailer's
decision to spend less on fire detection/
suppression equipment tend to raise its
overall cost of risk. Just because a com-
pany spends "too little money" does not
mean that it will suffer more small fires,
which will lead to a larger fire. You can-
not provide a proven basis for that state-
ment.

Increasing its insurance premiums be-
cause the retailer fails to qualify for. fire
safety premium credits is specific and can
be proved. The other examples are specu-
lations, not specifics. _ Besides, reducing
its risk control costs might offset in-
creases In Insurance.

Second, the -article asks the reader to
"describe three specific ways in which

the retailer's underinvestment in fire de-

tection/suppression equipment for its
stores could have adverse economic ef-

fects throughout the economy, raising

other organizations' cost of risk."”

This question also is poorly worded and
the answers given are based on specula-
tion rather than fact (except one answer
concerning the retailer's fire insurance
premiums). A single fire in a community
will not cause the public fire department
to increase its outlays. Furthermore, if
the author of this article in all his divine
wisdom is so naive to think that entrepre-
neurs will be deterred from opening com-
peting stores, then he knows very little
about big business.

There are solutions to this problem.
The first solution would be to employ an
individual who can properly word the
questions and develop meaningful an-
swers. Another solution would be to
change the A.R.M. examination from
essay to multiple choice. If the examina-
tion were changed to multiple choice, in-
dividuals taking the exam would not be
left in the dark trying to figure out what

the examiner wants as an answer. -

Nikola Drobac

Aliquipa, Pa.
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A mission into space is a challenge
unmatched since the day agellan. Only
the most dedicated and disciplined are
selected. But without the technical support
of hundreds of people on earth, they could
be light-years off target,
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Spotlight report

Top brokerage execs' 1987 compensation

(Based on cash comoensation and bonuses)
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Brokerage

Frank J. Tasco

Marsh & McLennan Cos. Inc.

Patrick G. Ryan
Rollins Burdick Hunter Co. ,*1**

John A. Bogardus
Alexander & Alexander Services Inc.
Robert F. Corroon
Corroon & Black Corp.
Peter T. Pruitt
Frank B. Hall & Co. Inc.
William F. Poe
Poe & Associates Inc.
Robert, E Gallagher
Arthur J. Gallagher & Co.
Robert H. Hilb
Hilb, Rogal & Hamilton Co. sgq!
Donald R. Weber

Financial Guardian Group Inc.

Source: Securities and Exchange Commission documents

1987

$1,126,429

658,447

612,192

450,000

378,120

270,500

245,000

F: 232,967

203,600

M&EM chairman lands

In 1986, one other insurance bro-
kerage executive broke $1 million
and two others came close, with the
benefit of cash incentive awards. All
three received only salaries as cash
compensation last year, cutting their
pay by about half.

Mr. Tasco and the other top ex-
ecutives at each of the companies-
except for one company reporting a
hefty net loss for 1987 whose top ex-
ecutive had his salary trimmed-re-
ceived generally modest raises in
1987, according to public records
available for nine of the largest U.S.

brokers.

Raises-or cuts in pay-bore lit-

- — LI o I g - 2 o B —— 9,
1986 -change  (nnilens) - chnoc top broker paycheck
$1,098,521 2.5% $302.1 24.2%
By KATHRYN J. McINTYRE
561,769 17.2 N/A N/A
The chairman of the world': Lar-
1,118,132 (45.2) 68.4 s83 gest insurance broker also larded the
largest brokerage pay in 1987: Frank
J. Tasco, chairman of Marzh &
912,998 (50.7) as-s 21 McLennan Cos. Inc., was iaid
$1,126 429 in cash compensaticn in
364,442 3.8 (66.9) N/M 1987.
In fact, three other M&M €xecu-
285,023 (5.1) 1.5 (66.4) tives earned more in cash coirpen-
sation in 1987 than the highes:-paid
25,000 8.9 16.2 4.5 executives of any of the other le:ding
insurance brokerage companis for
210027 10.9 3.4 s7.0 which compensation information is
’ published.
Mr. Tasco was the only irsurance
190,500 6.9 1.1 26.2

N/A-Not available

brokerage executive whose p ay is
disclosed in public documen-s tc re-

N/M-Not meaningful
ceive rr_ore than $1 million in 1937.

You did all yourhomework, pinned down the numbers,
and now with thzdeal in the balance, it was time forone
final call. And a few minutes later, as you hung up the

phone, you knew you called it right on the money.
Nice going.

Ahd thanks for-lettingus.helis.

New blood; ne* smrit, adda riew determination to be
the best,*hilp weserve the besy.

*Batte*y*ab:tiSt,.Boston, MA {)211) Q 17-35*8«)0 *tex 514-01)B,
-Bastqi"C*ica®3' 1.0&Aisetts' Al#anta .Ne*<York 'Saf-FrinGisco ,

— -

tle resemblance to corporate income
performance at the largest U.S. in-
surance brokerages in 1987 (see
chart).

And, with stock prices generally
lower this year than last year for
the publicly traded brokers, the exec-
utives' stock holdings in their com-
panies are worth less this year than
last year. The big exception: Corroon
& Black Corp.

The other M&M executives whose
1987 cash compensation outpaced the
leaders of the other insurance bro-
kers are: A.J.C. Smith, 53, president
of M&M Cos. Inc., $958,850; Robert J.
Newhouse, 63, chairman, M&M Inc.,
$817,841; and Robert Clements, 55,
president M&M Inc., $670,200.

M&M's proxy also discloses the
following awards of stock made to
Mr. Tasco, 60, during the three-year
period ending Dec. 31, 1987: 18,800
shares under a restricted stock plan;
16,040 shares under the incentive
plan; 60,000 shares under the stock
option plan at an average exercisable
price of $35.958; and 26,930 shares
subject to previously granted options
for which stock appreciation rights
were were granted at an average ex-
ereise price of $16.5625.

Mr. Tasco made $1.4 million during
the three year-period exercising
stock options or SARs.

In total, Mr. Tasco owned 188,752
shares of M&M stock as of March 1,
including 78,000 shares subject to ex-
ercisable stock options and 46,695
shares over which he did not exercise
sole voting and investment power.

M&M stock was trading at $53.88
on June 9, compared with $63 on
June 10, 1987.

Messrs. Smith, Newhouse and
Clements also were awarded res-
tricted stock, shares under the in-
centive plan and stock options and
SARs.

M&M adopted a new incentive and
stock award plan this year, in which
1,800 employees initially will be eli-
gible to participate.

John A. Bogardus, 60, who stepped
down as chief executive officer of
Alexander & Alexander Services Inc.
in May 1987 in preparation for his
retirement, took a 45.2% pay cut in
1987 to $612,192.

Mr. Bogardus' 1986 pay of
$1,118,132 included $570,015 in in-
centive compensation.

During 1987, Mr. Bogardus was
granted the option to purchase 40,000
shares of A&A stock at an average
price of $25.38.

Mr. Bogardus, who retired as
chairman last month, will receive an
annual retirement benefit of $106,240
under the company's basic retirement
plan and $241,593 under the conn-
pany's supplemental retirement ben-
efit plan for a total of $347,833. He

remains a director of A&A.

Mr. Bogardus held 179,592 shares
of A&A stock under beneficial ow-
nership as of March 1.

A&A stock was trading at $22.38
on June 9, compared with $25.13 on
June 10, 1987.

Tinsley H. Irvin, 54, who became
chief executive officer in addition to
president of A&A in May 1987, was
paid $489,068 in 1987, includ-

Continued on page 14
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for nothing. What counts is
follow through.

That's the attitude at
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lets independent producers
meet face to face with our top
decision makers. We listen to
your input and come back with
results. Such as expanding our
1988 incentive compensation
agreement to include more,
benefits and better protection
for our agents.

Find out for yourself how
responsive an insurance com-
pany can be. Call 1-800-THE
FUND for our latest President's

Circle report. We d 1

also like to head A
your ideas.

FIREMANS FUND
INSURANCE COMPANIES

125 years of tomorrows.

well said.

- Benjamin Franklin

.10,



© 1988 XEROX CORPORATION.
XEROX® and THE FINANCIAL MACHINE™
are marks of XERCX CORPORATION.

*In California, Xerox Financial Life Insurance Company.







14 / Business Insurance, June 20, 1988

Spotlight repor*

REINSURANCE INTERMEDIARIES

CORPOminf LIEADQUAIUERS BOSrON OFFICE

100 Metro Park South

Old Bridge, New Jersey 088574099
Telephone: 201-290-8000

Telex: 844860 CBP OBR

Rapifax: 201-290-9344
Facsimile: 201-290-9452

260 Franklin Street
Boston, Massachusetts 02110

Telephone: 617439-0244
Telex: 92-1756

Facsimile: 617439-4309

ON THE rACE Or IT.
THERE APPEARS TO BE

ASEA Or
EXCESS WORKERS' COMP
PROVIDERS.

Plow look closer. Inok at Underwriters Safety &
Claims. We're specialists in writing Excess
Workers' Compensation.

We currently write for several major companies.
We have built a fine reputation for our quick
response and knowledge of the produd.

Our experience sets us apart from the others. So

now that you've looked at us, there's no need to
look further.

Call Doug Donaldson
(502) 244-1343 Telex 20*111

ip. Undenwiters Safety
1 t St Claims, Inc
Post Office Box 23790
INnuisville, Kentucky 40223

Broker paychecks

Continued from page 10

ing reimbunsement for certain travel-
related erpenses. He earned $890,328
in 1986, including $441,983 in incen-
tive compensation.

During 1987 Mr. Irvin was granted
options to purchase 33,300 shares of
A&A stock at an average price of
$25.38.

Mr. Irvin, who became chairman
at the second-largest U.S. broker
when Mr. Bogardus retired, held
93,381 A&A shares under beneficial
ownership as of March 1.

In addition, A&A Executive Vp
William M. Wilson was paid $512,465
last year, including incentive com-
pensation of $163,304.

Mr. Wilson also was granted op-
tions to purchase 18,300 shares of
A&A stock at an average price of
$25.38. Mr. Wilson did not hold any
A&A shares under beneficial owner-
ship as of March 1.

A&A this year replaced its three
executive incentive plans with one
plan and informed its executive of-
ficers that they would receive no sal-
aly increases in 1988. In addition, the
company adopted a change-of-con-
trol provision to make outstanding
awards generally exercisable or pay-
able in full if the company is ac-
quired, a tender offer is made for its
stock or a merger is approved.

Robert F. Corroon, 65, chairman
and chief executive of Corroon &
Black Corp. during 1987, also had
his cash compensation cut in half
in 1987 compared with 1986, down
to $450,000.

However, his 1986 cash compen-
sation of $912,998 included incen-
tive bonuses and awards totaling
$512,998. His base salary was
$400,000 in 1986.

Mr. Corroon stepped down as chief
executive of Corroon & Black Jan. 1,
succeeded by Richard M. Miller, 56.
Mr. Corroon continues as chairman
of the fifth-largest U.S. broker.

Mr. Miller, who as president and
chief operating officer was paid
$360,000 in 1987, also did not re-
ceive any incentive cash compensa-
tion in 1987. In 1986, his salary of
$320,000 was boosted to $716,802 by

annual incentive bonuses and
awards.

Under Corroon & Black's long-
term incentive plan adopted in 1986,
Mr. Miller has received options to
purchase 19,510 shares and Mr. Cor-
roon has received options to purchase
24,380 shares, both at an average
price of $28.60. The options under
this plan, also awarded to other exec-
utives, are not yet exercisable.

Both executives also received res-
tricted stock awards under the
plan-15,000 shares each. And, they
received performance shares under
the plan: 6,190 shares to Mr. Corroon
and 4,955 shares to Mr. Miller.

Mr. Miller is the only director to
own more than 1% of the company's
stock with his 210,307 shares repre-
senting 1.1% of the company's stock
as of March 15. Mr. Corroon is the
beneficial owner of 164,835 shares of
Corroon & Black stock.

Corroon & Black stock was trad-
ing at $32.13 on June 9, compared
with $29.75 on June 10, 1987.

Exercising stock options, Mr. Cor-
roon made $315,279 and Mr. Miller
made $229,963 during the period
from 1985 to 1987.

Rollins Burdick Hunter Co. Chief
Executive Officer Patrick G. Ryan,
who is also chairman and chief ex-
ecutive officer of Aon Corp, RBH's
parent, received a 17.2% raise in 1987
to $658,447 in cash compensation,
exclusive of fully vested benefits re-
ceived during the year. RBH is the
seventh largest U.S.-based broker.

Mr. Ryan, 50, held 8,694,580 shares
of Aon stock as of Feb. 22, including
shares held by his wife. They own
13.4% of the company's stock.

Aon stock was trading at $25.13
on June 9, compared with $25.38 on
June 10, 1987.

Mr. Ryan was not granted nor did

he exercise any stock options during
1987.

Among the highest-paid executives
at the other brokerages, their cash
compensation did not vary much
from 1986.

Peter T. Pruitt, 55, earned a 3.8%
raise at Frank B. Hall & Co. Inc.
with 1987 cash compensation of
$378,120. Mr. Pruitt, president and
chief operating officer, replaced John
F. McCaffrey as the highest-paid Hall
executive when Mr. McCaffrey re-
signed July 31, 1987, as chief execu-
tive officer of Hall. Mr. McCaffrey
earned $284,704 at Hall in 1987.

Saul P. Steinberg, 48, chairman
and chief executive officer of Hall,
receives no compensation from Hall.
However, he earned $4.27 million in
compensation from Reliance Group
Holdings Inc.

During 1985 through 1987, Mr.
Pruitt received or deferred perfor-
mance awards and restricted awards
with a fair market value of $317,856.
Mr. McCaffrey received $300,965
under the plan.

Mr. Pruitt has an employment con-
tract with Hall, now the sixth-largest
U.S.-based broker, at an annual base
compensation of $360,000. The con-
tract terminates July 31, 1990.

Hall also adopted a change-in-con-
trol provision amendment to its stock
option plan.

William F. Poe, 56, chairman and
chief executive officer of Poe & Asso-
ciates Inc., took a slight pay cut to
$270,500 in 1987 from $285,023 in
1986.

Poe & Associates, the 15th-largest
U.S. based broker, suffered a 66.4%

drop in net income in 1987 to $1.5
million.

Mr. Poe neither received nor ex-
ercised any stock options during
1987. As of March 22, Mr. Poe held
1,060,851 shares of Poe stock, or
28.8% of the outstanding shares, in-
cluding 33,750 shares under stock
option to be purchased by the end of
this month.

Poe stock was trading at $9 on
June 9, compared with $12.25 on
June 10, 1987.

Robert E. Gallagher, 65, president
and chief executive officer of Arthur
J. Gallagher & Co., the eighth-largest
broker, received an 8.996 raise to
$245,000, including a $25,000 bonus
paid in 1987 for 1986 service. His
compensation in 1986 of $225,0000
included a $25,000 bonus.

Mr. Gallagher did not receive or
exercise any stock options in 1987.

He held 902,856 shares of Gal-
lagher stock under beneficial owner-
ship, or 8.3% of outstanding stock, as
of March 11. On June 9, Gallagher's
stock was trading at $17.13, com-
pared with $21 on June 10, 1987.

Robert H. Hilb, 61, president of
Hilb, Rogal & Hamilton Co., the
12th-largest U.S. based broker, re-
ceived a 10.9% raise in 1987 to
$232,967 in cash compensation.

Mr. Hilb also received an option
in April 1987 to purchase 4,000
shares of Hilb, Rogal stock at an
exercise price of $9.075. The option
expires April 17, 1992.

In March 1986, Mr. Hilb received
an option to purchase 16,000 shares
at $2.75. The option, which expires
March 18, 1991, was not exercised in
1987.

Mr. Hilb held 243,000 shares in
the company, or 7.36%, as of Dec.
31, 1987.

Hilb, Rogal stock was trading at
$11 on June 9. Hilb, Rogal went pub-
lic July 15, 1987, at $11.

Under an employment contract,
Mr. Hilb will be paid at least
$250,000 annually between 1988 and
1992.

At Financial Guardian Group Inc.,
Donald R. Weber, 54, received a raise
to $203,600. Mr. Weber is chairman,
president and chief executive officer
of the 17th-largest U.S. broker.

Mr. Weber held 76,465 shares
under beneficial ownership as of Dec.
31, 1987, or 4.2% of the company's
stock. No recognized market exists
for Financial Guardian stock. The
most recent appraisal determined its
fair market value to be $9.28 at year-
end 1987, a 12% increase from $8.23
at year-end 1986. 1

A Pledge of
TIMELESS

QUALITY

In 1887, we made a pledge of
qualitytoourcustomers. That
pledge still stands today.

During the years, GAB has
grown and changed with the
times responding to the needs
pfa dynamic marketplace. To-
day, sophisticated data pro-

cessing systems put us in
touch with the most minute

details and information. Ad-
vanced technology linksa na-
tionwide network of special-
ists into an army of skilled
problem-solvers. The exper-
ience of our people is en-
hanced by ongoing training
and educational programs.

Our services are custom-
tailored, to meet your di-
versified needs. More recent-
ly, we placed more decision
making authority in the field,
to better anticipate your
needsandto respondtothem
at the Branch Office level. All
this, to provide you with the
best possible service. Yet
withoutthe personal careand
dedication of the men and
women who serve you, it is not
enough. That's why today 1
want to personally renew our
pledge of quality to you.
Becausewe believe that quali-
ty is an ongoing process, and
our services are only as good
as the people who provide
them. At GAB, we take pride
in giving you the care and pay-
ing the respect and personal
attention you deserve. We are
dedicated to building quality
relationships with you. Rela-
tionships built on trust,
respect, and understanding,
just as they were in 1887.

These matterto us because we

know they matter to you.

That's what we mean by
Timeless Quality. We have
selected the most valuable of
gems, the Diamond, to sym-
bolize this pledge to you. A
pledge of Timeless Quality,
from people who care. It is a
pledge from every man and
woman here at GAB.

CcOUuU 54--

Richard A. Simon
Chairman

AB

GAB Business Services Inc.

9 Campus Drive /Linden Plaza
Parsippany, NJ 07054
201-993-3400



The Diamond. Born of simple carbon. Formed
under great pressure. Yet retaining its unique
character over the ages. Finally, cut and pol-
ished into a gem of incredible strength and
breathtaking beauty. Truly a gem of Timeless
Quality.

GAB. A company where quality has been our
byword for over a century. Like the quality of
a diamond, the quality of a service-oriented
company is not achieved overnight.

How is our pursuit of quality measured? In the
widening scope of our services, expanding and
adapting to the needs of an ever-changing
marketplace. In our educational programs,
where skills are fine-tuned, and technical ex-

A Member of the SGS Group
(Socitté 06n,3rale de Surveillance)

pertise helps prepare our men and women to
deal with ongoing challenges and problems.
In our technology, keeping abreast for better
communication, better processing of data.
And in the structure of our organization with
greater decision-making authority in the field
for even faster response to our clients' needs.

Large or small, a company's services are only
as good as the people who provide them.
Discover the multi-faceted services and caring
attitude of the people of GAB. Call your local
GAB Branch office today, and enjoy truly per-
sonal services GAB's treasure of timeless
quality.

At GAB, we have a commitment to quality.

Timeless Quality from

people who care
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Marsh & McLennan Cos. Inc.

1221 Ave. of the Americas
New York, N.Y. 10020;
212-997-2000

1987 1986

Premium volume. NA NA
Gross revenues . $2.18 billion $1.83 billion
Brokerage: Retail. 44% 45%
Reinsurance. 14% 18%
Personal lines 1% 1%
Services. 35% 29%
Invest. income, 6% 7%
Employees, , 22,700 19,900
Rev./Employee. . $95,952 $91,960
Offices. 444 450

Marsh & McLennan Cos. Inc. is
positioning itself for overseas
growth while it weathers another
tough period for the insurance bro-
kerage business.

Revenues at the world's largest

Udm. H.

174SU/UNCE, JUIlle LU, 1300

insurance broker hit $2.2 billion
last year, up 19% from $1.8 billion
in 1986.

Like most brokers, though, M&M
saw its revenue growth slow last
year and in the first quarter of
1988 as the soft property/casualty
market squeezed insurance and re-
insurance commissions and fees.

Instead, much of M&M's new
revenues have come from its con-
sulting and investment manage-
ment operations, which have re-
ported double-digit growth rates
compared with the single-digit ex-
pansion of insurance services.

A significant part of the consult-
ing and insurance services growth
is attributable to a flurry of acqui-
sitions in 1986 and early 1987:
M&M spent more than $200 million
in that period buying 11 brokerage
and consulting firms.

This activity has also slowed in
the last year, however, with M&M

making only a few acquiisitions for
stock and a small amount of cash.

aota;e,gt>,9

As it absorbed its earlier acqui-
sitions and faced the pressures of
the soft market, M&M last year
reorganized its brokerage opera-
tions to improve communications
among its offices and facilitate
growth in what it sees as an over-
seas market ripe for expansion.

Under the reorganization:

e Marsh & McLennan Inc.,
M&M's New York-based brokerage
unit, will be responsible for bro-
kering activities in the Western
Hemisphere and Japan. The unit is
headed by Robert Clements, chair-
man, and David D. Holbrook, pres-
ident.

- Marsh & MelLennan Bowring,
a London-based unit, will handle
brokerage services elsewhere in the
world. Philip L. Wroughton was

named chairman.

= Marsh & MclLennan World-
wide Services, a new unit, was
formed to oversee the activities of
M&M's specialized industry groups
and to coordinate support services

CG,m™*co.,Inc.

Security insurance Company of Hartford since 1894
Sun Insurance Company of New York since 1924
Marine Indemnity Insurance Company of America since 1945

Royal Exchange Assurance of America, Inc. sihce 1945

Taisho Marine and Fire Insurance Co., Ltd. since 1957
The Camden Fire Insurance Association since 1974 and #om 1916 to 1969

General Accident Insutance Company of America since 1974

The Baloise Insurance Company of America since 1978

for all of the firm's roughly 444 of-
fices worldwide, including global
insurance marketing, risk manage-
ment, captive management, loss

control and other services.

John T. Sinnott was named pres-
ident of the new unit and Messrs.
Clements and Wroughton were
named co-chairmen.

It was "our feeling that we had
within the organization tremen-

dous client resources," said Frank
J. Tasco, chairman and chief exec-
utive officer of M&M Cos., ex-
plaining the restructuring. "In our
view, we were not getting the max-
imum benefit out of those re-
sources."”

"We didn't have a system to
make sure that we delivered all of
our ability to take insurance to the
market and all of our ability in
relation to particular industries
where specialization is vital,”
added A.J.C. Smith, president of
M&M Cos.

One by-product of the restruc-

Providence Washington Insurance Company since 1981 and hm 1887
Pennsylvania General Insurance Company since 1981
Continental Casualty Company since 1984

National Fire Insurance Company of Hartford since 1984
CNA Casualty of Puerto Rico since 1984
London Guarantee & Accident Company of New York since 1985
Phoenix Assurance Cdmpany 6f New York since 1985

**cGEE & Co

SINCE

04°TTING #1949

A STABLE MARKET
INLAND MARINE,

FOR OCEAN,

fo 1952

PROPERTY AND RELATED RISKS

WORLDWIDE INSURANCE COVERAGE FROM

M. HGEF & co..inc

u) UNDERWRITING MANAGERS SINCE 1887

(™. 1887

Four World Trade Center, New Ybrk. N.Y. 10048

Atlanta « Baltimore * Boston « Challotte « Chkago ¢ afton « Columbus « Dallas « Detroit

Telephone: 212-775-1300 « Telex: 12-9249 <Fax: 212-524-6805

Hamilton, Bermuda * Houston ¢ los Angeles *Me)vile, LI. « New Orleans+ New York Regional
Phladelphia « Mitsburgh « San Frandsco ¢ Seattle « Syracuse * Toronto*Wincourver

Correspondents throughout the world

turing has been a marked improve-
ment in communication among
M&M offices, Mr. Tasco said.

"This game, above all, is internal
communication,” he observed. "Any
time you can do anything to en-

hance it or im-
- prove it, you are
_— —i '* taking a big step
forward in deli-
S 4111 very of services.

The reorgani-

J =ation-which

1. /rill/ followed 18

months of study

-was also un-

dertaken with a

Mr. Smith view toward the

elimination of

trade barriers in Europe in 1992 and

what M&M sees as a trend toward

the opening of insurance markets to

international competition in other
parts of the world (Bl, May 16).

"Coincident with this plan was
that 1992 in Europe is upon us, and
we felt that this structure, in addi-
tion to maximizing our own re-
sources, was very consistent with
what's going to happen in Europe
when the trade barriers go down,"”
Mr. Tasco explained.

"The term "'multinational’ was
originally probably limited to
United States corporations. Now we
have multina-
tionals all over , :.

the world: Aus- "

tralia, Germany, -
France, England, , '9
New Zealand,
Sweden,"Mr.

Tasco said.
"Those multina-
tionals look for a
firm like ours
that can provide Mr. Tasco
those worldwide

services. Our current setup gives us
a unique position to provide those
services."

"When you see an opportunity,
you organize yourself to take ad-
vantage of it," summed up Robert
J. Newhouse Jr.
M&M Cos.

, vice chairman of

Other developments at M&M Cos.
in the last year include:

« The acquisition of Temple,
Barker & Sloane Inc., a Lexington,
Mass.-based management consult-
ing firm, late last year. The pur-
chase, for M&M stock, was ac-
counted for as a pooling of inter-
est.

M&M also acquired Saliba &
Co., a Los Angeles-based insurance
broker, during the first quarter of
1988.

This relatively light acquisition
activity followed the binge of ac-
quisitions in 1986 and early 1987
that included insurance brokers
Lawton-Byrne-Bruner of St.
Louis; Martin Hayes & Co. Inc. of
Nashville, Tenn.; Montgomery &
Montgomery of Los Angeles; and
Fenchurch Insurance Brokers Pty.
Ltd. of Australia; New York enter-
tainment insurance specialist R.A.
Boyer Inc.; employee benefits con-
sultant A.S. Hansen Inc. of Deer-
field, Ill.; professional liability
program manager ENCON Hold-
ings Inc, of Ottawa, Ontario;
McKesson Environmental Services
Inc. of San Francisco; corporate
identity consulting firm Lippincott
& Margulies Inc. of New York; ac-
tuarial consultants MeGinn Asso-
ciates of Anaheim, Calif.; and
Duncan C. Fraser & Co., based in
London.

- A slowdown in the firm's ef-
forts to "make markets" by form-
ing policyholder-owned insurers as
an alternative to commercial in-

While M&M has had huge suc-
cesses with alternative markets
such as A.C.E. Insurance Co. Ltd.
and X.L. Insurance Co. Ltd.,the
soft market has slowed further
growth of such facilities.

For example, one M&M-spon-
sored facility, Cayman Islands-
based Quake Holdings Ltd., was
shelved last month when adequate

Continued on page 18



HOW DO YOU FEEL

ABOUT MANAGINGA WORLDWIDE

INSURANCE PROGRAM 7

+L

You probably have your hands full man-
aging your U.S. program.

So how can you take on the world?

The fact is, to institute and manage a
worldwide insurance program, you don't
need to do a whole lot more than you're
doing now.

That is, if you choose the right company
to help.

One with access to representatives in
some 160 jurisdictions.

And with specialists overseas who under-
stand local laws and business customs. Spe-
cialists who can help achieve uniformity of
coverage and loss control standards just
about anywhere.

A company like CIGNA Special Risk

/t

I 60r,AB

Facilities,(CIGNA SRF):

Our coverages, available both in the U.S.
and overseas, include property, casualty,
marine, aviation and professional liability, as
well as a broad range of services from loss
control to cash flow plans.

Perhaps most importantly, CIGNA SRF can
offer price efficiencies you can't get buying
insurance piecemeal.

If your business is international, you should
be buying insurance on an international
scale. And you'll find that when we help
you shoulder the burden, it's a small world.

CIGNA SRR It's one more

example of CIGNA's person-
CIGNA

alized service to business

around the world.

‘Insurance is underwritten by CIGNA Property and Casualty Insurance Company and Its subsidiary and affiliated companies.
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A HALF CENTURY

OF SERVICE

1938--1988

Herbert L. Jamison & Co.

1-300

3 This June marks the
50th Anniversary of the
founding of Herbert L.
Jamison & Co. Itis an
accomplishment that we

happily share with all of you who

have helped us along the way

Insurance

345 Park Avenue South
New York, N.Y. 10010

(212) 686-2233

"Being independent doesn't mean you're alone. It
just means you're flexible to shop for the company
that will work for you. That's why we use
Northfield. Northfield shows tremendous flexibility
and creativity in their underwriting skills. They
underwrite consistently because they choose
carefully. That's how they maintain their strong
financial rating and stability. Their staying power
produces a profit for me, too. | rely on their
professional know-how."

Art Travis, Travis-Federsen and Associates, inc

NORFI+fIfLP

INSURANCE

a part of the Northland Group

rthland

0 0 Insurance Com

TH E

NORFHIfIfLP

DIF FERENCE
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Continued from page 16
earthquake coverage became
available from traditional property
markets (see story, page 2).

"It is a source of some comfort to
us that we have had the ability
to create those markets where none
existed. We expect that is a perma-
nent capability,” Mr. Clements said.

- Adoption
by M&M's board
of directors of a

—_—
"poison pill™”
takeover de-
fense. Under the
plan, sharehold-
ers were given -

chadatretamad iy -

stock, exercis- 1,

able 10 days Mr. Clements
after a person or

group acquires 20% or more of
M&M's outstanding shares or
begins a tender offer for 30% or
more of the shares.

= Considering a possible move.
M&M's leases at its present loca-
tion expire in 1992 and the com-
pany is looking at other Manhattan
locations, including a nearby
building being vacated by J.C.
Penney Co. M&M may lease or buy
space in a new building.

» Dismissal of a $12.4 miillion
defamation and wrongful termina-
tion suit filed against M&M by Ri-
chard O. Post Jr., a former vp and
head of M&M's investment man-
agement group.

Mr. Post was fired after the bro-
kerage announced the discovery of
unauthorized bond trading by
some of its treasury department
personnel in May 1984. The bond
trading produced pretax losses of
$165 million for the firm (Bl, June
18, 1984).

Mr. Post sued M&M and former
Chairman John M. Regan Jr. in
U.S. District Court in Manhattan
in December 1984, charging that
the defendants defamed him in
public statements about the bond
trading debacle. The complaint
sought $4.8 million in compensa-
tory damages and $7.5 miillion in
punitive damages for defamation,
along with $100,000 in damages for
wrongful termination.

However, a federal judge granted
summary judgment in favor of
M&M on Jan. 20. Mr. Post has ap-
pealed the decision to the 2nd U.S.
Circuit Court of Appeals.

« The departure from Lloyd's of
London broker subsidiary C.T.
Bowring & Co. Ltd. of five key
North American brokers in the last
two weeks: Stephen L.R. Matanle,
executive director of Bowring
Non-Marine Insurance Brokers
Ltd. will become chairman and
managing director of Lloyd's bro-
ker Gallagher Plumer North
America Ltd. And, a team from
Bowring Special Risks specializing
in banks and financial institutions
are moving to Holmes, Johnson &
Lessiter, a subsidiary of the Alex-
ander Howden Group Ltd. They
are directors Stephen Ambridge,
John Howe and Andrew Hall and
Bowring broker James Powell.

The 19% growth in M&M's gross
revenues last year represented a
slowing from previous years'
growth rates. Revenues of $1.8
billion in 1986 were up 31.4% over
the $1.4 billion reported in 1985,
and 1985 revenues had risen 23.1%
from $1.1 billion in 1984.

The bulk of M&M's 1987 reve-
nues once again came from its in-
surance services sector, which in-
cludes the insurance brokerage
business of M&M Inc. and London-
based C.T. Bowring & Co. Ltd.;
reinsurance brokerage through
Guy Carpenter & Co. Inc. and C.T.
Bowring; and the business of
Marsh & McLennan Group Associ-
ates Inc., which designs and ad-
ministers various insurance pro-
grams for affinity groups,
associations and corporations.

Insurance services revenues grew
only 8.4% last year to $1.4 billion
from $1.3 billion in 1986, accord-

ing to M&M's annual report.
About 69% of M&M's insurance

services business comes from U.S.
sources, while 18% is drawn from
the United Kingdom, 6% from
Canada and 7% from other inter-
national sources.

Despite soft market pressures,
new business development and ac-
quisitions pushed worldwide in-
surance brokerage revenues up
14.6% to $823 miillion from $718
million in 1986.

About 65% of M&M Inc.'s insur-
ance brokerage business continues
to consist of jumbo "risk manage-
ment” accounts, for which the
firm's compensation is negotiated.

Some 25% of its business is
drawn from middle-market com-
mercial accounts and the remain-
ing 10% represents small commer-
cial accounts and personal lines.

Reinsurance brokerage revenues,
meanwhile, dropped 3.3% to $318
million last year from $329 million
the previous year. Although rein-
surance rates remained relatively
stable, an increasing number of
ceding insurer clients retained
larger portions of their books, cur-
tailing that amount of business
being brought to the market, the
annual report states.

M&M Group Associates' busi-
ness increased 12.3% to $128 mil-
lion in 1987 from $114 million the
previous year, driven by new busi-
ness, additional business from ex-
isting clients and the 1986 acquisi-
tion of ENCON. ENCON was
acquired by Victor 0. Schinnerer &
Co. Inc., M&M's Washington D.C.-
based underwriting management
subsidiary.

The fourth component of insur-
ance services revenue, investment
income on fiduciary funds, de-
clined marginally to $111 million
in 1987 from $112 million in 1986,
reflecting lower short-term inter-
est rates.

INn addition to insurance services
-which produced 63.3% of M&M's
total revenues last year--the bro-
kerage drew 22.1% of its revenues
from consulting.

M&M consulting units include
William M. Mercer-Meidinger-
Hansen Inc., the world's largest
employee benefits consulting com-
pany; Temple, Barker & Sloane,
the recently acquired management
consultant; Clayton Environmental
Consultants Inc.; National Eco-
nomic Research Associates Inc.,
which provides litigation support
and consulting services on eco-
nomic issues concerning various
industries; and Lippincott & Mar-
gulies, the corporate identity con-
sultant.

Overall consulting revenues
jumped 44.7% last year to $482
million from $333 million in 1986.
About half of the growth resulted
from acquisitions, several of which
were reported as purchases.

Most notable of these acquisi-
tions was Mercer's February 1987
acquisition of A.S. Hansen, pre-
viously the ninth-largest U.S. ben-
efit consultant. The Hansen acqui-
sition was accounted for as a
pooling of interests.

About 72% of M&M's consulting
revenues last year were drawn
from U.S. clients, while 13% carne
from the United Kingdom, 10%
from Canada and 5% from other
international sources.

Investment management, the
third segment of M&M's business,
produced 13% of total revenues.

Investment management services
are provided through The Putnam
Cos. Inc. of Boston, which offers a
variety of mutual funds and sepa-
rate investment accounts to insti-
tutional investors and individuals.

Despite the stock market col-
lapse of last Oct. 19, Putnam's rev-
enues for 1987 expanded 43.9% to
$285 million from $198 miillion in
1986. The gain reflected an expan-
sion of assets under management-
on which fees are based-to $40.2
billion at year-end 1987 from $32.4

Continued on page 20



Because each of our offices can provi d not only the most receptive market
for that special risk, but the skill and s3 'y of an internal network of profes-
sionals to effectively put the whole prdgram together.

...S0now you can pinpoint naticnal nfs kets and company strengths while
gaining collective brokering expertise dht in your own back yard.

National networking from AHNA . A+ other reason why we’re one of the
largest, fastest growing wholesalers in fhe industry,
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access to a world of capabilities,

ALEXANDER HOWDEN NORTH AMERICA

Atlanta(404)35 1-5880/Boston (61 7)241—7207/Chicago(31 2)993-0505/ Cleveland(21 6)447-0858/
! Dauss{214)368~2500/Newpmt Beach, CA(714)476-0520/New York(212)730—7746/Phﬂade1phia-
New Jersey (609)482-2522 ‘



Spotlight report

Continued from page 18

billion at year-end 1986, though
the annual report notes that man-
aged assets had dropped by almost
$2 billion by last Dec. 31 because
of the stock crash.

M&M's revenue growth last year,
however, was outstripped by a
20.6% increase in its operating ex-
penses to $1.6 billion from $1.3
billion in 1986.

Compensation and benefits for
M&M employees accounted for
$983 million of last year's operat-
ing costs, while all other expenses
accounted for $614 million. As per-
centages of revenue, salary and
benefit expenses equalled 45.8%,
while other costs equalled 28.6%.

M&M's acquisitions produced
about one-third of the increase in
expenses last year, according to the
annual report.

INn addition, M&M's total staff
increased 14.1% to 22,700 employ-
ees worldwide at the end of last

year from 19,900 employees at the
end of 1986.

Most of the staffing increase has
been in M&M's consulting units,
while staffing in the insurance ser-
vices sector has remained "static,"”
according to Mr. Smith.

Mr. Tasco added that the soft
market is not prompting any dras-
tic expense reduction measures,
explaining that M&M has been
through soft markets before and
that "this is not some critical situ-
ation.”

A final component of M&M's
revenues, interest income on its
own corporate funds, increased
19.7% to $31 million last year from
$25.9 million in 1986, mainly be-
cause of higher levels of investable

After adding other income and
expenses, M&M finished last year
with net income of $302.1 miillion,
up 24.2% from $243.2 million in
1986.

Net income per share increased
to $4.06 in 1987 from $3.30 the
previous year. After trading as
high as $71.88 per share during the
first quarter of 1987, M&M com-
mon stock hit a low of $43.75 per
share during the fourth quarter. As
of June 9, 1988, M&M shares were
trading on the New York Stock
Exchange at $53.88.

The trends in M&M results that
emerged during 1987 accelerated
during the first quarter of this
year.

Overall revenues increased 5.9%
to $600.4 million for the first quar-
ter from $567.1 million in the first
quarter of 1987.

Insurance services revenues ac-
tually declined marginally to $385
million from $388 miillion in 1987's
first quarter. Within this sector,
insurance brokerage revenues were
down slightly to $227 million from
$230 million in the year-earlier
quarter; reinsurance brokerage
revenues were unchanged at $101
million; Group Associates revenues
were also unchanged at $30 mil-
lion; and investment income on fi-
duciary funds remained flat at $27
million.

The decline in insurance bro-
kerage revenues was due mainly to
premium reductions and, to a
lesser extent, non-renewals, ac-
cording to M&M's first-quarter
statennent.

These losses were only partially
made up by new business and for-
eign exchange gains on interna-
tional business.

Reinsurance brokerage commis-
sions would actually have declined
if not for favorable foreign cur-
rency translatiéns.

Meanwhile, the consulting sector
again showed substantial growth,
expanding 43.6% to $145 million in
first quarter 1988 revenues from
$101 million in 1987's first quar-
ter.

But, mutual fund sales at Put-
nam declined in the first quarter,
and investment management reve-
nues dropped 8.5% to $65 miillion
as of March 31 compared with $71

million for the same period in
1987.

Interest income on corporate
funds also dropped 23.9% to $5.4
million in this year's first quarter
compared with $7.1 million in the
same period last year.

Operating expenses continued to
climb, jumping 11.9% to $433 mil-
lion in the first quarter from $387
million in the first quarter of 1987.

Salary and benefit expenses re-
presented $277 million of the first-
quarter costs-47% of revenues-
while other expenses accounted for
$156 million, or 26% of revenues.

After other income and expenses,
M&M finished the quarter with net
income of $94.1 million, or $1.28
per share, up slightly from net in-
come of $92.9 million, or $1.25 per
share, for the same period in 1987.

With an eye toward future
growth, M&M continues to focus
on its industry groups, through
which it provides specialized bro-
kerage and consulting services to

clients in several industries.

Industry groups include finan-
cial and professional services, han-
dling coverages for law, account-
ing and other professional service
firms; entertainment, which has
grown substantially since the ac-
quisition of R.A. Boyer; marine
and energy; chemicals and phar-
maceuticals; aviation and aero-
space; gas and electric utilities;
health care providers; high-tech
manufacturing; consumer products
and retailing; agribusiness; forest
products; and public entities.

The insurance industry is evolv-
ing toward industry specialization,
according to Mr. Clements, who
predicted that underwriting will
become more centralized as a re-
sult and that this will create more
demand for industry-specialized
brokerage services.

The softening market-which so
far shows no signs of bottoming
out and may continue to soften
through 1989-is worrisome for

M&M executives because of the
potential threat it poses to insurer
solvency.

"All brokers are deeply con-
cerned with some of the activity
going on in the market right now,"
Mr. Clements said.

In 1986, M&M formed a Market
Information Services unit to help
risk management clients evaluate
the security of prospective insur-
ers, and the firm continues to in-
vest in this unit to the tune of
several million dollars a year, Mr.
Clements said.

"We are only seeing the begin-
ning of real efforts by clients to
make quality judgments of insur-
ers," he predicted.

M&M shareholders last month
elected three new members to the
firm's board of directors:

< Frank J. Borelli, senior vp and
chief financial officer.

« Mr. Wroughton, chairman of
M&M Bowring.

« Peter Coster, who was named

president of William M. Mercer in
December after Diljit S. Juneja re-
tired.

The three men replace retiring
board members Gilbert A. Cooke,
recently retired chairman of C.T.
Bowring; Edgar R.H. Bowring, a
former Bowring chairman; and Ro-
bert S. Hatfield, former chairman
of the Continental Group.

Other recent additions to the
board include Lawrence J. Lasser,
Putnam's president and chief exec-
utive officer, elected last Septem-
ber; and R.J. Ventres, chairman
and chief executive of Borden Inc.,
elected in January.

According to documents filed
with the Securities and Exchange
Commission, M&M officers receiv-
ing the highest cash compensation
in 1987 were:

Frank J. Tasco.
A.J.C. Smith....

...$1,126,429

Robert J. Newhouse Jr. ... $817.,841
Robert Clements... .$670,200
Richard H. Blum.... .. $596,132

-By Douglas McLeod

WILLYOUR REINSURER
STEP FORWARD WHEN

GENERAL REINSURANCE CORPORATION, STAMFORD, CONNECTICUI

THERE'S A LOSS?

OFFICES IN ATLANTA, CHICAGO, COLUMBUS, DALLAS,



Alexander & Alexander

Services Inc.

1211 Ave. of the Americas
New York, N.Y. 10036;
212-840-8500

1987 1986

Premium volume. NA $8.19 billion
Gross revenues . . . $1.18 billion $1.14 billion
Brokerage: Retail. 60% 62%
Wholesale... 5% 7%
Reinsurance. 7% 7%
Personal lines 3% 3%
Services....... 16% 2%
Invest. income. 6% 6%
Other....... 3% 6%
Employees. . 17,000 18,000
Rev./Employee. $69.412 $63,333
Offices. . 300 200

Alexander & Alexander Services

Inc. officials say the brokerage left
some of its old troubles behind last

year while, at the same time, tak-

ing advantage of new opportuni-
ties.

The brokerage sold two under-
writing units that had drained
profits while reaping the benefits
of a record year for new business
despite the softening commercial
property/casualty insurance mar-
ket, said Tinsley H. Irvin, who be-
came A&A's chairman last month
upon the retirement of John A. Bo-
gardus Jr.

"Our new business has in-
creased,” said Mr. Irvin, who also
is the brokerage's president and
chief executive officer. Last year
"was a record year, and wf're
equaling that this year, even when
rates and premiums are being re-
duced by 20% or more."

And, while some past traumas
continued to haunt A&A in 1987,
management is convinced that
these problems have finally been
resolved.

In 1987, the company posted a
$10 million loss from discontinued

operations, virtually all of which
was attributable to Sphere Drake
Insurance Group, one of the under-
writing units it obtained when it
acquired Lloyd's of London broker

Alexander Howden Group P.L.C.
in 1982.

But while this was the sixth con-
secutive year A&A reported losses
from discontinued operations re-
lated to the Howden acquisition, it
also hopefully was the last, said
Mr. Irvin, pointing out that the $10
million charge represents a loss on
the sale of Sphere Drake to a group
of investors that included Dai-
Tokyo Fire & Marine Insurance Co.
Ltd.

In addition, A&A last year sold
underwriting manager Evanston,
lll.-based Shand, Morahan & Co.
Inc. to a group of investors that
included Shand officers, Markel
Corp. and Fairfax Financial Hold-
ings Ltd. (BI, Oct. 12).

Through Shand, A&A had owned
52% of Evanston Insurance Co., an

Late claims payments can wreak havoc on your

company's cash flow. Non-payments can wreck the

bottom line

But those are risks you don't have to take.
Count on General Re to step forward with personal

service, prompt claims payments and unsurpassed
financial stability.

Stay out front with your reinsurance program.

Reinsure with the leader. Call General Re today.
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unconsolidated subsidiary that had
reduced 1986 earnings by $4.5 mil-
lion (BI, June 22, 1987).

"We structured the sales to try
and insulate A&A" from any fur-
ther losses due to reserve deficien-
cies or uncollectible reinsurance,
explained Mr. Irvin.

AnNnd, in London, A&A, along
with other brokers with London
operations, contributed to a settle-
ment to members of loss-riddled
syndicates managed by PCW Un-
derwriting Agencies Ltd.

A&A's contribution was reduced
10 approximately $22.4 million
after being offset by the $24 mil-
lion it received in 1986 from the
settlement of a 4-year-old lawsuit
against former Lloyd's underwriter
lan R. Posgate (Bl, June 22, 1987;
Jan. 19,1987).

Despite the new-business gains,
A&A's 1987 results still reflected
the impact of the softening market.

Gross revenues at the nation's

second-largest broker increased

General .
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only 3.5% to nearly $1.18 billion
from $1.14 billion the year before,
when revenues increased 17.39
from $967.9 million in 1985.
Pretax operating income de-
clined 44.8% in 1987 to $60.6 mil-
lion from $109.8 million in 1986.

But, largely as the result of pro-
ceeds from the sale of real estate in

aftertax income from continuing
operations increased 12.5% to
$74.9 million from $66.6 million in
1986.

And because A&A took only a
$10 million loss from discontinued
operations in 1987, compared with
a $24 million loss in 1986, the bro-
kerage posted a 58.3% increase in
net income to $68.4 million last
year from $43.2 million.

For the first quarter of 1988,
A&A posted a 5.2% increase in
gross revenues to $283.4 million
from $269.5 million.

Operating income increased
25.3% to $18.8 million from $15
miillion, while net income in-
creased 14.6% to $16.5 miillion
from $14.4 million.

A&A's business has increased,
but "at whose expense it's hard to
tell," said Mr. Irvin. "Generally, 1
think it's at the expense of local.
regional brokers, but business has
been moved within the major bro-
kers also," he said.

Earnings for the rest of this yeal
will be affected by the softening
market, said Mr. Irvin. "We think
our revenues will increase but mo-
destly," he said, adding, "We fore-
cast our profits will increase, bul
not dramatically.”

A&A reports its business in three
segments:

* Insurance Services, including
retail, wholesale and reinsurance€
brokerage; risk analysis; and cap-
tive management and self-insur-
ance services.

Revenues from this segment in-
creased 3.3% in 1987 to $974.5 mil-
lion from $943.3 miillion in 1986,
although operating income de-
clined 36.9% to $79.7 million from
$126.2 million.

* Human Resource Management
Consulting-formerly called em-
ployee benefits and management
consulting-which includes a vari-
ety of services such as actuarial
and consulting services for pen-
sion, compensation and benefit
plans; communications consulting,
management consulting; and asso-
ciation marketing.

This segment posted a 14.9% in-
crease in revenues to $121 million
from $105.3 million in 1986, while
operating income increased 9.6%,
to $5.7 million from $5.2 miillion in
1986.

« Other businesses, which in-
cludes property tax consulting ser-
vices and investment and otherad-
visory services.

This segment reported an 18.4%
increase in revenues to $23.2 mil-
lion in 1987 from $19.6 million in
1986. Meanwhile, operating in-
come declined 38.1% to $1.3 mil-
lion from $2.1 million in 1986.

A&A's retail brokerage revenues
were virtually flat between 1987
and 1986. Last year, retail bro-
kerage generated $708 million, or
60%, of A&A Services' gross reve-
nues, compared with $706.8 mil-
lion, or 62%, of its revenues in
1986.

Fees produced by non-brokerage
services, such as claims adminis-
tration and consulting, increased
to 16% of revenues, up from 9% in
1986. Wholesale brokerage ac-
counted for 5% of revenues in 1987,
compared with 7% in 1986, while
reinsurance brokerage produced
7% of revenues in both years.

Revenues from investment in-
come and personal lines remained
proportionately unchanged at 6%
and 3%, respectively, for both
years, while revenues from miscel-
laneous activities declined to 3%
of revenues from 6% in 1986.

Alexander & Alexander Inc.,

Continued on next page
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Continued from previous page
A&A's U.S. retail brokerage sub-
sidiary, produced about $600 mil-
lion in revenues last year, includ-
ing its Alexis claims management
subsidiary and other services. That
was about a 69 increase from
about $566 million in 1986, pointed
out Michael White, chairman and
chief executive officer of A&A Inc.
and executive vp of A&A Services.
He predicts the unit's revenues will
rise 3% to 5% this year.

Profits, he said, "were not as
great in 1987 as they were m 1986
because of staff additions”™ made
throughout 1986

However, "Profits will be up _n
1988," even though "the bottom

1300

line is that 1988 is going to be a
very difficult year in which to im-
prove profits, as will 1989."

Retail brokerage operations
moved ahead in 1987, Mr Irvin
commented, "but on a much more
modest basis than the past two
years because of the softening
market.”

&A's client base is being more
heavily represented by larger, and
more global, clients, said Mr. Irvin

"It's because of the Reed Sten-
house merger; it's because of the
globalization of the world econ-
omy, and the cross investments
throughout the entire free world,"
said Mr. Irvin, referring to A&A's
1985 acquisition of Reed Stenhouse

Cos. Ltd., which had been the lar-
gest Canadian-based broker.

Domestically, A&A's retai. bro-
kerage operation has l.wc thrusts,
said Mr. White. The first, h€ said,
is business produced by A&A's
local offices. "Our other thrust is
our national marketing concepts,
where we have developed indus-
try-specific organizations to serve
the specialized needs if :hese in-
dustries.”

These organizations target the
aviation, health car€, financial
products, energy and ut:licies, con-
struction, railroads and inierna-
tional areas.

Another one of thes€ crganiza-
tions, which targets Japanese busi-

ness is strengthened by the acqui-
sition earlier this year of
Kadowaki Associates International
Corp., a Pasadena, Calif.-based
brokerage with annual revenues of
about $4.5 million that spedalizes
in insurance brokerage and risk
management services for Japanese
businesses with U.S. interests (BI,
April 1).

Tte acquisition "certainly en-
hanced our opportunity for serving
Japanese business," said Mr. Irvin.

Abcut $220 million of the $370.7
mill_on in revenues generazed by
A&X&™ Services outside the United
States are generated by retail bro-
kerage operations, said Will:am M.
Wilson, chairman and chief execu-

The Insurance.company, with fhe hest sellerdn, 1938

the [cretiont ofrisk controlproviding
comprehensive guidelines for safety in
businessand industry.

Available free of charge to Industrialk

polcvholders,Safety Eng,neering Stan-
dards has received worldwide use and

acclaim by organizations as diverse as
Disneyland, NASA, the Tennessee Valley
Authority and OSHA.

Good reading for the future.
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As an innovative service for its

policyholders,Indusnial Indemnity first
researched and published safety pamph-
lets in the early '30s. Parts of these

pamphlets later became incorporated in

California safety orders and were used

in the safety regulations of several other
states as well

Critically acclaimed today.
Today, the reviszd and comprehen-
sive Sqfety EngineeringStandards is stillin

The progressive thrking behind the
first publication of Safety Engineering
Starbds is stillwith Industriallndemnity
today. Now the company is findingnew
ways 10 apply industrial hygiene, ergo-
nomi.s andjob-hazard analyses in the
prevention of injuries.

Developing such safety advances is
one more way Industrial Indemnity,
wecrking closely with a select group of
indepzndent agents and brokers, helps
control r.sks, which ultmately results in
reduced:nsurance costs. It's also one
more example of Indusrrial's commit-

ment:o irs agents, brokers and policy-
hoiders obe the best in commercial

insur3nce.

Indus<rial Indemnity

tive officer of AA International,
which is A&A Services' non-U.S.
retail brokerage unit.

A&A has offices in more than 70
countries.

Mr. Wilson said over the past
three years, A&A has increased its
presence in Europe "to where we
are clearly No. 2" in terms of mar-
ket share, up
from the No. 3
position, and si-
mMmultanmneocously .

e

"probably has R

tionships than
anyone else."

"We believe -4 IM£1
strongly that
continental Eu- J
rope is the place Mr. Wilson
to be” in the next
five to 10 years, said Mr. Wilson,
pointing specifically to the potential
opportunities that will be available
in 1992, when insurance trade bar-
riers among Common Market coun-
tries will drop (BIl, May 16).

A&A believes that equity rela-
tionships, in which A&A owns a
portion of the foreign-based busi-
ness, are "much stronger" than cor-
respondent relationships, where

there is a contractual relationship,
said Mr. Wilson.

Mr. Wilson also noted that Can-
ada's insurance market is facing the
same softening as the U.S. market,
while results from the United King-
dom's are still excellent, though
there has been some market soft-
ening in Britam as well.

Revenues from all of A&A's oper-
ations in the United Kingdom grew
10.9% last year to $160.8 miillion
from $145 million in 1986.

A&A also has brokerage offices
in the Middle East, Asia, Australia,
New Zealand and Latin America.

A&A's wholesale brokering oper-
ations include Alexander Howden
Ltd., based in London, and Alex-
ander Howden North America,
which operates in the United States
and Canada.

In 1987, revenues for both opera-
tions increased about 20% to $80
million, while profits also grew, said
Mr. White. But revenues and profits
are expected to rise only minimally
this year because of the soft market.

The company's reinsurance bro-
kerage operations include Alex-
ander Howden Reinsurance Brokers
Ltd. in London and Thomas A.
Greene & Co. in the United States.

Alexander Howden Reinsurance
Brokers enjoyed growth in both rev-
enues and profits in 1987, and is
forecasting "continued profits" this
year, said Mr. Irvin.

However, while Greene's profits
and revenues grew about 20% last
year, results are expected to be flat
this year due to increased retentions
by ceding companies, he said.

"Clearly, the reinsurance market's
suffering the same softness as the
direct market,"” said Mr. Wilson,
whose responsibilities also include
reinsurance brokering and risk
management services operations.

A&A's risk management services
group includes Anistics, which of-
fers risk management information
system services. Free-standing An-
istics offices have been opened the
past year in Sydney, Australia; To-
ronto; and London, "and these have
been very successful," he said.

Risk management services are
"not considered a profit center. It's
a service to our brokerage clients,"
explained Mr. Irvin.

Alexsis, the A&A consulting unit
that serves self-insurers, generated
$59.5 million in revenues domesti-
cally last year, a 21.2% increase
from 1986 revenues of about $49.1
million, said Mr. White.

A&A's Human Resource Man-
agement Consulting unit includes
Alexander Consulting Group,
which offers benefit consulting
services. The division posted about
$120 million in revenues in 1987,
up 20% from about $100 million in
1986.

"We expect to see continued

Continued on page 24
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Continued from page 22
growth in this area," said Mr.
White, who also oversees Alex-
ander Consulting Group.

Mr. White said one growing area
for Alexander Consulting Group is
survey work, including a joint ven-
ture launched earlier this year with
the Gallup Organization whose
primary thrust will be to survey
employees on employers' behalf.

"As the labor market for the pro-
fessional employee becomes more
restrictive in the future, it's criti-
cal employers understand the
needs and desires of their employ-
ees and respond to them," said Mr.
White.

A&A's financial services unit in-
cludes Strategis, an asset valuation
and management unit that helps
manage and protect firms' finan-
cial assets. It posted about $18
million in revenues in 1987, about
the same as 1986, which Mr. White
termed "unsatisfactory.”

A&A also operates TIFCO, a

U.S.-based premium financing fa-
cility that posted $31.8 million in
revenues in 1987, down 14.1% from
$37.0 million in 1986, and $5.3 mil-
lion in 1987 net income, down
20.9% from $6.7 million in 1986.
A&&A is considering selling
TIFCO, Mr. Irvin said, partially be-
cause its "growth is being im-
pacted because of our ownership-
some of our competitors are reluc-
tant to do business with a premium

finance company owned by an-
other broker.”

AE&A made a total of seven do-
mestic acquisitions in 1987, in-
cluding Kadowaki Associates, and
two so far in 1988.

The 1987 acquisitions are: J.J.
Francis & Associates in Cherry
Hill, N.J.; Landmark Insurance
Corp. in Fort Myers, Fla.; Miami-
based Inter-American Insurance
Group; Associated General Agency
in Beachwood, Ohio; Federman-

Bachrach & Associates Inc. in Be-

verly Hills, Calif.; and Potash As-

Purchasing the
brokerage's own
stock is the'best buy
we can' make, says
Tinsley H. Irvin.

sociates in New York.

Francis, Landmark, Associated
and Federman were accounted for
on a pooling basis, while the other
acquisitions were purchases.

Earlier this year A&A acquired
Siegfried Insurance Agency and
Wilcox, Jones & Rogers, both in
Tulsa, Okla. Both firms were
merged with Alexander & Alex-
ander Inc. of Tulsa (BI, April 1).

In Belgium, A&A purchased the
outstanding shares of Alexander
Menage & Jowa, which will be-
come a wholly owned subsidiary
trading under the name Alexander

Stenhouse Belgium International
SA/NY. A&A. also increased its
ownership of Dutch insurance bro-
ker Bekouw Mendes Yolding, B.V.
to 75% from 30%.

A&A and Banco de Bilbao Group
merged brokerage operations in
Spain, creating the second-largest
brokerage entity in the country,
according to Mr. Wilson. The group
will operate under the name Ga-
vial Alexander S.A.

In Norway, Alexander & Alex-
ander A/S was created as a subsid-
iary of Alexander Stenhouse A/S
of Denmark.

A&A also became 50% owner of
Brazilian insurance broker Mac-
Farlane & Associates, which will
change its name to Alexander
MacFarlane Ltda.

Other significant events at A&A

- The company began a sue-
cessful expense reduction pro-
gram.

"We've rationalized the manage-

Bermuda
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ment structure, reducing first cor-
porate overhead considerably and,
secondly, restructuring our opera-
tions to reduce layers of manage-
ment and basically controlling sal-
ary increases, and reducing staff,
basically through attrition.”

The net effect, said Mr. Irvin, is
that A&A reduced its workforce by
1,000 employees to 17,000 in 1987.
As a result, revenues per employee
rose 9.6% to $69,412 from $63,333
in 1986.

"l think we're at a steady state
right now. We don't expect any
dramatic increases, though,”" he
said of the employee count.

As a result of A&A's expense
control program, said Mr. Irvin,
"We were able to reduce our ex-
penses from a 15% increase (in
1986) to a 10% increase in 1987,"
including only a 1.4% increase in
the fourth quarter of 1987.

In the first quarter of 1988, ex-
penses increased 4%, more than
half of which was attributed to ad-
verse currency exchange rates.

« The company introduced a 3
million-share stock buyback pro-
gram last year.

Referring to A&A's stock buy-
back program, Mr. Irvin noted
about 2.5 million of the 3 miillion
authorized shares of A&A have
been repurchased so far.

"Very simply, we think our
shares are undervalued" and pur-
chasing the brokerage's own stock

is the "best buy we can" make,
said Mr. Irvin.

Shares of A&A stock were trad-
ing at $22.38 per share on June 9,
down from $25.13 a year ago.

= The consolidation of its 1985
Reed Stenhouse acquisition con-
tinued successfully.

While integrating Reed Sten-
house's operations with A&A's has
been a major task, the results have
been positive, noted Mr. Wilson,
who had been chief executive offi-
cer at Reed Stenhouse when it was
acquired by A&A.

Reed Stenhouse had 180 offices
in 33 countries at the time of the
acquisition, with little overlap of
A&&A operations (BIl, June 24,
1985).

"l think '87 going into '88 was a
continuation of what we set out
to achieve four years ago, when we
started serious discussions be-
tween A&A and Reed Stenhouse to
come together," he said.

In another move, A&A last year
created a 15-member Operations
Board staffed by senior manage-
ment that will guide long-range
planning, coordinate A&A's strate-
gic business units and develop its
operational policy, said Mr. Irvin,
who serves as its chairman.

Among management changes,
Paul E. Rohner joined A&A Ser-
vices as senior vp and chief finan-
cial officer, while Dan R. Oster-
haut was named senior vp. In
addition, James A. McCormick was
appointed president and chief
operating officer of A&A Inc.,
while John W. Hanna was named
president and chief operating offi-
cer of Alexander Howden North
America Inc.

R. Allan Durward was appointed
chief executive officer of Alex-
ander Consulting Group for the
United Kingdom and Europe, re-
placing John D. Loudon, who re-
tired. Graham Bird was appointed
managing director for the Alex-
ander Consulting Group Ltd. Aus-
tralia.

In Canada, James S. Horrick was
named chief executive officer of
Reed Stenhouse Ltd., replacing
Cedrick G.E. Gyles, who continues
as chairman.

The cash compensation received
by the five highest-paid A&A offi-
cers in 1987, according to docu-

ments filed with the Securities and

Exchange Commission, follows:

.. $612,192
....$512,465
...$489,068
.. $446,326
..$443,120

John A. Bogardus..
William M. Wilson..

Tinsley H. Irvin.
Ronald A. lles..

Michael K. White....

-By Judy Greenwald
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Johnson & Higgins

125 Broad St. New York, N.Y
10004; 212-574-7000

1987 1986

Premium volume, NA NA
Gross revenues. $690.380,000*  $647,537,000 *
Brokerage: Retail. 71% 73~
Wholesale... 1% a1
Reinsurance. 8% 73:
Services. 19% 18~
Invest. income. 1% 135
Employees. 1.575 7,180
Rev/Employee. $91,139* $90,193.
OfFfice=s_____. oo o6

* B/estimate

After realigning several of its
consulting and brokerage opera-
tions, Johnson & Higgins is pursL-
ing a three-year plan to expand Es
domestic brokerage presence.

In the last year, J&H, the wirld's

largest privately held insurance
broke.,has:

- Restructured its benefit con-
sulting operations to improve deli-
very of these services to clients of
di fferent s.zes

- Comtined the resources of
four oroperty/casually ur_its to
focus on alternative risk funding
programs.

- Reorganized four industry
groups providing cons.ulting and
brokerage services --O the health
care and zonstruction industries:
public sector clients and financial
institutions.

Meanwhile, J&H has targeted 15
medium-sized U.S. cities in which
it has no branch off _ces. The bro-
ker plans to c,pen a new office in
five of the cities in each of the next
three years.

INn some of the cities-which J&E
executives dec-lined to identify-
the firm will acquire established
local brokers, whib in others i:
will open its own office:, according

to President and Chief Operating
Officer David A. Olsen.

The new offices will handle some
large accounts but are also ex-
pected to bring new middle-market
business to the firm, added Execu-
tive Vp Richard A. Nielsen.

"Obviously there are only so many

Fortune 1,000

companies ir. the

r - country.,” he ex-
plained.

New business

1.5 e .* f and additional

business from

existing clients

continued to be a

priority at :&H,

which-like

other brokers-

Mr. Olsen
has felt the ef-

fects of the competitive property/
casuall insurance market.

J&H, privately held by its 34
directors, has traditionally dec-ined
to release detailed information

about its financial performance.

However, Business Insurance esti-
mates that the brokerage's 1987 rev-
enues rose 6.6% to $690.4 million
from $647.6 millim in 1986.

That was much slower growth
than the the estimated 23.7% growth
ir_ 1986 and 26.8% growth in 1985.

Executive Vp Richard E. Meyer
points to the soft market its a cause
of the slowdown, which was "led
mostly by the proferty area, which
just dropped off the end of the
table.”

Commissions anc. fees from prop-
e. ty insurance business accounted
for 15% of JaH's revenues last year,
down markedly from 1 8,95* in 1 986,
The drop was due both to falling

rates and the reclassification of
some property business to the firm's
separate middle-market accounts
segment, Mr. Meyer explained.

Casualty commissions and fees,
meanwhile, inehed up tc 37.6% of
revenues last year from 35 6% in
1986.

Unlike last year, casualty insur-

ance rates may lead the downward
trend this year, according to Mr.
Meyer, who noted that J&H has re-
cently seen 1 5% to 30% rate reduc-
tions on umbrella liability business.
Other J&H business segments in-
clude:
- Employee
benefit pro-
grams, which
produced 24.7%
of revenues last !,a /4,-
year, up from ?

23.4% in 1986. T -

aviation, which M <«<<«,
continued to de-
revenues from Mr. Meyer
9.5% in 1986.

- Middle-market accounts,
which continued to show growth,
expanding to 8. 6% of revenues in
1987 from 7.7% the previous year.

= Other sources-including re-
insurance and wholesale brokering
operations and investment income
-which generated 5.2% of reve-
nues, up from 4.9% in 1986.

Despite the soft market's
pressure on revenues, Mr. Olsen
described 1987 as a good year for
both growth and profitability, not-
ing that J&.H brokers produced
record amounts of new and addi-
tional business.

"We were pleased with 1987 re-
sults,” Mr. Olsen said.

"With no outside shareholders,
we share those profits with our
performers,"” he added, explaining
that the firm also paid record bon-
uses to its top producers last year.

At the same time, J&H was able
to hold its lost business to less than
3% of the total.

Some of the business was lost to
mergers and acquisitions of client
companies, while some was lost
simply because account managers
"weren't paying attention,” Mr.
Meyer said.

J&H recently set up a centralized
Account Management Department
to stud,y-and help prevent-losing
accounts, Mr. Meyer said. Pre-
viously, this analysis was the re-
sponsibility of separate account
managers in each of the bro-
kerage's divisions.

Revenue growth this year is pro-
jected to exceed last year's growth
despite expectations of a continu-
ing soft market, according to Mr.
Olsen, who pointed out that reve-
nues and profits so far this year are
"just about” on target.

He added that he was "surprised"
during the budgeting process that

this year "is
SS{' =/,1i,Ql'*1* looking as good

Ap....1, aSitlS.

1'% "We are not
/4§ pessimistic about
1. . -4 - rf]3 this year in spite

the rate

-411 -- - 'l pressures we
Il have,” Mr. Meyer
1 said.

Growth this
Mr. Hatcher year will again
depend on new
and additional business production
and control of lost accounts, rather
than on the premium increases that
produced impressive revenue ex-
pansion in 1985 and 1986, Mr.
Meyer said.

Roughly 98% of J&H's property
and casualty insurance brokerage
revenue continues to be earned on a
commission basis rather than on a
fee basis, according to Mr. Meyer.

Commission levels have increased
somewhat in response to shrinking
property/casualty premiums, but
J&H commissions are still generally
in the single digits, Mr. Meyer ex-
plained.

Robert V. Hatcher Jr., chairman
and c.hief executive officer, added
that J&H will increasingly ask its
clients to pay fees rather than conn-
missions to ensure that the bro-
kerage is adequately cornpensated
during shifting insurance market
cycles.

"l think we will be driven to it

Continued on page 28
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even if we did not want to be," Mr. Hatcher predicted. "Our
attitude toward fees has changed a little bit."

J&H also is trying to keep a lid on salary and employee
benefit expenses and last year- managed to hold these costs to
a slower rate of growth than revenues, said Mr. Olsen.

Expenses grew by an estimated 3% last year. This was an
improvement over 1986, which saw a 17% increase in ex-
penses over 1985.

Staff increased an estimated 5.5% to 7,575 employees last
year from 7,180 in 1986, and revenue per employee increased
marginally to $91,139 in 1927 from $90,193 the previous
vear.

J&H has not been forced to take any drastic expense-cut-
ting measures like layoffs or hiring and salary freezes, offi-
cials note.

"But of course we will continue to look very hard at ex-
penses," Mr. Olsen said.

While not forbidding new hiring, J&H has been looking
twice at aggressive hiring positicns taken by many branch
offices in budget discussions and has emphasized "quality
hiring" over hiring in numbers, officials say.

The firm also is trying to reduce unnecessary meetings
and paperwork, eliminate time-wasting procedures and oth-
erwise take whatever "bureaucracy busting” steps it can
to reduce expenses, Mr. Olsen said.

"Our feeling is that it's a 10= mere fun to grow the top line
(revenues) than squeeze the expense line," he said.

While working to rein in expenses, J&H also has taken
several steps to improve the quality of its services, an effort
J&H executives feel is helped by the firm's private owner-
ship.

"It permits us to focus on fewer audiences, which are our
clients and our ernployees and insurance companies. We don:t
have to worry about outside interests,"” Mr. Olsen said, refer-
ring to shareholders.

"We don't have to spend our time with poison pills or any
of the other things" that executies of publicly held brokers
have to consider, he explained.

One of the most significant changes at J&H last year was
the complete reorganization of its employee benefit consult-
ing operations.

Previously, J&H provided consulting services through its

brokerage offices and through several subsidiaries, including
Kass, Germain & Co, an actuarial consulting firm, and Ed-
ward H. Friend & Co., a benefits and casualty risk manage-
ment consultant.

Benefit consulting activities were coordinated through a
National Benefits Ctice in New York.

However, after a market research projec: that involved dis-
cussions with 150 large corporate clients and prospective cli-
ents, J&H earlier this year formed a new subsidiary, A. Fos-
ter Higgins & Co. Inc., to provide fee-based benefit
consulting services to large corporate d.ents (Bl, Dec. 21,
1987.

For smaller clients-generally those with fewer than 1,000
employees-J&H has formed middle-market benefit depart-
ments that will operate as part of the middle-market ac-
counts division and will provide conEulting services pri-
marily on a commiss.on basis.

The firm also formed J&H Financial Services, which pro-
vides benefit-related funding services, including brokering
group universal life insurance and corporate-owned life in-

With the reorganization, the National Benefits Office was
eliminated, and the separate J&H consulting subsidiaries
were rolled into Foster Higgins, with the exception of Prin-
ceton, N.J.-based Sibson & Co. Sibson continues to Dperate
independently as a compensation and salary planning con-
sultant.

J&H also has formed a new alternative risk management
services division, Johnson & Higgins Global Risk Services, by
combining the resources of four operating sectors: the Risk
Management Services division; the National Casualty Office,
which has been combined with the firm's National Property
Office; the association accounts unit of Chicago-based Neal
Lloyd & Co. Inc. a wholesale brokerage subsidiary; and
J&H's U.S. and offshore captive management facilities.

These bur operating units will continue to functic,n inde-
per_dently, but the new Global Risk Services unit was needed
to coordinate responsibility for various alternative risk man-
agement programs, including traditional captives and such
"mega-projects" as policyholder-owned offshore insurance
facilities, Mr. Meyer explained.

For example, the new unit will coordinate the efforts of
J&H's onshore and offshore captive man agement operations

to prevent them from pulling clients in different directions
on the question of the domicile for captive subsidiaries, Mr.
Meyer said.

J&H is the largest captive manager in Bermuda-with 160
captives under management-and has management facilities
in Barbados, Cayman Islands, U.S. Virgin Islands and vari-
ous onshore domiciles, including Vermont and Colorado.

The brokerage also opened a captive management facility
in Singapore.

Global Risk Services also will more clearly delineate the
responsibilities of the National Casualty Office-which will
handle the new policyholder-owned alternative facilities-
and Eisk Management Services, which will provide such
"brokerage support" services as captive feasibility and self-
insurance studies, Mr. Meyer explained.

J&H has been involved in the formation of several offshore
alternative facilities in recent years, including Corporate Of-
ficers & Directors Assurance Ltd., which provides primary or
excess D&O coverage to a variety of corporations; Financial
Institutions Reserve Ltd., which also provides primary or ex-
cess 3&0 coverage to banks; and PRIMEX Ltd., which
provides excess general liability coverage to small- and me-
dium-sized chemical companies (BIl, April 18.)

However, Mr. Meyer noted that the growth and formation
of new alternative facilities has slowed as commercial insur-
ance markets have loosened, and J&H is not pushing these
alternatives as long as commercial coverage is available.

"The best solution is called insurance. The second best is
called insurance. If we need to get by those two things, we
will talk about alternatives,” he observed.

Separately, J&H has reorganized the management struc-
ture of four industry groups, designed to provide branch of-
fices with the support of experts on the insurance needs of
various indus-ries:

+ ConstructionGroup, which provides brokerage and risk
management services to the construction industry, dealing
with such problems, for example, as asbestos abatement cov-
erage. J&H was involved earlier this year in forming Ameri-
can Safety Risk Retention Group Inc., a Vermont-based facil-
ity for asbestos abatement coverage.

« GovernmentalGroup, headed by Allen F. Hyman, former
insurance services director for the Texas Municipal League.

Continued on next page
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Earlier this year, J&H formed American Governmental Risk
& Insurance Programs, a program manager offering property,
liability and accident and disability coverages to munici-
palities and municipal employees.

The Am-Grip program, managed through Houston-based
J&H of Texas Inc., is open to all qualified agents and brokers
and is underwritten by a commercial insurer with an A-plus
rating from A.M. Best Co. J&H declined to identify the in-

In addition, J&H formed Governmental Pool Resources
Inc., which currently provides management services to mu-
nicipal pools in Arizona, Connecticut, Ohio, North Carolina,
Pennsylvania and Texas.

* HealthGroup, which provides benefit consulting and
health care risk management and brokerage services.

« FinancialGroup, which offers risk management and bro-
kerage services to financial institutions, including handling
financial guarantee products.

J&H also maintains other industry groups, including a
Space Systems Group, handling coverages for commercial
satellites; and an oil and gas/energy group, which provides
services for energy-related risks, including those involv-
ing nuclear power.

Along with the industry groups, J&H continues to foster
professionalism through a system of "national practice conn-
mittees" made up of senior executives in several disciplines,
including property, casualty, employee benefits, interna-
tional, marine, aviation and middle-market accounts.

In addition to the combined National Casualty and Na-
tional Property Offices, J&H also maintains a National Ma-
rine Office staffed with "super-specialists" in those disci-
plines who assist J&H brokers and clients worldwide in ad-
dressing special problems.

In the last year, J&H has opened new U.S. offices in Boise,
Idaho, and Las Vegas, Nev., bringing the total number of U.S.
branches to 49.

The firm also has 10 offices in Canada and 40 offices over-
seas: one in Argentina, six in Australia, seven in Brazil, one
in Chile, three in Colombia, one in Hong Kong, one in Indo-
nesia, five in Italy, one in Japan, one in Malaysia, three in
New Zealand, one in Peru, one in the Philippines, two in
Saudi Arabia, one in Singapore, one in Taiwan and four in

Venezuela.

In addition to the overseas offices, J&H operates through a
network of exclusive correspondent brokerages known as
UNISON.

UNISON members include Jauch & Hubener in Austria and
Germany; Caribbean General & Marine Insurance Brokers
Ltd. in Barbados; Boels & Begault in Belgium; Universal
Brokers S.A. in Bolivia; Bonnor & Co. A/S in Denmark; Ros
& Asociados S.A. in Dominican Republic; and Consultores
de Seguros Cia. Ltda. in Ecuador and EI Salvador.

Also, Gras Savoye in France; Mercury Insurance Agencies
Ltd. in Greece; Consultores de Seguros S.A. in Guatamala;
Lloyd Armstrong & Ramsey Ltd. and Pension and Investment
Consultants Ltd. in Ireland; Allied Insurance Brokers Ltd. in
Jamaica; Brockman y Schuh, Agente de Seguros S.A. de
C.V. in Mexico; R. Mees & Zoonen Assurantien B.V. in the
Netherlands; and Femi Johnson & Co. in Nigeria.

Also, Joachim Grieg & Co. in Norway; Ducruet, Sasso y
Greene S.A. in Panama; Boels & Begault Lda. in Portugal;
Saldana & Associates Inc. in Puerto Rico; Willis Faber Enth-
oven (Pty) Ltd. in South Africa; Gil y Carvajal S.A. in
Spain; AB Max Matthiessen and SPP Konsult AB in Sweden;
Kessler & Co. in Switzerland; Agostini Insurance Brokers
Ltd. in Trinidad and Tobago; Al Futtaim Willis Faber (PTE)
Ltd. in United Arab Emirates; Willis Faber & Dumas (UK)
Ltd. in Great Britain; and Willis Faber Syfrets (Pvt.) Ltd.
in Zimbabwe.

UNISON S.A., a Belgian company owned jointly by J&H
and members of the UNISON network, recently acquired an
equity interest in Bonnor & Co. While no similar acquisitions
are on the drawing board right now, other such steps toward
"structural unification" of the network may be made as the
lifting of European trade barriers approaches in 1992, J&H
officials say (Bl, May 16).

Nevertheless, Mr. Hatcher expressed doubts that the elimi-
nation of European trade barriers is going to change the way
large corporations buy insurance.

"l don't believe there is going to be a great revelation, a
great change in the way business is done," he said, noting
that many companies already go to foreign markets for their
coverage.

Other J&H subsidiaries include:

- Johnson & Higgins Ltd., a Lloyd's of London reinsur-

ance brokerage unit acquired last year and formerly known
as Carter, Brito e Cunha Ltd. The reinsurance unit-which
handles non-North American reinsurance placements-is in
the process of establishing a new International Special Risks
unit to provide facultative property reinsurance for clients
with large overseas projects.

Willcox Inc. Reinsurance Intermediaries-a New York-
based joint venture between J&H and Willis Faber-handles
North American reinsurance business (Bl, Nov. 16, 1987.)

- Johnson & Higgins Willis Faber (USA) Inc., a syndicate
manager on the New York Insurance Exchange. J&H Willis
Faber is now running off the business of several syndicates
following the shutdown of the exchange last year (Bl, Nov.
30, 1987).

- Johnson & Higgins/Kirke-VVan Orsdel Inc., a joint ven-
ture with Des Moines, lowa-based Kirke-VVan Orsdel Inc. that
handles association and group accounts, including mass mar-
keting of the group universal life insurance products now
overseen by J&H Financial Services.

- Triad Underwriting Management Agency Inc., a Chi-
cago-based underwriting manager.

= Pacific Marine Associates Inc. of San Francisco and Shi-
powners Claims Bureau Inc. of New York, two marine claims
adjusting firms.

In addition to Mssrs. Hatcher, Olsen, Meyer and Nielsen,
top management at J&H includes Vice Chairman Kenneth A.
Hecken and Executive Vp Walter H. Clemens.

The J&H board elected one new director in January, Ed-
ward J. Buchwald, who heads the firm's Seattle office. Two
other directors-E. Eric Johnson and Kenneth K. Keene-re-
tired at the end of last year.

New York office directors include Norman Barham, S. Ro-
bert Beane, George D. Benjamin, Rodney D. Day lll, Gilbert
H. Dunham, James G. Harlow, Willis T. King Jr., Gardner M.
Mundy, Thomas G. Patzau, Richard J. Rice, Burt N. Sempier,
J. Kenneth Seward and George H. Shattuck Jr.

Branch office directors include Sam V. Aiena, James D.
Altman, Peter A. Bergsten, David W. Bianchi, Robert A. Ca-
meron, William S. Jennings, John P. Keyser, W. Mitchell La-
Motte, James W. McElvany, Albert S. McGhee, George F.B.
Owens Jr., Martin L. Rayner, Gerald R. Swanson and E. Mas-

sie Valentine.

-By Douglas MclLeod
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Fred S. James & Co. Inc.

1285 Ave. of the Americas, New
York, N.Y. 10019; 212-333-8900

1987 19®6

Prrmium volume. NA NA
Gross revenues. $478,700,000  $466,000,00£*
Brokerage: Retail 70% es0
Whiblesale. 3% 4%
Reinsurance. 1% 1%
Personal lines 5% 5%
Services, 13% 18-*
Invest. income. 5% 3
Other. 3% -
Employees . 6,487 6,429
Rev./Employee. $73,794 572.4E 4
Offices. 139 1:9

* Restated.

1987 was a yeai- of consolidation
at Fred S. James & Co. Inc.

"We feel that we successfully
completed all the mergers that we
made in 1986," said Richard M.
Page, James' chairman and chief
executive officer.

And, there were several.

In 1986, James' British parent,
Sedgwick Group PLC., acquired
on James' behalf The Crump COS,
Inc., formerly the eighth-largest
U.S. insurance broker, for $3€7
million. Crump increased James'
annual revenues by about $117

million.

The two other major acquisitions
were Knoxville-based Armistead

Group in September 1986 for $32.5

million and Dallas-based Arthur L.

Owen Co. Inc. in January 1987

$16.5 million (BI, June 22, 1987).
Armistead added revenues of about
$14 million and Owen brought
about $6.4 million in new revenues
to James.

Armistead, previously No. 37 in
Bl's ranking of the nation's Top
100 insurance brokers based on
1985 revenues of $11.7 million, en-
hanced James' position in the
Southeast. Owen, which had
ranked No. 69 based on 1985 reve-
nues of $6.2 million, specializes in
oil and gas and real estate ac-
counts.

James in 1987 also had to digest
10 other smaller acquisitions, Mr.
Page pointed out.

"One of our major efforts in 1987
was to consolidate and integrate
those firms and form one com-
pany,- he said. James strived to
"make sure that at the end of 1987,
we had one company, and we feel
very confident that has been the
case.”

James consolidated multiple bro-
kerage offices in seven cities in
1987 involving as many as 1,000
employees. Among the consolida-
lions were: James, Owen and
Crump offices in Dallas; Crump
and James offices in San Fran-
CiSCO, Phoenix and L.ittle Rock.
Ark.; and Crump and Armistead
offices in Knoxville and Nashville.
Tenn.

There are only two office consol-
idations left to complete as a result
of the mergers and one is already
in the process: the large James anc
Crump offices in Atlanta now are
consolidating under one roof.

Pending the selection of new of-
fice space is the consolidation of
three offices now located in Fair-
field, Greenwich and Norwalk,
Conn.

The consolidations involved not
only bringing people together
under cne roof but creating one ac-
counting, filing and tracking sys-
tern.

INn addition,
the biggest single
consolidation in
1987 in terms of . A .- -41F
relocaling peo-
ple, records and
equipment was
the relocation of
James' adminis-

trative head--Ih. 1

quarlers to Mr. Page
Memphis, com-

bining workers who had been in
Short Hills, N.J., with management
information employees who had
been in Salt Lake City. About 200
people relocated to Memphis.

While James bolstered its national
and inlernational network of offices
and increased its employee benefits
business, it posted relatively small
revenue growth in 1987 compared
with 1986 growth.

Due to increasing competition in
the property/casualty insurance
market, gross revenues grew just
2.7% to $478.7 million in 1987 from
$466 million in 1986, compared with
a 19% increase in 1986 from $391.5
million in 1985. Revenues were res-
tated for 1986 to reflect the 1987 ac-
quisitions as though they had been
part of James throughout 1986.

Revenues per employee averaged
$73,794, up only 1.8% from $72,484
in 1986. However, the number of
employees reported for 1986 was not
restated to reflect some smaller ac-
quisitions of books of business in
1987.

A competitive property/casualty
insurance market also reduced
James' profits in 1987. James does
not release income figures, but
Sedgwick reports that profits fell
frim its North American companies,
which include not only James but
also reinsurance intermediary Sulli-
van Payne Co. and several other op-
erations.

Profits from Sedgwick's North
American companies fell to 33.6
million pounds ($63.2 million at
year-end exchange rates) in 1987
from 55.2 million pounds ($81.7
million at year-end exchange rates)
in 1986.

However, 1987 was the "best new
business year we've had in the
firm," and it looks like the same
will be true of 1988, Mr. Page said
03 business development at James,
the fourth largest U.S. broker.

While James may make additional
acquisitions, they will not be a
major thrust for the company for-
now, he said.

"We made all those acquisitions
for strategic reasons," either to en-
hance James' geographic position or
acquire specific talents, he ex-
plained. "We see no reason to ac-
quire books of business simply to
acquire more business.

"We are now virtually everywhere
where we want to be geographi-

cally,"” he said.

James has 139 offices, including
full-service retail brokerage offices
in 55 cities and satellite retail bro-
kerage offices in another 18 cities,
together covering 34 states, Puerto
Rico and the District of Columbia.
James also has 13 full-service and
two satellite wholesale brokerage
offices in the United States, and
five reinsurance offices in the
United States and one in Bermuda.
It also has 16 offices in Canada, and
specialized operations maintain of-
fices throughout the United States
and in Bermuda and the Cayman Is-
lands.

Although James sold its third-
party employee benefits claims ad-
ministration business to the opera-
tion's senior management in 19886, it
put a "great deal of emphasis" on
other employee benefits products
and services in 1987, according to
Mr. Page. In fact, any additional ac-
quisitions James makes this year are
likely to be in the benefits area, he
noted.

While about $25 million in an-
nual revenues were lost with the
sale of the benefit TPA business,
employee benefits consulting and
brokering employee benefit plans
grew "quite well" in 1987 and was
more profitable. Employee benefits
generated 9.6% of 1987 gross reve-
nues, compared with 8% in 1986.

Late last year, James acquired
Adolphsen & Co., a Boise, Idaho,
agency that specializes in employee
benefits and individual executive
planning (BIl, Dec. 7). Earlier

Continued on nert page
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this year, it acquired Wohiman & Sargent
Inc. a Seattle-based brokerage also specia-
lizing in employee benefits accounts (Bl,
April 11).

As part of James' renewed thrust into ben-
efits, it named Carroll Cox president of
James Benefits last year. Five regional direc-
tors based in Short Hills, N.J.; Atlanta;
Portland, Ore.; and Irvine and San Fran-
cisco, Calif.; work under him.

James Benefits also is developing a part-
nership with Sedgwick Tomenson in Canada
and Sedgwick worldwide to develop benefits
business.

Sedgwick Tomenson, James' Canadian op-
eration, is doing "very well," particularly in
the rapidly growing benefits area, Mr. Page
said.

James also made an "intensive foray" into
the life insurance business last year with the
creation of James Financial Services, whose
initial mission is to sell corporate-owned
types of life insurance products and life in-
surance to key executives, Mr. Page said. The
brokerage expects James Financial to even-
tually spin off other insurance-related finan-
cial products. "Several more are on the
drawing board,” he said.

Life insurance is one of six market sectors
that James plans to focus on in 1988, in ad-
dition to utilities, contractors, aviation, fi-
nancial institutions' products and public en-
tities. All are areas in which James is already
strong but also sees considerably rnore po-
tential growth, Mr. Page said.

James also is considering becoming in-
volved in marketing insurance products for
the health care industry, although these
plans are still in the research and develop-
ment stage, he said.

James created its Risk Services Division

last year to meet its goal of being a "full-ser-

vice, risk services company," which is neces-
sary to be successful in the current market-
place, Mr. Page said.

The division encompasses James Risk
Management Services; James Bermuda, its
captive management unit; James Claims
Management Services, for self-insured prop-
erty/casualty claims operations; James Risk
Control Services; FPE Group, which pro-
vides fire protection services; and James
Group Services, which markets insurance on
a direct-mail basis to associations. Norman
A. Spargo has been named director of the
division (BIl, Feb. 8).

James also completed the formation of its
Production Services Division last year. It en-
ables local offices to draw on expertise
within the company from anywhere in the
country.

The division "brings together our re-
sources around the country,” Mr. Page said.
"That has proved to be very successful for
us.”

As planned, James shed Southern Ameri-
can Insurance Co. last year. The company,
which Crump had owned as part of its ex-
cess/surplus operations, was sold to a Provo,
Utah-based group of private investors. "We
have no further responsibilities in connec-
tion with it," Mr. Page said, referring to any
potential future liabilities.

Crump Re, James' facultative reinsurance
operation, did "very well” in 1987, produc-
ing a "substantial profit," he said. It placed
about $95 million in premiums in 1987. Ear-
lier this month, Crump Re acquired New
York-based facultative broker Insurance In-
termediaries Inc., which boosted its annual
premium volume 30% to about $ 135 million.

Crump Re, which is headquartered in
Hartford, Conn., also has offices in New
York, Atlanta, Dallas and Minneapolis.

The Crump E&S Group, James' excess and

worct

surplus lines operation, did not fare as well
last year, according to Mr. Page. The group
handled less than the $260 million in pre-
mium volume it handled in 1986.

"The E&S market is not a business in
which you could find many successes during
'87." he explained. Authorized insurers in
1987 competed for and regained a lot of the
business they had abandoned to surplus lines
insurers in the hard market and business
that remained with surplus lines insurers
generally was priced lower.

S.J. Petrakis Insurance Services Inc., a
wholesale brokerage specializing in munici-
palities, is San Francisco-based.

James' 1985 merger with the Sedgwick
Group was the springboard for its interna-
tional network.

"We just continue to see the benefits of
that relationship,"” Mr. Page said, referring
to the Sedgwick acquisition. Sedgwick, the
largest broker in Europe, has offices world-
wide, making James one of only four brokers
that can place business on a global basis.

Sedgwiek is the world's second-largest
broker, employing 14,000 people in 64 coun-
tries.

"We find more and more we are being in-
vited into international competition" for
business because the services offered by
James worldwide are appreciated by corpo-
rate clients, Mr. Page said.

James' relationships with Sedgwick offices
are particularly important now because the
dollar is relatively weak. This makes U.S.
businesses extremely attractive to overseas
investors, providing James with additional
business opportunities, Mr. Page explained.

And, James has been particularly pleased
with Sedgwick Tomenson's property/ca-
sualty program in Calgary, Canada's energy

center.

In 1987, commercjal retail brokerage gen-

erated 70% of James' revenues, up from 68%
in 1986. Wholesale brokerage contributed 3%
of revenues, down from 4% in 1986.

Reinsurance brokerage accounted for 1%
of revenues last year, and personal lines gen-
erated 5%-both unchanged from 1986.

Investment income increased to 5% of rev-
enues from 3%, while miscellaneous activi-
ties, increased to 3% of revenues from 1%.

Services, including property/casualty
claims management, generated 13% of reve-
nues compared with 18% in 1986. Mr. Page
explained that this decline was primarily
because of the divestiture of James' benefit
TPA business.

Analyzing 1987 revenues by line of busi-
ness, James reports that general liability,
umbrella, workers compensation, profes-
sional liability and auto insurance generated

cluding commercial multi-peril, accounted
for 25.5%. Aviation, marine and related busi-
ness contributed 6.4% of revenues, while
crime and surety and personal lines contri-
buted 6% each. Claims management contri-
buted 10.5% of revenues, while employee
benefits contributed 9.6%.

This year, James is confronted with a more
competitive property/casualty insurance
market, as are all brokers.

The market began to soften about the third
quarter of 1986, particularly in property,
said Charles Ruoff, a James senior vp. Com-
petition then spread to the commercial
multi-peril market and in 1987 began af-
fecting the casualty insurance business.

"Quite frankly, none of us expected the
level of competition to exist as it does
today," Mr. Ruoff said.

He asserted that the market is declining
even faster and more sharply than it did in
the previous soft market.

Continued on nert
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And while there were only occa-
sional cases of absurd price de-
creases initially, "we're running
into more and more of these situa-
tions," he said.

Exacerbating the problem is
churning, or brokers shopping
risks around to different markets
to get the cheapest coverage. How-
ever, "churning is an effect of the
cycle-it's not a cause of the
cycle," Mr. Page said.

It is not in brokers' best interests
to change from one market to an-
other, he said. But, there is little
else brokers can do if they give
a client a rate and a client asks if
that is the best rate, he said.

If a broker were to respond that
another insurer's policy could be
obtained for 10% to 15% less, the
client would only tell him, "Well,
go out and come back"” with a

lower price, Mr. Page explained.
Mr. Ruoff said the market de-

cline has been following a typical
geographical pattern, appearing
first on both coasts, then moving
toward the Midwest.

Asked about the likelihood of the
market hardening soon, Mr. Ruoff
noted that industry figures show
investment income was up 16% for
the first quarter, which helped off-

set the industry's underwriting
loss.

"You don't have to be a char-
tered accountant to see what that
means," he said.

When looking at where the in-
dustry has made money in the past
several years, "it has not come
from underwriting insurance," but
rather from investment income and
capital gains, Mr. Ruoff said.

"It's an industry that tends to
focus on the bottom line," he said,
adding that he does not know when
the industry will produce an un-
derwriting profit."

"l recognize this was a reaction

ADMIRAL

INSURANCE COMPANY

1255 Caldwell Road

Cherry Hill, New Jersey 08034

that was overdue" because prices
had gotten out of sync with reality,
Mr. Page said, referring to the soft-

ening market. "There had to be a
downward correction in the rate

structure.”

But the decline seems to have
moved below rate adequacy "and
seems to be leading in the direction
of another severe hard market
cycle," Mr. Page said.

While Mr. Page has spoken out
on the need to moderate the sever-
ity of the property/casualty cycle,
the industry has been "less than
impressed," he said wryly.

"We haven't lost heart,” he
noted, adding that he will continue
to press the industry to reduce the
severity of market cycles.

Mr. Page noted one difference
between the current soft market
and previous soft markets is that
"clients at every level are much
more price-sensitive than they've

ever been before. We feel more

A MEMBER COMPANY OF THE W.R. BERKLEY CORPORATION

AAMGA ]

Fr

or Dave Hartoch in Los Angeles at

(213) 487-3260

for competitive quotations.

than ever before decisions are
being made with pricing as a major
factor.”

Factors such as continuity of
coverage and an insurer's service
and claims-paying ability have be-
come relatively less important.

Mr. Page said that while profits
have been declining for James
overall since 1986 because of the
soft market, the brokerage is none-
theless increasing its market share,
largely at the expense of the small
to medium-sized agent, "who sim-
ply does not have the market pres-
ence” that James has with its net-
work of offices.

"Our expense controls through
all of this has been excellent,” Mr.
Page pointed out.

James does not envision any lay-
offs but has reduced staff through
attrition, including in the office
consolidations.

"We just don't see that as the
way to manage the business," he
said. "You still have to continue to
provide research and development
efforts on behalf of the client,” as
well as maintain proper staff
levels.

James reported 6,429 employees
at year-end 1987.

James is attempting to make it-
self less vulnerable to market
cycles by focusing on employee
benefits, risk services, life insur-
ance and fee-based services, Mr.
Page explained. "The purpose of
that is to give us some stability (so
that we can) reinvest in the busi-
ness."

James views risk retention
groups "as another service," Mr.
Page noted. Before alternatives
such as risk retention groups ap-
peared, when a client who had just
been informed that his coverage

was lost asked his broker what else

could be done, "you sort of stood
there with a blank look.™

But, risk retention groups "can't
be looked at as a panacea, and
must be done correctly."

Despite the softening market,
"there are still areas in which the

market is not where it was.in '82 or
‘83" and where alternatives to the
traditional market are still feasi-
ble, Mr. Ruoff noted, citing en-
vironmental impairment insurance
in particular.

Mr. Page predicted that risk fin-
ancing alternatives will claim
33.5% of the market by 1991, up
from 28% currently.

Until about a year ago, many in-

ary
P ro ucts

Sherwood Insurance Services is a leading wholesale broker specializing in the
placement of tough primary products liability Call Pat Farrell in San Francisco at

@15) 956-3236

surers did not take these alterna-

tives seriously. Now, though, "we
have a number of insurance com-
panies who are quite concerned,"”
Mr. Page said.

James tries to analyze where the
market is going one or two years
ahead of time.

"We have to give them the best
advice as to where things are
going," Mr. Ruoff said.

James also advises its clients
how to react in light of the soft-
ening market, Mr. Ruoff said. For
example, the brokerage helps self-
insurers decide at what threshold
they should come back into the
market and where they should set
their current retention level.

AnNd, to better service clients,
James changed its organizational
structure last month, dividing its
national business into 11 regions.
The director of each region, all of
whom had previously managed a
profit center in that region, reports
to one of four group directors on
all of the profit centers in the re-
gion.

"The company simply had be-
come too large to manage on a to-
tally horizontal basis" and needed
some "vertical structure,” Mr.
Page explained. "We simply had to
push downward the responsibility
and control for running the com-
pany.”

James could not continue to run
a full-service operation without
more responsibility and authority
at the lower levels of the company,
he continued. "This is basically an
entrepreneurial company,"” he said.

James' principal officers also in-
clude Sidney A. Stewart, vice
chairman; James M. Power, senior
executive vp; and Kenneth M. EI-
liott, chairman, president and chief
financial officer of Sedgwick To-
menson.

James' executive vps are Quill O.
Healey, who manages the Eastern
group; Donald K. Morford, who
runs the Pacific Northwestern
group; Edward B. Morrow Jr., in
charge of the Central group; and
Gordon E. Noble, in charge of the
Pacific Southwest group. C. Ri-
chard Peterson is responsible for
group services, including day-to-
day administration.

Ronald J. Berardi, formerly se-
nior vp and chief financial officer,
was promoted to executive vp last
year while remaining chief finan-

cial officer.

-By Judy Greenwald
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5
Corroon & Black Corp.

Wall Street Plaza, 28th Floor
New York, N.Y. 10005;
212-363-4100

1987 1986
Premium volume $3.39 billion $3.24 billion
Gross; revenues... $392.199,000 $370,600,000*

Brokerage: Retail. 61% 61%
Wholesale. 14% 14%
Reinsurance. 5% 5%
Personal lines 3% 3%

Services. 3% 3%

Invest, income. 5% 5%

Other.. 9% 9%

Employees. 4,200 4,100*

Rev./Employee.. $93,381 $90,379
Offices. .. ... oa 97
* Restated.

New York-based Corroon &

Black Corp. wants a running start
into the 1990s.

"We are looking to develop a
strategy for the next 10 years," ex-

plained President and Chief Exec-
utive Officer Richard M. Miller.

"My No. 1 priority for this year
is to get this plan in place and
operational by Jan. 1," Mr. Miller
said. "l believe in planning. If you
don't have a plan, an objective and
a strategy to make that plan come
true, there is no way to get where
you intend to go."

A consultant will be selected by
next month to review Corroon &
Black's organizational structure
and functions.

Corroon & Black Chairman Ro-
bert F. Corroon explained that the
broker's strategic plan for the
1980s addressed five areas: organi-
zational structure, internal
growth, mergers and acquisitions,
human resources and finances.

The success of the plan is il-
lustrated by the fact that Corroon
& Black's gross revenues grew
336% between 1977 and 1987, he

said.

However, insurer competition

and the resulting account shopping
slowed Corroon & Black's revenue
growth in 1987 to 5.8%, which
pales in comparison with revenue
growth in excess of 20% annually
for the prior three years. Corroon
& Black's gross
revenues rose in
1987 to $392.2
i mMmilliom from
$370.6 million in

1986.

Despite taper-
ing revenue
growth, Corroon
& Black passed
Briarcliff Manor,

Mr. Corroon N.Y . —-based
Frank B. Hall &
Co. Inc. to become the fifth-largest
U.S. broker in the Business Insur-
ance rankings.

Corroon & Black's net income
rose 2.1% to $44.4 million in 1987
from $43.4 million in 1986. Earn-
ings pef share were $2.34 in 1987,
compared with $2.29 in 1986..

