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Never in the 12 years that Business Insurance has
tracked the business of retail commercial insurance bro-
kers have the financial results been so bad and the news
so controversial as in 1982.

In the United States, the collective gross revenues of
the Top 20 U.S. brokers grew just 10% to $3.1 billion, the
lowest rate of growth in the 12 years BI has ranked the
brokers. Falling commissions on ever-decreasing insur-
ance premiums were primarily to blame, but fewer ac-
quisitions also curtailed their collective growth.

In Britain, disclosures and accusations of inside deal-
ing and fraud among some brokerage managements
only compounded the suffering from falling insurance
prices and reduced insurance orders from abroad.

In Canada, the three largest brokers all complained of
not only cheaper insurance rates but also of the re-
cession that has slashed demand for insurance.

financial executives/$2 a copy; $40 a year can

And in France, in Business Insurance’s first report on
that country's brokerage industry, brokers are looking
for new international contacts to develop more business
in the face of stagnant domestic opportunities.

These trends are revealed in the 12th annual Business
Insurance report on the retail brokerage business. BI
takes you inside 241 brokerages that service corporate
and institutional insurance, risk management and em-
ployee benefit management needs. The combined gross
revenues of these surveyed brokers exceed $5.1 billion:
$3.4 billion in the United States; $1.2 billion in Britain;
$336.4 million in Canada; and $195.4 million in France.

This year's special report again includes Business In-
surance’s exclusive ranking of the Top 100 U.S. retail
brokers. The Top 20 U.S. brokers (see chart below) re-
ceive special attention, with in-depth articles on their
business achievements and failures in 1982 and their
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More bruises for brokers

strategies for the future, beginning on page 8. Sum-
maries of the next five-largest brokers—including New
York-based B.R.I. Coverage Corp., which just missed the
20th spot by falling $121,000 short of Rhulen Agency
Inc.—appear on page 78.

The full ranking by gross revenues of the 21st-
through 100th-ranked U.S. brokers is presented on page
3. Financial and management information on these 80
brokers and another 118 brokers appears in an alphabet-
ical listing beginning on page 79.

For the first time, BI presents a geographical index to
all the domestic offices of the U.S. brokers participating
in our survey, beginning on page 99.

Also, for the first time, BI ranks the 20-largest brokers
worldwide participating in our survey (see page 3).

Profiles of the leading brokers in Canada, the United
Kingdom and France conclude our special report.
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Top 20 U.S. Brokers- i 982 Performance
Ranking Gross revenues (000) Employees Rev./Employee
Company 1982 1981 1982 1981 Change 1982 1981 Change 1982 1981
Marsh & McLennan Cos. Inc. 1 1 $924,294 $846,844 9.1% 15,791 15,074 4.8% $58,533 $56,179
Alexander & Alexander Services Inc. 2 2 573,254 423,264' 354 10,400 7,500 38.7 55,121 56,435"
Frank B. Hall & Co. Inc. 3 3 364,871 353,470 3.2 7,000 7,500 -6.7 52,124 47,129
Johnson & Higgins 4 4 323,705* 320,500% 1.0 5,950 5,9507 — 54,404° 53,8667
Fred S. James & Co. Inc. 5 5 241,333 241,537'" -0.41 4,422 4,570' -3.2 54,576 52,853'
Corroon & Black Corp. 6 6 172,078 158,413' 8.6 2,900 2,700 7.4 59,337 58,671
Rollins Burdick Hunter Co.? 7 8 118,366 117,168 1.0 2,070 2134 -3.0 57,182 54,905’
Bayly, Martin & Fay International Inc. 8 T 84,818 85,500 -0.8 1,584 1,660 -4.6 53,547 51,506
E.H. Crump Cos. Inc. 9 9 49,296 47,778 3.2 929 1,025 -9.4 53,064 46,613
Arthur J. Gallagher & Co. 10 10 48,477 42,536 14.0 893 897 -0.4 54,286 47,420
Jardine Insurance Brokers Inc. 11 12 34,051 33,144 2.7 625 661 -5.4 54,482 50,142
Emett & Chandler Cos. Inc. 12 13 29,900 27,100 10.3 575 589" -2.4 52,000 46,010
Poe & Associates Inc. 13 16 25,752 19,316 33.3 565 525! 7.6 45,579 36,792’
Republic Hogg Robinson Inc. 14 14 25,077 24,624’ 1.8 597 540 10.6 42,005 45,600
Financial Guardian Group Inc. 15 15 22,317 21,224 5.1 376 379 -0.8 59,354 56,000
Hilb, Rogal & Hamilton Co.* 16 17 17,600 17,000 3.5 382 425 -10.1 46,073 40,000
John L. Wortham & Son 17 19 14,470 13,110 10.4 230 233 -1.3 62,913 56,266
Lawton-Byrne-Bruner 18 18 13,532 13,527 —_ 258 267 -3.4 52,450 50,663
Dinner Levison Co. 19 21 12,5002 10,2002 22.5 1852 1452 27.6 67,5682 70,345°
Rhulen Agency Inc. 20 23 12,321 9,789 25.9 190 180 5.6 64,847 54,383
Totals/Averages 3,108,012 2,826,044 10.0 55,922 52,954 5.6 55,578 53,368
' Resiated. 2 Bl estimate. 3 Includes RBH and Ryan-owned offices. 4 Forme‘ﬂy Insurance Management Corp.

Inside: The next 80 top U.S. brokers . .. Page 3




J&H thinks the way to

get the best international
INsurance service

Istoget the best broker
In each country.

What do you think?

If you think that local experience is vital to risk
management programs in foreign countries, we couldn't
agree more.

That's the concept that built the J&H international ,
network, the most experienced in the world.

Starting in the 1890's, we enlisted the outstanding /
insurance broker in each country as our exclusive working
partnen Where this wasn't possible, we opened our own
J&H offices.

In Europe, our correspondents are now linked in a
unique working relationship we call UNISON, a network
within our network. Besides offering an unsurpassed grasp
of local requirements, UNISON adds new dimensions to our
ability to coordinate programs internationally.

Tbday, the J&H international network is a global
organization of 13,000 people dedicated to serving clients
with a single standard of excellence.

This is why we're the primary international broker for
33 of the top 100 US. multinationals and why 24 more have

us on their team.

We'd like to talk with you about this.

Johnson*Niggins

We answer only to you.

RISK AND INSURANCE MANAGEMENT SERVICES; EMPLOYEE BENEFIT AND ACTUARIAL CONSULIING THROUGHOUT THE WORLD.
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Bermuda regulators liquidate
broker-owned marine insurer
HAMILTON, Bermuda-Govern-

ment officials are liquidating Thames
Insurance Co Ltd., a marine un-
derwriter owned by Bermuda broker
Beauchamp, Wilde, Collard & Co.

Ltd
The government order, signed June
10, appointed Bermuda Registrar of
Companies VVerbena Daniels and
Richard Kempe, a partner at Price
Waterhouse-Bermuda, as provisional
Continued on next page
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Regulators back off on plan CapaCIty Stl” fa”S Short

for more insurer financial data

of shuttle's requirements

ST LOUIS-Insurance companies should not be required to dis-

close the market value of some securities in annual statements filed By STACY SHAPIRO tal, an adviser to NASA's general counsel
with state regulators, a National Assn of Insurance Commissioners . . L . Two days before the shuttle’s June_ 18 liftoff, NASA
subcommittee recommends. The National Aeronautics and Space Administration asked the Indonesian government to include the West

In a controversial 8-1 vote, members of the Financial Conditions is still trying to iron out insurance problems plaguing German company as a named insured on its policy for
subcommittee voted not to require insurers to disclose the market its space shuttle program e — the Palapa sa_telllte and then Wa“,/ed
valie of bones and preferreq.stock in feotnotes on w nown a NASA IS faced with at least two . , the $500 million insurance require-

£ BIARK T aRR AT fiRan dlal Sttt ifat Helrers f|Ie W|th state major complaints from companies - ment for the space platform
insurance departments. foreign nations connected with 11i.7. : Thus, the shuttle flew with only $1

That decision overturned an earlier vote by the subcommittee's the shuttle program » billion of liability insurance, instead
Blanks Task Force, which recommended 9-1 that such disclosures e Shuttle users-those with satel- =.".L. " -' .. -—-A, of the hormally required $1 5 billion,
should be made. However, further study of the issue iS planned. lites or experiments aboard the space- 1*gr/gll Mr Wojtal said . -

The measure, which has been debated for about three years, has craft-say it is impossible to purchase m’,, :RK 4 4'-" Underwriters, primarily in the
caused a split among state regulators over whether the additional the required $500 million in third- : London market, CEar\%ed a(; extra
financial data should be included in these annual statements (BI. party liability insurance for each pay- premium to name the e'st erman
Nov 9, 1981) load if more than two payloads are s pa)_/load on the Indonesian policy,

Currently, insurers report to state regulators the amortized value earned on one flight which was brokered by Corroon &
of securities they hold, such as bonds Some say this method of valu- € The builders of the shuttles 5 4 Eéllac_llfélnfptatl:e Inc_(sei St?t:y’ paltge
ation does not give a true picture of the actual value of insurers' themselves are com Ialnlng that they:"7-, P Al e L R
reserves and the companies' abilities to handle financial crises, like are being charged extra premium-as 3l af he added ’| d incl ’d d

high as $1 million per launch-to ob- I'after the added payload was included,
Iarge underwrltlng losses or depressed premium income 9 . .
" with the West Germans paying the
Requiring market valuation would be an eff ct|ve tool with whigh,fain liability coverage for shuttle j* , aiffersnce
regulators could assess insurers' financia condltlons Because it is clear that the world in-

But those opposing the measure say requiring market value assess- The problems faced by the shuttle ’ K | for the i
ments of securities could unduly undermine public confidence m the users are clearly illustrated by a *,’ surance markets, at least for the time
industry if the data is misinterpreted. minor panic that occurred just before :,0’ : being, cannot provide more than $1

A spokesman for Allstate Insurance Cos said that the requirement the launch of the space shuttle Chal- -)1 b'"'o_n of liability Insurance per Shl_n'
is not needed since, except for rare situatlons, bonds are kept by lenger earlier this month | tle flight, NAS_A is reconsidering its
insurance companies until maturity. Messerschmitt-Bolkow-Blohm 1-0.. coverage requirements for shuttle

Regulators also have the power to obtain the information from an GmbH, the West German manufac- usflrtsi ot touah to insur o $1
insurer if there is genuine concern about its financial condition turer of the SPAS-01 space platform _[tis nottough to Insure up to

In many cases, there is no estabhshed market value for certain that was carried aboard the shutile, billion, but it does become difficult
bonds that propellty/casualty insurers often purchase, including mu- could not find the $500 million in ha- after that limit,” said Mr Woltal
nicipal, governmental and private-placement bonds, according to bility coverage that NASA requires | In thg case of the German pZId_
James Mack, controller at State Farm Insurance Co k_ _ 1 a¢ g 39 Qmeg )

Wyoming was the only state that voted in favor of the proposal fOThrta payloads aboard the r 4 8fB 0 \Wea e"Un Ouer t tﬁ@
when it came up before the subcommittee shuttle-Telesat Canada’'s Ame D-2 a think the insurance industry should

One regulator speculated that the subcommittee defeated the pro- satellite and the Indonesian govern- gﬁt the benefits as well as the risks
posal despite the task force's approval because the task force is made ment's Palapa satellite-were already ;I'o fa:jest’hioleinimﬁgs?;:fer:?agzg_t
up of technicians in state insurance departments who are less subject insured for $500 million each . 1 -

L L i The world insurance market did able and insurers want to take the
to political pressure than the commissioners on the subcommittee th th ity d ite Fhoto Wide wora risk

Some states, including California and Wyoming, are considerin not have the capacity to underwrite . .
requiring the market valug assessments des’éite thg NAIC action 9 the West German payload for another One shuttle user couldn't find However, International Technol-

’ $500 million, explained Robert WOJ- liability coverage before liftoff. Continued on page 114

C t d d - b f- t I - t
By JERRY GEISEL benefits for spouses of employees late court would rule that Lockheed only had ages that include dental care or extra vaca-

However, the Equal Employment Opportu- to provide equitable benefits for employees tion days instead of full pregnancy benefits
WASHINGTON-The Supreme Court nity Commission, the federal agency in not employees' spouses (Bl, Aug 2, 1982) However, the impact of the decision IS
made it clear last week- Employers must pro- charge of enforcing the pregnancy law, says The high cost of adding or upfg[radlng preg- much less today than it would have been sev-
vide equitable pregnancy benefits to spouses it has received complaints nancy benefits may prompt eral years ago Women, who have Joined the
of male employees from employees at about 50 *,- - some companies to require workforce in increased numbers during the
na7-2 dects he hi h court sajd New- firms yho say their com- their employees to pick up last decade, are much more likely now to be
*l
pot Rewis Shipbildrig &by Do Co ofparies dia'provide eq: (674156, 5% HEARR AU A LOHED S DI R A IOHP AN
ewport News, Va, V|olate the 1978 Preg- table preghancy beneflts or ql ni3g*33-A h o |

nancy Discrimination Act because it placed a any pregnancy benefits at "6& > - predicts John Hickey, a plan o
$500 cap on pregnancy hospltallzatlon bene- all for wives of male em- # 141,01::-r partner with Kwasha Lip- The Newport News Shipbuilding case goes
fits for ses of male employees, ha p Health care O »3-'AS' ton a benefit consulting back to 1978 That year Congress passed a
viding Tul hiealth Care coverage fo usBan&flfespdes Newport News, coverage | 3 ? P s o Lee animark e at el frms to provids
of female employees. er large eniployers that ---=-- n addition, the June 20 coverage for g)nancx on the same basis
alth. cal e d prOVIde eq ver other sicknesses or disabili-

The deﬁm could raise u Supreme Court I’LI|II’1?1 that they

P‘f’ﬁra BLRASTOT pﬂﬁ(pvgaeeq:ta ﬁttyb Sesmolode Emerson -10irfesibte heeft aWoutlawed, for examgle emploe

ble preg- Elect Co of St Louis and *StilRF* IL.,81- wh|ch employee choose Ians that limited hos italizati

overa

nancy coverage for male employees’ lees Joslyn Manufacturing & pj , from'a menu of enef| s, $500 for pregnanc -related expenses
insurance company actuaries and consultants Supply Co of Chicago. said Judith Mazo, a vp and paying up to 80% of expenses for other 111'
say And, Lockheed Missiles director of research with nesses

The biggest cost increases will be felt b & Space Co Inc of Sunny- Graphic Amy Palme Martin E Segal & Co, a In April 1979, just prior to the law's April
firms, like Newport News Shipbuilding, that vale, Calif overhauled its health care plan i |n New York-based actuarial and benefit con- 29 effective date, the EEOC published re%ula-
have young predommately male workforces December 1980 so that pregnancies of male sulting firm tions to aid employers in complying with the

It isn't known exactly how many firms employees' wives are treated Just like any Male employees whose wives are beyond pregnancy law

currently don't provide equitable pregnancy other disability. Ironically, in 1982 an appel- childbearing age might select benefit pack- Continued on page 114
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Bermuda liquidates insurer

Continued from preutous page
hquidators. The accounting is still incomplete, Mr Kempe said, but
should be finished for a creditors' meeting in early August

Mr Kempe would not estimate the amount of outstanding claims,
but he did confirm that Canadian brokerage Tomenson Saunders
Whitehead Ltd is a major creditor TSW had reserved more than $3
million against slow payment of fishing boat risks insured offshore,
according to industry sources (see story, page 107)

High court upholds Penthouse

WASHINGTON-The Supreme Court last week refused to rein-
state a $14 million libel Judgment against Penthouse International
Ltd, publishers of Penthouse magazine.

The Judgment had been rendered by aUS District Court Judge
in Cheyenne, Wyo, in a suit filed by Kimberli Jayne Pring, who
was Miss Wyoming in 1978-1979 She claimed she was libeled by a
Penthouse story detailing the sexual exploits of a fictional Miss Wy-
oming Ms Pring's attorney, flamboyant Wyoming trial lawyer
Gerald Spence, obtained a $265 million Jury verdict in a 1981 trial,
which included $25 milhon in punitive damages (BIl, March 9, 1981)
The Judge later reduced the punitive award to $12 5 million

In November 1982, the 10th U S Circuit Court of Appeals re-
versed the entire Jury award and dismissed the libel action Miss
Pring then asked the Supreme Court to reinstate the case

First Hyatt trial begins

KANSAS CITY, Mo -The first damage trial arising from the
skywalks collapse at the Kansas City Hyatt Regency Hotel is now
under way in a state court, almost two years after the tragedy

Testimony is expected to be completed this week in the trial of a
suit by Kay Kenton, a former law student who suffered crushed
vertebrae and other injuries in the July 17, 1981, collapse

Plaintiffs' attorneys say Ms. Kenton's case, now before a Jackson
County Circuit Court, is one of the largest of the 30 or so significant
claims that have not been paid in two class settlements They predict
the Jury will award between $1 million and H million

Grand jury indicts Mamarella

NEW YORK-Richard Mamarella, a former colleague of con-
victed insurance fraud artist John V Goepfert, has been indicted on
extortion charges related to insurance premium financing

The indictment, handed down by a federal grand Jury in New
York earlier this month, charged that Mr Mamarella conspired
with four others to extort the repayment of a $100,000 loan to Chi-
nese businessman Landy Tang. According to the court documents,
Mr Mamarella and co-defendants Louie Chung, Frank D Murrello,
Patrick Ray and Eugene Brew allegedly used expressed and implicit
threats of violence from December 1982 until April 1983 to force Mr
Tang to repay the loan

Mr Brew and Mr Mamarella had been partners in a New Jersey
surplus lines brokerage, Louden French Ltd, and, according to
sources interviewed by investigators, also operated an insurance
premium financing company that made the loan to Mr Tang

Mr Marnarella was convicted of perjury last year during the trial
of Mr Goepfert, who was convicted of diverting premiums owed to
the Sasse Syndicate at Lloyd's of London Mr Mamarella was sen-
tenced to five years' probation (Bl, Oct 4,1982).