Of Corroon & Black's 1987 gross
revenues: 61% were generated by
commercial retail brokerage; 14%
by wholesale brokerage; 5% by re-
insurance brokerage; 3% by per-
sonal lines; 3% by non-brokerage
services like claims administration
and consulting; 5% by investment
income; and 9% by miscellaneous
activities.

"We saw a significant impact on
our results from the softening mar-
ket in 1987, especially after the first
quarter. . . .In 1988, we are continu-
ing to see a deterioration of the rat-
ing structure," said John R. Lam-
berson, executive vp and chief
operating officer.

"Over the course of 1987, we ba-
sically held our own, after making
significant market gains in 1984
through 1986," agreed J. Bransford
Wallace, corporate executive vp and
chairman of Corroon & Black's
Nashville-based Brokerage Services
Group.

Mr. Wallace noted that while Cor-
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roon & Black did make substantial
new business gains, lost business
due to competition and lower com-
missions due to premium reductions
kept revenue gains to a minimum.

Like Mr. Miller, Mr. Wallace does
not expect this scenario to change in
1988. "We went from an absolutely
impossible (hard) market in 1986
to-18 months later-one of the
freest, loosest, most irresponsible
markets ever," he observed.

In the first quarter of 1988, Cor-
roon & Black's gross revenues in-
creased 3.7% to $106.1 million from
$102.4 million in

the first quarter AIll/
of 1987. Net in-

come for the #
quarter of $87.1

miillion-com-

pared with about —-..__,

$14 million in /' 3-EiD

the first three B B
- [} 2

Mr. Miller

months of 1987-
included a non-
recurring after-
tax gain of $73.9
million from the sale of Corroon &
Black's 29.9% stake in Lloyd's of
London broker Minet Holdings
P.L.C. (Bl, Feb. 1; Dec. 14, 1987).

First-quarter 1988 earnings per
share, inflated by the Minet sale,
totaled $4.65, compared with 69
cents a share in the first quarter
of 1987.

The St. Paul Cos. Inc., which
owned 26% of Minet's stock, offered
in December to purchase all out-
standing Minet shares for 4.75
pounds ($8.93 at year-end 1987 ex-
change rate) per share.

In late January, Corroon & Black
tendered to St. Paul its 23.3 million
ordinary shares in Minet for slightly
more than $200 million.

The sale of Corroon & Black's in-
vestment in Minet will have no
major impact on its "ability to pro-
duce and service international busi-
ness, although one of the original
purposes in making the investment
was to build a trading relationship
with a major London broker," said
Stephen A. Crane, executive vp and
chief financial officer, adding that
the relationship "has grown to the
extent that it was no longer depen-
dent on the investment.”

Minet contributed $9 million to
Corroon & Black's earnings in 1987
and $6 million in 1986.

Now, "we are sitting on a huge
pile of cash and we have to decide
what to do with it in a manner that
will benefit shareholders,” Mr.
Crane said.

"We're in the process of devel-
oping those thoughts right now, but
we're not yet able to announce pub-
licly what we're planning to do," he
said.

The broker has already spent $90
million on a stock buyback pro-
gram, "but this is by no means a
strategy that is exclusive of other
alternative strategic avenues. We
still have a very large amount of
free, non-fiduciary cash that is cur-
rently invested in money market in-
struments," he said.

Corroon & Black repurchased 2
million shares of its stock between
Oct. 27 and Dec. 3. Then, on Dec.
16, it authorized the repurchase of
another 2 million shares. Mr. Crane
said that purchase should be com-
pleted "at or around the end of the
second quarter."

Other uses of the cash could in-
clude domestic or international bro-
kerage acquisitions; purchasing
other businesses "within the realm
of activity of an insurance inter-
mediary"; or other financial stra-
tegies such as a corporate recapi-
talization or declaring an
extraordinary dividend, Mr. Crane
said.

With more cash on its balance
sheet than any other publicly traded’
broker, Corroon & Black has been
tagged by financial analysts and in-
vestors as an attractive acquisition
candidate.

Mr. Corroon is adamant in say-
ing that "the company is definitely

Continued on page 36
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not for sale.”

But Mr. Crane stressed that Cor-
oon & Black ‘“‘will not pursue a

strategy that is totally defensive in
nature.”

Selling its interest in Minet and
hanges in top management were
he most significant events of 1987
or the brokerage, according to Mr.

orroon.

Effective Jan. 1, Mr. Corroon re-
inquished the title of chief execu-
ive officer to Mr. Miller, who was
previously president and chief

operating officer. Mr. Corroon re-
ains the position of chairman.

Mr. Miller was succeeded as
hief operating officer by Mr.

amberson, who already held the
itle of executive vp.

“I'm absolutely delighted with
hat has evolved here,” Mr. Cor-
oon said. “There has been a lot of
rauma in connection with man-
agement successions within the
brokerage industry, and I'm
pleased with the smooth transition
we have experienced.”

In addition, Richard A. Maxwell,
ormer president of the Brokerage

Services Group, was promoted in
October to the new position of cor-
porate executive vp—professional
standards and marketing. Execu-
ive Vp Joseph O. Estes assumed
he role of president of the Bro-
erage Services Group.

“We are putting heavy emphasis
on professionalism and training
and (Mr. Maxwell) is overseeing

he professional standards part. He

also visiting with all of our car-
iers—so we can improve our rela-
ions with our carriers,” Mr. Miller

said.

Corroon & Black completed four
acquisitions during 1987, which
were accounted for on a pooling
basis. The broker’s 1986 financial
esults were restated to reflect
heir revenues.

Three of those acquisitions,
which were completed in March
1987, were:

® Poggi-Harrison Agency Inc. in
rand Rapids, Mich., a general
property/casualty broker with ex-
pertise in the construction field.

It is now a satellite office of Cor-
roon & Black of Michigan Inc. in
Detroit.

® Rosskopf, Rapp & Schmidt In-
surance Agency in El Monte, Calif.,
a construction-oriented broker

at was merged with the Pasadena
office.

® Contractors Planning Group
Inc. in Garden City, N.Y., the lar-
gest acquisition made by Corroon
& Black in 1987, which is operat-
ing as a free-standing profit cen-

er. The office also specializes in
providing insurance and surety
bonds to the construction industry.

In June 1987, Corroon & Black
acquired Richardson, Texas-based

hweat & Associates, a ‘‘very suc-
essful property/casualty agency”

hat was merged with the broker’s
Dallas office, Mr. Crane said.

So far this year, Corroon & Black
has completed three acquisitions,
all of which were accounted for on
a purchase basis, and is in the pro-
cess of completing a fourth.

In January, it acquired W.K.P.
Wilson & Son Inc., a large prop-
erty/casualty agency in Mobile,
Ala. It will operate as a separate
profit center. Mr. Crane said the

office is especially “strong in plac-
ing marine coverage for shipping
in the Gulf of Mexico.”

In April, Corroon & Black com-
pleted two acquisitions: Wichita,
Kan.-based Dorth' Coombs Insur-
ance Inc., which has property/ca-
sualty brokerage, employee benefit
consulting and actuarial opera-
tions; and Stump, Harvey & Cook,
a large general property/casualty
agency in Hunt Valley, Md., a sub-
urb of Baltimore. Both offices will

emain separate profit centers.

Corroon & Black this month is
buying The Flamer Cos., a large
local brokerage in Los Altos, Calif.
“Flamer will be merged with our

San Jose office, more than dou-
bling the size of that profit cen-
ter,” Mr. Crane said.

Corroon & Black also is nego-
tiating two other purchases: a
property/casualty brokerage and a
benefits and actuarial consulting
company, Mr. Crane said. Corroon
& Black expects to close the deals
within the next month, he added.

Corroon & Black opened a retail
brokerage office in Atlanta in early
1987 and sold a * very small” office
in Prescott, Ariz., in early 1988.

Three other relatively small “di-

vestitures are currently in the
works. . .which collectively
amount to about $1 million in reve-
nues. Tkis comes under the cate-
gory of fine-tuning and streamlin-
ing op=2rations,’”’ Mr. Crane
explained.

Overall, Corroon & Black has 94
offices, down three from a year
ago.

Corroon & Black divides its op-

erations into three divisions: the

Brokerage Services Group, which
generatad 72% of its 1987 reve-
nues; thke Benefits and Specialty

Sales Group, which generated 22%
of its 1987 revenues; and the Rein-
surance Brokerage Group, which
generated 6% of its 1987 revenues.
The percentage breakdowns were
the same in 1987 as in 1986

Mr. Lamberson said that the
Benefits and Specialty Sales Group
performed well in 1987 and is
“ahead of its profit plan’ in 1988.

The division’s health insurance-
related revenues are growing, par-
tially due to health insurance pre-
mium increases, he said.

And, he noted, the division's

Solid Uner Ak

Solutions.

Substantial Capacity.

i

PENCo. unit, which places prop-
erty/casualty insurance programs
for municipalities, is also perform-
ing well, even though rates for mu-
nicipalities are going down.

The Benefits and Specialty Sales
Group is expanding benefits con-
sulting and third-party adminis-
tration business, and is “looking to
make additional acquisitions,” Mr.
Lamberson commented.

Corroon & Black's Advanced
Risk Management Services divi-
sion, which is a research and de-

Continued on next page
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Continued from previous page
velopment facility for self-insur-
ance programs, is "doing great and
we would stack them up with any-
one in the industry,"” Mr Lamber-
son stressed.

Mr. Miller agreed that the "de-
mand for their work continues to
increase.”

Corroon & Black's Reinsurance
Brokerage Group, which includes
subsidiary G.L. Hodson & Son Inc.,
has been less fortunate, Mr. Lam-
berson noted. However, the divi-
sion has "acquired several new

pieces of business this year and
we're very encouraged at what's
happening there," he added.

"We are committed to that seg-
ment of our business," he stressed.
"We expect its results to improve
dramatically by year-end."

"Our Brokerage Services Group,
which was impacted by the rate
situation, was off budget" by about
10% in revenues. Mr. Lamberson
estimated. The Benefits and Spe-
cialty Sales and Reinsurance Ser-
vices groups also were slightly off
budget projections for 1987, but

111

"compared with our 1986 results,
on an actual basis, it was a good
year."

Corroon & Black also is focusing
on expanding its international
business. Marnix L.K. Guillaume,
vp-international, estimated that
4% of Corroon & Black's retail
property/casualty brokerage busi-
ness is generated outside the
United States.

The broker has a correspondent
network in 76 countries, including
the five founding partners in [N-
TERNET, an international consor-

,th SN, -
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tium.

In 1987, Corroon & Black added
new correspondents in Tokyo; Tai-
pei, Taiwan; Stockholm, Sweden;
Antigua and Montserrat, islands in
the West Indies; and St. Martin in
the Virgin Islands. It lost one cor-
respondent, a Minet affiliate in
Thailand that closed its office
when the Lloyd's broker was sold.

Corroon & Black prefers to take
a financial position in its corre-
spondents. "Except [or in the U.K.,
I am not an advocate of having a
controlling financial position in an

Chicago 312-346-2189 - Dallas 214-401-1066 - Hartford 203-525-2300

affiliate, but | do want a healthy
position. Where we do buy a ma-
jority position, the affiliate con-
tinues to use its indigenous iden-
tity," Mr. Guillaume explained.

Corroon & Black's international
business is "targeted toward sec-
ond tier multinationals-the top
2,000 corporations, less the top
500," he said. However, "there are
some very large non-U.S. multina-
tionals for whom we handle U.S,
business. There are some areas we
are more competitive in, such as
construction, hotel business or
anything related to space technol-
ogy or aviation," he stressed.

Mr. Guillaume pointed out that
Corroon & Black International is
targeting three areas:

* The influx of Japanese busi-
ness into the United States.

* The European Community, in
light of its directive allowing
cross-border placement of insur-
ance by 1992.

= Latin America.

Corroon & Black's U.S. client
base, Mr. Lamberson pointed out,
is "the middle-market segment,
where commissions or fees are in
the $25,000 to $100,000 range."

"We do have the capability, in
certain offices, to focus on Fortune
1,000 accounts as well. . .and while
we don't focus on accounts gen-
erating under $5,000 in commis-
sions, we will write them," he ex-
plained.

Approximately 85% of Corroon
& Black's retail brokerage reve-
nues were generated by commis-
sions and 15% from fees, the same
breakdown as last year.

While last year Corroon & Black
had reported that average commis-
sions dropped to 8% of premium
during the tight market, Mr. Lam-
berson said this year commissions
vary significantly depending on
the type of coverage brokered and
it is "almost impossible to venture
a range."

Although some securities ana-
lysts are not recommending pur-
chase of any brokerage stocks in
the softening property/casualty
market, they generally have re-
garded Corroon & Black as one of
the more attractive brokerage
stocks over the past 18 months.

"We have (maintained) a hold
position on their stock and con-
tinue to," noted Harvey H. Bundy
I, a partner in William Blair &
Co. in Chicago. "l like the job their
management has done and the ex-
pense controls they have put in
place; however, | don't want to
play in that industry yet. It's too
early in the cycle."

However, New York-based
Shearson Lehman Hutton Inc. has
recommended Corroon & Black's
stock since last December based on
the value of the company. "We also
favored their stock prior to Decem-
ber based on their overall perfor-
mance and high margins,” said re-
search analyst Michael A. Smith.

Corroon & Black stock, which is
traded on the New York Stock Ex-
change, was selling at $32.13 per
share on June 9, up from $28.13 al
year-end 1987.

Corroon & Black reported 4,200
employees at year-end 1987, a 2.4%
increase from 4,100 employees at
year-end 1986. Revenues per em-
ployee increased 3.3% in 1987 to
$93,381 from $90,379 in 1986.

In addition to Messrs. Corroon,
Miller, Lamberson, Wallace,
Crane, Estes and Maxwell, top ex-
ecutives of the broker are: Joseph
V. Ambrose Jr., senior vp, secretary
and general counsel; C. Jackson
Blair, senior vp; and Donald R.
King, senior vp.

Total cash compensation of Cor-
roon & Black's top five corporate
executives in 1987, as reported to
the Securities and Exchange Com-

mission, follows:
Robert F. Corroon
Richard M. Miller..

$450,000
$360,000

Donald R. King... .. $327,000
J. Bransford Wallace . $260,000
John R. Lamberson.... .. $230,000

-By Linda J. Collins
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Spolight report

Frank B. Hall & Co. Inc.

549 Pleasantville Road,

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

1987 1986

Premium volume. NA NA
Gross revenues. $385,966,000 $390,857,000
Brokerage. Retail. 66% 65%
Wholesale.. 4% a%
Reinsurance . 590 7%
Personal lines 2% 2%
Services 15% 14%
Invest. income. 8% 8%

Employees . 5,000 5,550

Rev./Employee. $77,193 $70,425
Offices. 120 133

Frank B. Hall & Co. Inc.'s chair-
man says he's confident that Hall
can solve its long-standing prob-
lems and double its revenues
within the next five years to keep
in step with the other major U.S.

1 7&6U/UnCe, J Ulle LU,
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brokers.

Last year, in the midst of man-
agement changes and internal re-
organization, Briarcliff Manor,
N.Y.-based Hall fell to sixth place
among the largest U.S. brokerages,
the third time in four years that
Hall has slipped a notch in the
Business Insurance rankings.

Corroon & Black Corp. edged out
Hall by $6.2 million to become the
fifth-largest LAS. broker based on

1987 revenues.

Fred S. James & Co. Inc. re-
placed Hall as the No. 4 U.S. bro-
ker in last year's ranking based on
1986 revenues following James' ac-
quisition of The Crump Cos. Inc.
And, Johnson & Higgins knocked
Hall out of third place in the 1985
rankings based on 1984 revenues.

Hall reported that revenues de-
clined by 1.3% to $386 miillion in
1987 from $390.9 million the previ-
ous year. The decline in revenues
last year compares with an 8.4%

increase in 1986.

How secure

IS your blanket?

American Appraisal Associates

But financier Saul P. Steinberg,
who took over as Hall's chairman
and chief executive officer last
summer, is confident that Hall will
spring back by the i990s to become
"the competition” for other bro-
kers.

Mr. Steinberg plans to increase
Hall's market share "by being bet-
ter, more assertive and differen-
tiating ourselves from our compe-
tition, but in genuine ways, not
just words. That's going to take a
long time.

"l really expect that it's going to
take the next four to five years to
accomplish what | hope to accom-
plish at Hall. Meanwhile, | think
that in the next four to five years,
Hall will be roughly twice the size
it is today and will be operating
quite profitably," he predicted.

Reliance Group Holdings Inc.,
where Mr Steinberg is chairman
and chief executive officer, has in-
vested about $263 million in Hall
since late 1982. Reliance bought

It

about $143 million in preferred
stock and warranties and about
$120 million in common stock.
Reliance owns 33% of Hall's
common stock and 86% of out-
standing convertible preferred
stock. If Reliance exercised its pre-
ferred stock and its warrants, it

would own approximately 70% of
the then out-

our earnings po- R- rM'll,-
tential for a cou-'

ple of years out,” -eff.
ident and Chief 1,7
Pruitt. - i

Hall has been Mr. Pruitt

plagued with

losses since 1984 as a result of dis-
continued underwriting subsidiaries
and a morass of litigation. The bro-
ker reported a net loss of $66.9 mil-
lion in 1987, following a $22.5 mil-

Even with blanket insurance, a

knowledge of values is
fundamental to your insurance

program.

A valuation of the assets to be

insured will result in proper

coverage and eliminate major

problems at the time of loss. Using
our computerized data bases, we

can now provide accurate and
easily updated insurance
valuations at economical prices.

We have the resources and

expertise to meet any valuation

need. Our permanent staff in over
50 offices worldwide delivers

timely, quality service.

Don't feel insecure. Call us at

(800) 558-8650, ext. 2003.
In Wisconsin, (414) 271-7240.

lion loss in 1986, a $190.5 million
loss in 1985 and a $14.5 miillion loss
in 1984. Hall reported a per-share
loss of $4.23 in 1987, compared with
a loss of $1.92 per share in 1986.

Hall's 1987 loss included both a
$23.8 miillion loss from continuing
operations and a $43.1 million loss
on disposal of discontinued insur-
ance and reinsurance brokerage op-
erations in the third quarter.

In the first quarter of 1988, the
revenue drain continued. Hall's
gross revenues dropped 3.4% to $102
million from $105.6 million in the
comparable quarter of 1987.

While Hall reported $5.7 million
in net earnings in the first quarter,
that was a 27.4% decline from net
income of $7.8 million in the first
quarter of 1987.

Earnings per share in the first
quarter totaled 7 cents, compared
with earnings of 25 cents per share
in last year's first quarter.

Despite Hall's past and pending
problems, Mr. Steinberg remains
optimistic about the broker's future
and views a "return to a can-do,
winning attitude (as Hall's) biggest
achievement in the last year. The
morale has had a terrific turn, and
that is very important to a suc-
cessful insurance broker-indeed to
any successful company," he said.

According to Mr. Steinberg, the
greatest challenge Hall faces in
turning itself around is to beef up
new business production.

"Our retention levels have come
back to very satisfactory levels. We
have one of the highest retention
ratios historically of the alphabet
brokers and we've come back," Mr.
Steinberg said, pointing out that
Hall again is retaining more than
90% of its clients on renewal,
"which is very good."”

"Our problem is our new busi-
ness production is simply not ade-
quate-not acceptable,” he said.

Hall did not attract a lot of new
business in 1987, Mr. Pruitt con-
ceded. "While we were in the pro-
cess of realigning our firm, we did
not have the time to spend on new
business development.”

Hall, Mr. Steinberg explained,
currently is losing about $6 mil-
lion in business each quarter be-
cause of account defections and
commiission reductions. "And, we
are writing new business at a rate
of about $5 million a quarter. That's
just not acceptable.”

Because of that, Mr. Steinberg
sees as Hall's short-term mission the
need to "get that $5 million up to $6
million, $7 million or $8 million.

"l know how to do it over the
long term. | don't know how to do
it so easily over the short-term."

Mr. Steinberg initiated a new
bonus incentive plan involving all
employees in the fall of 1987 to help
step up new business efforts (B,
Aug. 24).

To streamline its operations and
increase profitability, Hall also
reorganized two divisions and sold
some of its less profitable branch
offices and a claims adjusting sub-
sidiary.

For instance, Hall has consoli-
dated its domestic and international
employee benefits consulting opera-
tions under the name Godwins In-
ternational Holdings. David J.D.
MelLeish, chairman of Hall-God-
wins (Overseas) Consulting Co. in
London, was moved m February to
New York to head the newly conso-
lidated operations with the title of
chairman and chief executive offi-

"We feel very strongly that the
growth potential in employee ben-
efits consulting is almost end-
less. . .not only in the U.S., but in
the U.K., because of the increasing
emphasis on private pensions," Mr.
Pruitt stressed.

"We felt we should consolidate
(the operations) under one manage-
ment, one direction and one name.
Godwins is a highly identifiable
name with quality in the U.S., so we

decided to use that name.”

Continued on page 40
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Cont;nued from page 38 surance broker We cleaned the Frank B Hall of California, which started cutting staff, to eliminate standard of excellence will make
Mr Pruitt estimated that the management out and hired a young marketed a program for new car about 500 employees "Over half of the difference over the long term,
consolidated operations generate team," Mr Pruitt said, adding that dealer: Bl, Oct 12) the costs associated wi.h bro- but you have to be consistent They
$50 million in annual revenues staff at the re_nsurance interme-, In addition, Tarrytown, NY- kerage operations are direct em- have to be the best," Mr Steinberg
The broker also has restructured diary has been reduced to about 50 based Adlustco Inc, a claims ad- ployee expenses A broker cannot stressed "If you get enough of
its reinsurance brokerage opera- people from about 110 lusting facillty, was sold in Octo- be overstaffed and expect to make those people around, they make
tion, renaming the unit Madison Restructuring the reinsurance ber to Emeryville, Calif -based money," Mr Harden said you look awfully smart "
Intermediaries Inc from Frank B Intermediary IS 'a major financial Leonard J Russo Insurance Ser- Hall's staff totaled 5,000 at year- In addition to hiring Mr Ken-
Hall Re of New York Thomas J commitment to us, which will di- vices Inc for an undisclosed sum end 1987, compared with 5,550 at nedy to head Madison Interme-
Kennedy, formerly with New lute our earnings because we are Adlustco had 32 offices and 850 year-end 1986 The staff reduction diaries, Hall hired two new re-

York-based Corroon & Black starting from scratch,” he said employees (BIl, Oct 19) boosted Hall's revenues per em- gional managers in January
Corp 's reinsurance subsidiary "We got rid of all the business The Stockton division and Ad- ployee to $77,193 last year from - W Travis Oxford, formerly
G L Hodson & Son Inc, was hired that we had before A lot of it was Justco were written off as discon- $70,425 in 1986, a 9 6% increase with Alexander & Alexander Ser-
in January as Madison's pre:iden: junk business We are building tinued operations in 1986 and their Hall reported 57 domestic offices vices Inc , as senior vp and South-
and chief executive officer back a quality reinsurance opera- revenues were excluded from and 63 international offices at east regional manager
-Reinsurance operations a: tion, step by step,” he added, Hall's 1986 and 1987 revenues year-end 1987 It also had corre- - Arvid R (Dick) Tillmar, for-
Frank B Hall left a lot to be de- pointing out that it will take years Holmes Harden, Hall's executive spondents with 74 foreign offices merly with Fred S James & Co
sired It was one c f those organiza- to build up ne N business, while vp and chief financial officer, said Hall is finished cutting staff and Inc, as senior vp and Pacific re-
tions that had lost its focus and honoring runoff obligations on the that as part of the expense Control niw is focusing its attention on ex- gional manager
was the genesis for creating a lot of old business that will total about efforts put in place under Mr pansion, Mr Steinberg said Marvin R Havin, former Hall
our problems," Mr Pruitt said "It $5 million in 1988 alone Steinberg, Hall decided to elimi- 'We have some structural effi- Southeast regional manager, was
really needed to be cleaned up " Hall also sold two offices In nate "operations that had been his- ciencies in Hall that we (still) have named president of Frank B Hall

However, rather than sell off the Alaska, one in Anchorage and one torically unprofitable and whicn to work on, but I'm satisfied that & Co of New York Inc and metro-
unit, Hall's management concluded in Fairbanks an office in Las we felt would make no further the basic structure should not be politan regional manager last July
the company needed to remain in Vegas, Nev , a small reinsurance contribution to Hall " tampered with, he explained When Mr Steinberg took over
the remsurance brokerage business brokerage operation in Philadel- Also part of the cost cutting ef- 'I'm trying to attract to Hall the Hall's reins last summer, he
to "be a viable, multinational in- phia, and the Stockton division of fort, Hall in early fall of 1987 best (personnel) in every area That brought with him from Reliance

George E Bello, who is now vice
chairman of Hall and executive vp
and controller of Reliance Group
Holdings, and Blair C Fenster-
stock, now Hall senior vp and gen-

eral counsel and vp, assistant gen-
eral counsel and assistant

secretary of Reliance
Messrs Steinberg, Bello and

Fensterstock are not compensated
for their positions at Hall, drawing
their salaries exclusively from Re-

liance, Mr Pruitt explained

Mr Steinberg IS adamant that
while there IS "absolutely" the po-
tential for conflict of interest when

an executive holds top positions at

both an insurer and a broker, "l
bend over backGards to make sure

there is Nno conflict of interest |

keep these two companies comple-

CPCU... CLU. Only top insurance professionals earn these industry tely separate and if they want to do
designations s gnifying competence and achievement For independently business with each other, they have
owned Insurance agencies, acceptance into Assurex Internaticnal marks to earn their way )

) ) . . : According to Mr Steinberg, Hall
their hlghest level of accomplishment. In both cases, it Is the client who expects to start making acquisi-
benefits. tions sometime this year

) . ) i "My first preference would be to
Currently, only 65,ndependent insurance agencies in the United States build strength on strength and add
and Canada are Assurex partners Each agency must acquisitions m those areas where
.. . we already have significant capa-
- commi. its lotal resources to clients and employees. bilities,” he said Hall is looking
- demonstrate state-of-the-art achievement in insurance and risk for acquisition candidates that
have expertise in brokerage or em-
management. "

ployee benefits
- offer a full range of commercial and individual products and services The brokerage also launched an
. . . . . . . ' extensive in-house management
* have solid relaionships with leading insurance companies training program called Project
* be recognized as an industry leader by peers Profit Mr Harden explained that
the program consists of -a series of
Assurex International . we're tough on ourselves to make it easier for Vou. management seminars for key

profit center managers in the U S
and abroad Each seminar lasts a

week and is composed of about 25
S S u reX individuals from all different oper-

,NTEFINATIONAL sHens”

] This program is to be "followed
100 E CamPU_S View Blvd up with a strategic selling course
Columbus, Ohio 43085 and other types of management

training courses,”"” Mr Pruitt said,
adding "This is one facet of our

ALABAMA MAINE OKLAHOMA
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Conttnued on page 42
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Spotlight report

Continued from page 40
wholesale brokerage and 2% by
personal lines.

While Hall's new management
has made changes that it hopes will
result in increased growth in com-
ing years, the brokerage still faces
several major lawsuits, including:

- Three lawsuits that seek to
pierce the corporate veil separat-
ing Hall from financial obligations
for its discontinued insurance
company subsidiari, Union Indem-
nity Insurance Co. of New York,
which is being liquidated by the
New York Insurance Department.
One of these suits was filed by
Insurance Superintendent James P.
Corcoran (BI, March 16, 1987).

* A suit brought by two captive
insurers against Hall, several Hall
subsidiaries, Chicago-based broker
Rollins Burdick Hunter Co., and
other brokers and individuals, that
alleges the defendants conspired to
divert premiums from the captives
(Bl, July 20, 1987).

The suit seeks more than $70
million in actual damages, punitive
damages of $50 million and treble
damages under the federal Racke-
teer Influenced and Corrupt Orga-
nizations Act.

« Two suits alleging that Hall
sold securities to Reliance Group
Holdings without proper share-
holder approval and five suits con-
solidated into a class action alleg-
ing that Hall misrepresented its
financial condition to -c urrent and
prospective shareholders in 1985
and 1986 (BIl, June 22, 1987).

The biggest threat to Hall posed
by litigation, however, comes from
that stemming from the Union In-
demnity collapse, which has again
forced Hall's auditor, 'louche Ross
& Co., to qualify the brokerage's
financial results.

Union Indemnity was ordered
into liquidation in July'1985 after
it was found to be insolvent by
$138.5 million at year-end 1984
(Bl, July 22, 1985).

\ Strength in our capital and surplus.
\ Strength in our service to both trealy and

j facultative clients. And securHy in
imowing that Skandia, serving clients
since 1900, is the oldest operating

reinsurance company in the U.S.

Headquarters:280 Park Avenue New York

ranci

In March 1987, Superintendent
Corcoran filed a $140 million suit
against Hall, Touche Ross and
man=> Hall affiliates and current
and former directors and officers.
The suit, which alleges the defen-
dants were responsible for Union'E
insolvency, also requests punitive
dam:,ges.

Ciing the fact that Mr. Cor-
coran s suit seeks ti recover cam-
ages on behalf of all Union policy-
holdErs and cred: tors, the two
other suits seeking :0 hold Hall re-
sponsible for Union Indemni:y
losses have been stayed by a New
York State Supreme Court judge
and consolidated until he can hear
moti=ns pending in the Corcoran
case. That hearing is tentatively
scheduled for late August.

One of the suits, filed last July by
Peapack, N.J.-based American
Centfnnial Insuranze Co., Newark,
N.J.-oased International Fidelity
Insurance Co. and Houston-based

Ranger Insurance Co., seeks SBO

Strength and securily in a changing world.

SKANDIA AMERICA GROUP

million in connection with reinsur-

ance they pla.ed with Union [n-
demnity (BIl, Aug. 10).

The cther suit filed last Decem-
ber by the Conneezicut State Guar-
anty FLnd, seeks $3.7 million plus
ongoing damages incurred by the
state gu aranty fuds of Connecti-
cut, New Hampshire, Rhode Island
and Messactusetts because of
Union Indemnity s insolvency.

JoseEh C. Tansci, a partner with
the law firm :;,f Hutchins &

Wheeler in Boston and outside

counse to the guaranty funds, said
other state guaranty funds also
have ir.dicated a desire to partici-
pate in the suit.

Hall filed a mction for dismissal
of the Corcoran suit that questions
Superintendent Corcoran's au-
thority :o file sunt on behalf of all
Union Indemni:y creditors and
policyholders. Il Hall's motion is
grantei, the guaranty funds still
will be able to pursue their own
actions, Mr. Tar,ki explained.

Both Mr. Steinberg and Mr.
Pruitt decline to discuss any pend-
ing litigation, except to say that
they do not expect it to have a
"material"” adverse impact.

Mr. Pruitt noted, though, that
"there is active dialogue going on
between the representative of
Frank B. Hall and the representa-
tive of the Insurance Department
of the state of New York."

INn addition to concerns over
Hall's operating performance, se-
curities analysts also are wary of
recommending purchase of Hall
stock until the Union Indemnity
litigation is resolved.

"We have rated (Hall stock) as
a sell. We would not recommend
owning Hall stock," said Michael
A. Smith, research analyst for
Shearson Lehman Hutton Inc. in
New York. However, he noted that
Hall "has cleaned up a lot of the
problems that were in the foot-
notes before. . .and it's a viable,
ongoing proposition at this stage.”

Harvey H. Bundy lll, a partner
with William Blair & Co. in Chi-
cago, was a little more pessimistic.
"l have felt the question of Hall
was one of survival, not invest-
ment. | don't spend any time on
Hall because it isn't worth it.”

However, one analyst is upgrad-
ing his assessment of Hall.

"Until recently, we had Hall
rated as unattractive, but now we
have it rated neutral. It's still a
gamble, but the stock is now more
fairly valued," said Ira H. Malis,
securities analyst for Alex Brown
& Sons in Baltimore.

The broker's stock sold for $4 a
share on June 9 compared with
$12.50 on June 10, 1987. The stock
had sold for $14.63 per share on
Dec. 30, 1986 and fell to $2.88 per
share on Dec. 29, 1987.

While Hall still faces uncertain-
ties because of pending litigation,
the brokerage did settle several
legal disputes last year.

For instance, Hall in December
settled for $14.6 million a $150
million suit originally filed in May
1986 by Omaha, Neb.-based Mu-
tual of Omaha Insurance Co. and
its property/casualty subsidiary,
The Omaha Indemnity Co., against
Hall and two of its subsidiaries
(Bl, Dec. 7,1987).

The suit had charged Hall and/or
its subsidiaries with breach of fi-
duciary duties, breach of reinsur-
ance contracts and negligence in
connection with brokering reinsur-
ance programs for Omaha Indem-
nity. Some of the reinsurance was
placed with Union Indemnity.

AnNnd in February, Hall and St.
Louis, Mo.-based Safety Mutual
Casualty Corp. entered into an
agreement terminating a manage-
ment contract between SMCC and
Insurers Service Corp., a wholly
owned Hall subsidiary also based
in St. Louis. SMCC agreed to pur-
chase ISC through annual pay-
ments made over a 15-year period
(BI, Feb. 22).

In addition to Mr. Steinberg, Mr.
Pruitt, Mr. Bello and Mr. Harden,
Colby Hewitt Jr., vice chairman, is
also a principal Hall officer.

Mr. Steinberg is Hall's third
chief executive in the past three
years.

In August 1985, Hall Chairman,
President and Chief Executive Of-
ficer Albert J. Tahmoush resigned
under pressure and was replaced
as chairman and chief executive
officer by Executive Vp John F.
McCaffrey, with Mr. Pruitt becom-
ing president (Bl, Aug. 12, 1985).

Then, last July 31, Mr. McCaffrey
resigned and was replaced by Mr.
Steinberg.

The cash compensation received
by the five highest-paid Hall offi-
cers in 1987, according to docu-
ments filed with the Securities and

Exchange Commission, follows:
Peter T. Pruitt
John F. McCaffrey..
William C. Bartholomay .
Henry E. Froebel......................... $255,458
Holmes Harden..................... . $231,738

-By Linda J. Collins
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More and more of our

competitors are relocating

We never could match their cheap prices.
But then again, they really couldn't match our
underwriting quality or unsurpassed financial
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liability and excess property coverages that - - SM Here tOday

promise to indemnity our insureds for loss- Here tomorrow
i~ losses that we'll still be here to pay.
z Call the underwriting pros at General Star
e today..or tomorrow It's never too late.

General Star Management Company, Stamford, CT » Specialty underwriting for primary and excess risks through appointed surplus lines brokers
New York (212) 770-0150 - Chicago (312) 207-5400 » Los Angeles (213) 383-7734 » Stamford (203) 328-5700
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Rollins Burdick Hunter Co.

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

1987 1986

Premium volume. NA NA
Gross revenues . $223,500,000 $170,000,000
Brokerage: Retail. 80% 83%
Reinsurance. 3% 4%
Personal lines 3% 296
Services. 9% 6%
Invest income, 5% 5%

Employees. . .
Rev./Employee.
OfFfice=s ..

2,777 2,205
$80,483 $77,098
(=4 =4 65

Looking to enhance its image as

a large-account broker, Rollins

Burdick Hunter Co. has expanded

its operations through internal

growth, acquisitions and the ad-
dition of key personnel.

"We've positioned ourselves well

with the expansion of our offices

and/or skilled

people so that we

have a strong

ability to put to-

gether a connpre-

hensive package

for major cli-

said Pa-

ents,"

trick G. Ryan,

chairman and

chief executive
Mr. Ryan officer of the se-
venth-largest
U.S. broker.

"We've always been known as a
large-account broker and we've
built on and expanded that focus,"
explained Mr. Ryan, who also is
president and chief executive offi-
cer of RBH's parent company, Chi-
cago-based Aon Corp.

RBH President and Chief Operat-
ing Officer Arthur F. Quern agreed,
noting that often when servicing
large commercial accounts, mem-
bers of a team representing several
RBH divisions pool their expertise
to put the best package together.

"This teamwork concept is one in
which we really believe fundamen-
tally. It has worked well for us,"
Mr. Quern said.

In fact, Mr. Ryan said, the major
highlight for RBH in 1987 was that
it increased its market share in all
sizes of accounts it handles "at a
time when there was a lot of
pressure to do that" because of in-
creasing competition in the com-
mercial property/casualty insurance
market.

Mr. Quern described RBH's tar-
get client as a large, Fortune 1,000
corporation, though the broker does
service many clients in the "next
tier below the Fortune 1,000."

"We were able to expand our re-
lations with existing accounts and
still add new business" during this
highly competitive period, Mr. Ryan
said.

RBH's success is evident from its

1987 revenue growth. Gross reve-
nues jumped 31.5% to $223.5 mil-
lion from $170 million in 1986, the
largest percentage increase among
the 10 largest U.S. brokers.

RBH's pretax operating profits
rose 17.5% to $29.5 million in 1987
from $25.1 million in 1986.

The brokerage's revenues per em-
ployee rose to $80,483 in 1987 frorn
$77,098 in 1986, a 4.4% increase.
RBH employed 2,777 people at
year-end 1987, a 25.9% increase
from 2,205 employees at year-end
1986.

Some 80% of RBH's gross reve-
nues were generated by commer-
cial retail brokerage business, down
slightly from 83% in 1986.

Of the remaining 20% of RBH's
1987 gross revenues, non-brokerage
services like claims administration
and consulting accounted for 9%, up
from 6% in 1986; investment income
accounted for 5%, unchanged from
1986; reinsurance brokerage opera-
tions accounted for 3%, down from
4% in 1986; and personal lines ac-
counted for 3%, up from 2% in 1986.

Approximately 85% of RBH's re-
tail brokerage revenues are commis-
sion based, with the remainder
being fee based.

For the first quarter of 1988, Aon
reported that revenues for its in-
surance brokerage and related-ser-
vices operations, which includes
RBH, grew 27.8% to $65.9 million.
These operations' pretax operating
income grew 17.4% to $110.9 mil-
lion.

Mr. Quern estimated that acqui-
sitions accounted for about half of
RBH's revenue growth in 1987 and
that strong efforts to garner new
business were responsible for the
other half.

He explained that RBH has in-

Sentry Insurance can provide yourbusi-
ness withthe comprehensive coverage
you need to anticipate andavoidbiglosses-no

matter how the marketplace changes.
But volatile rates and second-rate service

creased its presence in certain geo-
graphic areas and expanded its ser-
vices. "We had the advantage of
being stronger in some places than
we had been in the past" as market
competition heated up, Mr. Quern
said.

"Most of the new business prob-
ably came from other national bro-
kers,"” Mr. Quern said.

As it had planned, RBH expanded
in several directions during the past
year, Messrs. Ryan and Quern
noted.

One of RBH's goals over the past
few years has been to assume a mi-
nority position in a Lloyd's of Lon-
don broker. That goal was realized
in March 1988, when RBH invested

canmake an insurance program fbll

in a new Lloyd's broker established
by several former key executives of
Lloyd's broker Stewart Wrightson
Holdings P.L.C. who resigned after
Stewart Wrightson was acquired
last year by Willis Faber PLC (Bl,
Nov. 23, 1987).

While Mr. Ryan declined to spec-
ify how large of a stake RBH holds
in the new Lloyd's broker-Nichol-
son, Chamberlain & Colls Ltd.-he
acknowledged that London esti-

mates pegging RBH's mvestment at
between 35% and 40% are not far

off base.

The investment is "working out
extremely well. We think they have
a real strong base of professionals
who are attracting other profes-

flaton its fdce.

sionals" to their organization, Mr.
Ryan said.

RBH has placed substantial busi-
ness in the London market for more
than 50 years, working with various
Lloyd's brokers based on an indi-
vidual client's needs, he pointed
out.

"Over the years, as U.S. brokers
have acquired ownership of Lloyd's
brokers, there has been pressure for
RBH to consider the same. We've
resisted that, because we like the
flexibility”" of working with differ-
ent Lloyd's brokers, Mr. Ryan said.

However, RBH recognized that at
some point it would need to in-
vest in a Lloyd's broker so it "would

Continued on nezt page

Fortunately; Sentry has what youneed

to deal with that, too. We're a Best A-rated

company offering great service, efficient

management and consistent rates designed

tokeep yourcostsboth predictable
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be firmly entrenched in that mar-
ket as it continues to contract,”
Mr. Ryan explained.

When the executives forming Ni-
cholson, Chamberlain & Colls ap-
proached RBH, the Chicago-based
brokerage saw an opportunity to
"have an anchor” in London while
still retaining flexibility, Mr.
Quern said.

"It was a fulfillment of our strat-
egy in a very effective way," Mr.
Ryan said.

Mr. Quern also pointed out that
the new Lloyd's broker is particu-
larly strong in aviation insurance,
an expertise RBH has been build-

ing expertise over the past two

and controllable.

Ifirouwant an insurance company that can
protect you fromthebigthings without

*W4ve politionld ouralive» well with the
expansion of our offices and/or skilled people so

that we havoa strong ability to puttogether a

comprehensive package for malor clients,' says
RBH Chairman and CEO Patrick G. Ryan.

vears.

Besides making the London in-
vestment, RBH also beefed up sev-
eral other areas of business.

Aon Corp. last summer acquired
Miller, Mason & Dickenson Inc., a
large employee benefits consulting
operation, to meet RBH's goal of

letting the little things get outofline, call us

at 715/346-6863.

We'll snap to attention.

increasing its employee benefits
consulting capabilities.

While the operation is a free-
standing unit, its results are in-
cluded with RBH's as part of Aon's
brokerage and related-services op-

erations.

Mr. Ryan said that RBH and

trusiness insurance, June ZU, 1966 /413

Miller, Mason "work closely to-
gether. We're very pleased with the
acquisition and expect it to be a
real growth part of our business."

RBH's small employee benefits
consulting subsidiary, Rollins
Brookfield Inc., is being merged
into Miller, Mason.

Mr. Quern said RBH's acquiisi-
tion in April 1987 of Jardine Emett
& Chandler's Los Angeles-based
Jardine Claims Management Inc.
division and its subsidiaries was
"the most significant factor"” in the
brokerage's 50% increase in its
claims administration and consult-
mg revenues.

The Jardine operations were
merged with RBH's Chicago-based

Sentry. Insurance

Stevens Point, WI 54481

National Accaunis Depariment

Self-Insurers Services Inc. claims

management subsidiary, Mr. Quern
noted.

While the two companies are still
integrating systems and restruc-
turing management, "having the
expanded national presence that
acquisition gave us has been an im-
portant part of getting SIS in-
volved in a number of opportuni-
ties where we had associations,
affinity groups or some other orga-
Nnization”™ in need of national
claims management capabilities,
Mr. Quern said.

Since SIS was already strong in
the central United States, while
the Jardine unit was strong on both
coasts, the acquisition provided
SIS with "a balanced geographic
spread,” he said.

RBH Senior Vp Roger M. Simp-
son Jr. was appointed president of
SIS in October 1987.

To strengthen its reinsurance
brokerage business, Cole, Booth,
Potter Inc., RBH's reinsurance in-
termediary sub-
sidiary, opened a
Boston office
earlier this year
and will open of-
fices in Chicago
aAanmnd Newvw vYyorkk — °
this summer, Mr.

Ryan said.

RBH also has
"put a lot of in-
vestment” into Mr. Quern
its affinity group
marketing efforts, including trans-
ferring employees from other Aon
Corp. subsidiaries and recruiting
-high-quality young people and
teaching them how to market af-
finity group programs,” Mr. Ryan
pointed out.

The unit has built a "state-of-the-
art telemarketing installation” in
Trevoise, Pa., to further its mar-
keting efforts and has several new
programs under development, he
said.

AnNnd, the broker in April opened
subsidiary RBH Management Inc.,
which Conducts captive feasibility
studies and offers captive manage-
Inent services.

"We see this as an expanding area
as our affinity group services con-
tinue to grow,"” Mr. Quern said.

Patrick H. Hughes, formerly pres-
ident of RBH's Scarborough & Co.
subsidiary, a managing general
agent that specializes in coverage
for financial institutions, was
named president of RBH Manage-
nnent.

Another acquisition made in the
past year strengthened RBH's pres-
ence in the Southwest and enhanced
its marine insurance capabilities si-
multaneously, Mr. Quern explained.

Last October, RBH purchased
Houston-based Adams & Porter In-
ternational Inc., a brokerage specia-
lizing in marine and energy risks.

Mr. Quern said "the real strength”
of Adams & Porter, which employed
125 people at the time of the acqui-
sition, "is in the caliber of the peo-
ple and their commitment to the
brokerage business.”

RBH also acquired a book of
Washington D.C.-based brokerage
business from Bayly, Martin & Fay
of Virginia Inc., a subsidiary of Fort
Worth, Texas-based Bayly Martin &
Fay International Inc.

Mr. Quern explained that BMF
decided to divest itself of that bust-
ness. "We had opened up a Wash-
ington, D.C., office and felt that
with the right kind of approach,”
the BMF book could be a "very
good" book of business for the RBH
office, he said.

And, in November Aon created
Ryan Risk Services Inc., which
"handles all of the outplacement of
reinsurance for Aon underwriting
facilities and works with other en-
tities within Aon, and specifically
within RBH, to develop programs
for associations, affinity groups and
large clients where reinsurance is a
major factor in completing the cov-
erage," Mr. Ryan explained.

Continued on next page
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Michael D. O'Halleran, former
executive vp of New York-based
reinsurance intermediary Thomas
A. Greene & Co. Inc., a subsidiary
of New York-based Alexander &
Alexander Services Inc., joined
Aon in November as president of
Ryan Risk Services.

RBH also has been working to
expand its U.S.-based interna-
tional operations through its Chi-
cago-based Rollins Burdick Hunter
International Inc. subsidiary, ac-
cording to Mr. Quern.

Last July, David M. Glantz, for-
mer vp and manager of the inter-
national department of RBH of II-
linois INnc., was appointed
president and chief executive offi-
cer of RBH International to further
this effort.

RBH also maintains a small of-
fice in Amsterdam to service Euro-
pean-based clients with U.S. oper-
ations, which Mr. Quern said is
doing "quite well."

1/LSUTUNCe, JUne ZU,
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When the executives forming Nicholson,
Chamberlain & Colls approached RBH, the
Chicago-based brokerage saw an opportunity

to'have an anchor' in London while still

retaining flexibility, Mr. Quern says.

Another highlight for RBH last
year and so far this year has been
its success in hiring several promi-
nent key executives.

For example, John F. McCaffrey,
former chairman and chief execu-
tive officer of Briarcliff Manor,
N.Y .-based Frank B. Hall & Co.
Inc., in March was appointed se-
nior vp of Aon Corp. and vice
chairman and director of RBH.

"John's principal role here is
with Aon," Mr. Ryan explained.
"His role at Aon, that of marketing
and new product development, ne-
cessitates his direct involvement in

various subsidiaries. Because of his

background, he is obviously
spending time in RBH."

"John's knowledge, his stature,
his capabilities when they're ap-
plied to new product development
and brokering opportunities, and
the insight he has into the insur-
ance industry are very valuable for
RBH and for the other Aon com-
panies," Mr. Quern added

Mr. McCaffrey's brothers,
Thomas and William, both former
Hall executives, also joined RBH in
March. Thomas McCaffrey, ap-
pointed special assistant to the

president, will assist Mr. Quern in
several production-related duties,
such as helping local RBH offices
establish sales management and
production plans. William McCaf-
frey was appointed president of
RBH of Michigan Inc. in Detroit.
Former Hall Executive Vp
George E. Corde joined RBH in
April as an executive vp overseeing
national property/casualty ac-
counts, market relationships, ac-
count production and Bermuda op-
erations. Mr. Quern called him a
"very talented broker who under-

stands how to bring all of an orga-
nization's resources to bear” on an
issue.

Other key executives who have
recently joined RBH are:

- Former Frank B. Hall (Ber-
muda) Ltd. President Robin
Spencer-Arscott, who last month
was named chairman of RBH's
Bermuda operations.

John Williams, Hall (Bermuda)
underwriting manager, also moved

SEABOARD HAS THE ANSVWVWER
FOR YOUR DIFFICULT RISKS

We have 'A" rated companies willing to write...

TRANSPORTATION RISKS:

Automobile Liability up to 100 unit fleets, Truck Physical Damage. Owner Operators,
Owned Fleets and Large Owner/Operator Programs, Unlimited Fleet Size

AND

We have facilities to underwrite (physical damage only):
Dumps, Tankers, Coal Haulers, Automobile Haulers, Scrap/Garbage Haulers

SUBMISSION REQUIREMENTS
(liability and physical damage)

» Last three years loss runs

« Current financial statement

« Complete driver list including: date-of-birth, license number and social security number

< Company and owner operator equipment, including values of equipment

» Types and values of cargo hauled

Also Consider Seaboard For Your Brokered Non-transportation Risks
(Primarily NC, SC, VA, TN, WV, MD, PA, OH & DC)

Commercial Umbrella

Primary and Excess, virtually all classes ($1,000,000 primary needed, if first layer).

Specialty Property

All Risks, DIC, Builders Risk, Cargo, High Valued Jewelry, EDP, Contractors Equipment, Primary and Excess.

NORTH CAROLINA 1-800-672-3644

JAAMGA 11

Specialty Products Liability

Minimum premium $40,000.

Architects/Engineers E&O, Lawyers E&O

Directors & Officers Liability

Profit, non-profit, banks, hospitals and new ventures.

Railroad Protective

Both admitted and non-admitted. Minimum premium $5,000.

9696Mt,3,&0.WJc.

A XEROX Financial Services Company

2732 Anne Elizabeth Drive

Post Office Box 659

Burlington, North Carolina 27215

COUNTRYWIDE 1-800-732-2673
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with Mr. Spencer-Arscott to RBH.

The addition of Messrs. Spencer-
Arscott and Williams "expands our
capabilities significantly. We've
been managing captives and doing
related broker activities. This re-
cent change brings us underwriting
management capabilities, which
rounds out the kinds of things we
want to do in Bermuda,” Mr.
Quern explained.

- Timothy Reath, former chief
executive officer of the Eastern re-
gion for San Francisco-based Jar-
dine, Emett & Chandler Inc., who
was named senior vp-Eastern re-
gion for RBH last December. Mr.
Reath is based in New York.

In addition to its expansion ef-
forts, RBH also has boosted its
marketing efforts to attract large
commercial accounts. RBH Senior
Vp Frederick Feldman was placed
in charge of a new Major Accounts
Support Team in March.

Mr. Quern explained that a
smaller version of this team has
operated from the Chicago office
for several years to regularly re-
view major accounts. "We decided
to expand that effort,” he ex-
plained.

The team is "a new tool we're
making available to all our offices
to help them present our array of
services to a prospect or an exist-
ing client in a way that fully ad-
dresses their needs and goes
directly to their problems-to show
them how we can respond creati-
vely," Mr. Quern said.

While RBH's typical accounts
are Fortune 1,000 corporations,
each RBH office is primarily re-
sponsible for defining the mini-
mum size client it will service, with
no established corporate cutoff,
Mr. Quern pointed out.

However, Mr. Quern also ack-
nowledged that if RBH finds that
an office has a concentration of
small commercial accounts, it may
discourage the office from devel-
oping new business of that size.

RBH had 66 offices at year-end
1987, up one from 65 offices in
1986. In addition to its acquisi-
tions, RBH is in the process of
opening an office in Kansas City,

Mo. It closed a small office in

Oklahoma City in the third quarter
of 1987.

Messrs. Ryan and Quern also
pointed out that Aon's corporate
name change from Combined In-
ternational Corp. last year has had
a positive effect on RBH.

Before the change, some RBH
clients and prospects mistakenly
believed that the broker was
owned by an insurer, because the
parent company's name was simi-
lar to its insurance company sub-
sidiary, Combined Insurance Co. of
America, Mr. Ryan explained.

"The name Aon has a much more
clearly defined mission and has
taken this uncertainty out of the
equation," he said.

The broker is facing only one
major lawsuit, which was filed ir

June 1987 by Cayman-based cap-

tive insurers Philen Insurance Ltd.
and Benodet Insurance Ltd. (B,
July 20, 1987).

The suit-which also names the
captives' broker, Frank B. Hall &
Co. Inc., and several other parties
-charges that RBH and subsidiary
Rollins Burdick Hunter (Bermuda)
Ltd. participated in a conspiracy to
divert the captives' funds through
a shell company that the RBH sub-
sidiary allegedly set up at Hall's
request.

Neither Mr. Ryan nor Mr. Quern
would comment specifically on the
case, but Mr. Ryan said he did not
expect the suit to have a material
negative impact on RBH.

The cash compensation of the top
officers of Aon Corp. in 1987, as re-
ported to the Securities and Ex-

change Commission, follows:
Patrick G. Ryan .... $658,447
Ronald K. Holmberg.... .... $359,846

$326,135

Raymond |. Skilling.
W. Clement Stone.......................... $300,000

-By Linda J. Collins
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American Eress Insurance Assodation

The PatdmrorkQuiltVs.
ur$ZMillionB]anket.

A single policy of $75 million over $25 million in excess liability coverage is now avail-
able from the American Excess Insurance Association.” We're a new facility comprised of
domestically admitted insurance companies. Within our policy you can avoid missing layers,
inconsistent language, offshore captives or disputes among multiple carriers.

You enjoy the benefits of one claim manager, one underwriting facility, one policy of
$75 million beginning at $25 million. You may choose $50 million or $25 million policies (also
in excess of $25 million) if they represent your top layer of coverage:

The members of the American Excess Insurance Association (you may have heard us
called the 'American Slip") are among the nation's largest and strongest insurance institutions,
with the capacity to finally bring stability, consistency and permanence to the excess liability
market. The association is qualified to do business in almost every state of the union.

Your premiums are tax deductible and there's no added investment or "reserve premium"

to lock you in. Our underwriting standards are designed to satisfy a broad spectrum of American
business.

If you're interested in the advantages of stable and uniform excess J'lis
liahility, coyerage, ask your broker or company agent to call this number:

American Excess
*Note: A few classes are restricted to $50 million in excess of $50 million.
Each member is severally and not jointly liable for its share, as speci fied in the policy, of any assumed risk. Terms and Insurance Association
conditions of coverage are as stated in the policy.

/Etna Life & Casualty, American International Group, CNA Insurance Companies; Chubb Group of Insurance Companies; The Continental Corp.;

Crum and Forster Insurance Organizations; General Accident Insurance, General Star National Insurance Company, Subsidiary ot General Re; The Home Insurance Company;
Insurance Company of North America, a CIGNA company; Maryland Casualty Company, a subsidiary ot American General Corporation, NAC Re Group;
Royal Insurance Company of America, a member company of Royal Insurance group; The Travelers, Zurich-American Insurance Group.

(Underwriting member companies: The/Etna Casualty and Surety Company; American Home Assurance Company; Continental Casualty Company; Federal Insurance Company;
The Continental Insurance Company; United States Fire Insurance Company; General Accident Insurance Company of America; General Star National Insurance Company;
The Home Insurance Company, Insurance Company o f North America; Maryland Casualty Company; North American Company for Property and Casualty Insurance;
Royal Insurance Company of America; The Travelers Indemnity Company; Zurich Insurance Company, U.S Branch.)
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Your clients choose you forthevery

same reasons you choose AOA ,

Trust
Service
Reliability
Knowledge

The consistencyardrel ability demonstrated j

byAviation Office of America isthe kind of
security you can sell your customers with

confidence arnrd Fride.
« Comprehensive Arport Liability Coverage

- Alircraft Hull and _ iabi Hy Coverage .

- fE=E=r

AVIATBNOFFICEOFAMERICA
|.zwe Field Termnal Building - Dallas. TX 15235

- Motion Productstiability Coverage
- Wbrkers' Compersation Coverage

Check us out far all other types
ofAviation Insurance.

Weke got you caverec

TFlex: 73363 or 732270 Fax: (214) 3561417

Regions: <ans<]s (14. <E Porsippony, g Allanta GA Dolla£ lit LosAn@eles, CA, San Fraresco. CA.

Arthur J. Gallagher & Co.

10 Gould Center, Rolling Meadows,

111.60008; 312-640-8500

1987

Premium volume. NA
Gross revenues. . . $134,656,000
Brokerage: Retail. 55.2%

Reinsurance.. 0.6%

Personal lines 1%
Services. 34.3%
Invest. income. 8.9%
Employees. 1,628
Rev,'Employees. $82,713
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1986
NA
$121,347,000
58%
0.5%
1%
31.3%
9.2%
1,494
$81,223
77

In an eye-catching show of bra-
vado in the midst of a competitive
market, several top executives at
Arthur J. Gallagher donned sun-

glasses at their recent annual
meeting to shield themselves from

Listen

It s what an employee benefits man
ager does You listen to employees asking for
a health plan with lower co payments and
better benefits You hsten to management
asking for cost control Then yoj try and
please everybody

That s when you need to st irt talkmg
to EQUICOR EQUICOR offers a con-plete
range of employee benefit options all we
need to formulate your benefit plan ts fto hear
from you

Tell us the numbers you re * orkir g with,
yourpnonties, managements budgetary goals,
and every other important factcr to be con
sidered Then let EQUICOR des gn a mique,
customized benefit package for your com
pany based on good hard listen.ng

Next time someone gives Fou ar earful,
think of EQUICOR And remerrber when
ever you need to talk about a benefib plan,

you ve got our ear

— L rik=li"1"/AI

EQUITABLE HCA CORPORATION

The Good Listener

the "glare" of a bright future.

While the softening of the com-
mercial property/casualty insur-
ance marketplace has dampened
some clients' enthusiasm for self-
insurance, many more are turning
to alternatives to traditional insur-
ance in an effort to insulate them-
selves from market cycles, said Ro-
bert E. Gallagher, the brokerage's
president and chief executive offi-

"The alternative insurance mar-
ket in which we play is growing
faster than our ability to keep up
with it,"” Mr. Gallagher said, ad-
ding that the company stresses
providing quality over increasing
its market share.

And, Gallagher's prominence in
providing self-insurance services,
which it markets on an unbundled
basis, means its
executives pre-
diet at least
partly sunny
skies ahead.

~n.addition,
8@8&)@4@%&« Q3>

positive develop- *4

ments in 1987,

such as the intro- Mr. Gallagher
duction of new

services, two acquisitions and the
listing of the company's stock on the
New York Stock Exchange.

Even with those successes, how-
ever, 1987 "was not a vintage year
by our high growth standards,"” Mr.
Gallagher said.

Gallagher's gross revenues in-
creased 11% to $134.7 million last
year from a restated $121.3 million
in 1986 following a pooled acquisi-
tion.

The revenue growth helped Gal-
lagher maintain its No. 8 spot for
the second consecutive year in the
Business Insurance ranking of the
largest U.S. brokers.

Although the broker's 11% reve-
nue growth was slightly higher than
the 10.2% average growth among
the other Top 20 brokers, it was less
than half of the 24.9% revenue in-
crease Gallagher recorded in 1986
and far lower than the 21% average
annual revenue gain the company
has produced over the past decade.

Lost business was partly to blame
for the restrained growth, Mr. Gal-
lagher said.

Gallagher experienced "a sub-
stantial increase" last year in the
amount of brokerage business lost
either to competitors or to clients
who retained more risk, he said.
Lost business increased to 7.5% of
gross revenues last year from the
typical 5% level, he added.

Like revenues, the increase in
Gallagher's profits last year was off
the pace of previous years.

Net income rose only 4.5% to
$16.2 million in 1987 from $15.5
million in 1986, compared with a
30% average annual increase each
year since 1978.

Earnings per share rose to $1.45
in 1987 from $1.38 the previous
yvear.

Rising expenses hurt Gallagher's
earnings. Expenses increased by
13.6% last year, compared with the
11% rise in revenues.

Earnings growth also slowed be-
cause Gallagher paid higher taxes
last year as a result of two acquisi-
tions in the high-tax jurisdictions
of California and New York, Mr.
Gallagher said.

Gallagher pooled the financial re-
sults of Joseph Bobba Co. Inc. of
Dublin, Calif., which Gallagher ac-
quired in August 1987 to strengthen
its northern California brokerage
operations. The newly acquired
company was renamed Gallagher
Bobba Inc. and relocated to Plea-
santon, Calif.

The firm was acquired in ex-
change for 241,990 shares of the
company's common stock.

Gallagher paid $1.2 million in
1987 to purchase New York-based
E&S Intermediaries Inc., which will

Continued on page 50
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allow Gallagher to enter the facultative rein-
surance brokerage market for the first time.
The unit was renamed Arthur J. Gallagher
Intermediaries Inc.

The E&S acquisition was reported as a
purchase.

Another highlight last year was the listing
of Gallagher stock on the New York Stock
Exchange.

Gallagher had to undergo a rigorous ex-
amination process before the exchange
agreed to list its stock, Mr. Gallagher said.
"It's one of the most exclusive clubs in the
world, and we are in it."

The listing gives the company greater
name recognition and will increase share-
holders' liquidity, he added.

Gallagher's stock had previously been sold
over the counter.

Gallagher also was winner in the court-
room during 1987. The 4th U.S. Circuit
Court of Appeals in Richmond, Va., ruled in
Gallagher's favor in a contract dispute in
which the city of Norfolk, VVa., sought
$858,000 from Arthur J. Gallagher & Co. of
Hlinois.

Gallagher previously had reserved $1.1
million to cover litigation expenses and any
portion of the judgment not covered by its
errors and omissions insurance.

The good news for Gallagher is continuing
through the first quarter of 1988. First-quar-
ter gross revenues rose 13.5% to $36.8 mil-
lion from $32.4 million in the first quar-

'Strong new business throughout the company, greater than

anticipated contingent commissions and expense control

disciplines were able to offset the continuing deterioration of

our renewal commissions, lost business and a 5% higher

year-over-year tax rate,' Mr. Gallagher says.

ter of 1987, while net income rose 16.9% to
$4.1 million from $3.5 million. Earnings per
share rose 6 cents to 37 cents.

"Strong new business throughout the com-
pany, greater than anticipated contingent
commissions and expense control disciplines
were able to offset the continuing deteri-
oration of our renewal commissions, lost
business and a 5% higher year-over-year tax
rate," Mr. Gallagher said.

But, "the reality of market conditions tem-
pers the usual euphoria experienced when
we have favorable results,” Mr. Gallagher
emphasized, noting that conditions in the
commercial property/casualty insurance
market will continue to worsen for brokers’
income in 1989.

The multifaceted services offered by Gal-
lagher are targeted to specific niches includ-
ing religious and fraternal groups, govern-
mental entities and educational and
non-profit groups.

In addition, the company targets a wide
range of commercial and industrial clients,

with some degree of specialization in food,
hotel and automobile industries, he said.

Gallagher provides unbundled services
and allows clients to freely select which ser-
vices they need as a way of attracting busi-
ness in the softening marketplace.

Commercial retail brokerage produced
55.2% of Gallagher's gross revenues in 1987,
down from 58% in 1986.

The retail business brokered by Gallagher
is primarily casualty insurance, followed by
slightly lesser amounts of property insur-
ance. Other lines of business-including ma-
rine and aviation insurance-make up very
small portions of Gallagher's retail book.

About 85% of Gallagher's retail brokerage
business is generated within the United
States.

Gallagher now operates three specialized
domestic brokerage units:

< Arthur J. Gallagher International Inc.,
which offers a wide range of overseas ser-
vices to international and U.S. multinational

clients.

- International Special Risk Services,
which provides clients access to domestic ex-
cess/surplus lines insurers and domestic and
international reinsurers.

- Gallagher Marine Services, which
places marine insurance and offers related
brokerage services.

Among its overseas brokerage subsidiaries
is Lloyd's of London broker Gallagher
Plumer Ltd. The London company brokers
both direct insurance and treaty and fa-
cultative reinsurance.

INn addition, the broker's Arthur J. Gal-
lagher & Co. (Bermuda) Ltd. subsidiary
offers clients access to the Bermuda market-
place. The Bermuda subsidiary also provides
offshore captive formation and management
services.

Removed from the ranks of brokerage op-
erations in 1987 was UIC Ltd., a joint ven-
ture incorporated in Delaware that provided
political risk consulting and brokering ser-
vices. It was sold because it did not mesh
with the company's other operations, Mr.
Gallagher said.

The bulk of retail brokerage revenues-
62.5%-was generated by commissions,
down from 64.8% last year. Some 37.5% was
generated from fees, slightly more than
35.2% in 1986.

However, a least 65% of Gallagher's gross
revenues are generated by accounts that
purchase some form of risk management ser-
vices from Gallagher.

Continued on nezt page
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Some 34.3% of Gallagher's 1987 gross rev-
enues were generated by selling services,
which is slightly more than the 31.3% of rev-
enues reported in 1986.

Three of the most profitable Gallagher op-
erations are service-oriented divisions:

- Gallagher Bassett Services Inc., the
largest contributor to service income, which
celebrated its 25th anniversary in 1987.

Gallagher Bassett provides self-insured
clients with an array of services, including
claims management, safety management, lit-
igation management, property appraisals
and computer information products.

"This service arm is the foundation of our
integrated approach to managing risks and
sets us apart from our competition,” Mr.
Gallagher said.

During 1987, Gallagher Bassett added or
enhanced several client-focused programs,
including: opening six new facilities to pro-
cess medical-only workers compensation
claims; creating a special team to improve its
investigation of serious liability claims: and
introducing a client satisfaction program in
which corporate executive officers perso-
nally contact clients.

In addition, Gallagher Bassett established
a separate unit to help meet the increasing
demand for risk management services inter-
nationally.

« Gallagher Risk Data Inc., which ties all
of the company's risk management services
together through its RISX-FACS Informa-

'Historically, the greatest periods of growth in the

employee benefit field have occurred during the

soft property and casualty markets. This

inverse relationship has a stabilizing effect on
Gallagher's earnings,' Gallagher's 1987 annual report says.

tion System and related products.

The division's SELEX-FACS product,
which allows clients to generate ad hoc re-
ports, was enhanced last year to allow a cli-
ent to create a tailored file of claim in-
formation on a microcomputer.

In addition, Gallagher Risk Data opened
an education center in Rolling Meadows, lll_,
to offer clients introductory, advanced and
customized courses. The free classes are--or
are close to being-filled for the rest of 1988,
even though clients pay their own trans-
portation and hotel expenses, Mr. Gallagher
said.

- Gallagher Benefits Services Division,
which specializes in human resources man-
agement products, including all types of em-
ployee benefit, deferred compensation and
tax shelter programs.

GBS, which lost $792,000 in 1986, was
"rejuvenated" last year and produced more
than $700,000 in pretax earnings. And, in the
first five months of 1988, it has generated an
$850,000 pretax gain.

The turnaround came through streamlin-
ing management, resolving computer-related
problems and plain hard work, Mr. Gal-
lagher said.

"Shareholders benefit from GBS's profit-
ability and its counter-cyclical relationship
to the property and casualty market," ac-
cording to Gallagher's annual report. "His-
torically, the greatest periods of growth in
the employee benefit field have occurred
during the soft property and casualty mar-
kets. This inverse relationship has a stabiliz-
ing effect on Gallagher's earnings."

The remainder of Gallagher's 1987 reve-
nues were generated by investment income,
which produced 8.9%, and personal lines in-
surance sales, which contributed 1% of reve-
nues.

While Mr. Gallagher is reluctant to list cli-
ents' names, Gallagher customers are known
to include such large companies as American
Honda Motor Co. Inc. of Gardena, Calif.;
Holiday Corp. of Memphis, Tenn.; Hartmarx
Corp. of Chicago; and Hyatt Corp. of Chi-
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cago

A typical client is a medium-sized business
that pays between $15,000 and $75,000 an-
nually in commissions. However, Gallagher
services both large and small clients with no
minimum commission.

"We would swim the Chicago River for a
commission-underwater!” Mr. Gallagher
chuckled.

The average commission rate on a me-
dium-sized account is 10% to 12.5%, he said.

Mr. Gallagher pointed out that the bro-
kerage's revenues have been hurt by the rise
in currency rates in countries like Britain,
where it has operations. As a result, strict
cost controls are in effect there and em-
ployees who leave are not being replaced.

Gallagher operated 79 sales and/or service
offices in 1987, two more than in the previ-
ous year.

And, in January 1988, Gallagher opened
an office in downtown Chicago, where the
company had been based before moving to
Rolling Meadows more than a decade ago.

Gallagher employed 1,628 people in 1987,
a 9% increase from 1,494 in 1986. Gross reve-
nues per employee increased 1.8% to $82,713
in 1987 from $81,223 in 1986.

Mr. Gallagher counted among last year's
disappointments a companywide manage-
ment hiring freeze that has been in effect
since January 1987. However, the company
still is seeking additional sales and market-
ing staff.

Continued on nezt page
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In addition, brokerage of group
health and life insurance programs
increased during 1987 as the bro-
ker bolstered its efforts in this

area, he added.

PROFESSIONAL
MALPRACTICE MARKET
FOR HOSPITAL AND
NURSING HOME
LLABILITY

However, "our excess and sur-
plus lines business is not growing,
but that is more a function of the
market. Also, this is a far more vol-
atile type of business," Mr. Brown
explained.

Other specialty service subsi-
diaries of Jardine Emett & Chan-

dler are:

* Glanvill Special Risk Insur-
ance Brokers Inc., which is a
wholesale brokerage specializing
in placing large, complex risks in
the excess/surplus lines markets.

» Pinehurst Management Co.
Ltd., which is a Bermuda-based
captive management company.

» Risk Management Inc., which
specializes in the development and
management of captives and self-
insurance programs.

Jardine Emett & Chandler's lar-
gest operations, which are in the
Los Angeles and San Francisco
areas, "continue to grow very ag-
gressively," along with the Chi-
cago, Houston and New York oper-
ations, Mr. Brown explained.

The broker has 32 offices, down
from 35 in 1986 due to the consoli-

. ) 41B|Q[EA%EE@%E&PA?E§<EES@ -\-?X\
UNDERWRITERS -4r r 1

Doran Excess Underwriters Inc
RO. Box 1417

Mechanicaburg, PA 17055
717-697-4626

Philadelphia 215-925-0265
Outside PA 800-233-9797
Telex 842-548

Fax # 717-697-7506

dation of two offices in New York
and Schenectady, N.Y., and the

completion of divestitures from
1986.

Jardine Emett & Chandler
opened three new offices in Dallas,
Philadelphia and Portland, Ore.
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While'there are more people who can play more
competitively in the marketplace, if anything, we're
putting pressure on others. We don't feel any
particular pressure' from other brokers, says
George W. Brown of Jardine Emett & Chandler.

"These new offices are what we
call 'scratch start' offices, where
we have hired key people to start
these offices," Mr. Brown said.

In addition, Jardine Emett &
Chandler acquired Honolulu-based
Self & Wong, which is a general in-
surance brokerage.

The broker's $20 miillion in di-
vestitures include operations that
were sold in 1986, such as claims
administration and mass market-
ing units, as well as sale of small
books of business, Mr. Brown said
(Bl, June 22, 1987).

Along with these activities, Jar-
dine Emett & Chandler imple-
mented a strategic plan under
which the broker expects, among
other things, to maintain a profit
margin equal to

or exceeding that -
of its competi- jf --7" :
tors, to grow in-ili Ih
ternally about /4 If
15% annually 71> 1

and to invest in — e .=k

pessenoel

incentive pro- Mr. Archer
grams.

In personnel development, Jar-
dine Emett & Chandler introduced
its "Professional Standards and
Procedures" program, which is an
audited performance program de-
signed to reduce the broker's ex-
penses, and its errors and omissions
exposure, said Mr. Archer.

"We're particularly proud of this
prograrn because its genesis canne
from the field," Mr, Brown said,
adding that the standards and per-
formance requirements in the pro-
gram were developed by the com-
pany's brokers and managers.

Compliance with various profes-
sional procedures, as well as out-
standing performance, earns em-
ployees rewards like
company-sponsored trips.

The program already is a success.
"The reduction in errors and omis-
sions losses reported companywide
just goes to show that loss preven-
tion works," Mr. Archer said.

This program is particularly im-
portant because "we have a decen-
tralized management structure that
puts tremendous emphasis on our
profit center managers. We really
are delegating quite a bit of au-
thority and activity to the field,”
Mr. Brown noted.

Jardine Emett & Chandler has
also "just embarked on a recogni-
tion system to highlight the perfor-
mance of our younger producers. In
the 'Golden Thistle Club,' producers
are rewarded not only with trips,
but they also are brought into exec-
utive committee meetings where we
can involve and listen to the young
people in our firm," Mr. Brown

said.

In addition to these programs, "by
late summer we will introduce a
human resources program that will
help us better manage our people
principally by better job definitions,
appraisals and evaluations," said
Mr. Archer.

Along with these programs, Jar-
dine Emett & Chandler also is mak-
ing several changes in its manage-
ment structure, according to the
executives.

And, four new members will be
added to the Jardine Emett & Chan-
dler executive committee: James L.
Stone, who is president of the bro-
ker's Midwestern division and se-
nior vp-corporate; Steven P. Tiberg,
who is president of specialty subsid-
iary, Risk Management Inc., in Los
Angeles and senior vp-corporate;

James Sobieski, head of the Los An-
geles attorneys unit and senior vp-
corporate; and William F. Poland,
senior vp-corporate.

"We've really concentrated on
bringing our groups together, from
a personnel point of view. We are
solidifying our offices so that we
can be a much stronger producing
organization. We consider ourselves
to be excellent in the area of ser-
vice," Mr. Brown asserted.

Mr. Archer acknowledged that
"there is a higher level of competi-
tion today than there was two years
ago. But, that's simply because two
years ago, the pressure was on to
keep your current business placed.
The softer rates are, the more heated
the competition."

But, while "there are more peo-
ple who can play more competiti-
vely in the marketplace, if anything,
we're putting pressure on others. We
don't feel any particular pressure"
from other brokers, Mr. Brown
added.

"Some 80% of our revenues would
come from accounts generating
$25,000 or more in commissions.
Our emphasis is in the middle point

of the middle market and up,” Mr.
Archer said.

More than 20% of revenues are
generated by fees, he said.

Jardine Emett & Chandler does
not participate in any commission
bonus programs with insurers,
though activities like this exist to
some extent in today's soft market,

Mr. Brown said.

"It's interesting that you tend to
see that manifest itself as the mar-
ket reaches the bottom of the price
cycle. If any of this type of activity
is going to occur, it's probably going
to occur in late 1988 and early 1989,
which is a sign that the market is
going to turn,” Mr. Archer ex-.
plained.

The broker began to notice rate
competition in the property insur-
ance market in late 1986.

Also, "there's clearly more capac-
ity for casualty lines in the world,
for a price. But those rates have sof-
tened selectively. And, the lower
end of the pricing scale, like the
package policies, have gotten more
competitive,” Mr. Brown said.

The effect of the soft market on
Jardine Emett & Chandler's opera-
tions has been that "it shifts the
emphasis from a heavy marketing
orientation to more emphasis on
sales and service. Management con-
centrates more on individual em-
ployee productivity," Mr. Brown
said.

In addition, "it's enabled us to
get coverage and limits for our cli-
ents that literally was unavailable
in the hard market. Another thing
is that the soft market also is prob-
ably the death blow to the claims-
made form, except for specialized
liability," commented Mr. Archer.

Jardine Emett & Chandler will
continue on its course of growth
and internal quality control, the ex-
ecutives noted.

"For the first quarter of 1988, rev-
enues are as planned and profits are
slightly ahead of plan," Mr. Brown
said, declining to provide details.

However, "the strongest thing
about the company is the excite-
ment we feel about our people. The
next several years will bode an ex-
citing growth period for us,"” Mr.
Brown predicted.

In addition to Messrs. Brown, Ar-
cher and Barton, key Jardine Em-
mett & Chandler officers include
Paul Hansen, chief financial officer,
and Leonard Lawrence, executive
vp

-By Donna DiBlase
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Bayly, Martin & Fay

International Inc.

201 Main St., Suite 1990, Fort
Worth, Texas 76102; 817-335-2048

1987 1986

Premium volume. NA NA
$79,400,000 $92,700,000
70.5% 70.8%
13.1% 10%

Gross revenues.

Brokerage: Retail.
Wholesale.

Reinsurance. 4.5% 5.9%

Personal lines 37% 36%
Services. 3.4% 3.8%
Invest. income. . 4.8% 5.9%
Employees..... 959 1,150
Rev./Employee. $82,795 $80,609
Offices. 36 a3

Bayly, Martin & Fay Interna-
tional Inc. is banking on movies,
music and gaming to bring some
merriment to revenues that are not
exactly reveling

The Fort Worth, Texas-based
company has jettisoned its ancil-
lary operations and now is focus-
ing on improving and expanding
its entertainment-related bro-
kerage business at a time when
revenues from oil and gas accounts
have fallen into a dry hole.

BMF Chairman and Chief Exec-
utive Officer Greg B. Kent ack-
nowledged that "this year, reve-
nues are going to be pretty tough
because of the soft market,"” ad-
ding that "we do have an inordi-
Nnate amount of business in oil,
which isn't growing as fast as the
rest of the lines of business.

"But thank God we've got gam-
ing and entertainment and those

that are grow-

1 1
< o
: 0
b
crease as much
as “we had
hoped,” but he
noted that BMF
Mr. Kent has "some ag-
gressive plans to
go out and produce business."

He said he sees the soft market as
"an opportunity to be able to go
and write more business. I'm not
going to kid you in that it also af-
fects revenues, but it is a good time
to be in the marketplace, to be per-
ceived by the carriers and the risk
management community that you
can do the things that are neces
sary to get the account.”

As a result of continued stream-
lining in 1987 and the softening
market, BMF's gross revenues
dropped last year to $79.4 million,
a 14.3% tumble from $92.7 million
in 1986.

The 1987 performance follows
growth of only 0.9% the year be-
fore from $91.9 million in 1985.

Last year, 70.5%, or $56 million,
of revenues came from BMF's com-
mercial retail brokerage operation.
That compares to retail brokerage
revenues of $65.6 million in 1986,
which comprised 70.8% of total rev-
enues.

Commissions generated 95.3% of
BMF's retail brokerage revenues,
while fees were responsible for 4.7%
of brokerage revenues.

Altogether, BMF sold or closed
13 of its small brokerage and an-
cillary operations in 1987. Six of
those were sold in the first half of
lastyear (BI, June 22, 1987).

Of the seven operations disposed
of in the latter half of 1987, two
were retail brokerages based in
Italy: BMF ltalia in Milan was sold
after about 21/2 years of operations;
and BMF Veneta in Padua was sold
about 18 months after it was
launched.

BMF also sold its retail opera-
tions in Kearney, Neb., Baltimore
and St. Louis during the second half
of the year along with Compensa-
tion Strategies, a San Antonio,
Texas-based company formed in

1984 to broker and administer life

insurance and deferred compensa-
lion plans. Compensation Strategies
also had a branch office in Costa
Mesa, Calif.

In addition, BMF closed the Wal-
nut Creek, Calif., office of Marir_Co
Inc., a wholesale operation that
markets municipal liability cover-
ages. MarinCo now operates entirely
from its San Antonio, Texas, office.

One retail office, in Oklahoma
City, was opened last year.

Altogether, BMF now has 24 re-

tail offices in 18 states.

"It's more efficient to manage the
offices that we niw have vs. :he
time it took to manage all the of-
fices we once had," Mr. Kent said.
"And we now are going to get down
to business and write a lot of new
business."”

The number of BMF employees
fell by 16.6% as a result of the res-
tructuring, to 959 at the end of last
year from 1,150 at the end of 1986.

Trimming the workforce along
with reduced revenues from opera-

Let's face i..

A good reinsurance company isn't measured
so much by its willingness to assume risk as its

ability to absorb loss. Something that could be-

Mr. Kent sees the

soft market as 'an

opportunity to be

able to go and write

more business.’

tions sold or closed resulted in a
2.7% gain in revenues per employee
to $82,795 last year from $80,609
in 1986.

Although BMF has said goodbye
to many of its employees who
worked in the sold or closed of-
fices, Executive Vp William A. Mi-
zell points out that the brokerage
still is interested in finding new,
top-quality personnel.

At a time when man> brokers are
trimming production staffs to re-
duce expenses, Mr. Mizell said BMF

has "expended a lot of time and ef-
fort in the last few months. .to em-

phasize that we want to hire good
solid producers and some account
executives.”

Mr. Kent said the pruning of
BMF's retail cperation "begins the
building process," for the broker.
"Obviously, the first thing we're
going to do is maximize our strength
areas."

That strengthening means putting
muscle primarily into entertain-
Inent-related areas. And that man-
date, Mr. Kent pointed out, means
changes in Los Angeles and New
York, where the enterta_nment busi-
ness thrives.

"So we're strengthening our Los
Angeles office." he nosed. "Enter-
tainment is the No. 1 priority there.
We have some large, major accounts
there that have enjoyed very good
service and we just wan: more large,
major accounts in that field.”

BMF is making "a major play into
the music industry” from its Los
Angeles location, said Mr. Kent. The
brokerage has hired a full-time pro-

ducer whose job is solely to generate
large-risk, music-related accounts.

The Los Angeles office has bro-
kered entertainment coverage for
such musical talents as VWhitney
Houston, David Bowie, Pink Floyd,
Duran Duran and Julio Iglesias (B,
Feb. 1).

In response to the booming gam-
ing industry, BMF has opened an
office in Las Vegas, Nev. That op-
eration joins other offices in the
prime gambling cities of Reno, Nev.,
and Atlantic City, N.J.

"Our office in Las Vegas will ob-
viously give us service capabilities
of some of those accounts that have
casinos in Atlantic City and also
have casinos in Vegas," said Mr.
Kent.

To further strengthen its position
in the entertainment field, BMF has
opened a New York branch of its
American National General Agen-
cies Inc., a wholesale operation spe-
cializing in entertainment business.

Continued on nert page
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ANGA also has offices in Los An-
geles; Denver; Phoenix, Ariz.; St.
Louis; and London.

ANGA serves as an underwriting
manager and holds an exclusive
marketing ar-
rangement with ys,

Chubb Corp, to GS» :

write entertain- ]«32

ment accounts on " A
the East Coast. , ¥ dl Al
ANGA and 4 :
Chubb already ¢-. -°1
had a similar ar- " - -
rangement for 3 I I
entertainment 111,-A
business gen-

erated on the Mr. Mizell

West Coast.

"One of the key reasons we
opened the New York operation is
that the Chubb dealt directly with
agents and brokers on the East
Coast before and now what they've
chosen to do is work exclusively
through us on those East Coast op-

erations as well as the West Coast,"
said Mr. Kent.

Mr. Mizell says getting the un-
derwriting pen from Chubb is
"quite a tribute” to the ANGA oper-
ation.

Mr. Kent agreed, and added that
gaining the ability to underwrite
entertainment business for Chubb
on both coasts is 'a rnajor, major
step in our overall plan of a grow-
ing entertainment operation."

He pointed out that not only does
ANGA benefit from the East Coast
arrangement with Chubb but, as a
result, ANGA also provides a mar-
ket for BMF's New York office to

place entertainment business along
with other retailers.

Wholesale brokerage business
contributed 13.1%, or $10.4 million,
of BMF's revenues in 1987, an in-
crease from 10%, ir $9.3 million,
in 1986.

Apart from ANGA, wholesale
brokerage revenues are generated
by San Antonio-Eased MarinCo.
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Our office in Las Vegas will obviously give us

service capabilities for some of those accounts

that have casinos in Atlantic City and also have

casinos in Vegas,' explains BMF Chairman and
Chief Executive Officer Greg B. Kent.

That operation has also seen
changes in the past year.

In 1987, MarinCo marketed mu-
nicipal liability coverage in an ex-
elusive agreement with National
Union Fire Insurance Co. of Pitts-
burgh, Pa., a unit of American In-
ternational Group Inc.

However, the wholesaler on Jan.
1 entered into a new agreement with
Reliance Insurance Cos. of Philadel-
phia to market the coverage, which
provides municipalities with $5 mil-
lion in municipal liability limits.

Although Mr. Mizell could not say
how many municipalities partici-

pate in the MarinCo program, he
said MarinCo ".oncentrates on
cities with populations under
150,000."

Mr. Kent said, "l guess the big-
gest thing that has happened with
MarinCo this year is that they're
now writing an occurrence form
policy instead of a claims-made pol-
icy."

He pointed out shat municipal li-
ability coverage was greatly res-

tricted during the hard market of
the Mmid-1980s. "When the market

started to soften a bit, we were able

to change carriers and get an occur-

For almost 75 years, we've stood firmly beside compare. The others may get anxious.

you through the best of times and the worst of

storms. And we'll continue to stand.

But we'll still be here.

S EMPLOYERS REINSURANCE

We encourage you to take your time and

5200 Metcalf, Overland Park, Kansas 66201

A General fleck Fina:ial Senices corFan.y

Employers Reinsumnce 607oration and its subsidiaries, with *es located in Atlanta / Boston / (Jlicago / Columbral Copenjuen / Houston / Lmdon / Los Angeles /New York / Philadelphia ' San Frandsco /Toronto

renee form, which we're very happr
about and should be a competitive
edge for us as well."

Around 4.596, or $3.6 million, oj
BMF's gross revenues in 1987 werg
attributed to reinsurance brokerage
operations. That compares to 5.9%
or $5.5 million, of revenues in 1986.

The drop in reinsurance revenues
reflects the general slump in thal
market, Mr. Kent explains, and the
decision to run off the business oOj

BMF's Reinco Intermediaries Inc.

a treaty and facultative reinsurance
intermediary based in New York.

BMF's other reinsurance opera-
tion, National Facultative Services
in Hoboken, N.J., has suffered from
a current lack of interest in faculta-
tive coverage but is "still very muck
in play,” said Mr. Kent.

"The problem obviously with th€
soft market is the carriers seem k
be taking more in-house,"” he re-
marked. "They're not buying as
much facultative as they were."

AN area BMF continues to de-
velop is providing risk managemenl
and brokerage services for com-
panies that are formed as a result oj
leveraged buyouts.

"We just placed a large one aboul
two weeks ago," Mr. Kent said ear-
lier this month. The account is :
new operation formed after the
buyout of a division of Oakland
Calif.-based Safeway Stores Inc.

Mr. Kent explained that when :
division of a major corporation i.
purchased, it can find itself withoul
risk management services. "That di-
vision is used to having a risk man-
ager, claims service person, loss
control representatives--a greal
network of communications. Whal
we do is go in and attempt to re-
place that communications networb

and also act as a broker.

"We're expanding that area anc
it's an area | think we'll be ex-

panding even more," he said.

Personal lines contributed 3.7% 01
BMF's 1987 revenues, about ever
with 3.6% in 1986. Non-brokerage
services, like claims administration
generated 3.4% of 1987 revenues
compared with 3.8% the year before
Investment income generated 4.89
of revenues last year, down frorr
5.9% in 1986.

Although BMF closed its two re-
tail offices in Italy, it has estab-
lished a new presence in Europe
after Internike, a London-based af-
filiate of the Nikols Group in Milan
Italy, purchased a 30% interest ir
BMF (BI, Nov. 2, 1987).

"In December of 1987, we issuec
a substantial amount of stock ir
exchange for cash" to bring in In-
ternike as a new shareholder, Mr
Kent explained. The deal was :
"new equity” arrangement that ex-
panded BMF's capital base by 40%
Mr. Kent said, adding that the cap-
ital is earmarked to fund futurg¢
growth at BMF.

BMF plans to create a new en-
tity, possibly in the Netherlands, tc
handle international business gen-
erated by the Nikols Group in Eu-
rope and BMF in the United States.

Nikols, with revenues of aboul
$28 million in 1987, has 10 offices
in Rome, Florence, Bologna, Turin
Verona and Padua, ltaly.

Mr. Kent said BMF aims to builc
a strong international brokerage op-
eration, but adds that that goal it
"step two after getting the U.S
going strongly."”

Besides Internike's ownership in-

terest, BMF employees-includinE
Mr. Kent and Mr. Mizell-own an-

other 30% of BMF and Bass Broth-
ers Enterprises Inc. of Fort Worth
Texas, famous for its oil holdings
owns 30%. The remaining 10% oj
BMF's ownership is held by prior
management, including former BMF
President Joseph N. Tate.

Apart from Mr. Kent and Mr. Mi-
zell, principal officers of BMF are
Jimmy N. McDonald, president anc
chief operating officer; Samuel Al-
corn, senior vp; Gary Rogers, vp-fi-
nance and treasurer; and Anthonb
G. Harris, vp-general counsel.



90 / DUSI76€66 /766Ut-UNCE, JUlle LU,

11

Republic Hogg Robinson Inc.

177 Milk St., Boston, Mass.
02109; 617-542-5200

1987 1986

Premium volume. NA NA
Gross revenues.. $57,775.000 $48,035,000
Brokerage: Retail. 70% 64%

Personal lines 10% 14%
Services. 18% 20%
Invest. income.... 2% 2%
Employees. 751 671
Rev./employee. $76,321 71,587
COfFffFfice = _ = 31

The softening commercial prop-
erty/casualty insurance market has
not interfered with Reublic Hogg
Robinson Inc.'s growth.

The Boston-based brokerage re-
ported gross revenues of $57.8 mil-
lion in 1987, a 20.3% increase from
$48 million the previous year. That
allowed Republic Hogg Robinson

1

;100

to hold on to its position as the
11th-largest broker in Business In-
surance's 1987 ranking of the 20-
largest U.S. brokers.

"Frankly, we have hit our bud-
gets for four or five straight

years," said RHR President and
Chief Executive Officer Charles E.

Keller.
For instance, the 1987 revenue
growth came on the heels of a 31%

increase in revenues during 1986.
Revenues increased 11.6% in 1983

to $28 miillion; 9.4% in 1984 to.

$30.6 million; and 19.8% in 1985
to $36.7 million.

The key to this steady growth,
according to Mr. Keller, is stick-
ing to what the company does best:
retail brokerage.

"All brokers are becoming more
sophisticated. But the job of the
broker is to find the best coverage
or the best insurance services for

his client. Sometimes brokers

think they can outflank everyone
by doing it themselves and have

'It is much more difficult' for a broker to grow in a

soft market, acknowledges Charles E. Keller,

RHR's president and chief executive officer.

However, 'we are determined to show an increase

in revenue growth regardless of the market.’

gotten into some risk-taking areas.
But | see a return to basics," said
Mr. Keller.

In fact, RHR sold its newly ac-
quired 50% stake in New York-
based HRG Intermediaries Inc., a
reinsurance broker.

Last year, RHR bought half of
HRG Intermediaries from its par-
ent, London-based Hogg Robinson
& Gardner Mountain P.L.C., which
retained the other 50%.

"It was not a successful venture
and we gave it back at the end of

the year," said Mr. Keller, without
further comment.

ILLINOIS INSURANCE EXCHANGE

STRENGT

IN NUMBERS

Republic Hogg Robinson's in-
creased emphasis on retail bro-
kerage is evident by the break-
down of its revenues: Commercial
retail brokerage operations gen-
erated 70% of the company's gross
revenues, or $40.4 million, up from
64%, or $30.7 million in 1986, de-
spite the softening market.

"Our property/casualty business
seems to be growing more quickly
than the other businesses,"” said
Mr. Keller.

One factor in the increase in bro-

kerage revenues is that RHR is
placing insurance for larger eli-

The lllinois Insurance Exchange is one of the strongest and best-managed
property and casualty insurers in the United States.

That statement may surprise you. But we can prove it.

In 1986, we were among the top ten surplus lines companies in total admitted
assets; policyholders' surplus; gross, direct and net written premium; and net

operating income; and in the top third in combined ratio and NWP/PHS
and GWP/PHS.

How will we compare this year? We can't wait to find out. Here's how we did:

Gross Written Premium

Direct Written Premium

Net Written Premium

Net Operating Income

Total Admitted Assets

Policyholders' Surplus

Combined Ratio

NWP/PHS (to 1)

GWP/PHS (to 1)

DWP/PHS (to 1)

$238,974,657

204,876,511

141,766,441

3,561,280

352,248,259

92,708,661

97.0%

1.53

2.58

2.21

How do we manage to do so well? With experienced and thorough under-

writers, imaginative products and strong internal controls and regulatory

standards to protect insureds and reinsurers.
Let us show you why you, too, should use our capacity for unusual and hard-

to-place risks, write excess of our insurance and reinsure our book of business.
Call or write President James M. Skelton for our booklet, "How We Compare."
You may be pleasantly surprised.
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ILLINOIS INSURANCE EXCHANGE

All the protection you need
175 West Jackson Boulevard Suite 1234 Chicago, lllinois 60604
(312) 939-2400

ents.

"We are doing more larger ac-
count business,”
adding that the company now has
several accounts that each gen-

erate more than $500,000 in annual

commissions.

said Mr. Keller,

The better job a brokerage does,
the bigger clients it attracts, ex-
plained Mr. Keller. And, larger cli-
ents produce more revenues for
RHR, which generates 96% of its
retail brokerage revenues from
commissions and 4% from fees.

The average RHR client gen-
erates about $50,000 to $75,000 in
commissions, Mr. Keller said.

"It is much more difficult” for a
broker to grow in a soft market,
Mr. Keller acknowledged. How-
ever, "we are determined to show
an increase in revenue growth re-
gardless of the market.”

A 5% increase in net new busi-
ness revenues also helped RHR to
grow, said Mr. Keller. And, for the
first quarter of 1988, new business
is up 10% over first-quarter 1987,
he said.

The fact that RHR is handling
larger clients whose brokerage
needs may be more complex than
its smaller customers is putting in-

creased emphasis on RHR's special
services division.

The division-which was formed
m 1986 and handles all captive and
risk retention
group work for
RHR clients, as
well as helps .
place U.S. risks
for foreigm mul-—

just now taking AIllIITIIIEV

shape, explained

M. Renwick Sev- Al
— E n

Mr. Keller

erance, vp-spe-
cial services.

TOne of the

missions of the special services divi-
sion is to improve and pull together
our resources corporately and na-
tionally in the area of captives, risk
retention groups and other sophisti-
cated risk management techniques,”
he explained.

According to Mr. Severance, the
soft market has not damaged the
captive market.

"As a general rule, when some-
one has gone to the effort to set up
a captive or made a real commit-
ment to a form of alternative risk
financing, they tend to stick with
it," he said.

However, the soft market does
slow the formation of captives and
risk retention groups, he explained,
pointing out that RHR has not yet
formed any captives for its clients
since the division was formed.

Republic Hogg Robinson hopes
within the next year to activate a
captive management facility in Ber-
muda or subc6ntract for captive
management services.

Captives "are used less aggres-
sively, but they are still there,"” Mr.
Severance said.

"People like to control their own
destiny," said Mr. Severance. "And
if the captive concept works for the
company that has one, they see it
as a form of insulation against the
market cycles."

The special services division is
"also handling what might best be
described as reverse-flow business:
coordinating international business
that is actually U.S. business com-
ing out of Hogg Robinson in the
U.K.," he pointed out.

Mr. Severance said the weak U.S.
dollar is prompting businesses
based worldwide to target the
United States for expansion. For-
eign-based companies are either ac-
quiring U.S. companies or they are
starting operations in the United
States from scratch, he said.

Either way, the company has in-
surance needs that can be handled
through the special services divi-
sion, he said.

"We would like to think there
isn't any kind of business we
couldn't handle,” he said.

Continued on page 60



You may qualify for

The most comprehensive
construction insurance
and services program
ever built.
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CARMA stands for Contractors of CARMA is available coast-to-
America Risk Management Associa-  coast exclusively through those

tion and the construction industry professional agents and brokers who
has never seen anything like it. The specialize in serving contractors. For
construction specialists at Gow & more information call Tim Gow,
Hanna custom-designed this innova- Tony Mastrolia or Jerry Harley at our
tive insurance and services program Large and Special Risk Division,

for medium to large contractors 1-800-248-LASR.

including:

Trades—all tiers Project Owners

Only CARMA offers the GOW & HANN A, INC.

Highway & Heavy Aggregate & Ready Mix ! !!!I
General Contractors  Suppliers ]
Construction Managers Developers W

combination of: 3 .

cimes : Bright minds focused on results.
High Limits Innovative Coverages
Specialized Forms Complete Wrap-Up Package 100 Maiden Lane/New York, New York 10038
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Surety Coordination Program New York/Houston/Cleveland/Denver/ Buffalo




UusSIneSs Insurance,

Continued from pa said Mr. Keler. million in 1£86. J. Welsh, vp-acquisitions and trea-

Another factor ste CIA has two offices: New York PGSC, with nine offices under  surer.

RHR’s il broxerage es  and San Jose, Calif. the sup ion of Senior Don- Instead, the broxerage bought
the J 1, 1987, acquisiticn o Gross rev: producad in 1987 ald A. Benyezs. two agenci s where it was

> it Insurance Associat > from other 0 : ¢ 1 lines acco ed for 10% alreedy e i

of ; public Hogg Robinso p In July 1987, the brokerage pur-

credit insurance to U.S. marufac- third-party 10 in 19&6, wkile investment income chased McCutchen, Bradshaw,

turers shipping goods out of the for self-insure 01ga § 1 accounted for 2% of 1987 ravenues, Dirr Inc. in Deerfie

country. ary Penn Geaeral Services EPs, the same as in 1986. ‘

CIA revenues, which are in- dropped to 18% of RHR's overall Wtkile EH=R hoped to expand g asus gency,
cluded in RHR's retail brokerage gross revenues from 20%, even  graphically, no potential acquisi- will be merged into RHR's office in
operations, accounted for approxi- though revenues from PGSC in- tions ir new areas of the country Bcez Raton, Fla. Mr. Welsh ex-
mately 2% of RHR total revenues, creased to $10.2 million from $9.8 fit the RHR mold, explaired . plained

Indust
Speqifg
Solutions

Industry
Specific
Problems

BRI COVERAGE CORP.

156 William Street New York, NY 10038 212 233 7171

And, on Jan. 1, RHR purchased
Garson-Blau Inc. in Cleveland, an-
seneral property/

. Garson-Blau 11 be
with RHR's office in Pep-

adding s

through acqu
where the broker already 2S-
tablished, RHR enables its regional
managers to concentrate more on

ional affairs rather than just
C in one office, ex-
plained Mr. Keller.

For example, the acquisition of
Garson-Blau will enable Senior Vp
Donald F. Bercu to become more
involved in developments affecting
the entire RHR Midwest region,
rather than just those impacting
the Cleveland operations.

Similarly, in January 1987, when
the broker purchased The Globe
Agency in Farmington Hills, Mich.,
it freed Mr. Beny who had been
manager of the Detroit office, to
take control of PGSC.

The only office that was closed in
1987 was a small Penn General
Services office in Falmouth,
Maine. RHR maintained the same
number of offices in 1987, though,
by opening a new office in ¢
Diego.

Many of RHR’s 31 offices
cialize in brokering certain risks.
For example, the New rk office
specializes in fine arts and ocesz

‘We would like to
think there isn’t any
kind of business we

couldn’t handle,’
says Mr. Severance.

cargo insurance; the Burlington,
N.C., office specializes in trucking
insurance; the Boston office spe-
cializes in Chinese-owned busin-
e the Los A office
cializes in Japan-ba

and the Philadelph

cializes in ener

surance.

RHR commercial brokerage of-
fices are located in Arizona, Cali-
fornia, Florida, Georgia, Hawaii,
Massachusetts, Michigan, North
Carolina, hio, Pennsylvania,
Texas and Virginia.

In addition, Republic Hogg Ro-
binson is a licensed excess/surplus
lines broker in each of the 12 states
in which the company has opera-
tions.

The size of RHR's staff increased
12.8% to 757 employees at year-
end 1987 from 671 a
Revenues per employee increased
6.6% to $76,321 in 1987, from
$71,587 the previous year.

In another development, Repub-
lic Hogg Robinson’s British parent
last summer split its insurance
brokerage and travel services divi-
sions into two separate companies
(BI, June 29).

As a result Mr. Keller is now on
the board of directors of Hogg Ro-
binson & Gardner Mountain
P.L.C., the name assumed by the
brokerage operations after it split
from Hogg Robinson Group P.L.C.,
but no other changes resulted from
the spinoff that affect the U.S. op-
eration.

London-based Hogg Robinson,
which had owned 50% of Republic
Hogg Robinson, purchased the
other 50% in June 1985 from LTV
Corp. of Dallas.

Other changes in management
include the addition of Eugene
Oberdorfer II, senior vp in the At-
lanta office; and Christopher Van
Curan, senior vp-finance

Other members of senior man-
agement include Arnold Bergson
chairman; Louis S. Kohn, seni
vp; James Kahn, president of Pen-
sion Planning Co.; and William J.
Nietschmann, senior vp.

—By Stacy Adler
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Hilb, Rogal & Hamilton Co.

6630 W. Broad St., P.O. Box
11027, Richmond, Va. 23230-1027;
804-289-5300

1987 1986

$219,000,000 $183,200,000

Premium volume.

Gross revenu,1, $36,097,000 $30,576,000*
Brokerage: Retail. 70% 70%

Personal lines 27% 27%
Invest. income. 3% 3%
Employees. 170 aso~
Rev./Employet, $77,826 $79,984
Offices. = - =

* Restated.

Paced by strong, new growth and
acquisitions, Hilb, Rogal & Hamil-
ton Co.'s first year as a publicly
owned brokerage also was its best
vear ever.

Gross revenues climbed 18.1% to
$36.1 million last year from $30.6
million in 1986, while net income
surged ahead 87.9% to $3.4 million
from $1.8 million.

Hilb, Rogal & Hamilton's earn-
ings equaled $1.10 per share in
1987, up frorn 66 cents per share
the previous year.

"It was a good year, a rewarding
year with a lot of hard work put in
by our employees. The results were
very gratifying,"” said Robert H.
Hilb, president of the Richmond,
Va.-based brokerage.

The high level of growth racked
up in 1987 is part of an impressive
five-year track record in which rev-
enues and earnings each year have

4 Surpassed the
previous year's
level.

Indeed, last

h*1425 years.revenues

ble Hilb, Rogal &

- Aa Hamilton's 1983

" *f revenues of $18.9

million, while its

Nnet income of

$3.4 miillion

compares with a
$349,000 loss in 1983.

That consistent, high level of

growth has enabled the company to
move into and maintain the No. 12

Mr. Hilb

position in the Business Insurance
ranking of the top U.S. insurance
brokers from the No. 17 position it
held in 1983.

Hilb, Rogal & Hamilton also held
the No. 12 slot last yvear.
A key factor in the company's
growth has been a clear perception

of knowing where to carve a niche
in the market.

Since its creation in 1982 after
separating from its former parent,
Continental Financial Services
Corp., Hilb, Rogal & Hamilton has
targeted small to medium-sized ac-
counts-those generating between
$50,000 and $250,000 in annual pre-
miums-in communities where its
staff has strong ties.

"In those local markets, our peo-
ple are the experts. Key players in
all HRH agency cities have the
roots, family ties and background
to be totally accepted in their cities.
They are involved leaders in their
cities," the company said in its an-
nual report.

"Key personnel within each
agency have insurance-related pro-
fessional credentials. They also
know the influential professionals
and fellow leaders up and down the
main streets of their cities,"” the re-
port continued.

And, in 1987, Hilb, Rogal & Ham-
ilton extended its presence on more
cities’' "main streets."”

Last year, the company made
three acquisitions: Commonwealth
Property & Casualty in Richmond,
Va.; Cowand Insurance Agency in
New Orleans and Rice Insurance
Agency in Tampa, Fla.

This year, Hilb, Rogal & Hamil-
ton already has made nine acquis-
itions.

In January, it acquired Crawford
& Mitchell Insurance Services in

Dallas, Freeman & Associates Inc.

in Fredericksburg, VVa., and T.O
Mayer & Associates Inc. in Luthers-
ville, Md.

Then, in April, the company ac-
quired Cannon-Treweek Agency
Inc. in Gainesville, Fla.

Last month, Hilb, Rogal & Ham-
ilton acquired five additional agen-
cies in the Dallas-Fort Wortn area
Cy Blackburn Insurance Agency
Inc., Don Jordan Insurance Services
and Wade Insurance Agency, Ben-
son Insurance Agency Inc. and Ben-
son-Cox Life & Employee Benefits
Inc.

Most of these acquisitions share
a common theme: The agencies re-
cently brought into the Hilb, Rogal

& Hamilton fold tend to have be-
tween $1 million and $2.5 million in
revenues with strong producers.
"The acquired agencies have long
ties to the community, strong pro-
ducers and a healthy percentage of
personal lines business," Mr. Hilb

said.

Some of the acquisitions had spe-

'We are searching diligently for acquisitions

to complete our geography. We have prospects

in seven or eight Western cities.

. .and

we'd like to get into the Midwest a little bit more,’
says President Robert H. Hilb.

cial attractions. For example, Free-
man & Associates' Fredericksburg
loca ticn is convenient to Hilb, Rogal
& Hamilton's Richmond headquar-
ters and also gives the company a
greater presence in its home state of
Virginia.

T O. Mayer in Luthersville, Md.,
is near Baltimore, which is ex-
per]Encing an economic renaissance,
and has given Hilb, Rogal & Hamil-
ton a presence in Maryland for the
firs: time.

The company's Texas acquisitions
present more of a risk, though one
well worth taking, according to Mr.

Ir'1'f

Hilb.

He acknowledges that portions of
the Texas economy are in poor
shape, citing the troubles Df the oil-
related services and banking indus-

tries.

"But we don't feel that the insur-
ance business is in dire straits in
Texas, especial_y if you are not
much involved in oil or banking,"
Mr. Hilb said.

Indeed, Hilb, Rogal & Hamilton's
Texas acquisitions have a healthy
percentage of personal lines busi-
ness-generally 25 % to 30%-with-
c,ut a heavy preponderance of oil-

related accounts.

And, buying now, when the Texas
economy is at low tide, gives the
company a running start as the eco-
nomic climate improves, Mr. Hilb
explained.

"Everything we've read and heard
tells us that things have bottomed
out in Texas. If that is true, we think
we are well-positioned for good
growth," he said.

More acquisitions are on the hori-

"We are searching diligently for
acquisitions to complete our geo-
graphy. We have prospects in seven
or eight Western cities. .and we'd
like to get into the Midwest a little
bit more," Mr. Hilb said.

The company now has offices in
21 cities in the following 13 states:
Florida, Louisiana, Georgia, Mary-
land, Alabama, Virginia, Connecti-
cut, (Ohio, North Carolina, Michi-
gan, Pennsylvania, California and

Texas.

Continued on nert page
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Mr. Hilb said that the bro-
kerage's acquisition bent is driven
by a desire to be better, not just
bigger.

"The right types of acquisitions
make us that much stronger,"” he
said.

Aside from acquisitions, growth
raced ahead last year because of an
aggressive sales staff. For example,
last year there were 46 qualifiers in
the company's sales production
contest, up from only 32 in 1986.
For exceeding sales targets, win-
ners are offered various prizes, in-
cluding cash and trips.

"The sales staff is very competi-
tive. A contest leads them to work
a little bit harder and bring in bet-
ter results,” Mr. Hilb commented.

Still, there was some buffeting
at Hilb, Rogal & Hamilton last
yvear.

The company's stock, after its
public offering on July 15, 1987, at
$11 a share, dipped as low as $7.25

The increasingly competitive market means, 'Our

sales staff has smiles on their faces. Two years

ago, there were cases where you found no one

willing to write anything. Now, insurers are coming

to us looking for new risks,' says Robert H. Hilb.

following the October stock market
plunge.

After the crash, Hilb, Rogal &
Hamilton purchased 102,000
shares of its stock in the $8.75 to $9
per-share range.

"We felt that the shares at that
price were as good or a better in-
vestment than making an acquis-
ition,” Mr. Hilb said.

That assessnnent has proved on
the mark. The stock has recovered
and, as of June 9, it was trading at
$11. Hilb, Rogal & Hamilton stock
is traded on the NASDAQ national
over-the-counter market.

While the company does not
make earnings projections, Mr.
Hilb notes that analysts have pro-
jected that Hilb, Rogal & Hamilton
should earn $1.30 a share this year
compared with $1.10 per share in
1987.

"We think that is a good
projection," he said.

Mr. Hilb notes, though, that
business has become very competi-
tive since January. "Pricing on re-
newal business has been soft,"” he
said.

Predicting how soft the market
will get is a difficult call, he ac-

Daa#7662*6

knowledged.

For example, at a recent meeting,
there was a wide diversity of opin-
ion among company executives on
the direction the market will take
in the future.

"Some said the market will get
as soft as it did in the early 1980s.
Others said that that by the time
insurers realize how much more in
taxes they will be paying under the
Tax Reform Act of 1986, they will
stop premium cuts,” Mr. Hilb ex-
plained.

But an increasingly competitive
market means, as Mr. Hilb put it,
"Our sales staff has smiles on their
faces. Two years ago, there were
cases where you found no one will-
ing to write anything. Now, insur-
ers are coming to us looking for
new risks.

"Risks can be marketed with a
number of insurance carriers that
have fine programs."”

Hilb, Rogal & Hamilton does
business with more than 100 insur-

Effective risk management
starts with effective loss control,
one of our specialties at Hartford

Specialty.

Our philosophy is simple -
we'd much rather prevent a loss
than process a claim.

Hartford Specialty employs
over 400 loss prevention consul-
tants throughout the U. S. As
a result, no matter where you're
located, or how many locations
you have, one individual coordi-
nates all your loss prevention

needs.

Each consultant is backed

up by trained specialists who can

help you identify, analyze, and eli-
minate the safety hazards unique

to your operation - from the com-
mon to the complex.

And in addition to the talent,
we've got the tools. Our fully
automated loss reporting sys-
tems offer a variety of formats
designed to give you the precise
information you need, when you

need it.

Add to all this a full spec-
trum of reference materials and
access to a computerized loss
control library.

For more information con-
tact your broker or the nearest
Hartford Specialty office.

We're ready right now to

start helping

your company Test Our

wm its duel

with loss and

liability.

Response
Abil14.

SPECIALTY

The insurance People of I I I

1766U, UNCE, JUile ZU, 1300 / Ua

ance companies. Major insurers in-
clude: USF&G Corp.; Crum & For-
ster; Aetna Life & Casualty Co_;
Hartford Insurance Group; Cincin-
nati Insurance Co.; The St. Paul
Cos. Inc.; Travelers Insurance Co.;
Great American Insurance Co.; and
Continental Corp.

"Companies want to do business
with us. They recognize we have a
system that delivers quality, vol-
ume business,” Mr. Hilb said.

While Mr. Hilb said there has
been talk of bonus commissions
from insurers, nothing has yet
come of it.

"We really don't want a one-
shot, bonus-type arrangement. We
look for long-term relationships
with our carriers,” he pointed
out.

While the soft market may de-
press premiums in the short run,
Mr. Hilb believes the company is
well along in its game plan to in-
crease revenues by 15% and profits
20% annually over the next five
yvears.

The company's annual report
points out that while it is not im-
mune to the effects of pricing
shifts, Hilb, Rogal & Hamilton is
partially insulated because 27% of
its business is generated from per-
sonal lines.

"These are not as susceptible to
price fluctuations as the commer-
cial business," the annual report
observes.

Commercial retail brokerage
contributed 70% of Hilb, Rogal &
Hamilton's 1987 gross revenues,
while the remaining 3% of reve-
nues is generated by investment
mncome.

"Although a softness in rates has
begun, the company's revenues
from commissions and fees should
not be adversely affected in 1988
due to the company's acquisition
strategy and new business pro-
grams," the company's annual re-
port adds.

Hilb, Rogal & Hamilton almost
always is compensated on a com-
mission basis, with only 1% of
gross revenues generated by fees.

With recent acquisitions, Hilb,
Rogal & Hamilton now has 550 em-
ployees, up from 470 at the end of
1987 and 430 in 1986.

If- revenues of companies ac-
quired in 1987 were included for
the full year, 1987 gross revenues
would total $40.1 million, explains
the company's annual report.

While the property/casualty in-
surance market is softening, there
are no anticipated staff cuts or hir-
ing freezes. "Nothing on the hori-
zon indicates that things will get so
severe that we'd have to get into
that kind of thing,"” Mr. Hilb said.

In addition, the company be-
lieves it has expenses well unde
control. Total operating expenses
in 1987 rose 12.8% to $30.4 miillion.
That compares to an operating ex-
pense increase of 20.2% in 1986 to
$27 million.

One of the founding members 01
the company, David W. Hamilton,
retired in 1987 from his position as
executive vp. He continues as a
director.

"Dave Hamilton is the epitome
of the Southern gentlemen. There
is no finer person | know of in the
insurance industry. It was an
honor to have him as one of the
founders of the company,"” Mr
Hilb said.

Aside from Mr. Hilb, the com-
pany's principal officers include:
Alvin Rogal, executive vp; Timothy
J. Korman, vp and treasurer,
Dianne F. Fox, vp and secretary;
and Andrew T. Gabor, vp and con-
troller.

The cash compensation received
by the highest-paid officers in
1987, according to documents filed
with the Securities and Exchange
Commission, follows:
Robert H. Hilb..............
Alvin Rogal.......
Timothy J. Korman.

Dianne F. Fox.....
Andrew T. Gabor....

.. $232,967

... $62,133
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ABI Mangagement Inc.

160 Spear St., Suite 1540.
San Francisco, Calif. 94105;
415-541-0404

1981 1986

Premium volume.  $290,000,000 $193,000,000
Gross revenues . $34,309.000 $22,729,000
Brokerage: Retail. 87% 86%
Wholesale. 4% 4%
Personal lines 2% 3%
Services. 4% 4%
Invest. income. 3% 3%
Employees. 416 279
Rev./Employee. $82,474 $91,466
Offices. 13 12

ABI Management Inc., -he fastest
rising broker among the nation's
Top 20, has ar. overall management
philosophy that belies the speed of
its accomplishments over the last
few years.

Bernard H. Mizel, president and

chief executive officer ol Man-
:gement, compares the movement
c f his San Francisco-based opera-
tion to tha t of a turtle: slow, de-
liberate and always directed to its
ultimate destination.

Like the proverbial hare, too
nany companies have taken the
fast lane to short-term success, he
said, when a long-range plan
would have put them ahead for the
ling haul.

To avoid this. "we're going to
Elod along 1:ke a turtle,” Mr. Mizel
said. "But we're not going to be
Elown out of the water.”

Since its inception in 1984, ABI
Management has sought to build a
network of local and regional bro-
kerages that maintain their indi-
viduali.y while offering small- to
medium-sized clients the financial
strength, support services and
marketing power of a national ip-
eration

"We're looking for consistency,"
Mr. Mizel explained, while at the

'We're going to plod along like a turtle,' Bernard
H. Mizel, president and chief executive officer
of ABlI Management Inc., said in describing
the broker's growth strategy. 'But we're not
going to be blown out of the water.’

same time giving each office as
much autonomy as possible.

That's where the "turtle" philos-
ophy takes hold: ABlI Management
only expands when it's buying ei-
ther a firm that has already es-
tablished its own profitable niche
or one that is providing a new ser-
vice that makes ABI Management's
existing operations more efficient,
he said.

ABI Management also tries to
minimize the impact of severe
swings in the insurance cycle by
=mphasizing stable relationships
between client and insurer, he

said.

Seemingly in contrast to this
conservative management style,
ABI Management pursued an ag-
gressive acquisition program last
year that helped boost it to the No.
13 spot in the Business Insurance
ranking of the top brokers in the
United States.

ABI Management's gross reve-
nues surged 50.9% in 1987 to $34.3
million from $22.7 million in 1986,
when it was ranked the 20th-lar-
gest U.S. brokerage.

The brokerage was counted
among the runners-up in Brs bro-

VWhen a minor shlement
becomes a maior issue.

A slip of the tongue can be more costly to your media
client than a slip and fall. Even when the statement is tnie
Retractions and corrections can helB but not always. In the
suit-happy'80s, more and more people in the news want
their day in court When that happens juries agree with them

80% of the time

If that statistic worries your client, then make a case
for specialized media coverage Media/Professional Insuranc
Inc., working only with A-rated companies, offers a unique
approach to media insurance We underwrite each policy to
suit your client Our on-staff attorneys, leading experts in their
field, assist our underwriters and claims staff to ensure con-
sistency and flexibility. This way the answers are there when

you and your client need them.

Media/Professional is a leader in libel and slander and

errors and omissions coverages. Fora lot ofvery sound reasons.

So before someone takes issue with your client, call
or write Media/Professional. An insured word may mean the

last word.

Media/Professional Insurance, Inc.
1001 E. INst Terr. Sum 300 Konsm Oly MO 64131 816-941-3880

ker rankings in 1985, when it gen-
erated gross revenues of $17.7 mil-
lion.

In addition, ABl Management's
premium volume grew substan-
tially last year to $290 million from
$193 million in 1986, an increase of
50.3%.

Mr. Mizel predicts that contin-
ued success in acquisitions and
careful market moves should en-
able ABlI Management to soon
reach into the Top 10 U.S. brokers
with annual revenues of $100 mil-
lion.

The privately held company's
revenues were 20% above budget in
the first quarter of this year, he
said.

"Obviously, as trite as this state-
ment is, we are one of the fastest-
growing brokerages in the coun-
try," Mr. Mizel said.

And, if it's deemed appropriate,
the privately held brokerage may
go public in three or four years, he
added.

To achieve these goals, other ac-
quisitions are in the offing, Mr.
Mizel said, and further moves also
are in the works to strengthen the
presence of ABI Management in
Florida.

ABI Management, which has its
strongest hold in the West and
Midwest, also is planning expan-
sion in such East Coast markets as
New York, New Jersey and Penn-
sylvania, he said.

Currently, ABI
Management has 4
13 offices in six /
states: Ohio, Cal- 5,
ifornia, Minne- 1 -, o
sota, Kansas, II- <11* r* 5'
limois

Florida.

= and
ment w
almost five years Il j
ago by Mr. Mizel Mr. Mizel
with the finan-
cial backing of American Financial
Group of Cincinnati.

ABI Management's strategy from
the beginning was to seek out small
brokerages already successful in
various regions and give them the
support of a large organization
while at the same time capitalizing
on their local name recognition and
reputation.

Mr. Mizel used this strategy suc-
cessfully in building the former Al-
bert M. Bender Co. into a large re-
gional brokerage house, until it was
acquired by securities broker Bache
Group Inc. in 1978.

The division was later sold to Jar-
dine Insurance Brokers Inc., where
Mr. Mizel served as chairman of the
U.S. operation until he left to estab-
lish ABI Management.

ABI Management made several
acquisitions last year, but two new
divisions in particular were signif-
icant moves for the broker, accord-
ing to Mr. Mizel.

Last year, ABlI Management
bought Frederick Rauh & Co., the
largest independent insurance bro-
ker in Ohio.

The acquisition created ABI Man-
agement's first presence in Ohio,
which it had targeted as a major
growth market.

And, in its home state of Califor-
nia, ABI Management purchased
Gold Cities Insurance Agency in
Grass Valley, Calif., a booming re-
gion north of Sacramento.

Gold Cities has been the sole bro-
ker for municipalities and school
districts in the area and presents
an opportunity for ABlI Manage-
ment to expand into these lines, Mr.
Mizel said.

ABI Management's other 1987 ac-
quisitions included: N.D Ferris Co.
of San Francisco; Great West Co. of
Overland Park, Kan.; G. Goddard
Co. of San Francisco; H.D. Rom Co.
of Los Angeles; D.J. Brady Co. of
San Francisco; and J. Allen Co. of
Minneapolis.

All of the acquisitions were re-
ported on a pooling basis.

Despite its rapid growth through

Continued on page 66



market is a full 100%. Our promise to you is not 0 opt for the "easy times’ and to sit -

RELIA NCE NATIONAL'S TRIPLE &
- PERFORMANCE PROMISE TO YOU

CCEPTING THE MOMENT:

Whether we’re in a soft market or a hard@ma .ket, an up cycle or a down cycle,
our commitment to do the best we can, np matter what the state of the

back while the ‘hard times® blast us all away, but to be as consistent as possible. Our
determinatlon is to write programs and pohc1es that aiB %oducuve for all the players 4

involved.

i

PPRECIATIN GIl: | .
If the submiission is ‘Realistic,” every effort posszble‘%&ﬁl be made to letthe
: program ‘Fly.” Our appreciation of our changing timesy.and the challenges
of the moment, bring about a healthy and satisfying attitude of ¢ f"‘*a . 11shment We
find that attltude benefits all parties involved.

DAPTING TO ITS OPPORTUNITIES: |
Seeking out the opportunities of the moment, or of the given circumstances,
is the ‘Adventure’ and the ‘Heart” of our industry. We take pride in
accomplishment. We promise you, we will not take lightly any realistic submission
that crosses cur paths . . . for winning the spoils in any.game requires the flexibility and
swiftness to recognize the opportunities of the changing times.

Give us a call at 212 858-3600

is part of the Reliance Insurance group of
Companies.
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Continued from pige 64 1
acquisitions, A3 r plans to main-
tain a conservative management
approach that emphasizes long-
term business OVBr quick deals to
gain temporary advantage, Mr

Mizel said

Although ABI Managemen: locks
for the most favorable insurarce

Generally, ABI Management IS vices to ABI Management clients
compensated by its clients on a ABI Management's focus has
commission basis with only 4% of been on medium-sized accounts
its retail brokerage revenues gen- that range from $10,000 to $75,000
erated by fees in annual premiums, however, It

ABI Management plans to offset has clients with up to $1 million in
declining premium volume during annual premiums
the soft property/casualty insur- And, because It has acquired
i ance market by concentrating on local firms, ABl Management's eli-
arrangements when placing cover- | certain areas, such as workers ents tend to be diverse, repre-
age for its clients, Mr Mizel said compensation and group life insur- senting retail, wholesale, manufac-
he prefers an ongoing relattinship charged unacceptable rates when whien ABI Management places ance turing, broadcasting,
with insurers that have provided the market was hard bus.ness are Fireman's Fund In- Those moves, bolstered by selec- transportation and other busin-
service and demenstrated stability

ABI Management President and Chief Executive
Officer Bernard H. Mizel has been especially wary
of insurers now offering deals. 'Every time the
market gets like this, they come out of the
woodwork and knock on your door,' he says.

through market cycles

That approach has benef-ted ABI work and knock on your doir,"

Management, w-tich was formed Mizel said

during the last hard

soft market

"If you are nlling

your long-term relationships for a close relationships with

market yet

disturbs me *

to sell out

few up-front, st ort-term collars, National Health & Casualty Co in

you are going to lose," he said

incoln Chz.bb Ccrp of Warren, N J

Currently 75% of ABI's business

"Every time the market gets like surance Cos of Novato, Calif , tive business in industries such as esses
this, they ccme out cf the wood Maryland Casualty Co of Balti- transportation, where premiums
Mr more, Great American Insurance remain relatively stable, should agement's 198

Co cf Cincinnati, Northland In- help stabilize revenues, according were generated by commercial re-
'They are always the first ones surance Co of Minneapolis, to Mr Mizel
continues to prosper in the current out when things get tough That Amencan States Insurance Co of
Indianapolis, SAFECO Insurance IS property/casualty insurance bro- revenues came from wholesale bro-
Currently, ABI Management has Co of America in Seattle, and kerage, with the remainder split kerage, 4%, personal lines, 2%,

among life and health business and non-brokerage services, 4%, and
Commission rates, moderated by non-brokerage services such as investment income, 3%
Fort Wayne Ind and American steady prlces for workers compen- consulting

Approxnmatel 87% of ABI Man-
% gross revenues

tail brokerage
The remainder of the broker's

ABI Management also plans to

Mr Mizel haE been esrpemalsy General Life Insirance Co of sation insurance, have averaged In addition, affiliate L K Lloyd continue its basic management

wary of insurers -low offeri
that were una,ailable or that

g deals Houston
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Its People”

The vision was at work before the words
came together.

The collective vision of six thousand Royal
people dedicated to being the best of the best
In the products we offer In the services
we provide.

The Royal Vision is a statement of purpose
But it's not just words handed down from on
high It comes from every Royal employee. in
every.job, in every department, in every office

Irs a credo that truly reflects our affirmation,
"Royal is its people "

The Royal Vision reflects a commitment by
our people to our producers and customers, as
evidenced by the progressive changes we've
made over the last few years While relocating
our headquarters to Charlotte. North Carolina,
we have also streamlined Our operations for
greater efficiency and decentralized broad
areas of responsibility Branch managers and
portfolio underwriters in the fteld now have
greater autonomy, so they can be more
responsive to your needs With both standard
andcustomized policiesattuned to your market.

Royal has also invested heavily in further
automating its operations to interface with our
dedicated agents and brokers Many ofour
policies are now fully computerized for faster
rating and writing, and can be issued right in
your own offtce.

So put our people to the test

And discover how, with The Royal Vision.

6 seeing is believing

For a free copy ofThe Royal Vision, send your
business card to Steve Wellons, Corporate
Communications Department

00*00
&*2*1
Royal nli Insurance

9300 Arrowpoint Boulevard
-985' Charlotte. NC 28217

about 12% during the past year, & Associates in San Francisco and philosophy-allow local brokers to

Other insu ranee companies wish Mr Mizel said Los Angeles provides financial ser- operate with minimal headquarter

influence-even though It has an
ever-spreading network of affili-
ates, he said

"We're a very decentralized com-
pany where the presidents of our
firms are very much autonomous to
do what they please,"” Mr Mizel
said

Some functions, such as account-
ing, are standardized among units
to ease management, but local en-
terprise is encouraged even to the
point of playing down or eliminat-
ing the parent company's insignia
on the affiliate paperwork, he said

While it has purchased more bro-
kerage firms, the staffing of the
ABI Management headquarters has
remained small with 19 employees
-Just enough to oversee the opera-
tions, he said

"We try to keep ABI Manage-
ment lean so that it doesn't detract

from the strengths of our offices,”
Mr Mizel said

When ABI Management acquires
companies, the new units typically
retain current management to con-
tinue their previous winning ways,
and then add staff or other up-
graded services that they otherwise
could not afford to boost business

Last year's acquisitions added
137 employees to ABI Manage-
ment's workforce, bringing the
total to 416 In 1986, the brokerage
employed 279 people Revenues per
employee grew to $82,474 in 1987
from $81,466 the year before

Other ABI Management affiliates
include American Business Insur-
ance Agency of Florida Inc in Fort
Lauderdale, Fla, American Busi-
ness Insurance Agency Inc in Min-
neapolis and Overland Park, Kan ,
Jacobs-Fendig Inc of Tampa, Fla,
L K Lloyd & Associates of San
Francisco and Los Angeles, San
Francisco Agencies Inc of San
Francisco Transport Employee
Benefits Inc of San Francisco,
American Business Insurance
Agency of lllinois Inc in Schaum-
burg, lll, and Patrick C Ross As-
sociates Insurance Services in
Woodland Hills, Calif

ABIl Management is licensed as
an excess/surplus lines broker in
Minnesota, Kansas and lllinois

Officers of ABI Management, in
addition to Mr Mizel, are Vincent
H Tripani, senior vp and chief fi-
nancial officer, Ed Bowler, vp and
national controller, Karen S
Campbell, assistant vp-human re-
sources, and James K Thomas, as-
sistant vp-data processing

Two principal officers were
transferred during the year Ron-
ald Brichler, who had served as
ABI Management's senior vp and
chief financial officer, returned to
American Financial Group, and
Bruce A Ricei, senior vp, moved to
San Francisco Agencies Inc, an
ABIl Management affiliate in San
Francisco

Mr Tripani was promoted from
vp and national controller to fill
the position vacated by Mr

Brichler

-By Glenn Huntley
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When it comes to a fully dedicated fleet
facility. there’s no place like it. That’s be-
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ing, in claims, in loss control. So if you're
lookmg for real, time sensitive ser ce
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1 14 Insurance’s growth has been its The relationship between bank agencies in 1987 alone, as part of a 47 4% surge in revenues per em-
mass marketing arrangement with and brokerage spawned some siz- shift to the predominantly urban ployee to a whopping $115,120 per
First Bank System, its parent bank able new accounts for FBS Insur- areas in which its parent bank op- employee in 1987 from $78,075 in
FBS Insurance holding company, through which ance in 1987, with the addition of erates 1986
the brokerage obtains 80% of its several mador commercial clients, FBS began selling its 39 rural FBS Insurance first appeared in
- new clients Mr Morris said agencies, or about two-thirds of all the Top 20 of Brs brokerage rank-
"The bank relationship is Just And, although the economic at- of its agencies, m 1986 ings at No 18 in 1985, when it be-
8000 W 78th St, Suite 400 outstanding," said C Timothy mosphere in the brokerage's North After the di- came the first brokerage owned by
Ed,na, Minn 55435, 612-829-4800 Morris, managing director-agen- Central business region was still vestitures, the a bank holding company to be listed
1087 1086 cies group for Edina, Minn -based "flat," changes m the makeup of brokerage had 21 4- (BI, June 24, 1985)
Premium volume $226,032,000 $166,533,000 FBS Insurance "They've adopted the area's business base, as more offi ces 13 in Included in the changes FBS In-
Gross revenues $33,500.000 $29 200,000 us more so than we probably ever manufacturing and high-technol- Minnesota, three , 40 *® surance made during 1987 was the
oreomat linos oo 45% thought that they migh ogy companies settled in the Mi- in Montana, four 1 1 .= revision of its producer compensa-
Services 1% 1% And, FBS Insurance plans to fur- nneapolis-St Paul area, helped m North Dakota tion system from salary to commis-
Invest income 1% :* the integrate itself into its Minne- FBS Insurance's performance as and one m Wyo- sion to "put more Incentive into our
E.helr 3209/1 24% apolis-based parent, as First Bank well, said Mr Morris ming compensation system,"” Mr Morris
Rren\?/(l:,fyr:falsoyee $115.120 $78.075 System attempts to acquire other FBS Insurance posted gross rev- The divesti- said
Offices 21 57 financial service businesses-such enues of $33 5 miillion in 1987, a tures also "A lot of our producers, partic-
as consumer financial planning 14 7% Jump from 1986 gross reve- trimmed FBS In- Mr. Morris ularly in this region, have been
In spite of a year of malor dives- firms and trust companies-in nues of $29 2 million surance's staff to principally salary-oriented because
titures and an increasingly soft in- states in which it is not allowed to Premium volume also grew, 291 employees at year-end 1987 of the relationships and ties with
surance market, FBS Insurance in- own banks, said Mr Morris surging 35 7% to $226 million in from 374 in 1986, and Mr Morl-is the bank," he noted
creased its gross revenues 14 7% m "That may offer opportunities 1987 from $1665 million the year expects attrition to further pare Commissions for FBS Insurance's
1987 and retained 14th place in the for us to sell insurance products to before down the workforce, especially in commercial clients range from
Buszness Insurance ranking of the other financial service businesses This strong performance was the home office $5,000 to $75,000, with the low end
top U S brokers that First Bank Systems might ac- particularly welcome since the But, on the up side, the 22 2% being primarily in the brokerage's
The main strategy behind FBS quire,"” he pointed out brokerage divested itself of 37 workforce reduction produced a Main Street business, according to
Mr Morris There are also "a num-
ber of accounts (with premiums)
well in excess of $1 miillion,” he
added
However, unexpected losses m the
medical and professional area
caused a drop in contingent com-
missions in 1988, Mr Morris ex-
ZED - = 1*r—— tr*»<** plained

"We had a much poorer record
for (contingent commissions) this
year than we had forecasted we
- B would, principally because we had
large losses that hurt us more than
we had ever anticipated,” said Mr
Morris "We were doing super
through the third quarter, but in
the fourth quarter we got nailed
with some very large losses So our

6 299< I-

Fe#tM/14* 1. __ (contingent c.ommls'.swns) this ye?r
S were a real disappointment for us
f So far in 1988 contingent com-
1== -11**1 missions are running 50% behind
-7 . .. 1987's pace, he said

FBS Insurance's main thrust for
1987 and beyond was its intensive
mass marketing strategy to cross-
sell to its parent bank's customers
This program was Instituted in per-
sonal lines in 1984, and was ex-
a FT### panded in 1987 to attract the bank's

commercial group accounts
With a current client base of

fs:, 140,000-of which 40%, or 55,000,
o are property/casualty clients-FBS
b O 1 :C —_ - _ Insurance has a strong presence in
' the North Central business region
A .41 But the increased competition of
_ *4_'?.5.- the softening insurance market IS

spurring the brokerage to seek out
new business to increase revenues,
especially in personal Imes

"There's no question that proba-
bly the greatest synergy Wwith the
bank" IS m personal lines products

' like life insurance and annuities,
said Mr Morris

Although personal lines com-

prised only 26% of FBS Insurance's

gross revenues in 1987-down from
28% m 1986 and 31% in 1984-he

attributes the lower share of reve-
nues to a gradual increase m mis-

|
cellaneous activities, such as credit
life insurance operations and non-
recurring revenues from the divesti-
a.

tures Other sources produced 30%
of FBS Insurance's gross revenues in
1987, up from 24% in 1986

L/ te.dif,a . Investment income and non-bro-
kerage services each accounted for
1% of the brokerage's 1987 reve-

Tifco's flexible financing options can solve your clients' cash flow problems.

The brokerage IS focusing its per-

You won't earn many insurance com- Once you've closed your sale, we'll So be cool. Tifco can help you keep a sonal lines marketing on upscale eli-

missions from a prospect whose money is protect your commissions by maintaming the hot deal hot Learn more ents,er Mor-is Saig
. ) ) “Life i i t th
frozen sohd in his business. Unless, of account. Thanks to our policy ofa monthly For the number of the TIFCO regional e kl)aer::scuur:gf;rsie?;?:fg eta::c
course, you can thaw "ihose a.ssets- billing, a late notice, another late notice, and office nearest you, call- ily,” he said "Our obJective 15 to
~ Enter Tifco With a wide range of pre- a phone call to you before cancellation, we Eastofthe Mississippi 1-800-423-5748 double where we are by next year "

mium financing solutions all designed to boast one of the lowest cancellation rates m West of the Mississippi. 1-800-423-5749 Currently, the placement of In-
smooth out your prospect's earnings without the industry In Maryland. 1-301-494-1011 dividual life insurance comprises

only 5% of FBS Insurance's reve-
nues, a figure that the brokerage
aims to increase to 20% over the

next five years
FBS Insurance also iS stalking
mass-market personal lines pros-

pects through an exclusive agree-
ment with Colonial Penn Insurance

cutting into cash flow or credit availability.

THE INSURANCE FINANCE PEOPLE
Co of Philadelphia to solicit auto,

Continued on page 72
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LOCKWOOD, DIPPLE & GREEN INCORPORATED
UNDERWRITING MANAGERS REINSURANCE INTERMEDIARIES
-A & H Special Risk -Treaty
-Medical Stop Loss -Facultative
-High Limit Disability -Specialty Workers Compensation Reinsurance
-Travel Accident -Specialty Liability Reinsurance

CAU US WHEN YOU'VE HAD ENOUGH ACTIVITY

LOCKWOOD, DIPPLE & GREEN

INCORPORATED

OFFICES
WOBURN NEW YORK, MI[NNEAPOLIS
300 Unicorn Park Drive 561 Seventh Avenue 1730 Clifton Place
Woburn, MA 01801 New York, NY 10018 Minneapolis, MN 55403

Phone: (617) 938-9010 Phone: (212) 921-5689 Phone: (612) 870-9284



TogetHMO coverage fromcoast tocoast, you

Ifsanumber,in fact,you can add on And a single monthly statement
one finger. Because allit takes isjust one details allyour employees' premiums.
person. From HMO-USA. All it takes isjust one call to get

WithHMO-USA, a single contract answers toallyourquestions, orwhen
gives you coverage in over 200 markets. signing up new employees. (That's even



havetotalkto anamazing number ofpeople.

the case when they're starting workin growing HMO network in the country

several different states.) just calll-800-4-HMO-USA. There's
Andyou canreceiveyour annual  gnlyv one -|- 9,514 Biue cross ..
renewalrates in the span ofa single program IAl itll ELL.LQ Shie|dU082%

day To Brid outmore about the fastest like it. (R)
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Continued from page 68
homeowners and umbrella liability
clients.

The brokerage is also marketing
auto and homeowners insurance to
First Bank System employees
through an arrangement with
Aetna Life & Casualty Co. of Hart-
ford, Conn., said Mr. Morris.

However, FBS Insurance's bread
and butter business continues to be
commercial retail brokerage,
which generated 42% of its gross
revenues in 1987, down sightly
from 45% in 1986.

The majority-97%-of FBS In-
surance's retail brokerage revenues
are generated by commissions,
with a scant 3% coming from fees.

FBS Insurance does not special-
ize in any particular lines, except
in Montana and North Dakota
where it is strong in contractors li-
ability insurance. It counts among
its commercial clients typical
urban businesses such as hospitals,
small municipalities and general

industry.

FBS Insurance also is pros-
pecting the bank's clients to in-
crease its commercial business.
The brokerage seeks middle-mar-
ket commercial customers, which
Mr. Morris defines as those gen-
erating less than $150 million in
annual sales.

"Typically the new commercial
accounts we're soliciting are going
to range between $25,000 and
$500,000 in premium, principally
in the metro (Minneapolis-St.
Paul) area," said Mr. Morris.

FBS Insurance formed a joint
venture last fall with Rollins Bur-
dick Hunter Co., which added its
first Minneapolis office in 1987.
RBH is the nation's seventh-largest
broker (see profile, page 44).

FBS Insurance refers clients
with more than $150 million in
sales, or those in specialized indus-
tries, to RBH. In turn, both broker-
ages jointly service the client.

FBS Insurance also purchased

'The relationship

with the banker will
allow you to get in

the door,' says
John C. Larson.

two small Minnesota agencies

books of business in 1987 to beef
up its Main Street clientele. This
strategy keeps overhead down, yet
still enables the brokerage to ac-
quire an agency's assets, said Mr.
Morris.

Those acquisitions were Moor-
head Agency Inc. in Moorhead,
Minn., and Erickson Agency Inc. in
Minot, Minn.

"With the troubles that the small
independent agent is having out
there, it's a natural source for us to
be able to go out and buy those
books of business," he said.

While the idea of a broker and
bank teaming up is anathema to
many in the insurance industry,
who cite unfair competition, coer-
cion and monopolization as haz-
ards of the relationship, FBS In-
surance and First Bank System
seem mutually pleased with the ar-
rangement.

"The relationship with the
banker will allow you to get in the

door and that's a tremendous ad-

vantage," said John C. Larson,
managing director of FBS Insur-
ance's Life/Benefits Group.

"But once you're there, you'd
better be able to perform in a supe-
rior fashion in the terms of ser-
vices, products and prices, or
you're out the door,"” he added.

First Bank System, which
formed FBS Insurance in 1929, is
one of 16 bank holding companies
that retained the right to broker
insurance under a grandfather

clause in the federal 1956 Bank

Holding Company Act.

The Egyptians
worshipped it.

Brokers
and TPAs

swear by it.

The Sun. To the Ancients. it was a god. Today it
represents Sun Life of Canada-a leading provider
of Group Lfe, WI, LTD and Dental benefits.

A We are also a leader in Stop-Loss protection.
1 Our Excess Risk plans provide large, self-insured
-lih companies with superior protection against
Allyfilikill'lllifi'l A catastrophic aggregate and individual claims.
AIWIMAEBMIA And we provide brokers and TPAs with an
easy-to-sell, easy-to-renew package that
is unsurpassed in the industry

To experience the strength of the Sun, contact our
nearest office: Atlanta, Baltimore, Boston, Chicago,
Cleveland, Detroit, Houston, Indianapolis, Los Angeles,
New Orleans, Philadelphia,
Pittsburgh, Seattle, Tampa

and San Juan.

ncial

Group

Sun Life of Canada and affiliates

Wellesley Hills, MA 02181

Although there are undeniable
benefits for a broker affiliated
with a banking system, there are
also problems, particularly since
further national expansion is lim-
ited because of existing banking/
insurance laws, said Mr. Morris.

This year, FBS -dodged a bullet"
from the Minnesota Department of
Commerce, which attempted to re-
strict the brokerage's activities be-
cause of its bank affiliation
through restrictions on referrals,
said Mr. Morris. The proposal was
later rejected by the state Legisla-
ture.

First Bank System currently is
attempting to establish bases in
Colorado, which has targeted pas-
sage of a law permitting interstate
banking for 1991, said Mr. Larson.

"We don't know that we'll be ac-
quiring insurance agencies in those
areas," Mr. Morris said. "We may
try to utilize some of the capabili-
ties we've developed here to cross-
sell those customer bases through
mass marketing, but it's not hurt-
ing our strategies right now."

Local legislation has continued

to be a problem as well, said Mr.
Morris. The liberal benefit struc-

ture of Minne-

sota's workers 1 1- LHI.

compensation
.

laws continues to !

be "a majorreg-1"' —1 i—=w. =
ulatory issue for | *'-7 " /
us," since many |

insurers will not ©-5 -
write work comp < 0,>/
insurance in the & £/F

state.

But availabil- Mr. Larson
ity is improving
this year, said Mr. Morris. "Com-
panies are using (work comp) as
somewhat of a loss leader to write
other lines of business," he added.

Insurers in the region continued
to be aggressively competitive
throughout 1987, Mr. Morris noted.
Rates first started coming down in
the third quarter of last year, and
fell severely in the fourth quarter,
he said.

The Twin Cities of Minneapolis
and St. Paul were "obviously among
the first to go competitive because
there are larger accounts and more
pricing room. We're still seeing
competition from the direct writers
and regional insurers in the region,
which is a major factor in increasing
competition,” he said.

In fact, property insurance is "just
incredibly soft right now; prices are
going anywhere from 25% to 40%

below what they were last year,” he
said.

Other lines in which Mr. Morris
has noted softening include um-
brella liability and directors and of-
ficers liability, although he noted
that rates for long-tail liability risks
are still high.

Like many brokers, Mr. Morris is
concerned about the market becom-
ing too soft, too quickly.

"l foresee it; it's coming much
faster and is occurring more deeply
than we ever thought it would,
probably six to nine months faster
than we thought it would get to the
point where it is," he said.

This may well affect 1988 reve-
nues. Although FBS Insurance had
no figures ,available for its first-
quarter performance, Mr. Morris
commented that revenues were
"about flat (compared with last
year's first quarter); we've done
some studies in our metropolitan
area and on better accounts we're
seeing average prices down at least
13% to 15%, and that's after expo-
sure increases."

However, FBS Insurance is still
optimistic about growth in 1988.
The brokerage is projecting reve-
nue growth at 8% for the year, al-
though Mr. Morris admits that this
may be "somewhat optimistic, given
the divestitures of the agencies."

Messrs. Morris and Larson report
to Mark W Sheffert, executive vp
and head of the Financial Services
Division of First Bank System.

-Bl/ Laura Mazzuca



Employee Benefits
Communication
Conference
Qn August 1 &2 you can join an influential group

of employee benefit executives meeting to
explore issues critical to their professional
responsibilities. The annual Business Insurance
Conference provides you with valuable insight
into communicating benefits to employees.

__FlgpnMa

Keynote Address Monday, August 1
Benefits Communicators - The New Dimension
Wesley Poriotis, Chairman and Chief ExecuNve
Officer of Wesley. Brown & Bartle, a
management consulting and executive search
firm in the benefits and communications field.
sets the tone for the 1988 EBC Conference with

a look at the benefits communicator as business

person. creative artist, benefits practitioner, or.all

three. Who are they. where are they coming
from and what does the future hold?

Employee Assistance Programs

If you don't use it. you loose it. To achieve high
participation and maximum value for your
company's EAP investment, you've got to do
more than just communicate. YouVe got to
market the product to your employees. Hear the
strategy applied by one company.

Long Term Care

Problems & Solutions. This session presents c case
study from one of the first corporations to
introduce long term care as an employee
benefit. See this company's success story.

EBC Awards Luncheon
Recognizing outstanding
communications programs,

Alfred Malecki. Publisher, Business
Insurance, presents the 16th Annual
EBC Awards. Also shown will be the

first place a-v winner.

Concurrent Sessions

These three workshops all on
state-of-the-art interactive
communication programs are
presented as concurrents, giving you
the opportunily to attend all sessions.
These case studies will be presented
by both company and consultant
firm. Time will be provided after
Monday's sessions for additional

demonstrations and informal

questions/answers.

#1 Flexible Benefits

Abbott Lab's Flex Benefits System,
developed by Alexander &
Alexander Consulting Group, gives
employees a unique tool for making
complex benefit decisions. This direct
access, interactive system allows
employees to model 'what if
scenarios for health care, flexible
spending accounts and their 401 (k)
plan.

#2 Pension/Profit-Sharing &
Retirement Planning

Projecting financial scenarios for
employee retirement - Allstate's
"Search For Security" program,
developed by their consultant,

Mercer-Meidinger-Hansen. offers
new visions. And because ifs

educational and fun to use,

information is better retained.

#3 Benefits Communication & Management
Becton Dickinson is using technology, developed
by their consultant, The Wyatt Company, to
communicate and administer ifs long term

savings plan. Employees can sign-up, check
account balances. calculate loans and more, in

a private. secure, user friendly environment.

401 (k) Under Tax Reform

Tuesday, August 2

Communicating 401 (k) plans and changes to
employees within this new tax reform
environment can be complicated, even for a
seasoned communicator. Here's what has

worked - and what hasn't - for one company.

You Be The Judge

A-V Excellence. Presented annually, this
energetic session presents audio-visual programs
submitted to the EBC Competition. You be the
judge - see what other industry professionals

are doing in this medium.

Luncheon

Jerry Geisel, Bl's Wash ingto- Editor, gives you a

View From The Capitol.

Wellness Programs

Michael Scofield, PhD, leads this panel on
effectively communicating the health promoNon
message to employees. Panelists representing
large, medium and smell size companies discuss
the communication channels needed for a very
different benefit area - promoting good health

and positive lifeslyles. They'll look at what works
and what has backfired for their own

companies.

Adjournment
Until next year
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Craig Bryars
Consultant
THE WYATT COMPANY

WORKSHOP #3:
Interactive Communication

Catherine A Corse

Asst. VP/Mgr.,Employee Benefits
BARNETT BANKS INC.

Employee Assistance Programs

Pattie Duca

Mgr. Employee Benefit Planning
BECTON DICKINSON & COMPANY

WORKSHOP #3:
/nteractive Communication

Jerry Geisel

Washington Editor
BUSINESS INSURANCE

LUNCHEON SPEAKER:
From the Capitol

Beth Leaman
Vice President
BENEFACTS. INC.
ALEXANDER & ALE)WIDER
CONSULTING GROUP
WORKSHOP #1:
interactive Communicahon

Alfred Malecki
Publisher
BUSINESS INSURANCE
LUNCHEON SPEAKER:
EBC AWARDS

Karen Manning

VP. Employee Benefits
AMERICAN EXPRESS

TRAVEL RELATED SVCS, CO..INC
Long Term Care

Daniel McCarthy

Asst. VP, Comp & Benefits Planning
ALISTATE INSURANCE COMPANY

/nteractive Communication

Kathryn J. Mcintyre. ARM.
Editor
BUSNESS INSURANCE

OPENING REMARKS

Laurel Nicholson

Principal
MERCER-MEIDINGER-HANSEN

WORKSHOP #2:
Interactive Communication

Wesley Poriotis
Chairman & CEO
WESLEY. BROWN & BARTLE

KEYNOTE SPEAKER

Robert Schumacher

Director. Corporate Benefits
ABBOTT LABORATORIES

WORKSHOP #1:
interative Communicolion

Michael Scofield

Mgr, Employee Health Promotion
ATE&T

Wellness Programs

Russel Wert

Director of Benefit Services
AETNA LIFE & CASUALTY

401(k) Under Tax Reform

Herb Zeltner
President
HERBERTZELTNER CONSULTING INC.

You Be The Judge
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The 8/ Conference opens Sunday. July 31.
with registration check-in and a cocktail
reception from 5-7pm. Sessions begin
Monday. August 1 at 8:30am. The conference
adjourns Tuesday. August 2 at 3:30pm.

The cost is $650. A 10% discount is offered to
additional registrants from the same
company. The fee includes sessions,
workbook educational materials. and
scheduled functions.

Payment required with registration. All
registrations will be confirmed.

Cancellations must be received in writing.
A refund will be made on cancellations

received before July 1.

A $100 service charge will apply to
cancellations received after July 1. No refund
will be made on cancellations received less
than 5 business days prior to the conference.
If your plans change. you may substitute
another person from your company without
penalty.

To register. complete the form and send it
with your payment to:
Business Insurance,
Communication Services Dept.,
220 E. 42nd St., New York City, NY 10017
For information call: Barbara Dalton.
Registrar, (212)210-0780

Hotel Accommodations
We have set aside a limited block of rooms at

a special rate of $145 single/$165 double, at
the Grand Hyatt Hotel in New York City. These
rates are available to Conference Registrants
only. and will be honored until July 15.

You must mention the Business /nsurance

Benefils Conference when making your
reservations. Hotel cards will be included with

your Conference Registration Confirmation.
Or call the Grand Hyatt Hotel at
(212)850-5900: or toll free at (800)228-9000.

Awards Luncheon

A luncheon ticket is included with your

Conference registration. A limited number of
additional seats are available for the
EBC Awards Presentation Luncheon.
Additional tickets are $60 each,

available on a first come-first

serve-basis; reservations required.
Contact Registrar.

Please register me for the 1988 81 Conference

Employee Benefits Communication:

August 1 and 2
The Grand Hyatt Hotel, New York City

Name

Tme
Organization
Address

City

State — Zip

Phone
Additional Registrants from my organization:
Name

Title

Name

Title

0 Conference (incl. Awards Luncheon)

D EBC Awards Luncheon ONLY

O Payment Enclosed
El Visa Cl Mastercard O American Express

El Optima Card

Business -
INsurance

Expiration Date

1 Signature
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Spotlight report
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Poe & Associates Inc.

702 N. Franklin St., Tampa, Fla.
33602; 813-222-4100

1987
Premium volume. $300,000,000

1986
NA

Gross revenues . . $30,979,000 $34,120,000
Brokerage: Retail. 49% 48%

Wholesale. 36% 36%
Personal lines . 10% 7%
Services. 4% 4%
Invest. income. 1% 3%
Other. 0% 2%
Employees - 545 517
Rev./employee. $56,842 $65,996
o rFfFfFiccee = _ —n T —u T

Poe & Associates Inc. is predict-
ing a record 1988 after being tram-
pled last year by the softening in-
surance market, the Oct. 19 stock
market crash and an unexpected
drain on earnings from a discon-
tinued operation.

The competitive marketplace
was partly responsible for ham-
mering Poe's gross revenues down
to $31 miillion in 1987 from $34.1
million in 1986. Another reason for
the 9.2% dip was the conversion
last year of one of the brokerage's
large wholesale programs from oc-
currence-based coverage to the
claims-made form.

As a result of last year's revenue

TENCO is your regional leader
in the claims industry.

Tenco offers the experience. varied resources and services of a regional leader in the claims industry
combined with flexibility and personal service from a superior staff to meet all your claims needs.
Our extensive background in Full Lines Adiusting assures the most cost efficient handling of your
claims. In Surveying we are expert at immediate and qualified assesment of any cargo transit
damages from high tech to feed grain. In Damage Appraisal our claims management professionals
work closely with corporations. company brokers, general agents, risk managers. claims ad-
ministrators and field investigators to provide immediate. flexible and cost efficient Claims Manage-
mint. Tenco has long specialized in handling Disaster Claims where loss of life or extensive property
damage are significant factors. Call us today to discuss your needs and our services.

JOE MOSS - Chairman

PERSONAL AND PROMPT CLAIMS SERVICE

TOM MOSS - President

TERRITORY SERVICED

FOR DOMESTIC AND OVERSEAS PRINCIPALS

AND SELF-INSUREDS
- PROPERTY . CASUALTY « MALPRACTICE

« WORKERS COMP + LONG SHORE AND HARBOR WORKERS *
- JONES ACT - ADELITY BONDS - CARGO - REINSUAANCE AUDITS

ASBESTOSIS - ENVIRONMENTAL INVESTIGATIONS

® TRUCK PHYSICAL DAMAGELIBRITY + ANIMAL MORTAITY +

| GEORGIA | TENNESSEE |

TENCO SERVICES,

ukymenis | el T o >—

INC.

GENERALADJUSTE RS AND SURVEXXORS

HOME OFFICE: 28 WHITE BRIDGE ROAD + NASHVILLE, TN 37205
615-353:0791 = 1-800-621-1313 - 1.800-421-5419 (TN) « TLX: 786546 - FAX: 615353-0798
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'We had a substantial amount of our assets in the

stock market,' says Mr. Poe, explaining that the

Oct. 19 crash was the main reason for declining

income last year. Investment income generated
only 1 % of 1987 revenues, down from 3% in 1986.

slide, the Tampa, Fla.-based bro-
ker's fell to the No. 15 spot from
No. 13 in the Business Insurance
ranking of the nation's Top 20 in-
surance brokers.

But a strong first-quarter 1988
showing has management optimis-
tic.

"l think we will have a record
year," said Chairman William F.
Poe. Growth, he predicted, will be
across the board and helping out
will be little, if any, additional ex-
penses.

"l don't think we will have any
substantial increase in expenses,"
he said.

Switching the brokerage's Pro-
fessional Protector Program for
dentists to claims-made coverage
resulted in a significant loss of rev-
enue last year, Mr. Poe explained.

Because claims-made coverage is
less expensive in the first few pol-
icy years than occurrence-based
coverage, the Professional Protec-
tor Program generated only about
$70 million in premiums last year,
down from about $100 million in
1986 when the coverage was still
occurrence-based.

Chicago-based CNA Financial
Corp. underwrites the program
that provides about 35,000 dentists
nationwide with medical malprac-
tice liability insurance limits of up
to $1 million.

While the change to a claims-
made form reduced revenues from

the medical malpractice coverage,

ESEEE

"the softening of the market really
affected us on our normal, Main

Street-type of business," said Mr.

Poe.

Overall, he termed 1987 "disap-
pointing.”

In prior years, Poe has not re-
ported premium income for Busi-
ness Insurance broker surveys, but
it listed that figure at $300 million
in 1987.

The disappointing 1987 results
followed two strong years for the
publicly held brokerage. The $34.1
million in 1986 gross revenues was
a 16.8% jump from $28.7 million
the prior year. In 1984, Poe re-
ported $22.8 million in gross reve-

Net income last year also tum-
bled, falling 66.4% to $1.5 million
from $4.4 million in 1986.

"We had a substantial amount of
our assets in the stock market,”
said Mr. Poe, explaining that the
Oct. 19 crash was the main reason
the brokerage suffered declining
income last year. Investment in-
come generated only 1% of 1987
revenues, down from 3% in 1986.

Poe's own stock fell to a low of
$7 in 1987's fourth quarter from a
first-quarter high of $13.25. The
stock was selling at $9 on June 9.

Despite its reduced earnings, Poe
declared a dividend of 10 cents per
share for each quarter last year.
Poe declared a dividend of 8 cents

per share for the last three quar-
ters of 1986.

Another drain on 1987's income
was an $800,000 loss attributed to
discontinued Whiting National In-
surance Co., a former Poe subsidi-
ary.

Mr. Poe said the loss was unex-
pected because the brokerage was
unaware of an indemnity agree-
ment signed in 1979 that called for
Poe to indemnify a ceding insurer

if Whiting could not pay reinsur-
ance losses on business written for

the insurer.

While he did not name the ceding
insurer, Mr. Poe identified the busi-
ness responsible

for the $800,000

VL Vaak “ully R

compensation in-
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"We thought g 3¢ -1 —
we had finished |1
any additional
losses,” related -
to Whiting, said - ¥ »t—

Mr. Poe. The Mr. Poe

brokerage last
recorded a loss attributable to the
discontinued operation in 1984.

Whiting primarily wrote profes-
sional liability coverage for dentists
and lawyers until it ceased writing
new business in 1985. It has been
operating only to pay claims from
prior business and manage certain
investments.

Poe continues to face a potential
liability as a defendant in litiga-
tion pending in Florida's Dade
County Circuit Court. No trial date
has been set for the lawsuit, which
concerns the 1984 sale of Poe & As-
sociates of Puerto Rico Inc. to J.M.
Pepe Alvarez, president of Asso-
ciated Brokers Inc. in Coral Gables,
Fla. (Bl, June 22, 1987).

Mr. Alvarez is seeking $4 million
in compensatory damages and $100
million in punitive damages from

Continued on next page

Hilb,Rogal Anc_ Hamilton Compang TheBest Insurance
Agencylnne City No Matter What CityWe're In.

With offices all across America, Hilb, Rogal benefits insurance,with manydifferent carriers and Hamilton name. And youll
and Hamilton has become one of the largest and underwriters. HRH also has the resources know you're getting the best in
to provide professional risk management ad- coverage and service. No matter u-*J-
Each agency offers a wide range of insur- vice, loss control consultation, and claims

insurance agencies in the country.

what city you're in.

ance services and products, including prop- administration. For any kind of Commercial or

erty, casualty, marine, aviation and employee Personal Coverage, look for the Hilb, Rogal
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INSURANCE

HilhRogalAndHamiltonCompany

Birmingham and Mobile, Alabama; San Diego, California; Hartfol#, Connecticut; Da gtona Beach, Fort Myers, Gainesville, Orlando and Tampa, Florida; Atlanta, Georgia; New Orleans, Louisiana;

Baltimom. Maryland; Jackson, M|ch|gan Goldsboro, North Camlina; Dayton, Ohio;

ittsburgh, Pennsylvama Dallas, Texas; Charlottesville, Chesapeake Fredencksburg and Richmond, Virginia.
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Poe. The suit, which was filed in
March 1986, charges that the bro-
kerage, Dependable Insurance Co.,
and other defendants convinced
Mr. Alvarez to buy the Puerto Rico
agency by intentionally misrepre-
senting loss ratios connected to
business the company handled.

The Puerto Rico-based company
operated as a managing general
agency for Jacksonville, Fla.-based
Dependable.

Dependable has filed a cross-
claim in the case alleging that a
release it granted to Poe freeing
the brokerage from claims related
to the program was fraudulently
induced.

In its annual report, Poe said De-
pendable is seeking to recover
losses it may realize under the pro-
gram plus an unspecified amount
of punitive damages.

Poe has denied misrepresenting
the loss ratios to Mr. Alvarez and
contends it furnished detailed loss
ratio information prior to the sale.
The brokerage also claims the re-
lease given by Dependable was le-
gitimate and bars Dependable
from recovery against the bro-
kerage.

Despite the shaky 1987, Mr.
Poe's optimism for a record 1988 is
bolstered by the brokerage's strong
first-quarter performance.

Gross revenues for the first three
months of this year totaled $10.1
million, a 20% increase from $8.4
million for the first quarter of
1987. Net income is up 55.4% to
$1.9 million compared with $1.2
million for the first quarter last
vear.

The brokerage continued to pay
a dividend of 10 cents per share for
the first quarter of 1988.

Expenses in this year's first
quarter have held the line, Mr. Poe
said, while a new medical mal-
practice program and contingency
commissions paid on business
written last year have boosted in-

When the St. Paul Cos. Inc.
pulled out of the medical malprac-
tice market in Florida last year,
Poe and CNA helped fill the gap by
offering the coverage to the state's
doctors. The program, which began
Jan. 1, generated first-quarter rev-
enues of approximately $1 million.

Poe estimates the CNA coverage
represents about 80% of the busi-
ness formerly written by St. Paul.

Contingency commissions have
added another significant boost to
revenues so far in 1988.

"We had very large (contingency
commissions) as compared to nor-
mal,"” Mr. Poe said in explaining
the first-quarter performance.
"The business that we wrote in
1987 was yery profitable for many
of our insurance companies."

Poe booked about $900,000 in
contingency commissions on that
business, compared with the
$400,000 it received in 1987's first
quarter.

Mr. Poe said he expects stellar
results for this year despite the
continued softening of the com-
mercial property/casualty insur-
ance market.

"l look for a continuing softness,
although | don't know how acce-
lerated it will be,” he remarked.
"It seemed to accelerate in April
more than the first three months.”

Mr. Poe noted that pricing com-
petition among insurers has spread
"pretty much across the board. The
lower rates are still on the better
business, but the average-to-poor
risks are now seeing discounts."

Commercial retail brokerage
business accounted for 49% of
Poe's 1987 gross revenues, or $15.2
million. In 1986, that business
made up 48%, or $16.4 million, of
Poe's revenues.

The brokerage received 94% of
its retail brokerage revenues on a
commission basis and 6% on a fee
basis in 1987. In 1986, 92% came
from commissions and 8% from

fees.

Mr. Poe notes that
pricing competition
among insurers has

spread 'pretty much

across the board.’

Wholesale business was respon-
sible for 36% of 1987 revenues, the
same as in 1986. Those revenues
amounted to $11.2 million last year
and $12.2 million in 1986. Included
in those figures is revenue gen-
erated by Tampa subsidiary Jor-
dan, Roberts & Co.

Mr. Poe said he expects pro-
grams on the whol'esale side to do
well for the remainder of this year.

A new program developed last
year provides $1 million in primary
commercial general liability insur-
ance and a $5 million umbrella

Continued on nezt page
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"But we've always handled claims that way..:'

When your company seeks the most comprehensive and cost-efficient insurance program
available, the last thir g vou want to hear is maybe.

You want superior cia rs setrice, action and commitment. You want a company that's interested
in your company-interested enough to give you a straight answer with no run around.

HCM Claim Management Corporation is that company. Their management team has the
experience to make recommendations and provide nnovative and diversified claims services
and the commitment to stay with your company bot, now and in the future

To find out more about HCM Claim Management, ca 1 -oseph M Ravich, at 1-800-HCM-2223 (in
N.J. 201-428-6474) or write to:

HCM Claim Managemert Corporation

C/o Joseph M. Ravich
475 Park Avenue South - 20th floor

New York, New York 1006



76 / Business Insurance, June 20,1988

Spotlight report

Continued from previous page

limit for members of the National
Beer Wholesalers Assn. based in
Falls Church, Va. The coverage is
written by CNA.

Although the program is young,
Mr. Poe said it is growing and is
expected to be profitable.

Earlier this year, Poe introduced
a program written by a pool of 30
insurers that provides $1 million in
environmental impairment liabil-
ity coverage for owners of under-
ground gasoline tanks. The cover-
age is issued by Amerisure
Insurance Co. in Detroit.

The program is "moving slow,"
said Mr. Poe. Two or three policies
have been written, but a lot of
business is not expected to be
written until the effects of govern-
ment regulations regarding under-
ground storage tanks become
clearer.

Poe's National Lawyers Pro-
gram, which provides $ 1 million in
professional liability limits for
lawyers, had a good year in 1987,
Mr. Poe remarked.

The program, underwritten by
CNA, generated $50 million in pre-
miums last year, up from $30 mil-
lion the year before.

"This is not a mature program,”
Mr. Poe said of the lawyers pro-
gram. "We anticipate that it will
continue to grow."

The National Optometrists Pro-
gram, which is written by Great
American Insurance Co. in Cincin-
nati, recorded premium levels in
1987 unchanged from the year be-
fore. Approximately 6,000 optome-
trists paid premiums totaling be-
tween $8 million and $10 million
for coverage that provides aggre-
gate professional liability policy
limits of $1 million.

Four percent of Poe's revenues
came from non-brokerage services,
the same percentage as in 1986.
These revenues include revenue
from Poe Benefit Services and Poe
Risk Management Services, both
third-party claims administrators
based in Tampa.

Personal lines accounted for 10%
of 1987 revenues, up from 7% in
1986.

Poe reported that other sources
contributed 2% of gross revenues
in 1986 but did not produce any
revenues in 1987.

Poe's acquisition activity slowed
last year compared with recent
years. The brokerage made just one
acquisition in March 1987 when it
acquired certain assets of Ragolia
& Co. Insurance Brokers in Pen-
nington, N.J., and moved those
assets to Poe subsidiary O'Connell
& Salisbury in New Brunswick,
N.J. As a result, the number of of-
fices remained the same, at 17.

Besides its Tampa location, Poe
has Florida offices in Fort Lauder-
dale, Fort Myers, Jacksonville, La-
keland, Miami, Orlando, Tallahas-
see, Tampa, Venice and Winter
Haven.

Poe's workforce increased to 545

last year from 517 in 1986. This in-
crease, coupled with the revenue
slide, reduced revenues per em-
ployee 13.9% to $56,842 from
$65,996 in 1986.

National offices are O'Connell &
Salisbury; Poe & Associates of
Georgia in Norcross; Poe & Associ-
ates of North Carolina in Charlotte
and Wilkesboro; and Poe & Associ-
ates of Texas in Houston.

Besides Mr. Poe, principal offi-
cers include V.C. Jordan Jr., presi-
dent; Martin L. Vaughan Il and
Bruce G. Geer, executive vps; Earl
S. Lipnick and Kenneth M.
Sumner, vps; and Donald E.
Howery, treasurer and secretary.

The cash compensation received
by the five highest-paid officers in
1987, according to documents filed
with the Securities and Exchange
Commission, follows:

William F. Poe...
Earl S. Lipnick...
V.C Jordan Jr

Martin L. Vaughan..

$134,119
.- $118,632

-By Michael Bradford
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Walter Kaye Associates Inc.

122 E. 42nd St., New York, N.Y.
10168; 212-210-9200

19:7 1986
Premium volume $500,000,000 $450,000,000

Gross revenues . $29,958,000 $28,758,000
Brokerage: Retail. 8(1% 81%

Wholesale. 9% 9%

Reinsurance. 3% 3%

Personal lines 1% 1%
Services. 2% 2%
Invest. income. 5% 4%
Employees s0 334
Rev./Employee. $93.619 $86,102
Offices... _ &6 6

Although Walter Kaye Associ-
ates Inc. did nit grow in 1987 at
the phenomenal rate it had grown
in previous years, senior manage-
ment is pleased with the company's
performance.

Revenues for the 36-year-old,

privately held New York-based
brokerage grew 4.2% in 1987 to
nearly $30 million from $28.8 mil-
lion in 1936. However, this growth
was not enough to keep the com-
pany from dropping one spot to 16th
place in the
Business Insur-
ance rankings of

the 20 largest
U.S. brokars.

'sWe're satis-
fied wish our re-

sults:— said

Lawrence jits
Greenfield, co-

= - -

"When insurance Mr. Greenfield

president.

prices are drop-
ping, we think we're doing a very
good job oy having any growth."
"We're the only (brokerage) firm
in the c-,untry that has achieved
this level (of revenues solely) with
internal growth," contended Co-
president Howard Kaye, son of the
compan=>'s founder and chairman,

Walter Kaye.

"We're large enough that we have
a good deal of the marketplace, but
we're not so large that we can't have
hands-on control of our accounts,”
said Howard Kaye.

Walter Kaye Associates' revenues
grew 20.1% in 1986, 38% in 1985
and 30.3% in 1984, when it had rev-
enues of $17.4 million and ranked
19th-its first year in the Bl Top 20.

But the brakes were on that
growth in 1987 because of the com-
petitive market and a general slow-
ing of the economy, explained
Messrs. Greenfield and Kaye.

"The euphoria was taken out of

the business,” commented Mr.
Kaye.

1987 was a "stable year, you could
almost say boring," said Mr. Green-
field.

Both Mr. Greenfield and Mr. Kaye
predicted last year that 1987 would
be tough, although Mr. Greenfield

speculated revenue growth in 1987
could hit 10% to 15%.

Although first-quarter 1988 rev-
enues are up 7% over the compara-
ble 1987 period, Mr. Greenfield said
that "we don't think we’'ll sustain
that the whole year.”

Officials of the brokerage agreed

that the competi-
tive market will

continue for a

while, but they

- declingd.tq.spee;

how long.
"1 think we're
going to be’' in
i this for a while,"
' | said Mr. Kaye.
Mr. H. Kaye Despite not
reaching revenue
goals, Messrs. Greenfield and Kaye
say they are proud of several ac-
complishments during 1987.
Revenues per employee rose to
$93,619 in 1987, compared with
$86,102 in 1986. The 8.7% increase
in revenues per employee resulted
Continued on next page

unWorld Chose Us
Because WelUnderstand

MoneyDoesGrowOn

At Sun World, the only thing growing faster than its highly
prized, gourmet fruit and vegetables was the company itself.
But that growth meant a greater potential for
accidents and injuries. And that could have affected
crops worth millions.
Which is why Sun World needed an insurer that
ould work with them to keep their employees productive.
And why they chose Argonaut for worker's compensation

coverage.

\
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from the 4.2% drop in employees to
320 in 1987 from 334 in 1986. The
decrease primarily was due to at-
trition, Mr. Greenfield said.

"We're getting more efficient”
and "more productive," he said.

In comparison with previous
years, "we're able to concentrate
on how we (conduct business) as
opposed to just getting it done,”
Mr. Greenfield added.

For example, the agency experi-
enced little account turnover,
which "permitted us to handle the
renewal book of business with bet-
ter efficiency," he said.

Eighty percent of the company's
1987 revenues were produced from
commercial retail brokerage, down
from 81% in 1986, and 5% was gen-
erated by investment income, up
from 4% in 1986.

Other business segments pro-
duced the same percentage of gross
revenues in 1987 as during the pre-
vious year: 9% from wholesale bro-

kerage; 3% from reinsurance bro-
kerage; 2% from fees for non-br-
okerage services like claims
administration; and 1% from per-
sonal lines brokerage.

Premium volume increased
11.1% in 1987 to $500 million from
$450 million in 1986.

Premium volume was distributed
among business lines much like
last year: about 68% of premium
volume came from casualty insur-
ance,.including workers compen-
sation and auto insurance; 18%
from property insurance; 9% from
life and health insurance; nearly
3% from reinsurance; and nearly
2% from personal lines.

Walter Kaye Associates' target
markets include restaurants, cata-
log showrooms, shopping centers
and medical/professional liability
accounts. The broker also has cli-
ents in the real estate, retailing and
manufacturing industries.

Walter Kaye Associates did not
drop any programs last year, but it

did not enter any new specialties
either. "We're always trying to
find new'products to sell to new
people," Mr. Kaye said.

One area that the company plans
to concentrate on more in 1988 is
employee benefits.

Mr. Greenfield said the bro-
kerage ideally would like to see
premiums from group life and
health insurance comprise about
15% of total premium volume. He
pointed out that health insurance
premiums are escalating like prop-
erty/casualty premiums did a few
years ago, so future premium
growth can be anticipated.

Mr. Kaye predicted that the com-
pany's commissions from employee
benefits could grow 20% in 1988
from 1987.

Walter Kaye Associates' em-
ployee benefits division may be
spun off to form an affiliated ben-
efits consulting company in 1988,
Mr. Greenfield said, so that the di-

vision could "have its own iden-

DUB676666 176:;JU.,-UNCES, JUIlle LU, 1 300/ 4 4

tity."”

Walter Kaye Associates pri-
marily targets clients that with at
least $250,000 in premium volume,
but the company on occasion will
consider clients that spend as little
as $100,000 annually on insurance
premiums, Mr. Greenfield said.

While the broker generally does
not solicit any account generating
less than about $10,000 in commis-
sions, minimum levels are different
for companies in the broker's tar-
get markets, he noted.

For example, small professional
offices and restaurants generating
$1,000 in commissions would be vi-
able clients, Mr. Greenfield ex-
plained.

Ninety-eight percent of Walter
Kaye Associates' 1987 retail bro-
kerage revenues were generated on
a commission basis, while only 2%
came from fees, the same break-
down as last year.

Walter Kaye Associates serves
approximately 7,000 clients with

We assisted SunWorld in assembling the best on-call medical
people available in a region where physicians are a scarce resource.
And we did so cost effectively

We also tailored the program to precisely fit SunWorld's

Ibees

business operation. Premium payment
schedules, for example, were structured around

' the harvest And claims were efficiently pro-
cessed to meet the needs of a non-English speaking, transitory

work force.

StiM, what was most important for SunWorld is the fact we listened.

Because every customer is different And every business requires
an insurance program that takes into account the exceptions, not just
the rule. In other words, the kind of coverage that Argonaut delivers.

Call (415) 326-0900 and talk with Michael Crall, our president

Find out how we can

Ar ona t

help you grow.

six retail brokerage offices. It did
not open or close any offices dur-
ing 1987.

INn addition to its New York
headquarters, the East Coast of-
fices, each of which is called
Walter Kaye Corp., are located in
Newark, N.J.; Southport, Conn.;
and Cranston, R.I.

During 1987 the Connecticut of-
fice moved from a 4,000-square-
foot location to a 12,000-square-
foot location, Mr. Greenfield said,
adding that the broker hopes to
further expand that operation in
1988.

The West Coast office is in Be-
verly Hills, Calif.

The sixth office is American Ad-
ministrators Corp. in Arlington
Heights, lll., which is a direct-mail
company that markets life and
health insurance products to asso-
ciations.

Walter Kaye Associates also has
two non-retail brokerage subsi-
diaries. One company, Claims Ad-
ministration Corp., based in New
York, provides risk analysis and
property/casualty claims manage-
ment services for larger accounts.

In addition, Walter Kaye Associ-
ates owns United Administrators
Inc., a Cranston, R.l.-based firm
formed in 1986 to manage purchas-
ing groups formed under the Risk
Retention Act of 1986.

Walter Kaye Associates hopes to
acquire a regional brokerage firm
during 1988, said Messrs. Kaye and
Greenfield.

Last year, the broker looked at
three possible acquisitions but did
not buy any of the companies, Mr.
Greenfield said.

However, making an acquisition
is a "higher priority this year; you
need to acquire to grow," he con-
tinued.

"The pressure in 1988 is to main-
tain profitability,” Mr. Greenfield
noted, especially because "we're
starting in such a trough in our re-
newals because of price competi-
tion" and expenses have already
been pared so much.

"You must constantly be out
looking for new business," added
Mr. Kaye.

As the market is becoming in-
creasingly competitive, "we cer-
tainly have a lot more unsolicited
contact with insurers than we ever
have," commented Mr. Greenfield.

Although insurance availability
and pricing are no longer wide-
spread problems, clients that pur-
sued alternative risk financing
mechanisms like captives or self-
insurance programs are not re-
turning to the traditional market,
according to Mr. Greenfield.

"We have never had a client with
a captive or self-insurance (pro-
gram)" go back to traditional in-
surance, he stated.

Mr. Greenfield said Walter Kaye
Associates may try to expand its

claims administration work for

self-insurers in the next few years.
"We have more clients interested

in controlling their claims,” Mr.
Greenfield said. He noted that
Walter Kaye Associates already
performs some "hands-on loss ad-
justment of third-party liability"
for captives, and this is an area
that could provide good revenue
growth in future years.

Insurance prices seem to be
pretty level across the country,
with pricing gaps occurring "only
for short periods of time" before
they equal out, Mr. Kaye said.

Walter Kaye opined that the real
problem in the insurance industry
today is that there are not enough
good people available.

"That's the worst thing in the
business: you can't find talented
people," he said.

In addition to the Kayes and Mr.
Greenfield, officers include: Marc
Silverman, executive vp; Richard
Bass, Stanley Feinberg, Bruce
Guthart and Roger Levey, senior
vps; and Frank Shechter and
Laura LeValley, first vps.

-By Deborah Shalowitz
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Financial Guardian

Group Inc.

3100 Broadway, Kansas City,
Mo. 64111; 816-561-8630

1987 1986
$240,000,000 $190,000,000
$29,749,000 $22,927,000*

Premium volume.

Gross revenues.

Brokerage: Retail. 75% 74%
Wholesale. 12% 14%
Reinsurance. 1% 1%
Personal lines 6.6% 6.3%

Services....... a% 3%

Invest. income. 1.4% 17%

Employees.. 354 307"

Rev./Employee. $84,037 $74,681

Offices. 15 14

* Restated; broker's report, no public records.

After several years of concen-
trating on downscaling its opera-
tions, Financial Guardian Group
Inc. is solidifying its basic strength
-servicing middle-market com-

mercial brokerage clients-and in-
creasing its profits.

And, now that the Kansas City,
Mo.-based brokerage is back on
track, privately held Financial
Guardian is setting some lofty
goals: Increase revenues to more
than $75 million within five years
and become a publicly traded com-
pany.

FG's 1987 performance is "evi-
dence that this company is work-
ing," pointed out Donald R. Weber,
chairman and chief executive offi-
cer of the brokerage.

FG returned to the ranks of
Business Insurance's 20-largest
U.S. agents/brokers with gross
revenues of $29.7 last year, a 29.8%
increase over a restated $22.9 mil-
lion in 1986. FG now ranks 17th,
up from No. 21 last year.

INn addition, net income rose
26.2% to $1.1 million last year from
$881,763 in 1986. Earnings per
share rose to 60 cents from 47

cents.

That growth carried over into the
first quarter of 1988. Gross reve-
nues for the quarter rose 25% to
$8.4 million from $6.7 million in
1986, while net income advanced
26.3% to $547,746 from $433,517.

First-quarter earnings per share
rose to 30 cents

in 1988 fronn 24 e
cents in first-
quarter 1987.

Mr. Weber said .li
FG's success is 4 4

linked to its A ... ,

Company,of Ex-i< -

-
gram, which was I I I

introduced in
Mr. Weber

N
~7

1985 as it was
reorganizing its
operations.

"We went back to a good plan
to stay with the basics and stay in
the business we know, which is in-
surance brokerage in the upper
mid-market commercial area and

special programs such as associa-

This is Hewitt, Coleman.

tion, franchise and trade classes,"”
Mr. Weber said. "The excellence
program has certainly been a big
factor, and our success really boils
down to the leadership of this com-
pany.”

The 19-year-old brokerage began
tightening its corporate belt almost
four years ago, when overdiversifi-
cation in areas such as reinsurance
and wholesale brokerage caused
profits to lag, said Mr. Weber.

"We always had our successful
regional offices but we were get-
ting involved in so many other
things that attention had been di-
luted," he observed.

So, in a 1984 bite-the-bullet
move, FG restructured its manage-
ment and divested itself of opera-
tions that generated $9 million in
revenues, approximately one-third
of its 1984 revenue base.

FG also trimmed the fat from its
risk management services division,
which was made more cost-effec-

tive by the relocation of the divi-

Eow Do Yon Determine 5 a Captive

is the Zest Way for To= Company
or Association t© Manage Risk?

Lt

Specialists: E.J. Kaminski, Sr. Vice President; Charles R. Warne, Chairman; Nicholas F. Poschl, Vice President.

Ask The Specialist in self-funded retention programs.

Captives are not for everyone, despite
all the clamor you hear in today's
market. But if risk retention through a
captive insurance company or RRG is
appropriate for your company or

homogeneous group, the cost benefits
can be substantial.

With the continuing instability and
non-availability in the insurance market,
isn't now the time for you to give
serious consideration to a self-funded

retention program?

Formation of a captive, domestic or
offshore, requires a feasibility study.
That can incur significant initial expense.
Our approach at Hewitt, Coleman is a lit-
tle different: First, we assist you or your
consultant in conducting a preliminary

survey

without charge, or obligation.

If the formation of a captive or RRG
seems feasible, then our full team of

HEWITT, COLEMAN & .coomres e

Home Office: P.O. Box 3665, Greenville, SC 29608, Tel. (803) 242-4350

specialists can go to work for you.

For 65 years Hewitt, Coleman has
been dedicated to providing innovative
and responsive solutions to managing
and funding risk. We provide total ad-
ministration services, including:

* Underwriting & Management
- Excess, Reinsurance
= Claims Administration

Litigation Control
- Loss Control

- Marketing
» Premium Billing

Regulatory Filings

= Accounting and EDP
'To enlist the aid of our team of spec-
ialists for your company or association,
call Joe Kaminski, Senior Vice President
at (800) 421-9139. No obligation, of
course, except to yourself to discover

the benefits of risk retention.

Branches and affiliated offices in major cities.

SELF-INSURANCE SPECIALISTS SINCE 1923

m Loss Control Services a Claims Administration O Captives m Pools 0 Health Care a Employee Benefits Administration a Data Management

sion's central management to FG's
Kansas City headquarters from its
New York office, said Mr. Weber.

By selling off operations unre-
lated to its core business, FG slowly
slid downward in the Bl Top 20: It
ranked 16th based on 1984 revenues
of $23.3 miillion; 19th based on 1985
revenues of $21.1 million; and 21st
based on 1986 revenues of $22.4
million before its 1987 climb.

"We knew the divestiture activ-
ity would reduce revenues but we
did it by design and it's paying off,"
said Mr. Weber.

With the consolidation completed,
FG is now growing both internally
and through acquisitions.

About 73% of FG's 24.8% growth
in commissions and fees last year
was attributable to internal factors,
like rate increases and improved
production, while 27% was attribut-
able to acquisitions.

During 1987, FG acquired a for-
mer Fred S. James & Co. Inc. of-
fice in Phoenix, Ariz., which gen-
erates $1.1 million in annual gross
revenues; Stone Insurance Brokers
in Los Angeles, which produces $1.3
million in gross revenues; Brain &
Fritson Inc. in Kansas City, which
produces $800,000 in gross reve-
nues; and miscellaneous books of
business totaling $75,000 in annual

The acquisitions of Stone, the
James office and Brain & Fritson
were reported as purchases in FG's
1987 gross revenues.

The acquisitions also have in-
creased the brokerage's employee
roster to 354 at year-end 1987 from
307 the previous year. With a 15.3%
increase in employees, revenues per
employee only rose 12.5% to $84,037
in 1987 from $74,681 the previous
yvear.

And the staff increases are par-
tially responsible for the overall in-
crease in FG's operating expenses in
1987, said Mr. Weber.

Salaries, commissions and em-
ployee benefit expenses rose 25.7%
last year to $17.8 million, while
total operating expenses rose by
25.7% to $26.3 million.

But, operating expenses should
moderate through employee attri-
tion in acquired branch offices, said
Mr. Weber.

In addition, FG's Insurnet com-
puter system, which enables the
brokerage to process 75% of the in-
quiiries it receives without paper
files, has increased productivity and
"significantly reduced expense
ratios,"” said Darrell D. Prater, FG's
executive vp, director and chief fi-
nancial officer.

FG also is concentrating on its
internal growth. The brokerage's
account retention was strong in
1987, Mr. Weber said, and this was
reflected in contingent commissions
from insurers, which totaled $1.3
million in 1987. And, contingent
commissions have increased to $1.7
million this year, he added.

Because of the softening commer-
cial property/casualty insurance
market, FG, along with many other
brokers, anticipated a decrease in
renewal premium rates for 1987 and
planned accordingly, Mr. Weber
said. Unfortunately, FG only pro-
jected a 12% decrease in renewal
rates, while the 1987 figure was
closer to 20%, he noted, adding that

this loss of commission revenue on
renewal business means that FG
must continue to emphasize new
business production.

To do so, FG is concentrating on
a "sales center" marketing ap-
proach through the addition of pro-
ducers to existing branches, "mak-
ing them larger so they have a
critical mass level to be able to pro-
vide in-house risk management ser-
vices," said Mr. Weber.

At least eight new producers were
added to FG's branch offices in
1987, added Mr. Prater.

Mr. Weber said insurers are
"much more aggressive in going
after business now," sometimes to
the point of careless underwriting.

Continued on nert page
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However, "l think the companies
on the whole are much more intel-
ligent this time," he said.

Another strategy pursued by FG
is to more clearly define its spe-
cialties, he said. FG specializes in
coverage for medical supply firms,
trucking companies, fast-food
franchises, arenas and oil and gas
companies. And, FG's 1987 acqui-
sitions increased its market share,
particularly in its fast-food and
trucking, said Mr. Weber.

Average commissions for a me-
dium-sized accounts ranged from
$5,000 to $10,000 in 1987, with
FG's largest account producing
$400,000 in commissions, said Mr.
Prater. Association programs pro-
duce an average of $800,000 to
$1 million in commissions.

Despite an appetite for larger
accounts, FG is not necessarily
chasing Fortune 500 companies for
business, said Mr. Weber, though

he foresees eventual expansion
into this market.

"We feel that there is a tremen-
dous opportunity for FG because
there are very few mid-market,
mid-sized national brokers left,"”
said Mr. Weber.

The brokerage's commercial re-
tail business produced 75% of FG's
gross revenues last year, up fronn
74% in 1986. Wholesale brokerage
shrank to 12% of revenues, down
from 14% in 1986, as a result of
previous years' divestitures and in-
creased retail business.

The brokerage's FG Special Risk
Inc. subsidiary, with offices in
Texas and Louisiana, is FG's only
remaining wholesale unit, said Mr.
Weber. FG Special Risk is licensed
as a surplus lines broker in Texas,
Louisiana, Florida, New York, Illi-
nois, California, Colorado, Michi-
gan, Kansas and Missouri.

Personal lines brokerage repre-
sented 6.6% of FG's gross revenues
in 1987, up from 6.3% in 1986. Fees
from services increased to 4% from
3%, while investment income fell
slightly to 1.4% from 1.7%.

FG's goals for 1988 and beyond
are ambitious. The brokerage plans
to increase its revenues to $50 mil-
lion within the next two to three
years and to $75 million within
five years, said Mr. Weber.

Part of this growth will be fueled
by acquisitions. FG is looking in
cities in which it already has
branches and also wants a poten-
tial acquisition candidate to have
expertise in middle-market ac-
counts or specialty programs, he
said.

Eventually, "FG wants to be po-
sitioned in the major metro areas
of the country," said Mr. Weber.

Another specifically targeted
area of growth for 1988 and be-
yond is risk management services,
he said. FG projects that services
will generate 10% of 1988 reve-
nues, up from 4% in 1987.

FG's clients continue to show an
interest in captives, Mr. Weber
said, noting that FG performs cap-
tive feasibility studies and offers
captive establishment and man-
agement services.

Mr. Prater added that FG has set
up three captives since the begin-
ning of the year.

The brokerage also continues to
see growth potential in brokering
excess liability and directors and
officers liability insurance, said
Mr. Weber.

FG, with employees owning 24%
of its stock through an employee
stock ownership plan, intends to go
public within the next two years,
he added. FG's determination to go
public could even include a merger
with a public company as a "stra-
tegic partner" as long as FG re-
tains control of its assets, he ex-
plained. He added, though, that
there are no suitors at present.

As reported on FG's 1987 10-K
form, the company's stock was val-
ued at $9.28 per share at year-end
1987, a 12% increase from $8.23
per share at the end of 1986.

Among management changes,
Frank C. Witthun joined FG as se-
nior vp and director. Mr. Witthun,
who worked at Wausau Insurance
Cos. for 11 years and at Fred S.
James for seven years, oversees
various FG offices, errors and
omissions issues and strategic
planning.

FG now maintains 15 offices in
the following states: Alaska, Ari-
zona, California, Colorado, lllinois,
Kansas, Louisiana, Michigan, Mis-
souri, New York and Texas, up
from 14 last year with the acquisi-
tion of a Phoenix, Ariz., office. FG
also has a Bermuda office.

The cash compensation received
by the five highest-paid FG offi-
cers in 1987, according to docu-
ments filed with the Securities and
Exchange Commission, follows:

Donald R. Weber... -
Doran R. Oneale.

.. $179,082
$128,700
Norbert F. Koehs......................... $125,000

Barry R. Harper.
Darrell D. Prater ......

-By Laura Mazzuca
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Spotlight report
1 .1

McDonough Caperton
Insurance Group

1 Hilcrest Drive, P.O. Box 1551
Charleston, W.Va. 25326-1551
304-346-0611

1987 1986

Premium volume. NA NA
Gross revenues. . $28,384,000 $23,884,000*
Brokerage: Retail. 60% 58%
Wholesale. 4% 6%
Personal lines 3% 3%
Services. 30% 30%
Invest. income. 2% 2%
Employees. 488 452
Rev./Employee. $58,164 $52,871
Offices. 17 17

* Restated, broker's report, no public records.

McDonough Caperton Insurance
Group has a new president, while
its former chief is aiming his sights
at a higher office.

W. Marston Becker became pres-

ident of the nation's 18th-largest
brokerage when W. Gaston Caper-
ton Il resigned in November to
seek the Democratic nomination
for governor of West Virginia.

Mr. Caperton, who remains
chairman of the brokerage, went
on to win the May 10 Democratic
primary.

Mr. Becker, who formerly was
executive vp of the Charleston,
W.Va.-based company, makes clear
that the change at the top does not
mean a change in the brokerage's
long-term plans nor will it affect
the brokerage's growth.

Last year, McDonough Caperton
Insurance Group reported gross
revenues of nearly $28.4 million,
up 18.8% from $23.9 million in
1986. That pushed the broker up
one notch to the 18th slot on the
Business Insurance ranking of the
top U.S. brokers.

"We really had a super year. We
continued our historical growth
rate of about 20% a year. Virtually

all of that was internally gen-
erated; all but $300,000,"” Mr.
Becker said.

"Business was excellent, the best
new business year we've had in
years, maybe even in the history of
the company,"” added Robert L.
Ludwig, president of property/ca-
sualty operations for the broker's
Charleston, Parkersburg and Hun-
tington, W.Va., offices.

McDonough Caperton's growth
moved the broker considerably
closer to its goal of generating $50
million in gross revenues by 1991.
"We're one year into a five-year
goal and we're on target,"” Mr.
Becker said.

Commercial retail brokerage
generated the largest portion of
gross revenues at 60%, up from
58% in 1986; fees for non-bro-
kerage services totaled 30%, un-
changed from 1986. The balance of
revenues came from wholesale bro-
kerage, 4%; personal lines, 3%; in-
vestment income, 2%; and reinsur-

WE'RE OFFERING

ance brokerage, 1%.

Revenues per employee averaged
$58,164, up 10.1% from $52.841 in
1986. That growth is also on target
with the company's goal of $80,000
in revenues per employee by 1991.

Mr. Becker admits that the bro-
ker's mix of business, which in-
cludes a large amount of benefit
consulting and third-party admin-
istration, may make reaching this
goal somewhat more difficult than
it would for other Top 20 brckers.

"We're continuing work on im-
proving our revenues per em-
ployee. But, our revenues per em-
ployee are very difficult to measure
on a comparative basis wit]: other
brokers. Our revenues per em-
ployee in our brokerage offiees ex-
ceed $80,000 per employee. We do
a large volume of third-party
claims administration, which is a
low revenue-per-employee busi-
ness. Therefore, our overalr aver-
age is not comparable wi:h the
other primary brokerages:" Mr.
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Becker said.

Property/casualty brokerage
business accounted for about
47 Y%--or $13.3 million-of McDon-
ough Caperton's revenues last
year, said Claudia F. Lindsey, vp-
planning and administration. Of
the property/casualty brokerage
business, roughly 1% is ocean ma-
rine, 1% aviation, 1% directors and
officers liability, 4% medical mal-
practice, 7% other professional lia-
bility, with the rest falling into
the category of "other commer-
cial,” Ms. Lindsey said.

About 40% of the broker's reve-
nues were generated by ehiployee
benefit services and brokerage ac-
tivities, including workers com-
pensation claims and benefits ad-
ministration. The remaining 13% of
revenues came from investment in-
come and income generated by the
broker's Caperton Special Risks
wholesale brokerage unit and its
Caperton Systems unit, which
markets automated office systems.

Mr. Becker attributed some of
the broker's success to a high cus-
tomer retention rate. "We retain
95%-plus of all our clients on an
annual basis," he said.

During the
past year, the
broker acquired , p

7,ns aoUoftiZr.a82 -n-*/7) 7
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Mr. Becker

Insurance
Agency in Hun-
tington, W.Vva.
Mr. Becker said
that the agency generates about
$600,000 in commission revenues
annually and gives McDonough Ca-
perton a presence in Huntington,
the second-largest city in West Vir-
ginia.

A one-man office in Chicago spe-
cializing in professional liability
risks shut down when the employee
took another job. Mr. Becker said
there are no plans to reopen the of-
fice anytime soon.

Mr. Becker made clear that the
broker intends to continue concen-
trating its energies in the Eastern
quadrant of the nation.

"We have done one or more ac-
quisitions for each of the past three
or four years, and | expect we'll
continue that path,"” he said. For
example, Mr. Becker cited North
Carolina-where the broker cur-
rently has a small office for its au-
tomation systems division-as "an
area we see ourselves expanding
into over time."

The company has 14 retail bro-
kerage offices in West Virginia,
Florida, Georgia, Kentucky, Ohio,
Pennsylvania and Virginia.

Mr. Becker has no doubt that
McDonough Caperton gained mar-
ket share as it expanded geogra-
phically from its West Virginia base.
"l don't think total insurance pre-
miums have gone up 20%. Common
sense would tell us that we've
gained market share, but | don't
have any particular statistics to
show that," he said.

As part of its strategy for contin-
ued growth, McDonough Caperton
formalized the role of its industry
groups during the past year, said
Ms. Lindsey.

The industry groups-which she
describes as, "in essence, ad hoc
task forces"-meet quarterly and
consist of employees from all of-
fices who have expertise in a par-
ticular industry. They meet to ex-
change product and service
knowledge and to suggest how to
improve service to the particular in-
dustry group.

The broker currently has indus-
try groups focusing on the coal,
contracting, health care and oil and
gas industries, and additional
groups may be formed.

A large portion of McDonough
Caperton's growth continues to
stem from expansion of its em-

Continued on next page



Continued from previous page
ployee benefit services.

The broker currently administers
benefit claims for more than 200
clients, covering roughly 250,000
lives, said Andrew J. Paterno, pres-
ident of benefit operations.

McDonough Caperton ranked
11th on Bl's list of the 12-largest
claims administrators for self-in-
sured clients (Bl, Jan. 25).

The company's largest TPA eli-
ent is the state of West Virginia,
with 90,000 lives. The broker gen-
erally looks for a TPA customer
with a minimum of 200 lives, with
the average client having about
1,000 lives, Mr. Paterno said.

During the past year, the bro-
ker's employee benefits operations
have expanded their market terri-
tory to include some Western
states, Mr. Paterno said. In addi-
tion, the broker is continuing to
expand its preferred provider pro-
gram, MedSelect, in West Virginia.
The MedSelect program is under-
written by Greensboro, N.C.-based
Pilot Life Insurance Corp.

McDonough Caperton also is

continuing to market Dimension
Health Inc.'s Dimension PPO in the

Miami area.

Mr. Paterno said that McDon-
ough Caperton is anticipating an-
other 20% to 25% growth rate in its
employee benefits services divi-
sion, which generates about two-
thirds of its revenues through fees.

On property/casualty brokerage,
McDonough Caperton generates
about 95% of its revenues from
commissions, said Mr. Ludwig.

The average target account gen-
erates about $20,000 to $25,000 in
commissions, he said, although the
broker's largest account generates
about $300,000 in annual commis-
sions.

Mr. Ludwig pointed out that vir-
tually all insurers have cut their
prices during the past year, with
an across-the-board average de-
crease of 10% to 15%.

"We see our carriers obviously
trying to become more niche mar-
ket players, in trying to stay away
from the softening pricing we see
today. | think without exception,
all carriers say that they're not
cutting prices but obviously some
of them are," he said.

"l really haven't seen the under-
writing guidelines changing much,
which is hopefully a very good
sign. If they are reducing pricing,
they're holding the underwriting
guidelines.”

Mr. Becker added: "There's no
question the market is softening in
standard property/casualty busi-
ness (though) in the last three to
six months, in the tougher casualty
business, it's been flat rather than
softening.” He cited product liabil-
ity as an example of a tough ca-
sualty line.

Ms. Lindsey said that in addition
to changing its top management,
McDonough Caperton changed its
corporate structure in 1987.

"McDonough Caperton Insur-
ance Group is all one entity now.
We used to be a holding company
with separately incorporated profit
centers,"” she said, noting that the
change is merely technical and
does not affect the operations of
the brokerage.

McDonough Caperton also oper-
ates Caperton Special Risk Ser-
vices in Atlanta, which markets
difficult-to-place general liability
and product liability risks to both
domestic and foreign excess/sur-
plus lines markets.

Another unit, McDonough Ca-
perton Professional Liability Ser-
vices in Charleston, W.Va., special-
izes in brokering professional
liability insurance for attorneys,
medical professionals and other
professions. The broker also pro-
vides captive management services
through McDonough Caperton In-
ternational in Hamilton, Bermuda.

Charleston-based McDonough
Caperton Systems provides auto-
mated office management systems

for physicians and clinics. The sub-
sidiary also has an office in Char-
lotte, N.C.

The broker is currently involved
in one lawsuit, Mr. Becker said.

Two Ohio health care plans-
Cleveland-based Ohio Health
Choice Plan and the Academy of
Medicine of Cleveland-sued
McDonough Caperton Shepherd
Group, the broker's former hold-
ing company, for the return of $1.7
million in group health premiums
that the broker had not remitted to
Ideal Mutual Insurance Co. of New
York before that insurer was or-
dered liquidated in 1985. The
money was placed in a trust with a
federal court for that court to de-
cide who should get the money.

Mr. Becker said there has been
"absolutely no change in status” of
the suit during the past year.

McDonough Caperton's top offi-
cers include Mr. Caperton, Mr.
Becker and Ms. Lindsey.

-By Mark A. Hofmann
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MUTUAL MARINE OFFICE, INC.

100 PARK AVENUE, NEW YORK, N.Y. 10017 - 212-953-0580

Pacific Mutual Marine Office, Inc.
100 Pine Street, San Francisco, CA 94111 » 415-421-8972

Mutual Marine Office of the Midwest, Inc.