Lloyd's to conclude probes

LONDON-LIoyd's of London will complete its investigation of
alleged improprieties at Alexander Howden Group PLC and
PC W Underwriting Agencies Ltd by early autumn, Lloyd's
Chairman Peter Green said last week

Lloyd's is investigating allegations that officials at both Howden
and PCW,a subsidiary of Minet Holdings PLC, allegedly misap-
propriated millions of dollars in syndicate funds through reinsur-
ance arrangements The reports will be forwarded to the Council of
Lloyd's, which will decide if disciplinary action is needed No public
statement will be made about the investigations until disciplinary
proceedings, if any, are concluded

NAIC endorses moratorium

ST LOUIS-The National Assn of Insurance Commissioners has
endorsed a proposed moratorium on bank purchases of insurance
companies until the ramifications on consumers are studied

The NAIC endorsement follows action taken by the regulators in
March calling for a study of insurance sales by banks (BI, April 11)

A similar call for a moratorium is expected to be Introduced in
Congress soon by members of the Senate Banking Committee That
legislation is expected to call for a halt, pending further study, to
interstate branching of banks It would also bar securities firms or
insurance companies from purchasing certain banks, and banks
from purchasing insurance companies
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Commissioners oppose
federal unisex rating law

member panel discussion on the issue
Commissioners from Hawaii, Minnesota, Florida,
ST LOUIS, Mo -Insurance regulators are over- California, West Virginia and Massachusetts did not
whelmingly against federal legislation that would elim- back the NAIC stand. In fact, Florida, California and
mate the use of sex as a rating factor Massachusetts are considering state unisex legislation

They say such legislation pre-empts state's regulatory (Bl, June 13)
rights New York and South Dakota abstained from the

The National Assn of Insurance Commissioners at its NAIC vote

annual summer meeting earlier this month voted 23-6 Commissioners basically oppose the federal legisla-
to go on record opposing H R 100 and S 372, proposed tion because they say it invades the regulatory rights of
by Rep John Din- the states in insur-
gell, D-Mich, and
Sen Robert Pack-
wood, R-Ore. (BI,
May 16).
Congressional ac-
tion on these unisex
bills, however, has
been held up pend-
ing a study by the
General Account-
ing Office (BI, June
20). individual consum-
The bills would prohibit the use of gender-based ers, putting some coverages out of their reach NAIC
classifications as a rating and underwriting factor in all has been studying unisex legislation since 1978
lines of insurance and in computing annulties and pen- “This is a civil rights issue with economic implica-
sion coverages tions to women," said Mary Gray, a proponent of the
If the legislation were adopted, employers no longer measure and president of the Women's Equity Action
could offer defined contribution plans that provide dif- League who participated in the NAIC panel discussion
ferent levels of benefits to men and women through "This legislation won't go away If it'S defeated, It W111
annuities that typically pay women smaller amounts be back
per month on the assumption that they will hve longer "Women are currently being hurt by the insurance
State insurance regulators debated the issue in a Industry,"” added Ms Gray, chairwoman of the depart-
closed-door session for several hours at the close of ment of mathematics, statistics and computer science at
NAIC's summer meeting before the vote opposing the Amencan University m Washington
legislation The week-long meeting opened with a 15- Continued on page 115

By CAROL CAIN

ance matters
Others believe

Next week, Business Insurance will have a full the effects of uni-

sex legislation
would threaten the

solvency of some

pension plans
Commissioners

report on the annual summer meeting of the Na-
tional Assn. of Insurance Commissioners, includ-
ing its work on a model bill to regulate self4nsured
workers compensation pools and a study on occu-

pational disease. say such a law also
could affect insur-

ance costs for some

Mission won't withdraw dividends

By BILL DENSMORE investigation (BI, Feb 7)

The buyers complained the lack of dividends was a
PHOENIX, Ariz -Mission Insurance Co is paying a form of non-renewal penalty that violated Arizona
$25,000 civil fine and has agreed that it will no longer statutes Mission argued that policyholder dividends
chop dividends to Arizona policyholders that fail to aren't guaranteed by the policy and are paid solely at
renew workers compensation coverage with the in- an insurer's discretion
surer In some states, work comp insurers are permitted by
Mission also agrees under a June 6 consent order t6 regulation to reduce dividends to policyholders that do
let an arbitrator decide if it must also pay up to $700,000 not renew their coverage to take into consideration in-
to a group of Arizona workers compensation policy- curred-but-not-reported losses. However, Arizona In-
holders that disputed the loss of their dividends surance Director J Michael Low disputes the right of
The consent order means the arbitrator, Richard E insurers to do that in his state
Stewart, will ultimately decide whether Arizona work Under the consent order, Mission and Mr Low agree
comp insurers in general can use policyholder divi- to drop two lawsuits and the administrative proceeding
dends as a competitive weapon to discourage buyers that had provoked bitter charges from both sides
from changing work comp underwriters Mission had accused Mr Low of bias and asked that
The dispute arose in March 1982, when Mission he be disqualified from making any rulings in the dis-
stopped paying dividends to a group of Arizona em- pute Attorneys for Mr Low charged Mission with de-
ployers in apparent retaliation for their switch to an- laying and "frivolous" legal maneuvers
other insurer at renewal Under the consent order, Mr Low agrees to drop two
Two of the employers complained to the Department of six claims that Mission violated state law and Mis-
of Insurance that they had been promised the divi- mon, in return, agrees to be bound by the arbitrator's
dends and the department responded by opening an Cont:nued on page 115

Some NYC bus operators can skip
their pension withdrawal liabilities

director of the PBGC, the federal agency that insures
both multiemployer and single employer pension
WASHINGTON-Many New York City school bus plans
operators can leave their multiemployer pension plan Just seven multiemployer plans of the nation's 2,000
without paying any of the plan's liabilities plans have applied for permission to the PBGC to adopt
Last week, the Pension Benefit Guaranty Corp ap- withdrawal liability exemptions and the ATU plan ex-
proved an amendment adopted by Division 1181 Amal- emption is the first to be approved However, when the
gamated Transit Union-New York Employees Pension Multiemployer Amendments Act was passed, employ-
Fund and Plan that allows some employers to leave the ers m construction and entertainment industries that
plan without incurring withdrawal liability went out of business or left a particular area were gen-
Under the amendment, an employer that left the  erally exempt from withdrawal liability claims
dan would be subject only to withdrawal liability if it PBGC approval to exempt employers from with-
emained in the business in the Jurisdiction of the col- drawal liability depends on several factors For exam-
.ctive bargaining agreement or resumed work in the ple, by statute, the PBGC cannot approve an exemption
rea within five years of leaving the plan for a plan if the agency determines that the exemption
As a result, withdrawal liability will be eliminated poses a "significant risk" to the PBGC pension insur-
for employers who retire, die or go bankrupt. ance system
Under the Multiemployer Amendments Act of 1980, A plan that covers an industry with grave financial
the PBGC has authority to approve amendments pro- problems would not likely win PBGC approval for a
posed by plans to exempt certain employers leaving the withdrawal liability exemption
plans from withdrawal liability (BI, March 29, 1982) But the ATU plan, which is maintained under a col-
An exemption from withdrawal liability can save an lective bargaining agreement between Division 1181 of
employer leaving a plan millions of dollars Some em- the Amalgamated Transit Union and employers
ployers that have left multiemployer plans now face operating school buses for the New York City Board of
withdrawal liability claims that exceed their net worth. Education is in "healthy financial condition," according
"There is a flexibility in the act" that many employ- to the PBGC.
ers may not be aware of, said Edwin Jones, executive

By JERRY GEISEL

Continued on page 115



spotligm report

Big brokers take action
to offset falling premiums

By KATHRYN J. McINTYRE

Drastic expense controls, affiliations with insurance
companies, diversification into new services and a shift
to fee compensation marked the leading U.S. retail
commercial insurance brokers' responses to one of their
toughest years.

The brokers in 1982 faced further reductions in com-
missions on renewal premiums as insurers cut prices
even more in their fight for business. Interest rates fell,
helping reduce debt costs but restricting investment in-
come. The hoped-for economic recovery of 1982 stalled
into 1983, leaving business demands for insurance stag-
nant

The brokers' responding strategies eked out revenue
growth for all but two of the 20 largest U.S. brokers in
1982. Fred S. James and Bayly, Martin & Fay Interna-
tional both reported revenue losses of less than 1%
compared with 1981.

Collectively, the Top 20 U.S. brokerages in 1982
broke $3 billion in gross rev-
enues for the first time, with
an average gross revenue
gain of 10%o that brought col-

lective gross revenues to $3.1
billion.

The other 193 U.S.-based
brokers reporting financial
results to Business Insurance
this year generated a total of
iust $381.6 million in gross
revenues. Collectively, their
revenue gain was 13.7%
above 1981.

Half of the 10% revenue gain among the Top 20 bro-
kers is attributable to the 35.4% revenue gain reported
by Alexander & Alexander Services Inc. on the
strength of its 1982 purchase of London-based Alex-
ander Howden Group.

The collective revenue of gain of the other 19 bro-
kers was only 5.5%, much more in line with what one
would expect from a year of tough business conditions
and a slowdown in acquisitions.

The aggregate 10% growth rate for the Top 20 bro-
ken is the lowest in the 12 years Business Insurance
has tracked the revenues of the leading U.S. brokers.
Since 1977, the revenue growth of each year's Top 20
brokers has fallen, from 24.3% in 1977, to 19.6% in 1978,

Not counting A&A, whose gain
was largely due to the Howden
acquisition, the Top 20's
revenues increased only 5.5%.

18.4% in 1979, 16.2% in 1980 and 14.2% in 1981.

Each year, however, the complexion of the Top 20
brokers changes somewhat due to acquisitions and
mergers and as fast-growing up-and-corners outpace
once-leading brokers.

Last year was no exception.

The first upheaval in the rankings was created by the
sale of Rollins Burdick Hunter Co. to Combined Inter-
national Corp. In absorbing the $40.3 million in gross
revenues generated by the former Ryan Insurance
agencies of Youngberg-Carlson and Kemper, which
had previously been sold to Combined, RBH recaptured
the seventh spot among the Top 20.

That is the position RBH had held from 1972 until
year-end 1980 when Bayly, Martin & Fay International
Inc. jumped ahead.

The RBH-Ryan combination also opened a new spot
in the second tier of brokers as Ryan was removed
from the 11th position.

Jardine Insurance Brokers Inc., Emett & Chandler
Cos. Inc. and Hilb, Rogal &
Hamilton (formerly Insur-
ance Management Corp.) all
moved up one slot.

Republic Hogg Robinson
Inc. and Financial Guardian
Group Inc. were able to hold
their 14th and 15th positions
respectively even though
Poe & Associates Inc. moved
ahead of both in gross reve-
Nnues with a 33.3% revenue
gain. Poe moved into the
13th position, up from No. 16
last year.

The acquisitions of a London reinsurance under-
writing manager and some smaller U.S. operations con-
tributed about 40% of Poe's growth, said Chairman
William F. Poe, but 60% was generated by existing op-
erations including a special insurance product for den-
tists.

More upheaval in the rankings was created by the
departure of Cook International Agencies Inc. from the
Top, 20 chart. Cook's 1982 revenues fell to $9.1 million
from $11.9 million in 1981, documents filed with the
Securities and Exchange Commission reveal, dropping
Cook down to the 26th spot.

Continued on nezt page

U.S. brokers lead world rankings

New York can rightfully be called the capital of the
international insurance brokerage industry, according
to a ranking of the world's largest brokers by Business

Insurance.

The three largest brokerages in the world based on

Top 20 world brokers

Company Oress Revenues On millions)
1. Marsh & McLennan (U.S)) $924.3
2.  Alexander & Alexander (U.S.) 573.3
3. Frank B. Hall(U.S.) 364.9
4. Sedgwick Group (U.K) 351.51
5. Johnson & Higgins (U.S.) 323.72
6. Fred S. James (U.S.) 241.3
7. Reed Stenhouse (Canada) 236.93
8. Corroon & Black (U.S.) 172.1
9.  Willis Faber (U.K) 169.31

10.  Stewart Wrightson (U.K.) 125.71

11. Rollins Burdick Hunter (U.S.) 118.4

12.  Jarline Insurance Broken (U.K)4 110.2vU

13. C.E. Heath (U.K) 94.81

14. Minet Holdings (U.K.) 89.91

15. Hogg Robinson (U.K.) 86.51

16. Bayly, Martin & Fay (U.S.) 84.8

17. Bain Dawes (U.K) 84.2

18. Faugere & Jutheau (France) 53.25

19. Sodarcan Inc. (Canada) 52.93

20. E.H. Crump (U.S.) 49.3

1 Conversion rate on Dec. 31,1982:1 pound=$1.62 (U.S.$

2 Estimate.

3 Conversion rate on Doc. 31, 1982:$1 Canadian=80.98 cents (U.S.6
4 Includes Jarne Insurance lokim Inc. in U.&

3 Convenion,allon Dle. 31, 1982:1 FF=14.85 conts (U.S.).

gross revenues-Marsh & McLennan Cos. Inc., Alex-
ander & Alexander Services Inc. and Frank B. Hall &
Co Inc.-are all headquartered in the New York area
(see chart). M&M and A&A are based in Manhattan
itself, while Hall maintains headquarters in nearby
Briarcliff Manor, N.Y.

The dominance of the New York-based brokers is
even more clearly seen in that six of the top 10 brokers
in the world, ranked by gross revenues, are based
there. However, no New York-based brokers appear in
the BI ranking of the 20 largest world brokers after No.
8-ranked Corroon & Black Corp, although three other
non-New York U.S. brokers made the Top 20: Chicago-
based Rollins Burdick Hunter Co.; Bayly, Martin & Fay
International Inc., based in Newport Beach, Calif.; and
E.H. Crump Cos. Inc. of Memphis, Tenn.

Besides holding the top places on the chart, the U.S.
brokers also command a lion's share of the $4.31 billion
in gross revenues reported by the 20 brokerages.

The nine U.S. brokers on the worldwide Top 20 list
posted 1982 gross revenues of $2.85 billion, or 66.2% of
the total revenues reported by the Top 20. The eight
British brokers in the Top 20 reported revenues of $1.11
billion, or 25.8% of the total.

Two Canadian brokers made the Top 20 with com-
bined revenues of $289.9 million, or 6.7% of the total,
while the lone French broker in the Top 20 reported
revenues of $53.2 million, just 1.3% of the total.

Although the U.S. brokers dominate the Top 20 in
terms of gross revenues, the British contingent was
hampered in 1982 by the weakness of the pound ster-
ling compared with the U.S. dollar.

For example, if the value of the pound on Dec. 31,
1981, (1 pound=$1.89) had been used to convert the
British brokers' results into dollars, the total revenues
of the British brokers would have increased 16.5% to
just less than $1.3 billion, 28.8% of the total revenues
reported by the Top 20.

In addition, had the 1981 conversion rate been used,
Sedgwick Group P.L.C., the largest of the British bro-
ken, would have easily passed Hall for third place in
the rankings with gross revenues of $409.5 million.