20 N. Wacker Drive, Chicago, lllinois 60606 « 312-368-1120

General Managers

NEW YORK MARINE AND GENERAL INSURANCE COMPANY
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UTICA MUTUAL INSURANCE CO.
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Alabama Selected Attorney General Opinions
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Alaska Selected Attorney General Opinions
Arizona Circular Letters

Arizona Selected Attorney General Opinions
Arkansas Bulletins and Directives

Arkansas Rules of Practice and Procedure
California Bulletins

Colorado Notices

Colorado Selected Attorney General Opinions
Connecticut Bulletins

Connecticut Selected Attorney General Opinions
Delaware Bulletins and Circular Letters
Delaware Selected Attorney General Opinions
Florida Bulletins and Fire Marshal News

Florida Selected Attorney General Opinions
Georgia Bulletins and Directives

Georgia Selected Attorney General Opinions
Hawaii Selected Attorney General Opinions
Idaho Bulletins

Idaho Selected Attornev General Opinions
lllinois Credit Life and Credit Accident Bulletins
lllinois Selected Attorney General Opinions
Indiana Bulletins

Indiana Selected Attorney General Opinions
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Louisiana Special Letters ot the Ratina Commission
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Michigan Bulletins

Michigan Selected Attorney General Opinions
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Minnesota Selected Attorney General Opinions
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Nebraska Bulletins
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New Mexico Selected Attorney General Opinions
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New York Opinions of General Counsel
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North Dakota Selected Attorney General Opinions

Ohio Bulletins

Ohio Selected Attorney General Opinions
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Rates Regulations

Oklahoma Selected Attorney General Opinions

Oregon Bulletins

Oregon Selected Attorney General Opinions

Pennsylvania Bulletins, Notices and Orders

Pennsylvania Selected Attorney General Opinions

South Carolina Bulletins and Orders

South Carolina Selected Attorney General Opinions

South Dakota Bulletins

South Dakota Selected Attorney General Opinions

Tennessee Selected Attorney General Opinions

Texas Selected Attorney General Opinions
Utah Bulletins

Vermont Bulletins

Vermont Selected Attorney General Opinions
Virginia Administrative Letters

Virginia Selected Attorney General Opinions
Washington Bulletins and Fire Marshal Regulations
Washington Selected Attorney General Opinions
West Virginia Informational Letters
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Wyoming Selected Attorney General Opinions
Commonwealth of Puerto Rico Circular Letters
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Capacity has not been a problem, with Morefar Marketing Inc , a derwriters were never able to ar- "That way clients know what our
19 he added, noting that one account unit of American International range reinsurance, Mr Miller re- compensation is," he observed
has a $190 million property insur- Group Inc Another AIG unit, Na- ported B R | commissions average 10%
B.R.I. Coverage Corp. ance limit and a $73 million um- tional Union Fire Insurance Co of Overall, the mix of BRI's bum- or less, Mr Miller said
brefia limit Pittsburgh, Pa, underwrites the ness changed little last year from Revenues generated by employee
B R I 15 hoping to generate more coverage 1986 Commercial casualty cover- benefit consulting have increased
than $1 milhon in commissions The asbestos program also pro- ages generated roughly 40% of the slightly since the formation last
156 William St, New York, N'Y from the program thrs year duced "well over" $1 million in firm's revenues, while property year of Comprehensive Benefit
10038, 212-233-7171 *A property/casualty program commissions for BRI last year, business accounted for 20%, ocean Consultants, a joint venture be-
ros7 +os6  Tor small supermarket chains, also Mr M-ller said marine risks-consisting mainly of tween BRI and New York-based
Premium volurne NA $265.000,000  INtroduced at the end of last year. None of the brokerage's industry cargo rather than hull business- consultant Chernoff, Diamond, Os-
Gross revenues $27,100,000 $23,900,000 Workers compensation coverage programs is sponsored or endorsed 20%, life and employee benefits, trove & Feller
Brokerage Retail ij 85% for the supermarkets IS provided by trade groups, but instead are 5%, personal lines, 5%, crime and CBC has targeted BRI's exist-
Reinsurance 3% 1 by the New York State Insurance marlreted directly to potential pol- surety coverages, 4%, risk manage- ing client base to produce new
Personal lines 5% 5% Fund BRI expects the program icyholiers he said, expla-ning that ment services, 3%, and investment benefit business, and CBC now
ie;;:eicome zj 3% to produce commissions of dealing through trade associations income, 3% handles benefit programs for about
Employees e 3(;% $300,000 to $400,000 this year and wc_)uld make the_ programs zoo dif- As in previous years, roughly 30% of BRI's property/casualty
Rev /Employee $126.047 s135.705  $500,000 to $750,000 next year ficult zo administer 75% of BRI's brokerage revenue clients, Mr Miller said This is up
offices " i = A casuallb prog.am for demo- He would not reveal the names of was derived from commissions, from the 20% previously handled
lition contractors started m mid- insurers underwriting the shop- while the remaining 25% was by White House Agency Inc, a
B R | Coverage Corp has beefed 1987 The program generated a lit- ping center, supermarket or demo- derived from fees B R | unit that continues to handle
up its sales staff and is pursuing tle more than $1 million in com- lition contractors programs Despite the soft market-which some benefit business, he said
mdustry insurance programs in an missions for BRI last year, Mr Another property and liability might be expected to encourage In addition to commercial retail

effort to counter the softening com- Miller said program for fuel oil distributors commission-based billing-B R | brokerage, which accounted for
mercial insurance market's down- *A prcgram for asbestos abate- introduced last year never got off has seen more interest in fee-based 85% of 1987 revenues, BRI pro-
ward pressure on revenues ment contractors, on which BRI the ground because-among other compensation, particularly among vides a variety of other insurance
While revenues at BRI grew acts as co-program administrator reas ons-the program'sun- r.s larger clients, Mr Miller said Continued on next page
13 4% last year to $27 1 million from
$23 9 milhon in 1986, BRI shpped
one spot to 19th place m the Bustness
- Insurance rankmg of the 20 largest
brokers
While last year's revenue growth
was respectable--particularly in a

year that saw significant con*eti-
tion returning to property/casualty
markets-it represented a contmu-
ing slowdown for BRI

Revenues m 1986 grew 18 9% from
$20 1 milhon in 1985 Revenues rose
an impressive 40 6% mcrease m 1985
from $14 3 milhon the previous year

Last year "was not a world-
beater," acknowledged Howard
Miller, a BRI partner and direc-
tor of product development "The

marketplace be-
came a lot easier

8/F) to work with but
lillrb =M (was) therefore
N -, f more competi-
tive™
INn response,
B R I has dou-
bled the size of
its production
staff to about 20
Mr. Miller people from
about 10, Mr
Miller said
Overall, staffing at BRI ex-
panded 22 2% to 215 employees last
year from 176 m 1986 Along with
the additions in its production de-
partment, BRI added employees in
its underwriting department, which
services client accounts in the firm's
offices, and in its marketing depart-
ment, which markets client ac-
counts to Insurance companies
Several of BRI's new salesmen
were hired away from direct-writ-
ing insurers hke Liberty Mutual In-
surance Co and Allstate Insurance
Co, according to Mr Miller, who
explained that the goal of the sales
staff is to bring in new small and
medium-sized commercial accounts
"We felt we weren't getting a
market share of the Main Street
business," he said

The new emphasis on sales is "not
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g Total credits and payments (add lines .48 through 141) 148
15 Enter any PENALTY for underpaymen- of est,mated tax-Check | O if Form 2220 5 attached 15
16 TAX DUE-If the total of lines 13 and 15 islarger thanilne 148, enter AMOUNT O 7

17 OVERPAYMENTH-if tine 148*s largerthan the total of lines 13 and 15, enter AMOUNT OVERPAID 17

18 Enteramount dline 17 youwant Crealted to 1988 estimated tax b $ Refunded | 18
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along We were kind of staid and Sign
traditional as far as our sales force Here ) ) )

Signs uie ofollice, Dole Title
is concerned," Mr Miller added ° Pr.Fe'$*OclatsCUIty -
. ate .Fe'$*Oclats ol
He also indicated, though, that Paid fromature S amployed, 0 il
B R | is not giving up the pursuit of P.epare'.8 - nameéor yours o ’\"0 |
larger accounts "You only need one UM Only 4 ult émpoyed
and addies ZIP code i

big one to make up a lot of Main
Streets,” he noted
Roughly half of BRI's clients
pay annual premiums of between
$750,000 and $1 5 million, Mr —— ——
Miller said
Among the products the expanded
sales force is pushing are several in-
dustry insurance programs BRI
has put together since 1996 These

mclude

form I’

+ A program for shopping cen-
ters unveiled at the end of last
year The package of property/ca-
sualty coverages includes contin-
gent liquor liability coverage for
the shopping centers' owners and
contingent business interruption
coverage for anchor stores, Mr
Miller said



Continued from previous page
and consulting services, including:

0 Reinsurance brokerage, through B.R.l. In-
ternational Agency Inc. Reinsurance brokering
accounted for about 3% of B.R.l.'s gross reve-
nues last year, unchanged from 1986.

» Wholesale brokerage, which accounted for
1% of the last two years' revenues. B.R.I. is li-
censed as a surplus lines broker in New York
and New Jersey.

+ Captive management through B.R.I. Inter-
national. The captive unit also manages two
B.R.l.-owned offshore insurers, Unisea Insur-
ance Co. Ltd. of Bermuda and a subsidiary,
International General Insurance Co. Ltd. of the
Cayman Islands.

The two offshore insurers also function as

rent-a-captive facilities for B.R.I. clients,
though the companies continue to write only
a couple of these programs and have seen no
growth in this area, Mr. Miller said.

Another B.R.Il. unit, Atlantic Security (Cay-
man) Ltd., also provides management, under-
writing, investment and accounting services to
offshore insurers and also offers facultative and
treaty reinsurance placement facilities.

» Risk management services-including

claims administration, loss control and monitor-
ing of insured and self-insuredcprograms-
through its Risk Management Economics and
Technical Services divisions.

Risk Management Economics also has shown
little growth in the last year, Mr. Miller said.

Unlike many other major brokers, B.R.l. con-
tinues to service its clients through a single of-
fice in New York.

For many years, B.R.l. maintained a corre-
spondent relationship with Stewart Wrightson
Group P.L.C., a Lloyd's of London broker, to
service the overseas business of its U.S. multin-
ational clients. After Stewart Wrightson's ac-
quisition by Willis Faber P.L.C. last July, how-
ever, B.R.Il. shifted its affiliation to Lloyd's
broker Bain Clarkson Ltd.

The affiliation with Bain Clarkson gives B.R.I.
access to more than 100 offices throughout the
world. B.R.l. has roughly 25 international cli-
ents with operations in Europe, South America
and the Far East, Mr. Miller said.

B.R.l. is currently fighting civil racketeering
charges leveled by New York-based Potamkin
Cadillac Corp. and 19 other Potamkin dealer-
ships in a suit filed in U.S. District Court for the
Southern District of New York (Bl, June 13).

Get credit
where it% due.

The Tax Reform Act will cost the
property/casualty industry over
$7.5 billion in the next five years. It
could cost your company its future.
Fortunately, American Re has ex-
perts who can help you determine
how the new tax law affects you in

terms you can understand. They'll
analyze its impact on your reinsur-
ance program. With a customized,
user-friendly computer program to
give you real answers based on
your own financial data. And our
consultants will help you design a

DuU*e766*6

Separately, B.R.I. filed suit in U.S. District
Court in Manhattan Jan. 4 to enforce a non-
competitive agreement with Joel Klenert, a for-
mer manager in the firm's ocean marine depart-
ment. According to the complaint, Mr. Klenert-

who has formed his own brokerage in Montvale,
N.J.-has solicited and taken over the accounts

of several B.R.Il. clients. In addition to an in-
junction against Mr. Klenert, the suit seeks an
unspecified amount of compensatory damages
and $1 million in punitive damages.

In addition to Mr. Miller, B.R.l. partners in-
clude Donald P. Ferrarini, president and chief
operating officer; Bruno Rumignani, executive
vp and director of marketing; Fred Ghawi,
director of ocean marine; James Sweitzer, direc-
tor of commmercial underwriting; Burton Matfus,
treasurer; and Herbert Kramer, secretary.

Senior vps include: Matthew A. Murphy,
director of administration; John J. Kelly; James
J. O'Donnell, director of financial services;
Harold K. Ross, production; Roger A. Imperial
Il, research and development; Mitchell May;
Jeffrey M. Insler, director of sales; Clifford B.
Miller, production and development; and Joseph
Zweig, general manager of reinsurance.

-By Douglas MclLeod

reinsurance program which ad-
dresses your Tax, Stat and GAAP
reporting concerns.

Call Pat Ciccodicola at American
Re (212 /618-8025). Find out how
our philosophy of client service will
work to meet your needs.

American Re-Insurance Company,ir
One Liberty Plaza, 91 Liberty Street, New York, NY 10006 (212) 618-7000

Atlanta - Boston - Chicago - Columbus - Dallas - Hartford - Kansas City - los Angeles - Minneapolis - New Ybrk - Philadelphia - San Francisco/Bogota- Cairo - London - Melbourne. Montreal - Santiago- Singapore - Sydney - Tokyo - Toronto

1766Ui Unce, J ulie LU, 1300 7 OO
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Robinson-Conner Inc.

3230 W. Lake Road, Erie, Pa.
16505; 814-838-5900

1987 1986
Premium volume. NA NA
Gross revenues... $26.500,000 $28,150,000
Brokerage: Retail. 60% e1%

Personal lines 1896 18%
Services. 17% 17%
Invest. income. . 2% 1%
Other...... 3% 3%
Employees..... 465 450
Rev./employee.. $56,989 $62,556
Offices.. 19 18

As a result of the squeeze of the
soft market and severbl divesti-
tures, Robinson-Conner InNnc.
dropped four spots to No. 20 in the
Business Insurance rankings of the
largest U.S. brokers.

Erie, Pa.-based Robinson-Con-
ner's gross revenues fell 5.9% last
yvear to $26.5 miillion from the
$28.2 million it generated in 1986
when it ranked as the 16th-largest
U.S. broker.

The dip in revenues during 1987
comes on the heels of a whopping
56.4% surge in 1986.

The reduction in commissions
due to lower premiums in a soft
market was one factor that re-
duced revenues, said President
William B. Conner.

The revenue loss could have
been, however. Messrs. Conner and
Kuzio noted that Robinson-Conner

is shielded somewhat from market

swings because its largest class of
business is workers compensation,
a line of insurance whose rates do
not necessarily follow the direction
of the overall property/casualty
cycle.

In fact, 60% of Robinson-Con-
ner's commercial casualty business
is workers compensation. j

Other types of commmercial ca-
sualty insurance that Robinson-
Conner frequently places include
general liability, directors and of-
ficers liability, aviation and auto
liability coverage.

In addition, the broker places a
large amount of package property
business.

The broker targets clients that
average $10,000 to $100,000 in
commissions. Currently, Robinson-
Conner's average client produces
$10,000 to $20,000 in annual com-
missions, but it also has many
small accounts that only produce
$1,000 in commissions, according
to Mr. Conner.

Another factor reducing reve-
nues in 1987 was -an eroding of
client loyalty,
Kuzio, senior vp.

Larger brokers that offer more

said Daniel P.

services can engender greater eli-
ent loyalty in a softening market,
agreed Mr. Conner.

Also contributing to the dip in
Robinson-Conner's revenues was
the closing of two offices: one in
Clearfield, Pa., at the end of 1986,
and one in Lexington, Ky., lasl
vear.

Although the Clearfield officE
was very profitable, its managm
retired and no suitable replace-

ment was available, explained Mr
Conner.

The office was sold to Burns &
Burns Inc., a broker in Clarion, Pa.
The Lexington office was nol
very profitable, Mr. Conner ex-
plained, and was sold to Pat Pat-

terson, the former manager of th€
office. This sale will enable Robin-

son-Conner to concentrate its re-
sources in its Louisville, Ky., of-
fice, Mr. Conner said.
Robinson-Conner also sold its
book of life insurance business thal
was serviced from the Louisville
office to Bruce Cohen, manager oj
the office's life insurance depart-
ment. Mr. Cohen is now operating
that book of business as a stand-
alone operation in Louisville.
Together, these three divesti-
Continued on next page
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tures caused Robinson-Conner to
lose approximately $1.5 million in
premium volume, or approximately
$225,000 in commissions, accord-
ing to Mr. Conner.

Mr. Conner also pointed to the
depressed Colorado economy as a
factor in the dip in revenues last
year. Robinson-Conner has offices
in Colorado Springs and Eng-
lewood, Colo., a Denver suburb.

A soft market also is hard on a
small broker's profits, said Mr.
Conner, explaining that since
smaller brokers often operate on
a very lean basis, they cannot cut
expenses to compensate for re-
duced commissions when rates
fall.

"The smaller broker's problem is
adjusting his expenses for the loss
in commission income," agreed Mr.
Kuzio. "The smaller broker can't
absorb the soft market" the way a
larger broker can, he said.

Following the office closures and

divestitures, Robinson-Conner
purchased two brokerages: Sosby
& Associates in Greenville, S.C., in
August 1987, and Cornelius, John-
son & Clark in West Palm Beach,
Fla., in April 1988.

Sosby & Associates specializes in
placing trucking risks, while Cor-
nelius, Johnson & Clark is a gen-
eral property/casualty insurance

broker.

Other Robinson-Conner offices
also specialize in certain risks, in-
cluding:

« Construction, which is the
specialty of the Greensboro and
Raleigh, N.C., offices as well as
those in Pittsburgh, Colorado
Springs and Rochester, N.Y.

« Health care, which is a spe-
cialty of the Cleveland, Louisville
and Harrisburg, Pa., offices.

Also during 1987, Robinson-
Conner relocated its corporate
headquarters to expanded offices,
giving the broker two Erie loca-
tions-one for its brokerage busi-

Robinson-Conner

hopes to acquire six
to eight new
companies by the
end of this year.

ness and one for its executive man-
agement.

The new corporate office houses
30 members of executive manage-
ment staff, while the brokerage of-

fice is home to 75 sales and support
staff.

Located on the west side of Erie,
Robinson-Conner's new corporate
headquarters are located in a
1,500-square-foot building that
cost $500,000 to renovate, said Mr.
Conner.

With the opening of the new
headquarters and the two acquisi-
tions, Robinson-Conner now has 19

Why are these people smiling?

They are Albert G. Ruben & Company-

and they have established an exclusive relation-
ship with TRANSAMERICA INSURANCE CO.,
through the offices of K&K Insurance Agency,
Inc., Corporate headquarters Fort Wayne, Indiana.
This exclusive relationship is certain to profoundly
impact the Entertainment/Leisure Industry.

Ruben has remained a leader in the field of
Entertainment Insurance for over 25 years. The
new exclusive continues Ruben's tradition of
innovation, quality of service and strength of
market. K&K Insurance Agency, Inc. has provided

So tbil your clients the news. They can design a package for you that will make everybody smile.

in New York

George Walden/Matthew Coulter

1212j 627-7400

In Los Angeles
Jack Chutuk/Scott Milne 111

(213)551-1101

offices, up from 18 the year before.
Robinson-Conner is a licensed

excess/surplus broker in all the
states in which it has offices:
Pennsylvania, New York, Ken-
tucky, Indiana, Wyoming, Colo-
rado, North Carolina and South
Carolina, Ohio, Florida, Tennessee
and Arizona.

Commercial retail brokerage
generated 60%, or $15.9 million, of
Robinson-Conner's 1987 gross rev-
enues, compared with 61%, or
$17.2 million, in 1986. About 92%
of its brokerage revenues was gen-
erated on a commission basis and
only 8% on a fee basis.

About 17% of Robinson-Conner's
overall revenues was generated by
non-brokerage services, including
third-party claims administration
services through Claim Service Inc.
in Erie, Pa., and Colorado Notary
Assn. unit in Denver.

The increase in fee revenues, ac-
cording to Mr. Conner, comes from
growth in its workers compensa-

North Arnerica with a complete range of inno-
vative insurance programs for the Sports/
Leisure/Entertainment Industries for 35 years.
Since its founding in 1952, K & K has been
acknowledged as a leader in this dynamic field.
The exclusive relationship between these
two organizations includes coverages for concert
promoters, music venues, touring groups, single
event concerts, touring support services,
Broadway and legitimate theatres and
multi-purpose venues like convention

centers and civic auditoriums.

In Beverly Hills
Shel Bachrach/John Hamby
(2131274-8891

INSURANCE

tion claims administration subsidi-
ary, Workers Compensation Ser-
vice Co., which was merged last

year into Robinson-Conner's
Cleveland office.

Robinson-Conner's workers
compensation claims administra-
tion service was founded in 1921.

In 1987, Workers Compensation

Service Co.'s revenues jumped 17%
to $1.7 million from $1.5 million in

1986, according to Treasurer Pa-
trick J. Quirk.

Investment in- 41 .-- - h.
come accounted - A
for 2% of reve- . il [ |

in 1986. The in-

crease was due to

Mr. Conner

an improved cash management pro-
gram and an improved premium
collection program.

In 1987, the number of employ-
ees increased 3.3% to 465 from 450
in 1986. This caused Robinson-Con-
ner's revenues per employee to fall
8.9% to $56,989 in 1987 from
$62,556 in 1986.

Other major events that took
place at the privately held bro-
kerage during 1987 included a
major stock repurchase plan. Ro-
binson-Conner bought back 60% of
its outstanding shares. Currently,
the broker controls 80% of its stock.
The remaining outstanding shares
are closely held, said Mr. Conner.

"It was an opportunity for us to
get the shares back," explamed Mr.
Conner. "We think that our busi-
ness is growing and that it will be
very profitable.”

Looking ahead, Robinson-Conner
hopes to acquire six to eight new
companies by the end of this year.

"In 1988, we think there will be a
tremendous amount of activity in
acquisitions," said Mr. Kuzio.

Currently Robinson-Conner is
looking at 10 possible brokerage
purchases, he said.

By Stacy Adler
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Wortham slips into runners-up rankings

By BRIGITTE MAXEY

A thin margin separated 20th
and 21st place in the Business In-

surance rankings of largest U.S.
brokers.

John L. Wortham & Son, with
1987 gross revenues of $26 million,
just missed overtaking Robinson
Conner Inc. for the last spot among
the Top 20. Robinson-Conner re-
ported revenues of $26.5 million.

Houston-based Wortham slipped
to 21st place from 17th last year.

Other brokerages just falling
short of making the Top 20 in-

clude:

- .Daytona Beach, Fla.-based
Brown & Brown Inc; in 22nd place
with $25 million in gross revenues.

C Monticello, N.Y.-based Rhu-
len Agency Inc., in 23rd place with

$24.1 million in gross revenues.

= Birmingham, Ala.-based
MeGriff, Siebels & Williams Inc.,
in 24th place with $22.2 million in
gross revenues.

< Charlotte, N.C.-based Collier
Cobb & Associates in 25th place
with $21 million in gross revenues.

John L. Wortham & Son

Houston-based John L. Wortham
& Son's revenues remained relati-
vely flat in 1987, a phenomenon
that Fred C. Burns, managing part-
ner, attributes to the softening in-
surance market and the oil indus-
try slump.

"Houston's economy has im-
pacted our business. In 1987, our
oil-related economy (business) bot-
tomed-out,” said Mr. Burns.

But, he has faith that Houston,

Howtocontrol

Today's self-insured employer falls into

two categories: those already bitten

by COBRA claims, or those waiting to

get bit. If you want control over your
COBRA claims risk, Celtic has some

solutions.

C OBRAs adminisiration headaches,

nightmare self-insured employers face-

high claims from adverse risk selection.

Managing this risk seems almost

impossible: there's no past experience

and little means of reducing your exposure.

But Celtic Life Insurance Company,

the leader in post-termination health

coverages, has some solutions. Celtic has

a family of products that allows you to:

* Totally eliminate your COBRA

obligation for some beneficiaries.

* Reduce your claims risk for all

beneficiaries.

« Satisfy the spirit as well as the

letter of the law.

The intent of COBRA is to provide
persons terminating from an employer's

plans with access to group health coverage

and rates. That's just what these cover-

Undenvritten by

ages from Celtic do-while helping you

control your COBRA risk exposure:

the nation's oil capital, is not down
for the count. "Houston has a two-
sided economy, a downstream side
and an upstream side. Whereas the
bottoming-out of the oil industry
constituted the downstream, Hous-
ton's growth in petrochemical
manufacturing and its growth in
port-related activity constitute the
upstream movement,"” Mr. Burns
said.

Wortham's gross revenues in-
creased a scant 2.0% to $26 million
in 19E 7 from $25.5 million in 1986,
forcing the broker to tumble out of
the Top 20 into 2Ist place.
Wortham had ranked No. 17 for
the past two years.

Mr. Burns noted the while "we
have steady growth in new ac-
counts, overall the rate of our
growth is reflective of the price

war going on."

Competition first started appear
for property insurance in 1986, he
observed. "You could see it on
every renewal. The costs were al-
ways lower.

"At one time the market was
higher than it should have been.
That's the way the market is: It
goes in cycles from hard market to
soft market and you have to learn
how to outlast each cycle,” Mr.
Burns said.

But the competitiveness of the
industry has proved to be benefi-
cial to insurance buyers, he noted.
"The competition has made us
aware of the best (coverage) for our
customers.”

Mr. Burns noticed competition in
casualty lines beginning in 1987.
Currently, "all lines are competi-

risk with Celtic

Transition CoverageSM offers

terminating beneficiaries an alternative

to COBRA coverage or no medical in-

surance at all. It's inexpensive major

medical protection on a temporary basis

for up to six months. And, it requires

beneficiaries to opt out of COBRA.

Continuation Coverage* extends

your health care program as required

by COBRA. However, the major part of
your claims risk is reinsured by Celtic (all
claims in excess of $2500 per beneficiary

annually up to your individual stop loss).

It's administered by your own TPA.

Conversion Coverage allows indi-

viduals terminating from Continuation

Coverage to convert to another major

medical plan.

Each of these coverages is a stand

alone product available separately or

combined. And Celtic doesn't require you

to purchase any other insurance, so you

only buy what you want.

For more information about how

Celtic can put you in control of your

COBRA risk, please send your business

card to Jim Daly.

*Not : vailablrin .111.41 at es. Om,red 111.¥t hrough 4 ualified T PAN.

Celtic Life Insurance Cc.

208 South LaSalle Street
Chicago, IL 60604 (312) 332 5401
Celtic is A rated by A.M. Best Company

For more informal icin, contact Celt ie.

tive, but for the past year I've seen
the casualty lines' competitiveness
increase," Mr. Burns said.

Wortham is not pursuing merg-
ers or acquisitions, he stated. It
owns three Houston non-retail
brokerage subsidiaries: Services
for Risk Handling Inc., a risk man-
agement consultant; John L.
Wortham & Son Investments Inc., a
securities brokerage; and John L.
Wortham & Son Inc., a managing
general agency.

Although Wortham has been
hard hit by market softening, Mr.
Burns said the firm has not lost
market share. "We have lost some
large accounts, but we have gained
new accounts that make up the dif-
ference.”

Wortham's premium volume in-
creased 1.6% in 1987 to $252 mil-
lion from $248 million in 1986.

Eighty-nine percent of the bro-
kerage's revenues was generated
by commercial retail brokerage, 7%
from personal lines brokerage and
4% from investment income.

All of its retail brokerage reve-
nues are generated by commis-

sions.

Mr. Burns said that Wortham
will service any client, regardless
of size. "We write (business) from
the largest companies to personal

lines.”

Wortham services clients in the
oil, gas and chemical industries as
well as "a large number of mid-
range commercial businesses. Oil
and gas are a large portion of our
business, but they are not the ma-
jority of our business."

In addition to Mr. Burns, princi-
pal officers of Wortham include
Allen H. Carruth, chairman of the
executive committee, and Joseph
G. Cutler, Herbert E. Honea, James
R. Davis and Robert B. Hixon,
partners and members of the exec-

utive committee.
Brown & Brown

Even though it trimmed its staff
and offices in 1987, Brown &
Brown Inc. moved up a rung to the
No. 22 spot in Business Insurance's
ranking of the largest U.S. bro-
kers.

Brown & Brown's gross revenues
increased 13.5% to $25 miillion in
1987-which includes $3.4 million
generated by new clients-up from
$22 million in 1986.

"We produced a substantial
amount of new business, which
turned into revenue,” said J. Hyatt
Brown, chairman and president of
the Daytona Beach, Fla.-based
firm.

Serving a broad spectrum of cli-
ents, Brown & Brown specializes in
serving hotels and restaurants,
contractors and, though associa-
tion programs, community health
care centers and alcohol and drug
rehabilitation centers, Mr. Brown
said.

The brokerage also increased its
emphasis on employee benefits
consulting last year. "For the third
quarter in 1987, employee benefits
consulting grew more rapidly than
property/casualty,” Mr. Brown
said.

Another strength of Brown &
Brown is subsidiary United Self
Insured Services of Orlando, Fla.,
which administers claims for self-
insured clients. "United is growing
very fast. It is by far the fastest
growing of our subsidiaries," Mr.
Brown said.

Fifty-seven percent of Brown &
Brown's $25 million in gross reve-
nues was generated by commercial
retail brokerage; 16% from ser-
vices; 15% from personal lines; 9%
from wholesale brokerage; and 3%
from investment income.

Brown & Brown stopped bro-
kering reinsurance, which had
generated 2% of its gross income in
1986.

Continued on next page
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Cont:nued frompremous page ! in 1986 He said he expects Hypercept to
Signaling Its exit from the rein- Capitalizing on America's fitness kick, the Rhulen Ninety-five percent of Rhulen's begin writing coverage in July
surance business, Brown & Brown commercial retail brokerage reve- Looking to the future, Walter
closed its reinsurance office in Agency has seen 'significant growth in the areas nues are produced by commissions, Rhulen said, "We expect for 1988
Miami in 1987 becau?e it eould of health clubs, dance studios, karate schools and with 5% generated by fees to be slightly off So far, we are 5%
not make any money,” Mr Brown Rhulen Agency also cluaed its behind last year's (May) figures "
said He added, however, that the summer Camps,' Walter Rhulen says. 'We cover South Carolina and Florida offices In addition to the Rhulens, the
closing had "very little effect on . . ' in 1987 broker's principal officers include
Brown & Brown Inc ~ everythlng from tap dance to aerobic dance. "We had to close them because of Jesse M Farrow, chairman and
A small personal lines office also - insufficient premium volume," Mr chief executive officer, and Murray
was shut down, bring_ng the num- Rhilen said As a result, Rhulen Markman, executive vp
ber of Brown & Brown offices to 20 counts for 25% of our gross reve- height of the soft market " had eight offices at year-end 1987 . .
at year-end 1987, down from 22 m nues,"” Mr Rhulen said Lines that appear to be safe from Rhulen’'s new association cap- McGriff, Siebels
1986 Another Rhulen specialty is the the laws of competilion are "pilu- live, Hypercept Insurance Co, 11- & williams Inc.
In addition, the firm Cut its em- "hard-to-insure” school market tion and medical malpractice ' iia- censed in Tennessee in 1981 to pro- Maintaining its grip on the No
loyee count by 34 to 391 in 1987, Rhulen's retail brokerage busi- bility, said Mr Rhulen 'Faer,r- L ide environmental impairment 24 position in Busmess Insurance's
rom 425 at year-end 1986 ness has not been hurt badly by the body's scared to deatn" of medical liability coverage, is still soliciting ranking of the largest U S brokers,
In an effort to head off more competitive market, Mr Rhulen malpractice insurance industrial members MeGriff, Siebels & Williams re-
office closings in 1988, Mr Brown said To handle the flood of SpeCIE.Ity 'The pro'ect is a «oint venture be- ported that 1987 qross revenues
said the company "budgeted very But he pointed out that competi- business between _983 and 1387 tween Rhulen ansi Aralie Inc , a rose 134% to $283 million from

carefully in anticipation of the soft tion is "prevalent in almost any produced by the hard mar_. et, Pequannock, N J -based risk man- $19 7 million in 1986

market To battle the soft market line where there IS a large pre- Rhulen Agency steac.ly ir creE.sed :gement consulting firm (Bl, Aug Chairman Richard M Womack
we have to write more business " m.um volume its staff, but last year 11 trimmed 17,1987) attributes MeGriff's growth to very

Brown & Brown 1Sw atc hing 'For instance, | nitieed property 13 jobs, lowering its emflclee 'We are waiting to get the total stringent cost controls and "a very
prices fall on renewals, Mr Brown line competition in May or June of count to 307 at year-end 1987 number of persons required to op- good sales year Sales were heavily

pointed out For example, general 1987 As of now, It appears to be Revenues per emplcyee gre A 13% erate the companj," said Peter L impacted by heavy commercial ca-
liability and property insurance almost as competitive as at the to $78,513 last yea- from $63 513 Rhilen, president of the brokerage
renewals are being written at a
25% to 30% discount from the

Cont:nued on next page

=2y
manual rate, while auto insurance
renewals are 35% to 45% lower

than the manual rate, he said 46.1. Vit +
Halcyon Underwriters, another ’
Brown & Brown subsidiary specia- 1 - v
lizing in underwriting builders risk 1 1 1 kl I I A
coverages for dwellings and com- ' ';‘a.
1 11 i
r 1f#4*

fierce competition

"The revenues of Halcyon seem
to be flat | pro]ect this flatness to '
last for the rest of the year," Mr =
Brown said - =

But he is more optimistic about
some of the firm's operations in 6
1988, especially its employee bene-
fits and self-insured services

Jim Henderson, senior vp, pro-
jected 6% to 8% growth in prop- A
erty/casualty brokerage for 1988,
which he called "historically low
for our company '

In addition to Messrs Brown and

Henderson, officers of the bro- - [ e J e 4 -

kerage include Kenneth Hill, exec- A =

utive vp, H Van Massey, senior ex- 44
ecutive vp, and Greg Brewer,

Linda Downs and Pete Thomas, se- -bi:"

nior vps
Rhulen Agency Inc. o o

The 54-year old Rhulen Agency
Inc continues to stake its claim as
a specialist in recreational and
livestock risks
"When you specialize, you be- —
come known in the industry," said
Walter A Rhulen, chairman of the
Monticello, N Y -based brokerage's
executive committee
Because of the softening market,
other insurance brokers are also
trying to become "known" in the
specialty line field, he said But 11 A - -
this "crowding" has not hurt the
agency, Mr Rhulen added e
Rhulen's gross revenues grew
8 4% to $24 1 million in 1987 from
$22 2 million in 1986 However, the
agency dropped one notch to the

No 23 spot in the Business Insur- A
ance ranking of the nation's largest t
brokers

The greatest portion of Rhulen's
1987 gross revenues-59%-was
produced by wholesale brokerage,
down a percentage point from —
1986, while commercial retail bro-
kerage generated 28% of revenues
last year, a gain of one point

Services produced 5% of gross
revenues, personal lines, 2%, and
reinsurance brokerage, 1% rr

ts

Investment income accounted for
3% of Rhulen's 1987 gross reve-
Capitalizing on America's health
and fitness kKick, the Rhulen
Agency has seen "significant B .
growth in the areas of health clubs, L
dance studios, karate schools and W
summer camps,” Mr Rhulen said “bnfi’ - N
"We cover everything from tap
dance to aerobic dance " - — <5 - f

Even in the face of a softening

"Our livestock coverage has pretty

market and tough competition, . . | *
much remained the same between &‘e

the years of 1986 and 1987 It ac-
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Ru nners-u p mcreasei 5% to $21 -million m 1957 J "Contracting generates 50% to availabilr.> of commercial insur-

from $2( milhon n 1936 R.Ne service all areas 7$Vo of_ our gross revenues," Mr ance has improved, Mr Mills said
Continued from prevzous page ' New business that's what pro- Mills said Ccllier Coob's parent company,
sualty/property contracts " v*ied tte increase, ' said W Eu- of the business, not Desp_te the building slowdown Hudson In.ernationa- Inc, oper-

Cost controls consisted of "look- gee Mills Jr, execu.ire vp across the United States, Collier ates Ccllier Cobb Cayman, an off-

just our specialties,’

ing at expenses and cutting back ' The climate 1: better than irs Cobb has thrived on its "cons-ruc- sh)re captive manager

on everything that would not ham- been bebre There a-e mere oppor- says McGriff' s tion n.cae,” according to Mr Mr Clarke attributed client al-

per business," he said o tur.ties to quott.a (bismess) in the Richard Womack. Clarke legiance to oro.grams-set up by bro-
As a result, "McGriff is more soft Ir.arket becaise cf the buyers AlthcLgh revenues rose during kers to the desire to find she most

productive, the operation expense being nure price-cc nscious," sa.d _ 1987, Alr Mills noted the cost of co.erage for the best price "If the

is down, the employee count is Joh-1 L Clarke, e=ec_itive vp coing bulness rose as well 'Our ineumt en: broker 15 providing the

down and revenues are up,” said 'As of now l:an bay that we are revenue sources is an exact rEK- expenses for conducting bus_ ness best service, mos. of the original

Bruce C Dunbar Jr , president and rig-t where we bidgeted ourselves lica of its 1926 results :,mmercial were increasing as our market was clients prefar to stay with that bro-
chief executive officer to be,"” Mr Mills said

retail broke-age produced 93% of increas-rg, but at a slower rate " ker " he explained

The company employed 281 staff To ensure a steady course, Ccl- revenues, personal lines, :%, and The softening insurance market Cclher C ibb operates from n-ne
members at year-end 1987, down her Cobb is p.acir g "more em- inves:ment income, 2% cid not go unnoticed at Ccllier of.ices in Washinstcn, DC, Mont-
12 employees from a year earlier pha:1.07 produc:ng new clients by Atout 93% of Colher Coilts -e- Cobb 'On larger lines, premiums gomen, A.a , Chapel Hill, NC,

And, as a result of the smaller der eloping a more aggressive sales tail crokerage r.ver.ues was gEr - were do Fn On this level we see Cticagi, D allas, Hcuston, Boston,
workforce and increased revenues, pos- ure, ' accirdng -0 Ml Mills e-ated by ccmmissions anc 7% by competr.on is going to become and the John G B2Ck Agency in
revenues per employee rose 18 3% Cilher Cobb' s new sales tactlis fees more intense,” said Mr Mills Prtsburgh
to $79,325 in 1987 from $67,068 in are described by Mi 2larke as an Ore of Co lier Cobb's specia-ties Mr M_lIs predicts the soft mar- The irincipal officers of Collier
1986

"increaszd s:-es staff and a mo-e invo-ves brokering ccn. fructior. r- ket will begin turning near the end Ccbb, n addition to Messrs M-tls
However, Mr Dunbar conceded dil-gent search for new el.ents " si.arce and corstriction surety cf 1988 In anticipation, Ccllier and Clarke include Fitzgerald S

that "we've already done what we Tie company Inc-eised its em- boics Collier Cobb's specually in Cobb wi_I| continue to set up alter- Hudson, chairman, Jaye A Norem,

can do" to hold down costs The plciee iount brt iree in 1987, heav>constractic.ninc_zide: but.c- nativerls< funding mechanisms president and Nzal L MeDuffie

key to growth in 1988 "is in new brirgmg its total to 213 ings, water and sewage works and "Our alternative markets have and Leonard S Billock, executive

business " T.ie breakdoKn of Colher Cobb's br dip construction remained 12 use" even though the vps -
The brokerage will be seeking

additional commercial clients for

all types of property/casualty in- -

surance and in MeGriff's specialty

areas of oil and gas and manufac-

turing risks McGiriff also special-

izes in placing directors and offi-

cers liability insurance R
Although McGriff's pecialty 1 1./

areas contribute a large portion of . - —

its revenues, Mr Womack said the

brokerage does not shun other s5 Lt

lines of business "We service all 7 5'1*

areas of the business, not just our

specialties
All of McGriff, Seibels & Wil-

liams' retail brokerage revenues

are generated by commissions

The claims administration de-
partment also is growing "The
revenue of our claims department

is up, we expected this growth,"”
Mr Dunbar said

4,'% .

*Mt

The breakdown in sources of rev-

enue remained nearly the same in W- 'E Staying ahead req UireS A

1987 as in 1986 Commercial re-

tail brokerage accounted for 76 5% qUiCk reactlon to Changlng - :

of revenues, wholesale brokerage,

7 7%, non-brokerage services such ’ Cond ItIOnS -

as claims administration and con-

sulting, 6 7%, personal lines, 2 4%, ‘c:
and investment income, 4 7%

Two percent of MeGiriff's reve- Wrt -.
nues was produced from real es-
tate and investment services S:A,-

Mr Dunbar noted that McGriff
will be increasingly faced with the

challenge of operating in a compe- 4 -
titive market

' 'All areas of insurance are com-
petitive, not just casualty and Li P
property,” Mr Dunbar said azoer

But, the brokerage's location in
the Sun Belt states of Alabama and
Florida could help restrain costs st U
"I've always said it was cheaper (to 41»52 —
operate) in the South,” said Mr & 157 .
Dunbar

Another plus for MeGriff was
Alabama's 1987 passage of tort re-
forms that are being used as incen-
tives to lure out-of-state busin-
esses (BI, Sept 14, 1987) 1

"In Alabama, the climate is o
good"” for the insurance Industry t i* >t rl6 - . S
because of strong tort reform that, ’ 5%1 P LD I I $ g 3 _ | *llh
among other things, caps punitive ! ! = = '
damage awards to $250,000 in most .
cases, Mr Dunbar said 4% 4" - 4 aa

T'he jIOZ—?/ear—'old C-ompa-ny 4*4 _ f _ E
maintains six offices, including
wholesale broker Wood & Co Inc

, ..lis

L:
b:415."'.'22/9:

I ., . .

in Atlanta -
MeGriff, Seibels & Williams is
licensed as an excess/surplus lines 1 1 1 1 5
broker in Alabama, Florida and
Georgia
INn addition to Messrs Dunbar
and Womack, officers include ﬂ‘“
Bruce S Denson, executive vp and g

chief operating officer, and Mal- s
colm K Miiller, vice chairman

52
Collier Cobb & Associates 6_4 4 1 - i1 Y »* I D
- J

Success in attracting new clients 1114 .e*,11$¥4 ., 1tl |
and keeping existing clients has
given Charlotte, N C -based Collier
Cobb & Associates, Inc the glue to 2 - ly7Krr
stick in the No 25 spot of Business
Insurance's 1987 ranking of the - =
largest U S brokers

The brokerage's gross revenues



17th annual directory of agents, brokers

A

Year founded: 1977

Brokerage: 99% commissions, 1% president, Edward A Schell, execu-

fees

Principal officers: T J Adams, Brokerage Retail 80%
Wholesale 2% 2%
Personal lines 7%

tive vp, Dennis D Gamache, vp/gen-

79% Claims Adlustment Inc , all in West-
oo bury, NY, Atlantic Excess & Sur-
8% plus Inc,US Virgin Islands, West-

Principal officers: Andrew Al- eral manager, Carl B. Olson and John ievr;:elicome j’f’
lian, Victor R Battani, Donald F. A Kegaly, vps )
ABI Management Inc. O'Keefe, Thomas P McGraw and Licensed excess/surplus broker O e *

160 Spear St , San Francisco, Calif William D Wentworth, principals in: Illinois

94105; 415-541-0404

T.J. Adams &
Associates Inc.

2001 Spring Road, Oak Brook, 111
60521; 312-572-1550

See profile on page 64 Alexander & Alexander

Services Inc.

1211 Ave of the Amencas, New

The ABOVWV Cos. York, N Y. 10036, 212-840-8500

1987 1986

Year founded: 1897

2% bury,NY
04 Principal officers: Herbert N
s Zack, chief executive officer/chair-
man, Michael S Mishkin, president,
Marshall M Krassner and Kenneth

. Brokerage: 95% commissions, 5% L Bassin, executive vps, Fredric A

Acquisitions: Mishkm, Barclay &

Silberman and Eric Jouett, vps
Licensed excess/surplus broker

Bassin, New York, Red Hook Agen- in: New York and U S Virgin Is-
cies Inc, St Thomas, U S V-rgin Is- lands

lands

1050 Wilshire Drive, Suite 250, P O

Premiurn volurre $29,317.323 $29,573,671

Box 7007, Troy, Mich 48007-7007,
313-649-1990

Brokerage Ret.11

1987 1986

Premium volume $105,800,000 $88,800,000
$3.544,000 $2,998,000
Brokerage Retail 85% 84%
Services 14% 15%

Gross revenues

Invest income 1% 1%

Employees 61 53
Offices 1

Gross revenues
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117141, 11=11
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$4,449 077
915% 92 2%,

$4,282,52:

Personal lines 15% 389

Invest Income

Employees
Offices

Year founded: 1967

4% a%

a6 al

See profile on page 21

Retail brokerage branch offices:

ance Inc, St Thomas and St Croix,
U S Virgin Islands, Antilles Insur-
ance Ltd, Tortola, British Virgin Is-

Alliance Brokerage Corp. lands

990 Westbury Road, Westbury,
NY 11590,516-333-7300

diaries: Alliance Benefit Programs
Inc, Atlantic Cycle Agency Inc, Alli-

1987 1986

Brokerage: 97% commissions, 3% prernim volume $65,*00,000 $46,000,000 ance Health Management Services
Grcs; revenues $10,1100,000 $6,300,000 Inc , Cycle Insurance Service,,Central

1 fees

11111, -
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AAM-
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Ft Lauderdale, Fla, Antilles Insur- The Alper Agency

60 W Supenor St, Chicago, Il
60610, 312-642-1000

1987 1986

Prenuum volume $16,000,000 $15,000,000
Non-retail brokerage subsi- Gross revenues

$2,600,000 $2,400,000

Brokerage Retail 70% 6596

Personal lines 4% 5%

Services 12% 15%
Invest income 4% 5%
Other 10% 1096

Employees 37 35
Offices 1 1

e |

/1r'9' 4
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Year founded: 1966

Brokerage: 80% commissions, 20%
fees

Principal officers: Howard C
Alper, president, Jay Frank, execu-

tive vp/chief operating officer, Rus-
sell M Cortino and Herbert M

Singer, executive vps, John Hamil-
ton, vp-marketing, Richard A
Swoik, vp-auditing, David R Vic-
toria Jr , vp

Licensed excess/surplus broker
in: lllinois

Continued on next page

How to use

directory

The 1988 directory of agents
and brokers is based on com-
panies' responses to a Bus:-
ness Insurance questionnaire

The directory is published
as an editorial service, there is
no charge for agents and bro-
kers to be listed However,
companies must generate at
least $500,000 of their gross
revenues from commercial re-
tall brokering in order to be
included in the directory.

Listings begin with the ad-
dress and telephone number of
the company

Information on premium
volume and gross revenues for
both 1986 and 1987, and the
percentage of grossrevenues
derived from commercial re-
tail brokerage, wholesale bro-
kerage, reinsurance bro-
kerage, fee-based services,
personal lines brokerage, in-
vestment mcome and other ac-
tivities follows

The number of employees
and offices for 1986 and 1987
also are included.

Next, the year the company
was founded and the percent-
age of commercial retail bro-
kerage generated by commis-
sions and by fees are given

Acquisitions, locations of
retail brokerage branch of-
fices and non-retail brokerage
subsidiaries, the parent com-
pany (if any) and names and
titles of prmcipal officers are
iNncluded States in which
companies are licensed as ex-
cess/surplus lines brokers
complete the listings

If you wish to locate an
agent or broker by state, you
may refer to the geographic
index following the directory
listings Home offices as well

as retail brokerage branch of-
fices are included

The information in each
entry was compiled by Busz-
ness Insurance based on data
supplied by the agents and
brokers There are no public
records available to allow

Bus:ness Insurance to verify
the information
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Cont:nued from pretiow, page

Alpha Aviation Insurance
Agencylnc.

377 Route 17, Hasbrouck Heigh-s,
N J 07604, 201-288-4831

1987 1486

PRmMium volumi $15,115,000 $12 90),000
Gross revenues $2,047,000 $1,632,000
Brokerdge Retail 96 2% e7 ™~

PeNNial lines 0a% oz2%
Invest in(.0 me 34% 25%
Fmplovees 24 1o
Offices 2 2

Year founded- 1975

Brokerage 99 5% commisslins,
05% fees

Retail brokerage branch offices
Hudson, N H

Principal officers Francis P
Brown, president, Eugene F Duflo,
senioi vp, Larry Mattiello, Robert
Salmon and Thomas M Deery, vps

Amalgamated
Programs Corp.

85 John St, New York,NY 1 3038,
212-732-2055

1987 1986
Premium volume $90,000,000 $65 000,00(
Gross revenues $10,000,000 $7 5(,0,00(]

Brokerage Retai 909- 20%

Perconal lines 5% 5%
Service, 5% 5%
Employees 90 &0
Offic- ; '

Year founded 1930

Brokerage. 759. commissions 25%
fees

Acquiisitions Light & Rubin Inc,
New York

Principal officers Alexander E
Fisher, chairman, Jeffrey Rubin,
president, Richard EiBenberg and
Arnold Melwan, vps, Jal Levy, secre-
tary/treasurer

Licensed excess/surplus broker
in New York

Anco Corp.
16000 Barkers Point Lane,

Houston, Texas 77066,
713-496-3400

1987 1986
Premium volume 580,235,000 $81,{179,000
512,559,724 $13 461,133

Gross | evenue,

Emfloye(is 169 199
Offi -e. a 6

| ear founded 1873

Brokerage 92 8% comm_ssions, Employees 70

7 2 Jb fees

Iketail brokerage branch offices
Anzo Insdranze of Houston, Houston,
Anco Insurance of Bryan/College
Station, Brydn, Texas, Ancc Jnsur-

BrO1 erage Retail 75% 84%

Person<11 lines 6% 3%
Set, Ices 13% 10%
Invest income 6% 3%

Offires 1

| ear founded 1953

Brokerage 100% commiss ons

Year founded. 1952
Brokerage 100% commissions
Retail brokerage branch offices

68 Fresno, Bakerfield, Coalingd, Ven-
t tura, Ukiah, Sonora and Orange,

Ccalif
Principal officers John Andreini,
president, George Andreini, vp/trea-

Non-retail brokerage subsi- surer, Michael Coliani, secretary

ance or Texas Beltin, Texas, Anco diaries Captive Assurance Partners,
Life & Eenefits Seivices Inc, Hous- Irvine, Calif Cap Managers Ltd , in Callfornia

tor anc Bryan, Texas
Non-retail brokerage subsi-

Hamilton, Bermuda
Principal officeirs Robert M An-

Licensed excess/surplus broker

diarles Reglzmal Insurance Manage__ derson, presicent, Joseph w Bran- ASSOCIated Agencies Inc.

ment Services Inc , Houston

ston, senior vp-salee, John W Roblee,

Principal officers M L Cashion, ser_ior vp/sec etaib /treasurer, Gie-
chairman, Dick B Haddox vice goiy W Springer, senior vp-special

chairman, John Van Osdal__, presi-
dent

products

Licensed excess/surplus broker Andreini & Co.

il: Texa.

Anderson & Anderson

Insurance Brokers Inc.

220 W 20th Ave , San Mateo, Calif
94403, 415-573-1111
1987 1986
Premium volume $112,000,000 $116,000,000

Brokerage Reta 1 713% 69% 249E Campus Drive, Irvine, Calif Gros revenues $13,351,000 515 552,026
Wholesale 25% 75% ’ ’ Brokerage Retail 80% 80%
Personal lin.s 18 9% 185% 92715, 714-476-4300

. o o Personal lines 13% 13%

Service% 51% 25% 1987 1986 Invist income 7% 7%

Invest income 17% 2% Premum v )lume $58,000,000 5 53 000,000 Em.loyees 190 190

Othei 05% 05% Grcis rez enues $7,215,000 $5 800,000 Off Les 7 5

D
1o _ A
t.
.
ta
*ir
Q

651 W Washington Blvd, Chicago,
111 60606-2193, 312-707-9000

1987 1986
Premium volume $120,000,000 $1 $0,000,000
$10,500,000 $11,813,609

C./039 revenues

Brokerage Retail 14% 82%
Wholiwle 5% 4%
Reinfurance 1% 1%
Personal lines 89

Servict 1 11% 5%

Employee. 150 150

Offices 3 2

Year founded 1890

Brokerage 95% commissions, 5%
fees

Acquisitions Pinnacle & Associ-
ates, Orange, Calif

Retail brokerage branch offices
Associated Agencies Inc of Califor-
nia, Santa Ana Heights, Calif

Non-retail brokerage subsi-
diaries RMSCO Management Ser-
vices-Benefits, RMSCO Management
Services-Casualty, both in Chicago

Principal officers Robert M
Schrayer, president, A A Freeman,
chairman, Irving E Shainberg and
Karen Z VVacko, executive vps, Ro-
bert B Milum, pl esident-Associated
Agencies Inc of California, James E
Drews, executive vp-Aociated
Agencies Inc of California

Licensed excess/surplus broker
in. lllinois

Association Administrators
& Consultants Inc.

19000 MacArthur Blvd , Suite 500,
Irvine, Calif 92715, 714-833-0673

1987 1986

Premium volume $43,218,000 $4 1,169 000
61 osil evenues $5,550,000 $5,428,000
Brokerage Retail 42 4% a2%

Wholesale 1% 1%
Service 55 6% 56%
Other 1% 1%
Employees 4 7z
O ffice. 2 2

Year founded 1972

Brokerage 100% commissions
Retail brokerage branch offices

San Fl ancisco

Non-retail brokerage subsi-
diaries California Insurance Advi-
ors, AA&C Investment Corp, both
in Irvine, Calif

Principal officers Wallace E
Jeffs, president, Egon A Bartetiko,
executive vp, Irene J Fortier, senior
vp-finance/treasurer, Randall W
Jeffs, senior vp-marketing, Nancy K
Hudson, coiporate secretary

Licensed excess/surplus broker
in California

Athens Insurance Co.

110 Washington Ave NW,PO
Box 809, Athens, Tenn 37303,
615-745-3062

1987 1986
Premium volumi $14,996,050 $17,364 165
Gross r evenue. $1,962,817 $1,982,427
Bioket«ge Retail 752% 7550
Pei,onat linc s 23 2% 22 9%
Invest incomi 16% 18%
Employees 30 28

Offices 1 1

Year founded 1931
Brokerage 100% commissions
Retail brokerage branch offices

Crossville, Tenn
Parent company The Plateau

Group Inc
Principal officers Samuel L

Feezell, president, John W Dykes Jr,

executive vp, Nancy T Feezell, secre-

tary/treasurer, John R O'Donnell Sr
and Robert E Cook, vps

Licensed excess/surplus broker
in Tennebee

Austin & Co. Inc.

307 Washington Ave , Albany, NY
12206, 518-465-3591

1987 1986

Premium volume $10,800,000 $9,650,000
Gross revenues $1,633,786 $1,557,459
Broki rage Retail 79% 72%

Personal lines 18% 25%
Invest income 3% 3%
Employees 24 22
Offices 2 2

Contznued on page 92



SO MAYBE SOME PEOPLE DO KNOW
MORE ABOUT RISK THAN WE DO.
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Dixon Croahg Niagara, 1890.-

At Montgomery and Collins, we consider ourselves well-established. All over the world. Solving problems

somewhat of an authority on how to handle risks. with common risks. As well as complex risks.
And why shouldn't we? Without incurring an additional risk: Wasted time
In our more than 50 years in the E&S business, we've for you and your clients.

helped place insurance for nearly every risk under So when it comes to marketing a risk,why take a risk?

the sun. (As well as a few orbiting around the sun.) Talk to the people who are bound to know more
From mammoth-sized to minuscule. Banal to about it.

bizarre. And since no two risks are created equal, Than almost anyone.

neither are their coverages. Which is why we work {DMontgomeryand Collins inC
with over 40 different E&S specialty companies. All ’ ]
a CIGNA company
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N E'CAI—I— 215-265-4170

FOR LONG-TERM AUTO —

* Lessors Excess Liability

« Primary Physical Damage
O Lessors Contingent Liabiliti
- Primary L iability Coverages
- Residual Value Insurance

. Arig'Qi

- Contingent Physical Damace
« Interim Car Coverages 0 $5 MILLION CSL LIMIT AVAILABLE

Be sure. Take advantage of o-tr extensive experience with 1his diff cult-to-place
business. Designed specifica 4 for the automobile leasing,'rental industry, our
program saves you time, cuts your ccsts, satisfies your customers. We do the work,

you get the credit!
We in,ite your inquiry and your business.
Write or call Ron Ruane.

Ph...al Damage /y

The Irwin Building
P.O. 801 1562

PAIGE-RUANE, INC.

INSURANCE King of Prussia. PA 19406

(215; 265-4170 « FAX # (215) 265-1240

ARE YOUR
GROUP ADMINISTRATIVE
COSTS RISING ...

VWhile Your Service
Levels Fall??

IF SO, WE OFFER YOU THE FOLLOWING SERVICES:

- LOW COST, effjcient claims administration,
including: Medical
Life
Dental
DISabilit,
Sec 125 Cafeteria Plans

« FULLY AUTOMATED on-line claim, administration,
commission and bl ling systems.

« REMOTE PROCESSIMG capabilities.
- IBM SHOP
* FLEXIBLE REPORTING and statistical systems.

« ACCESS TO NATIONRL MARKETING nerwork of4,000
independent agenis and brokers.

We are a nationally re:ognized, 14 year old Third Party
Administrator speciaizing in the small group,narket.

We have the people and the experience to do thejob right.

FOR FURTHER INFORMATION
iMRITE OR CALL:
PETER MONRAD, PRESIDENT
OR
DARRELL :RISOUE, VICE PRESIDENT

Two Park Plaza, 10850 W. Park Place, Milwaukee. W# 53224
National mil Free 1-800-3271684

Replies held in strictest confidence

MEGAC

Continued from page 90
Year founded: 1853.

Brokerage: 99% commissions, 1%
fees.

Retail brokerage branch offices:
Stevenson Agency, Chestertown,
N.Y.

Principal officers: Charles M.
Liddle Ill, president; James P.
Faughnan Jr., executive vp; Helen K.
Rack and Erwin F. Guetig, vps.

Auten & Hagerty Inc.

1915 Southfield Road, Birmingham,
Mich. 48009; 313-258-6500

1987 1986

Premium volume. $8,000,000 $5,300,000
Gross revenues. $1,179,614 $734,241
Brokerage: Retail. 63.5% 72.8%

Personal lines 26.3% 18.5%
Invest. income.... 1.5% 1.7%
Other. 8.7% 7%
Employees_ .... 19 17
<o FFice=__________._ L ]

Year founded: 1984.

Brokerage: 97.6% commissions,
2.4% fees.

Acquisitions: William Stone &
Associates, Detroit.

Principal officers: Bruce J.
Auten, president; Paul E. Hagerty,
secretary/treasurer.

Licensed excess/surplus broker
in: Michigan.

BRI Coverage Corp.

156 William St., New York, N.Y.
10038; 212-233-7171

See profile on page 82.

Bartlett Agency Inc.
2200 52nd Ave., P.O. Box 970,
Moline, 111. 61265; 309-764-9666

1987 1986
Premium volume. $18,000,000 $15,500,000
Gross revenues... $2.790.000 $2,600,000
Brokerage: Retail. 86.5% 80.5%
Personal lines 8% 9%
Services....... 3. 526 7.5%
Invest. income. ... 2% 3%
Employvees. ... =37 3=

> FfFic e = _ — p—

Year founded: 1942,
Brokerage: 97% commissions; 3%

fees.

Retail brokerage branch offices:
Bartlett Hallberg Commercial In-
surors Inc., Oak Brook, lll.

Principal officers: Richard J.
Miles, president; Thomas K. Bracke,
executive vp; John J. Barrett and
Mark Fanning, vps.

Licensed excess/surplus broker
in: lllinois.

Bayly, Martin & Fay

International Inc.

201 Main St., Suite 1990, Fort
Worth, Texas 76102; 817-335-2048

See profile on page 56.

Beal & Associates Insurance
Counselors Inc.

5635 E. Thomas Road, Phoenix,
Ariz. 85018; 602-990-1111

1987 1986
Premium volume. $11,000,(HOO $11,000,000
Gross revenues... $2,647,000 $2,592,000
Brokerage: Retail. 7T% 78%
Personal lines 1% 9%
Invest. income. 3% 2%
Other. 9% 1%
Employees... <420 =1
S FFice=_ ___ -1 -

Year founded: 1958.

Brokerage: 97% commissions, 3%
fees.

Principal officers: William A.
Beal, president; Thomas W. Beal, vp;
Norma J. Beal, secretary/treasurer.

Licensed excess/surplus broker
in: Arizona.

Beardsley, Brown
& Bassett Inc.

One Latayett Circle, Bridgeport,
Conn. 06605; 203-366-1815

1987 1986
Premium volume. $27,500,000 $25,000,000
Gross revenues.. H,S00,000 $3,850,000
Brokerage: Retail. 65% 60%
Personal lines 21% 23%

Invest. income.. 2% 2%
Other. 12% 15%
Employees. 50 45
Offices.. 1 1

Year founded: 1884.

Brokerage: 100% commissions.

Principal officers: James F. Tom-
chik, president; John P. Bassett,
chairman; Brendan T. Shea, trea-

Licensed excess/surplus broker
in: Connecticut.

The Beck Co.

P.O. Box 37288, Houston, Texas
77237-7288; 713-840-1919

1987 1986
Premium volume. $7,000,000 NA
Gross revenues... $832,000 NA
Brokerage: Retail. 80% NA
Reinsurance.. 1% NA
Personal lines 11% NA
Invest. incorne.. 8% NA
Ermiployveaes. 1<+ INA
O fFfficce=—___ 1 —a =

Year founded: 1987.

Brokerage: 98% commissions 2%
fees.

Principal officers: Gary G. Beck,
president; David W. Perry, Ted J. Ri-
chard, Robert L. Park and Robert E.
Paine IV, vps.

Licensed excess/surplus broker
in: Texas.

Berwanger Overmyer
Associates (BOA)

2245 N. Bank Drive Columbus,
Ohio 43220; 614-457-7000

1987 986
Premium volume. $35,000,000 $23 000 000
Gross revenues... $5,746,716 $37 6,3 6
Brokerage: Retail. 83.2% 7. 7%
Wholesale. 8% 5%
Pensonal lines 6.5% °. %
Services.. 0.3% 4.5%
Invest. income. . 0.3% 4.5%
Other. 1.7% 2.7%

Ermployeces. 75 S
< > FFilic e = _ b | b |

Year founded: 1973.

Brokerage: 96% commissions, 4%
fees.

Acquisitions: Richard H. Moore
Agency, Columbus, Ohio.

Principal officers: Edwin L.
Overmyer, president/chief executive
officer; Joseph M. Berwanger, execu-
tive vp/secretary; Richard H. Moore,
executive vp; Jerry L. Esselstein,
chief operating officer/treasurer.

Licensed excess/surplus broker
in: Ohio.

Biddle & Co.

290 King of Prussia Road, Radno
Pa. 19087; 215-687-0300

1987 1986
Premium volume. $12,000,000 $8,500,000
Gross revenues... $1,400,000 $1,000,000
Brokerage: Retail. A47% 38%
Personal lines 46% 55%
Services.. 2% 2%
Invest. income. 5% 5%

Ermployveaes., 30 =2
o e — = _ - - -

Year founded: 1923.

Brokerage: 98% commissions, 2%
fees.

Acquisitions: Narrigan Associ-
ates, Radnor, Pa.; John J. Paul Inc.,
Philadelphia; Carnett Agency Inc.,
Wayne, Pa.

Retail brokerage branch offices:
Philadelphia and Wayne, Pa., opened
in 1988.

Principal officers: Frederick A.
Tucker, president; Benjamin L. Berry
IV, executive vp; Bert M. Fortney, se-
nior vp.

Blumencranz Klepper
& Wilkins Ltd.

3000 Marcus Ave., Lake Success,
N.Y. 11040; 516-328-8300

1987 1986
Premium volume. $55,000,000 $48,000,000
Gross revenues... $5,250,000 $4,830,000
Brokerage: Retail. 83% 82%
Wholesale.. 3% 4%
Personal lines 10% 9%
Services. 2% 2%
Invest. income. 2% 3%

Ermplovvees., S2= 49
R — = _ b | b |

Year founded: 1929.

Brokerage: 90% commissions, 10%
fees.

Principal officers: Roger A. Blu-
mencranz, president; Aaron A. Wil-
kins, vp/secretary; Stuart B. Wilkins,
Frank Ali and Marc J. Blumencranz,
vps.

Licensed excess/surplus broker
in: New York.

Continued on page 94
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When its open season
Directors and Ofticers,
i

Rely on Swett & Crawford
Group's two decades of
experience for the
protection you need.

$160 million in limits with traditional domestic and
nternational markets

Over $200 million in limits with offshore captives

Entity Reimbursement or Individual Liability on
a claims made basis

Three-year contracts available depending on
the account

Protecting Directors and Officers from
expensive claims has been the aim of the
Swett & Crawford Group for nearly 20
years. Since the early 70's when we
helped to pioneer Directors & Officers
Liability coverage, we've proved to be a
strong and dependable marketing and
consulting resource for this all-important
insurance. :

No one offers the resources and com-
mitment we bring to solving your
coverage needs. Our experienced D&O
specialists can help you plan coverage
for most classes, including Banks,
Savings & Loans, Limited and General
Partnerships, Real Estate and Miscella-
neous Investment Trusts, Insurance or
Investment Companies, Funds, Non-
Profit organizations and Public and
Private Commercial accounts.

Contact us before you go to market. We'll
review coverage needs and significant
policy features such as no participation
contracts, full prior acts, extended
named insured, elimination of takeover/
hostile bid/green mail exclusions and
legal expense advancements, so you
can avoid future flak. That's a Swett &
Crawford Group value-added service you
can't afford to be without.

Board members don't have to be sitting
ducks for expensive claims. Ask your
agent or broker to contact the D&0O
experts at Swett & Crawford Group today.
You'll find out how one of the nation's
largest wholesalers of D&O coverage
can make your protection bullet-proof.

G

Swett & Crawford Group

John H. Crowther, Inc.

Fort Hill Insurance Agency

| West Insurance Managers
Robert S. Martin Corp.
Montgomery General Agency
Dana Roehrig & Associates
Swett & Crawford
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Bolton & Co.

1100 El Centro St., South
Pasadena, Calif. 91030;
818-799-7000

1987 1986

Premium volume. $44,000,000 $40,000,000
Gross revenues... $6,100,0(HO $5,300,000
Brokerage: Retail. 85% 86.5%

Personal lines 11% 10%
Invest. income. 4% 3.5%
Employvees. 70 60
COoOfffFfice = _ _ . 1

Year founded: 1931.

Brokerage: 100% commissions.

Principal officers: William D.
Bolton, cha-rman/chief executive of-
ficer; James A. Bolton, president;
John T. Boyle, executive vp; Joseph
T. Moyna, vp; Jill A. Pillozzi, vp/

chief financial officer.

Boockford & Co.

One Oakbrook Terrace, Oakbrook
Terrace, Ill. 60181; 312-932-4000

1987 1986
Premium volume. $32,000,000 $30,000,000
Gross revenues... $3,800,000 $3,500,000
Brokerage: Retail. 93% 9296
Personal lines 3% 4%
Invest. income.. 4% 4%
Ermployvees., SS9 =1
O fFfice = _ _ - - - - _ -1 -1

Year founded: 1951.

Brokerage: 98% commissions, 2%
fees.

Principal officers: William D.
Boockford Jr., chairman; William D.
Boockford Sr., president; James
Schuster, secretary/treasurer;
Charles Bretz, vp-operations;, Mario
Remegi, vp-marketing.

Licensed excess/surplus broker
in: lllinois.

Bowers, Schumann
& Welch Inc.

Route 31 N., Washington, N.J.
07882; 201-689-1092

1987 1986

Premium volume. $30,000,000 $22,500,000
Gross revenues... $3,902,626 $3,024,304
Brokerage: Retail. 71.2% 64.2%

Wholesale. 2% 2%

Personal lines 18.5% 25.3%
Invest. income. . 1.4% 1.8%
Other 6.9% 6.7%
Employvees. 656 55
- e ——— a1 ——

Year founded: 1967.

Brokerage: 100% commissions.

Retail brokerage branch offices:
Bethlehem, Penn.; Blairstown, N.J.

Principal officers: Scott Welch,
president; Todd Welch, vp-sales/
marketing; Glen Welch, vp-commer-
cial services; Mike Azar, vp-finance;
Linda Donker, vp-personnel.

Boynton Brothers & Co.

200 Jefferson St., Perth Amboy,
N.J. 08862; 201-442-3300

1987 1986
Premium volume. $36,000,000 $32,000,000
Gross revenues . $6,000,000 $5,500,000
Brokerage: Retail. 84% 84%
Personal lines 10% 10%
Services....... 2% 2%
Invest. income. 4% 4%

Ermployveaes., 10O 49
> fFic e = _ _ = —n

Year founded: 1899.

Brokerage: 96% commissions, 4%
fees.

Acquisitions: A.T. Galasso
Agency, Cherry Hill, N.J.

Retail brokerage branch offices:
Cherry Hill, N.J.; A.T. Galasso
Agency, a Division of Boynton Broth-
ers & Co., Camp Hill, Pa.

Principal officers: Michael J.
McMahon, president; Edwin Stewart
Jr., chairman; Kenneth F. Warchal,
executive vp; Wallace Barrett and
Robert Sikora, vps.

Licensed excess/surplus broker
in: New Jersey.

Brooks & Stafford Co.

75 Public Square, Cleveland, Ohio
44113; 216-696-3000

1987 1986
Premium volume. $13,400,000 $12,000,000
Gross revenues... $2,100,000 $1,920,000
Brokerage: Retail. 60% 55%
Personal lines 40% 45%

Ermployveaes., 37 385
> e — = _ _ —u —u

Year founded: 1849.

Brokerage: 100% commissions.

Principal officers: C.C. Parsons,
chairman; R.E. Hutch:nson, presi-
dent; W.J. Coming, first vp; R.E.
Kunze, secretary/vp; M.B. Lash, vp.

Brown & Brown Inc.

220 S. Ridgewood Ave; Box 1712,
Daytona Beach, Fla. 32015;
904-252-9601

1987 1986
Premium volume. NA NA
Gross revenues...  $25,017.533 $22,049,966
Brokerage: Retail. 57% 56%
Wholesale. 9% 11%
Reinsurance,. 0% 2%
Personal lines 15% 14%
Services........ 16% 14%
Invest. income.... 3% 3%
Employees. 331 a2s
Offices. 30 22

Year founded: 1939.

Brokerage: 97% commissions, 3%
fees.

Retail brokerage branch offices:
Orlando, Jacksonville, Tampa, West
Palm Beach, Delray Beach, Boynton
Beach, Fort Meyers, Port Charlotte,
Sanibel Island, Sarasota, DelLand,

Eustis, Kissimmee, St. Cloud, Mel-
bourne and Brooksyville, Fla.

Non-retail brokerage subsi-
diaries: MaeDuff Underwriters,
Daytona Beach, Fla.; MacDuff
America, Daytona, Fla.; Halcyon Un-
derwriters and United Self Insured
Services, Orlando, Fla.

Principal officers: J. Hyatt
Brown, chairman/president; Kenneth
Hill, executive vp; H. Van Massey, se-
nior executive vp; Greg Brewer, Jim
Henderson, Linda Downs and Pete
Thomas, senior vps.

Licensed excess/surplus broker
in: Florida, Georgia, Alabama,
Texas, lllinois and North Carolina.

Brown-Hiller-
Clark & Associates
5500 Euper Lane, Fort Smith, Ark.

72903; P.O. Box 3529, Fort Smith,
Ark. 72913; 501-452-4000

1987 1986
Premium volume. $12,335,213 $11,650,429
Gross revenues... $2,577,237 $1,377,988
Brokerage: Retail. 64% 84%
Personal lines 13% 15%
Invest. income. 3% 1%

/h

Other. 20% 0%
Employvees. 54 37
> FfFic e = _ —a b

Year founded: 1915.

Brokerage: 100% zommissions.

Retail brokerage branch offices:
BHC of Eureka Springs, Eureka
Springs, Ark.; BHC of Oklahoma
Inc., Sallisaw and Tahlequah, Okla.;

BHC Life & Group Specialists Inc.,
Fort Smith, Ark.

Principal officers: Sam B. Hiller,
president/treasurer; Larry R. Clark,
executive vp/secretary; William J.
Green, senior vp; Tom Cooley, vp;
Gary Winton, president, BHC of
Oklahoma Inc.; Joe D. Byars, presi-
dent, BHC Life & Group Specialists

Inc.

Licensed excess,surplus broker
in: Arkansas.

Bynum Insurance Inc.
One Riverway, Suite 1500,
Houston, Texas 77056;
713-621-1020

1987 1986
Premium volume. $8,065,000 $11,600,000
Gross revenues. $1,399,535 $1,275,486

Brokerage: Retail. 59.5% 80%

Personal lines 29% 17%
Services. 15% 1%
Invest. income. 1% 2%
Other. 8% 0%
Employees . 21 20

Offices. 1 1

Year founded: 1957.

Brokerage: 97% commissions, 3%
fees.

Principal officers: David D.
Bynum, president; William F. Dun-
can, Chuck Robinson and Fred Car-
penter, vps; Vincent E. Cook, chief fi-
nancial officer.

Licensed excess/surplus broker
in: Texas.

Byrne, Byrne & Co.

20 N. Wacker Drive, Chicago, 111.
60606; 312-346-2150

1987 1986
Premium volume, $15,100,000 $14,000,000
Gross revenues... $1,400,000 $1,280,000
Brokerage: Retail. 85% 85%
Personal lines 10% 10%
Services. 5% 5%

Ermployvees.., 16 1S
o> FFicce = _ _ —u -

Continued on next page
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Continued from previous page
Year founded: 1898.

Brokerage: 95% commissions, 5%
fees.

Principal officers: Thomas J.
Byrne, chairman; Richard D. Byrne,
president; Stephen J. Byrne, John T.
O'Hara and William J. Reif, vps.

C

CPI Insurance Group Inc.

1201 Mount Kemble Ave.,
Morristown, N.J. 07960;
201-766-6000

1981 1986

Premium volume.  $29,300.000 $17,200,000
Gross revenues... $5,060,000 $3,625,000
Brokerage: Retail. 70% 68%

Personal lines 7% 7%
Invest. income. 3% 1%
Other. 20% 24%
Employees. . 42 35

Offices. 1 1

Year founded: 1980.

Brokerage: 92% commissions, 8%
fees.

Principal officers: Walter P. Kil-
kenny, chairman; Kevin W. Conboy
and William H. Mulcahy, presidents;
David L. Clark, executive vp; Ri-
chard J. Schuessler, vp.

Calco Insurance-
Brokers & Agents

1900 Alameda de las Pulgas, San
Mateo, Calif. 94402; 415-572-4264

1987 1986
Premium volume.  $61,000,000 $50,000,000
Gross revenues . $5.300,000 $4,500,000
Brokerage: Retail. 20% 20%
Personal lines 10% 10%

Employees. _= ==

TR — = _ _ - =

Year founded: 1914.

Brokerage: 100% commissions.

Retail brokerage branch offices:
San Francisco, Glendale, Orange and
Fresno, Calif.

Principal officers: Chuck Gross,
vp/manager; Dan Stahl, assistant vp/
marketing manager; Steve Allison,
district manager-Orange office; Don

Davis, district manager-Glendale of-
fice; Jeff Fong, district manager-San
Mateo office; Larry Maciborka, dis-
trict manager-San Francisco office.

Cal-Surance Associates Inc.

2790 Skypark Drive, Torrance,
Calif. 90505; 213-530-5555

1987 1986

Premiurn volurne. $90,335,900 $75,000,000
Gross revenues. . . $15,294,500 $13,955,800
Brokerage: Retail. 74.1% 74.2%

Wholesale. 0% 2.1%

Personal lines 1.5% 1.8%
Services. 18.3% 16.8%
Invest. income. 3.8% 3.7%
Other...... 2.3% 14%
Employees.. 163 145

— e — = _ — —

Year founded: 1962.

Brokerage: 99.2% commissions,
0.8% fees.

Retail brokerage branch offices:
Anaheim, Calif.; Cal-Surance Benefit
Plans, Torrance, Calif.

Non-retail brokerage subsi-
diaries: Lancer Claim Services Inc.,
Anaheim, Calif.; United Network of
Insurance Services Inc., Torrance,

O0166*76€626 iN)UTUNCe, JUIlle LU, 1300/ 71

Calif.

Parent company: Chartered Fi-
nancial Services Corp.

Principal officers: Donald E.
Martin, chief executive officer; Glee-
son Payne, president; M.D. Bogen,
chief operating officer-retail sales;
Garry N. Nelson, chief operating offi-
cer-personal liability division/
Lancer Claim Services Inc.; Donald

Mehlig, president, Cal-Surance Ben-
efit Plans.

Licensed excess/surplus broker
in: California.

Carlin Insurance Agency Inc.
233 W. Central St., Natick, Mass.
01760; 617-655-0522

1987 1986
Premium volume. $20,000,000 $17,000,000
Gross revenues... $2,500,000 $2,200,000
Brokerage: Retail. 79% 79%
Personal lines 20% 20%
Invest. income. 1% 1%
Ermmploveaes., <110 37

OfFffices._. . 1 -1

Year founded: 1968.
Brokerage: 100% commissions.

And watch tile stealliestte m intlle industry
go to work for yo .

Find out how we can meet your challenge. Have your agent,
broker or consultant call their Mass Mutual Group Representative
today. Or tomorrow We'll be here. We'll meet your challenge.

MassMutual
GROUP LIFE AND HEALTH

Massachusens Mutual Life Insurance Co., Springfield. MA 01111

Principal officers: Samuel W.
Wakeman, president; Rosemary W.
Fulham, Kevin M. Daley and Barry
D. Rosen, vps; Frank J. Smith, vp-
surety.

Licensed excess/surplus broker
in: Massachusetts.

Clair Insurance Agency Inc.
120 W. Germantown Pike, Suite

200, Plymouth Meeting, Pa. 19462;
215-825-5555

1987 1986
Premium volume. $33,054.349 $29,371,949
Gross revenues... $4,151,163 $3,636,537
Brokerage: Retail. 90% 89%
Personal lines 10% 11%
Employees. 56 53

Offices 1 1

Year founded: 1932.

Brokerage: 95% commissions, 5%
fees.

Principal officers: Robert A.
Clair, president/treasurer; Milton B.
Kohn, vp/secretary; David A. Collins
and Frank D. Svitek, vps.

Licensed excess/surplus broker
in: Pennsylvania.

Collier Cobb
& Associates Inc.

128 S. Tryon St., P.O. Box 31817,
Charlotte, N.C. 28231;
704-376-9161

1987 1986
Premium volume. $175,000,000  $160,000,000
Gross revenues... $21,000,000 $20,000,000
Brokerage: Retail. 93% 93%
Personal lines 5% 5%
Invest. income. . 2% 2%
Ennployees. 210 207

> R — = _ _ - =

Year founded: 1927.

Brokerage: 93% commissions, 7%
fees.

Retail brokerage branch offices:
Boston; Washington; Chicago; Dal-
las; Houston; Montgomery, Ala.;
Chapel Hill, N.C.; John G. Beck
Agency, Pittsburgh.

Parent company: Hudson Inter-
national Inc.

Principal officers: Fitzgerald S.
Hudson, chairman; Jaye A. Norem,
president; W. Eugene Mills Jr., Neal
L. McDuffie, John L. Clarke and
Leonard S. Bullock, executive vps.

Corroon & Black Corp.

Wall Street Plaza, 28th Floor, New
York, N.Y. 10005; 212-363-4100

See profile on page 34.

Couper-Ackerman-Sampson

P.O. Box 1970, Binghamton, N.Y.
13902; 607-772-1444

1987 1986
Premium volume. $6.500,000 $6,000,000
Gross revenues... $1,200,000 $1,000,000
Brokerage: Retail. 65%
Personal lines 30% 30%
Invest. income. 5%
Ermmployvees.., =2 25

TR e = - e e
Year founded: 1890.
Brokerage: 100% commissions.
Acquisitions: Security Financial
Services Corp., Binghamton, N.Y.
Retail brokerage branch offices:
Endwell, N.Y.
Principal officers: John F. Rus-
sell, president; Glen F. McNeil, Wil-
liam J. McPhail and Robert H. White,

vps.

Frank Crystal & Co. Inc.

40 Broad St; New York, N.Y 10004;
212-344-2444

1987 1986
Premium volume. NA NA
Gross revenues. $20,425,000 $15,713,600
Brokerage: Retail. 83% 88%
Personal lines 1296 10%
Services.... 5% 2%
Employees. 137 125

Offices . =+

Year founded: 1936.

Brokerage: 97% commissions, 39
fees.

Retail brokerage branch offices:
Frank Crystal & Co. Inc. (Texas),
Houston; Frank Crystal & Co. 01
Florida, Fort Lauderdale, Fla.; Frank
Crystal & Co. Inc. Mid America,
Shawnee, Kan.

Principal officers: James VV.
Crystal, president; Kenneth W. Lieb-
man and Kenneth Gamble, executive
vps; Arthur H. Littmann, vp/chief fi-
nancial officer; William Mann, senioi

Continued on next page
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vp; Vincent J. Gandolfo, vp.
Licensed excess/surplus broker

in: New York, Texas and Florida.

D

DSl Insurance Services

One California St., Suite 2700, San
Francisco, Calif. 94111 ;
415-772-7033

1987 1986
Premium volume. $28,000,000 $16,000,000
Gross revenues. 51,900,000 $1,300,000
Brokerage: Retail 87% 83%

Wholesale. 1% 1%

Personal lines 5% 5%
Services. 3% 2%
Invest. income. 4% 4%
Employers. 24 21
Offices. 2

Year founded: 1985.

Brokerage: 90% commissiors, 10%
fees.

Non-retail brokerage subsi-

1988

diaries: SHG Ltd., San Francisco.

Principal officers: Scott R. Held-
fond, presiden t/chiet executive offi-
cer; Douglas W. Shorer-stein chair-
man; Barbara A. Guernsey, executive
vp; Ritchie E Gingrich, senior vp;
Salvatore R. Romanc, vp.

Licensed excess/surplus broker
in California.

Daniel & Henry Co.
100 N. Jefferson Ave,, ST. Lcuis,
Mo. 631)3; 314-421-1525

1937 1986

Prenlium volime.  $66,086.78,1 $(1,455,75)
Griss revenues... $10,2€5,000 48,859,847
Brikerage: Retail. 68% 70.6%

Personal .ines 13% 13.4%
Services 4.7% a.8%
InvE,st. income. 1.5% 1.2%
ott er 12,8% 10%
Employees. 19, 175

< > FfFfFice = _ _ — p—

Year founded: 1931.

Brokerage: 99% commissions, 1%
fees.

Principal officers: C. Peyton
D. niel, presidEnt/ch,ef executive of-

ficer Charles S. Drew Jr., chairman;
John E. Childress, executive vp; John
A. Harriscn, senior vp; Ronald C.
Mueller, treasurer.

Dann Brothers Inc.

633 Skofie Blvd., Northbrook, 111.
60062; 312-564-8700

. 1987 1986
Licensed excess/surplus broker
. . = Premium voll_me.  $40,000,000 $39,500,000
in: Missouii.
31-0 :s revenues $7,115,000 $6,985,000
E rokerage: Retail. 84% 85%
Personal -ines 6%
Invest. income. 4% 3%
Either. 6% 7s
The Daniels Agency Inc. Employeces.. 69 7S
Loy o o I ———gs - = =

Bc,ute 22, Box F, Pawlirg, A.Y.
12564,91 4-855-3300

Year founded: 1129.

1987 1983 Brokerage: 10(% commissions.
Fremium volume. $14,000,000 $11,500,000 Retail brokerage branch offices:
Gross re#fenues. $2,000,000 $1,750,900 Chicago.
Brokerage Reta-1. 75% 7% Principal officers: Charles Dann,
Personal lines 25% 25% .
ehairman; Armand Dann and Russell
Emp.cyees 30 238

> FfFicce = _ b b

Year founded: 1926
Brokerage: 100% commiss-ons.
Retail brokerage branch offices:

Poughieepsie and Brewster, N.Y.
Principal officers: Charles R.

Daniels Ill, pres:denz, James A.

Kect-gh, senior vp; John Milby, H.

Josept Duffy and Anna Loper, vps.

Licensed excess/surplus broker
in: New York.

The World is Flat

Man cannot fly.

Forprofessionals who guide risk

Dann, executive ups; Scitt Dann,

president.

Licensed excess/surplus broker

in: lllinois.

Dean S. Davidson Insurance

Agency Inc.

4620 N. 16th 1, Suite 2CO,
Phoenix Ariz. 85016; 602-277-6672

Premium volume.

Gro.ss revenues

$16.758,778

1987 1986
$14,726,000

$2,737,787 $2,416,151

managementprograms involving:

No one will ever break

= Qualified Self-insureds

Babe Ruth's home run record.

Insurance will always be

the same.

- Captives and Rent.A.Captives

* Group Funded Programs

O Risk Retention Groups, and

Faded fallacies!

Self imsurance is changing
the industry.

Excess Workers Codpensation

General Liability

Automobile Liability

* Purchasing Groups

the quality insurance, excess
insurance anc reinsurance market-
place is Genesis Underwriting
Management Company. Call for
oijr free brochure today.

GEN:61 S

UNDERWRITING MANAGEMENT COMPANY

Atlanta (404) 365-6800, Chicago (312) 207-8100, Hartford{203) 520-7770, Los Angeles (213) 252-2090, New Ybrk (212) 770-0270, San Franoisco (415) 393-8406

A member of Glner@IR, 6 Group

Brokerage: Retail. 72.2% 80%

Personal lines 25.8% 19%
Invest. income. 2% 1%
Employees. 54 52
o frices. 3 3

Year founded: 1937.

Brokerage: 100% commissions.

Retail brokerage branch offices:
Tucson, Ariz.; Westlake Village,
Ccalif.

Principal officers: Byron W. Da-
vidson, president; Sandra G. David-
son, vp; Kenneth A. Sadick, secre-
tary; Norma D. Sadick, treasurer.

Licensed excess/surplus broker
in: Arizona.

Davies & Associates

80 Floral Ave., Murray Hill, N.J.
07974, 201-464-6100

1987 1986
Premium volume.  $10,682,000 $9,560,000
Gross revenues. $1,342,000 $1,160,000
Brokerage: Retail. 66% 64%
Personal lines 29% 31%
Invest. income. 1% 1%
Other. 4% A%

18 138

_ =

Emplovees.
e e =

Year founded: 1964.

Brokerage: 99% commissions, 1 %
fees.

Retail brokerage branch offices:
Hazlet and Somerville, N.J.

Principal officers: James H
Davies, president, James T Davies
and Robert Davies, vps.

Curtis Day & Co.

50 California St., San Francisco,
Calif. 94111. 415-433-0480

to87 1986

Premium volume $45.222.323 $39,529,167

Gross revenues. 55,591,271 $4,516,386
Brokerage: Retail . 93% 24%
Wholesale 0.5% 0-296
Personal lines 1.590 )%
Invest. income. 5% 4.3%
Employees. 58 50
Offices. . 2

Year founded: 1966.

Brokerage: 95% commissions, 5%
fees.

Acquiisitions: Norman O'Connor
Agency, Los Gatos, Calif.

Retail brokerage branch offices:
Norman O'Connor Agency, Los
Gatos, Calif.

Principal officers: Phillip J Bu-
chanan, president; Julie A. Ferro, ex-
ecutive vp; Harry F. Clifford and Ed-
ward Ferro, vps; Phillis Bascomb and
Lynn Boyd, assistant vps.

Licensed excess/surplus broker
in: California.

Robert F. Driver Co. Inc.

1610 Fifth Ave., San Diego, Calif.
92101; 619-238-1828

1987 1986

Premium volume. NA NA

$14,800,000 $12,800,000
88.1% 86.9%

Gross revenues.

Brokerage: Retail.

Personal lines 7% 10%
Services. 4% 2%
Invest. income . 0.9% 1.1%
Employees. 194 175
oI fice = _ b= 4

Year founded: 1946.

Brokerage: 96% commissions, 4%
fees.

Retail brokerage branch offices:
Escondido and Newport Beach, Calif.

Principal officers: Robert F.
Driver, chairman; Irwin B. Sklar,
president; Robert J. Young, executive
vp; George F. Driver, vp-operations;
.John T. Freeman, vp-finance.

Licensed excess/surplus broker
in: California.

Eastman & Co.

Insurance Brokers

2550 Hollywood Way, Burbank,
Calif. 91505; 818-841-2400

1987 1986
Premium volume.  $12.000,000 $8,070,00
Gross revenues. $1,379,000 $940,000
Brokerage: Retail. 20% 86%.,
Personal lines 8% 13%
Invest. income 2% 1%
Employvees. . == 15

- e e = _ P -

Year founded: 1970.

Brokerage: 99% commissions, 1%
fees.

Retail brokerage branch offices:
Brea, Calif.

Principal officers: Robert East-
man, president/treasurer; Linda Da-

Continued on nert page
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vidson, vp/secretary; Tom Farris,
branch manager.

Ebersberger &
Associates Inc.
542 Ritchie Highway, P.O. Box 959,

Severna Park, Md. 21146;
301-647-4200

1987 1986

Premium volume.  $18,000,000 $12,000,000
Grossrevenues... $2.300.000 $1,700,000
Brokerage: Retail. 80% 80%

Personal lines 10% 10%
Services_ . .._.__._ E= 5%
Invest. income. . 5% 5%
Employees. 26 23
o Fficce=__ -1 1

Year founded: 1968.

Brokerage: 97% commissions, 3%
fees.

Principal officers: George H.
Ebersberger Jr., president; Arthur D.
Ebersberger, vp; Adolph W. Ebers-
berger Jr., treasurer.

Licensed excess/surplus broker
in: Maryland, District of Columbia,
Virginia.

James Econn & Co.

3055 Wilshire Blvd., Suite 800, Los
Angeles, Calif. 90010;

213-386-3131

1987 1986
Premiurn volume.  $54,526.777 $53,057,637
Gross revenues... $7,636,970 $6,611,937
Brokerage: Retail. 92.9% 93%
Wholesale. . . . 0% 1%
Personal lines 2.2% 2%
Invest. income. . 4.9% 4%
Employvees. S1 47
o fFfice=__. =— 2

Year founded: 1919.

Brokerage: 99% commissions, 1%
fees.

Retail brokerage branch offices:
Newport Beach, Calif.

Principal officers: James Econn,
chief executive officer/chairman;
B.F. Grier, chief operating officer/
president; Richard C. Econn, execu-
tive vp; Richard A. Ficco, senior vp;
Gregory Econn and Donald Killian,
vps.

Elliott, McKiever &

Stowe Inc.

2828 W. Flagler St., Miami, Fla.
33135; 305-642-7170

1987 1986
Premium volume. $15,100,000 $13,135,000
Gross revenues... $1,625,349 $1,685,422
Brokerage: Retail. 100% 100%

Ermployvees.., 25 =21
COffice= _ _

Year founded: 1937.

Brokerage: 100% commissions.

Principal officers: Donald Elliott,
president; Larry B. Stowe, vp; Wal-
lace Montgomery, secretary/trea-

surer.

Licensed excess/surplus broker
in: Florida.

Euclid Insurance

Agencies Inc.

977 Oaklawn Ave; Suite 300,
Elmhurst, 111. 60126; 312-833-1000

1987 1986
Premium volume. $28,115,000 $26,805,000
Gross revenues $4,478,680 $4,196,866
Brokerage: Retail. 91% 91.5%
Personal lines 4.2% 4.3%
Invest. income. 4.8% 3.7%
Other...... 0% 0.5%

Ermployveaes., S1 a9
o e — = _ - - -

Year founded: 1963.

Brokerage: 98% commissions, 2%
fees.

Principal officers: Peter G. Colis,
president; William F. Loeb, vp

Licensed excess/surplus broker
in: lllinois.

FAIl Insurance Counseling

222 Columbia Turnpike, Florham
Park, N.J. 07932-0037;
201-822-7900

1987 1986
Premium volume. $24,218.000 $18,775,000
Grossrevenues... $3,749,734 $2,687,000
Brokerage: Retail. 46% 50%
Wholesale.. 42% 36%
Personal lines 8% 10%
Invest. income. . 3% 3%
Other. 1% 1%
Employees. 38 33

Offices - - - ... -1 1

Year founded: 1931.

Brokerage: 90% commissions, 10%
fees.

Parent company: Fowler Agency
Inc.

Principal officers: Richard C.

Fowler Jr., president; Donald W.
Wright, executive vp; Donna Merca-
dante and John Dana, vps.

FBS Insurance

8000 W. 78th St., Suite 400, Edina,
Minn. 55435; 612-829-4800

See profile on page 68.

Fairlane Associates Inc.

15350 Commerce Drive N., P.O.
Box 1147, Dearborn, Mich. 48121;
313-271-8200

1987 1986

Premium volume. $19.*29,224 $17,776,616
Gross revenues... $2,592,054 $2,244,429
Brokerage: Retail. 58.3% 60.5%

Personal lines 33.3% 34.4%
Services. 0.6% 0.3%
Invest. income. . 2.5% 2.6%
Other...... 5.3% 229%
Employees. 32 30

Offices. 1 1

Year founded: 1926.

Brokerage: 99.4% commissions,
0.6% fees.

Acquisitions: Carney/Molkey, Li-
vonia, Mich.

Principal officers: Robert G. Mal-
degen, president; Michael J. Malde-
gen: vp-administration; Carl F.
Fricke, vp-sales; Robert Charette, vp.

Licensed excess/surplus broker
in: Michigan.

Financial Guardian
Group Inc.

3100 Broadway, Kansas City, Mo.
64111; 816-561 -8630

See profile on page 78.

Fitzgerald, Clayton, James
& Kasten Inc.

757 N. Broadway, Milwaukee, Wis.
53202; 414-271-3717

1987 1986
Premium volume. $8,700,000 $7,000 000
Gross revenues. $1,247,000 $1,175.000

DUS,ne:66 1/1.JUTU76Ce, JUne ZU, 1366 / 34

Brokerage: Retail. 69.396 72.2%
Wholesale. 16.896 15%
Personal lines 11.1% 10.696

Invest. income.. 16% 2%

Other...... 02% 0.2%

Employees... 21 19

Offices.. 1 1

Year founded: 1850.

Brokerage: 96.9% commissions,
3.1% fees.

Principal officers: Charles V.
James, president; jeffrey Thiel, se-
nior vp; Karen Rechlicz, vp/secre-
tary; Robert T. Clayton, vp/treasurer;
William D. Hoppejan, vp.

Licensed excess/surplus broker
in: Wisconsin.

Fitzhugh & Co.
Insurance Agency

2201 Washington, P.O. Box 209,
Waco, Texas 76703-0209;
817-754-3553

1987 1986
Premium volume. $5.285,630 $4,201,160
Gross revenues... $874,677 $725,297
Brokerage: Retail. 66.3% 71.4%
Wholesale.. 8.6% 6.5%
Personal lines 23.6% 21.1%
Services.. 1.5% 1%

Employees.. 16 15
Offices. 1 4

Year founded: 1886.

Brokerage: 98% commissions, 2%
fees.

Principal officers: Champe Fitz-
hugh Jr., chairman/chief executive
officer; Everett Alexander, president;
Wayne Peel, executive vp; Mike
Simon, vp/secretary; Pat Ebarb, vp.

Frenkel & Co. Inc.

123 William St., New York, N.Y.
10038; 212-267-2200

1987 1986

Premium volume. NA NA
Gross revenues... $19,145,000 $17,103,000
Brokerage: Retail. 89% 89%

Personal lines 5% 5%
Invest. income. 6% 6%
Employees.. 190 172
COffice = _ _ _ -1 1

Year founded: 1878.

Brokerage: 99% commissions, 1%
fees.

Acquisitions: Joseph L. Gray &
Continued on next page

|s yourinsuraneecoverage
athing of the past?

You can't afford to have dated

= —

THE
GREENWICH
GROUP

Customized Commercial

Coverage.
Anytime,An,place.

insurance coverage in the transporta-

tion industry. That's why we constantly
monitor the marketplace and make it

our business to keep your policy up to
date at the most competitive price. We
offer customized, comprehensive cover-
age for all types of common carriers

including trucking, aviation, shipping
and municipal transits.

Protect your operation from liabili-
ties that could shut you down. Let The

Greenwich Group custom design an in-

surance program that will keep you
looking toward the future. For more
information. please call 1-800-621-7350.

In California (213) 479-7979.

Atlanta. GA «Boca Raton. FL - Deerfield Beach. FL. Fresno. CA « Houston. n » Kinosburo. CA « Los Angeles.CA « Minneapolis-St. Paul. MN

+ Phoenix. AZ - Pittsrord NY = Rockville. MD * Sacramento. CA + San Francisco.CA - Santa Ana. CA - St. Louis. MO
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Spotlight report

Continued from previous page
Co. Inc., New York.

Principal officers: Charles VWV.
Pachner, chairman; James J. Costa,
vice chairman; Alan S. Samuels,
president/chief executive officer; Ro-
bert E. Shunk, senior executive vp;
Harold D. Goldsmith, executive vp/
treasurer.

Licensed excess/surplus broker
in: New York.

G

Arthur J. Gallagher & Co.

10 Gould Center, Rolling Meadows,
111.60008; 312-640-8500

See profile on page 48.

Gallagher-Cole

Associates

4500 Biscayne Blvd., Suite 310,
Miami, Fla. 33137; 305-576-4100

1987 1986
Premium volume. $9,020,379 $11,485,008
Gross revenues.. $1,151,921 $1,205,345

1988

Brokerage: Retail. 75% 71%

Wholesale. 1% 5%

Personal lines 15% 15%
Services. 5% 5%
Invest. income. . 2% 2%
Other 2% 2%
Employees 21 21
Offices... 2 2

Year founded: 1972.

Brokerage: 95% commissions, 5%
fees.

Retail brokerage branch offices:
Gallagher-Cole-Boon Associates,
Miami.

Principal officers: Phil C. Gal-
lagher, Samuel T. Cole Sr., Raymond
0. Boon Sr. and Lenore N. Francis,

associates.

Licensed excess/surplus broker
in: Florida.

The Gleason Agency Inc.
Suite 204, Main Street East

Building, Johnstown, Pa. 15901;
814-535-8411

1987 1986
Premium volume.  $28,273,222 $23,014,430
Gross revenues... $3,200,000 $2,617,996
Brokerage: Retail. 93% 91%
Personal lines 4% 4%

Services. .. 090 2%
Invest. income. 3% 3%
Employees. . 35 27
Offices. . =. a a

Year founded: 1924.

Brokerage: 95% commissions, 5%
fees.

Retail brokerage branch offices:
Altoons, Harrisburg and Pittsburgh,
Pa.

Principal officers: Robert A.
Gleason Jr., president; Christopher
K. Gleason, treasurer; Carolyn
Zierer,secretary.

Licensed excess/surplus broker
in: Pennsylvania.

Glenn, Nyhan

& Associates Inc.

44 Montgomery St., San Francisco,
Calif. 94104; 415-398-1246

1987 1986

Premium volume. NA NA
Grossrevenues... $8,114,241 $7,185,154
Brokerage: Retail. 42% 60%
Services 57% 38%
Invest. intome. 1% 2%
Employees. 102 84
Offices. 6 a

Year founded: 1980.

Brokerage: 100% commissions.

Retail brokerage branch offices:
Chicago; Columbia, Md.; Princeton,
N.J.; Greenwich, Conn.; Radnor, Pa.

Non-retail brokerage subsi-
diaries: American Health Systems
and American Insurance Services,
San Francisco.

Parent company: PWS Holdings
P.L.C.

Principal officers: Paul E. Dor-
roh, chairman/chief executive offi-
cer; Bartholomew G. Nyhan, presi-
dent; Andrew G. Barnett, executive
vp/chief financial officer.

Licensed excess/surplus broker
in: California and lllinois.

Richard N. Goldman & Co.