Likewise, several of the other British brokers could
have leapfrogged a spot or two past U.S. companies in
the rankings had it not been for the weakness of the

P <« > uw = B m < § _ ——
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The next top 80 U.S. brokers

cnpany

21 E.R.1. Coverage Corp.

22 McDonough Caperton Insurance Group

23 McGriff, Seibels& Williams Inc
24 Walter Kaye Associates Inc.

25 Robinson-Conner inc.

26 Cook International Agencies Inc.*
27 Frenkel & Co. Inc.

28 Olliver/Pitcher Insurance

29 Rebsamen Insurance

30 John M. Riehle Inc.

31 Cal-Surance Group

32 Keenan & Associates

33 North American Insurance Agency Inc.
34 Frank Crystal & Co. Inc.

35 Redland Group Inc.

36 Robert F. Driver Co. Inc.

37 Kendall Insurance Inc.

38 The Daniel & Henry Co.

39 Alliance Brokerage Corp.

40 A.W. Lawrence & Co. Inc.

41 Meadowbrook Insurance Group

42 Insurance Management Associates Inc.

43 Maclintyre, Fay & Thayer Insurance Agency Inc.

44 Fred A. Moreton & Co.
45 The McElIroy-Minister Co.

46 Atkins Insurance Corp.

47 Mahoney & Wright Insurance Agencies

48 Hastings-Tapley Insurance Agency Inc.

49 Walter P. Dolle Inc.

50 Haas & Wilkerson Inc.

51 Mack & Parker Inc.

52 Variable Protection Administrators Inc.
53 The Lockton Insurance Agency Inc.

54 sSander A. Kessler & Associates Inc.

55 NIA Ltd./National Insurance Associates

56 Henderson & Phillips Inc.
57 Laub Group Inc.

58 W.K.P. Wilson & Son Inc.
59 Arthur L. Owen Co. Inc.
60 Seitlin & Co.
61 Associated Insurance Managers Inc.
62 Lester Eckert & Co.
Sullivan Co. inc.
64 Ulrich Voorhees Warner Associates
65 Richard N. Goldman & Co.
66 Sol L Wisenberg Insurance Agency
67 Montgomery & Montgomery Inc.
68 Wharton/Lyon & Lyon
69 American Coverage Corp.
70 Root & Boyd Inc.

71 The Lasher-Cowie Agency Inc.

72 Universal Pacific Insurance Services Inc.

73 Foa & Son Corp.

74 National Coverage Corp.

75 Woodsmall, Rick & Innis Inc.
76 ISU/Wellington Agencies Inc.
77 Boynton Brothers & Co.

78 Clair Insurance Agency Inc.
79 Winn & Co.

80 Keller-Thorner Inc.

Producers Exchange Inc.
82 Thilman & Filippini
83 Wright & Co.
84 J.H. Silversmith Inc.
85 DeWitt Stern, Gutmann & Co. Inc.
86 Financial Insurance Service Inc.
87 Knox, Lent & Tucker Inc.
88 Levinson Bros. Inc.
89 Sacramento Valley Insurance Agency
90 Maxson-Mahoney-Turner Inc.
91 Paul Hertel & Co. Inc.
92 McDowell Insurance Co. Inc.
93 H&R Phillips Inc.
94 Valley View Inc.
95 Robertson-Ryan & Associates Inc.
96 Robson, Cavignac & Associates
97 Hackett, Valine & MacDonald Inc.
98 The Simkiss Agency Inc.
99 The Frankel Co.

100 Boockford & Co.

- Figure from public documents

Oress k./.1/-5
$12,200,000
12,000,000
10,783,105
10,559,000
9,600,000
9,149,000
8,165,000
7,664,917
7,627,899
6,850.000
6,168,942
6,125,000
6,043,000
5,815,000
5,652,533
5,529,555
5,100,000
4,650,000
4,400,000
4,310,095
4,200,000
4,159,594
4,013,300
3,975,000
3,942,617
3,911,313
3,850,000
3,786,820
3,745,000
3,675,088
3,612,741
3,600,000
3,560,000
3,497,866
3,462,000
3,300,000
3,260,000
3,230,000
3,200,000
2,936,000
2,935,000
2,900,000
2,900,000
2,850,000
2,800,000
2,722,849
2,674,552
2,584,000
2,309,000
2,250,000
2,225,000
2,145,000
2,050,000
1,997,876
1,965,000
1,901,000
1,900,000
1,830,566
1,815,603
1,800,000
1,800,000
1,750,000
1,700,000
1,693,000
1,681,000
1,653,242
1,650,000
1,638,289
1,626,000
1,613,015
1,594,000
1,575,907
1,570,000
1,560,000
1,552,638
1,550,000
1,545,649
1,527,000
1,436,000

1,420,000
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spotlight report

Brokers react nues at $12 5 million and its 1981 among the Top 20 brokers is the Among the other 193 domestic by a conglomerate and a Joint ven-
) revenues at $10 2 million. A strong smallest gain since Bl began track- brokers that Joined in the BI survey, ture, respectively, but the other 16
Continued from prevtous page 22 5% revenue gdin by Dmner Le- ing the Top 20 brokers' results. employment grew 9 6% to 7,654 Av- brokers are still Independent
The 23 4% decline in Cook’s reve- vison 15 attributable to the acquisl- Eliminating A&A from the fig- erage revenue per employee grew seven publicly traded companies,
nues reflects the sale of its Knox- tion of The FPE Group, a San ures, whose ranks were swelled by to $49,858 from $48,063 eight privately held companies and
ville, Tenn, agency in 1982 and the Francisco-based loss-control engi- Howden, leaves just a 68-person Besides trimming employee one partnership
sale of four agencies during 1981, neering company, and the addition gain among the other 19 brokers ranks, some of the leading brokers Although Johnson & Higgins
SEC documents reveal Cook man- of major accounts Twelve of the Top 20 brokers re- consolidated offices to cut expenses Chairman Robert Hatcher predicts
agement declined comment Rhulen Agency Inc. grabbed the duced their ranks in 1982 Most of James and Jardine, for example, that only privately held J&H and
The strong Houston economy 20th position with a 25 9% revenue the brokerage manage ments consolidated some offices mammoth M&M will remain inde-
and the departure of Cook and gain m 1982 to $123 million, edging stressed that only unproductive Other brokers, including Dinner pendent, the Independent brokers
Ryan helped John L Wortham & out New York City-based BRI people were cut Levison and Jardine, are reducing that even allow they would be will-
Son climb two spots to No 17 over Coverage Corp by Just $121,000 By trimming their forces, each of the number of insurers with which ing to talk about selling out say
Lawton-Byrne-Bruner, which Specializing in animal and live- the 12 brokers increased its reve- they place business their prices would be higher than
maintained its 18th position with stock-related coverage contributed nues/employee result, a measure of The leading brokers' 1982 busl- buyers would be willing to pay
Just $5,000 in revenue growth to Rhulen’s big growth productivity among brokerage ness strategies were not entirely re- Two insurers have been invest-
The two new brokers m the Top For most of the brokers, how- firms Another five brokers also in- trenchments In addition to Com- ing in brokerage stocks, but the
20 are San Francisco-based Dinner ever, slower revenue growth re- creased their revenues per em- bined s acquisition of RBH and brokers maintain no sales are
Levison Co in the 19th position quired some retrenchment ployee in 1982 without cutbacks Ryan, Fred S. James was sold to forthcoming
and Monticello, N.Y,-based Rhulen Most often they responded with Only A&A, Republic Hogg Ro- Transamerica Corp Both say they Reliance Insurance Co owns 44%
Agency Inc in the 20th spot drastic expense controls, namely binson and Dinner Levison re- are preparing for a stronger future of E H Crump Cos, 96% of Frank
Dinner Levison, a privately held reducing head count ported reduced revenues per em- in delivering financial services B Hall and a few percentage points
corporation, does not publish its fi- The Top 20 brokers generally ployee Dinner Levison, however, There's plenty of room for more of Corroon & Black's stock Old Re-

nancial results, but cooperated in clamped down on staff size, impos- commands the highest revenues such sales, as these two brokers are public Insurance Co owns 96% of
the annual Bl survey for the first ing hiring freezes and even laying per employee of all 20 brokerages the only ones among the Top 20 Emett & Chandler and a few per-
time this year Bl confidently esti- off employees A 5.6% increase to $67,568, more than $12,000 ahead of owned by insurers Jardine and centage points in C&B
mates Dinner Levison's 1982 reve- 55,922 employees at year-end 1982 the average of $55,578 Republic Hogg Robinson are owned Two brokers among the Bl Top
20 deserted vertical integration in
1982 Poe decided to spin off its
wholly owned insurance subsidi-
ary And M&M is selling its risk-
Of_l taking operations acquired with
London-based C T Bowring & Co
- tie Ltd Both brokers insist that risk
taking and broking don t mix
Without selling to insurers, more
and more brokers are taking over
some of the functions of insurers
Financial Guardian is increasingly
acting as a managing general agent
1 and is looking for more under-
1 LE writing opportunities Rhulen, too,
blurs the distinctions between re-
r-; r-# tall broking and underwriting
N Mass marketing insurance prod-
. ucts is drawing the attention of
== —F more brokers
M&M already mass markets
- group life and health products to
smaller employers in like busi-
. nesses-called affinity groups-
' C through its M&M Group unit
4 .1 0 Diversifying into insurance-re-
Gi lated services and other consulting
is another tact brokers are taking
- ' M&M 15 looking to become a di-
- 01. versified consulting corporation by
adding economic forecasting to its
4 S, , bevy of risk management, em-
U ployee benefit management and
ri.-- *ni * ' money management services
'S Several of the major brokers are
garnering more and more of their
revenues from claims administra-
bon services
%22 V : s
- “51% Arthur J Gallagher, for exam-
. ple, derives only about 55% of ItS

i T L 5. 6- gross revenues from buying insur-
- ance for its clients Its claims ad-

»5 tr . 1

ministration services for self-insur-
ers continue to generate an increas-
ing percentage of its business
THISS THEWRONG
ports that its self-insurance claims
- administration business grew faster
— I _- _t I I IVI E I o R N D o l ' I than broking business lastyear
- But, all the Top 20 brokers are
still primanly delivering broking
C-1YOUDON'THAVE PR Tt
whose revenues are more than 90%
generated by traditional retail in-
surance broking are Hilb, Rogal &
THERIGHTINSURANCE
- Bruner, Wortham, and, It'S be-
hevel, Johnson & Higgins
ThoSe whose traditional broking
activities generate less than 90% of
their gross revenues are Dinner Le-
vison (88%), Bayly, Martin & Fay

(85%), Rhulen (75%), Crump (72%),
Financial Guardian (69%), Hall and

its too late after your business expert, professional advice on You'll f;nd the /ndependent C&B (68%), Republic Hogg Rob-
has been struck by disaster. how to select the best business /nsurance Agent nearest you inson (67%-68%), Emet & Chandler
. . . . . . (65%-71%), Poe (65%) and James

That's why it's a good idea to insurance coverage at the best listed in the Yellow Pages under (52%).
consult an /ndepen- BBCNE*--' 1 price. the Big"li' symbol. Some brokers-M&M, A&A and
f . Jardine-say they can't separate
dent /nsurance Agent 1'5 1 And right now your /ndepen- their broking commissions from

service revenues

before youbuyyour V*AAD ' dent Agent isofFering an
business policy. An r informative free booklet that

When acting as a retail broker,
more and more of the leaders are

looking for fees rather than com-

/ndependent Agent E can help make choosing the missions 8s compensation.

represents several | right business insurance a For example, almost 70% of
companies-not iust 1 4 little easier Get it. Before you THE MORE-THAN-ONE-COMPANY N e e
one. SO yOU get —UFOrM./&*, 55 - need it. INSURANCE AGENT. least 40% of Fred S. James' clients

also pays for at least some of their
services on a fee basis.



WL{

41 s f«414 3 /.

a4

4,"44K, S

i ’ ¢ f |] ZFY||<*|1’IIC.©’1 ’ffllE/’t,ll Il;l-’|.>:l_ll I>’If|1,__|l| Y

T*}rr,-m.p,.: ]
b,
- VNWNWAU S AU
. "SBLINSURANCE
- - -s==- . --=fCOM MANWIES

. R 1;IML Wausau,Wisconsin54401

L.7,£SS-4*444;

War...50 '54, 4244,

'"Y,41

iso

- - «———» _



U/ UUNE71(SS) 4745%6TUNCE, d Une Li, 1300

opinions

Sometimes, It's not so obvious

ou geg\rl\(l)hk%trygoeué?ia tfsor‘n'ad better remember that

when their brokers come calling to talk about fees for
their services rather than a commission.

And you get paid for what you deliver.

Brokers better remember that as they look for new
ways to cut costs in the delivery of their services.

Throughout our special report this week on the state
of the retail brokerage business, brokerage executives
are talking about how difficult it is today to be fairly
compensated for their services.

It's easy to recall when brokers were making huge
commissions on very expensive insurance policies. And
when buyers suggested that perhaps a fee somewhat
closer to previous commissions would be more appro-
priate than a percentage of the ever-increasing pre-
mium, many brokers said no. After all, they had
worked harder to place the insurance.

Now, however, as brokers watch their commissions
shrink on ever decreasing premiums, they want to talk
fees. A client could suggest that in this market it is so
much easier to place an insurance policy that the com-
mission ought to go down.

Whether the supply of insurance exceeds or falls
short of demand, the broker ought to be compensated
for the value of each service performed. Whether the
compensation is called a commission, a negotiated com-
mission or a fee, the compensation ought to be an
amount that the buyer of insurance knows and believes
to be a fair price for the service delivered.

Risk managers should analyze just what they are
asking their brokers to do, how well the broker is ful-
filling that assignment and what the service is worth.
Risk managers who squeeze brokers for service will
inevitably see the quality of the service delivered di-
minish.

Brokers should continue their quest to be more effi-
cient in the delivery of insurance and insurance-re-
lated services. But, brokers had better be careful that as
they wield the cost-cutting ax they don't chop off qual-
ity. Clients dissatisfied with service will go elsewhere,
or-as we have seen in the face of high-priced insur-
ance-find an alternative.

Obvious? Yes. But, when everybody is scrambling to
cut costs-the buyer to reduce the costs of insurance
and services and the broker to make a profit-the obvi-

Nonsense on both counts.

letters

ous is often forgotten.

Finding program merger options

To the editor: The article on merging
workers compensation and group health
programs (Bl, May 2) concludes that ad-
ministrative and statutory obstacles pre-
clude immediate action. While institu-
tional barriers do exist, it appears worth-
while to consider alternatives to complete
program merger.

Preferred provider organizations and
health maintenance organizations under
the independent practice association
model are receiving great attention as a
method for employers to take an aggres-
sive prospective stance in purchasing em-
ployee health care as you have reported.

The most common type of workers
compensation plan requires the employer
to furnish medical care, at least in the
first instance. If convenient access to a
choice of quality health care providers is
offered, there seems little reason for the
worker to demur if a PPO or IPA-model
HMOis used as the workers comp medical
provider. Since under most comp plans
workers cannot be coerced into using a
particular provider, it is important that
the PPO/HMO offer a sufficient number
of physicians, range of specialties and
adequate geographic dispersion. if an un-
injured worker is dissatisfied with the ini-
tial physician, he or she can then choose
another from the provider organization

Employee satisfaction with quality and
accessibility can logically spill over to use
of the same physicians for care under the
company's group health plan. Various in-
centives relating to copayments, deduct-
ibles, preventive care, etc., can make the
PPO more attractive for the employee's
family care.

Combining care for both plans can give
the employer the leverage of greater vol-
ume in negotiating reimbursements,
while preserving the administrative dis-
tinctions between comp and group health.
Additional benefits include better moni-
toring of multiple treatments and medica-
tion, ensuring that benefits are charged to
the proper program and involving the
worker and family in all aspects of each
other's medical needs.

| don't presume to offer the PPO/HMO
models as an easy panacea to health care
cost escalation. Safeguards against overu-
tilization and ensuring quality of care
must be employed. The organization must
be carefully evaluated to ensure adequate
geographic dispersion, range of specialties
and provider choice.

Many small and medium-sized employ-
ers will not have resources to organize
such a program. The local business coali-
tion might take the lead in coordinating
the participation of multiple employer in
a PPO/HMO program. Collection and an-
lysis of utilization and cost data could be
quite readily incorporated into the coali-
tion's role, including comparing cost sav-
ings between combined work
comp/health programs and single plans.
Some maintain that merging two cover-
ages ill not necessarily reduce costs. This
certainly seems to be a time to objectively
evaluate whether and how cost savings
can be achieved.

George H. Cannon

Medical Analyst

Florida Department of Labor and
Employment Security
Tallahassee, Fla.

Blurring fact and perception

To the editor: There is no scientifically
validated relationship between stress and
diabetes, cancer, ulcers, etc. as stated by
Greg Pappas, in "Laid-off workers accu-
mulate medical problems” (BI, June 6). If
doctors draw these connections, as they
too frequently do, it is because they are
subject to the same impressions and per-
ceptions as lay people in our society.

In the first place, one has great diffi-
culty in even quantitating stresses in indi-
viduals. Secondly, the ability to deter-
mine what stresses are most relevant to
an individual and whether these stresses
represent distress or positive stress factors
is the subject of current research, but is
clearly not well-delineated. Finally, plac-
ing these multisystem disorders under the

rubric of "stress-related" is simply a com-
mon perception, not backed by any vali-
dated, controlled epidemiologic studies.
The danger here is that with each reci-
tation of this relationship, it becomes co-
dified as though it were medical fact. The
difference between popular perception
and scientific truth is progressively
blurred. For those involved in the com-
pensation of occupational disease and en-
vironmental claims, the dangers are obvi-
ous. Compensability is increasingly deter-
mined by popular beliefs regarding eau-
sality rather than by scientific fact.
Ronald E. Gots, M.D.
President
National Medical Advisory Service
Bethesda, Md.

Tired of the affair

To the editor: | have worked for Alex-

ander & Alexander for 21 years and am
very proud of my association. Many years
before it was popular or legislated, A&A
led all the big brokers in the development
and actually encouraged their female em-
ployees to executive positions, especially
me. A&A has truly assisted me and my
career has flourished. |, like many other
A&A employees, am loyal and very grate-
ful for the career opportunities they have
given me.

Frankly, | detest and am very tired of
the degrading articles that appear in the
press about the "Howden affair.” | would
appreciate more feature articles on the
positive side of the continuing A&A
achievements; the thousands of satisfied
clients we service daily; the A&A innova-
tions like Anistics, ARIS and Alexsis.

Loyalty is old-fashioned, but then so am

Catherine T. Hartlieb

VP

Alexander & Alexander Inc.

Chicago

An agent's legal duty

To the editor: As mergers/acquisitions
intermediaries, we also have been watch-
ing the insolvency scene unfolding in-
tently. Charles McAlear is eminently cor-
rect in stating in a recent Perspective ar-
ticle that there must be a willing, and cer-
tainly gullible, buyer of such bargain
basement insurance coverage (Bl, June
13).

There undoubtedly will be more insol-
vencies and there will be further litiga-
tion.

| wonder if the average surplus lines
agent realizes that a part of his legal re-
sponsibility is the "due diligence" in-
volved in knowing the financial condition
of every company he or she represents.
This same requirement exists for every
independent agent.

In other words, if the insurer can't pay
and the insolvency fund won't pay, the
local agent or broker may have an errors

and omissions claim of monstrous propor-
tions.

W.F. "Bill" Vest
Vest & Co.
Dallas

Business Insurance welcomes letters from its
readers. Ptease keep your comments as brief
as possible. We reserve the right to idit let-
teri for clarity or space. Send your com-
ments to Letters to the Editor, Business In-
surance, 740 N. Rush St., Chicago, m. 60611.
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At Dale & Company weVe made that idea even better. on premiums.
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regional needs and conditions. talk to Dale & Company.

Our head office specialist offers a view of insurance You'll discover why two heads are considerably
opportunities from a national perspective. better than one.
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Marsh & McLennan

Cos. Inc.
1982 1981
Premium vol. $10 billion $9.6 billion
Gross rev.. $924,294,000 $846,844,000
Ennployees.. 15,791 15,074
Rev./employees $58,533 $56,179
Offices. 500 483

Marsh & McLennan Cos. Inc., the
world's largest insurance bro-
kerage holding company, is reject-
ing underwriting as a potential
area of expansion, but not much
else in the field of financial ser-
vices.

M&M is on its way to becoming a
diversified consulting corporation
with its fingers in every consulting
business "in which highly talented
people are the main asset," says
President L. Patton Kline. "We

would like to be the product itself.”

M&M's plans to sell the insur-
ance companies it acquired with
the purchase of British broker C.T.
Bowring & Co. Ltd. and the pur-

chase of economic forecaster Na-
tional Economic Research Associ-
ates this year mark the beginning
of a new business strategy. M&M
believes it can apply the service
style that built a near-$1 billion in-
surance brokerage and employee
benefit company to develop a mul-
tibillion-dollar consulting com-
pany.

All this may sound familiar,
like just a recap of the direction in
which Marsh & MeLennan has
been heading for some time. But
the search for a new marketplace
with a growth potential not limited
by the quirky pricing cycle of the
insurance industry has taken on
new emphasis and urgency in 1983.

M&M, the slowly evolving insur-
ance services company that in 1981
had dreams of being a global con-

glomerate, was rudely thrust into
1982, its slowest-moving year in re-
cent history.

The company says it maintained
its planned rate of growth and its
profit pace was ahead of its less di-
versified large insurance brokerage

competitors.
. (S3 -, :uWII_' HOV\I/ever,
ff» »' * ts* M&M's 1982
/,4 4.41 growth slowed

- RS

pany had re-
4 ported during
the last 10 years.

Mr. Kline M&M's 1982

operating reve-
nues grew only 9.1% to $924.3 mil-
lion from about $846.8 million. Net
income also grew, but only slightly
to $120.4 million from $120.1 mil-
lion in 1981.
Meanwhile, operating expenses
jumped 11.6% to $714 million from

$639.6 million in 1981.

The first quarter of 1983 wasn't
much better. Operating revenue
was further off the pace, growing
only 2.6% to $257.7 million from
$251 million for the same period in
1982. Net income grew 4.7% to $36.5
million from $34.8 million for the
same period in 1982.

Expenses continued to grow, but
after selected layoffs and cost-cut-
ting, they increased only 2.9% to
$187.7 million from $182.3 milion.

MUM's slower growth in 1982,
however, relfects its success. Its
operating subsidiaries are big, pow-
erful forces in their respeitive
marketplaces-so successful they
have little room for growth:

* Marsh & MeLennan Inc. and
C.T.Bowring & Co. Ltd., M&M
Cos.' two retail and wholesale in-
surance brokerages, combine to be
the world's largest insurance bro-
kerage operation with 300 offiees in
50 countries. They easily to-1 the
nearest competitors, Sedgwick

The Comdete
Underwriters.

"We put it
all together
for you."

18.r,454«:
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Today. more than ever, your specialty cover
requirements demand professional underwriting analysis
at all levels. Isn't it logical-and profitable. too-that you
talk with a complete underwriter?

When you're building a total program for your client,
CMl is with you every step of the way as your complete
property and casualty intermediary

CMI combines substantial capacity and a team of
experienced underwriters with the know-how. the
markets and the special approaches you always need in

today s market place

That's effective. It's different-and so are the solutions

we'll put together for you.
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DIMU
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160 Water Street. New York, NY 10038 (212) 344-5300
10 S. Riverside Plaza. Chicago IL 60606 (312) 641-3377

485 Route 1 Scuth. Iselin. NJ 08830 (201) 750-0300

the United States.

grew only 11.5% to $445 million in
1982 from $399 in 1981.

The U.S. brokerage business
grew the slowest, with total direct
insurance brokerage revenues
growing only about 4% in 1982 to
$348 million.

e Guy Carpenter & Co. Inc. and
Bowring's reinsurance divisions
also combine to be the world's larg-
est. Reinsurance has been a relative
bright spot in the corporate picture,
but still not spurring the growth
that company executives and fi-
nancial analysts would like to see.

Reinsurance brokerage revenues
(excluding investment income)
grew 13.8% in 1982 to $164 million
from $144 million. Again, U.S. rein-
surance activities were disappoint-
ing, increasing only 3% in 1982 to
about $92 million.

= William M. Mercer Inc. and
Marsh & MeLennan Group Associ-
ates, two-thirds of the company's
loosely-constructed consulting and
financial services division, make
up the largest benefits consulting
and sales operation in North
America with more than 60 offices
in the United States and Canada.

Operating revenue from
Mercer's consulting and M&M
Group's mass-marketed affinity-
group insurance plans grew 15% to
$164 million in 1982 from $143 mil-
lion. Perhaps even more important,
the two divisions' net income grew
26% to $25 million, an indicator that
the business is becoming increas-
ingly profitable.

The consistent success of Mercer
as a fee-based consulting business is
probably the largest single corpo-
rate encouragement for a focus on
consulting.

e Putnam and Eberstadt funds,
the third component of the consult-
ing and financial services group,
make M&M Cos. a force among the
nation's money managers.

Although still a small part of the
company's overall revenues, Put-
nam and Eberstadt had more than
$13.7 billion under management,
up from $11.2 billion in 1981.
Operating revenues grew 9% in
1982 to $49 million from $46 million
the previous year.

Executives believe that invest-
ment management still has signifi-
cant growth opportunities, since
M&M by no means dominates the
market for these kinds of services.

It's clear from the results of
M&M's operating subsidiaries that
selling advice and consulting gen-
erally is more profitable than han-
dling small insurance transactions
and more suited to the M&M corpo-
rate temperment.

"We want to build a firm on the
concept of giving valuable advice
to a client and being responsible for
seeing that advice implemented,"
Mr. Kline says. "Many kinds of
consulting fit that definition and
we expect that eventually we will
be in most of the likely candi-
dates.”

He says M&M "can and should be
in just about any kind of consulting
that deals with human beings and
their relationship to their employ-
ment environment.”

Accounting and legal services
don't quite fit in that scope now,
says Mr. Kline, "but | won't speak
for the next generations. General
management consulting is out for
the time being, too, but | feel we
will be doing general management
consulting within the context of
other specific consulting disci-
plines."”

Underwriting and risk taking
simply don't fit into this structure,
Mr. Kline notes. That's a

Continued on page 10



Naturally,
we're proud.

Earning your first "letter" signifies an
achievement about which one can be
indeed proud. Especially when it
stands for the high standards of finan-
cial performance symbolized by an
"A" rating from A.M. Best Company.
Evanston Insurance Company is
proud of its recently earned Best's
"A:XII", particularly in today's
insurance climate. Now more than
ever before, the financial stability and
sound business practices of the insur-

ers you choose to do business with are
a most crucial consideration.

INn this era of'cash flow" under-
writing and pinched investment
profits, an insurer's financial
resources, reinsurance capacity and
underwriting experience can mean

not only profit or loss-but survival Insurance Company of Evanston and
itself-in today's business climate. Evanston Reinsurance Company.
Benefiting from the outstanding These subsidiaries also carry the par-
underwriting and management ent company's rating.
resources of Shand, Morahan & We invite you to learn about the
Company, one of the nation's foremost latest of these coverages, as well as
underwriting managers, EIC has EIC's sound business philosophy and
grown to become a major source for high standards of service and cooper-
professional liability and other spe- ation, by contacting
cialty insurance lines for producers Shand, Morahan
nationwide. & Company,
You have come to rely on our EIC's exclusive
insurance and reinsurance capacities manager.
and underwriting and claims track
record. And you have enthusiastically
welcomed and sold the many exciting
products we continue to bring to the
insurance marketplace through EIC
and its wholly-owned subsidiaries:

Evanston
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Continued from page 8

major reason why M&M is divest-
ing Crusader Insurance P.L.C. and
English & American Insurance Co.
Ltd., two insurance companies ac-
quired along with C.T. Bowring in
1980. M&M also divested Bow-
maker Ltd., a credit financing com-
pany, early in 1982.

Insurance services, including re-
tail and wholesale insurance bro-
kerage and reinsurance brokerage,
will continue to be the corpora-
tion's mainstay, Mr. Kline con-
tinues, but even that traditional
portion of the business is likely to
undergo some changes.

"The important point is that we
are continuing to be brokers, but
we are not counting on any major
commercial insurance rate in-
creases to boost our revenues. We
feel we are in what may be a per-
manent soft market and that is not
altogether bad because it means the

continued availability of good rates
for our clients.”

'We minimize the disadvantages of being
big-eliminate some of the big
bureaucracy-while capitalizing on the
resources, which at M&M are its specialists,’
M&M Inc. President Bruce W. Schnitzer says.

However, a permanent soft mar-
ket also means that brokers should
try to replace commission compen-
sation with something that more
properly pays for the services the
broker provides and meets the con-
sulting business philosophy as de-
scribed by Mr. Kline.

The answer is improved fee-for-
service relationships, says M&M
Chairman John M. Regan Jr.

"The commission system is a
good system overall, but it needs
some alterations. So we have to ex-

periment,” he told the British In-
surance Brokers Assn. earlier this

yer. Those experiments point
mor.= directly to fees for service, a
system now used with almost 70%
of M&M's large brokerage clients.
Increasingly charging fees for
brokerage services and selling the
underwriting companies would be
welcomed by Marsh & MeLennan
Inc.*s new president, Bruce W.
Schnitzer. Mr. Schnitzer, formerly
chief financial officer for the hold-
ing company, replaced Robert
Clements as the brokerage's chief
operating officer late last year
when Mr. Clements was promoted
to v. ce chairman of the brokerage.

M&M Inc.'s management is now
a triumvirate, Mr. Schnitzer notes,
with three officers, including M&M
Inc. Chairman Alessandro C. di
Montezemolo, as "interchangeable
parts with certain special interests
and expertise."

Mr. Montezemolo specializes in
personnel management of the corn-
pany's far-flung brokerage staff.
Mr. Clements serves as "chief pro-
fessional officer” in charge of over-
seeing the quality of work. Mr.
Schnitzer oversees general organ-
ization and structure.

M&M's new organization for
delivering service lends itself to in-
creasingly charge fees rather than
commissions, Mr. Schnitzer says.

This year, M&M is abandoning
the branch sales and service office
structure and is redeploying its ex-
pertise in industry specialty groups.
The structure reflects a consulting
relationship.

"What we had was regional
overkill," Mr. Schnitzer explains.

MONYPRESENTS
GROUPPENSION

Sometimes the hardest part about offering
your clients a pension plan isn't the selling. It's the

servicing.

So at MONY, we make things a little easier.You do f
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We can offer the comprehensive investment,
actuarial, and administrative services your clients need.
Including record maintenance, annual plan reviews,
employee communications, and handling of benefits.

It's that simple.

And selling your corporate clients on MONY won't be too
difficult, either. Because we make it easy for them to select the
programs and investments they need.
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"We had very large offices in cities
together and usually overseeing
small offices in small towns. The
problem was that generally their
books of business were very differ-
ent and not much was gained by
managing small-town offices and
city offices just because they were
in the same locale. When expertise
was needed, the individual office
either had to hire a local expert or
fly one in from another area.

"We really don't need or want
that kind of administrative strue-
ture any longer. We have always
said that Marsh & MeLennan was
in the business of serving its clients
and that kind of geographical
structure doesn't serve any particu-
lar client need," he says.

In 1981 and 1982, M&M made the
first steps toward reorganizing
around client interests when it de-
veloped the "managing director”
title for senior professional and ad-
ministrative officials.

More than a glorified new desig-
nation for branch office managers,
the managing director name was
used to acknowledge "key contrib-
utors" to the brokerage operations.

The appointment of 162 manag-
ing directors was the first reflection
of the philosophy that Messrs.
Kline and Regan now publicly es-
pouse: that people and their exper-
tise are M&M's main resources.

"We took what we feel is a pro-
fessional ap-
proach to entre-
prenureship. We
minimize the
disadvantages of ,)
being big-elim-
inate some of the 7/
big bureaucracy ,
-while capita- /1
lizing on the re-

sources, which at rf
M&M are its spe- Mr. Schnitzer

cialists," said Mr.
Schnitzer.

In 1983, M&M Inc. took the next
step on its new management path
by realigning its experts according
to what they do best.

Under the triumverate, David D.
Holbrook and Sherwood C. Blake
are assigned administrative leader-
ship of various profit centers. How-
ever, the profit centers are not
grouped by region.

Mr. Holbrook oversees most
M&M large-city operations and di-
rect worldwide risk management
(large accounts) clients.

Mr. Blake oversees M&M service
offices outside the United States
and all smaller offices engaged pri-
marily in commercial insurance
brokerage (small to medium-size
accounts). He also directs commer-
cial insurance product sales and
personal lines sales.

Deployed by these two managing
directors, but reporting to Execu-
tive Vp and Managing Director
Philip J. Brown Jr., are a variety of
technical, professional and other
support services. Led by managing
directors, these forces will provide
group support expertise.

Some of these services will be
aligned according to industry, for-
malizing the loose structure that
naturally developed. Standing
committees exist on industries in-
cluding: aviation and aerospace; fi-
nancial and professional services;
forest products; gas and electric uti-
lities; health care organizations;

heavy industries and pharmaceuti-
cals and chemicals.

The new structure is a better
match to M&M Inc.'s business,
notes Mr. Schnitzer. About 50% of
M&M Inc.'s revenues are derived
from self-insured risk management
accounts. These are M&M's big cli-
ents, who are represented by a full-
time risk manager or purchase risk
management services. Most
of their needs, Mr. Schnitzer adds,
are not handled by commercial in-
surance products but by
custom-designed funding programs
including captive insurance com-
pany management, claims services

Continued on page 19
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Continued from page 10
and excess reinsurance. Hence,
technical services, under the di-

rection of Alonzo C. Rand, reports
to Mr. Holbrook.

About 4026 of M&M Inc.'s busi-
ness involves what the company
calls commercial insurance bro-
kerage, or small to medium-size ac-
counts whose needs are met with a
mixture of standard insurer-sold
products. So, reporting to Mr. Blake
is the brokerage support services
group, under Guy R. Migliaccio,
which oversees relationships with
insurers, the brokerage's national
personal lines program with the
Chubb Group and its national small
business marketing program.

Personal lines makes up less than
10% of M&M brokerage business
and falls naturally in Mr. Blake's
area. He is expected to increase
personal lines sales to at least 10%.