1 Maritime Plaza, San Francisco,
Calif. 94111; 415-981-1141

1987 1986
Premium volume. NA NA
Gross revenues... $6.200.000 $5,600,000
Brokerage, Retail. 86% 86%
Personal lines 10% 10%
Invest. mcome . 4% 4%
Employees. 70 62

Offices.. 1 1

FAMOUS NAMES
IN CLAIMS.

UAC salutes the 1988 Claimswomen

t -O 6a

A -ts

Region 1, Linda L. Wilson

CCLA, CAW, Personnel Manager,

Prudential Property and Casualty Insurance Co.,
Holmdel, New Jersey, Insurance Women of

Monmouth County

Region 11, Wanda Gail Wood
Office Manager, Carolina Insurance

Service Inc

Winston-Salem Association of Insurance Women

Winston-Salem North Carolina

of the Year.

Region 111, Evelyn B. Albritton
Vice President and Claims Manager

Alexander & Alexander Inc, Atlanta, Georgia,

Women Inc

The Atlanta Association of Insurance

Region IV, Anne McCoy

CPIW Claims Examiner

Ohio Insurance Guaranty Association
Columbus Ohio Insurance Women of
Columbus Ohio

Region VII, Elisabeth A. Hallock

CPIW, Assistant Vice President/Claims
Supervisor, Marsh & McLennan, Inc

Kansas City, Missouri, Insurance Association
of Suburban Kansas City

Outstanding claims handling by outstanding professionals-it's both a source of
pride for our industry and a reason to have confidence in the f.,ture. As sponsors
of the NAIW awards, UAC thanks you for a great 1988. We wish you continued

Region V, Patricia A. Broesder

CPCU, AIM, CPIW, Regional Cl:ims Supervisor,
Tri-State Insurance Company of Minnesota,
Luverne, Minnesota, The Insurance Women of
Greater Sioux Falls

Region VI, Susan M. Macias

WCCA, Commercial Claims Representative,
Workers Compensation, Reliarce United

Pacific insurance Company, San Jose, California,
Peninsula Insurance Women's Association

good fortune and good business in the years to come.

Region VI, Anita Wilkinson

CPIW, Claims Support Unit Administrator
Aetna Life and Casualty

Shreveport, Louisiana, Shreveport Association
of Irsurance Women

Region I1X, Constance A. Hanson
AlIC, CPIW, Managerial Assistant, General

Aviation and Marine Claims, Johnson & Higgins
Willis Faber Ltd Vancouver British Columbia

Vancouver Association of Insurance Women

Le.v®

One Continental Drive
Cranbury, NJ 08570-0001

Year founded: 1947.

Brokerage: 95% commissions, 5%
fees.

Principal officers: Richard N.
Goldman, chairman; Stuart V.
Seiler, president; Laurence C. Colton
and Keith G. Avery, senior vps;
Gerald J. Fitzgerald, senior vp/secre-
tary.

Licensed excess/surplus broker
in: California.

S.H. Gow & Co. Inc.

344 Delaware Ave., Buffalo, N.Y.
14202; 716-856-1100

1987 1986
Premium volume. $41.000,000 $46,000,000
Gross revenues . $6,000,000 $6,500,000
Brokerage: Retail. 89% 89%
Wholesale. 4% 4%
Personal lines 2% 2%
Services. 3% 3%
Invest. income. 2% 2%

Employees SS 110
- e e == _ —_. —_.

Year founded: 1951.

Brokerage: 96% commissions, 4%
fees.

Retail brokerage branch offices:
Rochester, Syracuse and Albany,
N.Y.

Non-retail brokerage subsi-
diaries: Gow Management Services
Inc., Buffalo, N.Y.

Principal officers: Stephen H.
Gow, chairman; Jeffrey J. Gow, pres-
ident; Michael S. Gow, executive vp;
Richard K. Mason, senior vp.

Licensed excess/surplus broker
in: New York.

The Graham Co.

One Penn Square W., Philadelphia,
Pa. 19102; 215-567-6300

1987 1986
Premium volume. $58,000.000 $55,500,000
Gross revenues.. $8,400,000 $7,785,045
Brokerage: Retail. 94% 24%
Personal lines 2% 3%
Invest. income. 4% 3%
Ermmployvees.., 72 65
R e — = _ = -

Year founded: 1950.

Brokerage: 70% commissions, 30%
fees.

Principal officers: William A.
Graham |V, president/chief executive
officer; Judith Dooling, secretary/
treasurer; Joseph M. MeNasby Jr.
and Philip K. Glick, vps.

Licensed excess/surplus broker
in: Pennsylvania and New Jersey.

Guyot-Hicks-Anderson
Insurance &
Financial Services
415 Munson Ave., P.O. Box 392,

Traverse City, Mich. 49685-0392;
616-947-4660

1987 1986
Premium volume.  $18,700,000 $15,400,000
Gross revenues $2.970,000 $2,420,000
Brokerage: Retail. 70% 73%
Personal lines 22% 21%
Invest. income. 3% 3%
Other. 5% 3%
Employveces. 47 a3
C O FfFice = L =2 6

Year founded: 1977.

Brokerage: 100% commissions.

Acquisitions: Mancelona Insur-
ance Agency, Mancelona, Mich.;
Grand Traverse Insurance Agency,
Traverse City, Mich.

Retail brokerage branch offices:
Bingham & Associates, Charlevoix,
East Jordan and Boyne City, Mich_;
Mancelona Insurance, Mancelona,
Mich.; Harmony Insurance, Kal-
kaska, Mich.

Principal officers: William C. An-
derson, president; Kenneth M. Le-
sperance, executive vp; Harry C.
Dorman, vp-sales; John W. Hicks,
treasurer.

Licensed excess/surplus broker
in: Michigan.

H

Haas & Wilkerson Inc.

4300 Shawnee Mission Parkway,
Fairway, Kan. 66205; 913-432-4400
1987 1986
$79,472,393 $89,587,210
Gross revenues... $13,117,000 $14,639,000

Premium volume.

Brokerage: Retail. 85% 85%
Wholesale.... 5% 5%
Personal lines 10% 0%

Services. 0% 10%

Employees. 115 118

ffices_. 7 =%

Continued on nezt page
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Year founded: 1929.

Brokerage: 99% commissions, 1%
fees.

Acquisitions: Walter R. Howell &
Associates Inc., (offices in Birming-
ham, Mich.; New York; Encino,
Calif.)

Retail brokerage branch offices:
St. Petersburg, Fla.; St. Louis; Phila-
delphia; Birmingham, Mich.; New
York; Encino, Calif.

Principal officers: W. Ralph Wil-
kerson Jr., chairman; William R. Wil-
kerson lll, president; C.J. Jordan, ex-
ecutive vp/treasurer; Howard F.
Walter, corporate secretary.

Licensed excess/surplus broker
in: Kansas, Missouri, Florida and
Michigan.

Hackett, VValine
& MacDonald Inc.
P.O. Box 2127,140 Kennedy Drive,

South Burlington, Vt. 05403;
802-658-1100

1987 1986

Premium volume. $23,043,138 $21,149,598
Gross revenues... $3,180,087 $2,717,099
Brokerage: Retail. 88% 88%

Personal lines 8% 8%
Invest. income.. 4% 4%
Employees. 40 38
COoOfffice = _ _ . 1

Year founded: 1970.

Brokerage: 100% commissions.

Parent company: HVM Corp.

Principal officers: Luther F.
Hackett, president/chief executive
officer; Duane A. VValine, executive
vp/treasurer; Donald R. MacDonald,
senidr vp/secretary.

Licensed excess/surplus broker
in: Vermont.

Frank B. Hall & Co. Inc.

549 Pleasantville Road, Briarcliff
Manor, N.Y. 10510; 91+769-9200

See profile on page 38.

Harris & Co.

Harris & Co. Building, 501 S.

Second St., Louisville, Ky. 40202;
502-584-2193

1987 1986
Premium volume. $30,000.000 $25,000,000
Gross revenues. $3,200,000 $2,900,000
Brokerage: Retail. 84% 83%
Reinsurance.. 9% 10%
Personal lines 5% 5%
Invest. income.. 2% 2%

Ermaployveaes., 37 S5S&
R e — == _ - -

Year founded: 1915.

Brokerage: 99% commissiéns, 1%
fees.

Mergers: Harris & Co. merged
with The Lexington Group.

Parent company: The Lexington
Group.

Principal officers: John G. Beam
Jr., chairman; Michael F. Sheehan,
president; Jeffrey V. MeGowan, se-
nior vp; Pamela R. Wessel, executive
VP.

Licensed excess/surplus broker
in: Kentucky and Indiana.

Joseph Held Co. Inc.

127 John St., New York, N.Y.
10038; 212-962-3122;
800-221-9940

1987 1986

Premium volume. $17,750,000 $16,500,000
Gross revenues... $2,200,000 $2,050,000
Brokerage: Retail. 80% 80%

Wholesale.... 10% 10%

Personal lines 5% 5%
Services. 2.5% 0%
Invest. income.... 2.5% 5%
Employees. 12 13
Offices...... 2 2

Year founded: 1897

Brokerage: 95% commissions, 5%
fees.

Affiliate: Standard Insurance
Management Co. Inc. (SIMCO), Boca
Raton, Fla.

Principal officers: Kenneth S.
Held, president/chief executive offi-
cer; Arnold M. Held, executive vp;
Renee Held, secretary/treasurer;
Dana M. Sanders, agent-SIMCO.

Licensed excess/surplus broker
in: New York, Florida.

Heritage Insurance
Services Inc.

826 Bustleton Pike, Suite 203,
Feasterville, Pa. 19047;
215-322-8705

1987 1986
Premium volume. $9,000,006 $7,000,000

Gross revenues. $1,500,006 $1,000,000

Brokerage: Retail. 55% 40%

Personal lines 43% 58%
Invest. income.. 2% 2%
Employees. 20 17
Offices.. 1 2

Year founded: 1962.

Brokerage: 99.9% commissions,
0.1% fees.

Principal officers: Edward M.
Pokrywka, president; Ellis Hershman
and Gary Cozens, vps; Joan Gallo,
assistant vp.

Licensed excess/surplus broker
in: Pennsylvania.

Paul Hertel & Co. Inc.

Third & Chestnut Streets,
Philadelphia, Pa. 19106;
215-925-7656

1987 1986

Premium volume. HO,000,000 $38,000,000
Gross revenues. $4,670,000 $4,500,000
Brokerage: Retail. 70% 69%

Personal lines 23% 24%
Services. 2% 2%
[nvest. income. 3% 3%
Other. 2% 2%
Employvees....... 76 70
o fFfice=__ —1 a

Year founded: 1908.

Brokerage: 98% commissions, 2%
fees.

Retail brokerage branch offices:
Feasterville, Media and Roxborough,
Pa.

Principal officers: Paul R. Hertel
Jr., chairman; James J. McLaughlin,
president; Jeremiah A. Caron, execu-
tive vp; Robert J. Bush and George E.
Mansfield, vps.

Licensed excess/surplus broker
in: Pennsylvania.

Hilb, Rogal & Hamilton Co.
P.O. Box 11027; Richmond, Va.
23230-1027; 804-289-5300

See profile on page 62.

The Hirshorn Co.

14 E. Highland Ave., Philadelphia,
Pa. 19118; 215-242-8200

1981 1986
Premium volume. $9,000,000 $8,000,000
Grossrevenues... $1,424,879 $1,144,475
Brokerage: Retail. 85% 8396
Personal lines 11% 12%

DUSQUESS 1765-UTUNCe, JUJ[le LU, 13007 UJ

Invest. income. 14% 4.7%
Other. 0.6% 0.3%
Employees 16 14
Offices. 1 1

Year founded: 1931.

Brokerage: 96% commissions, 4%
fees.

Principal officers: B. Graeme
Frazier Ill, president Ralph S. Hir-
shorn, cnairman; Dennis P. Murphy
and Stephen Wetherili, vps.

Licensed excess/surplus broker
in: Pennsylvania.

Hollis Perrin & Attridge
Insurance Agency Inc.

1188 Centre St., Newton Centre,
Mass. 02159; 617-244-6200

1987 1986
Premium viume.  $10,004000 $9.000,000
Gross revenues... $1,800,000 $1.700,000
Broferage: Retail. 53% 53%
Wholesale. 2% 2%
Personal lines 45% 45%

Ermployveaes—- 30 30
T e — = _ _ —u —u

Year founded: 1979.

Brokerage: 100% commissions.

Principal officers: William A.
Black, chief operating officer; Paul
H. Attridge, chief financial officer.

Licensed excess/surplus broker
in: Massachusetts.

Holmes, Murphy &
Associates Inc.
420 Keo Way, Des Moines, lowa
50309; 515-286-4400

1981 1986

Premium volume. $160,000,000 $150,000,000

Gross revenues... $10,900,000 $10,400,000
Brokerage: Retail. 93% 96%
Personal lines 3% 1%
Services. 2% 2%
Invest. income. 2% 1%
Employees. 110 105
e — = _ b | b |

Year founded: 1932.

Brokerage: 98% commissions, 2%
fees.

Retail brokerage branch offices:
Holmes, Murphy & Associates of
Texas Inc., Dallas.

Continued on nezt page

on'llet this come

between you and aclient.

Even the best insurance agent can
end up eye-to-eye with a judge. That's
why errors and omissions coverage is
essential to today's agent.

V6t, no policy prevents all the
damage you suffer when faced with a

lawsuit. Whether you are right or wrong,
adverse publicity can hurt your client
relations and your community standing.

That's why E&O Professionals
offer errors and omissions policies
for insurance professionals through
top A+ rated companies. We provide
protection, but more importantly, we

can help you prevent a lawsuit from

happening.

Our experienced attorneys are

just a phone call away. Our newsletter,
Defensive Strategies for Insurance

Professionals, provides a wealth of
prevention information. Videotapes,

seminars and individual counseling
are available to our clients.

Remember: being sued doesn't
make you a lousy agent. It can happen

to anyone.

So before a judge's gavel comes
between you and a client, call E&O
Professionals for an application. An

ounce of prevention is worth a pound

of legal briefs.

UNDERWRITING ADMINISTRATORS

A Division of Med.afProtessionat Insurance. Inc

1001 E. 101st Terrace, Suite 350, Kansas City, Missouri 64131
or call 1-800-243-6836
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Continued from previous page
Parent company: HMA Inc.
Principal officers: Robert A. Dee,

president/treasurer; Richard J.

Noyce, executive vp/secretary; Jon H.

Pease, president-Holmes, Murphy &

Associates of Texas Inc.

Charles E. Hyde Agency Inc.

10 Maple St., Port Washington, N.Y.
11050; 516-883-6300

1987 1986
Premium volume. $12,359,862 $10,126,930
Gross revenues... $2,018,737 $1,412,126
Brokerage: Retail. 63% 62%
Personal lines 30% 31%
Services. 3% 3%
Invest. income. 2% 2%
Other..... 2% 2%
Ermployveaes.. 20 20

> FFicoe = _ - |

Year founded: 1906.

Brokerage: 98% commissions, 2%
fees.

Principal officers: John E. Hardy,
president; James A. Kerin and

Thomag C:Smithr,, vps; Charles H. 1

Hylant MacLean

711 Adams St., Toledo, Ohio
43624; 419-255-1020

1987 1986

Premium volume $65,000,000 $52,000,000
Gross revenues... $5,700,000 $4,200,000
Brokerage: Retail. 96% 95%

Personal lines 2% 3%
Invest. income. 2% 2%
Employees.. 58 a9
COoOffice=__. — 1

Year founded: 1935.

Brokerage: 60% commissions, 40%
fees.

Retail brokerage branch offices:
Troy, Mich.

Principal officers: Robert E. Hy-
lant, chairman; Patrick R. Hylant,
president; J. Scott Stewart, Kyle
Lathan and Henry Maier, vps.

Licensed excess/surplus broker
in: Ohio.

ISU/Beauchamp &
McSpadden Inc.

231 W. Canal St., P.O. Box 687,
Wabash, Ind. 46992; 219-563-8821

1987 1986

Premium volume. $20,100,000 $17,330,000
Gross revenues. $2,980,000 $2,676,000
Brokerage: Retail 70% 66%

Personal lines 27% 32%
Invest. income. 2% 2%
Other. 1% 0%
Employees. 50 54
Offices.. a 4

Year founded: 1927.

Brokerage: 100% commissions.

Retail brokerage branch offices:
North Manchester and Warsaw, Ind.;
Morrison Galliher/ISU Inc., Muncie,
Ind.

Principal officers: Robert W.
Beauchamp, president; Frederick H.
Squires, secretary; Joseph W.
McSpadden and Larry D. MeSpad-
den, vps; Michael J. Beauchamp,

treasurer.

TAre
Service

ISU/Bradley & Parker

200 Oak Drive, Syosset, N.Y.
11791; 516-364-5500

1987 1986
Premium volume. $23,500,000 $15,500,000
Gross revenues... $3,813,950 $2,715,289
Brokerage: Retail. 83.2% 81%
Wholesale... 1% 1.3%
Personal lines 14.8% 16.7%
Invest. income. 1% 1%
Emplovees. 42 36

o — = —u b |

Year founded: 1939.

Brokerage: 100% commissions.

Principal officers: T. Richard
Cook, president; Joan M. Griesmeyer,
executive vp; John E. Gibbons and R.

Lee DiPietro, vps; Patricia Petro,
treasurer.

Licensed excess/surplus broker
in: New York.

ISU/Brown-Spaulding

& Associates Inc.

Dolores & 7th, P.O. Drawer 5276,
Carmel, Calif. 93921; 408-624-1866

1987 1986
Premium volume. $6,188,530 $5,152,480
Gross revenues.. $1,284,558 $1,101,354

Co-ordinated Benefit Plans, Inc.

"Time is Money" - an old adage, but usually true, especially to
group insurance agents successful in today's market place.
Co-ordinated Benefit Plans, Inc. - a national third party
administrator committed to excellence in SERVICE, believes that
an Agent's time is money, and that time should be spent chasing
new business not chasing old problems.
Co-ordinated Benefit Plans, Inc. offers an increasingly wide
selection of group, life. and health products through A. M. Best
rated insurance companies including Connecticut National,
Provident Mutual, Individual Assurance Company, and dental/
vision coverage available through Combined Insurance Company

of America.

But most of all, we offer SERVICE. Get to know us. Our people
know insurance, know the product, understand the market

place, and excelin SERVICE.
Toll Free Wats lines are available countrywide for both you and

your clients.

Call or writefor kits, saies material and
productar(litabilityinyourstate.

Co-ordinated Benefit Plans,Inc.
RO. Box 31039

Tampa, Florida 33631-3039
813-870-0140

TollFree:Inflorida800-282-3022

OutsideHorida800-237-5114

AN AFFILIATE OF

sm

EQUITABLE HCA CORPORATION

Brokerage: Retail. GO.5% 69%
Wholesale. 5% 9%
Personal lines 34% 21%

Services. 0% 0.5%

Invest. income. . 0.5% 0.5%

Employees. 18 20

Offices. 2 2

Year founded: 1969.

Brokerage: 99% commissions, 1%
fees.

Retail brokerage branch offices:
Mercurio Insurance, Monterey, Calif.

Principal officers: Christopher T.
Spaulding, president; William T.
Brown, treasurer; Marcia Bell, secre-
tary.

ISU/Cassady Neeser

& Brasseur Inc.
340 Columbia Place, P.O. Box 778,

South Bend, Ind. 46624;
219-233-9443

1987 1986

Premium volume. $13,200,000 $9,400,000
Gross revenues... $2,050,000 $1,500,000
Brokerage: Retail. 70% 65%

Personal lines 20% 25%
Invest. income. 4% 4%
Other. 6% 6%
Employees, 25 20
o fFfice=__ -1 1

Year founded: 1926.

Brokerage: 100% commissions.

Mergers: Bruner Cassady Neeser
Agency Inc. merged with Associated
Insurance Plans Inc.

Principal officers: Thomas R.
Cassady, president; Robert O. Neeser,
executive vp/treasurer; David P.
Fegley, vp/secretary; Gregg L. Bras-
seur, vp.

Licensed excess/surplus broker
in: Indiana.

ISU/Cline Southern
Insurance Inc.

1119 2nd St. N.E., P.O. Box 1747,
Hickory, N.C. 28603; 704-322-2404

1987 1986
Premium volume. $4,750,000 $4,400,000
Gross revenues... $753,333 $644,718
Brokerage: Retail. 67% 64%
Personal lines 30% 32%
Invest. income. 1% 1%
Other. 2% 3%

1Tse 1S
b e

Ermaployveaes .
C o FfFice = _

Year founded: 1949.

Brokerage: 100% commissions.

Retail brokerage branch offices:
Owen-United Division, Newton,
N.C.; Caldwell Division, Lenoir, N.C.

Principal officers: Oren L. Cline,
chairman; Jeff M. Cline, president;
Sheila S. Eller, general manager; W.
Stine Isenhower, partner-Owen
United Division; Ralph B. Hawkins
11, partner-Caldwell Division.

ISU/Dukar Insurance
Brokers

10880 Wilshire Blvd., Suite 114, Los

Angeles, Calif. 90024;
213-208-3777

1987 1986
Premium volume. $8,500,000 $6,000,000
Gross revenues... $1,300,000 $920,000
Brokerage: Retail. 80% 80%
Personal lines 20% 20%
Employees.. 17 12

Offices. 1 1

Year founded: 1974.

Brokerage: 100% commissions.

Principal officers: Alan R. Dukar,
president; Robert Fyfe, vp.

ISU/Feingold & Feingold
Insurance Agency Inc.

1900 Mechanics Tower, Worcester,
Mass. 01608; 617-754-7261

1987 1986

Premium volume. NA NA
Gross revenues... $2,765,000 $2,373,200
Brokerage: Retail. 70% 70%

Personal lines 15% 15%
Services. 13.5% 13.5%
Invest. income. 1.5% 1.5%
Employees. a7 46

Offices 1 1

Year founded: 1935.
Brokerage: 83% commissions, 17%

fees.
Principal officers: Saul E. Fein-
gold, president; David I. Feingold,
vp/treasurer.
Licensed excess/surplus broker
in: Massachusetts.

ISU/The Ferd Marks

Insurance Agency Ltd.
Two Canal St., Suite 1111, New
Orleans, La. 70130; 504-581-1331

1987 1986
Premium volume. $14,500,000 $13,000,000
Gross revenues.. $2,200,000 $2,000,000

Continued on next page
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Brokerage: Retail. 7096 70%

Personal lines 3096 30%
Employees...... 36 33
OfFffFfices_.._. 1 1

Year founded: 1888.
Brokerage: 90% commissions, 10%
fees.

Principal officers: Herman Kat-
ten, chairman/chief executive officer;
John H. Wittenberg, president; Ri-
chard L. Katten, executive vp/secre-
tary; Robert A. Bourgeois, vp/trea-
surer; Yvonne Nolan, administrative
VP.

Licensed excess/surplus broker
in: Louisiana.

ISU/Bob Gabriel Co.

INnsurance

2325 Wilshire Blvd., Santa Monica,
Calif. 90403; 213-829-0305

1987 1986
Premium volume. $7,000,000 $6,250,000
Gross revenues... $1,000,000 $900,000
Brokerage: Retail. 54% 50%
Personal lines 45% 49%
Invest. income. 1% 1%
Employees. 11 10

Offices.. 1
1

Year founded: 1936.

Brokerage: 100% commissions.

Principal officers: Robert M. Ga
briel, owner/president.

ISU/Glendale Agency Inc.

650 S. Cherry, Suite 600, Denver,
Colo. 80222; 303-320-1717

1987 1986
Premium volume. $9,500,000 $9,000,000
Gross revenues... $715,000 $759.000
Brokerage: Retail. 98% 93%
Services. 1% 29
Invest. income.., 196 5%
Employees. 1 13

Offices. . s

Year founded: 1973
Brokerage: 98% commissions, 2%
fees.

Acquisitions: Pikes Peak Insur
ance Services, Colorado Springs,
Colo.

Retail brokerage branch offices
Colorado Springs, Colo.

Principal officers: Louis H
Wiersma, president; Anthony P. Sti
mac, vp/secretary; David L
Wiersma, vp-Pikes Peak office.

Licensed excess/surplus broker
in: Colorado.

ISU/Griffith-
Prideaux Insurors

225 Madison Ave., CN 1917,
Morristown, N.J. 07960-1917;
201-538-6300; 800-624-0666 in
New Jersey

1987 1986
Premium volume. $7.059,529 $8,530,855
Gross revenues... $1,132,758 $1,116,877
Brokerage: Retail. 53.46% 58.91%
Wholesale 1.09% 1.95%
Personal lines 29.71% 29.67%
Invest. income... 1.43% 3.33%
Other.. 14.31% 6.14%
Employees. 18 17

Offices... 1 4

Year founded: 1899.

Brokerage: 100% commissions.

Principal officers: John R. Pri
deaux Jr., president; Thomas K. Gil
martin, vp-commercial lines division;
Marsha A. Sheriff, vp-personal lines
division; J. Raymond Prideaux Il
vp-life division; Donna J. Prideaux,
assistant secretary/commercial lines
placer.

Licensed excess/surplus broker
in: New Jersey.

ISU/Gundermann
& Gunderrnann Inc.

175 W. Carver St., Huntington, N.Y.
11743; 516-271-0600

1987 1986

Premium volume. $18,000,000 $15,000,000
Gross revenues... $3.893,500 $2,542,900
Brokerage: Retail. 60% 56%

Personal lines 32% 36%
Invest. income. . 2% 2.5%
Other. 6% 5.5%
Employees. 56 5a
Offices.. 2 2

Year founded: 1937.
Brokerage: 99% commissions, 1%

fees.
Branch offices: Smithtown, N.Y.
Principal officers: Joseph A.
Gundermann Jr., Donald E. Gunder-
mann, Joseph A. Gundermann lll,
Ronald Abramson and Ronald Stier.

ISU/Hastings-Tapley
Insurance Agency Inc.

271 Cambridge St., Cambridge,
Mass. 02141; 617-876-7510

1987 1986

Premium volume. $65,184,286 $59,055,213
Gross revenues. . $10,073,807 $8,494,969
Brokerage: Retail. 50.6% 55.49%

Personal lines 3996 40.82%
Services. 8.9% 2.04%
Invest. income.. 1% 1.3596
Other. ... .. 0.5% 0.3%
Employees... 151 128
Offices. . __ . . 13 12

Year founded: 1866.

Brokerage: 98.4% commissions,
1.6% fees.

Acquisitions: Schactman-Bartlett
Insurance Agency, Reading, Mass.;
Ralph C. Wilde Insurance Agency,
Randolph, Mass.

Retail brokerage branch offices:
Danvers, Gloucester, Ipswich, Med-
ford, North Reading, Randolph,
Reading, Saugus, Watertown and
Woburn, Mass.: Richard D. Chase In-
surance Agency Inc., Quincy, Mass.

Non-retail brokerage subsi-

diaries: Lane England Associates
Inc. and Hastings-Tapley Services
Inc., both in Cambridge, Mass.

Principal officers: David J. Lane,
chairman; Frederick J. England Jr.,
president; Marsha K. Burridge, exec-
utive vp; E. Donald Lewis, executive
vp/treasurer.

Licensed excess/surplus broker
in: Massachusetts.

ISU/Insurance

Corp. of America

1101 N. Lake Destiny Drive,
Maitland, Fla. 32751; 407-660-8180

1987 1986
Premium volume. $4100,000 $4,500,000
Gross revenues. $580.000 $520,000
Brokerage: Retail. 91.2% 90.996
Personal lines 1.8% 8.1%
Invest. income. 1% 1%
Employees. ° °

Offices.. ....... 1 \

Year founded: 1981.

Brokerage: 100% commissions.

Principal officers: Jack J. Jag-
gers, president; Faye Morgan, secre-

EMPLOYEE BENEFTE BULLETIN:
CNA FLEXIBLE BENEFITS MAKE SENSE

Abenefits

planthatworks
Ibreveryone.

You spent big dollars last year on your employee
benefits program, and your employees are still

not happy.
like he ppy

ally is a working mother and would
with her dependent care expenses.

John wishes he had more life insurance for the

security of his wife and four youngsters, And
you wishyou could better meet your employees

needs while containing your own costs.

Now you can-with a customized benefits
plan from the CNA Insurance Companies. Our
program lets each employee choose the type

tary.
Licensed excess/surplus broker
in: Florida.

ISU/Pembroke

Insurance Agency Inc.
4668 Pembroke Blvd., Suite 117,

Virginia Beach, Va. 23455;
804-497-9611

1987 1986

Premium volume. $14,452,250 $1 1,000,000
Gross revenues .. $2,341.264 $ 1,545,101
Brokerage: Retail. 78% 76%

Personal lines 15% 13%
Invest. income.. 5% 3%
Other. 29 8%
Employees....... 30 24
OfFffice=s__. 1 1

Year founded: 1969.

Brokerage: 100% commissions.

Parent company: Pembroke En-
terprises Inc.

Principal officers: W.K. Ham-
maker, president; Robert L. Byrd and
Brenda H. Hammaker, senior vps; F.
Karl Hammaker, Kevin J. Molloy and
James B. Carver, vps.

ISU/SSK Insurance Services

8840 H Commerce Park Place,
Indianapolis, Ind. 46268;
317-872-3510

1987 1986
Premium volume. $9.300,000 $9,100,000
Gross revenues...  $1,300,000 $1,200,000
Brokerage: Retail. 65% 65%
Personal lines 34% 34%
Invest. income.. 1% 1%
Emplovees...... 35 30

Offices. ..... ... —u —u

Year founded: 1958.
Brokerage: 99% commissions, 1%
fees.

Principal officers: Donald Kuehr
Sr. and Milton E. Savill, senior part-

ISU/St. Charles

Insurance Agency

214 Compass Point Drive, Saint
Charles, Mo. 63301; 314-724-6363

1987 1986

Premium volurne. $5,550,000 $5,350,000
Gross revenues... $925,000 $901,000
Brokerage: Retail. 65% 66%

Personal lines 34% 33%
Invest. income.... 1% 1%
Employees....... 21 20
Officess. . .. = =

Continued on next page

and level of benefits that makes sense for his or

her situation.

And you choose, too. Like which CNA group
products you want to offer and how much you
want to ihvest in your total benefits package.
CNA specialists will do the rest, from program
setup through worry-free administration.

To learn more about the plan that works for

both E?/ou and your employees
22-6602 and ask about

312-
from CNA.

CNA

For All the Commitments You Make®

call John Reed at

Flexible Benefits

Coverage is t%%oeu r?t?gﬁ%tﬁ 88m|nce'\rl14\al 'fsesﬁré*n%%“ﬁoﬁ%a%[y’aVn'&'B?th%%HHé£9uaF|§ olr%gaer?ffﬁoptr)?%aamFl)r?gusrlgr?cse Companies.
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Continued from previous page
Year founded: 1956.

Brokerage: 98% commissions, 2%
fees.

Principal officers: Joseph T.
Daues, David S. Johnson and Richard
C. Grumich.

ISU/Smith, Eyre
& Ashmead Inc.

Gwynedd Plaza 111, P.O. Box 306,
Spring House, Pa. 19477;
215-643-3020

1987 1986
Premium volume. $5,700,000 $6,200,000
Gross revenues... $906,000 $975,000
Brokerage: Retail. 56% 57%
Wholesale... 2% 2%
Personal lines 41% 39%
Invest. income.. 1% 2%
Employees. 10 10

Offices... 1 1

Year founded: 1977.

Brokerage: 100% commissions.

Principal officers: John T. Eyre,
president; William B. Ashmead, sec-
retary/treasurer.

1988

ISU/Sun State Insurance

P.O. Box 5017, 517 Lake Destiny,
Maitland, Fla. 32751-8011;
407-660-1986

1987 1986
Premium volume. $9,937,000 $8,339,000
Gross revenues... $1,564,000 $1,439,000
Brokerage: Retail. 74% 72%
Personal lines 26% 28%
Employees. 23 22
Offices. a 3

Year founded: 1979.

Brokerage: 100% commissions.

Retail brokerage branch offices:
Orlando, Naples and Palm Beach
Gardens, Fla.

Principal officers: James M. Ste-
phenson, president; Frank M. Arnall,
vp; Shirley Moore, secretary/trea-

Licensed excess/surplus broker
in: Florida.

ISU/T&M Insurance
Services Inc.

135 S.E. Fifth Ave., Delray Beach,
Fla. 33483-9978; 407-243-3375

1987 1986
Premium volume. $5,108,000 $3,710,000
Gross revenues. $609,500 $385,000

/1 131 1

If you were paying the bill
could you answer these questions?

How much did it cost?

Were the prices fair?
Were the services apppriate?

If you're like most health benefit managers, you need

answers.

That's where we come in. We know how to take what

you have-claims data-and find the answers. Our
nationwide data services, systems and consultants give
you the benefit of medical expertise for determining
what is medically necessary. Extensive norms and
databases for making valid comparisons. And 12 years
ofexperience in addressing health benefit issues. Our
major data analysis services:

« Medical Claims Analysis

+ On-Line Access & Modeling
- HMO & PPO Evaluations

- UR Vendor Evaluations

- Disability Claims Analysis

« Small Area Analysis

« Community/Coalition Projects
- Statewide Data Collection

With these services you can pinpoint past problems.
Explore solutions. Forecast savings. Monitor present

Brokerage. Retail. 93.9% 94%
Wholesale.... 2% 0%
Personal lines 1% 2%

Invest. income. 3.2% 4%

Other. 0.9% 0%

Employees.... 8 6

Offices... 1 1

Year founded: 1984.

Brokerage: 70% commissions, 30%
fees.

Principal officers: Thomas J. Ma-
rinaccio, president; Linda M. Mari-
naccio, secretary/treasurer; Van H.
Brown, chief operating officer.

ISU/Taurus Insurance

Agencylnc.

16561 Bolsa Chica Road, Suite
201, Huntington Beach, Calif.
92649; 714-846-3323

1987 1986
Premium volume. $4,500,000 $4,500,000
Gross revenues... $152,400 $758,000
Brokerage: Retail. 73.8% 77.2%
Personallines 24.4% 19.1%
Invest. income. 1.8% 3.7%

Ermployveaes_.. 11 1=
> R e — = _ _ —u —u

Year founded: 1978.

, &

Brokerage: 100% commissions.

Principal officers: Carl
Lawrence, president; IvalLee
Lawrence, secretary/treasurer.

ISU/Teague

Insurance Agency
7777 Alvarado Road, Suite 606, La
Mesa, Calif. 92041; 619-464-6851

1987 1986
Premium volume. $8,000.000 $6,500,000
Gross revenues... $1,175,000 $966,000
Brokerage: Retail. 60% 63%
Personal lines 38% 35%
Other...... ... 2% 2%

Ermiployveaes., =232 =22
R e — == _ - -
Year founded: 1955.

Brokerage: 99% commissions, 1%
fees.

Principal officers: Walter O.L.

Johnston Jr., president/treasurer;
Elizabeth Bonilla, secretary.

ISU/Thoits Insurance Service

250 Cambridge Ave., Palo Alto,
Calif. 94306-0190; 415-324-0606

1987 1986
Premium volume. $16,000,000 $13,000,000
Gross revenues. $2,404,439 $1,947,298

programs. And model future plan changes. All using
your ACTUAL data. Not ACTUARIAL "guessti-

mates."”

In other words, we supply ANSWERS. Call today!

1 (800) 824-3882

FREE INFORMATION

To receive four free flyers on HRM's data
services, fill out this form and mail to us.

NAME
TITLE
STREET
errg STATE, Z[P
PHONE

Marketing Department

ORGANIZATION

HEALTH RISK MANAGEMENT, INC.

8000 W. 78th Street
Minneapolis, MN 55435

HRM

TOGETHER WE CAN MAKE
A HEALTHY DIFFERENCE.

©Copyright 1988. Health Risk Management, Inc., Minneapolis, Minnesota. Services include health data analysis, benefit planconsulting, utilization review,
providerpricing/PPO management, targe case management, mental health management, claims processing and employee benefit communications.

Brokerage: Retail. 76% 74%

Personal lines 20% 23%
Services.. 1% 0%
Invest. inconne. 3% 3%
Employees.. 31 26

Offices 1 1

Year founded: 1891.

Brokerage: 99% commissions, 1%
fees.

Principal officers: Donald A.
Way, chairman/chief executive offi-
cer; Herbert G. Hill, president; Ken-
neth K. Peterson, senior vp-opera-
tions; George P. Sammon, senior
vp-finance; Michael J. Green, senior
vp-sales.

ISU/Transignal
Insurance Brokers
9483 Haven Ave; Rancho

Cucamonga, Calif. 91730;
714-946-7677

1987 1986

Premium volume. $16,000.000 $8,500,000
Gross revenues... $1,185,760 $698,150
Brokerage: Retail. 100% 100%
Employees.. 18 12
Offices. 2 2

Year founded: 1984.

Brokerage: 100% commissions.

Retail brokerage branch offices:
El Centro, Calif.

Principal officers: Michael S.
Oliver, president; Judy Busam, vp;
Patricia A. Flannery, secretary/trea-

surer.

ISU/United California

Insurance Agency

6180 Laurel Canyon Blvd., North
Hollywood, Calif. 91609;
213-877-3123; 818-984-1122

1987 1986
Premium volume. $13,150,000 $11,000,000
Gross revenues... $1,775,250 $1,500,000
Brokerage: Retail. 84% 80.9%
Wholesale. 2% 2%
Personal lines 115% 15.6%
Services. 05% 0%
Invest. income. 1% 1.5%

Ermmployvees., . 16 1<
Offices . 1 -1

Year founded: 1963.

Brokerage: 98% commissions, 2%
fees.

Principal officers: C. Jack Rose-
mark, president; James J. Buttitta
and Ronald F. Carlson, vps.

Licensed excess/surplus broker
in: California.

Industrial Insurance

Agency Inc.

2500 W. Higgins Road, Suite 550,
Hoffman Estates, 111. 60195;
312-884-6100

1987 1986
Premium volume. NA NA
Gross revenues. $1,970,000 $1,832,730
Brokerage: Retail. 91% 91%

Personal lines 7% 8%
Invest. income. 2% 1%
Employees. 28 25

Offices. 1 1

Year founded: 1960.

Brokerage: 100% commissions.

Principal officers: Melvin E. Rod-
ney, chief executive officer; Richard
A. Rodney, president; William Hoff-
man, vp.

Licensed excess/surplus broker
in: lllinois.

Insurance Brokers
of America Inc.

319 N. Fourth St., Suite 800, St.
Louis, Mo. 63102; 314-231-9340

1987 1986
Premium volume. $8,000,000 $8,000,000
Grossrevenues... $1,100,000 $1,000,000
Brokerage: Retail. 94% 93%
Personal lines 5% 5%
Services. 0% 1%
Invest. income. 1% 1%

Ermmployvees. . 14 15
R e — == _ - -

Year founded: 1983.

Brokerage: 99% commissions, 1%
fees.

Principal officers: Robert E. Con-
cannon Jr., president; Irene C. Mit-
chell, secretary/treasurer.

Licensed excess/surplus broker
in: Missouri and lllinois.

Insurance Management
Associates Inc.
600 IMA Plaza, 250 N. Water,
Wichita, Kan. 67202; 316-267-9221
1987 1986

Premium volume. $112,236,444 $94,607,000
$10,200,177 $10,058,472

Gross revenues.

Continued on nezt page
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Brokerage: Retail. 85.5% 81.5%

Personal lines 6% 5.3%
Services.. 3.6% 5.9%
[nvest. income. 4.7% 7%
Other...... 0.2% 0.3%
Employees. 159 168

OfFffFfices. =2 =

Year founded: 1974.

Brokerage: 89% commissions, 11%
fees.

Retail brokerage branch offices:
ropeka, Kan.

Principal officers: W.C. Cohen
Jr., chief executive officer; Joe Mod-
drell Jr., chairman; Joseph C. Lukens
[I, president; Paul G. Starr and Dan
Nyberg, senior vps; R. Kay Barrett,
divisional vp.

Licensed excess/surplus broker
in: Kansas.

Insurance Management Co.

132 W. Ninth St., Erie, Pa. 16501;
814-452-3200

1987 1986

Premium volurne.  $19,000,000 $16,000,000
Grossrevenues... $1,200,000 $1,100,000
Brokerage: Retail. 94.8% 94%

Personal lines 0.9% 1%
Services . . . . .. 1.5% 1%
[nvest. income. 2.8% 4%
Employees. . 18 18
o fFfFice=_ 1 1

Year founded: 1933.

Brokerage: 97% commissions, 3%
fees.

Principal officers: William C.
Bloomstine, president; Chris VV.
Bloomstine and John C. Bloomstine,
vps; Beth A. Dubik, secretary/trea-

surer.
Licensed excess/surplus broker
in: Pennsylvania.

Insurance Marketing
Agencies Inc.

306 Main St., Worcester, Mass.
01608; 617-753-7233

1987 1986
Premium volume. $18,000,000 $16,000,000
Gross revenues... $2,570,067 $2,280,766
Brokerage: Retail. 81% 86%
Personal lines 156% 10%
Invest. income... 3% 3%
Other. 1% 1%
Ermiployvees., <10 39

— R e — = _ = -

Year founded: 1924.

Brokerage: 97% commissions, 3%
fees.

Retail brokerage branch offices:
Boston.

Principal officers: Sumner W.
Herman, president/treasurer; Arnold
J. Horowitz, executive vp; John J.

Licensed excess/surplus broker
in: Massachusetts.

Insurance Professionals Inc.

P.O. Box 292,15 Prospect St.,
Paramus, N.J. 07652;
201-265-7110

1987 1986
Premium volume. $7.400,000 $6,700,000
Gross revenues... $1,250,000 $1,010,000
Brokerage: Retail. 80% 76%
Personal lines 20% 24%
Employees. 10 10
Offices. 1 1

Year founded: 1965.

Brokerage: 98% commissions, 2%
fees.

Principal officers: John Jones,
president; James Dooley, vp.

Insurance & Risk

Management

3811 lllinois Road, P.O. Box 1705,
Fort Wayne, Ind. 46801;
219-436-1616

1987 1986

Premium volume. $52.000.000 $49,000,000
Gross revenues... $6,950,000 $6,800,000
Brokerage: Retail. 76% 75%

Personal lines 9% 11%
Services. 10% 10%
Invest. income. 5% 4%
Employees. 112 110
Offices... 3 3

Year founded: 1963.

Brokerage: 88% commissions, 12%
fees.

Retail brokerage branch offices:
Muncie and Indianapolis, Ind.

Principal officers: Paul R. Porter,
chairman; Harry A. Crawford, presi-

dent; Bart E. Bircheff.chief,financial

officer; Dan Van Treese, vp-opera-
tions.

Licensed excess/surplus broker
in: Indiana.

Fred S. James & Co. Inc.

1285 Ave. of the Americas. New
York, N.Y. 10019 212-333-8900

See profile' on page 30.

Jardine Emett
& Chandler Inc.

333 Bush St., Suite 1800, San
Francisco, Calif. 94104;
415-391-2600

See profile on page 52.

Johnson & Higgins

125 Broad St; New York, N.Y.
10004; 212-574-7000

See profile on page 26.

Johnson Kendall
& Johnson Inc.

P.O. Box 8, Newtown, Pa. 18940;
215-968-4741

1987 1986
Premium volume. $11,573,631 $15,221,561
Grossrevenues... $2,543,423 $2,207,765
Bokerage: Retail. 66% 6796
Services. 31% 30%
Invest. income. 3% 2%
Other..... , - O% 1%
Employees. ... 37 34
Offices=s_. ... 1 1

Year founded: 1959.

Brokerage: 100% commissions.

Principal officers: Edwin T.
Johnson, president: Douglas D. Pe-
terson, executive vp; Richard B.
Willis, senior vp; David R. Johnson,
John A. Wright, William J. Alder and
Richard J. Davis, vps; Mary J. Roun-
savill, secretary.'treasurer.

K

Walter Kaye Associates Inc.
122 E. 42nd St., New York, N.Y.
10168; 212-210-9200

See profile on page 76

Keenan & Associates

2355 Crenshaw Blvd., Suite 200,
Torrance, Calif. 90501: P.O. Box

4328, Torrance. Calif. 90510;
213-212-3344

1987 1986
Premium volume. NA NA
Gross revenues . $13,800.000 $11,200,000
Brokerage: Retail. 65% 53%
Services. 33.6 41%
Invest. Income. 2% 5%
Other...... 0% 1%
Employees.... 200 163
Offices. 10 11

Year founded: 19722

Brokerage: 50% commissions, 50%
fees.

Retail brokerage branch offices:

Chico, Fresno,. Riverside, Saera-
mento, San Diego: San Jose, San Ra-
fael Santa Ana and Thousand Oaks,
Calif.

Principal.officers: John R.
Keenan, president; -James M. Eppo-
lita and Frederick A. Johnson, execu-
tive vps; Murt Munson, Harwood J.
Bren and David De Wenter, senior
vps.

Licensed excess'surplus broker
in: California.

Kelter-Thorner Inc.

24600 Northwestern Highway,
Southfield, Mich. 48075;
313-353-2200

1987 1986

Premium volume. $72,000,000 $68,000,000
Grossrevenues... $8,200,450 $7,490,000
Brokerage: Retail. 83.7% 65%

Wholesale. 2.2% 20%

Personal lines 8.3% 3%
Services. 0% 6%
Invest. income.. 4.5% 5%
Other.. 1.3% 1%
Employees.. 67 74
Offices. 6 6

Year founded: 1952,

Brokerage: 99% commissions, 1%
Continued on nezt page

WE KNOVWVAREAL COMMITMENT

TO PERSONAL SERVICE...
MEANS PUTTING OUR NAME

ON THE LINE.

1

11

k [irn 1-ori rres Ou Nes.

\:geri.ite truni .1 po=>i

tion or strenerh. Your sertlen,eni situition is as
ind.vidual.is you are. Deserving ot special treat-
ni:nr. L:r our de:*7 reani :Trat: UIN631.111 fIf pl.ins
to Ineet bour speciti- nceds

Demand the best Red.zic: p.iprwork and save time
b>- utilizing the s:nices ot our in-house legal statt
ri: .issis: in the dritring or serrlemen: documents

THE MANGELS

and the prrparation et
third party assignments.
Call for san-.e day telephone quotes followed up in

writine. invite us ro your next settlement :on-
terrnce. And. D[ cour-e '211 ofourser.nees r.re at no

:05: OO voll.

Rely on creativity and innovation backed by more
than a decade of experience. Pur the Jiangelsdort
name on :he line fur vou. Expect results.

| SEYORF COMPAMIES”

For more intormation contart our National Alarketing Department: SO0O/327-2388
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Spotlight report

Continued from previous page
fees.

Acquisitions: VanMatre Insurance
Agency Inc., Costa Mesa, Calif.

Retail brokerage branch offices:
Kalter-Thorner Inc. of Michigan,
Southfield, Mich.; Kelter-Thorner
Inc. of New Jersey, Fords, N.J_;
Kelter-Thorner Inc. of Southern Cal-
ifornia, Costa Mesa, Calif.; Kelter-
Thorner Inc. of California, Redwood
City, Calif.; K@lter-Thorner Insur-
ance Agency Inc., Middleburg
Heights, Ohio.

Non-retail brokerage subsi-
diaries: Atlantic Underwriters,
Southfield, Mich.

Principal officers: Theodore
Kelter, chairman; Marilyn Chernoff,
president; Lisa Arthur, secretary/
treasurer.

Licensed excess/surplus broker
in: Michigan and New Jersey.

Kendall Insurance Inc.

90 S. Main St., P.O. Box 1840,
Rochester, N.H. 03867;
603-332-5800

1987 1986
$77,500,000 $64,260,895
$13,000.000 $10,700,000

Premium volume.

Gross revenues.

Brokerage: Retail. 5396 53%
Wholesale. 16% 17%
Personal lines 10% 1296

Services.. 10% 10%

Invest. mcome. . 3% 2%

Other. 8% 6%

Employees. 171 162

Year founded: 1867.

Brokerage: 88.4% commissions,
11.6% fees.

Retail brokerage branch offices:
Manchester, N.H.; Salt Lake City,
Utah.

Principal officers: Kennett R.
Kendall Jr., president; Lawrence
Cole, Brian Derouin, Roger Ervin,
David Hampson, Thomas Keating
and Everett Page, vps.

Licensed excess/surplus broker
in: New Hampshire and Maine.

Sander A. Kessler &

Associates Inc.

9570 W. Pico Blvd., Los Angeles,
Calif. 90035; 213-278-8740

1987 1986
Premium volume. HO,000,000 $36,000,000
Gross revenues.. $6,175.656 $5,726,825

Brokerage: Retail. 81.3% 80%

Personal lines 4.2% 4.9%
Invest. income. 4.2% 4.8%
Other. 10.3% 10.3%
Employees. 57 62

Offices. 1 1

Year founded: 1956.

Brokerage: 96.6% commissions;
3.4% fees.

Principal officers: Sander A.
Kessler, president; Ronald A. Bloom,
executive vp; Kenneth L. Kessler, se-
nior vp; Steven Kessler, secretary/
treasurer; Melvin Moss, vp.

Licensed excess/surplus broker
in: California.

Kinney, Pike, Bell
& Conner Inc.
98 Merchants Row, P.O. Box 370,
Rutland, Vt. 05701; 802-775-2311

1987 1986
Premium volume. NA NA
Gross revenues. $3,697,627 $3,602,829
Brokerage: Retail. 33% 53%
Personal lines 28% 33%
Services. 0.5% 0.3%
invest. income. 2.1% 2%

Other. 16.4% 11.7%

Errmplovees., 6694 &3
L o o Il — - = _— _—

Year founded: 1904.

Brokerage: 99% commissions, 1%
fees.

Retail brokerage branch offices:
Hartford, Brattleboro, Essex June-
tion and Poultney, Vt.

Principal officers: Edward C.
Pike, president; Robert K. Coyle, vp/
general manager; Stephen A. Carbine
and Roger M. Pike, vps; Charles P.
Huddlestone, treasurer.

Licensed excess/surplus broker
in: Vermont.

The Klein Insurance

Group Inc.

P.O. Box 1357, LaCrosse, Wis.
54602; 608-788-5200

1987 1986
Premium volume. $14,000,000 $13,500,000
Gross revenues... $2,250,000 $2,200,000
Brokerage: Retail. 68% 65%
Personal lines 9% 9%
Services. 1% 1%
Invest. income. 2.7% 2.1%

Other.. 19.3% 22.9%

=1 20

=2 =

Ermployveaes .

Offices._

Year founded: 1889.

Insurance Mergers & Acquisitions

W.K.P. WI[SON & SON, INC.

Mobile, Alabama

has been acquired by

CORROON & BLACK

Corporation

The undersigned initiated this transaction and acted as
advisor to W.K.P. Wilson & Son, Inc.

RUSSELL MILLER, INC.

T.0: MAYER & ASSOCIATES, INC.
Lutherville, Maryland

has been acquired by

HILB, ROGAL & HAMILTON

Company

Richmond, Virginia

The undersigned initiated this transaction and acted as
advisor to T.0. Mayer & Associates, Inc.

RUSSELL MILLER. INC.

New York
(212)619-3670

THE PLAZA CORPORATION

has sold all the outstanding shares of

E. BROOX RANDALL & SONS, INC.

a California Corporation

to

a management group operating as

E. BROOX RANDALL & SONS, INC.

a Nevada Corporation

The undersigned initiated this transaction and acted as
advisor to The Plaza Corporation

RUSSELL MILLER, INC.

SALMA & CO., INC.

d.b.a.

SALIBA/CHARTER INSURANCE
SERVICES AND SURETY BONDS

Los Angeles, California

has been acquired by

MARSH & MCLENNAN, INC.

The undersigned acted as advisor to Saliba & Co., Inc

RUSSELL MILLER, INC.

RUSSELL MILLER, INC.

Specialists for the insurance industry

300 Montgomen, Street
San Francisco, CA 94104

(413)936-7474

London
382-9672

Brokerage: 99% commissions, 1%
fees.

Retail brokerage branch offices:
Onalaska, Wis.

Principal officers: Edward C.
Tanke, president; Steven P. Tanke,
vp; Andrey Lloyd, manager-commer-
cial lines; Blaine McDowell, man-
ager-personal lines; Mark McCauley,
manager-sales/employee benefits.

Licensed excess/surplus broker
in: Wisconsin.

R.C. Knox & Co. Inc.

300 Pearl St., Hartford, Conn.
06103; 203-524-7600

1987 1986
Premium volume. $55 000 000 $40,000,000
Gross revenues. $7,100,000 $6,100,000
Brokerage: Retail 72% 71%
Personal lines 22% 22%
Invest. income.. 6% 7%

Employvees. 76 70
OfFffice = _ _ P Pl

Year founded: 1893.

Brokerage: 94% commissions, 6%
fees.

Retail brokerage branch offices:
Middletown and Windsor, Conn.;
Simsbury Insurance Agency, Sims-
bury, Conn.

Principal officers: Norman C.
Kayser, president; John W. Maloney,
executive vp; John F. Byrnes, Timo-
thy H. Coppage and Robert T. Crow-
ley, vps.

Licensed excess/surplus broker
in: Connecticut.

The Kornreich Organization

919 Third Ave., New York, N.Y.
10022; 212-688-9700

1987 1986
Premium volume. NA NA
Gross revenues _ $19,200,000 $17,900,000
Brokerage: Retail. 86.5% 90.6%

Wholesale. 2.8% 1.5%
Personal lines 3.9% 3.9%
Services. 3% 2%
Invest. income. . 17% 1.9%
Other. 0.1% 0.1%
Employees 123 116
- e — = = =

Year founded: 1917.

Brokerage: 95% commissions, 5%
fees.

Principal officers: Matthew R.
Kornreich and Morton A. Kornreich,
co-chairmen; Steven L. Grossberg,
executive vp/chief operating officer;
Sanford H. Hersh, vp/chief financial
officer; Thomas A. Kornreich, James
D. Kornreich and William D.
Kornreich, executive vps; Lawrence
W. Schott, senior vp; Philip J. Miller,
senior vp-marketing; Alan R. Rovin,
senior vp-casualty; George R. Klink,
senior vp-property; Peter Goodstein,
vp-life; Philip Ruggieri, vp-benefits.

Licensed excess/surplus broker
in: New York.

LaGere & Walkingstick
Insurance Agency Inc.

P.O. Drawer 409, Chandler, Okla.
74834; 405-258-0804

1987 1986
Premium volume.  $34,025,224 $27,570,256
Gross revenues. $4.118,071 $3,662,302
Brokerage: Retail. 63%

Wholesale... 27% 32%

Personal lines 2% 2%
Services.. 6% 5%
Invest. income.... 2% 2%
Eramiployvees 94838 <4<
> e = _ _ —u —u

Year founded: 1964.

Brokerage: 97% commissions, 3%
fees.

Non-retail brokerage subsi-
diaries: Walkingstick & LaGere Ex-
cess & Specialty Lines, Chandler,
Okla.

Principal officers: Brent LaGere,
president; Ben Walkingstick, chair-
man; Ernie Pierce, senior vp.

Licensed excess/surplus broker
in: Oklahoma.

Lamb, Little & Co.

5301 Keystone Court, Rolling
Meadows, 111. 60008; 312-398-7060

1987 1986
Premium volume. NA NA
Gross revenues.. $4,230,604 $3,676,384
Brokerage: Retail. 95% 95%
Personal lines 5% 5%
Emmplovyvees.. S3 483
Offices. pa— p——

Continued on nezt page
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Year founded: 1947.

Brokerage: 98% commissions, 2%
fees.

Retail brokerage branch offices:
Chicago.

Principal officers: Raymond J.
Clancy, chairman; Roy H. Holle,
president; David B. Peck Ill, vp;
Frank L. Hoffeller, executive vp;
Bruce Wahlborg, treasurer.

Licensed excess/surplus broker
in: lllinois.

J. Smith Lanier & Co.

300 W. 10th St., P.O. Box 70, West
Point, Ga. 31833; 404-645-2211

1987 1986

Premium volume. $68,138,000 $58,500,000
Gross revenues . $12,612,863 $10,262,712
Brokerage: Retail. 60.6% 51%

Personal lines 20.6% 32%
Services. 0.8% 3%
Invest. income. 1.5% 2%
Other. 16.5% 12%
Employees. 210 197

COoOfFffice = _ 1 = -1 =

Year founded: 1868.

Brokerage: 97.5% commissions,
2.5% fees.

Acquisitions: Hyde & Associates,
Atlanta; JSL & Co. of New York,
Syracuse, N.Y.; Arnall Insurance
Agency, Newnan, Ga.

Retail brokerage branch offices:
Seven divisional offices in Newnan,
Atlanta, West Point, Carrollton and
Columbus, Ga.; Opelika, Ala.; East
Syracuse, N.Y. Five additional of-
fices.

Principal officers: James Smith
Lanier Il, chairman/chief executive
officer; William T. Parr, vice chair-
man; D. Gaines Lanier, president/
chief operating officer.

Licensed excess/surplus broker
in: Georgia and Alabama.

Lasher-Cowie Agency Inc.
2020 N. Central, Suite 400,
Phoenix, Ariz. 85004; 602-258-4444

1987 1986
Premium volunne. $33,700.000 $30,460,000
Gross revenues... $6,033,000 $5,443,000
Brokerage: Retail. 66% 62%
Wholesale... 6% 5%
Personal lines 19% 17%
Invest. income. 2% 5%
Other. 7% 1%

26 SS
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Year founded: 1955.

Brokerage: 100% commissions.

Acquisitions: Advantage Insur-
ance Services Inc., Phoenix.

Retail brokerage branch offices:
Phoenix; Lasher-Cowie Tucson, Tuc-
son, Ariz.; Lasher-Cowie-Turner,
Flagstaff, Ariz.

Non-retail brokerage subsi-
diaries: Rocky Mountain General
Agency, Innkeepers International
Inc., both in Phoenix.

Principal officers: Robert P.
Cowie, chairman/secretary/trea-
surer; Richard J. Seminoff, president;
Michael J. Minnaugh, executive vp;
Kenneth D. Whitley and Robert W.
MeKinney, vps.

Licensed excess/surplus broker
in: Arizona, Alabama, Arkansas,
Colorado, Idaho, Louisiana, Mis-
souri, Nebraska, North Carolina,
North Dakota and West Virginia.

Laub Group Inc.

839 N. Jefferson St., Milwaukee,
Wis. 53202; 414-271-4292

1987 1986
Premium volume. NA NA
Gross revenues... $5,600.000 $5,801,000
Brokerage: Retail. 84% 79.4%
Wholesale.... 5% 11.696
Personal lines 10% 8%
Services. 1% 1%
Employees. ...... 80 65
Offices.. 8 8

Year founded: 1931.

Brokerage: 98% commissions, 2%
fees.

Retail brokerage branch offices
Racine, Kenosha, Madison, Wausau
and Appleton, Wis.

Non-retail brokerage subsi-
diaries: Broker Resources, Milwau-
kee.

Parent company: Intertye Corp.

Principal officers: Raymond H
Laub, chairman; George Stevoff,
president.

Licensed excess/surplus broker
in: Wisconsin.

Lawrence Agency Corp.
33 Elk St., P.O. Box 7189, Albany,
N.Y. 12207; 518-465-0457
1987 1986

$206,700,000 $206,000,000
$17,364,000 $17,320,000

Premium volume.

Gross revenues...

Brokerage: Retail. 60% 62%
Wholesale.... 9% 5%
Personal lines 15% 18%

Services....... 12% 10%

Invest. income. . 3% 3%

Other. 1% 2%

Employees. 277 260

Offices. 26 23

Year founded: 1954.

Brokerage: 88% commissions, 12%
fees.

Retail brokerage branch offices:
A.W. Lawrence & Co, Inc., Albany,
Buffalo, Glens Falls, Lake Placid,
Syracuse and New York, N.Y_; India-
napolis; Harrisburg, Pa.; Louisville,
Ky.; Naperville, Ill.; Warren, Ohio;
Phoenix; Waltham, Mass.; Atlanta;
Washington; San Diego; Lawrence
United Corp., Cortland, Rochester,
Schenectady, Clifton Park and Troy,
N.Y.; Clearwater and Fort Lauder-
dale, Fla.; Greensboro, N.C.

Non-retail brokerage subsi-

diaries: Lawrence Healthcare Ad-
ministrative Services, Schenectady
and Syracuse, N.Y.; Lawrence Risk
Services Corp., Schenectady, N.Y_;
Independent Risk Management
Corp., Albany, Syracuse and Roches-
ter, N.Y.

Parent company: Lawrence
Group Inc.

Principal officers: Albert V.
Lawrence, chairman; Harry Bucci-
ferro, president; Gary Keehfus, Ro-
bert Whitmore and Gerald Pedinotti,
division presidents; William Mather,
chief marketing officer.

Licensed excess/surplus broker
in: New York.

The Leavitt Group

P.O. Box 130, Cedar City, Utah
84720; 801-586-6553

1987 1986
Premium volume. $80,043,000 $74,350,000
Gross revenues... $11,214,000 $10,502,000
Brokerage: Retail. 50% 51%

Wholesale.... 17% 16%
Personal lines 28% 27%
Other.... ,.. 5<% 6%
Employees. . 151 167
COffices_. ... =838 =<
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Year founded: 1952.
Brokerage: 98% commissions, 2%

fees.

Acquisitions: Interwest-Leavitt,
Cottonwood, Ariz.

Retail brokerage branch offices:
Blonquist-Leavitt, Coalville, Utah;
Bowen-Leavitt and Wilkinson/
Bowen-Leavitt, Orem, Utah; Briggs-
Leavitt, Salina, Utah; Bringhurst-
Leavitt, Hurricane, Utah; Dixie Lea-
vitt Agency, Cedar City, Utah; Lea-
vitt Group of Heber City, Heber City,
Utah; Leavitt Group of Kane County,
Kanab, Utah; Leavitt Group of
Northern Utah, Brigham City, Utah;
Leavitt Group of St. George, St.
George, Utah; Leavitt Group of Salt
Lake, Sale Lake City; Leavitt Group
of Spanish Fork, Spanish Fork, Utah;
Manis-Leavitt, Delta, Utah; Oker-
lund-Leavitt, Richfield, Utah; Nebo-
Leavitt, Nephi, Utah; Taylor/Bowen-
Leavitt, Provo, Utah; Butler-Leavitt
and Minard-Leavitt, Phoenix; Inter-
west-Leavitt, Cottonwood, Ariz.;
Masey-Leavitt, Mesa, Ariz.; Clark-
Leavitt, Leavitt Insurance Agency,
Parus-Leavitt, Summerfield-Leavitt
and Wegener-Leavitt, Las Vegas,

Dorft just stamp out
another settlement

call TSSC

4-5£% 2:6

Talk about structuring: Structuring makes sense for the big
claims you face. A structured settlement provides long-term security
for the claimant and can save your company money sometimes
up to 20 percent over a lump sum settlement. But sometimes, it
seems to be more work than it's worth. It seems a lot faster to just
stamp out another lump sum.

Talk about TSSC: At The Structured Settlements Company,
we don't think a structure has to take up more of your time. Those
other companies that just give you a phone quote are nothing more
than annuity salesmen. You do their work and they collect their
commission. But TSSC offers more. Our consultant will act as your
partner, right inside the settlement conference. He will help you
negotiate and work out the structure right in the room. And that takes
the bulk of your work off your shoulders. Nothing could be faster.

YourSettlement Partner., 1 1 The
Los Angel/es 213/452-6600 - 800/421-2022 St. Petersburg 813/578-2666 - 800/237-63616.r-m Structuted

TSSC Offices in; Boston - Chicago - Cincinnati - Dallas ILJ Settleine,13
Ft Lauderda/e - Kansas City - Los Ange/es - NewYbrk - San Francisco - St Petersburg 7 1, Compmly

Nev.; Long-Leavitt, Overton, Nev.

Parent company: Security Enter-
prises.

Principal officers: Michael O.
Leavitt, president/chief executive of-
ficer; Dane O. Leavitt, executive vp/
chief operating officer; Kelly R. Rus-
sell, secretary/treasurer.

Licensed excess/surplus broker
in: Utah, Nevada and Arizona.

Levinson Brothers Inc.

101 California St., Suite 2700, San
Francisco, Calif. 94111;
415-434-3200

1987 1986
Premium volume. $25,200,000 $28,750,000
Gross revenues... $3.115,000 $3,320,000
Brokerage: Retail. 97 % 28.5%
Personal lines 3% 1.5%
Employvees. 25 25
o> rFficce=_ 1 1

Year founded: 1956.
Brokerage: 100% commissions.
Principal officers: Fred Levinson,
president; Morton |I. Levinson and
David J. Levinson, vps.
Continued on next page
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Licensed excess/surplus broker
in: California.

The Liebert Group

172 S. Middletown Road, Nanuet,
N.Y. 10954; 914-623-3434

1987 1936
Premium volume. $16,281,000 $15,123,000
Gross revenues... $2,701,253 $2,050,349
Brokerage: Retail. 56% 54%
Personal lines 19% 23%
Invest. income. 4% 4%
Other.. 21% 19%

Ermployveaes., 3353 29
C o FfFicce = _ - - = - Ll

Year founded: 1912.

Brokerage: 99.9% commissions,
0.196 fees.

Principal officers: Donald F. Lie-
bert.
The Lockton Insurance

Agency Inc.
7400 State Line Road, Prairie
Village, Kan. 66208; 913-676-9000

1987 1936
Premium volume. $150,000,000 $110,004000
Gross revenues. $16,200,000 $12,71*000

Brokerage: Betail. 81% 92%

Personal lines 3% 3%
Services. 5% 0%
Invest. income. 596 5%
E mployees.. 207 181
Offices.. 5 a

Year founded: 1967.

Brokerage: 90% commissions, 10%
fees.

Retail brokerage branch offices:
Topeka; Lockton Insurance Agency
of Colorado, Denver; Lockton Insur-
ance Agency of St. Louis Inc., St.
Louis, Mo.; Lockton-Rauch Inc.,
Houston; The Lockton Benefit Corp.,
Prairie Village, Kan.

Non-retail brokerage subsi-
diaries: Lockton Risk Services, Prai-
rie Village, Kan.

Parent company: The Lockton
Cos. Inc.

Principal officers: John T. Lock-
ton 111, president;chief executive of-
ficer; Michael C. Frost. managing vp/
chief operating officer; David M.
Lockton, executive vp; Gary F. Ham-
bright and James C. Pate.dl, senior
vps.

Licensed excess/surplus broker
in: Kansas and Missouri.

Atlantic Star presents:

EMP®ERS SE[EICE : . Imlil
®Alldk@ PH NVE UAM m

Excess Owners
Protective Coverage, too!

Atlantic Star's liability coverage is just

the ticket when railway construction projecs
require insurance that the contractor has
difficulty in obtaining. Our express service
puts construction contractors right on the iob

without costly delays.

« High limits up to $6 million

= Occurrence form

« Fast in-house policy issuance

« Competitive rate

For the coverage your insureds require, gel

on the fast track with Atlantic Star. Cal your
agent or broker, or contact us direct at

Phone (516) 626-3057 « FAX (516) 626-0738

TELEX 141351

165 Roslyn Road
Roslyn Heights, N.Y. 11577

E

The Lofberg Cos.

363 Cedar Lane, Teaneck, N.J.

07666; 201-836-2100

1987 1986
Premium volume. $9,000,000 58,:00,000
Gross revenues . $1,400,000 31,200,000
3rokerage: Retail. 59% 59%
Personal lines 35% 35%

Services 5% 5%
Invest. income. 1% 1%

Ermapployyees., =22 =22
C o fFfFice = - - - | |

Year founded: 1926.

Parent company: C. Lofberg Inc.

Principal officers: Richard C.
Lofberg chairman; Paul W Lofberg,
president; David Holmgren. senior
vT; Ralph Ortega-Maggi, vp.

Licensed excess/surplus t,roker
in: New Jersey.

Lon Worth Crow Insurance
Agency

3399 Ponce de Leon Blvd. Cjral
Gables, Fla. 33134; 305-443-1506

1987 1986
Premium volume.  $17,900,000 $le,600,000
Gross revenues. $2,165,000 $2,266,000

02®5ERAGE!

ATIANTfIC *

OARS -

INTERMEDIARIES, INC.

Brokerage: Retail. 67% 67%
Wholesale. 10% 10%
Personal lines 16% 16%

Services. 5% 5%

Invest. income. . 2% 2%

Employees. 34 34

Offices. 1 1

Year founded: 1935.
Brokerage: 95% commissions, 5%
fees.

Principal officers: Gary M. Gre-
gory, president; Barry W. MacEwan
and Thomas L. Paine, senior vps.

Licensed excess/surplus broker
in: Florida.

The Loomis Cos. Ltd.

625 Spring St., P.O. Box 7011,
Wyomissing, Pa. 19610;
215-374-4040

1987 1986

Premium volume. $62.100,000 $56,400,000
Gross revenues.. . $7,450,000 $7,050,000
Brokerage: Retail. 70% 72%

Wholesale.. 0.5% 05%

Personal lines 15.8% 15%
Services.. 11.9% 10.4%
Invest. income. 1.6% 2%
Other... 0.2% 0.1%
Employees. 100 106
Offices.. 5 5

Year founded: 1982.

Brokerage: 100% commissions.

Retail brokerage branch offices:
Insurance Inc., Wyomissing and Har-
risburg, Pa.; Loomis Insurance
Agency Corp., Lancaster, Pa.; Third
Party Administrators Inc. and Health
Plan Administrators Inc., Wyomiss-
ing, Pa.; Murray, Martin & Olson
Inc., Annapolis, Md.; Murray, Martin
& Olson of Florida, Inc., Fort Lau-
derdale, Fla.

Principal officers: James R.
Loomis, president/chief executive of-
ficer; Robert A. Mason, vp/chief fi-
nancial officer; H. Edmond Smith
and Edward J. Cavanaugh, vps;
Kathy E. Schlegel, treasurer.

Licensed excess/surplus broker

in: Pennsylvania, Maryland and
Florida.

M

MBAH Insurance

P.O. Box 5609,2663 Duncan Road,

Lafayette, Ind. 47903;
317-423-5421

1987 1986

Premium volume $13,061,020 $10,020,384
Grossrevenues... $2,151.218 $1,834,894
Brokerage: Retail. 64% 72%

Personal lines 22% 18%
Invest. income. 5% 4%
Other. 9% 6%
Employees. 45 45
COoOfFffice=_ = 3

Year founded: 1948.

Brokerage: 100% commissions.

Retail brokerage branch offices:
Oxford and Camden, Ind.

Parent company: Mayerstein Bur-
nell Co. Inc.

Principal officers: R.E. Mayer-
stein, president; Andrew A. Bain, vp;
Steven K. Horner, secretary; William
W. Heath, treasurer.

Licensed excess/surplus broker
in: Indiana.

MDM Insurance

Associates Inc.

5730 Uplander Way, Culver City,
Calif. 90231-3750; 213-670-0172

1987 1986
Premium volume. NA NA
Grossrevenues... $4,473,597 $4,162,000
Brokerage: Retail. 70% 70%
Personal lines 20% 20%
Services. 7% 7%
Other. 3% 3%

Ermiployveaes. S E=F= &
> FFicoe = _ b | b |

Year founded: 1970.

Brokerage: 92% commissions, 8%
fees.

Principal officers: Morton A.
Firestone, president/chief executive
officer; William C. Roeder, executive
vp/chief operating officer.

MLWV Services Inc.

100 William St., New York, N.Y.
10038; 212-797-9600

1987 1986
Premium volume. $50,000,000 $40,000,000
Gross revenues... $4,000,000 $2,850,000
Brokerage: Retail. 893% 87%
Personal lines 13% 10%
Invest. income. 3% 3%

Ermployveaes., 350 =25
O fFfFice=___ ____ -1 -1

Year founded: 1986.

Brokerage: 93% commissions, 7%
fees.

Retail brokerage branch offices:
French American Risk Advisors, New
York.

Non-retail brokerage subsi-
diaries: Marlin Services Inc., New
York.

Principal officers: Andrew H
Marks, president/chief executive of-
ficer; Charles J. Weisblum, chairman;
Bert Linder, executive vp/chief
operating officer; Silvana Vlacich,
senior vp; Bruce Tindal, vp.

Licensed excess/surplus broker
in: New York.

Macintyre, Fay & Thayer
Insurance Agency Inc.

60 Wells Ave., Newton, Mass.
02159; 617-332-5100

1987 1986
Premium volume. $81,000,000 $55,500,000
Gross revenues . $9,295,023 $8,367,000
Brokerage: Retail. 62% 63%
Wholesale.... 22.5% 26%
Personal lines 12% 0%
Services. 1% 10%
Invest. income. 2.5% 1%

Ermployeces. SO Os
< > FFicee = _ —n —n

Year founded: 1929.

Brokerage: 99% commissions, 1%
fees.

Non-retail brokerage subsi-
diaries: Surplus Services Inc., Mar-
keting Associates Inc. and Affiliated
Credit Card Endowment Support
System Inc., all in Newton, Mass.

Principal officers: Sanford D. EI-
sass, chairman; Michael J. Susco,
president; John A. Striano and Peter
A. Ormiston, executive vps.

Licensed excess/surplus broker
in: Massachusetts and New Hamp-
shire.

Mahoney & Wright
Insurance Agencies

141 Tremont St., Boston, Mass.
02111; 61 7-482-4086

1987 1986

Premium volume. $68.515,000 $55,676,000
Gross revenues _ . $10,777,000 $9,101,000
Brokerage: Retail. 52% 50%

Personal lines 6% a47%
Services. 0% 2%
Invest. income. 2% 1%
Employees. 216 161

O fFffice = _ — = =

Year founded: 1927.

Brokerage: 100% commissions.

Acquisitions: Sollows Insurance
Agency Inc., Natick, Mass.; Peterson
Real Estate & Insurance, Cohasset,
Mass.; Gates & Williamson Insurance
Agency Inc., Harvard, Mass.; Warren
B. Woodward Insurance Agency,
Rockland, Mass.; John J. Moriarty Jr.
Insurance Agency, Weymouth, Mass.;
William C. Harrington Insurance
Agency, Boston; McGowan Insurance
Agency Inc., North Attleboro, Mass.

Retail brokerage branch offices:
Cohasset, Dedham, Falmouth, Fitch-
burg, Gardner, Harvard, Haverhill,
Marion, Middleboro, North Attle-
boro, Natick, Newton, Peabody,
Reading, Rockland, Rockport, Sci-
tuate, Tewksbury, Wakefield, Wal-
pole, Weymouth, Wrentham and Yar-
mouth, Mass.

Principal officers: Norman R.
Wright, president; Richard D. For-
rest, executive vp; Donald F. Beale,
senior vp; Daniel M. O'Rourke and
Richard A. Grant, vps.

Licensed excess/surplus broker
in: Massachusetts.

Mack & Parker Inc.

55 E. Jackson Blvd., Suite 600,
Chicago, lll. 60604; 312-922-5000

1987 1986
Premium volurne. NA NA
Gross revenues $64296,500 $6,234,901
Brokerage: Retail. 96% 96%
Personal lines 4% 4%
Employees. 75 70

Offices. 1 1

Year founded: 1935.

Brokerage: 90% commissions, 10%
fees.

Principal officers: Edward E.
Mack Ill, president; Martin P.
Hughes, executive vp; Veronica E.
Campbell, vp/treasurer; Arnold B.
Hebert Jr., vp.

Licensed excess/surplus broker
in: lllinois.

Continued on next page
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Mammel/Schropp/
Swartzbaugh/Engler

& Jones Inc.

175 Embassy Plaza, 9110 W.
Dodge Road, Omaha, Neb. 68114;
402-397-7000

1987 1986

Premium volume. $50,000,000 $49,000,000
Gross revenues... $7,347,962 $6,215,200
Brokerage: Retail. 68% 67.9%

Reinsurance.. 0.9% 1.8%

Personal lines 28.9% 28.7%
Inves-. income. . 2.1% 1.3%
Other. 0.1% 0.3%
Employees. 101 92
COffice = _ -1 1

Year founded: 1959.

Brokerage: 97.3% commissions,
2.7% fees.

Non-retail brokerage subsi-
diaries: Midwest Benefit Adminis-
trators Inc.

Principal officers: Carl G. Mam-
mel, president; Robert F. Swartz-
baugh, secretary/treasurer; Robert C.
Schropp, Melvin B. Engler and Donn
B. Jones, senior vps; Mike Leick, vp-
administration.

Licensed excess/surplus broker
in: Nebraska.

Marsh & McLennan Cos. Inc.

1221 Ave. of the Americas, New
York, N.Y. 10020; 212-997-2000

See profile on page 16.

Marshall & Sterling Inc.

75 Washington St., Poughkeepsie,
N.Y. 12601; 914-454-0800

1987 1986
Premium volume. $65,000,000 $55,000,000
Gross revenues. $11,929,585 $9,023,890

Constituzh=r r<=-:

Since 1940

Brokerage: Retail. 68% 65%

Wholesale.... 4% 5%
Personal lines 22% 2796
Invest. income. . 3% 3%
Other...... 3% 0%
Employees. 150 140
Offices. 7 7

Year founded: 1864.

Brokerage: 99% commissions, 1%
fees.

Acquisitions: Shipp & Osborn
Inc., Newburgh, N.Y.

Retail brokerage branch offices:
Newburgh, Middletown, Florida and
Wappingers Falls, N.Y.; St. Croix,
U.S. Virgin Islands; Theodore Tunick
& Co.,St. Thomas, U.S. Virgin Is-
lands.

Principal officers: John P.
O'Shea, president; Peter T. Bennett,
Harry E. Reis Jr., Frank Rinaudo,
Larry W. Frey, James E. Townsend,
Edward M. Mirabile and James D.
Tunick, vps.

Licensed excess/surplus broker
in: New York and U.S. Virgin Is-

lands.

May-Davis Inc.
Box 11589, Spokane. Wash. 99211;

509-535-8783

1987 1986
Premium volume. $6,000,000 $5,000,000
Grossrevenues... $700,000 $600,000
Brokerage: Retail. 98% 98%
Personal lines 2% 2%
Employees. 5 5
Offices. 1 4

Year founded: 1974.

Brokerage: 100% commissions.

Principal officers: Laurel E. May,
president; William H. Davis, execu-
tive vp; William A. May, secretary.

Constitution

Reinsurance

Corporation

A XEROX Financial Services Company

New York « Chicago
Los Angeles - Brussels

A.M. Best

McDonough Caperton
Insurance Group

P.O. Box 1551, Charleston, W.Va.
25326; 304-346-0611

See profile on page 80.

The McElroy-Minister Co.

141 E. Town St., Columbus, Ohio
43215; 614-228-5565

1987 1986

Premium volume. $52,776,493 $39,913,481
Gross revenues... $8,386,098 $7,303,259
Brokerage: Retail. 65% 66%

Personal lines 3% 3%
Services....... 28% 24%
Invest. income. . 4% 5%
Other...... 0% 2%
Employees. 157 142

< > FfFfFice = _ _ — —

Year founded: 1875.

Brokerage: 59% commissions, 41%
fees.

Retail brokerage branch offices:
Dayton, Ohio; James R. Davis & As-
sociates, Columbus, Cincinnati and
Akron, Ohio; Corporate Claims Ser-
vices Inc., Columbus, Ohio.

Principal officers: H. Thorp Min-
ister Jr., chairman; John C. Glandon,
vice chairman; Keith A. Pierce, presi-
dent; James R. Creek and William R.
Gillam, executive vps.

Licensed excess/surplus broker
in: Ohio.

McGowan & Co. Inc.

21010 Center Ridge Road, Rocky
River, Ohio 44116; 216-333-3600

1987 1986
Premium volume.  $13,792,461 $13,426,000
Gross revenues.. $1,240,000 $1,182,740

Brokerage: Retail. 78% 77%
Wholesale. 1% 1%
Personal lines 21% 21%

Ini-est. income. Vil 1%

Employees. 27 23

Offices. 1 4

Year founded: 1950.

Brokerage: 92% commissions, 8%
fees.

Principal officers: Thomas B.
MeGowan, president; Thomas B.
McGowan lll, vp; Edward Maher,
secretary.

Licensed excess/surplus broker
in: Ohio.

McGriff, Seibels

& Williams Inc.

2211 Seventh Ave. S., Birmingham,
Ala. 35233; P.O. Box 10265,
Birmingham, Ala. 35202;
205-252-9871

1987 1986
$225,790,976 $205,068,944
$22.290,250 $19,650,994
76.5% 76.5%

Premium volume.
Gross revenues...

Brokerage: Retail.

Wholesale. 7.7% 7.3%

Personal lines 2.4% 2.7%
Services.. 6.7% 6.7%
Invest. income.. 4.7% 3.8%
Other. 2% 3%
Employees. 281 293
offices. . . . 6 6

Year founded: 1886.

Brokerage: 100% commissions.

Retail brokerage branch offices:
Florence and Mobile, Ala.; Orlando
and Pensacola, Fla.

Non-retail brokerage subsi-
diaries: Wood & Co., Atlanta.

Principal officers: Richard M.
Womack, chairman; Bruce C. Dunbar
Jr., president/chief executive officer;
Bruce S. Denson, executive vp/chief

V4.

/ 111" >»—- _1 , s'P"

Pivfessional Reinsurance,

Personal Service...

4:4
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operating officer; Malcolm K. Miller,
vice chairman.

Licensed excess/surplus broker
in: Alabama, Florida and Georgia.

Meadowbrook Inc.

24370 Northwestern Highway,
Southfield, Mich. 48075;

313-358-1100

1987 1986

Premlum volume. $50,000,000 $43,000 000
Gross revenues... $8,800,000 $8,000.000
Brokerage: Retail. 4990 50%

Reinsurance.. 8% 9%

Personal lines 4% 5%
Services. 34% 29%
Invest. income. 4% 6%
Other...... 1% 1%
Employees. . 124 112
Offices. 5 5

Year founded: 1955.

Brokerage: 70% commissions, 30%
fees.

Retail brokerage branch offices:
Hamilton, Bermuda; New York; Boca
Raton, Fla.; Grand Rapids, Mich.

Non-retail brokerage subsi-
diaries: MeadowlL.ife Inc. and Self
Insured Risk Services Inc., both in
Southfield, Mich.; Meadowbrook In-
termediaries Inc. and Meadowbrook
Risk Management Inc., both in New
York; Meadowbrook Risk Manage-
ment Ltd., Hamilton, Bermuda; Cor-
porate Risk Consultants, Southfield,
Mich., and Boca Raton, Fla.

Principal officers: Merton J.
Segal, chairman; Robert A. Engle,
president; Lee F. Kelly, vp/treasurer;
Cheryl L. Reno, vp/corporate secre-
tary; Robert S. Cubbin, vp/general
counsel.

Licensed excess/surplus broker
in: Michigan.

Continued on next page
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Meeker-Magner Co.
2360 E Devon, Suite 3010, Des
Platnes, 111 60018; 312-699-1400

1987

Premium volume $13,948,000 $13,482,000

1986

wood, N J

Retail brokerage branch offices:
Cranford Agency, Meeker Sharkey
Associates Inc, Meeker Sharkey &
MacBean Agency Inc and Peoples
Personal Planning Inc, all in Cran-

Midwest Commerce
Insurance
107 N Franklin St, P.O Box 1724,
Elkhart, Ind 46515, 219-293-4565

1987 1986

$4,565.665 $4,054,384

Agency Inc , Piscataway, NJ, Gross revenues

[<] $1,981,000 $1,921,000 Brok Retail 81% %
ross revenues . o Meeker Sharkey & Moffatt Agency rokerage Retai 86%
Brokerage Retail 69% 68% N Personal hnes 8% 8%
o 8% Inc, Sea Girt, NJ, Edward FC

Wholesale 6% o Ser-nces 4% 0%
Personal hnes 20% 17% MclLaughlin Division of MSA,Rye Invest income 39% 3%
Services 3% 4% Brook, N Y Other 4% 3%
Invest income 2% 3% Non-retail brokerage subsi- Emp'orees 61 54
Employees 25 27 diaries: The MacKinnon Co Inc, Offices 3 2

Offices 1 1

Year founded: 1902

Brokerage: 93% commissions, 7%
fees

Principal officers: T Gerald
Magner Jr, chairman/president, S
DeSerto, executive vp, Jacqueline H
Klager, vp

Licensed excess/surplus broker

in: lllinois

Meeker Sharkey
Financial Group Inc.

21 Commerce Drive, Cranford, N J
07016, 201-272-8100

1981 1986

Fairfield, NJ, Meeker Sharkey
Realtors Inc , Cranford and Fan-
wood, NJ, Meeker Sharkey Consul-
tants Inc, Cranford, N J

Principal officers: Thomas J Retail birokerage branch offices:
Sharkey, chairman, Raymond B Goshen. Ind
Vaughn, William J Redmond, Brian Non-retail brokerage subsi-

P Leddy and Jeffrey Carlson, subsid- diaries: Pyramid Benefit Services,
tary presidents South Bend, Ind

Yearfounded: 1915

fees.

Brokerage: 98% commissions, 2% Gross re-,enues

Metro Inc , Mt Clemens, Mich

Brokerage: 90% commissions, 10%

Principal officers: Douglas S. Po- fees

venz, Dresident, William H Moore,

Acquisitions: Wilkie Hayoz Insur-

executive vT, R James Marsh, ance Brokers Ltd,Calgary, Alberta

vp/secretary, Robert E Wilbrett, vp/

Retail brokerage branch offices:

treasurer Robert M Rylko, vp- Toronto, Calgary, Alberta, Vancou-
ford, N J, Meeker Sharkey & DiLeo Premium ,olume $32,258,000 $: 1.850.000 Moore & Povenz Metro Inc

Licensed excess/surplus broker
in: Mrhigan

Morency, Weible & Sapa Inc.

950 Yodc Road, Hinsdale, Ill 60521,
312-687-0910

1981
Premium /olume $18,000,000 $25,000,000

1986

$3,100.000 $3,936,000

Brokerage Retail 95.4% 954%
Perscnal hnes 3% 3%
invest Income 1.6% 16%
Employees 40 25

Offices 1 1

Year founded: 1960

Parent company: Midwest Com- Brokerage 99% commissions,

merce Corp
Principal officers: Ward J Mer-

fees

Acquisitions: General Insurance

chant, president, G L Russell, vp- Associates, Aurora, Il

Merritt & McKenzie Inc. administration, Farrel J Zehr, vp-

Principal officers: G A Morency,

underwriting/marketing, Donald R chairman, Wil_lam P Weible, presi-

1827 Powers Ferry. Roagi Building Ancerson

10, Manetta, Ga 3 vp-client s&rvices

671988, Manetta, Ga 30067-0034, Licensed excess/surplus broker
404-952-5775 in: Indiana

1987 1986

Prenuum volume $65,000,000 $60,000,000 Premium volume $18$300,000 $14,500,000

Gross revenues $16,277,000 $12,889,000
66%
15%

12%

Brokerage Retail
Personal lines 17%

Services 15%

Invest income 2% 2%
Other 5% 1%
Employees 250 226
Offices ° 8

Year founded: 1864

Brokerage: 95% commissions, 5% McKenzie, chief executive officer, Invest income

fees

Acquisitions: K&H Realty, Fan- Sam Phillips McKenzie Jr, vp

4-

G. L. HODSON & SON,

REINSURANCE INTERMEDIARIES

Founded in 1924

New"™ork, NY
212-619-7808

St Paul, MN
612-224-2447

New Hyde Park, NY
516-365-9000

Workers'

65% Brokerage Retail

Atlanta, GA
404-256-9666

Gross revenues

2.700.000 $2.200,000 Julius Moll & Son Inc.
68% 60%

6150 N Cicero Ave, Chcago, Il ;

vps, J A Lawson, vp-marketing

Fred A. Moreton & Co.

649 E South Temple, Salt Lake
City Utah 84102, 801-531-1234

Personal lines 31% 39% 1987 1986
Invest income 1% 1% 312-286-7737 Premium volume $53,307,000 $35,724,000
Employees 36 31 1087 1986 Gross revenues $1,039,000 $5,563,000
Offices 1 Premiumvolume $21,004000 518,200,000 Brokerage Retail 88% 82%

Grozs -eenies $3,070,000 $2,730,000 Whclasale 4% 6%
Year founded: 1925 Brokerage Fe.ail 80% 79% Personal lines 3% 3%
Brokerage: 100% commissions Personal Lnes 5% 6% Services 0% a%
Principal officers: James W Servicss 4% 3% Invest ocome 8% 5%
3% 3% Employees 74
8% 9% Offices 2 2
Edward F Merritt Jr, president,
EmT layees 40 36

Offices 1 1

Year founded: 1901
Brokerage: 97% commissions, 3%
fees

Principal officers: Theodore S

JEJ

chairman

Licensed excess/surplus broker
in: lllinois

INC.

Moore & Povenz Inc.

923 Ho land Ave., Porl Huron,
Mict 48060; 313-987-6161

1981 1986

Prenum vo urne $24,711,063 $22,950,132

Gross reven zes $3,594,555 $3,269,974

Brokerage Retail 50% 53%

Boston, MA Los Angeles, CA Persinal.liles 39% 39%
617-4264110 213-487-2910 Invest Income 1% 2%
Other 10% 6%

. Employees 60 53

San Francisco, CA Offices 3 3

415-362-1987

Year founded: 1923

"""" Brokeirage: 100% commissions
R€tail brokerage branch offices:

Richmond, Mich, Moore & Povenz

Compensation
GV e

Am injured worker is entitled to adequate and

appopri(de compensation for a work-related injury.

*p-,

** But if you don't know what is adequate and appro-

priate for each case you administrate, you may be
overcompensating

Cost Care's Workers' Compensation Case Man-
agement program is a unique combination of
proven programs designed to reduce overall
C6mp costs by up to 25% while reducing-indem-
nity costs and litigation at the same time.

Call Cost Caretoday and find out,about

Workers: Comp CBse Managemqt

r—

- = Because Workei C»mR£nsation costs: * -+ -

. are to61*ifor ovehompensatioh. .

1/ S —

11111/16///// TA/1 r

. Ofies Nationwide

: Th6110#de<r you 160k, the better welodk.

Call:
Ray Fbose

Marketing

800-762-3029 Outpatient Services

I:tilizatiol Reihw -) Case Manageent.
All Hospital Admissions
Vice President, Second-Surgical Opinions *ubstanee Abuse
Alternate Medical Care Righ Risk Pregnancy Case Nanagement

Medical-Psychiatric

Long 'rm Disability B 11 Audit

Year founded: 1910

Broierage: 99% commissions,

fees

Retail brokerage branch offices:

Idaho Falls, Idaho

Non-retail brokerage subsi- in:
Ross, president, Richard A Moll, diaries: MorE ton General Agency,

Salt Lake City
Principal officers: Edward A

ver, British Columbia
Parent company: Mackmor Ltd
Principal officers: Frank Dougan,
president/chief executive officer,
Alan L Drumm, senior vp/director,
Alfred Parke, Victor M Allen and
Maurice Sauve, vps/directors

N

1% NIA Ltd./The NIA Group

66 Route 17, Paramus, N J 07652,
201-845-6600

1987 1986
Premium volume NA NA

$11,590,000 $9,810,000

rp-sales, Jeffrey Whisler, dent, 3 P Sapa and R T Morency, Brokéfage Réfail a0

Wholesale 9% 20%

Personal lines 23% 25%

Services 5% 3%
Invest Income 3% 1%
Employees 165 150
Offices 6 8

Year founded: 1926

Brokerage: 92% commissions, 8%
fees

Acquisitions: Harness Brokerage,
Rye, NY, Brown & D'Avanzo,
Sloatsburg, N Y

Retail brokerage branch offices:

70 Newark, Freehold and Long Valley,
NJ, New City and Sloatsburg, NY

Principal officers: Paul L Gross,
president, William F Meade, execu-
1% tive vp, Gregory A Gross, vp,
Howard P Cantor, vp-finance, David
Arthur, regional vp
Licensed excess/surplus broker
New Jersey and New York

Moreton, president, Edward F Fol- National Coverage Corp.

land, senior vp, Roland D Cornell,
executive vp, Craig L Smith, vp-
sales, L Kent 3111s, vp

Licensed excess/surplus broker
in: Utah and Idaho

Morris & Mackenzie Inc.
1130 Sherbrooke St W., Montreal,
Quebec; H3A 3K4, 514-499-0999

1987 1986

Premium volume NA NA
Gross ra enues $13,600.000 $13,000,000
Brokerage Retail 75% 75%

Personal loes 25% 25%
Employees 155 1es
Offices a

Yeat founded: 1939

2174 Jackson Ave ,PO Box 40,
Seaford, NY 11783, 516-826-8000

1987 1986

Prenuum volume $20,027,813 $27,019,398

Gross revenues $3,527,386 $3,804,349
Brokerage Retail 87.1% 85 2%

Personal 1ines 8.1% 9%
Invest Income 4.8% s8%
Employees 59 48
Offices 2 1

Year founded: 1964

Brokerage: 95% commissions, 5%
fees

Retail brokerage branch offices:
National Coverage Corp of Connect-
icut, Greenwich, Conn

Principal officers: William A
Kulesh, president/treasurer, Warren
G Aaronson, executive vp/secretary,
Robert Buono, Russell J Tillman and
Ronald P D'Alessandro, vps

National Insurance Agency

P O Box 6750, Corpus Christi,
Texas 78411, 512-993-6700

1987 1986

Premium volume $6,496,536 $5,600,607
Gross revenues $995.148 $875,389
Brokerage Retail 65% 65%
Personal lines 35% 35%

1 Employees 22 21

rkers' Compenshtion - Managed Card Networks

morehensive Assessment,a Custort ized Netyrorks - 4,1,0 1
Irpa:tent-Outpatient JR Negoti&*ed Rse™
MD/Hospital

Offices 1 1

Year founded: 1965

Brokerage: 100% commissions

Principal officers: Robert E
Harris, president, Scot Oshman,
Claude Watts and John McFall, vps

.a.f
1 v Near North Insurance
Agency Inc.
875 N. Michigan Ave, 23rd Floor,
Chicago, Il 60611, 312-280-5600
1987 1986
Premium volume $155,000,000 $120,000,000
Gross revenues $17,250,000 $15,150,000
¥ Brokerage Retail 95% 95%
Invest Income 3% 3%
Other 2% 2%
Employees 168 150
Offices 1 1
L -4*,3--4 Year founded: 1962

Brokerage: 95% commissions, 5%
fees

Acquisitions: Capital Planning
Inc,Chicago

Principal officers: Michael Segal,
president

Licensed excess/surplus broker
in: Illinois

Continued on nezt page
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Nonh American Insurance
Agency Inc.
3800 Ciassen Blvd., P.O. Box

25928, Oklahoma City, Okla.
73125; 405-523-2100

1987 1986
Premium volume. NA NA
Gross revenues... $6,184,000 $6,365,000
Brokerage: Retail. 80% 6396
Wholesale... 096 21%
Personal lines 19% 15%
Other...... 1% 1%
Employees. 90 o1
OFffice=_. .. 6

Year founded: 1959.

Brokerage: 98% commissions, 2%
fees.

Acquisitions: Rollins Burdick
Hunter Co., Oklahoma City; First
American Systems, Denver.

Retail brokerage branch offices:
Denver; Tulsa and Edmond, Okla.;
Dallas; New Orleans.

Principal officers: Gene McCrory,
president; Donald Glaspey, executive
vp; Jack Barry, senior vp; Jack
Mackey, vp-surety; Jasper Biddy,

controller.
Licensed excess/surplus broker
in: Oklahoma, Colorado and Louisi-

ana.

O'Gorman & Young Inc.

159 Main St., Chatham, N.J. 07928;
201-635-1800

1987 1986

Premium volume.  $48,000,000 $44,000,000
Gross revenues. $5,475,000 $5,005,000
Brokerage: Retail. 84% 83%

Personal lines 13% 14%
Invest. income. 3% 3%
Employvees...... 52 52
OfFfices. . ... = 2

Year founded: 1894.

Brokerage: 98% commissions, 2%
fees.

Retail brokerage branch offices:

G.R. Murray Insurance, Princeton,
N.J.

Principal officers: Simeon H.
Rollinson lll, president; Eugene V.
Tracey Jr., executive vp/treasurer;
Ernest J. Lawton lll, Robert Laudati
and Peter J. Redfern, vps.

Licensed excess/surplus broker
in: New Jersey.

Osterloh & Durham
Insurance Brokers of
North America Inc.

6930 Valjean Ave., Van Nuys, Calif.
91409; 818-988-6520

1987 1986
Premium volume. $24,000,000 $30,000,000

Gross revenues... $2,538,968 $3,286,455
Brokerage: Retail. 94.4% 96.5%
Personal lines 1% 0.5%
Invest. mcome.... 2% 2%
Other. 2.6% 1%
Emplovyvees., ... 25 35
O fFffice= _ _ . _ - - -1 -1

Year founded: 1924.

Brokerage: 92% commissions, 8%
fees.

Principal officers: A.F. Osterloh
I, president/treasurer; Hayward
Andrews, vp; Peggy Gelpi, secretary;
Russell Hawkes, director; C.F.S.
Ryan, director.

Paige-Ruane Inc.

The Irwin Building, P.O. Box 1562,
King of Prussia, Pa. 19406-0962;
215-265-4170

1987 1986
Premium volume. $14,500,000 $15,352,000
Gross revenues... $1.513,000 $1,857,000
Brokerage: Retail. 50% 50%
Wholesale.. 5096 50%
Employees. 8 8
o> fFficce=_ 1 1

Year founded: 1979.

Brokerage: 100% commissions.

Principal officers: Ron Ruane Sr.,
president; Frederick Paige, secre-
tary/treasurer; Lisa Shaffran, resi-
dent vp.

Licensed excess/surplus broker
in: Pennsylvania and Virginia.

Palley Simon Associates

Rydal Executive Plaza, Suite 300,
Rydal, Pa. 19046; 215-884-2100

1987 1986
$15,652,000 $15,977,000
$2,595,000 $2,390,000
78.1% 77.2%
16.796 18.1%

Premium volume.
Gross revenues...
Brokerage: Retail.
Personal lines
Invest. income. 5.2% 4.7%
Employeces.. S0 =7
< > FFlic e = _ _ _ | —a

Year founded: 1974.

Brokerage: 95.6% commissions,
4.4 fees.

Principal officers: Mahlon B.
Simon Jr., president; Samuel M. Pal-
ley and Dexter P. Gresh, vps.

Palmer & Cay/Carswell Inc.

25 Bull St., Savannah, Ga. 31401;
912-234-6621

1987 1986

Premium volume. $90,202,551 $90,902,389
Gross revenues... $11,503,966 $11,462,025
Brokerage: Retail. 70% 68%

Personal lines 10% 10%
Services. 1696 18%
Invest. income. 3% 3%
Othher. - 1% 1%

Employees. 185 172
OoOrffice=________._ -

Year founded: 1915.

Brokerage: 96% commissions, 4%
fees.

Retail brokerage branch offices:
Atlanta, Augusta and Vidalia, Ga.;
Shelander-Cowden, Brunswick, Ga.;
Almours-Carswell Inc., Jacksonville,
Fla.; Heyward & O'Neill, Charleston,
s.c.