Underwriting, Mr. Schnitzer
points out, doesn't much fit into
this sales structure, which leans to

marketing and counseling. But the
company is not divesting under-
writing management firm Victor
0. Schinnerer Co., since it serves
not as a risk accepter, but rather as
a distribution channel for insur-
ance products capitalized by others,
he says.

"We feel that the business of
managing capital is much different
from the business of managing peo-
ple who give advice,"” Mr. Schnitzer
explains. "With a capital-intensive
firm, you need lots of capital and
one or two prima donnas to direct
its use. We want lots of prima
donnas, because they are experts in
their field. In fact, there's no room
for anyone at M&M who is not a
prima donna."

Mr. Schnitzer also has a mandate
to cut costs. He began this effort
earlier this year with layoffs in in-
ternal support services like com-
munications and advertising,
which slowed the growth of ex-
penses in the first quarter of 1983.

'At this point, Mercer
is progressing along
a schedule of

planned growth,' Mr.
Waylett notes.

Further expense reductions are
likely later this year, Mr. Schnitzer
notes, because the cost of the geo-
graphical administration totaled
more than $6 million in 1982, much
of which will be conserved by the
new arrangement.

While undergoing this internal
reorganization in 1982 and the first
half of 1983, M&M Inc. and the rest,
of M&M's insurance services busi-
ness were buffeted by the world-
wide recession and insurance mar-
ket competition. Overall insurance
services operating revenue, includ-
ing income from M&M Inc., Bowr-

SAFETY.
BETTER'R) WHINKABOUTIT DOWN HERE
IAN WORRYABOUTIT UP THERE*Safety

ing and Guy Carpenter, grew only
8% to $711 million, including $14
million in underwriting manage-
ment fees and $88 miillion in inter-
est income from fiduciary funds.

The consulting and financial ser-
vice group, the model for reorgan-
izing insurance services, had to
weather some burdens as the re-
cessive economy in the United
States and Canada slowed the
growth of mass marketing and
traumas in the stock market lim-
ited growth in investment manage-
ment for much of 1982, says
Thomas R. Waylett, managing
director in charge of planning and
budgeting. Both Mr. Waylett and
George Faunce Ill, managing
director in charge of administra-
tion, report to Group Vp and Chief
Executive A.J.C. Smith.

"(Last year) was a very good year
for William M. Mercer Inc., but it
wasn't a year of violent growtn. At
this point, Mercer is progressing
along a schedule of planned

- 15
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growth,” Mr. Waylett notes.

Some of that growth is in new
areas, adds Mr. Faunce, including
an expanded consulting practice in
compensation and key-employee
benefits and employee benefit tax
consulting.

M&M Group Associates didn't
grow as fast as Mercer, but in the
face of a slow economy it still had a
good year, Mr. Waylett said. Group
Associates' business of mass mar-
keting primarily life and health
coverages to employers in like busi-
nesses is hurt by layoffs in a re-
cessive economy. "This part of the
market is down for everyone.”

Group Associates revenues were
up about 12% for 1982, Mr. Faunce
notes, compared with 16% growth
at Mercer. Together, the two pro-
duced the 15% employee benefit
services revenue growth.

Putnam and Eberstadt also had
some highlights during 1982, the
managing directors note, despite a
Dow Jones Industrial Average
below 900 for the first half of the
year.

The introduction of Putnam
Health Sciences Trust was the sec-
ond-largest mutual fund offering in
history, notes Mr. Faunce, and a
solid contributor to the investment
management revenue gains. Better
results can be expected this year as
another large fund offering is re-
leased and if the booming stock
market continues.

Mr. Faunce is particularly ex-
cited about the acquisition this year
of National Economic Research As-
sociates, an economic forecasting
company based in White Plains,
N.Y. The firm, which employs 150,
is considered one of the premier
forecasting operations in the coun-
try with clients "that seem to split
evenly between the major utilities
and major law firms," he says.

Although the company is ex-
pected to operate on its own as part
of the parent company's move to
expanded consulting, Mr. Faunce
also forsees some "nice fits" be-
tween insurance services, em-
ployee benefit services and the eco-
nomic forecasting company.

In the last year, M&M has been
named in two lawsuits.

M&M Cos. and its brokerage sub-
sidiary were sued for $700 million
by beleaguered asbestos manufac-
turer Manville Corp. early in 1982.

Alleging reckless and malicious
conduct, Manville accused M&M of
breaching its fiduciary obligation to
its client, failing to obtain full cov-
erage for Manville's liability risks
and misrepresenting to Manville
what its insurance needs actually
were. The suit seeks exemplary
and compensatory damages.

In the 1982 annual report, M&M
notes that the company denies the
allegations and is "vigorously de-
fending itself" against the charges.

Earlier this month, Transure
Ltd., a London-based reinsurance
intermediary, sued M&M Cos. for
$107 million involving actions of
one of M&M underwriters, Cru-
sader (South Africa) Ltd. The suit
alleges that M&M ordered the in-
surer to repudiate its underwriting
authority agreement with a Tran-
sure client, causing a loss of reve-
nue and special damages (Bl, June
20).

M&M responded with a state-
ment calling the suit "totally with-
out merit.”

Litigation involving M&M as the
broker for the insurance on the
Hyatt Regency Hotel in Kansas
City, Mo., also continues.

INn addition to Messrs. Kline and
Regan, top M&M Cos. officers in-
clude Peter Bowring and Robert J.
Newhouse Jr., both vice chairmen.

Salaries, fees, directors' fees and
commissions for top officers, ac-
cording to the Securities & Ex-

change Commission, were:
John M. Regan Jr. $420,000
$277,500
$265,000
$208,958

$206,250

-By Len Strazewski

L. Patton Kline
Robert J. Newhouse Jr.
Alessandro C. di Montezemolo

A.J.C. Smith
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Our D&O policy provides the personalized financial protection

Suing directors and officers of
companies and organizations, large
and small, has become one of
America's favorite pastimes. And
the legal costs can be astronomical,
even when the accused is found
innocent.

Whatever your business, MGIC
can provide the liability coverage
you need. We're D&O specialists,
with many years of experience
protecting top executives in the

every executive needs today.

financial world.

Every D&O policy we write is
one of a kind... tailored carefully
for the specific risk exposures of
each company and the personal
requirements of each director and
officer. You'll find that our broad
range of liability limits, deductibles
and other options enables us to
customize your D&O policy for

Optimum coverage at a very reason-
able cost.

D&O liability is just one of the
financial protection services of
MCIC's Special Risk Division. Others
include: Pension Trust Liability and
a unigue new Professional Liability
policy designed specifically for
non-profit organizations.

For information on any of our
services, contact your independent
insurance agent or broker.

MGIC
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Alexander & Alexander

Services Inc.

1211 Ave of the Americas, New
York, NY 10036, 212-840-8500

1982 1981
,820

Premium vol $3,011,388,580 $2

Ernployees
Rev /employees $55,121 $56,435
Offices 125

meetin

ening its belt, eventua}ly reducing "As the days passed, tne ques- Sept 20, was that bur top Howden muda-based Howden unit, Sphere
staff from a 1912 high of 10,400 to tions became greater in number cfficials who had recentI%/ resigned Drake Insurance Co

about 10,000 earlier this year, when and more serious in magnit/zle " -Chairman Kennet

V Grob,

That underwriter, in turn, had

A&A's auditors, Deloi-e, Haskins & Mr Bogarcus continues 'At zir:t Cnief F'inancial Officer Alan J reinsured Lloyd's of London syndi-
Sells, delivered what would be- we felt that the difficulties disco- Page and Directors Ronald C Co- cates managed by Howden's chief

come the ultimate bad news Some- vered by (Deloite, Haskins & Sells) nery and Jack H Carpenter-had underwriter, lan

Posgate

thing was wrong wish Howder's could and would be satisfactorily allegedly used corporate assets to Mr Posgate, also named in

explained Unfortunately the an- set up cne or more companies in A&A's lawsuit, allegedly shared in

A shirt time after A&A's annual swers and explanations giver Ey Panama to accept retroceded rein- the ownership of one or more of

tices of the Howden Group," Mr

Alexander & Alexander Services month A&A responded with a
Inc would have posted below-par fair-value audit ol Howden to "dis- s tatements A&A filed with -he Se- compan_es in Panama, later inves- paid to the Panamanian companies

Lesults in 1982, even W,thou the

in 1ts his-

iggest corporatk scanda
tory

Hard times in the oil drilling
business, nationwide high unem-
ployment and shrinking prop-
erty/casualty insurance rates al-
ready were taking their toll on
A&A's profitability, forcing the
company into stringent economy
moves that included layoffs and
salary cuts

Those problems, though, were
the same challenges faced by the
other large U S insurance brokers
A&A, however, had worries that
were uniquely its own

A&A discovered during the sec-
ond half of last year that its newly
acquired British unit, Lloyd's bro-
ker Alexander Howden Group
P L C was worth about $40 million
less than the $299 9 million A&A
paid

Furthermore, A&A filed suit
against five top Howden execu-
tives, alleging that they had di-
verted corporate assets for their
own benefit

These problems, along with the
unfavorable market conditions,
combined to force A&A into the
red by year-end for the first time in
its history

"You've got to
start with the
fact that we are
now in the sixth
year of soft mar-
kets, and every-
one in the busi-

g >»>*T

ness thought
that we'd be out
of it by now," re-
marks Tinsley
H Irvin, presi-
dent of A&A
Services and its domestic bro-
kerage subsidiary, Alexander &
Alexander Inc
"Until recently, our business
strategy has been built around a
turn in the markets and premium
rate increases We still believe that
the market will turn, but we also
believe that we have to plan on the

premise that prices will remain
low ™

Mr Irvin

On top of the continuing decline
in premium rates, the economy also
did not cooperate last year In par-
ticular, the oil drilling business suf-
fered as gasoline prices began to
fall and offshore rigs built during
energy shortages of the 1970s were
towed to shore, adds John A Bo-
gardus, A&A Services' chairman
and chief executive officer This
generated return premium from
insurers and lost commissions for
AEA

"You also have to remember that

payrolls around the country were
being reduced through layoffs and
that any insurance coverage based
on total payroll, such as workers
compensation, was being reduced,
further reducing our commissions,"
Mr Bogardus points out

' We are also a large construction
contract bond seller,” Mr Irvin
notes "And the construction busi-
ness has been particularly de-
pressed, particularly in Texas It's
not Just a recession in Texas, it's an
obvious depression that the area
never expected "

The news was much the same
across all of A&A s operations, ex-
cept possibly in employee benefit
and reinsurance sales

The company had started tight-

eir acquired company

11-4 - i

sé57q,,g§51,000 $423 264,000 tion business ard accounting pl ae- Swer these questions

1E

last year "gLestions came f.ve of the most senior officers In Sl ranee from Howden reinsurance the entities in the reinsurance
000,0007to light about certain pre-acquis 1- Howden failed to sat.sfactonly an- ccmpan.es in Bermuda

chain and placed reinsurance for

The Panamanian firms-called his syndicates with Sphere Drake

Re and New Southern Reinsurance
The problem, as descrioed in -were never licensed as insurance some of the reinsurance premiums

YI>LS*
OP."Flef’A>,;"16..

2"44

-4araz.2.: -, :.

2D

. "It became obviol.: that we had a at various times Southern Reinsur- as part of the conspiracy to diain
125 Bogardus told sna reholders during very Genobs problem," he empha- ance AG, Southern International assets from Howden
this year's annial meeting last sized

The suit also alleges that at least

I;%el rumors” about the status of curities anc Exchange Comm _ssien tigations revealed, and allegedly were then transferred to a Slfiss
and in a lav:suit filed in Londin cn accedted reinsuranze from the Ber-

Continued on facing page
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Cont:nued from factng page $55 million-had-been-daferted and ing discussions with '-certain for- combined with the $25 million totaled $14 2 million And, if How-
bank, the Banque du Rhone et de la had not been recovered by the mer Howden ad- , A&A added to Sphere Drake re- den operations are completely ex-

Tamise Banque du Rhone, which company as of September, though visors relative to Z--3& e . serves, reduced the value of the ac- cluded, A&A would have posted a
had formerly been owned by How- sources estimate that at least $30 signific ant 1 ' quisition to less than $260 million net profit of $36 Imillion

den, had been sold in 1980 to a syn- million has now been recovered in claims which we , * The $40 milhon reduction was But not all of A&A's troubles can

dicate of unnamed investors that, reinsurance payments from cther have against, taken as an extraordinary charge be blamed solely on Howden
according to the lawsuit, Included companies ) those advisors" i 4 against earnings that quarter Expenses, including those at
Messrs Grob, Page, Comery, Car- The lawsuit asked for return of No matter ' . Although operating revenue for Howden, jumped more than 49%
penter and Posgate the missing assets but, pending what happens in the year increased 354%b to $5733 Without Howden's operations,
The trail of funds didn't stop in their return, A&A added $25 mil- court, the origi- million, including revenues from A&A brokerage exbenses grew
the Swiss bank, according to the lion to Howden funds to stengthen nal losses did “ Howden's continuing operations 14 2%, still well ahead of the gen-
lawsuit, but were transferred to reserves and increase underwriting their damage, and an 11% increase in new busi- eral inflation rate
trusts in Liechtenstein and used to capital at Spnere Drake Mr Pos- resulting in the Mr. Bogardus ness, the company produced a $25 8 Insurance services-including
secure .oans to the individuals gate was also fired as the head of worst financial million overall net loss for 1982, retail, excess/surplus, risk manage-
named or used to purchase objets Howden's underwriting operations results in A&A history compared with a $57 6 million ment consulting and claims admin-
d'art later said to be in the homes of (Bl, Sept 27,1982, Oct 4,1982) In the third quarter of 1982, A&A profit in 1981 istration sales, which make up
some of the former Howden offi- The lawsuit is still pending, and was forced by the SEC to further However, the company points about 80% of the brokerage com-
cers Mr Bogardus said at this year's an- reduce the tangible assets of How- out, operating income without the pany's annual revenues-grew

Overall, A&A claimed at least nual meeting that A&A was hold- den by another $15 million, which extraordinary charge would have more than 40%, thanks to the addi-
Non of Howden revenues But,
without Howden, revenues from
insurance services grew only 45%
The financial problems contin-
ued into the first quarter of 1983 as
revenues dropped 4 9% to $143 mil-
hon from $150 3 million, despite a
12%b increase in new business over
the same period in 1982 Net in-
come fell more than 6426 to about
$67 million, though expenses grew
slower than Inflation for the first
quarter
Expense control was spurred by
the well-publicized staff reduc-
tions, selected salary cuts in re-
gional offices and a 10% to 15% sal-
ary cut sustained by A&A senior
officers, executives say (Bl, May
16)
¥ Although no further extraordi-
nary charges were evident in the
first quarter, Chlef Financial Offi-
cer William Farley, who resigned
4. earlier this month, explained that
changes in the accounting for the
acquisition continued to be a drag
against earnings Also, he said, ab-
normally high legal, accounting
and consulting fees related to the
ongoing investigation into the
problems at Howden also weighed

ar

al-1tu 4.,k - on expenses

2:47... %- 1 14 The burden of extra fees will
° "11.,3 < continue, Mr Bogardus told share-
holders last month, though he says
3:< 5%, a he expected them to "moderate"

later in the year
Although most of 1982 and early
<67*4 1983 was filled with bad news, re-
- " : lated primarily to the Howden af-
’ tre'1 - fair Mr Bogardus points out that
e there were some bright spots at
A&A, including the completion of a
1= reorganization of the Howden op-

iz.-4495\ 054* e ' erations

I Howden's retail brokerage oper-
ations were absorbed into Alex-
O f, ander & Alexander International

-/ — - INnc under the direction of the sub-

-
-
'

sidiary's president and chief execu-
tive officer, John Sienkiewicz This

ove also gave A&A International

- - LIAZ.:... .,149.25..:.zic,;Sc.,45-«y ":23... new offices in Alstra ia, New Zea-
. *Sif*!’i',o‘cy , 1/. . k - Liy'y-:i k:SP-,4. 2144 6,1 . 64 land angnsrgg@ﬂ(g&%qp\gsst%m -

20.3j.4 C,A", ¢11

O-...=r..e™*

' . three other overseas brokerages
* ! THIHZLES . :
3 ... N/ )) .JI . > I S . also added to the international
1 - 10 - b scope of the company A&A pur-
chased a 2126 Interest in Cie Eu-

Bl PAATAZ 184 api o oo ARl Pt A Y HET A HOR Y ropecnne de courtage dnssurances

equity interest in Industrie-Asse-

1 2 s kuranz GmbH &Co in West
-1.0t.- ! 0 G d a 40% int tin Be-
LUy 715:t <9 -4,- ..;, 4.1,-,9'..f 74:27+,.-GWA#LILAFZ4. Y<s 3319%44 Sermany and 2 2000 imerest in Be-
’ lands

The Howden insurance com-

PLANNING. For the proper solutions to your insur- panies were reorganized with a

group of A&A's other underwriting

ance prObIemS facilities, which Include under-
ENDURANCE. H H et Writing manager Shand, Morahan

' To maintain your querase and pricing & o undor the direction of for

and improve them whenever possible mer Shand Chairman Joseph
TIMING. ' .. Morahan Joseph J Prochaska Jr,

To make the r'Sht decisions for you at the formerly senior vp of Shand, re.
riSht time-decisions that will generate the maximum placed Mr Morahan as chairman of

. . the underwriting manager

coverage at the lowest available price The Bermuda operation of the
IMAGINATION. To Senerate entirely new solutions to Howden-affiliated underwriting

.. . R R units were placed under the di-
traditional problems And to visualize potential trouble rection of Peter Densen, president

spots before they arise . of Anistics, A&A's risk manage-

P y B R I C OV E I r-d E P ment consulting and risk 1nforma-

The elements of success For you and for BRI - tion subsidiary Anistics also over-

th ti -

Coverase Corp 156 William Street, New York, N Y 10038 919-933-7171 sees fhe company capfive manage

ment operations in Bermuda
Mr Morahan is currently eva- .

luating A&A's underwriting facili-
Continued on next page , -
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ties and will eventually decide
whether or not the brokerage com-
pany will continue to operate the
international insurance companies.
This decision, at least a year away,
will decide the fates of about 750
employees, excluding those at
Shand, who currently work for
A&A underwriting operations.

Howden's Lloyd's underwriting
management firm, which manages
17 Lloyd's underwriting syndicates,
must be sold within five years as
required under the new Lloyd's
self-regulation law.

"We think that the structural
changes strengthen our ability to
run the company,” Mr. Bogardus
remarks. "We are certainly better
organized with respect to Howden
and better able to manage it in its
component parts. In essence, there
is no Howden anymore except the
parts that report to Alexander &
Alexander. There have been lots of

improvements in the systems and

substantial increases in Howden re-
serves, which guarantee no policy-
holders will be hurt.”

The Howden episode also had a
positive impact on the atmosphere
at Lloyd's and the British insurance
community as a whole, adds Mr.
Irvin. The Howden affair has
prompted it to become more self-
critical and self-investigative.

Further reviews of Lloyd's bro-
kerage companies led to the allega-
tions of reinsurance arrangements
similar to those alleged at Howden
at underwriting subsidiaries of
Lloyd's broker Minet Holdings
P.L.C. Those allegations, in turn,
prompted the resignation of Minet
Chairman John Wallrock (see
story, page 110).

Also, though Lloyd's was already
moving to an outside chief execu-
tive, Mr. Irvin believes the Howden
upheavel hastened the appoint-
ment of accountant lan Hay Davi-
son as the market's chief executive
officer.

"The traditional insurance busi-
ness has always run on integrity.
We have always conducted busi-
ness that way. | believe tne steps
we have taken were in the best in-
terests of the insurance industry,"
Mr. Irvin says. "Where would the
insurance market be if we hadn’'t
acted to restore the reputation of
the business?"

On the domestic scene, A&A
made seven acquisitions, including
two large retail brokerage pur-
chases that Mr. Bogardus says were
"basically overlooked" in light of
the upheavels abroad.

"Our acquisition of Clifton & Co.
in San Francisco added $5 million
in revenues but kind of got loss in
the shuffle,"” he says. "And our Eur-
chase of Nahm, Turner, Vaughan
& Landrum in Louisville gave us
the resources of one of the leading
independents in the South and cer-
tainly the dominant broker in that
city."

The Clifton acquisition, in partic-

We live in a time when brokerage pfits, already depressed, are being even further eroded.

A time when the battles between broker and insurance company for shrinking profits

lead to defections and fissures.

The fact is, conditions have rarely been worse.

Now's wben you need someone special
Today, you need a dependable partner, capable of providing responsible corporate

risks insurance.

But to think and act responsibly in the face of all these pressures takes someone special:

Armco Special Risks.
Tbe offer

We'11 make it as easy as possible for you to bring someone special into
your life. Send us the coupon. Or call Charlie Jones, Vice President,
Marketing, at 214/689-8186. We'11 send you free our brochure describing all
the programs and services of our corporate risks operations.

In this free brochure, you'lllearn about the mix of products, services and character of

Armco Special Risks that we feel makes us special.

Thbe rigbt coverages

We offer the coverages a corporate risk manager needs to protect his companfs

assets, plus the responsible judgements and services that have
allowed us-and our broker clients-to maintain successful underwriting

through both good times and bad.

Our list of products includes workers' comp, general liability and
automobile liability; underwritten for a wide range of industrial and
commercial businesses, services firms, contractors and utilities.

In addition to normal incurred loss retros, we also offer more sophisticated

loss-sensitive plans, such as paid loss retros, compensating balance plans,

and large deductibles.

And, just as important as providing the right coverage, we make sure
that it carries with it the right price.

Tbe rigbt price

With a corporate risks program from Armco Special Risks, you can be assured of paying
the right price. That's not to say that ours will always be the lowest. For in today's scramble

ular, strengthened A&A's service
resources in the Western states,
bringing with it offices in Sea:tle;
Portland, Ore.; Reno, Nevada; and
Casper, Wyoming.

Other acquisitions included Ivor
M. Grant & Associates in Santa
Ana, Calif.; Edward Lee Kozberg &
Son in Los Angeles; R.B. Augus:ine
Insurance Agency in Richmcend,
Va.; Charles H. McDonough Sons
Inc. in Hartford, Conn.; and Mos-
kowitz Agency in Nashville, Tenn.

A&A also modified its domestic
management structure, splitting its
U.S. operations into three sectors
directed by geographical group
leaders. Michael K. White, for-
merly senior vp and manager of
the Dallas and Chicago offices, was
promoted to executive vp and
director of the Northwestern Lnit,
joining Executive VVps Richard
Page and Bob. J. Cline, who are
directors of the Eastern and South-
western units, respectively.

This change, and the addition of

If Yol
White

his Offer
ouldn't

for premiums comes widespread price and service cutting that, in the short run, may offer

immediate savin.

But with this lower price is often caried a higher risk factor. Risk inherent in improper
loss control engineering, poorly organized or disjointed claims handling procedures, and
hasty underwriting judgemenb, all made in the race to capture fewer premium dollars.

When we at Armco Special Risks complete our

underwriting, claims and loss control analysis, you
can be sure that the price you pay is right for the
coverage and services you need to protect your
dient's interests tomorrow as well as today

ARMCO

Please send me your Corporate Risks Plans Brochure

Name

Title
Companv

\ Street

1 Cio,
1

1 Mail to: C. R. Jones

Pbone

1 Vice President, Marketing

! Armco Special Risks

| 1221 River Bend Drive
| Dallas, Texas 75234

V SPECIAL
RISKS

4 ' ARMCO

Have
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ATA

vorse

sales directors for the three regions,
"makes A&A a leaner, more effi-
cient company,” according to Mr.
Irvin. Although overall staff was
reduced by nearly 400 through at-
trition, retirement and layoffs, "We
lost none of our key employees.

"We have had the whole opera-
tion under a microscope,” he con-
tinues, "and found that we can op-
erate more profitably with this re-
duction and still maintain the pro-
fessional levels of service our cli-
ents expect.”

"We are also pleased to say that
we lost no domestic business due to
Howden,” Mr. Bogardus adds,
"though Howden itself lost some
small amounts of business in its
overseas retail operations. We
think this is a sign that the steps we
took to resolve the Howden affair
were acknowledged by the U.S.
buying community."

A&A Inc. will continue with its
aggressive new business pursuits
and intensify its efforts to expand
personal lines sales and attract
small to medium-sized risks that
generate from $5,000 to $100,000 in
annual premium.

"Large risks are great and we
certainly want to continue to at-
tract large corporate clients, but
they are not economical to service,"
Mr. Irvin notes. "We certainly
would like to attract more smaller
business and use our automation
resources to service them profit-
ably."

The key to such service, Mr. Bo-
gardus says, is the elimination of
duplication between broker and in-
surer, a task that can be accom-
plished through automation. A&A
is currently expanding its links to
insurers to accomplish this.

AEA's Human Resource Man-
agement Group-which includes
its employee benefit sales and con-
sulting divisions, its Benefacts Inc.
employee benefit communications
services and compensation consult-
ing units-was also a bright spot for
the company.

HRM revenues, about 10.1%6 of
A&A's total sales, grew 7.49%96 to
nearly $58 million, though the Ben-
efacts division reported a 5% reve-
nue decrease, according to the
A&A annual report. The group also
continued its expansion into Can-
ada, increasing its revenues from
that country by more than 40%.

Insulated from property/casualty
rate reductions and built 7026 on
negotiated fees rather than com-
missions from insurance sales, the
HRM division is a rock of relative
stability, according to Mr. Bo-
gardus, and a clear possibility for
future growth.

"It should begin to grow faster,
especially as the economy rebounds
and benefit consulting projects start
up again,” he says.

Although A&A does not contem-
plate any direct expansion into
other areas of management con-
sulting, with the exception of its
Dallas-based property tax consult-
ing firm, the HRM group is the
most likely division to expand its
services significantly in the coming
years, adds Mr. Irvin.

"We will enter any general man-
agement consulting as it relates to
people,” he says, "and of course any
additional consulting we do will
eventually add to our employee
benefit revenues in the long run.”

In addition to Messrs. Bogardus,
Irvin and Sienkiewicz, corporate
officers include Kenneth W.S.
Soubry, vice chairman; Ronald
Roessler, secretary and general
counsel; and Ronald J. Berardi,
treasurer. A replacement for Mr.
Farley as chief financial officer has
not yet been named.

Salaries, bonuses, directors' fees
and commissions for top officers in
1982, accordjng to the Securities &
Exchange Commission were:
John A. Bogardus
Tinsley H. Irvin A -

Kenneth W.S. Soubry
Robert Gielow

$386,944
$287,334
$235,217
$187,908
William Farley " $1 76,411

-By Len Strazewski
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IT WON'TCOST YOUR COMPANY TO
SHOW YOU CARE ABOUT YOUR EMPLOYEES.

Metromatic is one insurance pro-
gram that your employees will
really appreciate. And you can offer
it at no premium cost to your
company.

Even if you already have a group
plan, you can offer your employees
the option of acquiring Metropolitan
permanent whole life insurance
for themselves, their spouses, and
children-at a lower premium than
they would pay ifthey were buying
it on their own.

They can keep their insurance at
the same discounted premium for
as long as they live, even if they
leave your company. In addition,
Metropolitan's permanent insurance

continues to build cash value.

There is no limit to the number of
eligible employees who can be en-
rolled, and Metromatic is available
to companies large and small.

With Metromatic, Metropolitan
handles the details for you. As one
of the largest insurers, we have
offices across the country. So our
experienced staff can come to your
company to discuss coverage
options with your employees and
enroll them. We just ask that you
arrange to have the premiums auto-
matically deducted from your
payroll.

Your employees pay less. Essen-
tially your only expense is setting

up the payroll deductions. We do
the rest of the work. That's
Metromatic.

Ifyou'd like this program for
your company, or if you have any
qguestions, please call your local
Metropolitan representative or
write to Metromatic Unit,
Metropolitan Life Insurance
Company, One Madison Avenue,
New York, N.Y. 10010.

Metropolitan believes helping
employees can be good for
companies.

Metrogolitan

METROPOLITAN REALLY STANDS BY YOU.

Life/Health/Auto/Home/Retirement
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Frank B. Hall&

Co. Inc.

549 Pleasantville Roac,
Briarcliff Manor, N.7.105- O;
914-769-9200

1982 1381

Premium vol NA NA
Gross rev.. $364.8 71,(10 $352,4T0,000
Employees. 7,000 7,500
Rev./employees. $52.124 $-7,129
Offices. 318 318

Like a debutar.te at the first

dance of spring, Frank B. Hall &

Co. Inc. fully expects a tap cn the
shoulder.

As one of the most attractive cf
the major insurance brokers th:t
has not been swallowed by a bur-
geoning financial services mar-

keter, Hall is regularly the subjec t
of takeover rumors.

Management at the third-larg-
est U.S. broker is non-committal
abolit accepting any invitalons.

"We're not erecting a monumert
to independence here, ' says Franc
J. McCaffrey, executive rp of dc-
mestic operations for Hall. "But if
we are going to do something, we':1
like to do it on our own timing.

"Of all the people out there, :t
would be pretty hard for us to say
anything. We've done 79 acquist-
tions in the last 12 years. . .Our

©1981, Lumbermens Hutual Casualty Company.

prime concern with any candidate
is, first and foremost. does it help us
do a better job

for our client.”

A new wave

Age:commu- -

nity after the
June 3 an-
nouncement that
Ryder System
Inc. hai sold its

9.2% stake in Mr. McCalffrey
Hall to Reliance
Insurance Co., part of financier
Saul P. Steinberg's Reliance Group
Holdings Inc.

But Reliance, which already has
a 44906 interest in broker E.H.

Crump Cos. Inc . Dalls its 9.61%
stake, including excsting holdings,
an investmen: position only.

Speculation increased a week
later when another Reliance unit
sold its 726 stake in Paine
Webber Inc., the seiurities broker,
for $48.9 million in jash that might
be available for investment in Hall
shares.

Hall's stock hopped up a couple
of points after th E Ryder-Reliance
block trade of 1.2 million shares at
$31 a share. And, stock analysts
agree trading in Hall's stock is
more influenced now by specula-
tion over its potential sale than by
its deteriorating earnings picture.

In 1982, Hall's net income fell

21.1% to $24 million from $30.5 mil-
lion in 1981 as gross revenues rose a
scant 3.2%b to $364.9 million and ex-
penses grew 9.7% to $322.6 million.

Its 1982 net income is the lowest
since 1978, when it reported $23.8
million.

Hall's income from commissions
and fees of $320.9 million was less
than its operating expenses, but
other income of $43.9 miillion, prin-
cipally interest income, produced
Hall's operating profit.

In 1982, Hall's aftertax income
was 6.6% of revenues, down from
8.6% in 1982 and 9.1% in 1980.

That compares with a 13% profit
margin for Marsh & McLennan
Cos. Inc., a net Zoss for Alexander &
Alexander Services Inc. and a 9.7%
profit margin for Corroon & Black.

There was no turnaround for
Hall in the first quarter, either.

For the quarter ended March 31,
Hall reported a 3% decline in gross
revenues to $93.1 million and a 26%
decline in net income to $7 million.

Hall's disappointing results could
affect any acquisition plans.

“We think this makes a deal
more problematical because it
tends to widen the gap between
what the sellers expect and what
the buyers are willing to pay" for
Hall shares, says Leonard M. Wil-
son, a vp with L.F. Rothschild, Un-
terberg, Towbin in New York.

Mr. Steinberg "could go either
waY" in deciding whether to bid for
control of Hall, predicts Herbert E.
Goodfriend, an analyst with Pru-
dential/Bache who follows Hall's
stock. "I think he believes there is a
lot of underlying value at Hall
which has yet to surface."

Mr. Goodfriend says Hall's value
depends upon a buyer's assump-
tions of the future of the commer-
cial property/casualty market. If
rates firm and brokers obtain
higher commisions, Hall's profits
could be restored. He says Mr.
Steinberg takes that view.

| don't know if | agree (with Mr.
Steinberg)," says Mr Goodfriend,
estimating that he wouldn't recom-

mend paying more than $36 a share
for Hall stock.

Notwithstanding the takeover
talk and profit squeeze, Hall has
moved aggressively in the last few
years to paint an image as a mullti-
faceted marketer of insurance pro-
grams-one that isn't afraid to un-
bundle services and reach out to
new customers.

"Hall is known for innovation,"
says Alice L. Cornish, a stock ana-
lyst with Lehman Bros. Kuhn Loeb
Inc. in Chicago. "They have clearly
depicted that they are a very entre-
preneurial company."

Its fresh approach to an old busi-
ness is apparent from annual report
presentations decidedly more off-
beat than its competitors'.

In 1980, when net income grew
barely more than 1%, the annual
report cover displayed in two-inch
letters the words: "Smile. A mea-
sure of American resiliency is the
ability to smile in the face of adver-
sity."” The report lapsed into pages
of nostalgic movie, theater and war
shots before getting to the bad
earnings news.

In 1981, when income rose a
more respectable 4.9%, the report
was in three booklets, "Investment
in Action,” "Business in Motion"
and "Humanomics," a coined
phrased by Hall Chairman Albert
J. Tahmoush to describe his vision
of the synthesis of social needs and
economic growth.

This year, as if subtly revealing
its own weariness of attempts at
boosterism, the annual report cover
asks, "Did you say dull?" and goes
on to argue that protecting corpo-
rate assets "requires the curiosity of
a detective, the vision of a seer and
the ingenuity of an artist.”

Reacting to a slump in renewal
business and the cutthroat competi-
tion for new customers, Hall in-
creased its revenue per employee

Continued on page 20
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The only Group Disability Insurance Plan
that pays a Residual Benefit without
requiring one day of total disability first.