Principal officers: John E. Cay
111, president; Lewis H. Oden lll, ex-
ecutive vp; William H. Brown, Edwin
P. Bendin, G. David Reid and Ri-
chard N. Haycock, senior vps.

Licensed excess/surplus broker
in: Georgia and South Carolina.

Palmer Goodell Insurance

Agency Inc.

2077 Roosevelt Ave., P.O. Box
9040, Springfield, Mass.
01102-9040; 413-781-5940

1987 1986
Premium volume.  $36,155,406 $24,479,313
Gross revenues... $5.722,000 $4,465,826
Brokerage: Retaij. 51% 50%
Personal Imes 27% 26%

ocuacnes@,6 L766-U, UnCe, JUIlle ZU, 1300/ IUU

Services. 6.896 5%
Invest. income. 11% 1%
Other...... 14% 18%
Employees. 89 88
Offices. 1 1

Year founded: 1955

Brokerage: 100% commissions.

Principal officers: Robert H. Car-
nevale, president; H. Russell Preston
Jr., executive vp; Jacob E. Stone and
Carleen M. Papageorge, senior vps;
Gordon K. White, vp.

Licensed excess/surplus broker
in: Massachusetts.

James G. Parker

Insurance Associates

5150 N. Sixth, Suite 124, Fresno,
Calif. 93710; 209-222-7722

1987 1986

Premium volume. $15,000,000 $13,500,000
Gross revenues... $2.025.000 $1,823,000
Brokerage: Retail. 85% 85%

Wholesale... 1% 1%

Personal lines 13% 13%
Invest. income. 1% 1%
Employees. . 34 31
oI — = _ - —u

Year founded: 1978.

Brokerage: 100% commissions.

Principal officers: James G.
Parker Jr., president; James G.
Parker Ill, senior vp; Gary H. Feem-
ster and Jon M. Parker, vps; Todd A.
Parker, secretary.

H & R Phillips Inc.

350 Fifth Ave., Suite 5400, New
York, N.Y. 10118; 212-239-5353

1987 1986

Premium volume. NA NA
Gross revenues... $2,100,000 $2,100,000
Brokerage: Retail. 73% 75%

Wholesale.... 2% 3%

Personal lines 9% 9%
Services. 11% 1%
Invest. income... 1% 1%
Other.... 4% 1%
Employees..... 30 28

Offices... 1 1

Year founded: 1964.

Brokerage: 100% commissions.

.Principal officers: Judith L. Ro-
binson, president; Carmen Barros
and William Phillips, vps; Eli Mi-

Continued on next page
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and reporting system that's the standard ofthe industry.

Mutual 8
gr)muhuft

Companies
Group Operation
11bc Manased-Cost 0,0*=ionah-

Formore informdion on Maml of Omahts pioneering €ost-containmentideas, send your business cordie Johnme€andless.
DirectorofNalionaiA€counts. MufuslofOmahe,Grous,Operg,Non, Mufualofema#baplaza, Omaha,NE68175



110 / Business Insurance, June 20, 1988

Continued from previous page
shanie, vp-sales; Harry Phillips Il
and Roger Phillips, co-chairmen.

Licensed excess/surplus broker
in: New York.

Pickett, Adams &
Burkholder Insurance
P.O. Box 850069,632 Hillcrest

Road, Mobile, Ala. 36685;
205-639-9480

1987 1986

Premium volume. $10,000,000 $8,500,000
Gross revenues. $1,408,962 $1,248,063
I*okerage: Retail. 65% 65%

Personal lines 25% 25%
Other...... 10% 10%
Emplovees. 25 23
Offices.. 2 2

Year founded: 1983.

Brokerage: 100% commissions.

Retail brokerage branch offices:
Pickett, Adams & Burkholder Inc. of
Eastern Shore, Fairhope, Ala.

Principal officers: C. King Pick-

ILIOUOR
LIABILITY
COVERAGE

AN—— S rrvaa=a —— 1/

For comp/ete information call
Jim Henderson:

1-800-727-4446/(314) 997-3660

Aes=41

ett, president; Paul H. Burkholder
Jr., executive vp; Spencer M. Adams
111, secretary/treasurer; H. Steven
King and Anthony O'Conner, vps.

Licensed excess/surplus broker
in: Alabama.

Pierson & Smith Inc.

1055 Washington Blvd., Stamford,
Conn. 06901; 203-327-2727

1987 1986
Premium voluPe $28,312,000 $23,762,000
Gross revenues . $4.228,769 $3,705,578
Brokerage: Retail. 57% 61%
Wholesale.... 1% 1%
Personal lines 28% 29%
Services.. * 324 2%
Other. 11% 7%

Ermployveaes., S22 SO
Lol o M B - —n =

Year founded: 1938.

Brokerage: 96% commissions, 4%
fees.

Principal officers: Richard H.
Smith, executive vp; Michael G.
Watts, vp/secretary; Jon Rudiger,

treasurer.

Licensed excess/surplus broker
in: Connecticut.

Poe & Associates Inc.

702 N. Franklin St., Tampa, Fla.
33602; 813-222-4100

See profile on page 74.

Pomerleau Agency Inc.

184 S. Winooski Ave., Burlington,
Vt. 05402; 802-863-2841

1987 1986

Premium volume. $29,600,000 $26,875,000
Gross revenues... $4,785,000 $4,125,000
Brokerage: Retail. 56% 51.6%

Wholesale. 22% 23.2%

Personal lines 11% 12.4%
Services.. ...... 8% 8.7%
Invest. income. 3% 4.1%
Ermployvees. 26 25
CoOfFfice = _ _ - —

Year founded: 1954.

Brokerage: 88% commissions, 12%
fees.

Principal officers: Antonio B. Po-
merleau, chairman; Charles S. Lord,
president; Thomas L. May, executive
vp; Jeffrey H. Seaver, vp-commercial
lines.

Licensed excess/surplus broker
in: Vermont.

F#~r-

<J t\N \1 1

8z=1 mflt ak .
El

Ad It | Bms-/Ck.Kj' .

Popkin Lebson

Bergstein

Inc.

fees.

25 Rockwood Place, P.O. Box

5599, Englewood, N.J. 07631;
201-569-8090; 212-928-2473

Year founded: 1910.

Brokerage: 85% commissions, 15%

Retail brokerage branch offices:
Denver, Pueblo, Longmont, Lamar,

Cortez, Grand Junction and Mon-

Parent company: Price & Mac-

Principal officers: Dennis A.
Weber, president; Richard C. Ander-
son, executive vp; Thomas W. Tits-

1987 1986
trose, Colo.
Premium volume . $20,113,629 $16,362,949
Gross revenues... $3742,722 $2,612,372
i N Donald Inc.
Brokerage Retail. 68% 68%
Wholesale. 1% 1%
Personal lines 28% 28%
Services. 1% 1%
Invest. income. 2% 2% worth, vp.
Employees.. ... 40 37
OfFffFfices. = =

Year founded: 1974.

Brokerage: 99% commissions, 1%
fees.

Producers Exchange Inc.
1310 Texas American Bank

Building, Dallas, Texas 75235;
214-357-6504

Retail brokerage branch offices: 1987 1986
Schneiderman Agency, Bayonne, N.J. Premium volume.  $14,100,000 $12,500,000
Principal officers: Leo J. Popkin, Gross revenues . $2255.000 $2,100,000
- - H i 74% 72%
president; Bruce A. Bergstein, Bmkjvr:gle' Rlew"' oot )
. olesale. Yo 5%
vp/secretary; Martin A. Lebson, vp/ Services. 16% 18%
treasurer; Michael Bergstein, Ron invest. income.... 4% 5%
Bergstein, Jay Bergstein and Ted Ka- Employees 23 21
dison, vps. O FfFicee = _ — 3

Licensed excess/surplus broker
in: New Jersey.

Cecil VW. Powell& Co.

P.O. Box 41490, Jacksonville, Fla.
32203; 904-353-3181

1987 1986

Year founded: 1973.

Brokerage: 75% commissions, 25%
fees.

Non-retail brokerage subsi-
diaries: Producers Exchange Insur-
ance Agency Inc., Dallas, Lubbock
and Corpus Christi, Texas; Producers
Exchange Life Insurance Agency

Parent company: Producers Ex-

Principal officers: Bill M. Morri-
son, president/chief executive offi-

Premium volume. $35,000,000 $32,000,000 Inc., Dallas.

Gross revenues. $3,641,100 $3,218,760

Brokerage: Retail. 89% 89% .

change Cooperative.

Personal lines 71% 7.5%

Invest. income. 3.9% 3.5%

Ermployveaes.., =10 42

> FfFice— = _ _ _ —u —a

Year founded: 1935.

Brokerage: 99% commissions, 196
fees.

Principal officers: Fitzhugh
Powell, president; Lon B. Bryan, ex-
ecutive vp; R.B. Hazard, vp-surety;
Stan Storey, vp-casualty; John
Cowart, vp-benefits.

Primac Insurance

8 S. Nevada, P.O. Box 490,
Colorado Springs, Colo. 80901;
719-475-8222

cer; George R. Flickinger, regional
vp; T. Dale Roberts, vp.

Licensed excess/surplus broker
in: Texas.

R

The R.M. Consulting
Group Inc.

346 Westbury Ave., Carie Place,
N.Y. 11514; 516-333-2001

1987 1986
1987 1986 Premium volume. $28,000,(MOO NA
Premium volume.  $20,000,000 $17,000,000 Gross revenues... $970,000 NA
Gross revenues... $3,700,000 $2,980,000 Brokerage: Retail. 60% NA%
Brokerage: Retail. 64% 70% Wholesale. 10% NA%
Personal lines 8% 8% Services. 30% NAY%
Services...... 15% 10% Ermiployveaes. 15 INA
Invest. income.. 3% 3% COoOfficeae=_. . — §—a_.=
Other. 10% 9%
Employees.... a3 38 Year founded: 1987.
Offices. ° 6

Group

Brokerage: 75% commissions, 25%

Individual

High Limit Disability
Professional Sports
* High Limit Accident

Arranged on behalf of Agents and Brokers by
INTERNATIONAL ACCIDENT FACILITIES, INC.

Suite 300, One State Street, Boston, MA 02109-3887 -
Tel: (617) 742-6660, Telex: 94-0241, FAX 6177425373

Suite 4-H, 3300 Northeast Expressway, Atlanta, GA 30341-1332 -
Tel: (404) 452-1311

Suite 170,8204 Elmbrook Drive, Dallas, TX 75247 -

Te

I: (214) 634-1861

Suite 105, 5901 N. Cicero Ave., Chicago, IL 60646 -
Tel: (312) 794-8937

fees.

Non-retail brokerage subsi-
diaries: AIMS Inc., New York.

Principal officers: Robert N.
Munao, president; Howard L. Hagen,
president-AIMS Inc., Myrna Fein-
man, senior vp; Jeffrey D. Poland,
executive vp/chief actuary.

ReagerHarris Inc.
10400 Linn Station Road, Louisville,
Ky. 40223; 502-425-9444

1987 1986
Premium volume. $26,600,000 $25,500,000
Gross revenues $4,358.661 $4,091,163
Brokerage: Retail. 86% 87%
Personal lines 9% 8%
Invest. income. 5% 5%

Emplovees 53 55
OfFffice= 1 -1

Year founded: 1904.

Brokerage: 98% commissions, 2%
fees.

Principal officers: Richard L.
Martin, president; John L. English
and James E. Carrico, vps; Larry P.
Westmoreland, secretary; Joseph M.
Carrico, treasurer.

Licensed excess/surplus broker
in: Kentucky.

Rebsamen Insurance Inc.

P.O. Box 3198, Little Rock, Ark.
72203; 501-661-4800

1987 1986
Premium volume. $108,998,740 $116,524,279
$13,660,051 $14,287,575
69.09% 70.14%
14.17% 12.6%
4.62% 4.09%

Gross revenues...
Brokerage: Retail.
Wholesale....

Personal lines

Services. 8.12% 8.94%
Invest. income.. 4% 4.23%
Employees. 143 146
— e — = - _ ==

Year founded: 1929.

Brokerage: 100% commissions.

Retail brokerage branch offices:
Rebsamen Insurance/Fort Smith,
Fort Smith, Ark.; Rebsamen Insur-
ance/Springdale, Springdale, Ark.

Non-retail brokerage subsi-
diaries: Insurisk Excess & Surplus
Lines, Little Rock, Ark.

Parent company: Rebsamen Cos.
Inc.

Principal officers: Charles H.
Harper, president; Charles C. Camp-
bell, executive vp; Max F. Campbell,
senior vp/treasurer; William L. Grace
and Jack L. Garrison, senior vps.

Licensed excess/surplus broker
in: Arkansas.

Redland Group

535 W. Broadway, Council Bluffs,
lowa 51503; 712-325-5720

1987 1986

Premium volume. $74,154.000 $63,349,000
Gross revenues. $10.900.000 $9,900,000
Brokerage: Retail. 19% 20%

Wholesale. 61% 58%

Personal lines 4% 5%
Services. 12% 9%
Invest. income. 2% 5%
Other.. 2% 3%
Employees. 170 185

o fFfice = _ _ . = =

Year founded: 1945.

Brokerage: 98% commissions, 2%
fees.

Retail brokerage branch offices:
Insurance Agents Inc., Council
Blum, lowa.

Non-retail brokerage subsi-
diaries: American Agrisurance Co.,
Council Bluffs, lowa.

Principa officers: H.H. Nelson,
group chairman; John P. Nelson,
group president; Omer Trout, group
executive vp; Richard Gibson, presi-
dent-American Agrisurance Co.;
Gary Hurley, president-lnsurance
Agents Inc.

Republic Hogg

Robinson Inc.

177 Milk St., Boston, Mass. 02109;
617-542-5200

See profile on page 58.

Rhulen Agency Inc.

217 Broadway, Monticello, N.Y.
12701; 914-794-8000

1987 1986
Premium volume. $105,000,HO $100,000,000

Gross revenues. $24,103,493 $22,244,000
Brokerage: Retail. 28% 27%
Wholesale. 59% 60%
Reinsurance. 1% 1%
Personal lines 2% 2%
Services....... 5% 4%
Invest. income. 3% 4%
Other. 2% 2%
Employees. so7 320

O fFfFficce = _ _ = 1 <>

Continued on nezt page
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Year founded: 1934.

Brokerage: 95% commissions, 5%
fees.

Retail brokerage branch offices:
Grove City, Ohio; Bridgeport, Conn.;
Newport Beach, Calif.; Manasquan,
N.J.; Levittown, Pa.; Murfreesboro,
renn.; Annandale, VVa.: Weisbord,
Wells, Cross & Brown, Liberty, N.Y.

Principal officers: Jesse M. Far-
row, chairman/chief executive offi-
cer; Peter L. Rhulen, president;
Walter A. Rhulen, chairman-execu-
tive committee; Murray Markham,
executive vp.

Ricci Associates Inc.

Station Plaza, 1910 Pine St., St.
Louis, Mo. 63103; 314-231-2277

1987 1986
Premium volume. $16,900,000 $12,300,000
Grossrevenues... $2,100,000 $1,600,000
Brokerage: Retail. 86% 87%
Personal lines 2% 2%
Services. 4% 4%
[nvest. income. . . . 8% 7%

Employees.. SO =S
>l e = _ _ P 4

Year founded: 1985.

Brokerage: 90% commissions, 10%
fees.

Acquisitions: Stormzand Agency,
Springfield, Mo.; Paul E. Kummer
Agency, St. Louis, Mo.

Retail brokerage branch offices:
Public Entity Risk Managers,
Springfield, Mo.

Principal officers: Thomas C.
Ricci Jr., chairman; Stephen E. Ricci,
president; John D. Wittenberg and
James E. Boone, executive vps.

Licensed excess/surplus broker
in: Missouri.

Riehle Agencies

111 Fifth Ave., New York, N.Y.
10003; 212-614-3406

1987 1986
Premium volume. $60,000,000 $48,000,000
Gross revenues... $10.998.000 $9,5650,000
Brokerage: Retail. 67% 70%
Personal lines 19% 20%
Services.. 8% 5%
Invest. income. 5% 4%
Other. 1% 1%
Employees. 147 145

Office==s_. =4+ =%

Year founded: 1896.

Brokerage: 90% commissions, 10%
fees.

Acquisitions: Capital Risk Insur-
ance Associates and James McNeill
Insurance Agency Inc., both in Or-
lando, Fla.

Retail brokerage branch offices:
John M. Riehle Inc., New York; Knox,
Lent & Tucker Inc., White Plains,
N.Y.; Hallman & Lorber Associates
Inc. and Selective Programs Inc.,
Valley Stream, N.Y.; Harvest & HBJ
Insurance Inc., Orlando, Fla.

Affiliated companies: Federal
Home Life Insurance Co., The Har-
vest Life Insurance Co.

Parent company: Harcourt Brace
Jovanovich Inc.

Principal officers: J. William
Brandner, chairman; Richard A.
Fuhrman, president/chief executive
officer; Richard G. Bottjer, vp/chief
financial officer.

Licensed excess/surplus broker
in: New York.

Roanoke Agency Inc.
1930 Thoreau Drive, Suite 101,

Schaumburg, 111. 60173;
312-490-9540;800-762-6653

1987 1986
Premium volume. NA NA
Gross revenues... $12,900,000 $11,700,000
Brokerage: Retail. 82% 81%
Wholesale. 796 8%
Personal lines 6% 7%
Services. 296 1%
Invest. income. 3% 3%
Employees. 179 177

COoOfFfFice = _ _ 1T o 1o

Year founded: 1935.

Brokerage: 96% commissions, 4%
fees.

Retail brokerage branch offices:
Boston; New York; Timonium, Md.;
Miami; Houston; Newport Beach, Los
Angeles and San Francisco, Calif.;
Cleveland.

Non-retail brokerage subsi-
diaries: Anduril Cargo Insurance,
Newport Beach, Calif.

Principal officers: William D.
Sterrett, president/chairman; Robert
P. Froese, vp-operations; Lewis M.
Moeller, vp-finance/administration.

Licensed excess/surplus broker
in: lllinois, Maryland, New York,
California, Texas, Florida, Massa-
chusetts, Virginia and Washington.

Robertson-Ryan

& Associates Inc.

660 E. Mason St., Milwaukee, Wis.
53202; 414-271-3575

1987 1986
Premium volume. $29,186,361 $24,996,994
Gross revenues.. $5,303,000 $4,380,943
Brokerage: Retail. 80% 79%
Personal lines 13% 15%
Invest. income. 7% 6%

Employaeaes. S5 SS
> Flc e = _ _ -—n -—n

Year founded: 1960.

Brokerage: 98% commissions, 2%
fees.

Principal officers: Jack T. Ryan,
chairman; Charles V. Johnson, exec-
utive vp/general manager; Lloyd G.
Schutte, secretary/treasurer; A.D.
Robertson, Jay Robertson and John
S. Borges, vps.

Robinson-Conner Inc.

3230 W. Lake Road, Erie, Pa.
16505; 814-838-5900

See profile on page 83.

Rogers & Belding Insurance
Agency Inc.

2505 E. Missouri Ave., El Paso,
Texas 79903; 915-544-3111

1981 1986
Premlum volume. $29,500,000 $25,000,000
Gross revenues... $4,600,000 $3,950,000
Brokerage: Retail. 73.14% 68.1%
Personal lines 23.86% 21.19%
Invest. income.. 2.37% 2.6%
Other. 0.63% 8.11%
Employvees... 758 69
COffice = _ - - - -1 -1

Year founded: 1933.

Brokerage: 100% commissions.

Acquisitions: Hughes Insurance
Agency, El Paso, Texas.

Principal officers: James E.
Rogers Jr., president/chief executive
officer; Walter H. Stowe, senior exec-
utive vp/chief operating officer;
Kenneth L. North Jr. and William D.
Tippin, executive vps; Kenneth N.
Mitchell, senior vp.

Rollins Burdick Hunter Co.

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

See profile on page 44.
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The M.H. Ross Co. Inc.

16933 Parthenia St., Sepulveda,
Calif. 91343; 818-891-7811

1987 1986
Premium volume. $20,013,262 $18,210,439
Gress revenues.. $2,783.422 $2,400,000
Brokerage: Retail. 86.4% 86%

Personal lines 11.3% 9.5%
Invest. inconne.. 2.3% 4.5%

Ermaployveaes., 856 39
< > FfFficcee = _ _ _ _ _ - Ll

Year founded: 1954.

Brokerage: 100% commissions.

Principal officers: Murray H,,
Ross, chairman; Lloyd T. Ross, presi-
dent; Jerry Spitzer, senior vp; Carl I.
Nash, executive vp; Connie Grisanti,
VP

1 5

Sadler Insurance

Agency Inc.

24 Railroad Square C.S. 2021,
Nashua, N.H. 03061; 603-883-0511

1987 1986
Premium volume. $18,000,000 $15,000,000
Gr€ms revenues. $2.335.000 $2,047,000

. JUlle ZU, 13007 111

Brokerage: Retail. 56% 56%

Personal lines 28% 27%
Invest. income. 3% 4%
Other.. 13% 13%
Employees. a4 40
Offices.. 2 2

Year founded: 1924.

Brokerage: 100% commissions.

Retail brokerage branch offices:
Sadler/Marcott Agency, Manchester,
N.H.

Principal officers: George J.T.
Sadler, president; James E. Cleary,
executive vp; Arthur B. Bruinooge
and Robert E. Marcotte Sr., vps.

Licensed excess/surplus broker
in: New Hampshire.

Saldana & Associates Inc.

701 Ponce de Leon Ave; Suite 303,

Santurce, Puerto Rico 00907;
809-721-2600

1987 1986
Premium volume. $55,000,000 $48,000,000
Gross revenues... $7,120,000 $5,400,000
Brokerage: Retail. 93% 95%
Personal lines 1% 4%
Invest. income. 1% 1%
Employees.. SO 66
o ffice=__ 1 1

Continued on next page

ARE X-RAY AND LAB

CHARGES THREATE NING
m EAT

YOU

4>

ALIVE?

if you are like most
purchasers of health
care, they probably are.

That is why CAPP CARE scrutinizes
physician billing patterns. If a physician
fragments the billing for a panel of blood

tests, violates a global surgical fee, or over
utilizes X-Rays, you'll hear about it And if
the doctor happens to be a member of our

PPO network, you'll receive a refund

We know that hospital charges are

only part of the story. Ambulatory charges
are running wild, too. And CAPP CARE can

help you bring them under control

Don't let health care costs

drive you up a tree.

CAPP CARE Good Medicine IS Good Business

Participating Carriers: Allstate ' American Community Mutual. American United Life.' Farmland. Home Life' John Alden Life. Nat onwide.

Northbrook. Pacific Mutual: Paul Revere. Provident Mutual: UNUM. Employers' Insurance of Wausau-A Mutual Company

Shareholder

For moreinformation write CAPP CARE -« Division B « P.O. Box 8110 « Fountain Valley. CA.92728-8110
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Year founded: 1972.

Brokerage: 100% commissions.

Principal officers: Jorge Y. Sal-
dana, chairman; Ralph G. Christian-
sen Jr., president; Eduardo R. Eman-
uelli, executive vp.

Licensed excess/surplus broker
in: Puerto Rico and U.S. Virgin Is-

lands.

Schwartz Brothers

Insurance Agency Inc.

135 S. LaSalle. Suite 2035.
Chicago, 111. 60603; 312-630-0800

1987 1986

Premium-vilume . SGO0,000,000 $50,700,000
Gross revenues. $8,831,345 $7,9-0,000
Brokerage: Retail. 92.9% 94%

Personal lines 2.5% 3%
Services. 1% 1%
Invest. income. 3.6% 2%
Employvees. &3 62
o> fFficce=_ 1 4

Year founded: 1919
Brokerage: 98% commissions, 2%

fees.

Principal officers: Edward H.
Schwartz, president/treasurer; Ray-
mond L. Miller, vp/secretary; Robert
I. Schwartz, K. Richard Clark and
Mark P. Nahin, vps.

Licensed excess/surplus broker
in: lllinois.

BAY-CARE
CENTERS
LIABILITY

NANONAL BAY€ARE PIMCHASS Gamp. K

For comp/ete information ca//
Jim Henderson.
1-800-727-4446/(314) 997-3660

UNDERWRITTEN BY BEL.AIRE INSURANCE COMPANY

California

carthq

/-rance

Seaboard Financial Group

235 E. Plume St., Norfolk, VVa.
23510; 804-625-1800

1987 19E6
Premium volume. $60.562,924 $54,754,083
Gross revenues. $9,681,250 $8,895,670
Brokerager Retal 61% 63.1%
Wholesale.... 141% 12.7%
Reinsurance. 1.9% L3%
Personal lines 15.9% 18%
Services. 16% 0%
Invest. income. 3.2% 4.2%
Other. 0.3% 0.7%
Employees. . 151 139
o> fFfFice = _ _ _ _ _ =

Year founded: 1896.

Brokerage: 95.9% commissions,
4.1% fees.

Acquisitions: Biankinship &
McCurdy, Atlanta.

Retail brokerage branch offices:
Henderson & Phillips. Norfolk, Va.;
Commercial Insur:nce Agency,
Portsmouth, Va.; Henierson & Phil-
lips Peninsula, Newpirt News, Va.;
Self Ins-trance Services and Miller-
Cameal, Richmond, Va.

Non-retail brokerage subsi-
diaries: Overstreet & Newell, At-
lanta.

Principal officets: George G,
Phillips, chairman/cnief executive
officer; F. Dudley Fulton, chief
operating officer; P. Winfield Thcm-
son, president-Henderson & Phillips;
Barry F. Gidley, senior vp-Henderson
& Phillips; Scott S. Miller, president-

Miller-Carneal; Roy Overstreet, pres-
ident-Overstreet & Newell.

Licensed excess/surplus broker
in: Virg-nia and Georgia.

Seitlin & Co.

8125 V.W. 53rd St; Suite 200,
Miami, Fla. 33166; 305-591-0090

1987 1936

Premium wilume.  $44.369.977 $37,025,000
Gross revenues... $6,527.955 $5,024,687
Brokerage Retail. 35% 82%

Personal lines 15% 13%
Invest. inome. 0% 4%
Other.... 0% 1%
Employees. A O3 T3
COffice = _ = =

Year founded: 1945.

Brokerage: 100% cemmissions.

Acquisitions: Urderwriters of
Florida, Coral Gables, Fla.

Parent company: Seitco Corp.

Principal officers: Sam Seitlin,
chairman; M. Stephen :ackman,
president; R. Louis Seitlin, secretary;
Gary Forman and Ri:hard Johnson,

vps.

Seaman Ross & Weiner Inc.

500 N. Broadway, Suite 245,
Jericho, N.Y. 11753; 516-681-8700

1987 1936
Premium wiume. $12,500.000 $12,000,000
Gross revenues... $2,600.000 $2,400,000
Brokerage Retai. 36% 6696
Persor.al lines 30% 20%

Invest. income. 2% 2% Invest. income. 1% 3%
Other. 12% 1296 Other...... 0% 1%
Employees... 18 18 Employees. 62 65
Offices.......... 1 1 Offices.. 2 2

Year founded: 1965.

Brokerage: 98% commissions, 2%
fees.

Principal officers: Alex Seaman,
pres,dent; Edward Potee:, .p ; John J.
Ross, Burton S. Seaman, Robert E.
Wiener and Douglas Schenendorf,
prin=ipals.

Shelton Insurance

Agency Inc.

1227 Third St., Corpus Ciristi,
Texas 78404; 512-882-5586

1987 1986

Prem_um volume. $9,438,608 $10,155,676

GrosE revenues. $1,284,104 $1,520,796

Brckerage: Retail. 8796 88%

Personal lines 13% 129%
Ermiployveaes. 20 =1
> FFicoe = _ —u —u

Year fflunded: 1941.

Brokerage: 100% commissions.

Principal officers: W.l. Shelton,
chairman/chief executive officer;
Louis E. Wells, president; Michael G.
Morgan, vp/secretary/treasurer; John
Roberts and J. Michael Rhyne, vps.

Licensed excess/surplus broker
in: Texas.

Forrest Sherer inc.

24 N. Sixth St., P.O. Box 900, Terre
Haute: Ind. 47808-0900;
812-232-0441

1987 1986

Premium volume.  $31,455,800 $29,527,500
Gross rever.ues... $4,440,300 $3,995,000
Brokerage: Retail. 77.2% 82.24%

Wholesale. 1% 0%

Personal lines 1% 2.5%
Services. 11% 10.1%
Invest. inccme. 2.3% 2.7%
Other. 7.5& 2.5%
Err.p:oyees . 60 59
Oflices. 2 2

Year founded: 1920.

Brokerage: 90% commissions, 10%
fees.

Retail brokerage branch offices:
Indianapolis.

Principal officers: Arthur
Lukens, president; John Dinkel, vp-
sales; Dennis Michael, vp-property;
Malcolm Wright, vp-casualty; Wayne
St.erer, secretary.

Licensed excess/surplus broker
in: Indiana.

J.H. Silversmith Inc.

825 E. Speer Blvd; Den\-er, Colo.
80218; 303-698-1221

1987 1986
Premium volume. $28,500,000 $28,500,000
Gross revenues... $3.800,000 $3,900,000
Brokerage: Retail. 83% 76%
Wholesale.... 3% 1%
Per€onal lines 13% 19%

Year founded: 1946.

Brokerage: 99.9% commissions,
0.1% fees.

Retail brokerage branch offices:
Aviation Insurance Management Co.,
Englewood, Colo.

Principal officers: J.H. Silver-
smith Jr., president; David K.
Hawkes, executive vp; John K. Munn,
senior vp; Joyce L. Goodfellow, act-
ing secretary/treasurer; Loren E.
Swenson, general manager; Lyle E.
Polson, chief financial officer.

Licensed excess/surplus broker
in: Colorado.

The Simkiss Cos.

150 Radnor-Chester Road, St.
Davids, Pa. 19087; 215-254-5000

1987 1986
Premium volume.  $38.200,000 $33,800,000
Gross revenues. $4.970,000 $3,760,000
Brokerage: Retail. 90% 91%
Personal lines 5% 5%
Services.. 2% 2%
Invest. income. 3% 2%
Employees 49 47

C o fFfFiccee = _ _ - -

Year founded: 1965.

Brokerage: 84% commissions, 16%
fees.

Principal officers: John A. Sim-
kiss Jr., president; Richard J. Decker,
William F. O'Brien and William F.
Simkiss, executive vps.

Licensed excess/surplus broker
in: Pennsylvania.

The Sklover Organization

400 Post Ave., Westbury, N.Y.
11590; 516-333-6011

1987 1986
Premiunn volunne. $9.500,000 $7,500,000
Gross revenues... $1,200,000 $900,000
Brokerage: Retail. 80% 80%
Personal lines 10% 10%
Services. 7% 7%
Invest. income. 3% 3%

Ermaploycae= s =
oA —— — —

Year founded: 1964.
Brokerage: 90% commissions, 10%

fees.

Retail brokerage branch offices:
New York.

Principal officers: Richard
Sklover, president; Dominic Repetto,
VP.

Smith, Bell & Thompson Inc.

102 S. Winooski Ave., P.O. Box
730, Burlington, Vt. 05402-0730;
802-658-4600

1987 1986
Premium volume. $25,236.943 $21,343,822
Gross revenues.. $4,744,209 $4,075,191

26.1%
49.2%
11.7%

33.4%
38.7%
9.7%

Brokerage: Retail.
Wholesale.

Personal lines

Services. 1.6% 0.4%
Invest. income. 11% 19%
Other. 8.3% 15.9%
Employees. a4 aa
Offices. 1 1

Year founded: 1928.

Brokerage: 100% commissions.

Principal officers: Warren L.
Thompson, president; Roger D.
Teese, senior vp; Steven K.J. Gentile,
vp; William D. Thompson, assistant
vp

DeWitt Stern, Gutmann
& Co. Inc.

420 Lexington Ave., New York, N.Y.
10170; 212-867-3550

1987 1986
Premium volume. NA NA
Gross revenues... $4,350,000 $4,110,000
Brokerage: Retail. 80% 89%
Wholesale. . 1% 1%
Personal lines 19% 10%

s S
4 —

Employacaaes.
o> FFice = _ _

Year founded: 1899.

Brokerage: 96% commissions, 4%
fees.

Retail brokerage branch offices:
DeWitt Stern of California, Studio
City, Calif.

Principal officers: DeVWitt A.
Stern, chairman; Jolyon F. Stern,
president; Gilbert Andrus, executive
vp; Debra Kozee Sands and Jerry
Vande Sande, vps; Constance F.
Gray, secretary.

Licensed excess/surplus broker
in: New York.

Sullivan Co. Inc.

One Shelter Centre, P.O. Box 2860,
Greenville, S.C. 29602;
803-239-1401

1987 1986
Premium volume.  $35,000,000 $35,000,000
Gross revenues. $5,289,000 $5,189,000
Brokerage: Retail. 67% 69%
Wholesale. 8% 1%
Personal lines 20% 26%
Invest. income. . 5% A%
Employees. 77 79
Office=_.. < °

Year founded: 1974.

Brokerage: 100% commissions.

Retail brokerage branch offices:
Andrews, Sylva, Robbinsville,
Hayesville and Murphy, N.C.

Parent company: U.S. Shelter
Corp.

Principal officers: Joseph F. Sul-
livan, president; Alex J. Edmonds,
senior vp; Albert Y. Hyndshaw, vp-
marketing; Robert H. Heile and
James E. Williams vps.

Licensed excess/surplus broker
in: South Carolina.

Cotinued on next page

Sherwood Insurance Services is the lead-

ing wholesale broker of California Earth-
quake and D.I.C. coverage, specializing

in the placement of California properties
since 1978.

Capacity up to $100,000,000 represent-

ing 100 companies and reinsurers. Call

Jim Barnes or Dick Nahas today
for competitive quotations on
'‘All Risk" and DIG coverage at

(415) 956-3236.

D

INNL INANI.# ft VWVIC _'ff

201 ' orniaSt., Sui €900+ SanFrancisco, CA94111« (415)956-3236+Telex 171719-SHERINSURSFO
3435WMshireBlvd.,Suite 2930+ LosAngeles,CA90010+ (213)487-3260¢Idlex 71275568-SILAUR

10 So. Riverside Plaza, #1610-Chicago, [160606- (312)648-0700Telex 282-113 *SHERINSURCGO
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T

TCA Insurance Services

N48 W14336 Hampton Ave..
Menomonee Falls, Wis. 53051; P.O.
Box 328, Butler, Wis. 53007;
414-783-7060

1987 1986
Premium volume. $8,750,000 $7,550,000
Gross revenues... $1,235,000 $987,000
Brokerage: Retail. 81% 78%
Wholesale.... 4% 6%
Personal lines 8% 10%
Services.. 1% 1%
Invest. income. . 4% 3%
Other 2% 2%
Employees 22 18

Offices.. 1 1

Year founded: 1974.

Brokerage: 100% commissions.

Parent company: Tim Clark & As-
sociates Inc..

Principal officers: Timothy C.
Clark, president; Jeffrey K. Lisota,
Robert J. Kern, James N. Pope and
Larry P. Jesowshek, vps.

The Talbert Corp.

1001 Lincoln, Denver, Colo. 80203;
303-839-1773

1987 1986

Premium volume.  $30,000,000 $30,000,000
Gross revenues... $6,134,000 $6,080,928
Brokerage: Retail. 92.9% 92.7%

Personal lines 4.9% 5.3%
Invest. income.. 2.2% 2%
Emplovees. 85 85
OoOfFfice=_.. .. = 5

Year founded: 1961.

Brokerage: 100% commissions.

Retail brokerage branch offices:
Grand Junction and Littleton, Colo.;
Salt Lake City; Casper, Wyo.

Principal officers: B.R. Clark,
president; Courtney T. Peterson, ex-
ecutive vp; Charles H. Fleck, senior
vp; Robert S. Gill, Robert J. Sunich
and Leon B. Dartois, vps.

Licensed excess/surplus broker
in: Colorado.

Tanenbaum-Harber Co. Inc.

221 W. 57th St., New York, N.Y
10019; 212-603-0200

1987 1986
Premium volume. $120,000,000 $90,000,000
Gross revenues... $14,550,000 $11,190,000
Brokerage: Retail. 82% 80.5%
Wholesale.... 2% 2%
Reinsurance. 2% 1%
Personal lines 9% 9.5%
Services. 3% 4%
Invest. income.. 2% 3%
Employees. ai1se S
CoOfFfFice= __. ______ - =z

Year founded: 1860.

Brokerage: 93% commissions, 7%
fees.

Retail brokerage branch offices:
Miami; Boston; Harrison, N.Y.

Non-retail brokerage subsi-
diaries: Hartan Brokerage Inc. and
Tanenbaum-Harber Reinsurance In-
termediaries, both in New York.

Principal officers: Robert K.
Harris, chairman; Walter L. Harris,
president; Richard J. Fleder, Robert
J. Pulver and Robert V. Donovan,

Licensed excess/surplus broker
in: New York.

Thilman & Fillppini

150 N. Wacker Drive, Chicago, 111.
60606; 312-726-4800

1987 1986

Premium volume. $28,000,000 $24,000,000
Gross revenues. $3,600,000 $3,200,000
Brokerage: Retail. 76% 73%

Wholesale. 3% 3%

Personal lines 4% 5%
Services. 14% 15%
Invest. income... 2% 3%
Other. 1% 1%
Employees . S5 S5s
COfFfice=s _ _ - _ _____ = =

Year founded: 1929.

Brokerage: 95% commissions, 5%
Eees.

Retail brokerage branch offices:
Evanston, Ill.

Principal officers: Thomas W. Fi-
Lippini and E. Thomas Thilman.

Licensed excess/surplus broker
in: lllinois.

John P. Tilden Ltd.

10 Platt St., New York, N.Y. 10038;
212-635-2200

1987 1986
Premium volume. NA NA
Gross revenues... $5,761,194 $5,759,352
Brokerage: Retail. 71.7% 68.7%
Wholesale... 5% 5%
Reinsurance.. 1% 1%
Personal lines 9% 9%
Services....... .. 8%. 10%
Invest. income.. 5% 6%
Other. 0.3% 0.3%
Employees. 75 80
Offices.. 2 2

Year founded: 1962.

Brokerage: 99% commissions, 1%
fees.

Retail brokerage branch offices:
Bay Shore, N.Y.

Principal officers: J. Robert Wil-
son, chairman; John J. MeGowan,
president; Gerald |I. Benson, vice
chairman/chief executive officer; Al-
bert Pollack, Vincent Curatolo and
William McGuire, senior vps; Nancy

Torres, treasurer; Gary Ferrazzano,
secretary.

Licensed excess/surplus broker
in: New York.

Timberline Insurance
Services Inc.

319 Congress, P.O. Box 2083,
Austin, Texas 78768; 512-472-9297

1987 1986

Premium volume. $42,897,309 $41,479,908
Gross revenues. $4,068,941 $3,952,062
Brokerage: Retail. 47.8% 52.5%

Personal lines 38.7% 36.2%
Invest. income.... 13.1% 10.6%
Other. 0.4% 0.7%
Employees....._. 42 422

O ffFficce = _ - _ == ===

Year founded: 1957.

Brokerage: 98.5% commissions,
1.5% fees.

Retail brokerage branch offices:
San Antonio, Texas.

Parent company: Lumbermens
Investment Corp.

Comprehensive
workers' compensation rate reviews

are nothmg new.

O#66,6666 1762=U, UnCE, JUlle LU, 1300/ 110

Principal officers: Gary Cooper,
president; Brian Elkouri, treasurer;
Larry Brandon, Pat Bridgwater, Pat
Ehrler and Bill Gilardi, vps.

Licensed excess/surplus broker

in: Texas.

Transportation
Insurance Managers

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

1987 1986
Premium volume. $8,200,000 $8,500,000
Gross revenues... $543,671 $489,776
Brokerage: Retail. 96% 92%
Invest. income. . 4% 8%
Employees. 6 s

Offices. 1 1

Year founded: 1983.

Brokerage: 100% commissions.

Principal officers: Dale Weath-
eread, president; Bob Hunt, vp/secre-
tary; Don Pridgin, vp.

N:%4

But in
1929 they were.

In 1929, Charles McDonald developed an

innovative new service to save his clients money

comprehensive workers' compensation rate reviews.

No big deal today, but in 1929,when most consultants
were simply auditing bills, this was quite a
breakthrough in risk and benefit cost control.

Today, Gates McDonald continues that tradition

of providing employers with innovative, personalized
risk and benefit management programs for workers'
compensation, unemployment compensation, group
health, casualty claims, loss control, disability
management and targeted jobs tax credit.

Ulrich Voorhees
Warner Associates

100 Davidson Ave., Somerset, N.J.
08873; 201-469-3000

1987 1986
Premium volume. $46,300,000 $41,800,000
Gross revenues... $6,448,000 $5,825,000
Brokerage: Retail. 68% 70%
Personal lines 5% 5%
Services.. 8% 7%
Invest. income.. 4% 5%
Other..... 15% 13%

Employvees. 47 41

o fFFicce = _ R - -

Year founded: 1972.

Brokerage: 90% commissions, 10%
fees.

Principal officers: John N. Voor-
hees lll, president; Stephen A.
Warner, executive vp; William A. Ci-
lente Il, senior vp; T. Wade Byrum
and Adrienne Soricelli, vps; Eliza-
beth Wobensmith, controller/assis-

Continued on nezt page

Gates McDonald is a risk and benefit management
company with tradition a tradition of innovation.

For more information call us toll free at
1-800/336-4733. In Ohio call 1-800/282-0372.
Gates, McDonald and Company, One Nationwide Plaza,
Columbus, Ohio 43216.

GATES MCDONALD

Al tradition of innovation since1929.
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Continued from previous page
tant secretary.

Licensed excess/surplus broker
in: New Jersey.

\V4

Valley National Co.-

Insurance

P.O. Box 31, Phoenix, Ariz. 85001;
602-256-5007

1987 1986
Premium volume. $42,000,000 843,515,000
Gross revenues . $5,602,341 $5,791,041
Brokerage: Retail. 84% 84%
Wholesale. 1% 1%
Personal lines 12% 13%
Invest. income. . 3% 2%
Employees. 102 100
Offices 2 2

Year founded: 1935.

Brokerage: 99.9% commissions,
0.1% fees.

Retail brokerage branch offices:
Kingman, Ariz.

Principal officers: Howard M.
Lang Jr., president/chairman; J.
Scott Wede, executive vp; Grant A.
Parsons and Joseph D. Rowe, senior
vps; Albert W. Jones, vps.

Licensed excess/surplus bioker
in: Arizona.

Van Beurden & Associates
Insurance Services Inc.

1615 Draper St., P.O. Box 67,

Kingsburg, Calif. 93631;
209-897-2975

1987 1986

Premium volume.  $51,201,003 $44,930,862
Gross revenues... $4681,702 $5,320,858
Brokerage: Retail. 85% 85%

Personal lines 5% 5%
Invest. income. . 10% 10%
Employvees. 93 78
CoOFfFicee= _. 7 6

Year founded: 1934.

Brokerage: 100% commissions.

Retail brokerage branch offices:
San Francisco, Woodland, Modesto,
Los Osos, V.salia and Caru:hers,
Calif.

Principal officers: William Jo-
seph VVan Beurden, president; Mark
F. Matthews, executive vp; Steven C.
Wigh, senior vp; J. Robert Lankford
and Jack Losoya, vps.

Licensed excess/surplus broker
in: California.

Truman Van Dyke Co.
6255 Sunset Blvd., Suite 1220,

Hollywood, Calif. 90028;
213-462-3300

1987 1986
Premium volume. $7,621,769 $7,352,060
Gross revenues. $850,542 5865,481

Brokerage: Retail. 89% 69%
Wholesale . 10% 10%
Personal lines 1% 1%

Employees. 12 16

Offices. 1 1

Year founded: 1553.

Brokerage: 100% commissions.

Principal officers: Rose VVan
Dyke, chairman; Truman Van Dyke
Jr., president.

Licensed excess/surplus broker
in: California.

Van Gilder Insurance Corp.
700 Broadway, Denver, Colo.
80203; 303-837-8500

1987 1966
Premium volume. $48,200,000 $45,80[,000
Gross revenues .. $7,400,000 $7,10C,000
Brokerage: Retail. 83% 83%
Personal lines 13% 12%
Invest. income. . 4% 5%
Employees. 100 100

OfFffFfices. =3 =

Year founded: 1905.

Brokerage: 100% commissions.

Acquisitions: Frizzell & Gratrix,
Denver; Van Gilder Agency Co. of
Wyoming, Casper, Wyo.

Retail brokerage branch offices:
Casper, Wyo.

Principal officers: Dell Van
Gilder Jr., president; Henry C. Hig-
ginbottom Ill, seeretary/treasurer;
Rollo Jacobs, Karl Parker and Ned
Steel, vps.

Licensed excess/surplus br©ker
in: Colorado.

Variable Protection
Administrators inc.
16035 Industrial Parkway,

Cleveland, Ohio 44135;
800-872-7253

1987 1986
Premium volume. $50,000,000 $55,000,000
Gross revenues... $4,800,00) $5,555,000
Brokerage: Retail. 87% 87%
Wholesale. 2% 2%
Reinsurance. 1% 1%
Services. 10% 10%
Employees. 53 63

Offices. 1 1

Year founded: 1968.

Brokerage: 100% commissions.

Non-retail brokerage subsi-
diaries: VPA Insurance Ltd., Hamil-
ton, Bermuda; VPA Group Dental
Corp., Dover, Del.

Principal officers: David T. Man-
ley, president; Timothy Eisenmann,
vp-operations; Anthony Manley, vp-
claims; Susan Maddock, vp-under-
writing; David Campbell, vp-mar-
keting; Kathy Ruszkowski, manager.

A%

Wharton/Lyon & Lyon

101 S. Uvingston Ave., Livingston,
N.J. 07039; 201-992-5775

1987 1986
Prem:um vclume . NA NA
Gress revenues... $6,790,000 $5,351,000
Brokerage: Retail. 84% 80.5%
Personallines 14.5% 17%
Inves:. income. . 1.5% 2.5%
Empbyees. 101 60

Offices. 1

Year founded: 1912,

Brokerage: 95% commissions, 5%
fees

Principal officers: Albert L.
Klein, chairman/chief executive offi-
cer; Richard T. Hebert, president;
Andrew Stillo, senior vp.

John D. Williams Co.

415 E Yandell, P.0. Box 9187, EI
Faso, Texas 79986; 915-533-2614

1987 1986
Premium volume.  $28,000,060 $30,000,000
Gross revenues $4,775,0(:D $4,570,000
Brokerage Retail. 55% 64%
Wholesale. - 1%
Personal lines 196 10%
Services...._ 12%%6 15%
Invest. income.. =2: 2%
Other. 12% 8%

EmEloyvees. 73 84
COoOfFffice=__. —= =

¥ear founded: 1929.

Brokerage: 99% commissions, 1%
f€es.

Retail brokerage branch offices:
Austin, Texas; Washington, D.C.

Principal officers: Donald R.
Margo Il, president; Darrell W. Bur-
tor, executive vp; Jimmy D. Full-
erton, vp-operations; John W. Long,
vy),controller; David F. Basch, senior
VP.

Licensed excess/surplus broker
in: Texas.

Wisenberg Insurance
& Risk Management

4828 Loop Central Drive, Ninth
9oor. Houston, Texas 77081;
713-666-5200

198; 1986

Premium volume.  $31,000,0D0 $31,000,000
Gross rev.nues $4,500,000 $4,500,000
Brckerage: Retail. 71.6% 72.3%

Perscnal lines 16.1% 17.6%
Services. 8.6% 7 1%
Invest. in zorne. 1 5% 3%
Employees ..... 56 55
Cefines. 2 1

Year founded: 1934

Brokerage: 90% commissions, 10%
fees.

Acquisitions: Texas operations of
Risk Planners Inc.

Retail brokerage branch offices:
San Antonio, Texas.

Non-retail brokerage subsi-
diaries: Risk Analysts Inc., Houston
and San Antonio, Texas.

Principal officers: Irving Poz-
mantier, chairman; Joe L. Williams,
president; Jay L. Williams, vp-mar-
keting; Clifton C. Wistner, vp-fi-
nance/administration; Jeff Pozman-
tier, vp.

Licensed excess/surplus broker
in: Texas.

Thomas E. Wood Inc.

1500 Carew Tower, Cincinnati, Ohio
45202; 513-852-6300

1987 1986

Premium volume. 575,000,000 $58,826,000
Gross revenues . $9,700,000 $8,600,000
Brokerage: Retail. 80% 80%

Wholesale. 2.3% 0%

Personal lines 15% 15%
Invest. income. . 17: 5%
Employees. 116 115
o fFfice=_ —

Year founded: 1902.

Brokerage: 96% commissions, 4%
fees.

Retail brokerage branch offices:
Wood Underwriters Agency Inc., Ed-
gewood, Ky.

Principal officers: Thomas J.
Klinedinst Sr.. chairman; Thomas J.
Klinedinst Jr., president; Edward R
Bowmann, Paul R. Swanson, Mar-
jorie A. Dunn and Johr K Ashmore,
senior vps.

Licensed excess/surplus broker
in: All states.

The Woodsmall Cos.

Five Crown Center, Kansas City,
Mo. 64108; 816-395-8508

1987 1986
Premium volume. $44,000,000 $28,500,000
Gross revenues. . $5,934,000 $5,286,000
Brokerage: Retail 65% 72%
Reinsurance. 2% 2%
Personal lines 2% 2%
Services. 31% 18%
Invest. income . 0% 5%
Other. 990 1%

Ermployveaes., 92 785
o> FfFicce = _ _ | -

Year founded: 1974.

Brokerage: 100% commissions.

Principal officers: Warren O.
Woodsmall, chairman; Peter L.
Woodsmall, president; Thomas E.
Klug, J. Michael Brewer and Lanny J.
Cowell, senior vps.

Licensed excess/surplus broker
in: Kansas and Missouri.

Professional Property Underwriters
for Energy Related Risks

Oil = Gas * Petrochemical - Chemical

Floyd West & Company

P.O. Box 27704

Houston, Texas 77227-7704

(713) 784-7444

Contact John Vint

A XEROX Financ al

Services Company

Worgess Agency Inc.
P.O. Box 1678, Battle Creek, Mich.
49016; 616-965-3221

1987 1986
Premium volume. $8,154.000 $8,360,000
Gross revenues . $1,112,565 $1,086,135
Brokerage: Retail. 55% 55%
Personal lines 45% 45%
Eramaployveaes., 19 19
COfFfice=s _ _ _ _ _ _ __ = =

Year founded: 1931.

Brokerage: 100% commissions.

Retail brokerage branch offices:
Worgess Agency Inc. of Marshall,
Marshall, Mich.; Worgess Agency Inc.
of Homer, Homer, Mich.

Principal officers: Donald R.
Worgess, president; Douglas G.
Worgess, vp; Robert D. Worgess,
treasurer; Richard H. Worgess, assis-
tant vp; Lorraine Traut, secretary.

John L. Wortham & Son

2727 Allen Parkway, Houston,
Texas 77019; P.O. Box 1388,
Houston, Texas 77251;
713-526-3366

1987 1986
Premium volume. $252,000,000 $248,000,000
Gross revenues . . . $26,018,000 $25,469,000
Brokerage: Retail. 89% 90%
Personal lines 7% 6%
Invest. income. 4% A%
Employees, 261 263

R e — = _ - -

Year founded: 1915.

Brokerage: 100% commissions.

Non-retail brokerage subsi-
diaries: John L. Wortham & Son In-
vestments Inc. and Services for Risk
Handling Inc., both in Houston.

Principal officers: Allen H. Car-
ruth, chairman-executive committee;
Fred C. Burns, managing partner/
member-executive committee; Joseph
G. Cutler, Herbert E. Honea, James
R. Davis and Robert B. Hixon, part-
ners/members-executive committee.

Licensed excess/surplus broker
in: Texas.

Wright & Co.

1400 Eye St. N.W., Suite 1100,
Washington, D.C. 20005;

202-289-0200

1987 1986

Premium volume.  $13,071,000 $10,939,000
Gross revenues $3,400,000 $2,466,205
Brokerage: Retail. 78.5% 89.5%

Personal lines 5.8% 5%
Invest. income. 15% 37%
Other. 12.2% 1.8%
Employees. 37 38
OoOffice=_._. —= 2

Year founded: 1965.

Brokerage: 95% commissions, 5%
fees.

Acquisitions: H.M. Thompson &
Co. Ltd., London.

Retail brokerage branch offices:
Highheath Ltd. and H.M. Thompson
& Co. Ltd., both in London.

Principal officers: Frank L.
Wright, chairman/chief executive of-
ficer; Robert J. Miller, senior vp/chief
operating officer; R. Taylor Hoskins
and Ramond J. Riebesehl, vps; Betty
R. Wright, treasurer; Lionel Epstein,
secretary.

Licensed excess/surplus broker
in: District of Columbia.

Y

Yearsley & Pavenstedt,
Lexington Ltd.
301 S. Mill St., P.O. Box 22608,

Lexington, Ky. 40522;
606-268-0178

1987 1986
Premium volume. $18,000,000 $1,277,500
Gross revenues. $2,000.000 $255,500
Brokerage: Retail. 53% 87%
Wholesale. 4% 3%
Reinsurance.. 3% 3%
Personal lines 2% 3%
Invest. income. 7% 1%
Other. 31% 3%
Employees. 11 4

Offices. 1 1

Year founded: 1986.

Brokerage: 100% commissions.

Affiliated companies: Pavenstedt
& Pauli, Bremen, West Germany;
London; Zurich, Switzerland.

Principal officers: Johann Paven-
stedt, chairman; Nancy W. Yearsley,
president; James C. Falkenstine, vp;
Mary C. Payne, secretary; Rebecca B.
Lewis, treasurer.

Licensed excess/surplus broker
im: <flemntucky .- 1



listed geographically

Alabama

Birmingham
Corroon & Black Corp.
Hilb, Rogal & Hamilton Co.
Fred S. James & Co. Inc.
Johnson & Higgins of Alabama Inc.
McGriff, Seibels & Williams Inc.
Fairhope
Pickett, Adams & Brukholder-
Eastern Shore
Florence
MeGriff, Seibels & Williams Inc.
LaFayette
J. Smith Lanier & Co.
Mobile
Hilb, Rogal & Hamilton Co.

Arthur J. Gallagher & Co.
Fred S. James & Co. Inc.

McGriff, Seibels & Williams Inc.
Pickett, Adams & Burkholder
Insurance Inc.
W.K.P. Wilson & Son Inc. (Corroon &
Black Corp.)
Montgomery
Collier Cobb & Associates Inc.
Opelika
J. Smith Lanier & Co.

Alaska

Anchorage
Bayly, Martin & Fay
International Inc.
Corroon & Black Corp.
Financial Guardian Group Inc.
Johnson & Higgins of Alaska Inc.
Marsh & MeLennan Cos. Inc.
Rollins Burdick Hunter Co.
Fairbanks

Corroon & Black Corp.

Arizona

Cottonwood

Interwest-Leavitt (The Leavitt

Group)

Flagstaff

Lasher-Cowie-Turner
Kingman

Valley National Co.-Insurance
Mesa

Massey-Leavitt (The

Leavitt Group)
Phoenix

Alexander & Alexander Inc.

Beal & Associates Insurance
Counselors Inc.

Butler-Leavitt (The Leavitt Group)

Corroon & Black Corp.

Dean S. Davidson Insurance
Agency Inc.

Financial Guardian Group Inc.
Fred S. James & Co. Inc.

Jardine Emett & Chandler Inc.
Johnson & Higgins of Arizona Inc.
Lasher-Cowie Agency Inc.
Lawrence Agency Corp.
Marsh & McLennan Cos. Inc.
Minard-Leavitt (The
Leavitt Group)
Orth-LaPrade Insurance
(Robinson-Conner Inc.)
Republic Hogg Robinson Inc.
Rollins Burdick Hunter Co.
Valley National Co.-Insurance
Scottsdale
Arthur J. Gallagher & Co.
Tucson
Corroon & Black Corp.
Dean S. Davidson Insurance
Agency Inc.
Fred S. James & Co. Inc.

Lasher-Cowie Agency Inc.

Arkansas

Eureka Springs
BHC of Eureka Springs
(Brown-Hiller-Clark &
Associates)
Fort Smith
Brown-Hiller-Clark & Associates
Rebsamen Insurance/Fort Smith
Little Rock
Fred S. James & Co. Inc.
Marsh & MelLennan Cos. Inc.
Rebsamen Insurance
North Little Rock
Arthur J. Gallagher & Co.
Springdale
Rebsamen Insurance/Springdale

California

Anaheim

Cal-Surance Associates Inc.
Bakersfield

Andreini & Co.

Marsh & Mcl.nnan Cos. Inc.

Berkeley
Fred S. James & Co. Inc.
Beverly Hills
Alexander & Alexander Inc.
Federman-Bachrach &
Associates Inc.
(Alexander & Alexander Inc.)
Walter Kaye Corp. of California

Brea

Eastman & Co. Insurance Brokers
Burbank

Eastman & Co. Insurance Brokers

Carmel

ISU/Brown-Spaulding &

Associates Inc.

Caruthers
Van Beurden & Associates Insurance
Services Inc.
Chico

Keenan & Associates

Continued on next page

Those who deal regularly with just

one of our regional offices can be ex-
cusedforthinkingthatCrump E&S
specializes in a particular variety

of risk.

After all, with the emphasis we
place on local service, it's only
natural that each of our

offices would develop an

edge in a particular spe-

cialty, to meet the needs

of its area clients.

But it's this regional spe-
cialization, in fact, that
makes Crump E&San
exceptionally resourceful
national organization.

By combining the well-

Dua&75666 176SU,-UNnCES, JUne ZU, 1-U66 / 110

(PHYSICAL DAMAGE ONLY) UP TO $120,000 IN HOUSE

HIGH VALUE CARS (NEW RATE ENHANCEMENT FOR HIGHER VALUES)

At 15 BEST RATED ALL MARINE LINES LICENSED INSURER INCLUDING

PERSONAL BOAT HULL AND $1,000,000 LIABILITY (P&l)

AVIATION COVERAGE and INTERNATIONAL RISKS

PALACIO & WEINRAUB, INC.

INSURANCE AND REINSURANCE

100 N. Biscayne Blvd., Suite 1100 * Miami, Florida 33132
Phone: (305) 381-9877 « 1-800-822-2608 « Fax: (305) 577-0480 - Telex: 522037

INSURANCE SERVICES FOR AGENTSSM

-t..."..9:-ic *
honed skills ofour 18 offices, we can
offer expertise in any risk category,
enhanced by the convenience of
local service.
And with immediate access to more
than 100 domestic and international
markets, Crump E&S can provide
faster, easier placement.
Plus inventive solutions
for especially difficult
prospects.

Which can open up a lot
of new opportunities for

| S——

CRUMP

E&S
GROUP

your company.

At Crump E & S,

we have the tools that

extend and strengthen
your reach.

1-800-52 CRUMP

AAMGA

Atlanta, GA - Bellevue, WA - Burbank, CA « Casselberry, FL « Chicago, IL « Dallas, TX « Denver, CO « Dublin, OH
G & M Marine, New Orleans, LA « Houston, TX « Huntington Harbor, CA « Memphis, TN « New Orleans, LA « New York, NY

Portland, OR « San Diego, CA * San Francisco, CA «'Waukesha,WI
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Spotlight repor*

Continued from previous page
Coalinga
Andreini & Co.
Costa Mesa
Frank B. Hall & Co. Inc.
Johnson & Higgins of California
Kelter-Thorner Inc.
of Southern California
Culver City
MDM Insurance Associates Inc.
Davis
Fred S. James & Co. Inc.
El Centro
ISU/Transignal Insurance Brokers
Encino
Haas & Wilkerson Inc.
Escondido
Robert F. Driver Co. Inc.
Fresno
Andreini & Co.
Cako Insurance-Brokers & Agents
Arthur J. Gallagher & Co.
Frank B. Hall & Co. Inc.
Keenan & Associates
Marsh & McLennan Cos. Inc.
James G. Parker Insurance Associates
Garden Grove
Jardine Emett & Chandler Inc.
Glendale
Calco Insurance-Brokers & Agents
Grass Valley
Gold Cities Insurance Agency
(ABI Management Inc.)
Hollywood
Truman Van Dyke Co.
Huntington Beach
ISU/Taurus Insurance Agency Inc.
Irvine
Anderson & Anderson Insurance
Brokers Inc.
Association Administrators &
Consultants Inc.
Arthur J. Gallagher & Co.
Fred S. James & Co. Inc.
Kingsburg
Van Beurden & Associates Insurance

Services Inc.

La Mesa

ISU/Teague Insurance Agency
Los Angeles

ABI Management Inc.

Alexander & Alexander Inc.

Bayly, Martin & Fay
International Inc.

Corroon & Black Corp.

James Econn & Co.

Financial Guardian Group Inc.

Arthur J. Gallagher & Co.

Frank B. Hall & Co. Inc.

ISU/Dukar Insurance Brokers

Fred S. James & Co. Inc.

Jardine Emett & Chandler Inc.

Johnson & Higgins of California

Sander A. Kessler & Associates Inc.

L.K. Lloyd & Associates (ABI
Management Inc.)

Marsh & MelLennan Cos. Inc.

Republic Hogg Robinson Inc.

Roanoke Agency Inc.

Rollins Burdick Hunter Co.

Transport Employee Benefits Inc.
(ABI Management Inc.)

Wellington-Ross Insurance Services
(ABI Management Inc.)

Los Gatos

Norman O 'Connor Agency (Curtis
Day & Co.)
Los Osos
Van Beurden & Associates Insurance
Services Inc.

Modesto
Van Beurden & Associates Insurance
Services Inc.
Monterey
Mercurio Insurance
(ISU/Brown-Spaulding &
Associates Inc.)
Newport Beach
Robert F. Driver Co. Inc.
James Econn & Co.
Marsh & MelLennan Cos. Inc.
Rhulen Agency Inc.
Roanoke Agency Inc.

HARBOR CAPITAL ADVISORS, INC

Investment Banking Services
For The Independent Agent

Acquisition Searches - Sales & Divestitures - Valuations

For information on the Tax /mp/ications of an Agency Sale
Before and After Dec. 31, 1988, Contact:

Paul J. DiStefano, CPA, CPCU

Managing Director
100 Varick Street

New York, New York 10613
(212) 925-7209
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North Hollywood
ISU/United California
Insurance Agency
Oakland
Rollins Burdick Hunter Co.
Orange
Andreini & Co.
Calco Insurance-Brokers & Agents
Gallagher Heffernan Insurance
Brokers (Arthur J.
Gallagher & Co.)
Orange County
Alexander & Alexander Inc.
Oxnard
Frank B. Hall & Co. Inc.
Palo Alto
ISU/Thoits Insurance Service
Rollins Burdick Hunter Co.
Pasadena
Corroon & Black Corp.
Kadowaki Associates International
Insurance Brokers (Alexander &
Alexander Inc.)
Pleasanton
Arthur J. Gallagher & Co.
Rancho Cucamonga
ISU/Transignal Insuranve Brokers
Redwood City
Kelter-Thorner Inc.
of California
Riverside
Johnson & Higgins of California
Keenan & Associates
Sacramento
Corroon & Black Corp.
Financial Guardian Group Inc.
Fred S. James & Co. Inc.
Keenan & Associates
Marsh & McLennan Cos. Inc.
Rollins Burdick Hunter Co.
Salinas
Frank B. Hall & Co. Inc
San Bernardino
Marsh & MelLennan Cos. Inc.
San Diego
Corroon & Black Corp.
Robert F. Driver Co. Inc.
Frank B. Hall & Co. Inc
Hilb, Rogal & Hamilton Co.
Fred S. James & Co. Inc.
Johnson & Higgins of California
Keenan & Associates
Lawrence Agency Corp.
Marsh & MelLennan Cos. Inc.
Republic Hogg Robinson Inc.
San Francisco
ABI Management Inc.
Alexander & Alexander Inc.
Association Administrators &
Consultants Inc.
Calco Insurance-Brokers & Agents
Corroon & Black Corp.
DSI Insurance Services
Curtis Day & Co.
Arthur J. Gallagher & Co.
Glenn, Nyhan & Associates Inc.
Richard N. Goldman & Co.
Frank B. Hall & Co. Inc.
Fred S. James & Co. Inc.
Jardine Emett & Chandler Inc.
Johnson & Higgins of California
Levison Brothers Inc.
L.K. Lloyd & Associates (ABI
Management Inc.)
Marsh & McLennan Cos. Inc.

Tfavel Insurance Programs
Corporation. Specialists in providing

travel and medical

insurance and

assistance for Americans overseas or

foreign nationals in the U.S A.

MedHelp Worldwide provides 5§500.000 medical
coverage for America, Is living overseas and foreign
nationals temporarily living in the U.S.A.
HealthCare Abroad provides $100.000 medical
coverage for Americans traveling overseas.

HealthCare Global provides 525,000 medical coverage
for Americans to age 75 traveling overseas. Reduced
benefits from age 76 to 85 ate also available.

HealthCare America provides 520.000 medical coverage
for foreign nationals traveling to the U.S.A., Canada, or the

Caribbean for up to six months.

MedHelp Worldwide. HealthCare Abroad. and
HealthCare Global include an international network of
assistance centers staffed 24 hours a day, with highly
experienced advisors, at no extra cost.

Brokerage contracts are available.

18001 237-6615 Ext. 136

Davel insurance Programs Corporation
151 1 K St..N.W, Suite 925, Washington, D.C. 20005

Travel Insurance Programs Corporation is a member company of
International Underwriters Group.

Roanoke Agency Inc.

Rollins Burdick Hunter Co.

San Francisco Agencies Inc. (ABI
Management Inc.)

Transport Employee Benefits Inc.
(ABI Management Inc.)

Van Beurden & Associates Insurance
Services Inc.

San Jose

Alexander & Alexander Inc.

Corroon & Black Corp.

Fmancial Guardian Group Inc.

Johnson & Higgins of California
Keenan & Associates

Marsh & McLennan Cos. Inc.

Republic Hogg Robinson Inc.
San Mateo

Andreini & Co.

Calco Insurance-Brokers & Agents
San Rafael

Keenan & Associates
Santa Ana

Frank B. Hall & Co. Inc.

Keenan & Associates
Santa Ana Heights

Associated Agencies Inc.
Santa Barbara

Alexander & Alexander Inc.
Santa Clara

Jardine Emett & Chandler Inc.
Santa Monica

ISU/Bob Gabriel Co. Insurance
Sepulveda

The M.H. Ross Co. Inc.
Sonora

Andreini & Co.
South Pasadena

Bolton & Co.
Stockton

Rollins Burdick Hunter Co.
Studio City

DeWitt Stern, Gutman & Co. Inc.
Thousand Oaks

Keenan & Associates
Torrance

Cal-Surance Associates Inc.

Keenan & Associates
Ukiah

Andreini & Co.
Van Nuys

Osterloh & Durham Insurance

Brokers of N.A. Inc.

Ventura

Andreini & Co.
Visalia

Van Beurden & Associates Insurance

Services Inc.

Walnut Creek

Frank B. Hall & Co. Inc.
West Lake Village

Dean S. Davidson Insurance

Agency Inc.
Woodland

Van Beurden & Associates Insurance
Services Inc.
Woodland Hills
ABI Management Inc.
Arthur J. Gallagher & Co.
Patrick C. Ross Associates Insurance
Services (ABlI Management Inc.)

Colorado

Aurora
Financial Guardian Group Inc.
Colorado Springs
Pikes Peak Insurance Sen-ices
(ISU/Glendale Agency Inc.)
Primac Insurance
Tolley-Weidman Agency Inc.

(Robinson-Conner Inc.)
Cortez

Primac Insurance
Denver

Alexander & Alexander Inc.

Arthur J. Gallagher & Co.

Frank B. Hall & Co. Inc.

ISU/Glendale Agency Inc

Fred S. James & Co. Inc.

Johnson & Higgins of Colorado Inc.

Lockton Insurance Agency
of Colorado Inc.

Marsh & MclLennan Cos. Inc.
North American Insurance
Agency Inc.

Primac Insurance

Rollins Burdick Hunter Co.

J.H. Silversmith Inc.

The Talbert Corp.

Van Guilder Agency Co.
Englewood

Aviation Insurance Management Co.

(J.H. Silversmith Inc.)
Frank B. Hall & Co. Inc.
Tolley-Weidman Insurance Agency

(Robinson-Conner Inc.)

Grand Junction
Primac Insurance
The Talbert Corp.

Lamar
Primac Insurance

Littleton
The Talbert Corp.

Longmont
Primac Insurance

Montrose
Primac Insurance

Pueblo

Primac Insurance

Connecticut

Bridgeport
Beardsley Brown & Bassett Inc.
Rhulen Agency Inc.
Canton
Arthur J. Gallagher & Co.
Fairfield
Fred S. James & Co. Inc.
Greenwich
Alexander & Alexander Inc.
Fred S. James & Co. Inc.
Glenn, Nyhan & Associates Inc

National Coverage Corp.
Hartford
Alexander & Alexander Inc.
Frank B. Hall & Co. Inc.
Fred S. James & Co. Inc.
Johnson & Higgins of
Connecticut Inc.
R.C. Knox & Co. Inc.
Marsh & MelLennan Cos. Inc.
Manchester
Hilb, Rogal & Hamilton Co.
Meriden
Frank B. Hall & Co. Inc.
Middletown
R.C. Knox & Co. Inc.
Simsbury
Simsbury Insurance Agency (R.C.
Knox & Co. Inc.)
Southport
Walter Kaye Corp. of Connecticut
Stamford
Corroon & Black Corp.
Pierson & Smith Inc.
Johnson & Higgins of
Connecticut Inc.
Marsh & McLennan Cos. Inc.
Windsor
Frank B. Hall & Co. Inc.
R.C. Knox & Co. Inc.

Delaware

Wilmington
Johnson & Higgins of Delaware Inc.

District of Columbia

Alexander & Alexander Inc.
Collier Cobb & Associates Inc.
Corroon & Black Corp.
Frank B. Hall & Co. Inc.
Fred S. James & Co. Inc.
Johnson & Higgins

of Washington, D.C. Inc.

Lawrence Agency Corp.
Marsh & McLennan Cos. Inc.

Rollins Burdick Hunter Co.
John D. Williams Inc.
Wright & Co.

Florida

FE=Ecoc=a F=atcora» ——
Alexander & Alexander Inc.
Meadowbrook Inc.
McCutchen-Bradshaw (Republic

Hogg Robinson Inc.)

Boynton Beach
Brown & Brown Inc.

Brooksville
Bridges & Bridges Insurance Agency

(Brown & Brown Inc.)

Clearwater
Arthur J. Gallagher & Co.
Lawrence Agency Inc.

Coral Gables
Frank B. Hall & Co. Inc.

Lon Worth Crow Insurance Agency
Marsh & McLennan Cos. Inc.

Daytona Beach
Brown & Brown Inc.

Hilb, Rogal & Hamilton Co.

DelLand
Brown & Brown Inc.

Delray Beach
Brown & Brown Inc.

Eustis
Brown & Brown Inc.

Fort Lauderdale
Alexander & Alexander Inc.
Alliance Brokerage Corp.

Frank Crystal & Co. Inc.

Lawrence Agency Corp.

Fred S. James & Co. Inc.

Murray, Martin & Olson Inc. (The
Loomis Cos. Ltd.)

Poe & Associates Inc.

Rollins Burdick Hunter Co.

Fort Myers
Alexander & Alexander Inc.
Arthur J. Gallagher & Co.

Brown & Brown Inc.

Hilb, Rogal & Hamilton Co.
Fred S. James & Co. Inc.
Poe & Associates Inc.

Fort Walton Beach
Arthur J. Gallagher & Co.

Gainesville
Cannon-Treweek Agency Inc. (Hilb,

Rogal & Hamilton Co.)
Jacksonville
Almours-Carswell Inc. (Palmer &
Cay/Carswell Inc.)
Continued on next page



Continued from previous page

Bayly, Martin & Fay
International Inc.

Brown & Brown Inc.

Frank B. Hall & Co. Inc.

Marsh & McLennan Cos. Inc.

Poe & Associates Inc.

Cecil W. Powell & Co.

Kissimmee

Osceola Insurance Agency Inc.

Carrolliton

J. Smith Lanier & Co.
Columbus

J. Smith Lanier & Co.
Fayetterville

J. Smith Lanier & Co.
Manchester

J. Smith Lanier & Co.

Marietta

Merritt & McKenzie Inc.

Hawaii Johnson & Higgins of Idaho Inc.

Idaho Falls
Hilo Fred A. Moreton & Co.

Marsh & McLennan Cos. Inc.
Honolulu . .
Illinois
Alexander & Alexander Inc.
Corroon & Black Corp.

Frank B. Hall & Co. Inc. )
Chicago
Alexander & Alexander Inc.

Fred S. James & Co. Inc.

Jardine Emett & Chandler Inc.

Johnson & Higgins of Hawaii Inc. The Alper Agency Inc.

OUSINESS 17,.-SUTU/CCE, JUlle LU, 13007/ 114

Lamb, Little & Co.

Mack & Parker Inc.

Marsh & MelLennan Cos. Inc.
Julius Moll & Son Inc.

Near North Insurance Agency
Rollins Burdick Hunter Co.

Schwartz Brothers Insurance
Agency Inc.
Thilman & Filippini

Des Plaines

Newnan American Administrators Inc. Meeker-Magner Co.
(Brown & Brown Inc.) Marsh & McLennan Cos. Inc. Downers Grove
Lakeland J. Smith Lanier & Co. ' ) (Walter Kaye Associates Inc.)
Poe & Associates Inc Norcross Republic Hogg Robinson Inc. Associated Agencies Inc Arthur J. Gallagher & Co.
: Rollins Burdick Hunter Co. g :
Maitland Poe & Assqciates Inc. Kahului Bayly, Martin & Fay Elmhurst
Savannah International Inc.

ISU/Insurance Corp. of America
ISU/Sun State Insurance

Marsh & McLennan Cos. Inc. Euclid Insurance Agencies Inc.

Palmer & Cay/Carswell Inc. Lihue Byrne, Byrne & Co. Evanston

Melb. Snellville Collier Cobb & Associates Inc. i ili ini
clbourne . . Marsh & McLennan Cos. Inc. Thilman & Filippini
Brown & Brown Inc. J. Smith Lanier & Co. Maui Corroon & Black Corp.
Miami Dann Brothers Inc. Glen Ellyn

Alexander & Alexander Inc.
Vidalia x .

Arthur J. Gallagher & Co.

Hinsdale

Alexander & Alexander Inc.
Elliott, McKiever & Stowe Inc.
Arthur J. Gallagher & Co.

Gallagher-Cole Associates
Fred S. James & Co. Inc.

Arthur J. Gallagher & Co.

Glenn, Nyhan & Associates Inc.
Frank B. Hall & Co. Inc.

Fred S. James & Co. Inc.
Jardine Emett & Chandler Inc.

Palmer & Cay/Carswell Inc.

Villa Rica Idaho
J. Smith Lanier & Co.

Morency, Weible & Sapa Inc.

Homnan Estates
West Point i i
est Poin Boise Industrial Insurance Agency Inc.

J. Smith Lanier & Co. Continued on next pagi

Johnson & Higgins of Florida Inc. Fred S. James & Co. Inc.

MacDuff America (Brown &

Johnson & Higgins of lllinois Inc.

Brown Inc.)
McDonough Caperton
Insurance Group
Poe & Associates Inc.
Republic Hogg Robinson Inc.

Roanoke Agency Inc.
Seitlin & Co.

ASBES T OS

Tanenbaum-Harber Co. Inc.
Naples

ISU/Sun State Insurance

Fred S. James & Co. Inc.
Orlando

Brown & Brown Inc.

Frank B. Hall& Co. Inc.

Harvest & HBJ Insurance Inc.

(Riehle Agencies)

Hilb, Rogal & Hamilton Co.

MeGriff, Seibels & Williams Inc.

Poe & Associates Inc.

Agents and brokers for asbestos abatement

contractors must be concerned about the type and
ISU/Sun State Insurance quality of insurance coverage available for their
Palm Beach

clients' projects. Although several different types of

Jardine Emett & Chandler Inc.
Marsh & MclLennan Cos. Inc. policies are beingmarketed in this area. most fail to
Palm Beach Gardens Y/

Arthur J. Gallagher & Co. provide the coverage needed for real protection

|SU/Sun State Insurance against the peculiar, long-term liabilities associ-

Pensacola

McGrriff, Seibles & Williams Inc.
Port Charlotte

ated with exposure to airborne asbestos contami-
Associated Insurance Services nation. Only "occurrence" form insurance makes
(Brown & Brown Inc.) R e
st. Cloud sense for long-term asbestos liabilities.
Bridges & Bridges Insurance Agency - . .
(Brown & Brown Inc.) One company, Fidelity Environmental Insurance _F
St. Petersburg
Haas & Wilkerson Inc.

Company (FEIC), offers the most comprehensive

Sanibel Island

coverage currently available in North America for

Associated Insurance Services asbestos abatement work: occurrence form policies
(Brown & Brown Inc.)

Sarasota providing $1-million of coverage in the aggregate

Brown & Brown Inc.
Tallahassee per Job.
Alexander & Alexander ine. FEIC's strict underwriting guidelines require

Poe & Associates Inc.
Tampa contractors to use proper work procedures to

Alexander & Alexander Inc.

Bayly, Martin & Fay

International Inc.

minimize the potential for long-term liability prob-
lems. For this reason, trained inspectors rigorously

Brown & Brown Inc.
Arthur J. Gallagher & Co.
Frank B. Hall & Co. Inc.
Hilb, Rogal & Hamilton Co.
Jacobs-Fendig Inc. (ABI

Management Inc.)
Marsh & MclLennan Cos. Inc.

monitor insured work sites. )
0 Occurrence form of policy.
This coverage is available only to members of

Professional Environmental Contractors, Inc. . $1—mi|lion Separate limit in the aggre-

(PECI), a trade association which serves as the gate per job.

Poe & Associates Inc. purchasing group pursuant to the Federal Risk

Rollins Burdick Hunter Co.

Venice
Poe & Associates Inc.
West Palm Beach
Cornelius, Johnson & Clark
(Robmson-Conner Inc.)
Fred S. James & Co. Inc.
James Hawkins (Brown &
Brown Inc.)
Winter Haven
Poe & Associates Inc.
Winter Park

Retention Liability Aet of 1986. To be eligible for
PECI membership, contractors must demonstrate
financial strength and meet the highest loss control
standards.

Call now for a six-page brochure providing fur-
ther details about membership in PECI and eligibil-
tty for participating in our insurance program.

« Contractors qualified for competence.
O Rigorous on-site inspection.

O Program underwritten byaNewdJersey

licensed stock insurance company.

= Building owners named as additional
insureds.

Arthur J. Gallagher & Co.

1-800-338-1236
(In NJ: 609-520-1155)

Georgia
- Brokers acknowledged.

Atlanta
Alexander & Alexander Inc.
Bayly, Martin & Fay

International Inc.

Corroon & Black Corp.
Arthur J. Gallagher & Co.
Frank B. Hall & Co. Inc.
Hilb, Rogal & Hamilton Co.
Fred S. James & Co. Inc.

Johnson & Higgins of Georgia Inc.
J. Smith Lanier & Co.

PROFESSIONAL
ENVIRONMIENTAL

CONTRACTORS,INC.

P.O. Box 8138 600 Alexander Rd. Princeton, New Jersey 08543

Lawrence Agency Corp.
Marsh & McLennan Cos. Inc.
McDonough Caperton
Insurance Group
Palmer & Cay/Carswell Inc.
Republic Hogg Robinson Inc.
Rollins Burdick Hunter Co.
Augusta
Palmer & Cay/Carswell Inc.
Brunswick
Shelander-Cowden (Palmer &
Cay/Carswell Inc.)
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Continued from previous page
Lombard

Frank B. Hall & Co. Inc.
Moline

Bartlett Agency Inc.
Naperville

Lawrence Agency Corp.
Northbrook

Dann Brothens Inc.
Oak Brook
T.J. Adams & Associates Inc.

Bartlett-Hallberg Commercial
Insurors Inc.

Financial Guardian Group Inc.
Marsh & McLennan Cos. Inc.

Oak Brook Terrace
Boockford & Co.
Peoria

Arthur J. Gallagher & Co.
Rockford

Arthur J. Gallagher & Co.
Marsh & McLennan Cos. Inc.

Rolling Meadows
Arthur J. Gallagher & Co.
Lamb, Little & Co.
Schaumburg
ABI Management Inc.
Roanoke Agency Inc.

SRia*RJHLET

1-olmiled IX>10

Mergers
Acquisitions
Divestitures
Fairness Opinions
Valuations
A 1ll|] 091\ icic Wall Street

imc+Iment banking firni
kning the llliddle market

CHOO) 5224546

Indiana

Camden

MBAH Insurance
Elkhart

Midwest Commerce Insurance
Evansville

Arthur J. Gallagher & Co.
Fort Wayne

Insurance & Risk Management
Goshen

Midwest Commerce Insurance
Indianapolis
Alexander & Alexander Inc.
Arthur J. Gallagher & Co.
ISU/SSK Insurance Services
Insurance &Risk Management
Lawrence Agency Corp.
Marsh & MelLennarl Cos. Inc.
Rollins Burdick Hunter Co.
Forrest Sherer Inc.
Lafayette
MBAH Insurance
Muncie
Insurance & Risk Management
Momson Galliher/ISU Inc.
(Isu/Beauchamp &
McSpadden Inc.)
New Albany
Robinson-Conner of Indiana Inc.

North Manchester

ISU/Beauchamp & MeSpadden Inc.

Oxford
MBAH Insurance
South Bend

Arthur J. Gallagher & Co.

ISU/Cassady Neeser & Brasseur Inc.

Rollins Burdick Hunter Co.
Tem Haute

Forrest Sherer Inc.
Wabash

ISU/Beauchamp & McSpadden Inc.

Warsaw

ISU/Beauchamp & McSpadden Inc.

lowa

Cedar Rapids
Frank B. Hall & Co. Inc.
Council Bluffs

The Redland Group

Davenport
Marsh & McLennan Cos. Inc.
Des Moines
Alexander & Alexander Inz.
Holmes, Murphy & Associates Inc.
Marsh & McLennan Cos. Inc.
lowa City
Marsh & McLennan Cos. Inc.

Kansas

Kansas City
Alexander & Alexander Inc.
Overland Park
ABI Management Inc.
Prairie Village
The Lockton Insurance Afency Inc.
Shawnee
Frank Crystal & Co. Inc
Mid America
Topeka
Insurance Management
Associates Inc.
The Lockton Insurance Agency Inc.
Wichita
Financial Guardian Grcup Inc.

Insurance Management
Associates Inc.

Marsh & McLennan Cos. 1nc.
Rollins Burdick Hunter Co.

Kentucky

Edgewood
Rollins Burdick Hunter Co.
Wood Underwriters Agenzy (Thomas
E. Wood Inc.)
Lexington
Alexander & Alexander Inc.
Marsh & McLennan Cos. Inc.
McDonough Caperton
Insurance Group
Yearsley & Pavenstedt
Lexington Ltd.
Louisville
Alexander & Alexander Inc.
Harris & Co.
Johnson & Higgins of Kentucky Inc.

Lawrence Agency Corp.
Marsh & McLennan Ccs. Inc.

SEASONED SPECIALISTS
IN MARINE INSURANCE

*Z'tal.,3*44...:>... 9. ri;fjff--.- -

For almost two decades, our firm has been
serving a clientele that ranges from multi-
national corporations to fishing boat oper-
atorsto provide security formarine related
risks. The extent and quality of our ser-
vices are equally broad. As our clients
will attest, we have builta reputation based

Quality With Consistency

a6

— — B
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on fair competitive rates and on experi-
ence and professionalism in the devel-
opment of terms, conditions and special
clauses for coverage of complex. un-
usual marine risks. And ourclaimsdepart-

ment is one of the most efficient in the

business. Problem solving is our specialty.

Continental Underwriters, Ltd. r

419.Decatur.St. New Orleans, Louisiana 70130,

Telex: 754622 CULTD UD - Telefax (504) 581-7497

"Lloydb, London, Correspondents™

ReagerHarris Inc.
Robinson-Conner of Kentucky Inc.

Louisiana

Alexandria
Alexander & Alexander Inc.
Arthur J. Gallagher & Co.
Baton Rouge
Arthur J. Gallagher & Co.
Fred S. James & Co. Inc.
Metairie
Financial Guardian Group Inc.
New Orl,yang
Alexander & Alexander Inc.
Corroon & Black Corp.
Ellsworth, Crosby & Schexnaydre
Inc. (Hilb, Rogal &
Hamilton Co.) f
Frank B. Hall & Co. Inc.
Fred S. James & Co. Inc.
Johnson & Higgins of Louisiana Inc.
ISU/The Ferd. Marks Insurance
Agency Ltd.
Marsh & McLennan Cos. Inc.
North American Insurance
Agency Inc.
Shreveport
Alexander & Alexander Inc.

Maine

Portland
Fred S. James & Co. Inc.
Arthur J. Gallagher & Co.
Johnson & Higgins of Maine Inc.

Maryland

Annapolis
Murray, Martm & Olson Inc. (The
Loomis Cos. Ltd.)
Baltimore
Alexander & Alexander Inc.
Hilb, Rogal & Hamilton Co.
Fred S. James & Co. Inc.
Johnson & Higgins of Maryland Inc.
Marsh & McLennan Cos. Inc.
T.O. Mayer (Hilb, Rogal &
Hamilton Co.)
Columbia
Glenn, Nyhan & Associates Inc.
Gaithersburg
Arthur J. Gallagher & Co.
Severna Park
Ebersberger & Associates Inc.

Timonium

Roanoke Agency Inc.
Massachusetts

Boston
Alexander & Alexander Inc.
Collier Cobb & Associates Inc.
Corroon & Black Corp.

Frank B. Hall & Co. Inc.
Insurance Marketing Agencies Inc.
Fred S. James & Co. Inc.
Jardine Emett & Chandler Inc.
Johnson & Higgins of
Massachusetts Inc.
Mahoney & Wright Insurance
Agenices
Marsh & McLennan Cos. Inc.
Republic Hogg Robinson Inc.
Roanoke Agency Inc.
Rollins Burdick Hunter Co.
Tanenbaum-Harber Co. Inc.

Cambridge

ISU/Hastings-Tapley Insurance
Agency Inc.

Cohasset

Mahoney & Wright Insurance
Agencies

Danvers

ISU/Hastings-Tapley Insurance
Agency Inc.

Dedham

Mahoney & Wright Insurance
Agencies

Falmouth

Mahoney & Wright Insurance
Agencies

Fitchburg

Mahoney & Wright Insurance
Agencies

Gardner

Mahoney & Wright Insurance
Agencies

Gloucester

ISU/Hastings-Tapley Insurance
Agency Inc.

Harvard

Mahoney & Wright Insurance
Agencies

Haverhill

Mahoney & Wright Insurance
Agencies

Holyoke
Frank B. Hall & Co. Inc.

Ipswich
ISU/Hastings-Tapley Insurance

Agency Inc.

Marion

Mahoney & Wright Insurance
Agencies

Medford

ISU/Hastings-Tapley Insurance
Agency Inc.

o —— D g

Middleboro
Mahoney & Wright Insurance
Agencies
Natick
Carlin Insurance Agency Inc.
Mahoney & Wright Insurance
Agencies
New Bedford
Fred S. James & Co. Inc.
Newton
Macintyre, Fay & Thayer
Insurance Agency
Mahoney & Wright Insurance
Agencies
Newton Centre
Hollis Perrm & Attridge Insurance
Agency Inc.
North Attleboro
Mahoney & Wright Insurance
Agencies
North Reading
ISU/Hastings-Tapley Insurance
Agency Inc.
Peabody
Mahoney & Wright Insurance
Agencies
Quincy
Richard D. Chase Insurance
Agency Inc.
ISU/Hastings-Tapley Insurance
Agency Inc.
Randolph
ISU/Hastings-Tapley Insurance
Agency Inc.
Reading
ISU/Hastings-Tapley Insurance
Agency Inc.
Mahoney & Wright Insurance
Agencies
Rockland
Mahoney & Wright Insurance
Agencies
Rockport
Mahoney & Wright Insurance
Agencies
Saugus
ISU/Hastings-Tapley Insurance
Agency Inc.
Scituate
Mahoney & Wright Insurance
Agencies
Springfield
Palmer Goodell Insurance
Agency Inc.
Tewksbury
Mahoney & Wright Insurance
Agencies
Wakefield
Mahoney & Wright Insurance
Agencies
Walpole
Mahoney & Wright Insurance
Agencies
wWaltham

Lawrence Agency Corp.
Watertown
ISU/Hastings-Tapley Insurance
Agency Inc.
West Springfield
Arthur J. Gallagher & Co.
Weymouth
Mahoney & Wright Insurance
Agencies
Woburn
ISU/Hastings-Tapley Insurance
Agency Inc.
Worcester
Alexander & Alexander Inc.
ISU/Feingold & Feingold Insurance
Agency Inc.
Insurance Marketing Agencies Inc.
Wrentham
Mahoney & Wright Insurance
Agencies
Yarmouth
Mahoney & Wright Insurance
Agencies

Michigan

Battle Creek

Worgess Agency Inc.
Birmingham
Auten & Hagerty Inc.
Haas & Wilkerson Inc.
Boyne City
Bingham & Associates
(Guyot-Hicks-Anderson
Insurance & Financial Services)
Charlevoix
Bingham & Associates
(Guyot-Hicks-Anderson
Insurance & Financial Services)
Dearborn
Fairlane Associates Inc.
Marsh & MelLennan Cos. Inc.
Detroit
Alexander & Alexander Inc.
Cortroon & Black Corp.
Frank B. Hall & Co. Inc.
Fred S. James & Co. Inc.
Johnson & Higgins of Michigan Inc.
Marsh & McLennan Cos. Inc.
Rollins Burdick Hunter Co.
East Jordon
Bingham & Associates
(Guyot-Hicks-Anderson
Insurance & Financial Services)
East Lansing
Arthur J. Gallagher & Co.
Continued on next page
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Grand Rapids
Alexander & Alexander Inc.
Con-oon & Black Corp.
Frank B. Hall & Co. Inc.
Johnson & Higgins of Michigan Inc.
Marsh & McLennan Cos. Inc.
Meadowbrook Inc.
Rollins Burdick Hunter Co.

Hiomer

Worgess Agency Inc.
lackson

Hilb, Rogal & Hamilton Co.
talkaska
Harmony Insurance
(Guyot-Hicks-Anderson
Insurance & Financial Services)
Mancelona
Mancelona Insurance
(Guyot-Hicks-Anderson
Insurance & Financial Services)
Warshall
Worgess Agency Inc.
Mount Clemens
Moore & Povenz Metro Inc.
Port Huron
Moore & Povenz Inc.
Richmond
Moore & Povenz of Richmond
Saginaw
Republic Hogg Robinson Inc.
Southfield
Arthur J. Gallagher & Co.
Kelter-Thorner Inc.
Meadowbrook Inc.
Republic Hogg Robinson Inc.
rraverse City
Guyot-Hicks-Anderson

Insurance & Financial Services
ISU/John A. Guba & Associates

rroy
The ABOW Cos.
Fmancial Guardian Group Inc.
Hylant MacLean

Minnesota

Albert Ika
First Insurance Albert Lea (FBS
Insurance)
Alexandria
First Insurance Alexandria (PBS
Insurance)
Austin
First Insurance Austin (FBS
Insurance)
Cloquet
First Insurance Cloquet (FBS
Insurance)
Duluth
First Insurance Duluth (FBS
Insurance)
East Grand Forks

First Insurance East Grand Forks
(PBS Insurance)
Edina
FBS Insurance
Fairmont
First Insurance Fairmont (FBS
Insurance)
Hibbing
First Insurance Hibbmg (FBS
Insurance)
Mankato
First Insurance Mankato (FBS
Insurance)
Minneapolis
ABI Management Inc.
Alexander & Alexander Inc.
Bayly, Martin & Fay
International Inc.
Corroon & Black Corp.
First Financial Guaranty (FBS
Insurance)

Arthur J. Gallagher & Co.
Frank B. Hall & Co. Inc.

Fred S. James & Co. Inc.
Johnson & Higgins Inc.
Marsh & McLennan Cos. Inc.
Rollins Burdick Hunter Co.
Rainier
Fred S. James & Co. Inc.
St. Cloud
First Insurance St. Cloud-Niskern
Agency (FBS Insurance)
St. Paul
Alexander & Alexander Inc.
Corroon & Black Corp.
Marsh & McLennan Cos. Inc.
Willmar
First Insurance Willmar (FBS
Insurance)

Winona

Arthur J. Gallagher & Co.

Mississippi

Jackson
Fred S. James & Co. Inc.
Johnson & Higgins of Mississippi Inc.

Missouri

Kansas City
Alexander & Alexander Inc.
Financial Guardian Group Inc.
Arthur J. Gallagher & Co.
Fred S. James & Co. Inc.

Marsh & McLennan Cos. Inc.
The Woodsmall Cos.

. Charles

ISU/St. Charles Insurance Agency

. Louis

Alexander & Alexander Inc.
Corroon & Black Corp.

The Daniel & Henly Co.
Financial Guardian Group Inc.
Arthur J. Gallagher & Co.

Haas & Wilkerson Inc.

Frank B. Hall & Co. Inc.

Insurance Brokers of America Inc.
Fred S. James & Co. Inc.

Johnson & Higgins of Missouri Inc.

lackton Insurance Agency
of St. Louis Inc.

Marsh & McLennan Cos. Inc.
Ricci Associates Inc.
Rollins Burdick Hunter Co.

Springfield

Public Entity Risk Managers (Ricci
Associates Inc.)

Montana

Billings

FBS Insurance Hoiness LaBar
Rollins Burdick Hunter Co.

Butte

FBS Insurance Bartels Agency
Great Falls

Frank B. Hall & Co. Inc.
Helena

PBS Insurance Montana

International

Missoula

Fred S. James & Co. Inc.

Nebraska

Lincoln
Alexander & Alexander Inc.
Omaha
Alexander& Alexander Inc.
Frank B. Hall & Co. Inc.
Fred S. James & Co. Inc.
Mammel/Schropp/Swartzbaugh/
Engler & Jones Inc.
Marsh & McLennan Cos. Inc.
Rollins Burdick Hunter Co.

Nevada

Las Vegas

Clark-Leavitt (The Leavitt Group)
Fred S. James & Co. Inc.
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Johnson & Higgins of Nevada Inc.
Leavitt Insurance Agency
Marsh & McLennan Cos. Inc.
Parus-Leavitt (The lkavitt Group)
Summerfield-Leavitt (The

Leavitt Group)
Wegener-Leavitt (The Leavitt Group)

Overton

Long-Leavitt (The Leavitt Group)
Reno
Bayly, Martin & Fay

International Inc.

Corroon & Black Corp.
Fred S. James & Co. Inc.

New Hampshire

Bedford
Arthur J. Gallagher & Co.
Hudson
Alpha Aviation Insurance

Agency Inc.
Manchester

Alexander & Alexander Inc.
Fred S. James & Co. Inc.
Kendall Insurance Inc.
Sadler Insurance Agency Inc.

Nashua

Sadler Insurance Agency Inc.

Rochester

Kendall Insurance Inc.

New Jersey

Bayenne

Schneiderman Agency (Popkin

Lebson Bergstein Inc.)

Blairstown

Bowers, Schumann & Welch Inc.
Chatham

O'Gorman & Young Inc.
Cranford

Arthur J. Gallagher & Co.

Meeker Sharkey Fmancial Group Inc.
Cherry Hill

Alexander & Alexander Inc.

Boynton Brothers & Co.
Englewood

Popkm Lebson Bergstein Inc.
Florham Park

FAI Insurance Counseling
Fords

Kelter-Thorner Inc. of New Jersey
Freehold

NIA Ltd./The NIA Group

Continued on nezt page

, TRAVIS SOFTWARE'S

Benellt Discrimination Testing Manager

PHASE 1, available now, includes a relational database for

Benefit Discrimination Testing Manager

I.R.C. Section 89isintendedtoensurethathighlycompensated
employees receive no more than a fair share of welfare benefits.
Under Sec. 89, employee benefit plans are tested to deter-4i1 8

pensated employees may be assessed ift

Tevis Softwax has developed the Benefit Discrimipati
Manager to help employers, consultants, accounta
ministrators meet the testing requirements of Section 89, and have
the information required to make benefit plan design changes, if any.

The Travis Benefit Discrimination Testing Manager is -

available in two phases-

=Imi

Sy

44 NAG E » O ® (Calculatesdiscriminatoryexcess forincomereportingpurposes.
» Performs "What-If' analysis for redesign of benefit plans.
Reportsresultsoftestssothatbenefitplandesignchanges, ifany,

required for SEC. 89, much ofwhich employers have not previously
recorded. PHASE | accepts downloaded data fromanyautomated
| 0 personnel or payroll system. It records all the required data about

a

may be made.

PHASE | is $895. (special introductory price).
PHASE 11 is available in single employer or multi-

I a ! gathering and storing the tremendous amounts ofdata specifically

ests show non- m | nationtestingmaBepeffortted StsorsrrmpltEmAGES:
4@_@%@ leinAug./Sept.,1988.doesthebilowing:
-Ve

employer versions (single-employer version as low as $1,995.)

TRAVIS SOFTWARE'S OTHER EMPLOYEE BENEFIT SYSTEMS

A Flexible Benefit Plan Administration
CORPORATE FLEX

MANAGER

/CORPORATE \

\ FLEX MANAGER / Designed forcomplete flexible benefit plan
=/ administration. Operatorsneednotbebenefitplan
experts. Supports any numberofemployeeselections
-/ and deduction amounts, prints verificationand enroll-

\ / ment forms and performs duplicate claims checking. LOSPORA/
V- Availableinsingleormulti-employerversionsaskmas$2995. .
FUNCTIONS INCLUDE MANASER  SUMMARY OF FUNCTIONS

« Generates annual election forms for each employee. « Automatic pre-stored in- - Notification of Eligibility » Enrollment Form and Times Premium Calcula-
terface with payroll systemtotrackandpost salarydeductiondata regardless of payroll lions « Handles Secondary Qualifying Events * Tracking of Eligiblity Periods for
frequencyi * Generates state_ments listing transactions fgrgach partipipgnt'saccounts. Each Participant - Management report Module « Change of Address Func-
. Automatlcally produces r'elmbursement chelcks for eligible benefvlvtfs |nfacc:)rdance tion « Termination Letters « Premium Delay Capability + Monthly Premium and
e o o song; iy Repots o Vandors  Montly e Notes or Cougans - Lot
payment. -pProvides com.plete Summary finar:)cial reporting. » Full Report Module Premium Notices (user-specified) « 2% Add-on (user-specified) can be delayed for

compliance with statecontinuation laws « Additional Copies for Files « Complete

RETIREE PREMIUM BILLNG MANAGER - v

Administers Retiree Medical Plans, Reduced Benefit Plans and other "non-deduct"
plans requiring payments by retirees, those on leave of absence, etc.

Generates billings at user-selected frequency, maintains receivables agin file, tracks
account status and supplies data on primary and supplemental carriers as well as manage-
ment summary reports.

The system is available in single or multi-employer versions, and is only $1295 for

the single employer version. — 6 — 3 7 3 7
FOR FURTHER INFORMATION CALL

Cobra Administration

CORPORATE COBRA
MANAGER

The most popular COBRA Administration
system available today! The systemautomatically pro-
duces up to 29 letters, formsanddocuments required

e by COBRA. Easy-to-use and complete.
Used by over 1300 organizations.

SINGLE EMPLOYER
VERSION AS LITTLE

$1295

OPTIONS (Add'l Cost)

+ Custom Letter Writer

MULTI-EMPLOYER
VERSION AS LOW AS
$3750.

« Custom Report Writer
« Downloading

ALL
TRAVIS SOFTWARE

PLEASE SEND MORE
SYSTEMS- 1 TRAVIS SOFTWARE CORP.

INFORMATION ON:

are tor use on IBM PC: PC/XT, 1001 S. Dairy Ashford, Suite 206 1 Houston, Texas 77077

PC/AT, Personal System 2, COMPAQi or 100% CORPORATE
compatibles, using PC-DOS or MS-DOS:i Series
2 or 1 and 512K main memory anda harddisk. No Name COBRA MANAGER
other software required. m CORPORATE
‘TM of International Business Machines Corp. Title FLEX MANAGER

"TM of COMPAQ Computer Corp.

)TM of Microsoft Corp. RETIREE PREMIUM

Company BILLING MANAGER

DISTRIBUTOR and RESELLER  <ren s
1111,10511,1101 TESTING MGR.

PLEASE |
TELEPHONE ME __

City, State, Zip

Telephone
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Hasbrouck Heights
Alpha Aviation Insurance

Agency Inc.
Hazlet

Davies & Associates
Iselin

Marsh & McLennan Cos. Inc.
Livingston

Wharton/Lyon & Lyon
Long Valley

NIA Ltd./The NIA Group
Lyndhurst

Alexander & Alexander Inc.
Manasquan

Rhulen Agency Inc.
Morristown

CPI Insurance Group Inc

ISU/Griffith-Prideaux Insurors

Marsh & McLennan Cos. Inc.
Mount Laurel

Arthur J. Gallagher & Co.
Murray Hill

Davies & Associates
New Brunswick

O'Connell & Salisbury (Poe &

Associates Inc.)

New Vernon

Bayly, Martin & Fay

International Inc.

Newark

Walter Kaye Corp. of New Jersey
NIA Ltd./The NIA Group

Paramus
Frank B. Hall & Co. Inc.
Insurance Professionals Inc.
NIA Ltd./The NIA Group
Parsippany
Corroon & Black Corp.
Frank B. Hall&Co. Inc.
Jardine Emett & Chandler Inc.

Johnson & Higgins of New Jersey Inc.

Perth Amboy
Boynton Brothers & Co.
Piscataway

Meeker Sharkey & Dileo Agency Inc.

Princeton
Glenn, Nyhan & Associates Inc.
G.R. Murray Insurance (0'Gorman &
Young Inc.)
Roseland
Marsh & McLennan Cos. Inc.
Rollins Burdick Hunter Co.

Rye
Edward F.C. McLaughlin (Meeker

Sharkey Financial Group)
Sea Girt

Meeker Sharkey & Moffitt
Agency Inc.

Short Hills

Fred S. James & Co. Inc.
Somerset

Ulrich Voorhees

Warner Associates

Somerville

Davies & Associates
Teaneck

The Lofberg Cos.
Washington

Bowers, Schumann & Welch Inc.
West Atlantic City

Bayly, Martin & Fay

International Inc.

New Mexico

Albuquerque
Alexander & Alexander [nc.
Corroon & Black Corp.
Arthur J. Gallagher & Co.
Marsh & McLennan Cos. Inc.

New York

Albany
Alexander & Alexander Inc.

Austin & Co. Inc.

Wifite U«h
Yewir St=et o

PUBIICINI®)

Marinco is the best way to go for Municipalities,
Schools, Park Districts and Water & Sewer Districts! The Public
Entity Program encompasses multi-line insurance coverages, offered and managed by
Marinco, Inc, through the Reliance Insurance Companies (A+ Best Rated).
Customize specific insurance plans with the following coverages:

* Commercial General Liability *

(Occurrence Forrm) ~
== — o> > r Lt~
* Auto Liability and Physical Damage *
* Self Insured Retention Plans for Larger Risks *

—

Public officials Liability
Excess Liability

Inland Marine
Law Enforcement Liability
School Board Legal Liability

Marinco, Inc has streamlined procedures to closely evaluate risks and effectively service
you and your public entity clients. An application packet with greater program detail
is available immertiately. Call or write for yours today:

1-800-367-7777

51&£frim@e .

Marinco, Inc P.O. Box 17800 San Antonio, Texas 78217

Available in all states gg:ept AZ, CA, FL, ID, LA, NV, NJ, OR, PA & WA

Arthur J. Gallagher & Co.

S.H. Gow & Co. Inc.

Jardine Emett & Chandler Inc.

Lawrence Agency Corp.

Marsh & McLennan Cos. Inc.
Bay Shore

John P. Tilden Ltd.
Binghamton

Couper-Ackerman-Sampson
Brewster

The Daniels Agency Inc.
Briarcliff Manor

Frank B. Hall & Co. Inc.

Buffalo
Alexander & Alexander Inc.
S.H. Gow & Co. Inc.
Fred S. James & Co. Inc.
Jardine Emett & Chandler Inc.
Lawrence Agency Corp.
Marsh & MelLennan Cos. Inc.
Carle Place
The R.M. Consulting Group Inc.
Cecd=arbhaycarst \
Jardine Emmet & Chandler Inc.
Chestertown
Stevenson Agency (Austin
& Co. Inc.)
Clifton Park
Lawrence Agency Corp.
Cortland
Lawrence Agency Corp.
East Syracuse
J. Smith Lanier & Co.
Endwell
Couper-Ackerman-Sampson
Florida
Marshall & Sterling Inc.
Garden City
Arthur J. Gallagher & Co.
Glens Falls
Lawrence Agency Corp.
Harrison
Tanenbaum-Harber Co. Inc.
Huntington
ISU/Gundermann &
Gundermann Inc.
Jericho
Frank B. Hall & Co. Inc.
Seaman Ross & Wiener Inc.
Lake Placid
Lawrence Agency Corp.
Lake Success
Blumencranz, Klepper &
Wilkins Ltd.
Liberty
Weisbord Wells Cross &
Brown (The Rhulen
Agency Inc.)
Liverpool
Arthur J. Gallagher & Co.
Long Island
Alexander & Alexander Inc.
Middletown
Marshall & Sterling Inc.
Monticello
Rhulen Agency Inc.
Nanuet
The Liebert Group
New City
NIA Ltd./The NIA Group

New Hyde Park

Corroon & Black Corp.

Marsh & McLennan Cos. Inc.
New York

Alexander & Alexander Services Inc.

Amalgamated Programs Corp.

B.R.l. Coverage Corp.

Corroon & Black Corp.

Frank Crystal & Co. Inc.

Financial Guardian Group Inc.

Frenkel & Co. Inc.

Arthur J. Gallagher & Co.

Frank B. Hall & Co. Inc.

Haas & Wilkerson Inc.

Joseph Held Co. Inc.

Fred S. James & Co. Inc.

Jardine Emett & Chandler Inc.

Walter Kaye Associates Inc.

The Kornreich Organization

Lawrence Agency Corp.

MLW Services Inc.

Marsh & McLennan Cos. Inc.

Meadowbrook Inc.

H & R Phillips Inc.

Republic Hogg Robmson Inc.

Riehle Agencies

Roanoke Agency Inc.

Rollins Burdick Hunter Co.

The Sklover Organization

DeWitt Stern, Gutmann & Co. Inc.

Tanenbaum-Harber Co. Inc.

John P. Tilden Ltd.
Newburgh

Marshall & Stering Inc.
Ogdensburg

Arthur J. Gallagher & Co.
Pawling

The Daniels Agency Inc.
Port Washington

Charles E. Hyde Agency Inc.
Poughkeepsie

The Daniels Agency Inc.

Marsh & McLennan Cos. Inc.

Marshall & Sterling Inc.
Rochester

Alexander & Alexander Inc.

Arthur J. Gallagher & Co.

S.H. Gow & Co. Inc.

Fred S. James & Co. Inc.

Lawrence Agency Corp.

Marsh & McLennan Cos. Inc.

Robinson-Conner of New York Inc.

Rye
Edward F.C. McLaughlin (Meeker
Sharkey Financial Group Inc.)
Schenectady
Jardine Emett & Chandler Inc.
Lawrence Agency Corp.
Seaford
National Coverage Corp.
Sloatsburg
NIA Ltd./The NIA Group

Smithtown
ISU/Gundermann &
Gundermann Inc.
Spring Valley
Arthur J. Gallagher & Co.
Syosset
ISU/Bradley & Parker
Syracuse
Alexander & Alexander Inc.
S.H. Gow & Co. Inc.
Jardine Emett & Chandler Inc.
Lawrence Agency Corp.
Marsh & MelLennan Cos. Inc.
Troy

Lawrence Agency Corp.
Utica

Alexander & Alexander Inc.
Valley Stream

Hallman & Lorber Associates Inc.

(Riehle Agencies)

Wappingers Falls

Marshall & Sterling Inc.
Westbury

Alliance Brokerage Corp.

The Sklover Organization
White Plains

Arthur J. Gallagher & Co.

Frank B. Hall & Co. Inc.

Knox, Lent & Tucker Inc.
(Riehle Agencies)

North Carolina

Andrews
Sullivan Co. Inc.
Asheville
Robinson-Conner of North
Carolina Inc.
Burlington
Republic Hogg Robinson Inc.
Chapel Hill
Collier Cobb & Associates Inc.
Charlotte
Alexander & Alexander Inc.
Collier Cobb & Associates Inc.
Corroon & Black Corp.
Fred S. James & Co. Inc.
Johnson & Higgins Carolinas Inc.
Marsh & McLennan Cos. Inc.
Poe & Associates
Goldsboro
Hilb, Rogal & Hamilton Co.
Greensboro
Lawrence Agency Corp.
Robinson-Conner of North
Carolina Inc.
Hayesville
Sullivan Co. Inc.
Hickory
ISU/Cline Southern Insurance Inc.
Iknoir
ISU/Clime Southern Insurance Inc.
Murphy
Sullivan Co. Inc.
Newton
ISU/Cline Southern Insurance Inc.
Raleigh
Fred S. James & Co. Inc.
Marsh & McLennan Cos. Inc.
Robmson-Conner of North
Carolina Inc.
Robbinsville
Sullivan Co. Inc.
Sylva
Sullivan Co. Inc.
Willlesboro
Poe & Associates Inc.
Winston-Salem
Alexander & Alexander Inc.
Rollins Burdick Hunter Co.

North Dakota

Fargo
FBS Insurance Rust Agency
Grand Forks
First Insurance Grand Forks (FBS
Insurance)
Jamestown
First Insurance Jamestown (FBS
Insurance)
Minot
First Insurance Minot (FBS
Insurance)

Ohio

Akron
James R. Davis & Associates
(The MeElroy-Minister Co.)
Frank B. Hall & Co. Inc.
Beachwood
Alexander & Alexander Inc.
Cincinnati
Alexander & Alexander Inc.
James R. Davis & Associates
(The McElroy-Minister Co.)
Johnson & Higgins of Ohio Inc.
Continued on net page
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3ontinued from previous page Erie Newtown Robinson-Conner Inc. Wyomissing

Marsh & McLennan Cos. Inc.
Frederick Rauh & Co. (ABI
Management Inc.)
Thomas E. Wood Inc.
Jleveland
Alexander & Alexander Inc.
Brooks & Stafford Co.

Arthur A. Gallagher & Co.
Garson-Blau Inc. (Republic Hogg
Robinson Inc.)
Frank B. Hall & Co. Inc.
Johnson & Higgins of Ohio Inc.
Marsh & McLennan Cos. Inc.
McDonough Caperton
Insurance Group
Roanoke Agency Inc.
Robinson-Conner of Ohio Inc.
Rollins Burdick Hunter Co.
Variable Protection
Administrators Inc.
Dolumbus

Alexander & Alexander Inc.

Arthur J. Gallagher & Co.

Johnson, Kendall & Johnson Inc.
~

Insurance Management Co.
Robinson-Conner Inc.

Feasterville

Heritage Insurance Services Inc.

Paul Hertel & Co. Inc.

Greensburg
Arthur J. Gallagher & Co.
Harrisburg
Alexander & Alexander Inc.
Arthur J. Gallagher & Co.
The Gleason Agency Inc.

Insurance Inc. (The Loomis Cos. Ltd.)

Fred S. James & Co. Inc.

Lawrence Agency Corp.

Hershey

Rollins Burdick Hunter Co.
Johnstown

The Gleason Agency Inc.
King of Prussia

Paige-Ruane Inc.

Philadelphia
Alexander & Alexander Inc.
Biddle & Co.
The Graham Co.
Haas & Wilkerson Inc.
Frank B. Hall&Co. Inc.
Paul Hertel & Co. Inc.
The Hirshorn Co.
Fred S. James & Co. Inc.

Jardine Emett & Chandler Inc.

Johnson & Higgins

of Pennsylvania Inc.
Marsh & MelLennan Cos. Inc.

Rollins Burdick Hunter Co.

Pittsburgh
Alexander & Alexander Inc.

John G. Beck Agency (Collier Cobb

& Associates Inc.)

The Gleason Agency Inc.

Hilb, Rogal & Hamilton Co.
Plymouth Meeting

Clair Insurance Agency Inc.

Radnor
Biddle & Co.
Glenn, Nyhan & Associates Inc.
Roxborough
Paul Hertel & Co. Inc.
Rydal
Palley Simon Associates
Saint Davids
The Simkiss Cos.

Scranton

Arthur J. Gallagher & Co.

Spring House

ISU/Smith, Eyre & Ashmead Inc.
Wayne

Biddle & Co.

Williamsport

Fred S. James & Co. Inc.
The Loomis Cos. Ltd.

Rhode Island

Cranston

Arthur J. Gallagher & Co.
Walter Kaye Corp. of Rhode Island

East Greenwich

Arthur J. Gallagher & Co.

Providence

Alexander & Alexander Inc.
Frank B. Hall&Co. Inc.

South Carolina

Charleston

Heyward & O'Neill (Palmer &

Frank B. Hall & Co. Inc.
Fred S. James & Co. Inc.

Lancaster Fred S. James & Co. Inc. Cay/Carswell Inc.)

Berwanger Overmyer Associates Columbia

Corroon & Black Corp.

Arthur J. Gallagher & Co.

Johnson & Higgins of Ohio Inc.

Marsh & MelLennan Cos. Inc.

The McElroy-Minister Co.
Dayton

Hilb, Rogal & Hamilton Co.

The McEIroy-Minister Co.
Dublin

Loomis Insurance Agency Corp. Willow Grove

Johnson & Higgins Robmson-Conner Inc. Corroon & Black Corp.
Fred S. James & Co. Inc.

Marsh & McLennan Cos. Inc.

Leavittown of Pennsylvania Inc.

Marsh & McLennan Cos. Inc.

Rhulen Agency Inc.

Meehanicsburg McDonough Caperton Wynnewood Sullivan Co. Inc.

Robinson-Conner Inc. Insurance Group Republic Hogg Robinson Inc. Continued on next page

Frank B. Hall & Co. Inc.
Grove City

Rhulen Agency Inc.
Middleburg Heights

Kelter-Thorner Insurance

With the rightpartner,
you'll have smooth sailing.

Arthur J. Gallagher & Co.
Hylant MaclLean
Fred S. James & Co. Inc.

Warren

Lawrence Agency Corp.
West Chester

Arthur J. Gallagher & Co.
Youngstown
Arthur J. Gallagher & Co.

hristopher

1 Columbus
and Queen Isabella
proved that a good

Agency Inc. partnership is the
Edmond best way to test

North American Insurance

Oklahoma

Chandler

LaGere & Walkingstick Insurance

the waters.
Agency Inc.
Oklahoma City
Fred S. James & Co. Inc.
North American Insurance
Agency Inc.
Marsh & McLennan Cos. Inc.
Sallisaw
BHC of Oklahoma Inc.
(Brown-Hiller-Clark & Associates)
Tahlequah
BHC of Oklahoma Inc.
(Brown-Hiller-Clark & Associates)
Tulsa
Alexander & Alexander Inc.
Bayly, Martin & Fay
International Inc.
Arthur J. Gallagher & Co. | e
Frank B. Hall & Co. Inc.
Fred S. James & Co. Inc.
Johnson & Higgins of Oklahoma Inc. [} | |
Marsh & McLennan Cos. Inc.
North American Insurance

Agency Inc.

Oregon
Eugene
Corroon & Black Corp.
Medford

Fred S. James & Co. Inc.
Portland

Alexander & Alexander Inc.

Corroon & Black Corp.

Arthur J. Gallagher & Co.

Frank B. Hall & Co. Inc.

Fred S. James & Co. Inc.

Jardme Emett & Chandler Inc.

Johnson & Higgins of Oregon Inc.
Marsh & McLennan Cos. Inc.

s
L} n ’
Rollins Burdick Hunter Co.

Salem
Fred S. James & Co. Inc.

Introducing Partners Plus.

We'll help you discover the

potential of Group Long Term Partners Plus provides you with

Disability. everything you need. From a tailor-
With Partners Plus from Employers ~ made policy, to administrative

Reinsurance, you can quickly tap software, to claims service.

into the booming GLTD market.

we don't compete with you in the
marketplace.
Best of all, Partners Plus offers you
ultimate ownership of the business.
For more information, call toll-
free 1-800-255-6931. We're the

Without investing a lot of money.

Pennsylvania Or assuming a lot of risk.

Allentown

Arthur J. Gallagher & Co.
Altoona

The Gleason Agency Inc.
Bethelehem

Bowers, Schumann & Welch Inc.

Fred S. James & Co. Inc.

And unlike many companies, partner you've been looking for.

Camp Hill
A.T. Galasso Agency (Boynton

Brothers & Co.)
Marsh & MelLennan Cos. Inc.

-* Employers Reinsurance Corporation
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Spotlight report

Continued from previous page
Greenville

Alexander & Alexander Inc.
Corroon & Black Corp.
Arthur J. Gallagher & Co.

Marsh & McLennan Cos. Inc.
Robinson-Conner of South

Carolina Inc.

Tennessee

Athens

Athens Insurance Co.
Chattanooga

Alexander & Alexander Inc.

Corroon & Black Corp.
Hendersonville

Newman, Hayes & Dixon

(Robinson-Conner Inc.)

Knoxville

Corroon & Black Corp.

Fred S. James & Co. Inc.

Marsh & MelLennan Cos. Inc.
Memphis

Arthur J. Gallagher & Co.

Fred S. James & Co. Inc.

Marsh & McLennan Cos. Inc.
Murfreesboro

Rhulen Agency Inc.
Nashville

Alexander & Alexander Inc.

Corroon & Black Corp.

Arthur J. Gallagher & Co.

Johnson & Higgins of Tennessee Inc.

Fred S. James & Co. Inc.
Marsh & MelLennan Cos. Inc.

Texas

Austin

Alexander & Alexander Inc.

Johnson & Higgins of Texas Inc.

Timberline Insurance Services Inc.
John D. Williams Inc.

Amarillo

Marsh & MelLennan Cos. Inc.

Belton

Anco Corp.

Bryan
Anco Corp.

Corpus Christi
Arthur J. Gallagher & Co.
National Insurance Agency
Shelton Insurance Agency Inc.

Dallas

Alexander & Alexander Inc.

Bayly, Martin & Fay
International Inc.

Collier Cobb & Associates Inc.

Corroon & Black Corp.

Crawford & Mitchell (Hilb, Rogal
& Hamilton Co.)

Arthur J. Gallagher & Co.

Frank B. Hall & Co. Inc.

Hilb, Rogal & Hamilton Co.

Fred S. James & Co. Inc.

Jardine Emett & Chandler Inc.

Johnson & Higgins of Texas Inc.

North American Insurance
Agency Inc.

Marsh & McLennan Cos. Inc.

Producers Exchange Inc.
Rollins Burdick Hunter Co.

El Paso
Rogers & Belding Insurance
Agency Inc.
Republic Hogg Robinson Inc.

Transportation Insurance Managers
John D. Williams Co.

Fort Worth

Alexander & Alexander Inc.
Bayly, Martin & Fay

International Inc.

Marsh & MelLennan Cos. Inc.

Houston
Alexander & Alexander Inc.
Anco Corp.
The Beck Co.
Bynum Insurance Inc.
Collier Cobb & Associates Inc.
Corroon & Black Corp.
Frank Crystal & Co. Inc.

Financial Guardian Group Inc.
Frank B. Hall & Co. Inc. -

Fred S. James & Co. Inc.
Jardine Emett & Chandler Inc.
Johnson & Higgins of Texas Inc.
Lockton-Rauch Inc.
i Marsh & McLennan Cos. Inc.
Poe & Associates Inc.
Roanoke Agency Inc.
Rollins Burdick Hunter Co.
Wisenberg Insurance & Risk
Management
John L. Wortham & Son
Lubbock
Republic Hogg Robinson Inc.
McAllen
Alexander & Alexander Inc.
Midland
Alexander & Alexander Inc.
San Antonio
Alexander & Alexander Inc.
Arthur J. Gallagher & Co-
Frank B. Hall & Co. Inc.
Marsh & MelLennan Cos. Inc.
Rollins Burdick Hunter Co.
Timberline Insurance Services Inc.
Wisenberg Insurance & Risk
Management
Waco
Fitzhugh & Co. Insurance Agency
Weslaco

Alexander & Alexander Inc.

Utah

Brigham City
Leavitt Group of Northern Utah

WE CAN
MEET

THE

NEED

The current turmoil in the

insurance industry

is particularly severe for those in need of
Professional Liability Insurance.

Specializing in professional liability insurance programs designed for groups, companies,
organizations and associations with a minimum premium of $2,000,000,
PRMS offers unique solutions, innovative programs and professional expertise.

1044 By Staab e <Sike4166 Weshingion: D6-20060

[E:El

(202) 682-3800

Cedar City
Dixie Leavitt Agency (The Leavitt
Group)
The Leavitt Group
Coalville
Blonquist-Leavitt (The Leavitt
Group)
Delta
Manis-Leavitt (The Leavitt Group)
Heber City
Leavitt Group of Heber City
Hurricane
Bringhurst-Leavitt (The Leavitt
Group)
Kanab
The Leavitt Group of Kane County
Nephi
Nebo-Leavitt (The Leavitt Group)
Orem
Bowen-Leavitt (The Leavitt Group)
Wilkinson/Bowen-Leavitt (The
Leavitt Group)
Provo
Taylor/Bowen-Leavitt (The Leavitt
Group)
Richfield
Okerlund-Leavitt (The Leavitt
Group)
Saint George
Leavitt Group of Saint George
Salina
Briggs-Leavitt (The Leavitt Group)
Salt Lake City
Bayly, Martin & Fay
INntermationmnal Inc. -
Corroon & Black Corp.
Johnson & Higgins of Utah Inc.
Kendall Insurance Inc.
Leavitt Group of Salt Lake
Fred A. Moreton & Co.
The Talbert Corp.
Spanish Fork
Leavitt Group of Spanish Fork

Vermont

Burlington

Arthur J. Gallagher & Co.
Frank B. Hall & Co. Inc.

Marsh & McLennan Cos. Inc.

Pomerleau Agency Inc.

Smith, Bell & Thompson Inc.
Brattleboro

Kinney, Pike, Bell & Connor Inc.
Essex Junction

Kinney, Pike, Bell & Conner Inc.
Hartford

Kinney, Pike, Bell & Conner Inc.
Poultney

Kinney, Pike, Bell & Conner Inc.
Rutland

Kinney, Pike, Bell & Conner Inc.
South Burlington

Hackett, Valine & MacDonald Inc.

Virginia

Alexandria

Republic Hogs: Robinson Inc.
Annandale

Rhulen Agency Inc.
Blacksburg

Frank B. Hall & Co. Inc.
Charlottesville

Hilb, Rogal &Hamilton Co.
Chesapeake

Hilb, Rogal & Hamilton Co.
Fredericksburg

Hilb, Rogal & Hamilton Co.

Herndon
Rollins Burdick Hunter Co.
Newport News
Henderson & Phillips Peninsula

(Seaboard Financial Group)
Norfolk

Marsh & McLennan Cos. Inc.

Seaboard Financial Group
Portsmouth

Commercial Insurance Agency

(Seaboard Financial Group)
Richmond

Alexander & Alexander Inc.
Arthur J. Gallagher & Co.
Frank B. Hall & Co. Inc.
Hilb, Rogal & Hamilton Co.

Johnson & Higgins of Virginia Inc.
Marsh & McLennan Cos. Inc.

Self Insurance Services &
Miller-Carneal (Seaboard

Financial Group)
Roanoke

Frank B. Hall & Co. Inc.
Johnson & Higgins of Virginia Inc.
McDonough Caperton

Insurance Group

Virginia Beach

ISU/Pembroke Insurance Agency Inc.

Washington

Bellevue
Fred S. James & Co. Inc.

Seattle
Alexander & Alexander Inc.
Bayly, Martm & Fay

International Inc.
Corroon & Black Corp.
Arthur J. Gallagher & Co.
Frank B. Hall & Co. Inc.
Fred S. James & Co. Inc.
Johnson & Higgins of
Washington Inc.
Marsh & MelLennan Cos. Inc.
Rollins Burdick Hunter Co.

Spokane
Fred S. James & Co. Inc.
May-Davis Inc.

Tacoma
Fred S. James & Co. Inc.

Yakima
Fred S. James & Co. Inc.

West Virginia

Beckley
McDonough Caperton
Insurance Group
Charleston
Johnson & Higgins of West
Virginia Inc.
McDonough Caperton
Insurance Group
Fairmont
McDonough Caperton
Insurance Group
Huntington
McDonough Caperton Insurance
Group/Staats-Mcintosh
Parkersburg
McDonough Caperton
Insurance Group
Wheeling
McDonough Caperton
Insurance Group

Wisconsin

Appleton

Laub Group Inc.

Marsh & MelLennan Cos. Inc.
Green Bay

Alexander & Alexander Inc.
Kenosha

Laub Group Inc.
LaCrosse

The Klem Insurance Group
Madison
Arthur J. Gallagher & Co.

Laub Group Inc.
Menomonee

TCA Insurance Services
Milwaukee

Alexander & Alexander Inc.

Corroon & Black Corp.

FitzGerald, Clayton, James

& Kasten Inc.

Arthur J. Gallagher & Co.

Frank B. Hall & Co. Inc.

Laub Group Inc.

Marsh & MelLennan Cos. Inc.

Robertson-Ryan & Associates Inc.

Rollins Burdick Hunter Co.
Onalaska

The Klein Insurance Group
Racine

Laub Group Inc.

Wausau

Laub Group Inc.

Wyoming

Casper

The Talbert Corp.

Van Guilder Insurance Corp.
Cheyenne

Frank B. Hall & Co. Inc.

Ed Murray & Sons (Robinson-

Conner Inc.)

Worland

FBS Insurance Wyoming-
Hoiness LaBar

Puerto Rico

San Juan
Alexander & Alexander Inc.
Fred S. James & Co. Inc.
Marsh & McLennan Cos. Inc.
Santurce

Saldana & Associates Inc.

U.S. Virgin Islands

St. Croix
Antilles Insurance Inc. (Alliance
Brokerage Corp.)
Marshall & Sterling Inc.
St. Thomas
Antilles Insurance Inc. (Alliance
Brokerage Corp.)
Theodore Tunick & Co. (Marshall &
Sterling Inc.)



Sedgwick edges into No. 2 worldwide

2 worldwide

Sedgwick Group P.L.C.

Sedgwick House, The Sedgwick
Centre, London E18DX, England;
01 -377-3456

Lloyd's of London broker Sedg-
wick Group P.L.C., aided by favor-
able exchange rates, moved ahead
one spot to take second place in the
Business Insurance ranking of the
world's largest insurance broker-
ages.

Sedgwick, with 1987 revenues of
$1.22 billion, narrowly pushed
Alexander & Alexander Services
Inc., with revenues of $1.18 billion,
into third place.

And, it edged into second place
despite slower revenue growth for
the second consecutive year.

Sedgwick, suffering the effects
of the softening property/casualty
insurance market, increased reve-
nues only 1.2% in 1987 to 650.9
million pounds from 640.4 million
pounds in 1986, when Sedgwiek
included only two months of re-
sults from its 1986 acquiisition of
The Crump Cos. Inc. in its results.

Most of Crump's operations were
merged into Sedgwick subsidiary
Fred S. James & Co. Inc., the
fourth-largest U.S. broker.

Sedgwick revenues had in-
creased 10.1% in 1986 from 581.5
million pounds in 1985, which was
a 27.5% increase from 456 million
poundsin 1984.

In dollar terms, according to
Sedgwick's annual report, reve-
nues last year jumped 29% to $1.22
billion from $947.8 million in 1986,
when only two months of Crump
results are included in Sedgwick's

results.

But when the full 12 months of
Crump's results are included in
1986 revenues, Sedgwick's reve-
nues increased only 1 6% in 1987
from $1.05 billion in 1986.

INn addition to the lackluster rev-
enue growth, Sedgwick's pretax
profits plunged 25% last year to
101.1 million pounds ($190.1 mil-
lion) from 135.5 million pounds
($200.5 million) in 1986.

The drop in profits in part was
due to a 9% increase in expenses to
547 .2 million pounds ($1.03 billion)
from 504.1 million pounds ($746.1
million) in 1986.

To cut expenses, Sedgwick
Group vacated two buildings in
London, moved more of its em-
ployees to offices outside London,
reduced total staff by about 5%
through attrition and reduced
some executive perks.

The reduction of expenses cou-
pled with early receipt of broker
commissions in the first quarter
boosted Sedgwick's first-quarter
1988 results to a higher level than
stock analysts had predicted.

However, pretax profits in the
first quarter still fell 1 7.9% to 43.9
million pounds ($83 million) from
53.5 million pounds ($86.1 million)
as of March 31, 1987.

Revenues dropped 11.5% in the
first quarter of 1988 to 170.6 mil-
lion pounds ($322.4 million) from
192.7 million pounds ($310.2 mil-
lion) during the first quarter of
1987.

While David Rowland, Sedg-
wick's new chief executive, warned
that Sedgwick may not produce the
same kind of performance
throughout the rest of the year,
stock analysts have more faith in
the brokerage.

"The first-quarter profit encour-
ages us in our belief that, absent of
a further significant deterioration
in the value of the U.S. dollar, the
group could achieve pretax profits

of around 75 million pounds
($136.2 million) this year," said a
spokesman with London stockbro-
ker Kitcat & Aitken.

"To achieve this will require the
group to continue with its delicate
juggling act of obtaining new busi-
ness growth while containing ex-
penses as far as is commercially re-
al.stic," the spokesman said.

Mr. Rowland, the former chair-
man of Lloyd's broker Stewart
Wrightson P.L.C. and a member of
:he council of Lloyd:s of London,

3 oined Sedgwick in March after re-
signing as vice chairman of Willis
Faber P.L C. (Bl, March 14).

Mr. Rowland, who helped or-
chestrate Willis Faber's acquisi-
tion of Stewart -Wrightson, had
been on track to become Willis
Faber's chairman when David
Palmer retires in October. How-
ever, he was overlooked this spring
by the Willis Faber board infavor
cf Roger Elliott, deputy chairman
of Willis Faber (see story, page
125).

Mr. Rowland would not comment
on his relationship with Willis
Faber except to say, "l left Willis
Faber with as much good grace as
possible."

"Our relationship with Willis
Faber continues to be excel-
lent. . .and we still work extremely
closely"” on market matters, added
Sedgwick Chairman Carel Mossel-

Mr. Rowland is expected to be-
come Sedgwick's chairman when
Mr. Mosselmans retires next year.

e.. 80

But, "nobody has asked me yet,"
Mr. Rowland said, adding that
Sedgwick's board cannot decide
now what will transpire next year.

Sedgwick though already is get-
ting to know Mr. Rowl and, who
has visited all of the company's de-
partments.

In addition, he called a meeting
of more than 200 Sedgwick execu-
tives to talk about himself and his
plans. And, he has dined nearly
every day in the staff cafeteria,

Continued on nert page
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Continued from previous page
getting to know Sedgwick workers.

Mr. Rowland says he plans b in-
crease Sedgwick s production by
pulling together the "huge muscle™'
and the ideas of the "bright peo-
ple" at Sedgwick to form a cole-
sive strategy for the future.

"Nobody has yet fully learned
how to run a worldwide financial
services business employing the
numbers of people that we employ.
| don't mean to imply that we do it
badly. We do it well. But facins it
head on, the prizes are there Scr
those that do learn really well," he
said.

"We need to increase the aware-
ness (of our employees) to teriie
the maximum benefit from our
various groups-so they work as or.e
team. We need o draw them to-
gether more effectively,"” Mr. Mos-
selmans said.

"l am delighted in the way that
David Rowland has joined :he
team and the way in which the
team has responded to him," Mr.
Mosselmans added.

Sedgwick, which employs more
than 14,000 people in 64 countries,
currently is divided into three dis-
tinct divisions.

One of the divisions is the James
Group, headed by James Chairman
and Chief Executive Richard M.
Page, who is also deputy chairman
of Sedgwick Group.

The James Group includes
wholesale and retail brokerage
units in North America, ircluding
Fred S. James; Crump E&S Group,
a surplus lines brokerage; and
Sedgwick Thomenson Inc, Sedg-
wick's Canadian unit.

Sedgwick's growth since 1385,

when it was the sixth-ranked

world broker, has been attributed
primarily to acquisitions in the
United States, where it determined
that it needed a presence after its
attempt to merge with Alexander
& Alexander Services Inc. failed in
1982.

Following that failed merger,
Sedgwick purchased four U.S. bro-
kers for a total of nearly $1 billion,
including James in September 1985
and Crump in September 1986 (Bl,
April 8,1935; Sept. 1,1986)

Sedgwick acquired James from
Transamerica Corp. in a transac-
tion valued at 8640 mill:on. As part
of the deal, Transamerica obtained
a 39% equity interest in Sedgwick
and agreed no: to acquire any more
Sedgwick stock ur__til the end of
1989.

Although :here have been rumors
that Transamerica is disenchanted
with the perfcrmance of Sedgwick,
Mr. Rowland, who recently visited
Transameric:'s San Francisco
headquarters, says: "We see Tran-
samerica as partners in our busi-
ness. It is one shar€hc.lder among
others, and :hey (Transamerica)
wish to make a success of that
business. | am sure (the relation-
ship) will go ahead.”

The James Group now accounts
for the largest portion of Sedg-
wick:s revenues.

According to Sedgwick's 1987
annual report, James' revenues
comprise 43% of Seigwick:s over-
all revenues. Revenues attributed
to the James Group increased
13.3% to 278 million pounds
($455.9 million) in 1987 from 245.3
million pounds ($363 million) in
1986.

That figure does not include
$22.8 million of investment income
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produced by the James Grcup's op-
erations.

In converting the results of its
U.S. operations to pounds, Sedg-
wick used an average exchange
rate of $1.64.

"The interesting thing about
North America is that operations
are going exceedingly well," Mr.
Page said at the Sedgwick offices
late last month. "We have new
business. But with the softening
of rates in the U.S., there are not
the profits that we would like there
to be.”

Mr. Rowland said: "Given that
North America is so dominant a
market in the world, it is incon-
ceivable not to have a very sub-
stantial operation in that market.
And given that 50% of worldwide
revenue is derived from North
America, the revenues from James
are not out of proportion to the
revenues of the world.

"Obviously, our fortunes will
wax and wane depending on the
conditions of the market, rates and
the pound/dollar situation, but we
are very obviously long-term play-
ers" in the United States, Mr.
Rowland said.

Before joining Sedgwick, Mr.
Rowland never had worked for a
London brokerage that had a
strong retail presence in the United
States, although Stewart Wright-
son owned U.S. excess/surplus
lines brokerage Stewart Smith
Holdings Inc.

"I'm absolutely delighted at long
last after 32 years of struggle to
find myself part of a group that
really does have a big presence in
the U.S.," he said.

And, none of the company's ex-
ecutives will deny that one day
Seigwick might be headquartered
in the United States.

"We try very hard indeed to give
our holding companies the feeling
that we are worldwide operators.
However, at present, we are a
U.K.-based company, and that is
the best method in operating,"” Mr.
Rowland said.

The second main Sedgwick divi-
sion is Sedgwick Ltd., which in-
cludes Sedgwick's Lloyd's of Lon-

don brokerage subsidiaries.

London-based Sedgwick Ltd. is
headed by Chairman and Chief Ex-
ecutive Niven Duncan, who also
holds the title of vice chairman of
Sedgwick Group.

Sedgwick Ltd. is the largest bro-
kerage based in London, with 1987
revenues of 218 million pounds
($409.8 million), a slight increase
from 217 million pounds ($321.2
million) in 1986. The next-largest
London brokerage, Willis Faber
P.L.C., produced 1987 revenues of
198.6 million pounds ($373.4 mil-
lion).

Sedgwick Ltd. contributes 33%
of the overall company's revenues.
The division, which has operations
in some 60 nations worldwide, is
also the largest contributor to cor-
porate profits.

In fact, it is so large-encom-
passing retail, wholesale and spe-
cialist operations-that Mr. Row-
land said some of the companies in
Sedgwick Ltd. may "be given a life
of their own" outside the Sedgwick
Ltd. banner.

Overall, Sedgwick Ltd. faced a
difficult business environment in
1987 because of "reductions in rat-
ing levels, increased market com-
petition, pressure on terms of
trade, exchange rate volatility and
reduced activity in the energy in-
dustry,”
pany's annual report.

The three companies within the
marine and aviation. group of
Sedgwick Ltd. were hurt by de-
clining market rates, said the re-
port.

Sedgwick Special Risks Group-
which includes Sedgwick Asso-
ciated Risks Ltd., Sedgwick Inter-
national Ltd. and Sedgwick Off-
shore Resources Ltd., which

according to the com-

continues to be one of Sedgwick's
major strengths in the London
market-produced about the same
amount of revenue in 1987 as it
had the previous year.

Sedgwick Associated Risks deve-
loped new specialist and product
lines, including financial guaran-
tees, general credit enhancement
and, in particular, mortgage pool
indemnity coverages.

Another unit of Sedgwick Ltd. is
Price Forbes Ltd., which is the
London wholesale broker for
North American primary and ex-
cess insurance risks. Much of
James' business that comes to
Sedgwick in London is handled by
Price Forbes.

In addition, Price Forbes places
business for other U.S. brokers.

The annual report said Price
Forbes "was particularly affected
by fluctuations in the dollar/ster-
ling exchange rate."

Sedgwick Ltd.'s retail operations
span the globe, employing a total
of 3,500 people in offices in the
United Kingdom, Europe, Austra-
lia and the Far East.

Looking at 1992, when insurance
brokers will be free to place large
corporate Asks across European
borders, Mr. Rowland said: "We do
genuinely feel that we are the best-
placed in Europe," with about 50
million pounds ($91 million at cur-
rent exchange rates) in revenue al-
ready generated from Europe out-
side London.

The retail operations in conti-
nental Europe were enhanced last
year by the formation of a new
company in partnership with
Merck, Finck & Co. in West Ger-
many. The company, called Sedg-
wick Merck Finck & Co. GmbH, in
July completed its first acquisi-
tion: retaill broker Interassekuranz
Sitt Overlck & Co. GmbH in Co-
logne, West Germany.

Sedgwick also will open a new
office on the outskirts of Paris
during 1988. European operations
are headed by manager John
Newall in Paris.

The third division is E.W. Payne
Cos. Ltd., which includes Sedg-
wick's reinsurance brokerage sub-
sidiaries worldwide, including
Sullivan Payne Co. in the United
States.

E.W. Payne employs 1,600 people
in 13 offices around the world in-
cluding the United States and is
headed by Chairman and Chief Ex-
ecutive James M. Payne, a vice
chairman of Sedgwick Group.

The reinsurance broker estimates
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it expects to process more than 250
million pounds ($470 million) in
reinsurance claims from ceding
companies in connection with the
hurricane-force winds that struck
Southeast England last October.

E.W. Payne is the group's wea-
kest division, with 1987 revenues
dropping 17.9% to 87 million
pounds ($163.6 million) from 106
million pounds ($156.9 million) in
1986.

E.W. Payne contributes 13% of
Sedgwick Group's overall reve-

The Sedgwick Group's annual
report blames the drop in E.W.
Payne revenues mainly on the re-
duction of original premiums
ceded to reinsurers, insufficient
capacity and the weak dollar.

The reinsurance business cur-
rently "is in the course of the big-
gest change in my working life,"
Mr. Rowland explained, adding
that ceding companies are seeking
new products and services and are
demanding increased security.

As a result, Sedgwick must ana-
lyze how best to organize the
1,600 people at E.W. Payne, he
said.

"Of course there will always be
changes at Payne, but | see no rev-
olution at Payne," Mr. Rowland

added.

Sedgwick's reinsurance bro-
kerage unit has had its share of
problems in the last few years,
however.

Troubles began for E.W. Payne
on July 1, 1986, when former James
subsidiary John F. Sullivan Co.
merged with E.W. Payne Inc. in the
United States to form Sullivan
Payne.

James J. Meenaghan, Sullivan's
president and chief executives offi-
cer of 16 months and the former
president of Fireman's Fund Insur-
ance Cos., resigned and joined The
Home Insurance Co. as president.
Roger D. Espe, formerly executive
vp of Sullivan and president of
E.W. Payne Inc. in Des Moines,
lowa, was named president of Sul-
livan.

Then, on July 31, 1986, Sullivan
Chairman W.E. Taylor retired sev-
eral months earlier than the com-
pany had planned. In October
1986, Mr. Taylor formed a new re-
insurance brokerage, Taylor Rein-
surance Intermediaries Inc. in
Seattle.

To stop Sullivan Payne business
from flowing to Taylor Reinsur-
ance, Sullivan Payne received a
preliminary injunction from King
County Superior Court in Wash-
ington enforcing a 1972 employ-

Largest foreign brokers

Profiles of the foreign-based brokerages that are listed in Busi-
ness Insurance's ranking of the world's Top 20 brokers begin on

page 123.

Bl ranks the world's largest brokerages according to gross reve-
nues. Revenues of brokerages whose business is conducted pri-
marily in non-U.S. currencies are converted into U.S. dollars based
on the exchange rate at the end of those brokers' fiscal years.

Profiles of the U.S. companies included among the world's Top 20
appear on preceding pages. The U.S. brokers and the pages on

which their profiles appear are:

» Marsh & McLennan Cos. Inc., page 16.
« Alexander & Alexander Services Inc., page 21.

- Johnson & Higgins, page 26.

+ Corroon & Black C6rp., page 34.

* Frank B. Hall & Co. Inc., page 38.

* Rollins Burdick Hunter Co., page 44.

* Arthur J. Gallagher & Co., page 48.

- Bayly, Martin & Fay International Inc., page 56.

In addition, three of the foreign-based brokers that are among
the Top 20 world brokers have U.S. affiliates that Bl has ranked
among the 20 largest U.S. brokers: Fred S. James & Co. Inc., an
affiliate of Sedgwick Group P.L.C.. is profiled on page 30; Jardine
Emett & Chandler Inc., an affiliate of Jardine Insurance Brokers
Group, is profiled on page 52; and Republic Hogg Robinson Inc.,
which is owned by Lloyd's of London broker Hogg Robinson &
Gardner Mountain P.L.C., is profiled on page 58.

Top 20 world brokers

Company

1. Marsh & McLennan (U.S.)

2. Sedgwick Group (U.K.)

3. Alexander & Alexander (U.S.)

4. Johnson & Higgins (U.S.)2

5. Corroon & Black (U.S.)

6. Frank B. Hall (U.S.)

7. Willis Faber (U.K.)

8. Minet Holdings (U.K.)

9. Rollins Burdick Hunter (U.S.)
10. Jardine Insurance Brokers (U.K.)
11. C.E. Heath (U.K.)

12. Bain Clarkson (U.K.)

13. Hogg Robinson (U.K.)

14. Arthur J. Gallagher (U.S.)

15. Faugere & Jutheau (France)

16. Jauch & Hubener (W. Germany)2
17. Hudig-Langeveldt (Netherlands)
18. Gras Savoye (France)

19. Sodarcan (Canada)

20. Bayly, Martin & Fay (U.S.)

Revenues (in millions)

1987 1986

$2,178.0 $1,830.0
1,223.71 1,053.71
1,180.0 1,140.0
690.4 647.6
392.2 370.6
386.0 390.9
373.4' 251.21
235.91 180.4,
223.5 170.0
207.0' 163.81
168.4" 159.6"
164.7" 118.81
162.2" 129.1"
134.7 121.3
111.34 86.84
106.25 82.F
87.0f 69.36
82.14 60.64
82.17 64.4'
79.4 92.7

' British pound=$1.88 (Dec. 31, 1987), $1.48 (Dec. 31. 1986)

2 m estimate

3 Fiscal year ends March 31, British pound=$1.89(1987).1.61(1986)

4 French franc=19 cents (Dec. 31, 1987); 15 cents (Dec. 31, 1986)

W. German deutsche mark=64 cents (Dec. 31, 1987); 52 cents (Dec. 31, 1986)
Dutch guilder=56 cents (Dec. 31,1987); 46 cents (Dec. 31.1986)

7 Canadian dollar=78 cents (Dec. 31,1987); 72 cents (Dec. 31,1986)

Source: 8/survey

ment agreement allegedly signed
by Mr. Taylor while at James to
stop him from soliciting or accept-
ing any business from Sullivan
Payne clients (BI, Dec. 1, 1986).

E.W. Payne and Mr. Taylor set-
tled the litigation for an undis-
closed sum in May, and Mr. Taylor
agreed that his company cannot
solicit Sullivan Payne clients for
business until September 1989.

Also in May, nine directors of
E.W. Payne left to join new Lloyd's
broker Nicholson Chamberlain &
Colls Ltd., formed by former exec-
utives of Stewart Wrightson.

The Payne directors included
Colin T. Bryan, deputy chairman
and a close friend of Mr. Payne.

The nine directors were noted in
the London market for their exper-
tise in London market excess of
loss reinsurance, an area in which
E.W. Payne always has been
strong.

"Colin was a close friend, and it
was sad to see him leave,” Mr.
Payne said. "But we have been
educators and trainers (of reinsur-
ance brokers) over many years, and
if they choose to leave, they often
do well but rarely at the expense of
the company.»

INn addition to these three divi-
sions, Sedgwick Group includes
Sedgwick Lloyd's Underwriting
Agencies Ltd., which manages the
affairs of Lloyd's members; and
minority shareholdings in under-
writing activities, including 48.8%
in River Thames Insurance Co.

Ltd.

-By Stacy Shapiro

|

uuiont:60 1,62*U, UNnCE, JUIlle LU, 1366 /

7 worldwide

Willis Faber P.L.C.

10 Trinity Square, London EC3P
3AX England; 01-488-8111.

The chairman of Willis Faber

P.L.C. is stressing the positive as-
pects of the company's turbulent
merger with fellow Lloyd's of Lon-
don broker Stewart Wrightson
Holdings P.L.C.

Willis Faber Chairman David
Palmer said the July 1987 merger
was a "very major step which was
Nnecessary to get a balanced
spread" of business for Willis
Faber.

The merger dramatically im-
proved the company's British retail
business, increased the company's
size and decreased Willis Faber's
vulnerability to the ups and downs
of the insurance and reinsurance
cycle, he said.

Stewart Wrightson was the
"right company to pick," he added.
"You look at us in a couple of years
time and you will see why. | am not
playing down the defections, but
it's nothing like what's been re-
ported.”

The defections noted by Mr.
Palmer are the resignations of
nearly 200 former Stewart Wright-
son employees after the merger:

Besides losing employees, the
merger has cost the combined com-

4% 1:-1 1

_ S —

140

panies business.

Accounts producing between 3
million and 4 million pounds ($5.6
million and $7.5 million at current
exchange rates) in brokerage reve-
nues have moved to other brokers
since the merger, not including ac-
counts served by two Stewart
Wrightson affiliates that were sold
to their managements, Mr. Palmer
admitted. When those two com-
panies are included, the lost bro-
kerage business rises to at least
8.25 miillion pounds ($15.5 million
at current exchange rates).

The Willis Faber purchase of
Stewart Wrightson last July is the
most controversial merger of two
London brokerages since Marsh &
McLennan Cos. Inc. bought C.T.
Bowring & Co. Ltd. in 1980.

Summing up the feelings of
many Willis Faber shareholders
who packed the company's annual
meeting last month, former Willis
Faber Chairman Julian Faber, who
remains a major stockholder,
called the Stewart Wrightson take-
over "overpriced, under-rehearsed
and slightly half-baked."

Another shareholder at the
meeting asked when Willis Faber's
stock price would return to pre-
merger levels. Mr. Palmer said that
the price was already rising.

Just prior to the merger an-
nouncement late last June, Willis
Faber was trading at 4.40 pounds
per share ($7.30 at the appropriate
exchange rate), according to stock
analyst Philip Olsen at Kitcat &
Aitken & Co. in London.

Continued on next page
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Continued from previous page leging that the Willis Faber board Faber executives say the advan-
F*Sem>»>~'Awl#::47 .7 A combination of the Oct 19 was favoring its own employees tages created by the Stewart
stock market crash and the There were also potential con- Wrightson acquisition outweigh
Stewart Wrightson defections fol- flicts among the brokers' opera- the problems

lowing the merger, however, tions For example, the aviation The highlight of the merger has
pushed the price to a low of 198 brokerage teams of the two com- been the formation of Willis
. pounds per share ($3 70 at the ap- panies had been battling for years Wrightson Ltd , Willis Faber's
rk b *b|a propriate exchange rate) in early against each other for business U K retail broker, which now has
April The stock has rebounded The first visible sign of trouble 36 offices across Britain Before
and on June 9 was trading at 2.55 came at the press conference to an- the merger, WIllils Faber had only

Ce-3 —3 pounds per share ($4 63 at appro- nounce the acquisition Although 22 British retail offices
priate exchange rate), still less Tony Keys, Stewart Wrightson's "It ts the biggest single stride in
than half of the pre-merger price group development director, had growth that we made (as a result of

Costs a ssociated with the helped negotiate the merger price the merger),” Mr Palmer said
V Stewart Wrightson acquisition also and was seated next to Mr Palmer In addition, Stewart Wrightson
contributed to the 18 6% decline in at the conference, Mr Keys was clients can now tap into the UNI-
Willis Faber's 1987 pretax profits not given a seat on the new board SON network of insurance broker-
to 60 9 million pounds ($114 5 mil- Mr Keys and Stewart Wrightson ages worldwide The UNISON net-
lion at year-end 1987 exchange Ltd Deputy Chairman George work includes Johnson & Higgins
= rates) from 74 8 million pounds in Boden soon left to set up Ansford in the United States

Y k r' 1986 ($110 7 million at year-end Management Ltd, which was re- "Stewart Wrightson's interna-
I a e S 1986 rates), the company has said cently purchased by Lloyd's broker tional business has fit very well
Willis Faber's 1987 results were Steel Burlill Jones Group PLC and easily into Willis Faber &
prepared using acquisition ac- (Bl, May 2) Dumas Ltd (Willis Faber's whole-
counting methods and included re- Following the announcement sale and reinsurance broker),
sults for Stewart Wrightson since that Willis Faber and Stewart whether you're talking marine, 011
Sept 1,1987 A Willis Faber Wrightson would merge, the defec- and gas, general non-marine, in-

r, f--27

1 =1

As a leading insurance wholesaler, our job is

to match the risk with the RIGHT insurer. spokesman said It WaS impossible tions began, including ternational non-marine,” Mr
Retailers and underwriters of to accurately include the other - The loss of the managers of Palmer pointed out
INDUSTRIAL AND COMMERCIAL RISKS who eight month_s of _S_tewart Wright-_two Stewart V\/_rightson suk_)si- "There was, as has been widely
son's results in Willis Faber's ac- diaries who exercised their option reported, of course, a fallout on the
place their trust in us know they are counts to buy the remaining 51% of their aviation side But, all other bits
. . . Willis Faber's 1987 gross reve- companies fitted in well direct and reinsur-
gettlng more_ than p_ersonallzed _SerVICe' . nues increased 17% to 198 6 mil- The subsidiaries were aviation ance,” he said

We provide tactical skill and attention to detail lion pounds ($373 4 million) from reinsurance brokerage Nicholson Stewart Wrightson's reinsurance
that assures the best MATCH 169 7 million pounds ($2512 mil- Stewart-Brown Ltd, which was brokerage subsidiary, Golding
. . lion) in 1986, allowing Willis Faber 49% owned by directors Martin Ni- Stewart Wrightson Ltd, brought
possible in E. & S. Insurance. to hold on to seventh position in cholson, Brian Stewart-Brown and Willis Faber "some very strong ac-
Business Insurance's ranking of Richard Holt and which employed counts," including Munich Rein-

the world's 20 largest brokers 50 people, and Stewart Wrightson surance Co , Mr Palmer added
O In 1986, Willis Faber and North Amenca Development Ltd, In addition, Stewart Wrightson's
Stewart Wrightson, which was the aUS retail broker, which was US surplus lines broker, Stewart

12th-largest world broker in last 49% owned by Nigel Chamberlain, Smith Holdings Inc, puts Willis
year's rankings, reported combined Tony Fell and Graham Addiscott Faber "right up front" in the U S

89__000 £AS(6®5 [lGDO@G_ODDEG@d] revenues of 2648 million pounds and employed 22 people surplus lines arena, said Mr
($391 9 million). The Willis Faber- Willis Faber admitted that the Palmer, who stressed that Willis
RO. Box 545 N t John Street Stewart Wrightson marriage loss of Nicholson Stewart-Brown Faber has had aUS presence for
Beaver Hill South New York. NY 10038 caused ripples from the time Willis and Stewart Wrightson North many years though subsidiary
jenk,ntown, PA 19046 111-791-9745 Faber announced last July that It America cost it about 4.25 million Global Special Risks Inc
215-576-1500 would purchase Stewar: Wrightson pounds ($8 million at year-end In addition, to bolster its pres-
for about $450 million, the second- 1987 rate) in brokerage revenue by ence in the U S surplus lines mar-
Baltimore Harrisburg New jene Norfolk most expensive brokerage acquisi- year-end 1987 (Bl, April 4) ket, Willis Faber acquired Grand
301-467-4448 717-545-2601 609-663-3075 804-640-8977 tion on record. - The resignation of Alan Colls, Rapids, Mich -based wholesale
) ) Although Stewart Wrightson ex- former chairman of S tewart broker McAlear Associates Inc in
Pittsburgh Richmond Washington ecutives were led to believe that Wrightson Ltd, Stewart Wright- 1987 (BI, Jan 19, 1987)
412-566-1501 804-783-9675 202.371-1057 they would be considered equally son's main brokerage unit Mr Willis Faber has no plans to be-

for management positions in the Colls earlier had been asked to join come aUS retail broker as long as
new company, many Stewart the Willis Faber's board (BI, Nov it continues the "excellent" rela-
Wrightson executives resigned. al- 23,1987, Nov 9,1987). tionship with Johnson & Higgins,
* The loss of about 30 people which owns 5% of It, Mr Palmer
from Stewart Wrightson's aviation said
brokerage division, Including The defections caused by the
Chairman Jonathon Palmer-Brown merger also filled one of Willis
and Managing Director Peter But- Faber's needs
ler Willis Faber had planned to re-
The former aviation division em- duce expenses by at least 10 mil-
ployees so far have taken 15 airline lion pounds ($18 2 million) by the
. . accounts with them, including the end of 1988, and the brokerage al-
F I exli b I e Be N efItS Air France account Willis Faber ready has saved more than that
A | also has lost Stewart Wrightson's through the resignations of the
Trans World Airlines account to Stewart Wrightson employees

ta | I O r— m a d e by Crawley Warren Ltd In addition, Willis Faber plans to

Mr Colls, the aviation team, Ni- cut between 500 and 600 jobs by

cholson Stewart-Brown and Mr the end of 1988, mostly through at-

Corroon & B I aCk = Chamberlain's team have formed a trition (BI, April 4) Y o
new brokerage, Nicholson Cham- Despite the resignation of
. . . berlain Colls Ltd, which IS eX- Stewart Wrightson executives,
A FIeXIble Beneflts Program, tr_:ulor- pected to produce about 10 million some high-ranking Stewart
made for you by Corroon & Black, will help pounds ($18 2 million) In revenue Wrightson officials remain in key

you give emp|oyees a choice of beneg this year Aon Corp , parent of positions at Willis Faber

k t d tO ther needS hel o nte- Rollins Burdick Hunter Co , the se- Four of the six members of
packages sul e_ I ’ pyoul venth-largest U S broker, is a mi- Stewart Wrightson's board who
grate your benefit plans, take advantage of nority investor in Nicholson Cham- were invited to join the Willis
new tax laws, compete better in recruitment and berlain Colls (see story, page 44) Faber board have stayed, Including

- Finally, in March, former Patrick J Osborn, chairman of

keep costs low.
P Stewart Wrightson Chairman Stewart Smith Holdings Inc, and

Your problems are unique. Our solutions are, David Rowland, who saw many of Simon Harrap, former deputy
too. As one of America's most innovative ernployee his Collleagu?;inclt;ding his seg-chairr;an of Stewart V(;/rightsonf
. : - retary-leave before him, resigne td and now managing director o
- ' k_)eneflt consultants and, brokers, we faShlon, cr_ea from Willis Faber to become chief Stewart Wrightson North America
- - tlve, value-added solutions thrOUgh keen thlnklng of executive at Sedgwick Group In addition, Willis Faber has at-
seasoned professionals. And provide the best per- PLe tracted some key accounts since
sonal service at every level. . Mr Rowla_nq had be'en sla_ted to the merger, including Syrian oil
. . ecome Willis Faber's chairman company Thomson North Sea,
For more information about how we measure upon Mr Palmer's retirement In Pittsburgh-based Aluminum Co of
up, contact your local Corroon & Black office or October, but the Willis Faber America, Royal Air Maroc, Air Ja-
© f : . . T board instead chose Willis Faber maica, and the worldwide differ-
Richard I. Citron, National Benefits Division, Deputy Chairman Roger Elliott to ence-in-conditions property cover-
Wall Street Plaza, New York, NY. (212) 363-4] 00. succeed Mr Palmer (Bl, March 14) age for International Business
Mr Rowland would only say that Machines Corp placed in the
his departure was amicable United States by Johnson & Hig-
Although Mr Palmer admits that gms

— Mr Rowland was a "strong can- "I am sorry that we have to con-
didate" for his position, Mr centrate on the merger,” Mr
CORROON & BLACK Palmer said he supported the Palmer concluded "Our brokerage
. board's decision to appoint Mr El- is ahead this year on the inter-
for your beneflts_ liott. who he said is a "market national front, and damn few firms

man" and well-known to clients can say that "

Despite the problems, Willis -By Stacy Shaptro
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Minet Holdings P.L.C.

100 Leman St., London ElI 8HG,
England; 01-481-0707

Minet Holdings P.L.C.'s acquisi-
tion by The St. Paul Cos. Inc. ear-
lier this year has a "lot of pluses
and very few minuses," according
to Minet Chairman Ray Pettitt.

Since St. Paul's acquisition of
the Lloyd's of London brokerage
group earlier this year for 275.5
million pounds ($495 million), one
minus has been that "the amount
of work involved in the legal and
financial sense (to complete the
merger) is greater than | had rea-
lized,” Mr. Pettitt said.

On the plus side, however, Minet
now has a stronger presence in the
United States.

Earlier this year, St. Paul and
Minet agreed that Minet would set
up a new U.S.-based unit called
Minet Specialty Management in
New York to act as the manage-
ment company for Swett & Craw-
ford Group, the largest U.S. whole-
sale brokerage operation, which is
owned by St. Paul; Minet surplus
lines broker subsidiary Bowes &
Co. in Chicago; and Minet Interna-
tional Professional Indemnity Ltd.

Peter Christie, who remains
chairman and chief executive of
Minet International Professional
Indemnity, was named president of
Minet Specialty Management and
recently moved to New York,
where Minet
will base the
expanded op-
eration.

Swett &
Crawvwford
and Bowes &
Co. will be
combined
under Minet
Specialty
Management,
creating a U.S. wholesale broker
that will produce about $75 million
in revenues and employ 700 people,
Mr. Pettitt said.

The enlarged Swett & Crawford,
which will include Bowes & Co.,
will continue to be based in Los
Angeles.

Another plus of Minet's merger
with St. Paul is that the broker has
been infused with additional capi-
tal from St. Paul. Already, Minet
has spent about 20 million pounds
($36.4 million at current exchange
rate) since the merger to buy sev-
eral companies:

- U.K. broker ABS Insurance
Services, one of the leading retail
brokers for architects liability cov-
erage.

- The insurance division of
London Regional Transport, now
called Transrisk Services Ltd.

- The U.K. retail division of
Lloyd's broker Needler Heath Ltd.

In addition, Minet lined up a 50/
50 joint venture with West German
broker Funk International GmbH
to broker professional liability
coverage in Germany.

The Lloyd's broker has also un-
dergone several personnel changes:
Minet is seeking a replacement for
Swett & Crawford Chief Executive
Joseph L. Fox, who earlier this
year announced his retirement ef-
fective at year-end; Ray Carlier,
the head of Minet's reinsurance di-
vision, and Director John Cavan-
augh, who left Minet to join
Lloyd's broker R.K. Carvill & Co.
Ltd.; and Bryan J. Hayes, chair-
man of J.H. Minet & Co. Ltd., who
has been named chairman of J.H.
Minet Reinsurance Brokers, which
has been formed to oversee the
worldwide reinsurance operations
of the group.

Mr. Pettitt stressed that none of
the departures were a result of the
merger. He added that the St.

'We didn't know what the
staff reaction would be, but

we haven't lost any

Paul-Minet merger has been re-
markably free of the kind of top-
level defections that have plagued
some other merging brokers.

Mr. Pettitt recently signed a
five-year contract to continue as
Minet's chairman, and he said all
the other top Minet officials also
have agreed to contracts of three to
five years.

"We didn't know what the staff
reaction would be, but we haven't
lost any employees due to the
merger,"” Mr. Pettitt said.

Meanwhile, Minet is glad to see
the end of its 592-year struggle
with PCW Underwriting Agencies
Ltd., which finally ended last June
when members of PCW non-marine
syndicates accepted a 103 million
pound ($165.9 million) settlement
offer from Lloyd's (Bl, May 11,
1987). Minet owned PCW Under-
writing Agencies.

Minet's annual report notes that
all but 10 PCW members had
agreed to the settlement by June
1987.

As part of its settlement offer,
the Council of Lloyd's also ex-
tended immunity to PCW members
from any further losses to avoid
long litigation and end the PCW
affair.

Lloyd's said it would contribute
45 million pounds ($72.5 million)
from its Central Fund and cover
any underwriting losses related to
the former PCVW syndicates ex-
ceeding the current estimate.

Thirty-seven other organizations
-including 26 members agencies,
accountants, law firms and bro-
kers-were to contribute 55 million
pounds ($88.6 million) toward the
settlement. Minet contributed be-
tween 10.5
rmilliconrm
pounds and
12.5 million
pounds ($16.9
miillion and

$20.1 million)

employees due to the (51, June 29,
merger,' Mr. Pettitt says. 1987).

For their

-part, the

1,547 mem-

bers of the PCW non-marine syn-

dicates were to pay 34 million

pounds ($54.7 million) to help fund

the syndicates’ losses. The PCW

members also had to relinquish

their rights to sue Lloyd's and

transfer to Lloyd's their rights to

sue other parties to the settlement
(Bl, April 13, 1987).

On July 10, Minet shareholders
agreed to pay Minet's portion of
the settlement, which had already
been reserved. The effect of that
action "has been to settle the bulk
of the litigation threatened against
the Group arising out of the PCW
affair,"” the report says. As a resuilt,
no claims can be made against
Sorim (1987) Ltd., which is the
successor to Richard Beckett Un-
derwriting Agencies Ltd., the
Minet unit which managed PCW
syndicates after 1982.

So far, the 10 PCW members who
did not agree to the settlement
have not filed any lawsuits over
the PCVWV losses.

Minet's annual report notes that
the U.K. Department of Trade and
Industry has not concluded its in-
vestigation into PCW. Therefore,
Minet says "the company continues
to receive firm legal advice that it
has no liability for the PCWV affair
and for the underwriting losses of
the members of the syndicates.”

Minet's total bill for the PCVV af-
fair is between 30 million and 40
million pounds ($54.6 million to
72.8 million), Mr. Pettitt said. In
1986, Minet reserved 12.8 million
pounds ($18.9 million at year-end
1986 rate) as a final provision for
PCW, and last year the firm re-
ceived tax relief of 1.1 million
pounds ($1.6 million at year-end
1986 rate) for its PCW-related ex-
penses in previous years.

The end of the PCW dispute "is
wonderful,” Mr. Pettitt said.

Continued on nezt page
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Worse, it can cause costly business interruptions
But take hearti Ansul, the world's leading
manufacturer of fire protection systems, has
developed ingenious, new, cost effective solutions
that you should know about

Write for our new, useful (and free) booklet
"Facts About Protecting Electronic Equipment
Against Fire

Ansul, Dept 1 D, Ma nette, WI 54143
or call (715) 735 7411

Continued from preuious page
"While | was always confident of
our legal position with regard to
PCW, the outcome was always un-
predictable. We learned to live
with the threat of litigation for 5 92
years, but it was uncomfortable."

Meanwhile, Minet's revenue per-
formance slowed in 1987, with
gross revenues only rising 3% to
125.5 million pounds in 1987 from
121.9 million pounds in 1986.

In dollar terms, however, reve-
nues increased 31% to $235.9 mil-
lion last year, from $180.4 million
in 1986, allowing Minet to retain
the No. 8 position in the Business
Insurance ranking of the 20 largest
brokers in the world.

Revenues include 103 miillion
pounds ($193.6 million) of bro-
kerage income, up 6.296 from 97
million pounds ($143.6 million) in
1986; insurance company agency
fees of 6 million pounds ($11.3 mil-
lion), down 6.3% from 6.4 million
pounds ($9.5 million) in 1986; and
gross investment income of 17.7
million pounds ($33.3 million),
down 4.8% from 18.6 million
pounds ($27.5 million) in 1986.

Minet's pretax profits dropped
18.9% to 14.2 million ($26.7 mil-
lion) from 17.5 million pounds
($21.5 million) in 1987.

The softening market, coupled
with currency fluctuations, hurt
Minet's results, explained Mr. Pet-
titt, who said that if currency rates
had been more constant between
1986 and 1987, Minet's profits
would have been 4 million pounds
higher.

"Given the conditions, it was a
good performance," he said.

"You look at how difficult (in-
surance) 'trading is today in the
broking sector and the need for
capital. . .and you can see that we
now find ourselves in a great posi-
tion of strength and stability,"” Mr,
Pettitt said, referring to the capital
minet has gained by its affiliation
with St. Paul.

"With PCW out of the way, we
are in the forward running of the
business," added Mr. Hayes. "We
will do a damn site better in the

next five years than we did in the

Special-Risk Benefits

tailor-made by
Corroon & Black.
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by Corroon & Black, let you sponsor 6enefit pack-
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last five years."

Mr. Pettitt said it was after the
resolution of the PCVV affair that
negotiations began with St. Paul,
one of Minet's major shareholders,
to buy the Lloyd's broker.

In December of 1987, St. Paul,
which already owned 26% of
Minet, offered 275.5 million
pounds ($487 million at the appro-
priate exchange rate) for the out-
standing shares in Minet, subject
to Lloyd's approval of its bid to
become the first U.S. property/ca-
sualty insurance company to own a
Lloyd's broker. Corroon & Black
Corp., which held a 29.9% stake in
Minet, agreed in January to sell its
shares to St. Paul. Lloyd's ap-
proved the sale in February.

Although Lloyd's did not object
to the Minet acquisition, many
people in the London market crit-
icized Lloyd's for allowing a U.S.
insurance company to own a pro-
ducer of Lloyd's business.

However, Mr. Pettitt defends the
decision by Lloyd's: "From Lloyd's
viewpoint, the decision must not
have been easy. But, Lloyd's de-
cided quite rightly that the only
test to apply (for broker owner-
ship) is the fit and proper test."

In addition, St. Paul has pro-
mised to keep an "arm's length”
relationship with Minet and not
allow its underwriting goals to in-
fluence where Minet places its
business, he emphasized.

Meanwhile, Mr. Pettitt thinks
this will be another tough year for
Lloyd's brokers.

10 worldwide

Jardine Insurance

Brokers Group

Thames House, 1-4 Queen St.
Place, London EC4R 1 JA
England; 01-441-489-1994

Jardine Insurance Brokers
Group is strengthening specialized
services and trimming expenses to
combat the effects of a softening
property/casualty insurance mar-
ket, a weakened U.S. dollar and
lower interest rates.

JIB is concentrating on improv-
ing its capabilities in specialty
coverage areas and on developing
uniform procedures to reduce ex-
penses and limit errors and omis-
sions exposures, according to Chief
Executive John Barton.

"We had the same surprise this
last year that nnost other brokers
did: We didn't expect the market to
turn so fast and so far,"” Mr. Barton
said.

In addition to the soft insurance
market, JIB and other brokers also
are dealing with the weak dollar,
which "obviously puts a damper on
revenues. But, we are in a building
mode. We're trying to build a
group that's based on quality and
service," he said.

JJB maintained its No. 10 spot in
Business Insurance's ranking of
the world's 20 largest insurance
brokers in 1987 based on revenues
of about 110.1 million pounds,
down 0.5% from about 110.7 mil-
lion pounds in 1986.

However, in dollar terms, reve-
nues increased 27% to $207 million
from $163.8 miillion in 1986.

This increase was in line with the
broker's predictions that revenues
would increase between 25% and
30% in 1987.

While pretax profits declined
20.3% to 9.4 million pounds from
11.8 million pounds when valued
in pounds sterling, in dollar terms,
profits increased 1.7% to $17.6
million from $17.3 million in 1986.

Some 64% of JIB's revenues are
earned in dollars, with 22% earned
in pounds and the remainder in
other currencies.

Nearly half-46.1%-of JIB's
1987 revenues were generated by

"No Lloyd's broker can say that
he is forging ahead with the soft
market, the currency changes and
falling interest rates taking place
at the same time," he said. "You
can only contain expenses and pro-
duce more business. . .there is no
magic solution to the conditions.
Acquisitions are one way to coun-
terbalance the problem, but you
have to ride out that cycle.

"A lot of people in the U.S. and
here say it will be a short (soft)
cycle. . .with the impact of (U.S.)
tax reforms on insurance com-
panies. But you can't assume a soft
cycle is going to end,"” Mr. Pettitt
said. "If you'd asked me 18 months
ago that the hard market would
end so quickly, | wouldn't have be-
lieved it.”

Minet also is the only British
broker to be sponsoring British
athletes at the Olympic Games, in-
cluding the Summer Olympics to
be held this September in Seoul,
South Korea, and at the Winter
Olympics, held last winter in Cal-
gary, Alberta.

Minet has donated 1.5 million
pounds ($2.8 million at year-end
1987 rate) to sponsor British ath-
letes, including ski jumper Eddie
"The Eagle" Edwards, who com-
peted in the Games in Calgary.

"We think (the Olympics) is a
fantastic cause and a prestigious
sporting event,"” said Mr. Pettitt,
who will be attending the Summer
Olympics. "And it's been good for
the morale of the company.”

-By Stacy Shapiro

North American operations, the
same as in 1986. European opera-
tions generated about 43% of reve-
nues, up slightly from 40% in 1986.
Business in the Pacific Basin gen-
erated about 10%, down from 11%
in 1986.

U.S. operations also accounted
for 52%--or about $786 million-of
JIB's premium volume. European
operations accounted for 39%,
while business in the Pacific Basin
generated about 9% of premium.

And, JIB's "profit growth for the
first quarter of 1988 is probably in
line with the same period last year.
| consider this to be very good in
light of the market conditions we
are currently facing. But, | look
forward to a year of aggressive
growth,"” Mr. Barton noted.

The broker spent the last year
fine-tuning its services to focus on
the corporate insurance buyer, Mr.
Barton said.

For example, in its U.S. group,
Jardine Emett & Chandler Inc.,
"we have over the course of the last
year considerably restructured our
business by selling off about $20

million worth of business we didn't
want to be in. This leaves us in the
States as a brokerage house very
much focused on serviiig the cor-
porate insurance buyer,"” he ex-
plained.

JIB also is strengthening its em-
ployee benefits brokerage area, Mr.
Barton said.

"In the States, we see this as an
area where many of our midsized
corporate clients want to have one
broker manage all of their em-
ployee benefits needs,” he said.

JIB is expanding its employee
benefits services in the United
Kingdom and Australia as well.
However, Mr. Barton explained:
"We've taken a different modus
operandi in each country due to
differing laws and conditions.”

Jardine Emett & Chandler,
which reported 1987 revenues of
$95 million, offers brokerage and
specialty services from 32 offices.
It is the ninth-largest U.S. broker
(see profile, page 52).

In the United Kingdom and Eu-
rope, JIB is expanding its capabili-
ties in placing specialty coverages.

For example, JIB has recruited
brokers with expertise in placing
North American non-marine, avia-
tion, contractors all-risk, jewelers

Continued on next page
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911-risk and professional liability coverages, Mr. Archer noted.

In addition, following its 1986 acquisition of Leslie & Godwin Under-
writing Ltd. from Frank B. Hall & Co. Inc., JIB renamed the unit Jardine
ILIoyd's Underwriting Agents) Ltd.

JLUA currently provides 147 million pounds ($277.8 million) in capac-
tty spread over 226 Lloyd's of London syndicates on behalf of 440

In JIB's Asian operations, the strongest growth occurred in its Hong
Kong, Thailand and Taiwan offices. However, economic difficulties in
countries such as Malaysia, Singapore, the Philippines and Indonesia
;lowed growth for JIB's Asian group.

The group completed consolidation activities following its 1986 acqui-
ition of a Singapore-based marine broker. The group also acquired the
business of a medium-sized broker in Thailand.

In addition, JIB entered into a joint venture with the Peoples In-
surance Co. of China and the Bank of China to expand its insurance
brokerage business in China.

JIB's Australian operations acquired the remaining 50% of Jardine
Wrightson, a New Zealand brokerage division that was jointly owned by
JIB and London-based Stewart Wrightson Group P.L.C.

In addition, the Australian operation expanded its employee ben-
efits brokerage capabilities by purchasing a portion of an employee bene-
[its broker.

In its U.S. and U.K. offices, JIB is developing uniform performance
programs for its employees to ensure that quality service is delivered to
clients. This will result in more efficient service, reducing expenses, and
will limit errors and omissions exposures, Mr. Barton said.

Jardine Emett & Chandler already has implemented the "Professional
Standards and Procedures" program.

JIB has 2,833 employees, a 6.5% decline from 3,029 in 1986.

In addition to Mr. Barton, JIB is headed by Chairman C.G.R. Leach.

The broker has 72 offices worldwide, including offices in the United
States, United Kingdom, Ireland, Spain, Italy, Guernsey, Thailand, Indo-
nesia, Singapore, Malaysia, Australia, New Zealand, Hong Kong, Taiwan,
Japan and Bermuda.

Duawmaa 766(/UNCe, JUne ZU, 1366 / 193

CASH AVAILABLE

From Recognized Financial Institutions

FOR AGENCY ACQUISITIONS

and

PERPETUATION PLANNING

CONTACT: PRINCIPALS
Douglas C. Moat ONLY
Chairman PLEASE

11 worldwide

C.E. Heath P.L.C.

Cuthbert Heath House, 150
Minories, London EC3M INR;
01-488-2488

Lloyd's of London broker C.E.
Heath P.L.C. is finally turning the
corner and looking forward to in-
creased profits, says Chairman and
Chief Executive Officer Richard
Fielding.

Efforts to consolidate and re-
build the company following its
November 1986 merger with Field-
ing Insurance Holdings Ltd. and a
spate of defections among its staff
in the second half of 1986 and early
1987 are now complete, Mr. Field-
ing said.

"The vast majority of our own
clients stayed with us (last year)
and we managed to obtain a
healthy number of new clients.
Morale within this building has
changed to one of optimism," he
said.

However, C.E. Heath's financial
results for the year ended March
31, 1988, "reflect the full impact of
the business losses which followed
from the major defections of senior
brokerage personnel from the orig-
inal Heath operations in 1986,
which left (the) company without
capability in key areas," said Mr.
Fielding in a statement accompan-
ying C.E. Heath's financial results,
which were released earlier this

month.

Still, C.E. Heath managed to
hold on to its position as the
world's 11th-largest broker.

Gross revenues for the company,
excluding revenues from insurance
companies and profits from asso-
ciated companies, fell 10.1% to 89.1
million pounds in the fiscal year
ending March 31, 1988, from 99.1
million pounds the previous year.

However, in dollar terms, gross
revenues increased 5.5% to $168.4
million from $159.6 million be-
cause of the strength of the British
pound against the U.S. dollar.

In addition, the results for year
ended March 1987 included 15
months of Fielding's results and 12
months of Heath's results (BI, June
22, 1987), while results for the year
ended March 1988 only included 12
months of each.

The group's total revenues, in-
cluding insurance company reve-
nues of 14.4 million pounds and
profits from associated companies

-By Donna DiBlase

of 907,000 pounds, dipped 6.5% to
104.4 million pounds ($197.3 mil-
lion) from 111.6 million pounds
($179.7 million).

Pretax profits, meanwhile, in-
creased 37.9% to 20 million pounds
($37.8 million) in 1987-88 from

14.5 million pounds ($23.3 million)
in 1986-87.

Provisions set aside from 1987-

88 profits for exceptional items
like legal costs totaled 2.2 million
pounds ($4.2 million), down from
11.2 million pounds ($18 million)
set aside from 1986-87 profits for
bad debts and outstanding litiga-

tion.

Although most of C.E. Heath's
staff defections occurred in 1986
and were replaced by early 1987,
"it takes a long time for the full
impact (of lost business) to come
throughto the accounts andlast
year provided an artificial buffer,”
said Mr. Fielding.

In addition, the costs of securing
new North American and aviation
brokerage teams to replace depar-
tures of employees in late 1986 also
have affected the results, said Mr.
Fielding.

However, "we now have very ca-
pable teams in place in all our
major divisions and we just need to
crank to get more business through
the teams at very little additional
cost,"” he added.

The most severe loss caused by
staff defections in 1986-87 was the

departure of three of C.E. Heath's
former North American division
directors, including Chairman
Nigel Chamberlain, who left in the
fall of 1986 to join Stewart
Wrightson P.L.C.

All three directors-including
Graham Addiscott and Tony Fell-
have since helped form a new Lon-
don brokerage firm, Nicholson
Chamberlain & Colls Ltd., follow-
ing Stewart Wrightson's acquisi-
tion by Willis Faber P.L.C. last
year (see profile, page 43).

At its worst point last year, C.E.
Heath's North American division
"was running at a third the rate of
its peak," said Mr. Fielding. How-
ever, the rebuilding of the division
has been completed since the ar-
rival Dick Owles, former chairman
of Gallagher Plumer Ltd.'s North
American division, as managing
director of Heath's North Ameri-
can division in London in January
1987, Mr. Fielding said.

He anticipates the division's rev-
enues will reach at least two-thirds
of their former level by the end of
this year.

In addition, Heath's aviation

Continued on next page
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Continued from previous page
business is expected to exceed its
former level this year, following
the recruitment of a new team of
aviation brokers, headed by Mi-
chael Hughes, who resigned as
chairman of Lloyd's broker Alex-
ander Howden Ltd. in April 1987
to join C.E. Heath (BI, June 22,
1987).

Meanwhile, to further expand its
brokerage business, C.E. Heath
last fall paid 4.2 million pounds
($6.9 million at appropriate ex-
change rate) for an 88% stake in
Garlands Holdings Ltd., the hold-
ing company of Lloyd's marine
broker Martens Horner & Co. Ltd.
(BI, Oct. 5, 1987).

The acquisition already has
boosted Heath's marine business,
"which was going substantially
downhill,"” said Mr. Fielding, ad-
ding that the benefits from the ac-
quisition will appear next year.

The acquisition of Martens and
other corporate restructuring led

'"The vast majority of our own clients stayed

with us (last year) and we managed to obtain a
healthy number of new clients. Morale within this

building has changed to one of optimism,' says
C.E. Heath Chairman Richard Fielding.

to about 50 staff cuts earlier this
year. However, Mr. Fielding does
not anticipate further layoffs.

The brokerage currently employs
2,345 people worldwide, down
3.1% from 2,422 for the year ended
March 1987.

'The first phase of the work in-
volved in restoring the group to
health has been completed with the
Heath and Fielding Insurance
Holdings organizations fully inte-
grated and new brokerage teams in
place,” Mr. Fielding said at the an-
nouncement of the broker's results.

"The second phase is to imple-

ment a medium-term strategy
which will be aimed at restoring
the group to its former levels of
profitability,"” he added.

To achieve this, the broker plans
to nurture its brokerage operations
while, at the same time, continuing
its "efforts on the many non-oper-
ational issues facing the group as a
result of its past activities."

These include: "a final resolu-
tion to the bad debts and litigation
issues which continue to hamper
the group's progress and take up
valuable management time, the
runoff of (its) workers compensa-

For lost souls...

tion (underwriting) account in
Australia and. . .the group's future
capital requirements," according
to Mr. Fielding.

"l have decided that the best way
to achieve these goals is to create
two areas of responsibility and to
appoint a senior director with ex-

ecutive responsibility for each,” he
added.

Director Michael Kier now heads
C.E. Heath's brokerage operations,
while former Finance Director
Peter Presland has been made "re-
sponsible for corporate planning
and acquisitions and disposals and
will coordinate (the) resolution of
the bad debts and litigation prob-
lems," said Mr. Fielding.

As a result of these moves, Paul
Hughes has been promoted to fi-
nance director from administration
director.

One of the major "litigation
problems" facing the company is a
lawsuit against its Bermuda-based
underwriting subsidiary, Pinnacle
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Pinnacle is one of 11 defendants
in litigation brought by the liqui-
dators of Mentor Insurance Ltd.,
who claim that Pinnacle and the
other defendants devised a scheme
to defraud Mentor, the Ocean
Drilling & Exploration Co. subsid-
iary put into liquidation three
years ago (Bl, May 25, 1987).

"We have recently received the
encouraging news that the U.S.
federal court has dismissed the
Mentor suit on the grounds that
Bermuda, and not Louisiana, is the
more appropriate forum for that
litigation," said Mr. Fielding (Bl,
April 25)

However, Mr. Fielding refused to
comment further on the case while
the "decision is subject to appeal.”

Meanwhile, Pinnacle's profits,
including interest paid on loans,
fell to 7.7 million pounds ($14.5
million) from 10.4 million pounds
($16.7 million) the year before. It is
the first time in the company's his-
tory that profits have declined.

"It is frustrating to see such a
fine company suffer as a result of
what we consider to be its unde-
served involvement in litigation,”
said Mr. Fielding.

Meanwhile, C.E. Heath recently
formed a new venture in Bermuda
with Midland Bank P.L.C., called
Prospect Insurance Ltd., to provide
financial risk management prod-
ucts. Although the products will be
similar to those offered by Pinna-
cle, they will be targeted at mul-
tinational companies rather than
at the insurance industry (BI, June
13; Dec. 7, 1987).

In Australia, Heath's under-
writing subsidiaries doubled prof-
its to 5.2 million pounds ($9.8 mil-
lion) from 2.5 million pounds ($4
million) and now have a "much
broader base than before," said
Mr. Fiel(ling.

Revenues from Heath's bro-
kerage, computing and under-
writing subsidiaries in Australia
increased to 20.7 million pounds
($39.1 million) from 15.3 million
pounds ($24.6 million).

Looking ahead, Mr. Fielding sees
no end in the near future to the
current downturn in property/ca-
sualty insurance rates or the other
two adverse factors facing Lon-
don's large wholesale brokers,
namely a weak dollar and low in-
terest rates.

However, the picture is not all
bleak for C.E. Heath, said Mr.
Fielding, who pointed out the com-
pany has other "areas of profit to
cushion any temporary lull in the
wholesale brokerage operations.”
These include:

- Peterborough Data Processing
Services Ltd. and Peterborough
Software in the United Kingdom,
Australia and New Zealand, which
provide computer services and
software to clients. Revenues from
Heath's computer services in-
creased to 16.4 million pounds
($31.1 million) for the year ended
March 31, 1988, up from 15.8 mil-
lion pounds ($25.4 million) for the
year ended March 31, 1987.

- Significant retail brokerage
operations in the United Kingdom
and Australia.

+ Retail brokerage operations
throughout the Far East, where
C.E. Heath has a joint venture with
Dutch broker Hudig-Langeveldt
Group.

Meanwhile, Mr. Fielding believes
that Heath's growing volume of
wholesale brokerage business "can
be handled without a proportional
increase in expenses and. . .will
continue for the foreseeable future
to make a greater and greater con-
tribution to the company's pros-
perity."

Heath is one of the largest inde-
pendent brokers in the London
market, and "has always had a
very wide spectrum of correspon-
dent brokers in the U.S. and in Eu-
rope and will continue to do so,”
said Mr. Fielding.

-By Carolyn Aldred
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Looking back on the merger with
a year's worth of hindsight, Mr
Arnold says he believes everything

barriers between the 12 EC mem-

' 12 worldwide

'1 believe every broker should develop its ber nations will create "great op-

portunities for London brokers in

Bain Clarkson Ltd. has gone remarkably smoothly Strengths’ and our Strength Is deflnltely retall, Europe,” Mr Arnold predicted

“The merger has gone very well, However, the path into Europe

although we have wholesale specialties such as
if | take the temperature from

comments made on the outside We

. may not be totally clear, he also
marine and energy and U.S. property and warned
Bain Dawes House, 15 Minories,
London EC3N 1 NJ England,

01-481-3232

have achieved a remarkable casualty,' says Chairman Simon Arnold. "The complications of offering a
merger with little fallout of people

we wanted to keep We planned

sophisticated broking service
- throughout Europe will take time
it extremely well as,far as people to develop Traditionally, many
Volvo Transport Corp, VVolvo's continental insurance buyers have
Bain Clarkson Ltd probably will executed in a military style,"” he dently owned, medium-sized bro- transportation subsidiary, will placed business directly with the
suffer less than most of its rival explained kers will continue to be a thorn in have a 25% stake in the new ven- insurers, and no one knows how far
London brokers if U S commercial And, Mr Arnold predicts that the side of the megabrokers " ture, while executives of the Swed- insurance broking will be accept-
property/casualty insurance rates many of the merger's benefits are U S brokers should pick and ish broker will retain the remain- able to continental Europe," he ex-
continue to plummet and the yet to appear on the company's fi- choose which London brokers they ing 24 5% The company will be plained
pound maintains its strength nancial statements use based on the type of business based in Stockholm and will soon
against the U S dollar, Chairman "Putting two systems of ac- they want placed, he contends
Simon Arnold contends counting and administration to-

are concerned-it was planned and believes the "aggressive, 1Tndepen-

In addition, Europeans "are far
open an office in Gothenburg, more aware of 1992 and what It
"London market brokers should Sweden, Mr Arnold said means” than the British "who are
The reason Bain Clarkson's gether takes time The process is be used where their expertise is Bain Clarkson currently has of- also sadly lacking because of lan-
chairman is more optimistic than still going on, and the full benefits We have made a niche for ourselves fices in the Netherlands, France, guage difficulties,” Mr Arnold
some of his London counterparts is of the merger have not all been felt as a main second-line broker,” Mr Spain and Switzerland and has said
that 80% of his company s business yet We are looking at a five-year Arnold said
comes from the United Kingdom
"The fact that our business is

correspondent brokers in Italy and The Far East is another area of
Bain Clarkson 15 wholly owned West Germany potential development pinpointed
Although Bain Clarkson "has by the multinational conglomerate Mr Arnold said that for too by Mr Arnold Bain Clarkson al-
predominantly UK retail business also suffered from the Inevitable Inchcape PLC, and Mr Arnold many years British brokers have ready has a successful sister corn-
has protected us from the ravages downturn in the market coming so believes the fact that Bain Clark- been looking outside of Europe for pany, Inchcape Insurances (H K)
of the current market situation If shortly after the merger,"” the fact son "has a very solid parent (and new business Lon don brokers Ltd, in Hong Kong as well as of-
you compare our results in 1987 that both brokers were strong in is) totally independent of any other "have tried to get into Europe but fices in China and Japan Inchcape
with other major brokers, we have the U K retail sector has kept rev- broker in terms of a financial tie- have been blocked by the intransi- Insurances in Hong Kong is a
shown a considerable increase over enues up, according to Mr Arnold up" is a great asset

the previous year,”" Mr Arnold
said

span," he added

gence of local laws and ways of wholly owned subsidiary of Inch-

He denied market rumors circu- doing business," he pointed out cape but is managed by Bain

business comes from retail bro- lating earlier this year that Cor- With the European Community's Clarkson's overseas department
Bain Clarkson was formed in kerage and, of that, about 80% roon & Black Corp was planning freedom of trade directive due to and reports directly to Bain Clark-

April 1987 when Lloyd's of London comes from the United Kingdom, to acquire Bain Clarkson after the be implemented by 1992, the dis- son

broker Bain Dawes PLC acquired he estimates U S -based broker sold ItS share of mantling of legislative and trade

fellow broker Clarkson Puckle Ltd Breaking down the company's London broker Minet Holdings

The newly merged company, which UK business, 67% of revenues is PLC to The St Paul Cos Inc

has about 2,900 employees world- produced by commercial lines bro-

Some 70% of Bain Clarkson's

-By Carolyn Aldred

"Inchcape has made it obvious
wide, is the world's 12th-largest kerage, 25% by financial services that we are one of their core busin-
broker, moving up two steps from and 8% by personal lines bro- esses Insurance services was
the 14th-place position it held last kerage
year in the Business Insurance

(Inchcape's) second-largest pro-
Mr Arnold has no plans to tam- ducer (in 1987), and they are not
rankings per with Bain Clarkson's strength likely to sell us,"” said Mr Arnold,
The broker reported 1987 gross in Britain, though he IS looking who was appointed to Inchcape's
revenues of 79.42 million pounds for opportunities to broaden the board of directors last month

($149 3 miillion), which includes a company's services
full 12 months of results for Bain

ANNOUNCING
THE SECOND ANNUAL

Bain Clarkson IS "looking at op-
"l believe every broker should portunities to develop a meaning-
Dawes but includes only nine develop ItS strengths, and our ful relationship with a broker in
months of results for Clarkson strength IS definitely retail, al- the U S to assist in serving our
Puckle because Clarkson Puckle though we have wholesale special- huge U K retail clients with busi-
was acquired in April ties such as marine and energy and ness in the U S ," Mr Arnold said
Bain Clarkson Financial Direc- U S property and casualty,” he However, the company has no
tor Jonathan Hagger estimates said plans to dramatically expand its
total gross revenues of 87 6 million Bain Clarkson plans to develop U S business
pounds for the two companies for a specialty services along with its "Bearing in mind the current
full 12 months ended Dec 31, 1987 core retail business, said Mr Ar- state of the market in the US| ItIS
This represents a 9% increase when nold
compared with an estimated 80 3

William H. Brownyard
Award of

Meritorious Service

RECOGNIZING OUTSTANDING
PERFORMANCE BY A MEMBER OF THE

. . SECURITY GUARD INDUSTRY
not necessarily the most propitious

For example, during the last 18 time to be doing anything in a
million pounds in combined gross months the company has set up a meaningful way" in the U S mar-
revenues in ] 986 department of 30 people specializ- ket, Mr Arnold said

In dollar terms, that represents a ing in London market excess-of- And, while Bain Clarkson is con-
38 6% growth in the combined bro- loss reinsurance, and last month tinuing to keep an eye out across
ker's gross revenues to $164 7 mil- Bain Clarkson announced the re- the Atlantic, the broker is gazing

You can parlicipate

Between now and September 1, those In

lion (at year-end exchange rates) in cruitment of a team of specie and more intently across the English
1987 from $118 8 miillion (at year- surety brokerage specialists (BI, Channel to Europe
end 1986 exchange rates) May 16) Bain Clarkson recently acquired
Pretax profit for 1987 totaled "We will expand where we see a a 50 5% share of a Swedish broker
11 8 million pounds ($22 S million) specialist niche or where we have a in a ]J01nt venture with a subsidiary
That figure reflects the results of weak link," he said, adding that he of Swedish automaker VVolvo Corp
12 months for Bain Dawes and currently is looking at reinsurance The Swedish broker, formerly
nine months for Clarkson Puckle, brokerage "as an area to expand " known as ForsakringaPoolen AB,
Mr Hagger said Mr Arnold pointed out that he will be called Bain Clarkson A B

' 13 worldwide

increased 256% in dollar terms to Mr Vaughn, who replaced Albert
$1622 million last year (based on Wheway when he retired last Au-
year-end 1987 exchange rates) gust, is ©one of the few Americans
from $129 1 million in 1986 (based to head a Lloyd's of London bro-

on 1986 year-end exchange rates)

Hogg Robinson & Gardner
Mountain P.L.C.
kerage operation
Based on this performance, Hogg Almost a year ago, Hogg Robin-
Robinson remained the world's son announced that It had broken

13th-largest insurance broker in off merger talks with rival London
broker Fenchurch Insurance Hold-

1 Portsoken St, London ElI 8DF

England, 01-480-4000 the Busmess Insurance rankings

Hogg Robinson IS the parent of ings Ltd and would Split its insur-
Boston-based Republic Hogg Ro- ance brokerage and travel services
So much has changed at the for- binson Inc, the 11th-largest U S divisions into two separate com-
mer Hogg Robinson Group PLC broker (see profile, page 58) panies (Bl, June 29, 1987)
in the last year that about the only Other changes also have taken Under the demerger, Hogg's
thing that looks familiar is the bro- place at the company since Hogg travel, transport, financial and
kerage's glass atrium offices "demerged" last summer For in- property services-which include
Since the world's 13th-largest stance, it has vacated 21/2 floors of personal lines insurance, pensions
broker split from its travel services the 41/2 floors it occupied at its and employee benefits services-
division last July London headquarters and moved were transferred to a new holding
* The parent company of the about 250 employees to offices company that retained the name of
brokerage activities took on the outside London's financial district Hogg Robinson PLC
name of its Lloyd's of London bro- "There's been quite a lot of Hogg's commercial insurance
kerage Hogg Robinson & Gardner change," said Anthony Howland brokerage activities continued to
Mountain PLC Jackson, former managing director be owned by Hogg Robinson Group
= The broker has hired a new of Bain Clarkson Ltd, who joined shareholders, though the bro-
chairman and managing director Hogg on Dec 1 as deputy chairman kerage's name was changed
- The broker's fiscal year, which and managing director Hogg's move to split the com-
had ended on March 31, was "There's no question that de- pany seems to contradict today's
mergers are unsettling," said Hogg business trend in which companies
Hogg Robinson's gross revenues Chairman James Vaughn "So we are building financial conglomer-
decreased 1% to 863 million have tried to settle things down It ates instead of breaking them up,
pounds in 1987 from 872 million 1SNOW quite clear that weareback Mr Vaughn admits, adding
pounds in 1986 However, revenues in the insurance business "

changed to end on Dec 31

Cont:nued on next page

the Security Guard and Insurance Industries,
are invited to submit the names of security
guard agency employees who have per-
formed "above and beyond" the call of duty
or who have made critical suggestions to
promote safety and security

A distinguished panel

Distinguished executives and Journalists
from the security and insurance industries
will review these submissions and select a
security guard who, in his career, has made
the most impressive contribution

The awards

Wilham H Brownyard, founder of the
W H Brownyard Corporation

The employee who is honored will receive a
handsome engraved plague and $1,000 The firm that employs
him will receive a similar plague, and a $5,000 donation will
be given, in that firm's name, to the Amencan Society for Industrial
Security (ASIS) Foundation at its annual dinner during the
convention in September The broker or agent providing the firm'S

Insurance also will be recognized

Whythe awards7

The Brownyard Group is aware of countless contributions made by
security guards that have saved lives and property and have reduced
insurance claims Having provided insurance exclusively for the security
guard industry for over a quarter century, we feel uniquely qualified to
offer this recognition

All letters descnbing the actions of security guards must contain the name of the
Individual, the security guard agency for which he worked, as well as dates

They should be forwarded to the attention of Bryan Brownyard

THE Bl«N ARD GROUP

BROWNYARD BROTHERS INC.
BROWNGUARD ASSOCIATION
20 Fourth Avenue, Bay Shore, New York 11706-9838
(516) 666-5050 - (800) 645-5820 - Fax (516) 666-5723
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Spotlight report

Continued from previous page
that the demerger was "a very dif-
ficult call" for the Hogg board

He singled out Hogg's London ' 1

'Unless brokers take (freedom of insurance wholesale operations as an area 15 worldwide

needing improvement

However, "the staff is delighted" services) seriously, an enormous opportunity Also, Hogg needs to make better

with the demerger, he said, be-
cause now the company has a clear

could become a threat' because other brokers

use of its international network of Faugere & Jutheau S.A.
brokers, Mr Vaughn added

idea that it is in the insurance ser- will step in and take away business, In particular, Hogg must push
vices business and not in the travel harder into the continental Euro- .
business says Anthony Howland Jackson. 13 Rue de la Ville L'Eveque
pean market to be prepared for the 75008 Parts, France,
"The (Hogg) retail brokers think removal of insurance trade bar- 4-267-1500

that it's the best thing that ever

riers in 1992, said Mr Howland

happened,” added Mr Howland over (last year), but the crash of company, beginning with top man- Jackson (Bl, May 16)
Jackson the stock markets and the prob- agement "Unless brokers take (freedom of Faugere & Jutheau S A

At the time of the demerger, lems involved in other mergers in

Mr Vaughn, 61, became chair- insurance services) seriously, an France's largest broker, has

stock analysts contended that London have made outsiders aware man of Hogg Robinson & Gardner enormous opportunity could be- reached a plateau after growing
Hogg was splitting to allow the that (brokering) is a fragile bum- Mountain last August after serving come a threat" because other bro- in step with the nation's industries

brokerage division to merge more ness "

since 1983 as a non-executive kers will step in and take away according to Chairman and Chiej

easily with another brokerage Instead, Mr Vaughn says that director overseeing North Ameri- business, he said Executive Officer Robert Husson
Today, however, Hogg IS not look- Hogg itself iS in an acquisition can activities Besides its full-year 1987 results, Gross revenues last year re-

ing for new partners and is content mode

Living in the United States until Hogg also released nine-month mained almost steady at 586 mil-

to remain an independent, me- In the United States, Republic he became Hogg's chairman, Mr data that includes only those peri- lion French francs, up lust 129
dium-sized broker, said Mr Hogg Robinson is expanding geo- Vaughn owned hw own brokerage ods following its 1986-87 fiscal from 578 8 million French francs in
Vaughn graphically, said Mr Vaughn But in San Francisco--Vaughn & Blake year, which ended March 31, 1987 1986 In US dollar terms, how-

"Our size is not a bad size," he in London, the emphasis has been -until it was sold to Fred S James During the last nine months of ever, revenues jumped 282% tc
said "There was quite a lot of talk on acquiring new people and re- & Co Inc in 1971 He served as 1987, Hogg reported revenues of $111 3 million from $868 million
that the company would be taken placing those who have left the chairman of James between 1975 70 9 million pounds ($133 3 mil- in 1986
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big broker
marketmg.
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small broker
attention.