We know that doctors and lawyers who
have suffered a disability want to return
to work. Years of training, dedication to
career, and high income are strong motivators.

Until now, however, a partially disabled
doctor or lawyer couldn't continue working at
his or her job and still receive benefits under
a Group Disability Insurance Plan - unlesshe
or she was totally disabled first.

Once again, Unionmutual takes the
lead in solving this problem for your client...
with Zero Day Residual.

Your clients can work part-time
in their specialty without being
tota lly disabled first.

A doctor is diagnosed as having a heart
condition. He must reduce his workload or his
health will rapidly deteriorate. He will suffer
at least a 20% reduction in earnings. With
our contract, he will qualify for Zero Day
benefits as soon as the elimination period is
satisfied, even though he has never had
a day of total disability. Any other Group

contract would not allow him to qualify for
benefits.

They can return part-time
to their own occupations
after a total disability.

Unionmutual also pays a Residual Benefit
when the disabled returns to his or her regular
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material duties on a part-time or full-time basis,
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Their Benefits will be protected
against the effects of inflation.
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indexing of pre-disability earnings whether or

not the plan includes COLA. Your clients
can get further protection with the COLA
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For more information on Zero Day
Residual, send the coupon or call today.
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Management system with which
clients can check for overuse or
abuse of medical benefits by com-
paring the costs of various proce-
dures with standard costs estab-
lished for diagnosis-related groups.

Several of the services provided
in the benefits and special industry
areas are performed for fees.

Long known to maintain that it
was a commission-only broker that
negotiated commissions rather than
bill fees, J&H has "become more
flexible" about doing fee-based
work, said Mr. Hateher.

"They are becoming more com-
mon on the property and casualty
sides of the business where de-
pressed premiums, rates and
thereby commissions will hardly
allow us any longer to perform the
services we used to without charg-
ing a fee," he said. "(But) we still
contend-and I'd be willing to bet
you-that down the road when the
risk managers force us to charge

fees, they'll end up being sorry."

Expansion was also the word in
the international arena, where
J&H added two new offices in 1982,
one in Saskatoon, Saskatchewan,
and one in Riyadh, Saudi Arabia.
Additional new offices in Kuala
Lumpur, Malaysia, and Bologna,
Italy, will open this year, Mr.
Hatcher said. J&H now has 39
overseas offices, and will be seek-
ing business from indigenous for-
eign companies as well as from for-
eign subsidiaries of U.S. companies,
Mr. Hatcher said.

"American investment overseas
has taken a little hiatus. We've got
to keep (our) people working," he
explained.

J&H maintains its commitment
to correspondent relationships in
the international arena, instead of
acquiring foreign offices.

"Their value is not enhanced one
whit by an infusion of American
capital,” explained Mr. Knetzger.
"They don't need money and they

don't need us telling them how to
run their business.”

J&H will continue to move in the
direction it established when it
formed UNISON last year, Mr.
Hatcher noted. UNISON, a formal-
ization of the company's relations
with its European correspondents,
was intended to help all of the
members compete with brokerage
giants that had acquired their own
foreign subsidiaries.

Members include J&H's longtime
London correspondent Willis
Faber P.L.C., as well as Boels & Be-
gault of Belgium; Costa Duarte y
Lima Ltda. of Portugal; Gil y Car-
vajal S.A. of Spain; Gras Savoye &
Cie. of France; Jauch & Hubener of
West Germany; Johnson & Higgins
SpA of Italy; Mercury Insurance
Agencies Ltd. of Greece; Mees &
Zoonen Assurantien D.V. of the
Netherlands; and Joachim Grieg &
Co. of Norway.

Bonner & Co., a Danish brcker
added to J&H's list of exclusive

correspondents in 1982, also is a
member of UNISON.

rogether, the UNISON member-
ship encompasses 11,000 employees
working in offices in 180 cities in 51
countries around the 'vorld.

The addition of Bonner brings to
95 the number of cffices main-
ta.ned by exclusive J&H corre-
spxldents,

J&H Ltd. in Bermuda, the com-
pany's captive management divi-
sion, had its best financial year
ever, Mr. Hatcher said. Although it
lost several captives over the
course of the year, it made up the
losses with new captive accounts,
maintaining its 1981 level of 128 eli-
ents and retaining its place as the
island's largest captive manager.

First Island Reinsurance Assn., a
reinsurance pool of captive insur-
ers managed by J&H Ltd., added
two new captive members in 1982

and one eatrlier this year, bringing
its total membershio to 10. Pre-

Careful, insightful underwriting.
Was there ever a time when you needed it more?

-- Employers Reinsurance Corporation

5200 Metcalf, Overland Park, Kansas 66201

mium income rose about 21% be-
tween 1981 and 1982 to $47 million
from about $39 million.

J&H Ltd. also has a captive man-
agement affiliate in the Cayman Is-
lands, Johnson & Higgins (Cayman
Islands) Ltd.

Domestically, J&H added one of-
fice in Portland, Maine, late last
year. It also acquired Brown &
Choate Agency of Charlotte, N.C.,
last July, bringing its total of U,S.
and Canadian offices to 46.

Mr. Hatcher hopes all of this ac-
tivity will counteract the effects of
shrinking commissions on prop-
erty/casualty business. But, he isn't
sure he sees any light at the end of
the tunnel. Before property/casu-
alty prices firm, insolvencies will
probably become more common.

"Can you imagine that when
companies are writing at a dis-
counted rate and showing a 113%
loss ratio, they are willing to give
us a bonus on top of our commis-
sion to give business to them? I'm
not talking about a contingency,
I'm talking about a bonus. Up front.
| don't know whether we love that
or not," he said.

J&H continues to focus attention
on the financial security of its mar-
kets, Mr. Hatcher noted. Mr.
Hecken added that J&H uses ad-
mitted insurers, whose claims
would be covered by guaranty
funds in the event of an insolvency,
more often than its competitors.

In personnel, Richard J. Rice was
named as a director of Johnson &
Higgins in New York this year.

Other New York directors in-
clude Lloyd Benedict (who will re-
tire at the end of the year), George
D. Benjamin, Peter B. Bickett,
Peter M. Black, Gilbert H. Dun-
ham, James G. Harlow, Kenneth A.
Hecken, Kenneth K. Keene, Har-
vey M. Kelsey Jr., John P. Keyser,
Richard E. Meyer, Gardner M.
Mundy, Thomas G. Patzau, J. Ken-
neth Seward, George H. Shattuck,

and Gustave S. Werner.

Directors in other offices include
Peter A. Bergsten, David W. Bian-
chi, Robert A. Cameron, Walter H.
Clemens, Rodney D. Day Ill, Den-
ver C. Ginsey, E. Eric Johnson, W
Mitchell LaMotte, Albert S.
McGhee, Richard A. Nielsen,
David A. Olsen, George F.B. Owens
Jr., Dickinson C. Ross, Kennard B.
Ross and E. Massie Valentine.

The directors are the owners of
Johnson & Higgins.

Bl/ Douglas McLeod
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Fred S. James &

Co. Inc.

55 Water St., New York, N.Y. 10041;
212-747-6600

190 1981
$2.8/""1."1 $2 800,000,000
$241.333.He '241,537,000
1442 4.570
Rev./employees. $54876 $52,853
Offices. 121 125

Premium vol.
Gross rev.

Employees.

Fred S. James & Co. Inc. expects
to return to a growth-by-aequisi-
tion pattern in 1983, due mainly to
its own acquisition last December
by Transamerica Corp.

Assets now available to James
because of the merger will allow
the fifth-largest U.S. brokerage to
expand in ways it would have been
hard-pressed to manage otherwise,
says Charles A. O'Malley, chairman
and chief executive officer.

While growth may be the plan
for James' future, it has not been
the story of the past 15 months.
Scrambling to make up for ground
lost iNn the competitive
property/casualty market, James
posted a marginal gross revenues
decline in 1982, while continuing to
reduce staff and automate offices.

Besides the acquisition and the
revenue decline, James did fulfill
other goals during the last year, in-
cluding:

- Expanding its excess and sur-
plus lines, reinsurance and em-
ployee benefits operations.

= Stabilizing top management,
which has undergone repeated re-
shuffling in recent years, while
reorganizing some of its domestic
regional operations.

- Adopting goals that call for
development of new products and
services and expansion of interna-
tional and domestic operations,
with continuing efforts in expense-
cutting.

Mr. O'Malley defends Transa-
merica's acquisition of James as a
positive step for the brokerage and
dismisses several criticisms of the
move.

James' management had initially
been as resolute as other broker-
ages about fending off takeover at-
tempts, he says, pointing to the hir-
ing of First Boston Corp. and the
New York law firm of Skadden,
Arps, Slate, Meagher & Flom as
hedges against an unfriendly take-

over.

Gradually, he adds, James exec-
utives changed their thinking.

"Little by little, this initial fear
subsided,"” largely because James'
management became convinced
that it would not be able to compete
by standing alone against growing
financial services integration, Mr.
O'Malley explains.

James also looked at its own ex-
ample, which was growth by acqui-
sition, he added.

1887 ayear for
stieeessful begiRRINgs

P-BLEHEDBYCURRIER& IVES

"What James did become in the
way of a leading international bro-
ker was the result of binding a
number of smaller firms together,"”
he says. "If that's what made James
an entity of the first magnitude in
the international brokerage busi-
ness, why not broaden our hori-
zons? If we feel the future is one of
a concentration of financial ser-
vices, let's take an active role in it,

let's get out there and find the jut-
fit or outfits that we would like to

be associated with. And so that's
what we did.”

What ensued was a two-year
search for an appropriate partner.
The culmination of that search was
the merger with Transamerica, ac-
cording to Mr. O'Malley.

The transition following the
takeover has been smooth, he says,
adding that the acquisition has
brought a number of benefits to
James, including reductions of
legal, foreign exchange and bor-
rowing costs.

115 NASSAU ST NEW YORK

97494#im,t <A, #*,62#Qi'l {SE**Alfowjtd6,m., L

INn Scotland a keel was laid for the

City of New York. In New York the
ioundation was laid for wm. H.

McGee & Co., Inc. Both enterprises
were destined to succeed.

The great ship, "built to beat any-

thing afloat," was one of the first twin-
screw liners on the North Atlantic

run. In 1892 she broke the speed rec-
ord for an Eastward crossing. She
was a "wonderfully consistent” per-
former and "very popular with the
traveling public for many years."

m. H.

Courtesy ol The Mariners Museum of Newport News, Va.

William McGee was one of the early

marine insurance underwriters in the

modern New York insurance market.

He, too, was a consistent performer,

and came to enjoy the confidence of

brokers, insureds, and insurers alike.

The organization he founded carries

on those traditions.
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Insurance needs-Ocean or Inland

-SEE McGEE.
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Four World Trade Center, New York, N.Y. 10048
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Correspondents throughout the World

James is also freed of the expense
of fighting off continuing takeover
attempts that would surely come its
way, he adds.

"Today, (our competitors') efforts
are diverted from their normal
business by concern about potential
takeovers. They still have the prob-
lem. They're still setting up de-
fenses for it,” Mr. O'Malley ob-
serves. "They are preoccupied with
a problem we don't have any-
more."

James also gains advantages
through Transamerica's other sub-
sidiaries, which include life, title
and property/casualty insurers;
consumer lending and equipment
leasing units; an airline; a
car-rental agency; and a diversified
manufacturer. These affiliated
Transamerica companies have
been an "enormous” source of leads
and referrals on new business, Mr.
O'Malley said.

And, in at least one case, they
have been a source of direct busi-
ness. Budget Rent a Car, a Transa-
merica subsidiary, formerly di-
vided its insurance programs
among several brokers, but now
deals exclusively with James.

But Mr. O'Malley disputes the
suggestion that the independence
of James' operations has been com-
promised by the acquisition.

“"We have with them a clear and
concise understanding of our own
need for total operational indepen-
dence," he said. "Transamerica has

made a tremendous investment in

James, and that investment is going
to be worthwhile
‘ | [
flict of interest.”
Only 0.1% of Mr. O'Malley

James revenues

only if James is
a success. And

James lisn't

Hie

without a con-

come from business written with
Transamerica-owned insurers, he
points out.

"We don't anticipate that propor-
tion will change,” Mr. O'Malley
adds.

He also denied that deteriorating
financial results brought on by the
competitive property/casualty
market and general economic con-
ditions drove James into the arms
of its acquirer.

"The pressure of the soft market
is a transitory thing. The good old
days probably won't return, but
some form of different market will
come," he explains.

It probably couldn't come too
soon for James, which posted 1982
revenues of $241.3 million, down
0.1% from $241.5 million in 1981.

Revenues from existing business
dropped between 25% and 30% on
renewal last year and had to be
made up with new business, ac-
cording to Timothy J. Mahoney, se-
nior executive vp in charge of na-
tional sales and services. Most of
the new revenues were generated
by picking up additional business
from existing clients, he said.

About 43% of James' 1982 domes-
tic commission and fee revenues
from insurance sales and service
were generated in the casualty
area, with 18% from property, 19%
from employee benefits/life insur-
ance, 5% from marine, 426 from
bonds and 11%b6 from reinsurance
through subsidiary reinsurance
broker John F. Sullivan Co.

Revenue from domestic fees and
commissions actually rose slightly
to $175 million in 1982 from $172
million in 1981.

But revenues from contingent
commissions-paid by insurers on
business that proves profitable-
slipped to about $5.7 million in 1982
from about $6.2 million in 1981, Mr.
Mahoney said.

Continued on page 32
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Investment income also slid to
about $13 million in 1982 from $18
million in 1981.

James' net income for 1982 as re-
ported by Transamerica was $14.8
million, down 23.4% from $19.3
million in 1981. Mr. O'Malley main-
tains that James' actual operating
results were "artificially affected”
by acquisition costs included :n
Transamerica's net income calcula-
tions, but James did not have sepa-
rate figures that would eliminate
these non-operating expenses.

These difficulties continued in
the first quarter of 1983, with reve-
nues declining about 3% to $59.8
million from $61.6 million for the
first quarter of 1982. Net income
dropped 21.2% to $3.6 million from
$4.6 million in 1982's first quarter.

The first-quarter earnings de-
cline was caused by a 30% drop :n
investment income from the first
three months of 1982 and a 20% de-

cline in contingent commissions,

according to John C. Crane, execu-
tive vp for finance and administra-
tion.

Fee income generally is growing
compared with comm.ssion in-
come, according to Mr. Mahoney.

"We've moved more clients into
fee-for-service than in 1981." he
sard, adding that about 40% of
James clients now pay for at least
some of their services on a fee
basis.

Expenses declined s.ightly ir.
1982 to about 5% of revenues frcm

abiut 5.2% in 1981, Mr. Mahoney
said.

Like most other brokers, James
reduced expenses in part by cutting
staff about 3% to 4,422 frcm 4,570 ir.
1981.

Most of the staff reducions came
in the clerical area, aceording to
Mr. O'Malley, who said that some
of the credit must go to JOMS-
James Operations Management
Systems-a computer system fir
handling internal administrative

work. JOMS is now operating .n 11
offices and will be in use in five

more by the end of the year.

Further staff reduction was ac-
complished through layoffs of un4
productive employees and through
an incentive program for early re-
tirement, he adds.

Other cost-cutting measures in-
cluded reduction of travel expenses
and "selective elimination" of PE r-
formance-based bonuses to top
managers, Mr. O'Malley says.

Employment levels at variois
James subsidiaries also shifted in
1982, Mr. O'Malley said. Employ-
ment is up at New Amsterdam Ex-
cess Inc., an excess/surplus lines
brokerage subsidiary. New Am-
sterdam added two new offices in
1982 in Chicago and Seattle, and
will be adding a third in San Fran-
cisco this year.

Staff has also been increased at
UMC Management Services Inc.. a

subsidiary that manages syndicates
on the New York Insurance Ex-

re

change. UMC had been a joint ven-
ture with Alexander Howden
Group P.L.C., but James acquired
100% interest earlier this year.

"We thought it was inappropriate
to be in partnership with Howden,"
said Alton F. Irby, Ill, senior vp-in-
ternational.

UMC's name will be changed to
Syncorp Services Inc., Mr. Irby
said. Syncorp will continue to man-
age Paladin Reinsurance Corp., in
which James and Howden wiill
continue as joint venturers with
five insurance companies.

Sullivan, James' reinsurance
subsidiary, also added staff, as has
James Benefits, the firm's em-
ployee benefits services subsidiary
created following the 1980 acquisi-
tion of Galbraith & Green of Salt
Lake City.

Rising interest in health care cost
containment has made employee
benefits one of the firm's fastest-
growing areas, Mr. O'Malley says.

The growth of James Benefits,
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headquartered in Short Hills, N.J.,
is an indication of the interest in
the area, Mr. Mahoney adds. Where
the office had only two employees
in 1981, it now has 34 working in
two shifts, he says.