You can have it all.
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135 Wood Road, Braintree. MA 02184 10 E 39th Street, New York, NY 10016
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An MBA Group Compony

Hard-Headed.
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An-d proud of it.

You wouldn't have us any other way, and neither would we.
Being hard-headed, we're practical and unsent,mental
about your assets, so we can place realistic, objective
values on them. Values that won't leave you cliff-hanging
should you need to insure against risks, prove a loss,
negotiate the most advantageous terms for condemnations,
mergers or acquisitions, and many other business and
financial imperatives

Call or write Industrial. You can count on us to be

hard-headed

Industrial 222 Boulevard of the Allies
Pittsburgh, PA 15222

Appraisal
Nauonwide service from ohes
Com pa ny in 24 principal cities.
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and 1980

lion) and pretax profits of 25 mil- That increase helped boost Fau-
Mr Howland Jackson was re- lion pounds ($4 7 million) gere & Jutheau, which IS two-
cruited from Bain Clarkson by Hogg's full-year 1987 revenues thirds owned by descendents of th€
Hogg Deputy Chairman Peter include 64 million pounds ($12 brokerage's founder and one-third
Sawdy million) in mvestment income, up a owned by Marsh & MeLennan Cos
Mr Howland Jackson's depar- scant 1 6% from 63 million pounds Inc, to the No 15 spot in the Bust-
ture from Bain Clarkson "was all ($9 3 million) in 1986 ness Insurance rankings of th€
arranged amicably Simon (Arnold, A little more than 75%, or 651 world's largest brokers, up from
chairman of Bain Clarkson) and | million pounds ($122 4 million), of No 17 in 1986
got on well, but Bain Clarkson the company's full-year 1987 gross Part of the reason for the lack 01
didn't need two bosses," Mr How- revenues were produced by bro- growth in terms of francs IS the
land Jackson explained kerage services, and more than half combination of the softening com-
Other key personnel changes at of that amount was generated by mercial property/casualty insur-
Hogg include North American business ance market and a general down-
= Peter Davidson, former finan- Republic Hogg Robinson's reve- turn in the French economy, said

cial director for Clarkson Puckle nues rose 20 3% to $57 8 million in Mr Husson

Ltd before It merged with Bain 1987 from $48 million in 1986, "The general economic situation
Dawes PLC, has become Hogg's while Hogg's UK retail brokerage is such that everyone is tightening
financial director He replaces A R revenues increased 12% and its the screw and keeping a very close
Alers-Hankey, who left the com- U K wholesale brokerage revenues eye on insurance expenses," he

pany decreased 11%, Mr Vaughn said said, adding that Faugere & Juth-
= Christopher Price, who was "Every broker iS suffering in eau clients are retaining more risk
Hogg's chief executive, remains a London wholesale business from Another reason IS the falling ex-

deputy chairman of the company the soft market because more busi- change rate between the U S dol-
but spends much of his time over- ness is staying in the U S and this lar and the French franc Forty
seeing Hogg's Australian opera- will get worse before it gets bet- percent of Faugere & Jutheau's
Hons ter,” said Mr Howland Jackson revenues are produced from out-
- Kit Brownlees was hired as Operating profits dropped 17 7% side of France, and at least 20% of
managing director of Hogg's politi- to 93 million pounds ($17 5 mil- ItS business IS conducted in U S
cal risk division after 15 people lion) for all of 1987 from 113 mil- dollars, according to Mr Husson
from the division, including direc- lion pounds ($16 7 million) in 1986, As a result, the decline in the
tors Jack Barnes and Mark Drum- while pretax profits increased U S dollar has had "quite a sub-
mond-Brady, left the company last slightly to 12 million pounds ($22 6 stantial impact" on revenues, he
year to Join Lloyd Thompson Ltd million) from 11 7 million pounds said
Mr Brownlees was director of the ($17 3 million) in 1986 Meanwhile, Faugere & Jutheau's
political and financial division of After subtracting taxes and ex- rapid growth in some of its specia-
Stewart Wrightson Holdings traordinary items, Hogg's profit to lized fields also has diminished
P L C before it was acquired by shareholders dropped 388% to 49 Faugere & Jutheau IS the broker
Willis Faber PLC million pounds ($9 2 million) from for companies in many of France's
Mr Howland Jackson said that 8 million pounds ($11 8 million) in high-technology industries How-
except for Mr Brownlees, none of 1986 ever, several of these industries are
the 15 people have been replaced An extraordinary charge of 2 6 now mature and no longer expand-
because the political risk insurance million pounds ($4 9 million), ing as rapidly, which has stalled
market has shrunk and there isn't a which was lowered to 900,000 the brokerage's revenue growth
need for a bigger team pounds ($1 7 million) following ex- "When France was rebuilding its
« Anthony Durant, formerly a traordinary tax recoveries, is pri- economy after the war together
region al director a t Stewart marily attributed to demerger ex- with the rest of Europe, Faugere &
Wrightson, has become managing penses, litigation costs and costs of Jutheau was actively engaged m

director of Hogg Robinson's finan- aborted mergers placing risks for new businesses,

f Fij

Ih = director at Lloyd's broker Dewey million) are noted in the accounts However, those "30 glorious

cial services division In addition, contingent liabilities thanks to our dynamic image,"

- Christopher Bowen, formerly totaling 1 1 million pounds ($2 1 said Mr Husson

Warren & Co Ltd, has been ap- They Include amounts reserved in years (of expansion) are now be-
pointed managing director of over- light of litigation with N V Rotter- hind us," he added

seas non-marine brokerage divi- damse Assurantiekas and certain For example, Faugere & Jutheau
sten insurance companies in London is the leading broker for placing
In addition, two new directors and overseas risks related to France's nuclear

were named to the board of HRGM The litigation stems from treaty power industry, like the Eurodif

Insurance Brokers Ltd, the com- reinsurance placed by HRGM Re- nuclear fuel enrichment plant and
pany's main Lloyd's brokerage op- insurance & Non-Marine Ltd be- the Cogema nuclear waste treat-
eration Rasik Patel, who oversees tween 1976 and 1982 Retroces- ment plant

Africa and Indian operations, and sionaires allege that reinsurance However, a near-standstill in
Robert Neulaender, who oversees ceded to them by Rotterdamse France's major nuclear power
Latin America and Spanish-speak- through HRGM IS not binding be- plant building program has stalled
ing countries Messrs Patel and cause HGRM illegally acted as that segment of the brokerage's
Neulaender had been directors of Rotterdamse's underwriter in vio- business, Mr Husson said

Bain Clarkson's international divi- lation of British insurance laws Similarly, many of Faugere &
sion The retrocessionaires also allege Jutheau's clients involved in the
Despite the management addi- that Hogg made misrepresenta- offshore energy industry are now
tions, Hogg reduced its total em- tions to deceive them trapped in a period of slow-if any
ployee count 33% to 2,373 at Dec Rotterdamse IS suing Hogg for -growth
31, 1987, from 2,455 at March 31, negligence, breach of contract and "Investment in offshore business
1987 breach of duty for sums that have has slowed down a lot worldwide
Although Hogg continues to be a as yet to be determined Indeed, some of our contractor eli-
strong player in U S and foreign However, Hogg's directors are ents have even gone into bank-

retail brokerage-particularly in -confident in the light of legal ad- ruptcy as a result of the decline in
placing credit insurance, for whichvice received that there are good offshore 011 and gas exploration,"
It IS the largest broker in London, grounds for resisting the claims of said Mr Husson

and "mass market" coverages such illegality and misrepresentation In the aviation sector, where
as extended warranty insurance- and that the allegation to deceive Faugere & Ju t heau IS one of
certain areas of its operations need is without foundation," said the France's leading brokers, "rates
to be strengthened, admitted Mr report plummeted in 1987 and the market

page
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Zont:nued fromprevious page . "substantial reduction in revenues," he said forced our staff in employee benefits con- with insurers
s still softening,” said Mohﬁammed Dhabi, However, the reduction in overall bro- sultin% which we certainly plan to develop," Personal lines is " 5 field we must develop
!gggigrf Eggggrrje & Jutheau's aerospace and kera.g_e revenues generated in Africa also is said Mr Husson . and improve," said Mr Husson
. o PrOVIdlng Faugere & Jutheau with an oppor- Mr Husson IS more cautious about the fu- Another area in which Mr Husson sees po-

_bHot\Aéevelr, Mr Dth"?‘b'ﬂ']s more Opt'm'gtlc tunity to expand, Mr Husson noted ture growth of captives among French par- tential IS the planned removal of insurance
foout developments In the aerospace Indus- "We are in a much better position than ents, descr_lbln? the recent trend for French trade barriers among European Community
Iy whglre Fahllgse{e & Jum)eau 15 ranked some of the brokers, which have small opera- companies fo establish captive insurers as countries by 1992, which will allow cross-
imbng the wor oremost brokers tions locally, to face the downturn in the only "temporary " border insurance placements (Bl, May 16)

Although the broker's aerospace brokerage economy because of our historic position in "A lot of people are speaking about cap- Members of M&M's brokera’ge network

evenues have dropped in the last two years many countries So we are expanding our tives We are aware of that We have a feel- including Faugere & Jutheau, currently are
)ecause of setbacks in both the U S and Eu- African base by acquiring brokers" whose ing that c1p|te often insurance people speak examining "ways to reinforce the cohesion"
opean space programs, Faugere & Jutheau Posmons have been weakened by the market of captives but don't actually use them So, of the network in Europe in preparation for

reinforced its derospace brokerage team slowdown, said Mr Husson there is more noise than there should be," he the EC's freedom of trade directive, said Mr
n anticipation of future satellite launches, For example, Faugere & Jutheau in April explained Husson
|cI<I:ord|ng to Mr Dhabi bought 50% of Aceca, a brokerage in Mo- Another area on which Faugere & Jutheau Meanwhile, because Faugere & Jutheau IS
Between now and July 1989, Alnamespace rocco, and opened an office in Senegal is focusing is personal lines business a member of "a very strong network, we
the European space agency) expects to  Faugere & Jutheau also is looking to tele-  ntil recently, virtually all the personal don't see the necessity of a direct and in(je-
aunch more than 12 satellites and at least vision and radio industries to increase reve- lines business handled by the broker was pendent move into other countries™ in which
30% of those will be insured through Faugere nues, Mr Dhabi said generated through its corporate clients M&M network members are based, he said

f Jutheau and our partners in the U S, As a result of the recent privatization of Now, "we are taking positive action to de-

maid Mr Dhabi For example, Mr Husson sees little point

) France's television networks, there is an in- velop new clients We are even planning to In setting up a branch of Faugere & Jutheau
Meanwhile, 316 of Faugere & Jutheau's creasing demand for new insurance [products reorganize how we handle our personal lines in West Germany when "we have a veﬁl ﬂood
o)

t,323 emplogee_s-up 2 1% from 1,296 in that should "produce substantial income in business by taking a more positive attitude relationship with Gradmann & er,"
L 986-are based in Africa, where the general 1989," said Mr Dhabi in bringing the business in," said Mr Hus- M&M's Munich correspondent

Economic situation is hurting brokerage rev- Meanwhile, the broker is continuing to de- son, adding that each Faugere & Jutheau "I believe in the necessity of a local ser-
Enues, said Mr Husson ] ) velop its employee benefits department- branch IS being looked at separately to "try vice We prefer to be partners with a local
_For example, in African countries with William M Mercer Faugere & Jutheau, a to improve its efficiency " broker who knows the market, the clients

)i1-based economies like Cameroon and Joint venture with M&M Currently, most personal lines insurance in and has a local presence," he said
Gambon, Faugere & Jutheau has suffered a "We have hired more actuaries and rein- France is placed through agents or directly -By Carolyn Aldred
brokerage clients Faber PLC UNISON business ac- tion of property insurers called petitive prices based on the com-
The company, whose largest of- counts for 7% of Jauch & Hu- Verband der Sachversicherer e V panies’ costs, he predicted This
Jauch & Hubener flee is in Mulheim Just outside bener's revenues, up from 5% last must abolish ItS cartel-like rating would mean that Germany's cap-
Dusseldorf, considers itself to be year that the group used on "giant tive brokers, which are owned by
the largest commercial retail in- Earlier this month, Jauch & Hu- risks"-those exceeding 1 billion major corporations and control
Rubhr 1. Obere Saarlandstrasse 2 surance broker in West Germany, bener hosted the annual UNISON deutsche marks ($640 million at much of the corporate insurance
04330 Mulheim. The Foderal said Mr bahms meeting in Baden-Baden, West year-end 1987 exchange rate) placements in Germany, also
Republic of Germany, 49-208-3071 The brokerage has offices in Germany, where the main topic of The association is considering would have to set their own rates,

’ Munich, Frankfurt, Hamburg and discussion was UNISON's strategy making a list of "recommended" he said

Berlin, West Germany, in Austria, for Europe when economic trade rates, on top of which brokers "The broker commissions will be

in Switzerland, in the United barriers are finally dismantled in would tack on additional charges, negotiated" for the first time, said
The slowdown of the West Ger- States, in Venezuela, and a co- 1992 such as commissions, Mr Dahms Mr Dahms "So captive brokers
man economy is one of the greatest venture in Brgzil_ with U S bro- For brokers and insurance conn- said will become part of the competitive
threats to the country and Jauch & ker Johnson & Higgins panies, bdrriers may come down by If the association's recommenda- game And we will see fewer
Hubener, ItS largest insurance bro- This year, Jauch & Hubener will 1990-the effective date for a pro- tions are enacted, insurers and new captive brokers "
kerage, warns one of the bro- open an office in Stuttgart, West posed non-life insurance directive brokers will begin offering com- -By Stacy Shapzro
kerage's partners Germany, with 10 staff members to allow risk managers at com-
"Where Germany stands cur- The company also plans to open panies in Common Market nations
rently, (mdustry) is not getting as two other offices in West Germany to buy coverage from insurers in
rich as quickly as it used to be," Jauch & Hubener specializes in other EC nations for the first time
said Christian Dahms Germany IS brokering international, excess lia- without violating many national TO get more
"not doing as well economically as bility, contractors all-risks and restrictions (B1, June 13, May 16,
we used to " machinery breakdown coverages Dec 28,1987)
The slower growth could affect for corporations, although It also 'UNISON members came to the from you r
Jauch & Hubener's clients and, places property and business inter- conclusion at the meeting "that in
therefore, new brokerage business ruption risks, marine hull and order to adjust to 1992 and gain t
For example, a Jointly owned cargo and other liability coverages the benefits from It, UNISON must ca p ive .
subsidiary of a West German and Jauch & Hubener also is increas- do something," said Mr Dahms
U S company that has decided to ing the amount of global corporate The UNISON members discussed Cut on th e
invest in new ventures in Europe employee benefit programs, partic- merging into one, giant European
will not consider West Germany ularly pension funds, It handles for brokerage company, bit that is not

because of the state of the econ- West Germans feasible for at least 10 or 15 years, d otted I I n e .
omy, Mr Dahms said he was told The brokerage's employee bene- he said
during a recent trip to the United fits division is modifying ItS CII- Instead, UNISON members have
States ents' programs in response to tax decided to build up UNISON'S O At Continental Risk Services Ltd we pride ourselves on being
Other economic changes in Ger- law changes affecting employee Belgian affiliate, UNISON S A in able to provide supenor captive management customised to your
many may directly hurt Jauch & benefits in foreign countries-in- Brussels, so that it can place bum- specific needs
Hubener, Mr Dahms pointed out cluding the United States ness across borders for the UNI-
In the last year, Jauch & Hu- This is an area that "needs a lot SON network members, said Mr O Our staff of expenenced professionals provide accounting,
bener by law had to reduce the of attention,” said Mr Dahms Dahms insurance, reinsurance and claims services, supported by the
workweek of ItS West German em- Employee benefits IS becoming A UNISON S A committee will industry's most sophisticated data processmg

ployees to 38 hours and 45 minutes, more and more important for Ger- meet in London In July to hammer
including lunch, from 40 hours in- man companies internationally as out a detailed plan for the com-
cluding lunch And, all employeds more and more employees move pany's staffing and budget needs,

0 Through us, your captive can access any of the insurance and
reinsurance services it may need, plus we provide easy access to

must receive six weeks of vachgn outside Germany," said Mr which will be presented to UNI- Continental Corporation's affiliates and subsidiaries
tirme Dahms .
SON members in September and . . : :

As a result, the company may And, he noted, there also is more implemented by Jan 1, 1989, said 0 Youlcrt:\n. u.tIIISﬁ]OL;Ir Sggﬁzlor mana.geme.tnht services Wht"g K
have to hire more employees, al- actavlity m employee benefits in the Mr Dahms maintaining the tiexiblility you enjoy with your curreént brokers
though so far the lost time has German subsidiaries of U S com- UNISON S A should become the O From incorporation to year end audit m Bermuda or Barbados
not warranted this action, he panies vehicle that UNISON members can ’

added i let us manage you better
Jauch & Hubener also ranks as use to place business across bor-

Jauch, & Hubener employs 750 one of the largest reinsurance bro- ders without offending UNISON's Just mail in the coupon below

people. kers in continental Europe European members, noted Mr ; B .
Despite the slump in the West Roughly one-third of the. com- Dahms , Or, if you can't wait, call (809)295-6015 _
German economy, Jauch & Hu- pany's business is derived from Meanwhile, to prepare for 1992, We'll tell you why CRS should be managiny your captive

bener increased ItS revenues last placing reinsurance for clients, Jauch & Hubener also IS hiring
year by 5%, said Mr Dahms Based about half of which are West Ger- multilingual employees and con-

on this percentage increase, Bust- man insurers sciously marketing its reinsurance
ness Insurance estimates that the Only about 6% of the company's services to insurance companies in
company's 1987 revenues totaled revenues are in U S dollars, al- Europe, such as Ass:curazioni Name
165 9 million deutsche marks, up though Jauch & Hubener still has Generali in Italy and Union Assur-
from 158 million deutsche marks 110 German clients in the United ance de Paris in France, said Mr Title
the year before States Dahms
But, because of the continuing Clients in the United States are "Before now, we would have Company
strength of the German deutsche serviced by Johnson & Higgins, as- marketed to a lesser degree and not
mark against the U S dollar, reve- sisted by a Jauch & Hubener repre- consciously" to non-German ced- Address
nues jumped 29 2% in dollar terms sentative in J&H's New York of- ing companies, Mr Dahms said
to $106 2 million from $822 mil- fice "We want these markets to get to City - State Zlp
lion in 1986, pushing Jauch & Hu- Jauch & Hubener, which was know us "
bener up two places to be Business formed by Walter Jauch and Otto Jauch & Hubener also sees op-
Insurance's 16th-largest world Hubener in 1919, remains a pnvate portunity in West Germany follow- Continental Risk Services Ltd
broker partnership managed by six part- ing a 1987 European Court of Jus- P O Box HM 824
As a privately owned partner- ners tice decision to force the West Hamilton HMCX, Bermuda
_ship, the_company will not reveal Jauch & Hubener IS the third- German insurance industry to C ti t I
its financial results largest partner in UNISON, a abolish ItS tariff rating for prop- Continental Risk Services is a ontinenta
Mr Dahms attributed last year's worldwide network of retail bro- erty and business interruption in- Subsidiary of the & insurance®

growth to the addition of both kers whose largest members are surance

. L . T o Continental Corporation
commercial retail and reinsurance Johnson & Higgins and Willis The court ruled that the associa-



134 / Business Insurance, June 20, 1988

Spotlight report

fice support services such as in- structure will increase Hudig's in-

'17 worldwide house printing, catering and clean- Hudig's existing offices in France, Belgium, Spain, dependence and stability, Mr ten

ing, rather than perform the work ' ) Bokkel believes
and West Germany are'a very important part of

in-house This has led to "savings The company also is restructur-

Hudig-Langeveldt Group bv in money and in management at- our organization. We would like to be a good ing its management to increase ef-
tention,” according to the com- A . ) ficiency

pany's recently published annual broker in EUFOpe for Iarge Dutch multinationals "Since December 1987, the com-

) report o and for local companies,' says Mr. ten Bokkel. pany has been managed by a group

61, Wilnhaven, 3011 WJ Rotterdam, "We are slimming down our or- (of senior executives) representing

P O Box 1186, 3000 BD Rotterdam ganization and confining ourselves the various sides of the brokerage
The Netherlands, 010-464-8911 . . PR . R

to employing good insurance peo- division, the underwriting division

ple,"” Mr ten Bokkel pointed out In September, Hudig-Langeveldt portant part of our organization and group interests We expect to

Hudig-Langeveldt Group bv is The company also plans to move acquired the remaining 50% in We would like to be a good broker be able to coordinate the strategy

continuing to expand its brokerage in October into a new office build- Spanish associate company Nespa in Europe for large Dutch multina- of the group units better," Mr ten
facilities throughout Europe, in- ing on the outskirts of Rotterdam SA, based in Madrid Hudig cur- tionals and for local companies," Bokkel explains in the company's

cluding West Germany and Spain, Hudig's Rotterdam-based staff rently has four offices in Spain in he said annual report
while divesting its non-brokerage currently is located in four sepa- Madrid, Barcelona, Bilbao and San While Hudig plans to continue Hudig's main operating divisions
activities, says Chairman and rate buildings, so the new building Sebastian expanding its own European net- m the Netherlands are
Chief Executive Officer JGA ten -wired for the most modern tech- "It is much easier to expand an work, it iS also a correspondent of - Hudig-Langeveldt insurance
Bokkel nology-will increase efficiency operation when you own 100% of New York-based Marsh & MelLen- brokers

"We plan to become one of the substantially, according to Mr ten It," explained Mr ten Bokkel nan Cos Inc , Mr ten Bokkel - Investment & Credit Insur-
strongest brokers throughout Eu- Bokkel Mr ten Bokkel believes there IS pointed out ance Consultants
rope," commented Mr ten Bokkel Along with shedding its non- great potential for brokers to de- "We already had an interna- - Algemeen Pensioenbureau

The Dutch brokerage took two brokerage activities, the Dutch velop business in Spain because, tional network when Marsh & Hudig-Langeveldt, a pension and
steps forward last year when It company also is embarking on an until recently, most insurance in McLennan bought a shareholding life insurance consultant
jumped to 17th place in Bustness ambitious brokerage expansion Spain had been placed directly (in Hudig) and it is logical to carry - Hudig-Langeveldt Reinsur-
Insurance's ranking of the world's program, both domestically and through insurers rather than on building that chain,” he ex- ance, a reinsurance brokering unit
20 largest brokerages overseas through brokers This same move- plained - Underwriting agency Tollen-

Hudig's gross revenues grew only Within the Netherlands, Hudig- ment toward brokers has been evi- M&M, the world's largest insur- aar & Wegener, a subsidiary that i
3 6% to 155 3 million guilders in Langeveldt is continuing its "re- dent in other countries throughout ance broker, holds a 30% stake in brokers insurance and handles
1987 from 150 7 million guilders in gionalization process," acquiring Europe Hudig claims on behalf of several Dutch i
1986 But In U S dollar terms, on local brokers located throughout In January 1988, Hudig-Lange- In Italy, Hudig operates under a and other insurance companies
which the Bl rankings are based, the nation veldt's wholly owned West German cooperative agreement with Marsh = Interlloyd Insurance Co nv , 1
Hudig's gross revenues Increased During the last 18 months, the subsidiary, Hudig-Langeveldt & McLennan Italia & Co SPA, an insurance company whose re- 1
25 5% to $87 million from $69 3 company has acquired several op- GmbH in Hamburg, acquired a with offices in Milan, Rome, Bre- sults are not consolidated with
million in 1986 erations in the Netherlands, in- majority share in a Joint venture scia and Padua Hudig's

Including revenues from group cluding with H Stanner GmBH & Co, a Meanwhile, Hudig's sharehold- - Lloyd's agent Alfred Schroder
and related companies of 4 1 mil- * Broker Pierson Assurantlen bv Munich, West Germany, insurance ing structure changed dramatically and De Vos & Zoon, a marine
lion guilders ($2 3 million), Hudig's with offices in The Hague and Am- broker, "giving us a good foothold last month when Dutch venture claims agent for insurance com-
overall 1987 revenues were 159 4 sterdam (BI, June 22, 1987) for acquisitions in the prosperous capital group Nederlandse Partict- panies outside the Netherlands
million guilders ($89 3 million), up - Penners & Schoenmakers bv, a south” of West Germany, he said patie Maatschappy acquired a 20% - Computer Service Holland bv,
2 1% from 156 million guilders commercial lines broker based in Hudig-Langeveldt now has five stake in the company an electronic data processing ser-
($71 8 million) in 1986 Tilburg offices in West Germany Ham- The group, which IS owned by vice company

The company currently is in the - Merwestad bv, an inland ma- burg, Dusseldorf, Frankfurt, many Dutch banks and insurance In addition, Hudig is continuing
midst of a major "rationalization rine insurance broker based in Beckum and Munich companies, bought the shares from its expansion in the Far East In a
program,” designed to streamline Dordrecht The company is specifically con- private shareholders, including joint venture with C E Heath,
its operations to allow it to con- * The remaining 30% sharehold- centrating on European expansion family members of Hudig's foun- Hudig recently opened an office in
centrate on insurance brokerage, ing in Rotterdam-based Invest- in preparation for the planned ders Taipei, Taiwan
Mr ten Bokkel explained ment & Credit Insurance Consul- opening of insurance barriers in As a result, Hudig's principal Other Far Eastern offices owned

For example, in 1986 the group tants fromm London broker Hogg 1992 among the 12 member coun- shareholders are now Marsh & by the partnership include
reduced ItS activities in computer, Robinson & Gardner Mountain tries of the European Community, MeLennan, with ItS 30% stake, the - Hudig-Langeveldt-Kyoritsu
banking and other non-brokerage PLC explained Mr ten Bokkel (Bl, May Amsterdam & Rotterdam Bank Ltd in Tokyo
services, including selling its stake "Regionalization in the Nether- 16) (Amro), with a 20% stake, and Ne- - HHL (Holdings) Ltd , a Hong
in Hong Kong-based reinsurance lands will give us facilities closer "This greater freedom provides derlandse Participatie, with a 20% Kong-based company
company Asian Area Re Ltd to ItS to our clients in order to provide many opportunities for brokers stake ' « Heath Hudig Langeveldt Pte
longstanding brokerage partner in better sdrvice,"” said Mr ten Bok- operating internationally,” said The remaining 30% is owned by Ltd in Singapore
the Far East, Lloyd's of London kel Mr ten Bokkel private individuals, including fam- - Heath Hudig Langeveldt
broker CE Heath PLC The company also has been on As a result, Hudig's existing of- ily members and the company's (Thailand) Ltd in Bangkok, Thai-

In 1987, Hudig hired private the acquisition trail outside the fices in France, Belgium, Spain, management land
contractors to perform several of- Netherlands and West Germany are *'a very im- The change in the ownership -B Carolyn Atdred

' .
1 8 WorIdWIde staff worldwide, including Presi- J Other ma}or clients listed by ment is the growth in the number
dent Patrick Lucas’ WhO pOintS out I 'We are the Only Gras Savoye include chemical of companies contemplating cap-

Gras Savoye S.A. that the' company has no plans to broker with offices Companie§ Atochen"l and Rhone- tive insurers, Mr Lucas said
go public Poulenc, oil companies Shell 011 Gras Savoye, together with other
Mr Lucas believes one of the throughout France,’ Co , Mobil Corp and EIf Aqui- members of the UNISON world-
reasons for Gras Savoye's continu- . tatne, the French Ministry of the wide brokerage network like John-

115-123 Ave Charles de Gaulle ing success is its policy of regiona- says President Environment, Eurotunnel, and son & Higgins and Willis Faber

?_e;;’igy;szﬁjlr;Selne Paris, France, lization-taking the company to Patrick Lucas. Eurodisneyland PLC, recently established a cap-

the client Although based in the Two particular areas of future tive management company in
Parlsian suburb of Neuilly-sur- - expansion pinpointed by Mr Lucas Brussels, Belgium, called Uniser-
Seme, Gras Savoye has 15 offices are personal lines insurance, which vice Management

Gras Savoye SA, France's sec- throughout France Luxembourg and Singapore currently generates 15%, or 64 5 "More than five major French
ond-largest commercial insurance "We are the only broker with of- At home, the company is recog- million francs ($12 1 million), of companies have set up captives'in
broker, enters Business Insurance's fices throughout France, and we nized as a leader in several specia- Gras Savoye's revenues, and em- the last year and | believe that
ranking of the world's Top 20 bro- plan to continue and expand” the lized risk areas In particular, Mr » ployee benefits growth rate will continue,” said
kers for the first time, due partly network, said Mr Lucas Lucas pointed out that Gras Sa- In addition, Gras Savoye is one Mr Lucas
to the strength of the French franc In the last few months, Gras Sa- voye is noted for its specialist of the only French brokers provid- Gras Savoye has been a charter
against the U S dollar voye has acquired a small broker in knowledge of ing specialist risk management and member of UNISON since it was

Gras Savoye produced modest Clermont-Ferrand in central - Banking risks Gras Savoye's loss prevention services to France's formed in 1982 Members of the
growth of 6 9% last year with esti- France, as well as a broker in banking department, under Fre- growing number of sophisticated network "meet regularly to com-
mated gross revenues of 432 mil- Lyons that will be merged with deric Mangin, handles the risks of risk managers, Mr Lucas said pare notes in an effort to provide
lion French francs, up from 404 3 Gras Savoye's Lyons office more than 160 French and over- For example, several years ago similar services to clients through-
million French francs in 1986 At least five more regional of- seas-based financial institutions Gras Savoye expanded its loss pre- out the world," said Mr Lucas

However, in dollar terms, ItS fices will be opened in the next The broker's banking clients in- vention department into a separate For example, Gras Savoye this
brokerage revenues Jumped more year, Mr Lucas predicted, adding clude the Banque Nationale de subsidiary, called the Societe month will host a delegation of
than 35% to $82 08 miillion-Just that most of Gras Savoye's expan- Paris and Credit Lyonnais D'Assistance a la Gestion des Ris- UNISON members meeting to dis-
$20,000 ahead of 19th-ranked So- sion has been through internal - Fine art and antique insur- gues, or Sagen cuss employee benefits
darcan Inc of Montreal-from growth rather than through acqui- ance Gras Savoye provides risk The services Sageri offers in- With UNISON members in each
$60 6 million in 1986 sition analysis and brokers coverage for clude insurance audits, risk analy- member country of the European

However, Gras Savoye's ranking The company also has 13 over- museums, exhibitions and fine art sis, security information, fire pre- Community, the network is already
as the world's 18th-largest broker seas subsidiaries, employing 167 throughout the world, according to vention installations, such as well-established for 1992, when in-
is not merely an exchange-rate people Mr Lucas Musees Nationaux, sprinkler systems, machinery and surance trade barriers fall among
anomaly About 12%, or 518 million francs France's national museum associa- clothing protection, and captive the EC nations (B1, May 16)

Gras Savoye is one of continental ($9 8 million), of Gras Savoye's tion, 15 one of the broker's clients feasibility studies However, Mr Lucas does not be-
Europe's most established broker- revenues come from overseas sub- = Construction and contracting Currently, Sagen is unique in lieve the recently approved EC di-
ages It also is one of the fastest- sidiaries, generated both by subsi- risks The broker handles insur- France, said Mr Lucas rective removing trade barriers for
growing, brokering insurance for diaries of the company's French ance for major French construction In recent years there has been a large commercial insurance risks
more than 5,000 companies and clients and from local businesses companies throughout the world rapid "growth in risk management will greatly affect the French In-
150,000 individuals abroad, Mr Lucas estimated In particular, Gras Savoye places with an increasing number of risk surance market

The company was established Gras Savoye has a strong pres- coverage for contractors ~“decen- managers in French companies,” "Competition in France is al-
just over 80 years ago and is pri- ence in French-speaking Africa, nal" liability "Decennal” liability said Mr Lucas "It IS logical for ready very (fierce) with most of the
vately owned by four families that with offices in Cameroon, Ivory coverage is a standard French line big companies with big insurance major insurance companies estab-
are the direct descendents of the Coast, Togo, Gabon, Morocco, Sen- of insurance covering French con- budgets to realize their first prior- lished here French risk managers

company's French founders egal and Libya Other offices are tractors who are legally bound for ity should be to reduce potential are hard bargainers and big com-
Indeed, many members of the located in Spain, Belgium, Hong any faults discovered in a con- losses," he added mercial risks are already priced
founders' families are still em- Kong and Iran And, more recently, struction for up to 10 years after An example of France's in- very low,” he said

ployed among Gras Savoye's 1,113 Gras Savoye has opened offices in its completion creased awareness of risk manage- -By Carolyn Atdred
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Sodarcan Inc.

1140 de Maisonneuve Blvd. W.
Suite 701, Montreal, Quebec H3A
1 M8; 514-288-0100.

The commercial property/ca-
sualty insurance price war that has
riddled brokerages in the United
States has crossed the northern
border and is pounding Sodarcan
Inc.

Now more than a year old, the
price war among Canadian insur-
ers shelled the Montreal-based
corporation's profits during 1987
and continues its attack into 1988.

"l don't see any sign of it termin-
ating shortly,"” says Mario Myre,
president and chief executive offi-
cer of Dale-Parizeau Inc., Sodar-
can's brokerage arm.

However, Sodarcan's manage-
ment is fighting the effects of the
highly competitive marketplace by
embarking on a strict program of
cost-cutting and slowing its acqui-
sition pace.

Last year, Sodarcan's gross reve-
nues related to its brokerage-sector
rose 17.6% to $105.2 million Cana-
dian ($82.06 million) from $89.4
million Canadian ($64.4 million) in
1986. That figure includes $7.7
million Canadian ($6.0 million) in
investment income from under-
writing operations, but excludes
net earned premiums from the in-
surance business.

Despite the battering by the
market, Sodarcan rejoined Busi-
ness Insurance's ranking of the
world's 20 largest brokers, placing
19th, just $20,000 behind 18th-
place Gras Savoye of France.

Brokerage revenues alone grew
18.7% to $97.5 million Canadian
($76.1 million) last year, up from
$82.1 million Canadian ($59.1 mil-
lion) in 1986. The $7.7 million in
1987 investment income last year is
a 5.5% increase from $7.3 million
Canadian ($5.3 million) the previ-
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ous year.

But despite the revenue inirease,
Sidarcan's brokerag2 sector expe-
rienced a net loss of $1.9 million
Canadian ($1.5 million) las. year,
compared with net income of $1.95
million Canadian ($1.4 million) in
1986.

'The competitive market eondi-
tions came at a bad time for So-
darcar., explained President Ro-
bert Parizeau.

"It started about a year sooner
than 8 e could have predicted,” he
noted, and it came al a time when
Dale-Parizeau had made substan-
tial investments in computeriza-
tion and personnel.

'Frankly, we did not anticipate
that the rate war would come so
soon and so strong," said Mr. Pari-
zeau. "And, really, it did bite very
severely."

As a result, the perlormance of
Dale-Parizeau helped drag down
profits for Sodarcan as a whole in
1987, Mr. Parizeau pointed out.

Overall, including underwriting
operations, Sodarcan's gross reve-
nues grew 12% to $131 million Ca-
nadian ($100.8 million) last year,
from $117.1 million Canadian
($102.2 million) in 1986.

The corporation's net income,
however, shrank 86% to $515,000
Canadian ($401,700) from $3.7
million Canadian ($2.7 million) the
year before.

Sodarcan, which made its first
public offering in December 1986,
saw earnings per share fall to 3
cents Canadian. In 1986, as a
"semi-public" company, Sodar-
can's earnings per share were 42
cents Canadian. Until the public
offering in December 1986, shares
of the corporation were held only
by employees and certain financial
institutions.

As cf June 9, Sodarean stock was
trading at $3.30 Canadian ($2.71)
per share, down from $5.88 Cana-
dian (54.39) last June.

The sluggishness of 1987 contin-

ouUsSL/teSS 1766UTUNCe,

ued in: o the first quarter of 1988
for Sodarcan, with overall reve-
nues up only 8.5% to $21.7 million
Canadian ($16.9 million at March
31 exchange rates' from $20 mil-
lion Canadian ($14.4 million) the
previous year.

In the first quarter of 1988, So-
darcan posted a net loss of
$745,000 Canadian ($618,35)) after
showing a $694,000 Canadian
($541,320 at March 31, 1987, ex-
change rate) profit for the corre-
sponding period in 1987.

In an effort to reduce the profit
drain, Sodarcan has turned to a
vigorous program of cost-cu:ting.

"We have put in a very severe
ccntrol over expenses" in an effort
to save $5 million to $6 million this
year, said Mr. Myre. "We hope to
have a definite impact with that
restriction program in 1988."

Personnel cuts are expected to
generate from $1.5 million Cana-
dian ($1.2 million) to $1.75 million
Canadian ($1.4 million) in savings.

JuUlle LU, 13007 1.,0

Other areas where expenses will be
restricted include public relations

and travel.

Mr. Myre said he hopes the cuts
will enable Dale-Parizeau to show
"a small profit" in 1988.

In addition, Sodarcan is slowing
the pace of its acquiisitions. Last
year, the corporation completed 15
acquisitions, most of those within
the brokerage sector.

Although there is no moratorium
on acquisitions, Mr. Myre said
"there is a certain quiet on the ac-
quisition side" during the period of
cost cutting.

Mr. Myre said the purchase of
Benoit & Borg Insurance Agencies
Inc. of Toronto was one of Sodar-
can's most important acquisitions
of 1987. The firm specializes in di-
rect-mail marketing and sale of in-
surance and financial services
through agreements with Canadian
insurers, banks and other com-
panies.

Continued on next page

GOOD MORNING

When the Sun Came Up This Morning, you expected your facilities to be in one
piece, operating and productive. And sure enough, they were. Ifyou are an IRI
insured, you know the odds are in your favor each dawn and each year. Consider
this. In the last three years, the number of losses by IRI insureds has declined.
While there are many factors affecting this favorable trend, the most compelling
reason is the determination of IRI insureds to reduce the probability of a signifi-
cant loss to a minimum. Here are some ways we help support this commitment.

= Training. IRI loss prevention representatives, who serve our accounts and
average 11 years experience with IRI, have taken basic and advanced studies at our
Training Center. During thepast 43 years, more than 15,000 men and women have
graduated from this facility These 15,000 alumni include insurance agents and
brokers, representatives of insureds (risk or insurance managers, plant engineers
and others), municipal firefighters, members ofrating organizations and govern-
ment agencies, employees of our Member Companies, and every IRl loss preven-
tion representative since 1945. Programs conducted at the Training Center provide
IRI personnel with better knowledge of various fire protective equipment and loss
prevention techniques. Today, the Training Center is an industrywide and interna-
tionally known teaching facility, attracting students from nearly every state and
many foreign countries. The graduates come away from the Training Center with a
greater awareness ofthe benefits ofloss prevention and the role it plays in pre-
serving thejobs and property ofbusiness and industry worldwide.

« Technology. IRl computers help us help you. Our Plan Department, using the
latest computer-assisted drafting technology, prepares detailed diagrams ofyour
facilities. These diagrams contain a variety of different computer-generated sym-
bols that identify loss prevention and construction features as well as the overall
site layout. The diagrams help provide a clear analysis of risk for our personnel
and for your insurance and risk management staff. Our Total Information System,
which contains 1.5 billion bytes of information, helps us analyze losses and plot
loss trends which assist us in preparing loss prevention and control programs,
such as OVERVIEW, for you and your staff. Also, IRI loss prevention surveys ofyour
facilities are produced on computer to provide you with prompt confirmation of
each survey. Keeping up with technology, however. means more than just hooking
up more computers. It means keeping up with advancements and developments.
That's why our loss prevention representatives participate in numerous profes-
sional organizations and work on some 50 technical committees ofthe National
Fire Protection Association with impact on 120 standards. To serve you properly,
we are not satisfied with what we know today
We are looking for the answers to tomorrow.

Since We Want Your Next Tomorrow to be

as worry-free as yesterday, we invite you to
become familiar with our library of loss

prevention information. For a complimen-

ta.ry copy of "The IRI Index,"” which lists

sk

our publications, sound-slide presentations,

videotapes and films, contact Mrs. R A Sasso,

IRI, 85 Woodland Street, Hartford, CT 06102
(203) 520-7412.

17ndustrial

nsurers

66,000 properties

insured worldwide
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Spotlight report

Continued from prevzous page $14 6 million Canadian ($11 4 million) in 1987, up 11 5% from Sodarcan, pointed out that there have been two importan
The purchase of Marine Underwriters of Canada Ltd in $13 1 million Canadian ($9 4 milhon) in revenues acquisitions within Sodarcan's consulting operations
Montreal was another important acquisition last year, said "We are as healthy or healthier than we've ever been," said Last year, 25-year-old MLH + A acquired K G Brow
Mr Myre, pointing out that the manne insurer generated Raymond Gilbert, president and chief operating officer of B Associates Inc , an employee benefit consulting firm with of
about $6 million Canadian ($4 7 million) during 1987 E P International fices in Toronto and Hamilton, Ontario
Sodarcan's direct brokerage operations accounted for 60%, Mr Gilbert noted that BEP International’'s "client base And, in early 1988, MLH +A acquired Logicile Inc,
or $58 5 million Canadian ($45 6 million), of the $97 5 million since 1986 is actually up 20% We're actually writing more firm that offers data processing consulting services to U S
Canadian brokerage sector revenues last year business today than we have in the past " and Canadian insurers
Reinsurance brokerage was responsible for 15% of that fig- The company's new name reflects its intention to be recog- And, MLH + A opened a branch office in Ottawa, Mi
ure, data processing and other specialized services contri- nized as a North American broker and not Just a Canadian Grenier pointed out
buted 15%, and actuarial and consulting services generated company, Mr Gilbert remarked He said BEP International In addition to Messrs Parizeau, Myre, Gilbert and Greniet
10% hopes to acquire a small reinsurance brokerage in the United principal officers of Sodarcan are Marcel Le Houillier, pres
While Sodarcan's insurance brokerage business turned in a States by year-end ident and chief executive officer of MLH + A Inc , Claude M
dismal 1987, the reinsurance brokerage side showed much Montreal-based MLH + A Inc , Sodarcan's actuarial ser- Genest, president and chief operating officer of The Nations

better results

vices and consulting sector, generated about $9 8 million Ca- Reinsurance Co of Canada, Louis G Grenier, senior vp
The reinsurance brokerage operation has changed its name nadian ($7 6 million) in 1987 revenues, up from $8 million human resources, and Harry Richardson, president and chie
to BEP International from le Blanc Eldndge Parizeau, and Canadian ($5 8 million) in 1986 executive officer of Mathema Inc

the newly christened operation contributed revenues of about Gilles P Grenier, senior vp of finance and treasurer of -By Michael Bradfort

The professional marketplace

RATES AND CLOSING TIME:

Rates: Display class,fed is $92 75 per column inch, mimmum of one inch Straight class*ed is Closing: Published every Monday Copy must m typewntten form by noon Tuesday, 6
$750 per hne, minimum of 5 hnes Count 34 c/mmcters per hne (include mch space and days preceding publish,ng date No verbal phone copy accepted Prepayment required foi
punctuation as a chamcter) Additional $15.00 charge br all blind box ads Only those reponses stmight advertisements Mail ads to Margaret H,kido, Class#d Advertistng, 740 N Rus;

which ft into a business size envelope will be fowarded Responses are fowarded daily St Chicago, IL 60611 For more mformation call 312-649-5340
CALIFORNIA M.G.A EXCESS & CAROLYN DAVIS RN R premess orenTonmES
T i E: ive S h
SURPLUS LINE anCIse rocuiive Seare INSURANCE DIRECTOR FOR SALE
. . an . .
Ten year Old Ca||f0m|a based Company ASSOC'ATES, |NC ) Risk Management, Beheflts and The State of Mississippi is accepting California clean life shells Olher shell’
with several "in house" carriers as Log|Ca| Insurance Professionals applications for the position of Direc- also available Box 2436, Business In
f . . tor, Insurance Division Respagns,bill- Surance, 740 Rush St, Chicago, It
well as over twenty others Licensed in STAFING CONSULTANTS Approach 6 Holcomb St PO Box 16006 ties aré the management of the State 60611-2590
other states Current volume in excess TO THE BSURANCE INDUSTRY to West Haven, CT 06516 Employees Health and Life Plan and
of $24,000,000 annual Cash sale no (203) 933-1976 development of Workers' Compensa-
. Risk tion and Liability Programs for the
stocks Principals iny Reply 701 West.chester Avenue S state agencies Salary Level is $35,711
Box 2413, Business Insurance Suite 308W M t Mmimum requirements call for a Mas- THIRD PARTY ADMINISTRATORS
740 Rush St. White Plains, n Y 10604 anagemen ' ters Degree and 5 years experience or Do you have a need to establish a re
Chicago, IL 60611-2590 914-682-7040 R t AGENCY/BROKER SPECIALIST Bachelors Degree in Business Admints- gional TPA in the Milwaukee areai Di
90, ecrui Ing PROPERTY-CASUALTY tration, Insurance, or closely related You need additional administratioi
SELF-FUNDED MARKETS field and 6 years experience in Risk space or a new larger location' We hav,

Management or Insurance Administra__ a beautiful building designed espe

HALE SEARCH GROUP tlon, 2 years supervisory level In- cially for efficient insurance admints

EXECUTIVE SEARCH & RECRUITMENT terested applicants should request a tration We have well trained personne
RETAIL TRUCK 1 (]61 C MR BOB F REECE State required application form from and experienced management We wil
- 2596-C Reynolda Rd Director - Insurance Division, Fiscal provide the entire operation to a quali
PRODUCERS Winston Sale:’n NC 27106 Management Board, P O Box 267, fwd and insured TPA or insurance com
VWANTED Associates, Inc 919 724'0234 Jackson, Mississippi 39205 Telephone pany We can even provide a sales fore,
Due to program expansion, we ¢ ) B (601)359-3402 An EOE tf you need a Couple in-house represen
- 3 tatives We also have a block of $8 mil
Executive : EXECUTIVE SEARCH : ,

are currently seeking expert- hon of medical expense group busines
Search enced, licensed. retail truck  CONSULTANTS ocEAN cARGO INSURANGE g T SORTR 2 G et Y (Ter9S
producers to represent finan- 170 Broad PROPERTY & CASUALTY Experienced individual wanted for to Box 2435, Business Insurance, 74(

cially strong insurance Camers 70 Broadwa . NY _C Brokerage Reply PO 80][ Rush St,Chicago,IL 60611-2590

Brokerage for Z)rima?y liability %hysi- New York, N )\/( 10038 MEA'S AVAILABLE 1302, NewYork NV 1065 " ¢
Underwriting cal damage and c,argo in (212) 227—8,000 FOR ACQUISITION/IMERGERI!
Risk Management most u s states CALL SOUTHWEST CORPORATE GROUP ASSISTANT RISK MANAGER WANTED

Claims Please replv to 214/458-1900 GROUP HEALTH ADMINISTRATION P&C AGENCY/PRODUCER
Box 2356 DeKalb County Finance Department, Forest Agency is looking for a pro
Tel. (212) 867-3310 . 12810 HILLCREST #213, DALLAS 75230 Risk Management Division ts currently ducer/firm with less than 2 million 11
( ) Business Insurance ACCOUNT EXCUTIVE seeking an Assistant Risk Manager to premiums to purchase Principals/ker
Fax. (212) 986-6375 740 Rush St Industrial commercial property assist in all aspects of the operation of Dersonnel joining will be Considered

Chi . 11l. 80611-2590 ) the County's comprehensive risk man- ban Browne, 1111 Chicago, Oak Park
41 E 42 St, Rm 920, NYC 10017 ‘eage casualty insurer seeks expert- agement program (Employee Benefits, IL 60302

enced Account Executives to Pension and Property and Casualty)

Candidates must have a strong back-
handle FORTUNE 1TO0O0O NNA-— ground in group health insurance, Bac-

AGENCY/BROKERAGE TIONAL ACCOUNTS In the calagrgate d_egree in.Business. Public LEGAL SERVICE
OPPORTUNITIES Toronto, San Fran , New INSURE YOUR CAREER an@4JE5rS B Brofs<SIonaf axperaiies
As revealed by the 1987 results of agencies and brokerages listed m York/Jers, Cincinnati, Chi- AWITtH INDOL;?;FRY EXPEIR(;rst n RI'SK M:na?temint ("I‘CIL:d'"g em-
this issue, the "bottom line" from one year to the next changes Some of the cago, Dallas and L A mar- WZ \;e :(Ziaar;isze m tﬁénslgrca:r;eenrtl OTany’$g§3é%i t§n$il7$1)60?:(§9"s:n?rge?gf?t§
changes are quite favorable, others, less so One of the things which never kets Must have current re- Suranpce industry pro’f)essionals Oun- 1 To ‘apply contact DeKalb County Merit 'NSURAN_CE LA§WYERS_
changes is the need for proven commercial lines sales personnel Since lated successful sales hm ollers a 35 year tradition 01 execu- | Svatem, 120 West Trinity Place, Room VVest Coast law firm with practice em-
1973, we have been assisting leading agencies and brokerages throughout the tive recruitment excellence Our 468. Decatur, GA 30030 EOE phasts m insurance matters, including
» ¢ N ) ! o broker's and agent's liability, errors
USA in their staffing needs Today, as throughout the year, there exist a never expenence commitment to confidentiality insures | and omissions, contractual disputes,
ending demand for successful commercial lines producers Mith an agency/ $50-70,000 SALARY + glrilf;,::i;:):llse:r:zhwv:rl:oﬁ :::i}lfi;;lx insurer insolvency and liquidation pro-
brokerage background and an increasing demand for commercial sales people $10,000 GAUR. DRAW + t0 you Y ACSTAR INSURANCE COMPANY ceedings, agent and broker/company
with a DIRECT WRITING COMPANY history Our clients are located coast to- COMM. TO $50,000 + milkallml mmtor National brokeffPrmerly John Hancock Property & disputes and regulatory matters, avail-
coast if you possess a successful sales record with stable job employment : i ing ayCasualty Ins Co) SURETY OPEN- able for representation CAMP & WAR
seeks expaft... P/C marketing ex-. " |NGS CEO with f 10 RINER, 575 Anton Blvd., Suite 710
and feel a career change is desirable, please contact us immediately Why not JR. ACCT. EXECUTIVE ecutive Excellent salary plus bonus > with a minimum o years , nton Blvd., Suite s
explore these opportunities TODAY - - incentive, will relocate experience with an insurance company Costa Mesa. CA 92626. (714) 662-1001
G i & CO POSMONS ALSO AVAILABLE Amount b=M needed to manage IFlully experiencetd witr|1 insulrancedregur:
ILBERT - HAFNER . $35-50,000 SALARY + i u ations on a national scale, and wit
Insurance Staffing Consultants mddle::t:‘:;itczr::ii:NY c - broker distribution and reinsurance
6060 N. G 9 MARKETING MGR ool o socamon  treaties CFQ with minimum 10 years  REQUEST For PROPOSAL
. Central #470, Dallas, TX 75206, (214) 361-9341 OPPORTUNITIES IN BOSTON 8177 W Glades Rd . Slitte 214 - experience of preparing and filind stat-
Boca Ra-. FL 33434 utory and GAAP financial statements
AND SAN FRAN. 1400424306 I and experienced in accounting admin-
$35-50,000 SALARY + istration of insurance policies and pre-

MA. call 407-4884306 miums SURETY UNDERWRITER with REQUEST FOR PROPOSAL

o Car Expenses, Benefits s . . CTUARIAL FEASIBILITY STUDY,
INSURANCE MANAGER SoSm Crpenses, Benette Dul*lili BRIy ers exoenga sty The Stafe ﬂ\@‘-"’a@,’j‘?& inferim fegis
(AGENCY) Call Confidentlally for Immediate A CONFIDemAL SOURCE FSR°RUKANEY S SBOK 8557 EAStHAIL tee ts seeking proposals from qualified

local Interview

NATIONAL PLACEMENTS ford, CT 06108. An EEO employer actuarial consultants o prepare afea

Outstanding opportunity to assume overall respon- 312-790-4545 R B AR i R
sibility for the operation of a small insurance Joe Ross or Charles Chase AIRLINE UNDERWRITER proposal'sis July 1.1988 A copy of the
agency with several active accounts. Will also han- Knowledgeable aijrline underwriter and RFP may be obtained from Anne Mur
dle all insurance matters for a major multi-plant marketer wanted to head up depart- ray, C/6 Legislative Council Service,

. . private corporate aircraft acco ts Mexico 87503 FAX 505-827-4734
manufacturer, with headquarters in north subur- INSURANCE OPERATIONS COORDINATOR Please reply With details as to experic

Leading medical association has an immediate opportunity available ence and salary requirements to San-

. . . dra E Manuel, Insurance Services 01
in our Birmingham, Alabama headquarters for an Insurance Opera- America, Inc, Post Offico Box 939,

. . . . lions Coordinator The individual will be responsible for overseeing Middleburg, Virginia 22117
Background should include expertise in commer- third party administrative operations of insurance Program generat-

ban Chicago

cial insurance lines and self-insurance programs. |ng.pretm|um In exct.'as's of twenty three million dollars anr)ually STRUCTURED SETTLEMENT
Strong administrative and communications skills Duties include supervision of seven to ten employees responsible for SPECIALIST WANTED
. . . . . . customer service, billing, data entry, medical underwriting and is- NEW YORK BASED STRUCTURED B 1
will be required. Experience or education in finan- suance of contractual matenals SETTLEMENT FIRM SEEKING INDI- a0
i i i . . X . . VIDUAL(S) TO MARKET SETTLE-
cial accounting is preferred. Candidates must have a minimum of five years administrative expe- MENT ANNUTTIES BECAUSE OF
nence in the insurance industry coupled with management expen- OUR TR';'V'ENDOUS SROWTH AND CLASS | F| E DS
We w11 provide an excellent compensation and lib- ence, excellent communication skills, and a working knowledge of TEEXPANDTE TTHER MASOR
eral benefits program related computer systems and applications Some background in CITIES SPECIAL CONSIDERATION
prog ) busi?.ess administration and accounting pr.incipals is essential XV’\"LDLsBOEUf;VEL'\C');ﬁ’DSQE:Ss:'\'ﬁ_ WO RK!
. ) ) Position offers salary commensurate with background and expen- MUST HAVE EXPERI ENCE AS A
Please write or send resume in confidence to: ence along with comprehensive employee benefit package Please =~ STTTLEMENT SPECIALIST OR HAVE
submit resume, including salary requirements tri strict confidence to CASUALTY CLAIMS WE OFFER A
Director of Fringe Benefit Programs HIGHLY DESIRABLE COMPENSA-

Box 2434, Business Insurance TION PROGRAM WHERE EARNINGS
P.O. Box 190088 WILL EXCEED IOOK THE FIRST

740 Rush St! Chicago! IL 60611-2590 Birmingham, AL 35219 YEAR Box 2428, Business Insurance,
740 Rush St , Chicago, IL 60611-2590



Texas considers workers comp reforms

By MICHAEL BRADFORD erage to employers that are refused coverage Texas Tnal Lawyers Assn, said doing away "Quahty of administration is a key compo-

from commercial msurers . " .
Debate on what changes should be made in with lump-sum settlements would be "a bad nent of any state workers compensation system

the Texas workers compensation system durmg compensation msurance have unlimited habil- show a hardship," he pointed out
the 1989 legislative session already IS heating ity and can be sued by employees who are m- A claimant who has to wait several weeks for he said

up ) lured on the job benefits may be "generally stressed," he said
Insurers, agents and trial attorneys already

last year to study the workers comp system and chances for sigmhcant reform necessities of life The lump sum allows him to jury case, he noted
recommend changes "One factor blocking meaningful reform IS catch up," whereas a weekly beneht would not
In addition, employers and labor leaders now the number of special mterest groups seeking Wilhe Chapman, director of the Texas AFL- poses this recommendation
are meeting m an attempt to forn, a consensus change Employers want lower rates, employees CIO's legislative and pohtical department, said
on what changes should be made are fighting for higher benefits, trial lawyers the union is "trylng not to take any hard and to 500 went to a Jury" last year, explained that
agenda trtal) and everyone wants to see fewer nsks " report is issued 1ngs m future cases
* Increasmg benehts the Texas Workers Compensation Assi&-d However, the group IS "mterested m" a few
» Allowing employers to self-insure Cur- Risk Pool," he said points, he said
rently, Texas employers cannot self-fund their So far, employers have not recommended spe-
workers compensation risks cific changes
* Mandating that employers fur.1d for work The Austm-based Texas Assn of Busmess has top prlortty "The prime reason we have high dence," he said
comp losses Texas does not require employers been meeting for the past year with the Texas rates is that there are far too many accidents "
to purchase workers compensation msurance AFL-CIO m an attempt to hammer out some
* Ehminating lump-sum settlements
« Beeflng up workplace safety standards legislators employers to wnte workers comp risks
* Creating a state work comp fund Employers and labor are discussing restruc- If workers comp was mandatory, it would In testimony before the committee earlier

The committee is expected to issue its flrst turing benefits for workers and improving serve to reduce rates," Mr Chapman contended this year, Alan Henry, chairman of the IIAT,
reports around August Final recommendations workplace safety, noted Nick Huestis, vp of "Right now, the people in the work comp sys- said that either a monopolistic or competi-
are expected later this year workers compensation for the TAB tem are the people who think they might have tive state fund would "shift losses and other

"Texas is touted as having high workers com- However, no agreements have been "set m an accident,” he said, explaining that requinng habilities to the state general revenue fund
pensation rates and low benefits Rates are concrete,” he said all businesses to carry the coverage would while taking away a significant source of
ranked 10th highest in the nation and benefits Mr Huestis acknowledged that employers spread the nsk premlum tax Income "
are among the lowest 25%," pointed out Wayne will have to reach compromises with labor be- Meanwhile, Texas insurers and other industry

ers' Southwest region, during a speech at the Lt Gov Bill Hobby has informed him that if recommendations heard

annual meeting of the Workers Compensation "business and labor can't agree on a bill," Joining the Alhance to form the Texas Com- nsks

Research Institute m Boston earher this month "there probably won't be one " pensation Insurance Assn are the Assn of Fire
Employers in the state are paying an addi-

ums this year after being hit with a 25% in- changes that unlllower costs, benefit employees Professional Insurance Agents of Texas
crease, the largest in tenns of premiums ever and improve conditions for insurers," Mr
approved by the Texas State Board of Insur- Stratton said
ance (BI, Nov 30,1987) The busmess association and labor probably groups are expected to min the group
The rate merease, which was approved last wall develop fmal stances on those issues after
November and became effective Jan 1, boosts the Joint committee publishes its reports, Mr m the system mclude financial capacity "
the amount Texas employers w11 pay for work- Huestis said - A better definition of standards for deter-
ers comp msurance to $3 65 bilhon in 1988 from
$2 9 bilhon m 1987 L . . .
sents about 4,200 employers m Texas, favors the - A better definition of "average weekly signment with enthusiasm
In 1986, workers comp insurers in Texas elimination of lump-sum settlements, Mr wage" and "permanent total disabihty "
recorded earned premiums of $2 19 bilhon and Huestis said

Incurred losses of $2 28 bilhon, according to the "It tends to dnve people to fabncate and ex- by injured workers

Texas State Board of Insurance . aggerate claims,"” he explained "Frankly, _ » Reducmg the number of work comp board sessions that limited each speaker to a flve-mi-
While workers compensation insurance is not there's more exaggeration m the system than decisions that may be appealed to a court nute presentation

mandatory in Texas, employers that choose to outnght fraud " Too many workers comp decisions are ap-

finance the risk have only one place to go com-

and there,is no state fund The Texas Workers fits, he noted court in 11,000 of the 12,000 cases decided by pool for further 1npUt, according to Mr
Compensation Assigned Risk Pool provides cov- But, Joe Woods, executive director of the the board m 1986 Giensch B

Asbestos class action

Continued from page 2 small number of present claimants bestos bodily injury lawsuits in- used to enhance the amount of a criticizing the Judge's action
from Raymark's mounting asbestos before the vast malority of present volving about 84,000 Individual class-action fund to benefit claim- The attorneys claim that Judge
liabilities Plaintiffs attorneys say and future claimants have their plaintiffs ants,” said Mr Gillenwater, the Vining does not have the authority
they will try to pierce the corpo- day in court " In the first five months of 1988, plaintiffs' attorney to issue rulings affecting litigation
rate veil and include Raytech's Since 1972, Raymark's liability Raymark was named in an average Judge Vining also cited common in other courts, according to Mr
assets in the total pool of money insurers have paid $282 million to of 1,124 new cases each month The issues in all the cases pending Neely and Mr Gillenwater
available to pay claims defend and pay 35,043 asbestos company pro]ects that It W111 be against Raymark as Justification However, last week the court
Raymark's major primary liabil- claims Raymark contends It has named in 13,488 new cases by the for the class-action suit confirmed its ruling, Mr Neely
ity insurers were Employers' Lia- $391 million in aggregate insur- end of this year and in 65,449 new Those issues include whether said
bility Assurance Corp, the prede- ance to respond to asbestos bodily cases by 1997 0 Any asbestos-containing Some plaintiffs attorneys also
cessor of Commercial Union injury claims, according to the As the number of lawsuits in- products manufactured by Ray- oppose the concept of a class-ac-
Insurance Co , from 1941 to 1945 court That leaves potentially $109 creases, Raymark has steadily re- mark caused injury tion suit in toxic tort litigation
and 1947 to 1950, Globe Indemnity million in available limits duced the size of its settlement - Raymark knew or should have "These cases should be handled
Co from 1950 to 1951, Federal In- The lead counsel for the plain- offers Prior to April 20, 1987, the known that its product could cause on an individual basis whenever
surance Co, and its predecessoir, tiffs in the class-action suit, Paul average Raymark settlement, in- injury possible," said Thomas Henderson,
United States Guarantee Co , from Gillenwater of Gillenwater, Nichol cluding defense costs, was about - Raymark's products were de- a plaintiffs attorney with Hender-
1951 to 1967, and Zurich Insurance and Ames in Knoxville, Tenn , $8,000 per case fective and/or unreasonably dan- son & Goldberg in Pittsburgh, who
Co from 1969 to 1982 agreed with the court's decision After that date, Raymark instl- gerous was involved in the Agent Orange
Raymark's first-layer excess in- "Considering the circumstances, tuted a cost-cutting policy that re- - Raymark engaged in a con- litigation
surers were Globe, American Home class-action certification presented duced the average cost per case to spiracy to conceal the dangers of Mr Henderson cited his Agent
Assurance Co, Northbrook Excess the most viable alternative avail- $5,500 asbestos Orange experience as the basis for
& Surplus Insurance Co , First able,” Mr Gillenwater said "It Today, however, the company is - Raymark 15 liable for punitive his objection to large class-action
State Insurance Co and American enables us to maximize the funds settling cases for as little at $152 damages suits in toxic tort litigation
Centennial Insurance Co available to asbestos victims " per case, according to Mr Neely, Raymark's liability will be de- "It became too unwieldy," he re-
Some of these and other excess The other alternative for Ray- Raymark's attorney termined in "one fell swoop,”" Mr called "Mass torts should not be
insurers are contesting their liabil- mark, filing for protection under In addition, each month Ray- Gillenwater said sublect to class-action "
ity for asbestos claims against Chapter 11 of the U S Bankruptcy mark incurs an average of $2 5 Judge Vining also said he might, The amount of money Raymark
Raymark Code, "is not in the best interest of million in legal fees and expenses at a later date, consider creating has available to pay asbestos vic-

"A clearly limited fund exists to the asbestos victims," Mr Gillen- nationwide and owes its attorneys subclasses among the claimants tims IS clouded because the com-
defend and pay present and future water said If Raymark were to file approximately $10 million in un- based on the type of asbestos in- pany is still litigating with its in-
personal injury claims against for protection under Chapter 11 paid fees Of the company's $109 jury they allege to have contracted surers

Raymark," Judge Vining said plaintiffs' awards would be de- million in remaining liability in- Asbestos-related injuries are di- In September, the lllinois Su-

"That fund may total as little as layed and reduced, he explained surance, only $20 million covers vided into four basic types pleural preme Court, in upholding a lower
$667 million," the book value of "Class-action litigation offers a defense costs, according to the changes, or thickening of the lining court decision, ruled that Ray-
the company and $6 7 million in single arena to expeditiously de- court of the lungs, asbestosis, a respira- mark's liability insurance for as-
uncontested insurance, Judge Vin- cide a multitude of moral and legal The class-action suit means that tory disease, lung cancer, and me- bestos bodily injury claims is trig-
ing said "At most, It IS an ob- issues," Mr Gillenwater said Raymark no longer will incur the sothelioma, another form of as- gered both at the time the victim is
viously insufficient amount to sat- Raymark 15 "betting the com- $2 5 million monthly litigation bestos-related cancer exposed to the substance and when
isfy m full all present and future pany,” said company attorney Ned bill Meanwhile, plaintiffs attorneys the disease is manifested (BI, sept
clairns Neely of Neely & Player in Atlanta "Considering the amount of whose cases were affected by 21, 1987)

"Unless all present and future "If we lose we give them the keys money spent by Raymark in trans- Judge Vining's stay of all other liti- However, the court also ruled
claims are consolidated in one to the company," he said action costs-none of which aids gation pending against Raymark in that Raymark's insurers do not
class action, that fund will defini- As of April 1, Raymark had been any asbestos victim-we concluded state and federal courts and of fil- have an unlimited duty to defend

tely be exhausted by a relatively named in approximately 68,000 as- that the money would be better ings of new litigation are staunchly the asbestos manufacturer
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Key man life policy voided by smoker's lie

By STACY ADLER

NEVW YORK-AN electronics
firm cannot recover on a $250,000
"key man" life insurance policy it
took out on its president because
the executive lied on the applica-
tion about his smoking habit, a
federal appellate court has ruled.

In upholding a lower court's de-
cision, the 2nd U.S. Court of Ap-
peals ruled May 25 that the fact
the executive lied about his pack-
and-a-half-a-day smoking habit
constitutes a material fact that
may have led Mutual Benefit Life
Insurance Co. of Newark, N.J., to
refuse to write a policy on the ex-
ecutive's life.

Following the death of New
York-based JMR Electronics Corp.
President Joseph Gaon on June 22,
1986, and the discovery that he lied

on his application, JMR asked the
insurer for the amount of death
benefits recoverable if the pre-
mium it had paid on Mr. Gaon's
policy were applied to a smoker's
policy.

But the insurer denied the cov-
erage.

It had discovered during a rou-
tine check of Mr. Gaon's medical
records that he was a smoker.

JMR sued in U.S. District Court
for the Southern District of New
York arguing that for the insurer
to deny coverage, the misrepre-
sented fact had to be so grave that
the insurer would not have written
the risk at all had it known that
fact.

JMR argued that Mutual Benefit
would have written the policy any-
way but at the higher premium it
charges smokers.

ou

19383

Agent/Broker Topics

The insurer denied

coverage after
discovering in the

insured’'s medical

records he smoked.

But, Mutual Benefit argued that
it can deny coverage if the misre-
presented fact was significant
enough that the insurer would
have written the risk differently
had it known the fact.

In the best scenario, Mutual Ben-
efit said it wrote the life insurance
policy at a rate that was 56% lower

than the rate it would have quoted
had it known that Mr. Gaon was a

smoker.
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U.S. District Judge Robert W.
Sweet rescinded the policy, ruling:
"To allow (JMR) recovery would
condone such fraudulent state-
ments, for applicants would have
everything to gain and nothing to
lose by gambling on getting full
coverage and at worst getting the
coverage they are actually entitled
to."

"The (district) court correctly re-
jected JMR's belated 'heads | win;
tails you lose' argument,"” said Mu-
tual Benefit in its brief to the ap-
pellate court following JMR's ap-
peal.

"It is settled law that the insurer
is entitled to rescind its policy if
the application contains a material
misrepresentation,” according to
the insurer.

In their decision upholding the
lower court's ruling, 2nd Circuit
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Judges Jon J. Newman, George C.
Pratt and Michael A. Telesca said:
"There is no doubt that Mutual
was induced to issue a non-smoker,
discounted-premium policy to JMR
precisely as a result of the misrep-
resentations made by Gaon con-
cerning his smoking history."

The court continued: "If a fact is
material to the risk, the insurer
may avoid liability under a policy
if that fact was misrepresented in
the application for that policy
whether or not the parties might
have agreed to some other contrac-
tual arrangement had the critical
fact been disclosed.”

JMR is considering appealing the
case to the U.S. Supreme Court,
said attorney Robert Horowitz of
Great Neck, N.Y.

Mr. Horowit=z maintains that
New York law allows policyholders
to recover on life insurance poli-
cies even if there is a misrepresen-
tation on the application as long as
the insurer still would have under-
written the policy if it had known
the truth.

"If there is a hole in the law,
change should come from the Leg-
islature, not the courts."

Mr. Howowit=z also maintained
that whether Mr. Gaon's misrepre-
sentation about his smoking habit
was a material fact under the law
was a question of fact for a jury-
not a judge-to resolve.

It is customary for judges to re-

solve only questions about the law,
he said.

"The court didn't want insureds
to have a no-lose situation," he
said.

Mutual Benefit contends that to
allow JMR to collect on this pol-
icy, even though Mr. Gaon lied on
the application, would cause insur-
ers nationwide to stop offering
non-smoking discounts on their
policies.

"Should this court sanction the
practice of adjusting the face
amount of a death benefit when
there has been a misrepresentation
of cigarette smoking habits, it
would actually be self-defeating,”
said Mutual Benefit in its appellate
brief.

"There is now incontrovertible
evidence that cigarette smoking
adversely affects mortality, and in
recognition of that fact, the life in-
surance industry offers discounted
premium rates for non-smokers.

"If the integrity of that determi-
nation is undermined by allowing
cigarette smokers to recover insur-
ance proceeds under policies
priced for non-smokers, it will in-
evitably lead insurers to assume
that every applicant will lie about
his smoking habits and eventually
lead to the elimination of these
discounts to the detriment of the
non-smoking public.”

INn an amicus curiae brief to the
appellate court, the American
Council of Life Insurers and the
Health Insurance Assn. of America
said: To allow JMR to recover on
this policy would "encourage ap-

plicants to misrepresent their
smoker status because there would

be no financial disincentive to in-
sureds who are caught lying.

"If caught, they would simply
receive the amount of insurance
they could have purchased had
they told the truth on their appli-
cation,"” according to the ACLI/
HIAA brief.

The ACLI and the HIAA say such
a result would seriously jeopardize
the ability of their members to
continue offering non-smoker pol-
icy discounts.

The combined membership of the
ACLI and the HIAA write about
90% of the health and life insur-
ance in the United States.

The ACLI is composed of 650 life
insurance companies. The HIAA is
composed of 340 commercial

healthh i nsurers . 1



Rental cars censing requirements
National, the third-largest U S rental car company,
lont:nued from page 1 was the only car rental company represented during
8500 and $1,000 for each violation the negotiations However, Hertz Corp and Avis Rent
The NAIC's new formal policy supersedes a CDW A Car System Inc have said they support a ban on
nodel law adopted in June 1986 that requires rental CDWs
:ar companies to obtain a license, file rates and forms During discussion of the model law, Deputy Su-
ind avoid making misleading statements to customers perintendent Richard Hsia of the New York Insur-
The new model "offers the quickest and most equita- ance Department urged commissioners to reduce the
ile solution to this much-publicized problem," said number of exclusions in the model act The New York
ray Berman, counsel for the National Assn of Profes- Insurance Department prefers the 1986 model and IS
.ional Insurance Agents in Alexandria, Va supporting a bill pending in its state Legislature that
James F Johnson IV, an attorney representing Min- is based on that model
ieapolis-based National Car Rental Systems Inc, de- The NAIC's task force on rental car insurance now is
,cribed the proposal as "a compromise" that car rental expected to review other optional types of insurance
:ompanies are willing to accept rather than face 11- sold by rental car companies

Vote delayed on broker-insurer links

By MEG FLETCHER

ance intermediary from directly or indirectly placing
business with an assuming reinsurer it controls unless
NEW YORK-The National Assn of Insurance Com- It discloses the relationship in writing to the parties
missioners, responding to pleas from executives of large involved prior to completion of the transaction
brokerages, is delaying action on proposed model legisla- And, the proposal requires property/casualty insur-
Lion that would hmit the ability of brokers to place bum- ers that control producers to disclose that relationship
ness with msurers they control in writing to the buyer prior to the policy's effective
The NAIC's Special Insurance Issues Committee de- date
Layed votmg on the proposal last week at the NAIC's su- The -model law defines control as "the possession,
mmer meeting to glve brokerage executives and others direct or indirect, of the power to direct or cause the
final opportunities to air their views direction of the management and policies of a person,
However, New York Insurance Supermtendent James P whether through the ownership of voting securities, by
Corcoran made it clear that he expects regulators wall vote contract other than commercial contract for goods or
on the proposal at the NAIC's Sept 18 meetmg
Mr Corcoran, who chairs the committee, asked for

non-management services or otherwise "

"Control shall be presumed to exist if any person,
comment primanly on the wording of the proposal, which directly or Indirectly, owns, controls, holds the power
is designed to promote consumer awareness and the sol- to vote, or holds proxies representing 10% or more of
vency of msurers and state guaranty funds, rather than the the voting securities of any other person "
concepts on which it iS based If a controlled insurer's insolvency can be attributed

In addition, the committee wants comment on how It to the producer, the model would mandate that pro-
can protect the operations of "boutique" brokers, small ducers reimburse state guaranty funds for all loss and
specialty brokers that handle hard-to-place coverages loss adlustment expenses in excess of the earned pre-

The latest version of the proposed Busmess Transacted miums collected for the policy The controlling pro-
with Producer Controlled Property/Casualty Insurer Act is ducers also may be liable to policyholders and claim-
more narrowly drawn than some earlier versions that ants for all such losses and loss adlustment expenses
would have banned brokers from placmg coverage with not covered by state guaranty funds, the act proposes
insurers they control (Bl, March 28) Large brokers oppose the language of the new ver-

The newest version would prohibit "producers"-which sion of the proposal
include brokers but not mdependent or exclusive agents- David Holbrook, president of Marsh & McLennan
from placing business with a hcensed property/casualty Inc, said the "draconian" provisions would stifle de-
insurer they control through a written contract at the time velopment of innovations like ACE Insurance Co
the business is placed, unless Ltd and X L Insurance Co Ltd, two excess liability

= The producer discloses that relationship in writ- insurance facilities M&M helped establish
ing to the policyholder before the policy is effective However, Mr Corcoran said that argument was "a

= The producer pays all funds due the insurer at smoke screen,"” because those facilities were not owned
least quarterly by M&M at the time policies were written and, thus,

= The insurer files an annual report from an inde- would not have been subject to the model law
pendent casualty actuary attesting to the adequacy
of reserves for business placed by the producer

= The insurer reports annually on the amount of ob]ections"” to the latest version of the model
commissions paid to the producer, the percentage such Regulators agreed last week to consider a proposal
amounts represent of net premiums written and com- from the Risk & Insurance Management Society Inc to

Michael Lovendusky, counsel to the American Insur-
ance Assn , said AIA members had "no remarkable

parable amounts and percentages paid to non-con- exempt insurance written for large commercial policy-
trolling producers for placement of the same kinds of holders from provisions of the model act, though bro-

kers would still have to Inform these policyholders
In addition, the proposal would prohibit a reinsur- that the broker controlled an insurer -

Tobacco award

Continued from page 2 chairman of the Tobacco Product Li- years, with the exception of some
The Jury also found Liggett hable ability Project m Boston, noted that limited coverage from London and

for falling to warn consumers of the the first asbestos Injury award was other markets

potential health hazards of smokmg also modest-about $80,000-and U S insurers that have written

before 1966, when Congress required was won only after a long legal bat- such policies mcluded Liberty Mu-

health warnings on cigarette packag- tle tual Insurance Co, Northbrook Ex-

ing and advertising The Cipollone verdict is a crack cess & Surplus Insurance Co and the
The $400,000 award to Mr Cipol- m the dam "and one that they can- now-Insolvent Transit Casualty Co,

lone related to the express warranty not patch," Mr Daynard said

Some observers question whether

sources say
claim Jurors did not award any dam- The limits and terms of coverage
ages on the failure-to-warn claim, tobacco habihty claims wlll ever be- that were available to tobacco com-
findmg Mrs Cipollone 80% to blame come as severe as asbestos claims panles are unclear One source esti-
for her own death and Liggett 20% to They note, for example, that asbestos mated that a large tobacco company's
blame New Jersey law requires that causes irreversible disease, theoreti- limits may have amounted to only
the company be found at least 50% cally with a single exposure, while $10 milhon per occurrence until the
liable for damages to be assessed disease related to smokmg requires late 1960s It also is uncertain
The Jury also found that Liggett- prolonged exposure and in many whether the companies were able to
along with Phihp Moms and Lonl- cases can be reversed if the smoker obtain significant defense cost cov-
lard, whose brands Mrs Cipollone qults erage m product hability pollcies
smoked after 1966-did not fraudu- The cigarette makers-which Mr
lently misrepresent the health r:sks of companies could face enormous Daynard estimates spend $100 mil-
smoking and did not conspire to mis- losses even if found only partially 11- hon a year hghtmg smoker lawsuits
lead consumers about the dangers able for smoker deaths -have uniformly defended the cases
Liggett and the two other tobacco "l thmk this is the begmmng of themselves without the participation
companies-which reportedly spent the problem unfolding,” said one in- of any msurance companies, sources
$50 milhon defending the Cipollone surance company official who re- agree
case-called the verdict a victory, quested anonymity "There are stlil The type of coverage that was typi-
notmg that Mrs Cipollone was found an awful lot of people out there who cally wntten for tobacco compames
80% responsible for her death and could get 10%, 20%, 30% type also is unclear Richard E Foss, pres-
that the major fraud and conspiracy claims " ident of LUI Management Inc in
claims were rejected "We are talking huge, huge po- Chicago and former head of casualty
Liggett also said it W111 appeal the tential," said Frank McDougald, se- underwriting for Northbrook, said
$400,000 damage award nior vp with Fred S James & Co some of the Northbrook and Transit
Other observers, however, de- in New York "If the dam ever Casualty policies may have been
scnbed the case as a breakthrough breaks, the dollar potential is m the written on a claims-ma(ie basis
for plaintiffs after more than 30 years several hundreds of millions per However, another source said that
of unsuccessful htigation against to- manufacturer "
Sources agree product hal)11ty In- age probably was written on an oc-
Richard Daynard, a law professor surance for U S tobacco companies currence basis untll the 19705
at Northeastern University and has been unavailable for several

Others, however, say that tobacco

virtually all tobacco habihty cover-
bacco companies

Continued on next page
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Product liability bill amended

Continued from page 2
uniform standard of liability for manufacturers and several de-
fenses for product sellers and manufacturers in product liability
lawsuits

The bill is expected to be referred to the House Judiciary Com-
mittee for review, but probably will not be considered by the
full House this year (BIl, June 13)

SIRs cover traffic deaths award

NEW YORK-Navistar International Corp and New York City
each must pay $7 million in damages awarded last week by a New
York State Supreme Court jury to the parents of two boys killed by
a truck while crossing an intersection

Chicago-based Navistar is self-insured for its share of the award,
said plaintiffs' attorney Gary Pillersdorf of Pillersdorf, Nassy &
Hill in New York Navistar General Counsel Melvin Merzon con-
firmed that the company is self-insured, but would not disclose the
amount of the retention

New York also is self-insured for its portion of the judgment, said
a spokesman for the city

The truck driver and his employer, Clifton, N J -based Higgins
Trucking Co, were found liable for 44% of the $25 million award,
but had settled for $500,000 before the Jury's verdict Higgins is
insured by Philadelphia-based General Accident Insurance Co of
America, a unit of General Accident Corp of America, according to
the office of Higgins attorney Anthony J DeMarco Jr of Brooklyn

The court ruled that the 1981 deaths of VVaid and Blerim Delose-
vic were caused by the lack of a cross-view mirror on the 1973
model truck manufactured by International Harvester Corp, now
known as Navistar, the poor design of the intersection, and the
inattention of the driver

Mr Pillersdorf, who called the award "excessive," expects the
trial ludge to reduce it to $4 million to $5 million

Navistar will exhaust all post-trial motions before considering
an appeal, a Navistar spokesman said

Two California initiatives qualify

SACRAMENTO, Calif -Two of the four insurance reform initia-
tives filed in California have qualified for the Nov 8 general
election ballot (BI, June 6, Feb 29)

An initiative petition supported by the California Trial Lawyers
Assn and another by state Assemblyman Richard Polanco, D-Los
Angeles, had far more than the minimum requirement of 372,178
registered voters' signatures, according to the Secretary of State's
office

The trial attorneys' proposal would mandate a minimum 20%
good driver discount on auto insurance and require state approval
of rate hikes exceeding 15% for commercial lines and 7 5% for per-
sonal lines

The Polanco initiative would cut auto bodily inlury insurance
rates in half and tie future rate increases to the Consumer Price
Index

The state is still counting signatures for Initiative petitions pre-
sented by the Assn of California Insurance Companies and Access
to Justice, a Santa Monica-based consumer group

Dow wins Bendectin cases

CINCINNATI-Two more plaintiffs have lost their battle with
Merrell Dow Pharmaceuticals Inc over alleged birth defects caused
by the anti-nausea drug Bendectin

Earlier this month, Bendectin was found not responsible for birth
defects in plaintiffs by luries in both the U S District Court for the
Western District of Washington in Tacoma and the U S District
Court for the District of Kansas in Kansas City

A six-person Jury in Tacoma found that the birth defects of Lynn
Hill, 9, and Gregory Buell, 11, were not caused by their mothers’
use of Bendectin An eight-person Jury reached the same decision in
the Kansas City case involving Nicholas Hagaman, 6

Merrell Dow says it has won 19 of 23 lawsuits brought against
it Involving Bendectin, the only prescription drug approved in the
United States for treating nausea and vomiting during pregnancy

The drug was used by an estimated 33 million women between 1956
and 1983

Briefly noted

IFINT SA,a Luxembourg corporation founded by the Angelli
Group of Italy, will buy 300,000 shares of Fireman's Fund Corp.'s
convertible preferred stock for $300 million IFINT, which will
control roughly 18% of Fireman's Fund's outstanding voting se-
curities, has agreed to vote in accordance with the recommenda-
tions of the insurer's board A Fireman's Fund spokeswoman said
the insurer had been seeking a long-term minority partner since
American Express sold most of its equity in the Novato, Calif-
based insurer several months ago First Mercury Syndicate Inc
and Second Mercury Syndicate Inc have merged, forming the lar-
gest syndicate on the lllinois Insurance Exchange The two syn-
dicates, which had underwritten parallel lines, wrote $29 9 million
in gross premiums in 1987 The Occupational Safety and
Health Administration has updated and expanded a key con-
struction safety standard that will cost employers $43 8 million
annually but will save industry about $348 million annually in
workers compensation costs and lost productivity Lloyd's of
London appointed British trial lawyer Stewart Boyd to review a
report on runoff reinsurance policies written by Lloyd's un-
derwriter Richard Outhwaite The report concluded that mem-
bers of Mr Outhwaite's syndicate would be unlikely to win a
judgment against the syndicate's managers for breach of duty (BI,
May 23) Mr Boyd also will examine a report due soon by Coopers
& Lybrand
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Continued from preuious page

Cigarette makers with several years of occurrence-based liabil-
ity coverage, however, could face the same problems asbestos
manufacturers faced tging to collect on the policies, observers

"It's the same thing, really,” Mr. McDougald said. "We are
talking about breathing something that causes damage to in-
ternal organs over a period of time." diet.

Thus, tobacco companies may end up in court with insurers
arguing the question of whether coverage is to be continuously

triggered by long-term exposure to cigarette smoke, by manifes-
tation of a disease, or both, observers say.

If occurrence policies include defense cost coverage, tobacco
companies and insurers may also have to litigate the question of
how defense costs should be apportioned among the applicable
policies, one source said.
say. While the potential exposure of the tobacco industry in these
cases may be enormous, the insurance industry is not likely to be
as hard hit as it was by asbestos claims, several observers pre-

A relatively small number of tobacco companies has pro-
duced and sold most of the cigarettes consumed in the United

States, and this will prevent an accumulation of payments c
aggregate limits by insurers, one source observed.

In addition, tobacco companies are probably self-insured to
much greater extent than asbestos companies were, sources note

Separately, the 6th U.S. Circuit Court of Appeals in Cin
cinnati last week upheld a lower court ruling that the healt
hazard warning on cigarette packages protects R.J. Reynold
from liability in a suit brought by a smoker.

Also contributing to this report were Associate Editor Jud
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national Editor Stacy Shapiro in London.

Antitrust suits

Continued from page 1

which accuse the defendants o
violating state and federal anti
trust laws by working together t,
restrict the availability of liabilit
coverage.

The suits include allegations o
"boycott, coercion and intimida
tion"-acts specifically barred b:
the McCarran-Ferguson Act, th,
1945 law that gives insurers lim
ited immunity from federal anti
trust law and grants states primar
regulation of the industry.

The lawsuits charge, amoni
other things, that the defendant
conspired to eliminate the occur
rence-based commercial general li
ability policy and to exclude al
pollution coverage from the CGI
form. The defendants' conduct, thi
suits allege, caused the liability in
surance crisis of the mid-1980s ir
which governmental entities an(
businesses were unable to purchas,
liability insurance.

All of the suits, which demand i
jury trial, seek: a restructuring o
ISO; reinstatement by ISO of thc
claims-made as it was written ir
1984, including pollution coverage
creation of a fund by every defen
dant to pay claims incurred bl
plaintiffs who were uninsured as i
result of the conspiracies; civi
penalties; injunctive reliefs; anc
unspecified triple damages.

The new suits, however, do noi
contain some of the sweeping de-
mands of the suits filed in March
such as: appointment of public in-
terest members to ISO's board; en-

from sitting on ISO's board; and

ther as a primary insurer, reinsurer
or broker and to sell off subsi-
diaries in other fields.

Defendants named in the suits
vehemently denied all of th€
charges-just as they did when th€
first wave of lawsuits hit.

"These things are totally
groundless,"” said a spokesman for

U.S. property/casualty insurers.
The lawsuits are "based on inaccu-

and are totally without merit."”

said in a prepared statement that

gally groundless and economically

Aaive .

"We still don't believe we've
done anything wrong," said Peter
de la Cruz, an attorney with the
Washington, D.C., firm of Keller &

the Washington-based Reinsurance
Assn. of America in the suits.

Philadelphia-based CIGNA said
in a statement it has operated "in
conformity with all federal, state
and foreign antitrust laws."

"We fully believe that our point
of view will prevail in the law-
suits," said a spokesman for Aetna.

"We are confident that when we
have our day in court we will be
completely vindicated," said Hart-
ford Insurance Group Chairman
and Chief Executive Officer Don-
ald R. Frahm in a statement.

Defendants and others pointed
out that doubling the number of
antitrust lawsuits brought by state
attorneys general and the filing of
private and class-action antitrust
lawsuits against the insurance in-
dustry does not increase the merit

Continued on next page
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iNntitrust suits alleged antitrust activities were incomplete torneys general suits as well T/AACaTE . MeSr.aT,
"You can't simply file a suit based on what Mr Lewis estimates that 20 class-action

ontinued from prev:ous page somebody else has done,"” said Richard D suits have been filed by commercial insur-

t the cases Monkman, Alaska's assistant attorney gen- ance buyers throughout the nation against

The additional lawsuits do not "really af- eral, refemng to the origmal mvestigations defendants also named in the attorneys gen-
'ct matters much" and "won't affect the by the attorneys general that filed the first eral suits

terits of the suit," said George L Priest, suits "You have to do your own investiga- The suits include one in Washington, DC,
)hn M Olin professor of law and economics tion We had to make sure that similar inci- filed on behalf of day-care centers and one in 435
t Yale University School of Law in New dents happened in our state " Manhattan on behalf of all commercial in-
[aven, Conn "We've got 10 more hangers- John Flink, executive assistant to the surance buyers 430
n here " Montana attorney general said, "It was a However, at least two other class-action s
4 "As far as legitimacy of the suit itself, | matter of getting the research completed and lawsuits have been dropped one filed on be- 425 8
on't think that the number of states that material together We were not ready to file half of California commercial insurance i
)in matters," said Jon Harkavy, director of with the first wave " buyers by famed plaintiff's attorney Melvin 420
overnmental affairs for the Risk & Insur- A spokeswoman for the Washington attor- M Belli in San Francisco, and one filed on
nce Management Society Inc ney general's office said that department behalf of all commercial insurance buyers by 15 1
New York-based RIMS has neither en- "made a decision a year ago not to put our attorney Eugene Pavalon with the firm
orsed nor criticized the antitrust lawsuits resources into an investigation but to let the Asher, Pavalon, Gittler & Greenfield Ltd in /
Bl, April 25) other states take the lead " Chicago (BI, April 11)
And while some of the defendants ex- After the lawsuits were filed in March, the The California suit, which was filed in 04+ 47 4% 4*ah <p 42 4,4% 8
Jressed disappointment that 10 more attor- Washington attorney general's office polled state court, was withdrawn because "the
ieys general decided to file antitrust law- political entities throughout the state to de- cost becomes prohibitive" of doing the work
uits against the Industry, many noted that termine if they had been affected by res- pro bono, said Belli attorney Shamoon Za-
he suits did not come as a surprise tricted coverage availability and high rates karia Insurance industry stocks rose for the fourth
Edmond Rondepierre, senior vp and gen- that could have been a result of the alleged The Chicago suit was withdrawn because consecutive week as the Business insurance
-ral counsel for General Reinsurance Corp, antitrust violations attorneys discovered the class representative stock index gained 3.5 points to close at 439.2
n Stamford, Conn, one of the reinsl.rance "We were surprised to the degree that they -a Chicago-based trucking firm-had an on June 16, up from 435.7 on June 9. The
:ompany defendants, said the additional had been affected,- said the spokeswoman occurrence policy form, Mr Pavalon said largest advances were recorded by: Frank B.
awsuits are "unfortunate-just as unfortu- Commenting on the decision to drop some However, he added that the firm is looking Hall & Co. Inc., up 12.5%; Belvedere Corp.,
kate as the first " demands made in the earlier lawsuits, such for another class representative and hopes to up 10.5%; Orion Capital Corp., up 4.5%; The
Allstate said it is "dismayed that these ad- as prohibiting joint ownership of insurers refile the suit St. Paul Cos. Inc., up 4.0%; and Fireman's
litional states have joined in this unneces- and reinsurers, Michael F Brockmeyer, chief In a statement announcing the suits, Penn- Fund Corp., up 3.9%. The largest declines were
:ary lawsuit " of the antitrust division of the Maryland at- sylvania Attorney General Leroy S Zimmer- suffered by: Phoenix Re Corp., down 5.3%;

But the 10 additional lawsuits filed last torney general's office, said "We made a man called the cases "a landmark in the Kemper Corp.. down 3.6%; Tokio Marine & Fire
Areek are "certainly no surprise,” said the tactical decision to be much more general in growing recognition by state attorneys gen- Insurance Co., down 3.4%; W.R. Berldey Corp.,
SO spokesman our request for relief " eral of the need to work together to protect down 2.4%; and American Indemnity Financial
1 -More lawsuits to solve the liability crisis He also commented that the suits are in- our citizens and our economies against the  COTp., down 2.4%. The stocks showing the
s like throwing oil on a fire-it creates a lot tended to force changes in the insurance in- destructive effects of anti-competitive activ- most activity were: Farmers Group Inc., 4 mil-
,f smoke but the fire keeps burning; said dustry that would benefit policyholders and ity Competition is the essence of our edo- lion shares traded; ITT Corp. (Hartford Insur-
31air Childs, executive director of the It IS unclear how a divestiture order would nomic system, which we are committed to ance Group), 2.2 million shares traded; and
tmerican Tort Reform Assn in Washington, affect insurance buyers preserve " Sears, Roebuck & Co. (Allstate Insurance
[=Ye However, the divestiture claim could be The defendants' status conference state- Group), also 2.2 million shares traded. The 8/

Even "if every allegation in the lawsuit added later, Mr Brockmeyer said "By being ment, filed June 13, says "The defendants index rose 0.8% during the latest trading period,
were proven true and corrected tomorrow, general, I'm keeping my options open " will dispute-and vigorously-the inaccu- outperforming the major market averages. The
the liability crisis would not be resolved" Antitrust specialists with the attorneys rate characterizations placed upon their ac- NYSE composite gained 0.1%, the Dow Jones
because the crisis is the result of "a legal general offices say they expect the most re- tivities by the plaintiffs and the legal con- 30 Industrials average was unchanged on a per-
system that has lost all fairness, balance and cent suits to be consolidated with those al- clusions that the plaintiffs attempt to draw centage basis; and the Standard & Poor's 500
predictability,” he said ready filed m San Francisco A status con- "It is also defendants' position that the index declined 0.4%.

Since the eight attorneys general filed an- ference on the earlier suits scheduled for claims-made form was developed in response

titrust lawsuits against the insurance indus- Thursday IS expected to address consolida- to serious, industrywide problems, including British issues

try in March, there has been speculation that tion of the suits expansive and conflicting court decisions, 1 Weok
other states would ]oin_ the suit . ) James R Lewis, _a_s5|stant attorney gel_'leral that resulted II’? substantial underwriting June 16 Price F/E Dev neld High—Low
Attorneys general in the states that filed with the antitrust unit in Colorado, said pri- losses The same is true for the changes to Companies pence pence % ponceponce
suits last week said they were not ready to ' vate policyholder suits filed throughout the the pollution exclusion that were developed Commt Union 405 153 219 53 405-392
file in March because their investigations of country could be consolidated with the at- after March 1984 " Gen; Accident 918 106 479 51 942-918
Gdn Royal Exch 946 141 55 2 58 953-916
Royal 417 11 O 264 62 420414
McCarran-Ferguson imAmarits | omE 161 431z ssaors
Cont:nued frompage | lic interest,” he added Brokers
distinguish the bright line between what IS legal conduct under the However, Les Cheek, vp-federal affairs for Crum & Forster Inc in Bradstock 218 122 50 31 218-213
antitrust laws and what is not " Washington, asked "Doesn't the fact that the suits are being C. E Heath 441 16.9 345 78 a4a14azs
"The findings of our investigation make It clear that what we have brought" mean "insurers are sublect to antitrust prosecution?" Hogg Robinson 158 126 96 5.9 15154
here is an industry with an almost cavatier attitude toward the anti- "This is more than coincidence" to have the Senate hearing, the Uoydihompson 163 142 68 41 165-162
trust laws," he said filing of 10 more antitrust lawsuits and subcommittee approval of PWS Hokings 203 85 144 69 207-202
And, Rep Peter Rodino, D-N J, chairman of the House subcom- modifications to McCarran-Ferguson within a two-day period, said z’edf’;"':zep 2::’571:‘24212476:3 2351‘5?5
mittee that approved the bill, specifically noted the attorneys gen- David Pratt, vp of federal affairs for the American Insurance Assn Willis Fabor 7> 142 154 s6 275250
eral's lawsuits in a statement celebrating the bill's approval "It seems clear that (the attorneys general and the legislators) are . .
" . A L. . . . " " . Source Philip Olsen/Alan Clifton, Insurance Industry
In cases where state regulation does not prevent anti-competitive keeping in very close touch with each other," he added "Using the Specialists Kitcal & Aitken Stockbrokers,
practices effective competition, as guaranteed by antitrust en- Judicial process to try to spur the legislative process IS highly m- London

forcement, is the best guarantor that the industry will serve the pub- appropriate " - -
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BROKERS Price % change % change High Low Vol (000) $ Orv % Yield P/E Book value value Price % change % change High Low Vol (000) $ Ow % Yield P/E Book value value
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Transamenca Corp NYSE sars =26 1es 3675 297s 407 Tes 53 e9 2a-o0 1ee Provident ble & Acc Ins Co oTC 2000 =26 280 21.88 1563 323 osa az 1sss 2745 o073
CONGLOMERATES AVERAGE oo 104 =2 °= St Paul Cos Inc oTC 4525 40 16 5100 3825 385 2.00 aa 64 3583 126
SAFECO Corp oTC 2488 os 103 30 00 22.75 643 108 a3 79 2139 116
INSURERS SCOR US Corp oTCc 200 oo 27 950 7.25 O oo oo 65 920 o098
Seibels Bruce Group Inc oTC 1300 [ele} 156 14 25 11.00 56 O0.80 62 84 1251 104
Asina Life & Cas Co NYSE 45.13 o3 as 4o ss 39 50 o6o 2 76 &1 64 sase osa Select,ve Ins Group Inc otc 2400 11 263 2450 1925 se 1=a 52 ss 190.52 123
American General Corp NYSE z07s 21 31 3638 2750 1262 1.40 as 83 2799 110 Stalesman Group Inc oTc 369 16 213 5.56 a.s6 a7 oos 14 ss5 348 106
Amer Heritage Ute Init NYSE 24.75 10 21 2600 2400 3 108 aa 112 2098 118 Tokto Manne & Fire Ins oTCc 77 50 34 176 8588 6325 Ssa o1 oz 692 ©0.00 N/A
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American Int 1 Group NYSE 58.13 11 31 6538 4900 1118 040 o7 o5 3356 173 Travelers Corp NYSE 3688 o4 50 4000 3300 4as 240 &s os aszs os1
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Total personal account protection from Home Insurance means
peace of mind for your clients. And what could be more comforting
than that?

Other companies gladly cover the portions of your clients’
exposures that don't give them headaches. Or don't require
much expertise. But we'll write high limit liability coverage and
expensive automobiles for qualifying drivers as readily as large
floaters, schedules, and Gold Key Elite™ Homeowners policies.

And we service all our products expertly, flexibly, enthusiasti-

The Home Insurance Company is a member of The Home Group, Inc.

cally. With the kind of all-embracing care Home has been giving
customers since we started business, back in 1853.

Since then, we've insured a great many homes, cars, and pre-
cious objects. And the years have taught us an important lesson.
If you want to keep an agent happy, keep his clients happy.

That’s why these days, when agents need coverage for upscale
clients, their thoughts turn to Home. For more information, please
call Bruce Slaughter, Executive Vice President, Personal Lines,

™ Home Insurance

There’s no place like it.