Other services developed in 1982
include new property/casualty ac-
tuarial services, including reserve
certification, supplied mainly to cli-
ents with self-insured or captive
programs, according to Charles L.
Ruoff, senior vp-property/casualty.

James Unified Information Ser-
vices or JURIS, a risk management

data base along the lines of Alex-
ander & Alexander Inc.'s Anistics

and Marsh & McLennan Cos. Inc.'s
RIMSTAR, went on-line in 15 more
James offices as scheduled, bring-
ing the total number of offices of-
fering the service to 35.

Except for the new branches es-
tablished by New Amsterdam,
James opened no new offices in
1982 and actually closed several
small offices, reassigning their
functions to larger branches.

James further streamlined its do-
mestic operations, merging its for-
mer Midwest and Southwest re-
gions into a single Central region.
Lawrence Burkhardt, former head
of the Midwest region, is now se-
nior vp in charge of the Central re-
gion. William Weatherford, former
head of the Southwest region, is
now chairman of Fred S. James of
Texas Inc. and a vice chairman.

The management upheavals that
have marked James' operations in
recent years settled in 1982, even in
the wake of the firm's acquisition.

While much of the company's top
management was reshuffled in
1981, only two changes were made
last year, Mr. O'Malley points out.
Leo C. Havey, the 68-year-old
chairman of the executive commit-
tee, retired. Charles Keller, a for-
mer regional director who was
under an employment contract
with James, is no longer connected
with the company.

With the acquisition complete
and James' management ap-
parently in order, the firm plans
aggressive development of new
products and services, Mr. O'Malley
said.

New products will include insur-
ance coverages for emerging en-
ergy technologies such as waste en-
ergy generation and new products
in the financial guarantees area,
according to Mr. Ruoff.

James also has expansion plans
for both domestic and international
operations. James (Bermuda) Ltd.,
the firm's captive management
subsidiary, will be making a new
push for association and trade
group captive business, Mr. Ruoff
says. James (Bermuda) currently
manages 45 captives, of which 12
are association or trade group enti-
tities.

On the strength of the assets of its
new parent company, James also
plans to revive a pattern of growth
by acquisition that was broken in
1982. Negotiations are underway
that would result in the establish-
ment of new full service offices
both in the United States and
abroad in 1983, Mr. O'Malley says,
though he added that it is still too
early to announce where those of-
fices will be opening.

James' ability to proceed on this
route can be largely traced to its
own acquisition, he explains.

"It gave us enormous financial
resources to assist us in reaching
our goals more quickly and effi-
ciently,"” he says.

While James' management will
continue its efforts to cut expenses,
he adds, it will not be at the ex-
pense of quality service for clients.

"If we have to reduce our bot-
tom-line profit (to maintain ser-
vices), so be it," he said.

Because of the merger with
Transamerica, compensation fig-
ures for James' top officers are no
longer filed with the Securities and
Exchange Commission.

-By Douglas MeLeod



WE WROTE THE
BOOK ON
AG =NCY CAPITIVES.

And for good reason. We pioneered the
Agency Captive concept years ago, and to-
day, our group of companies is involved in
nearly $100 million of successful Agency
Captive programs.

From the beginning, we worked hard
to fulfill all of our Agency Captive clients’
needs under one roof. Today, we offe r
Agency Captives a variety of A.M. Best's ~
A-rated fronting services, $2 million of A.M.
Best's A-rated specific excess reinsurance A
capacity, $2 million of A.M. Best's A-
rated aggregate reinsurance capacity
and a full range of domestic and off
shore captive management services.

If you would like a copy of our
AGENCY CAPTIVE HANDBOOK,
contact Ms. Ashley Bradshaw at
our office (tel. 212-267-9339) or
return the coupon below.

Delaney. Offices.Incorporated - ——
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Corroon & Black

Corp.

Wall Street Plaza, New York, N.Y.
10005; 212-363-4100

1982 1981
$1,679,000,000 $1,554,000,000
$172,078.000 $158,413,000
2.900 2,700
Rev./employees. $59.337 $58,671
Offices.. 137* 134*

Premium vol.

Gross rev..,

* Includes offices run by Minet Holdings P.L.C.,
in which Corroon & Black Corp. holds a 20%

share,

A few days before the recent
space shuttle launch, Corroon &
Black Inspace Inc. received an ur-
gent call from officials at the Na-
tional Aeronautics and Space Ad-
ministration.

Could Inspace find $500 million
of liability insurance for a West
German company's space experi-
ment that would be lifted aloft in
the Challenger's cargo bay?

Senior executives at Corroon &
Black Corp.'s Washington-based
specialty brokerage subsidiary got
on the phone to British and U.S.
contacts and piggybacled the cov-
erage as an additional insured on a
policy already written for another
payload. The coverage was bound

two days before the June 18
launch.

These are heady times for peo-
ple who arrange coverage for satel-
lites, and Inspace appears to have
carved a niche in the field.

All the U.S. alphabet brokers
have jumped into the lucrative
space field, as have a handful of
major U.S. insurers. But Corroon &
Black appears to be a leader be-
cause it started early and gave its
Inspace subsidiary its own market-
ing identity.

"It's been growing rapidly,” Rob-
ert F. Corroon, chairman of the
sixth-largest U.S. broker, says of
Inspace. "It's a good earnings pro-

ducer and we expect it to do much
better in the future.”

Insured values on satellites and
space experiments can reach into
the billions of dollars on a single
launch, with multitransponder sat-
ellites often carrying separate
limits on the lifetime performance
of each of 24 or more transponders.
Premiums can reach 10% or 12% of

insured values.

With dozens of satellites sched-
uled to be launched by rockets and
by the space shuttle in the next
decade, insurers and brokers alike
are counting upon many billions of
dollars in insured values and corre-
sponding premium volume. As long
as losses are few, the field promises
to be profitable.

Inspace, along with underwriting
management, benefits and special
sales, carried Corroon & Black
through 1982 as C&B's traditional
property/casualty brokerage oper-
ations suffered the same renewal
and competition problems as the
other members of the Business In-
surance Top 20

But, with stronger revenue
growth than some of its competi-
tors, Corroon & Black was able to
add employees during 1982 at a
time when others slashed payrolls,
while managing to increase its rev-
enue per employee.

Corroon & Black's gross reve-
nues rose 8.6% in 1982 to $172.1 mil-
lion from $158.4 million the prior
year. Net income rose 14% to $16.7
million from 1981's restated $14.6
million. Not counting securities
transactions, however, income rose
only 4% to $14.8 million.

Either way, the numbers were a
big improvement over 1981, when
revenues rose barely 1% and net in-
come plummeted 19%. But the

profit figure for 1982 is still 28% .

below the $20.7 million earned in
1979, the best of the five most re-
cent years for C&B.

The first quarter of 1983 pro-
vided more evidence that C&B is
suffering in its basic property/casu-
alty business along with other bro-
kers. Revenues for the three
months totaled $42 million, down
5% from a year earlier, and net in-
come was $3.2 million, down 49%.

“"We believe the real strength
this year will be in the second
half,"” says Stephen A. Crane,

C&B's senior vp and chief financial
officer.

Corroon & Black rearranged its
business functions during 1981 and
1982 and now displays results for
each of its four operating groups:
brokerage services, benefits and
specialty sales, underwriting man-
agement and reinsurance.

Revenue gains for year-end 1982
were strongest in the underwriting

management group, which includes
Newport Beach, Calif.,-based Bac-
cala & Shoop Insurance Services,
the large excess/surplus lines mar-
keter, and Dallas-based Global
Aviation Insurance Managers Inc.
Revenues rose 35% to $15.4 million,
reflecting a strong comeback from
weak results in 1981. With the 1982
gain, the group once again repre-
sents 1026 of C&B's overall reve-

nues.

Last year, a new Baccala &
Shoop office in Memphis, Tenn.,
began marketing a Bankers Pack-
age Policy primarily geared to
community banks with deposits of
$250 million or less. Baccala is also
planning introduction during 1983
of an errors and omissions product
for lawyers, other professionals and
real estate brokers.

C&B's underwriting group also
includes National Excess Insurance

Co., a licensed insurer in Califor-

nia, Delaware and Michigan, which
is managed by Baccala & Shoop
and owned by C&B.

While the brokerage services
group. based in New York City,
showed a revenue gain of 5% to
$107.5 million in 1982, it only con-
tributed 68% of C&B's overall reve-
nues, compared with 71%b6 during
the two previous years. The group,
which includes 40 subsidiaries, was
hard-hit by competition in the
commercial property/casualty in-
surance business, despite the inclu-
sion of Inspace's results.

Inspace’'s revenues "come in
lumps when people are launching
satellites,” notes Mr. Crane. "In
that sense, there is a bit of risk be-
cause you don't make ar ything
until somebody puts a satellite up.”

Another part of the brokerage
group is C&B's Advanced Risk
Management Services Division,
which applies analytical techniques

to risk management problems.

The benefits and specialty sales
group, headquartered in Nashville,
Tenn., reported $21.9 million in
revenues, up almost 15% from $19.1
million in 1981. The group markets
and administers group life, accident
and health products, as well as
wholesale property/casualty pro-
grams for public entities and asso-
ciations. It also offers a joint benefit
and property/casualty program to
groups and associations.

The reinsurance group's reve-
nues rose 13% to $12.2 million. The
group, principally the operations of
reinsurance intermediary G.L.
Hodson & Son Inc., places treaty
and facultative contracts for major
insurers. During 1982, Hodson
opened offices in Atlanta and the
Minneapolis-St. Paul areas.

Overall, C&B "increased our
earnings in 1982 despite the bad

Continued on facing page
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Massive Iinjury management
the $1,000,000 coachingjob

Few of us love ourjob as much as
Frank Bernardo* loves his. He fought for it.
With American Re-Insurance Company's

help, he won.

He was demonstrating a lay-up when
his foot slipped. He crashed to the floor and

didn't get up. He was paralyzed.
He could have spent the rest of his life

helpless, confined to his home. A burden.

physical independence.

Now Coach Frank Bernardo is back
with his team. If he wasn't his accident

could have cost at least $1,000,000 more

over his lifetime. What it would have cost

Frank is beyond telling.

Study this graph. It shows you the

Except for one thing. The school's insurer is

an American Re ceding company American
Re had trained the insurer in medical

emergencies.

They rushed him to the San Francisco
trauma centen Within 48 hours he was

82.000.000

MEDICAL COST MANAGEMENT

I PRIOR TO COST MANAGEMENT

I AFTER COST MANAGEMENT

S 1.506,000

flown to the Craig Hospitalin Denver, There
the appropriate medical care was continued,
and psychological and physical rehabilita-

tion was begun. They helped him fight

back So did American Re.

Bill Davis, our Massive Injury Claims

E
8500.000

Manager helped the local claims manager

and rehabilitation nurse persuade the

school board to hold PYank'sjob open. They
also arranged for appropriate home Care So
that Frank could concentrate on regaining

'name changed to pitect privacy

QUADRIPLEGIC PARAPLEGIC

BRAIN INJURY

MASSIVE INJURIES

KC CLAIMS ACTUAL CASE DEVELOPMENTS/
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year and our revenues were up de-
spite the fact that renewals were
down,” Mr. Corroon notes.

In add.tion, "We substantially
strengthened our financial and
human resources divisions by hir-
ing a high-quality and high-priced
financial guy,” Mr. Corroon says,
referring to the June 1982 hiring of
Mr. Crane. 37, who was previously
with Orion Capital Corp., a prop-
erty/casualty insurance holding
company located in New York.

John S Sturges, 44, formerly se-
nior vp of National Bank of North
America and a vp of Equitable Life
Assurance Society of the United
States, jo.ned Corroon & Black in
May of last year as senior vp-ad-
ministration and human resources.

Mr. Corroon not surprisingly de-
scribed the broker's "biggest disap-
pointment” of 1982 as the lack of
stabilization in the traditional retail
property,'casualty insurance mar-
ket. In Mr. Corroon's view, lack of

stability in the relationship be-
tween broker and client saps "pro-
fessionalism.

"There are a great many buyers
who recognize the long-term bene-
fit of not switching just based upon

price,"” says Mr.

I the other hand,

1 there are those

who wwill swvwitch

Ffor a =22o rate
chharnmnge .

T WVith too
mu.Dh movement
of business, you

I lose your conti-
Mr. Corroon Nnuity: which in
our business is

critical.”

C&B management expects things
to De tough in trad:tional prop-
erty/casualty markets for much of
1983, but it is tullish on its specialty
products, especially the Inspace
and benefits groups.

"It's really coming to the realiza-

tion that our basic business is
shrinking in terms of profitability,”
says Mr. Crane. "These little niches
can be very profitable compared to
the bread-and-butter business.”

Mr. Corroon expects a cyclical
upturn in the construction indus-
try, where C&B has traditionally
been a leader. To help capitalize on
that upswing, C&B formed a con-
struction industry division.

Two fields targeted by Mr. Cor-
roon as growth areas in 1983 are
health services and financial risks.
C&B is expanding its marketing
and service capabilities for health
maintenance and preferred pro-
vider organizations.

Last year, C&B acquired an 81%
stake in D.G. Morris Inc. of New
York, a broker specializing in fi-
nancial guarantee insurance, which
protects against losses in such areas
as residual value, municipal leases,
currency trading and interest-rate

fluctuations.

INn February, C&B also an-

nounced its intention to acquire
The Talbert Corp., a Denver-based
broker with strengths in the con-
struction and energy industries.

Finally, it acquired Rowan-Wil-
son Inc., of Pasadena, Calif., a spe-
cialist in insuring thoroughbreds
and other valuable horses.

Corroon & Black became the ob-
ject of takeover speculation during
1982 after disclosures filed with the
Securities and Exchange Commis-
sion revealed that Reliance Group
Holdings Inc. and Old Republic In-
ternational Corp. had each ac-
quired more than 5% of the bro-
kerage holding company.

For at least three reasons, the ac-
quisition threats from those two
companies seem to have eased:

e First, both Reliance, the New
York-based holding company run
by financier Saul P. Steinberg that
owns Reliance Insurance Co., and
Old Republic, the Chicago-based
parent of Old Republic Insurance
Co., reduced their holdings of C&B

FRONTIERS
URANCE

difference when you cede to American Re,
with our expert massive injury manage-

ment service The moneyyou save is impor
tant of counse But the more you save, the

more you 71 have done to help restore the

injured penson's life. Can you think of a
better incentive?

Ifyou'd like to look into this further.
call Bill Davis, our Massive

Injuly Claims Manager at
(212) 618-7000. He managed
102 new massive injuly cases
in 1982. Hell tell you howyou
can free up your claims peopk
help the injured, and save
enormous amounts ofmoney

foryour company

AMmMerican

Re-Insurance

Company

One Liberty Plaza
91 Liberly Street

NewYork NY - 10006

stock last year to approximately the
2%-t0-3% range.

The only current holder of more
than 5% of C&B stock is Delaware
Management Co., says Mr. Crane,
adding Delaware is a portfolio and
mutual fund management com-
pany that is forbidden by law to
purchase a controlling interest.

= Second, both Reliance and Old
Republic recently have raised their
ownership positions in other bro-
kern Reliance now owns 9.6% of
Frank B. Hall & Co. Inc. and OId
Republic is holding 9.6% of Emett &
Chandler Cos. Inc.

e Third, Corroon & Black share-
holders adopted new bylaws on
April 28 that require a stockhold-
ers' meeting and 80% approval of
any "significant transaction” with
an owner of more than 10%o6 of Cor-
roon & Black stock. The bylaws
changes can only be changed again
by another 80% vote.

Corroon & Black directors de-
scribe the action as designed to pro-
tect against takeovers or the forced
buyback of C&B stock from a cor-
porate raider at inflated prices to
prevent a takeover. The proxy
statement argued the restrictive
bylaws would reduce speculation in
the company's stock and improve
corporate morale, planning and fu-
ture development.

"This company's not for sale,”
Mr. Corroon declares.

Both Corroon & Black and The
St. Paul Cos. Inc. also own major
portions of a Lloyd's brokerage,
Minet Holdings P.L.C. C&B holds a
20% share, while St. Paul recently
increased its 19% holding to just
more than 25%.

Minet has resisted further acqui-
sitions by St. Paul; C&B says it has
Nno intention of buying further
shares at this time. Asked if C&B
would have any interest in a com-
bination with St. Paul, Mr. Corroon
says simply: "No."

Corroon & Black's principal offi-
cers besides Messrs. Corroon, Crane
and Sturges are Webb Follin, vice
chairman; Frank M. Hagan, chair-
man of the executive committee;
Richard M. Miller, president and
chief operating officer; Joseph V.
Ambrose Jr., senior vp, secretary
and general counsel; William P.
Baccala, Crawford A. Black, Paul
T. Carter, Joseph O. Estes and J.
Bransford Wallace, senior vps; and
Donald R. King, senior vp and
president of Corroon & Black Ben-
efits Inc.

As reported to the Securities and
Exchange Commission, the five
highest-compensated executives in
salaries, commissions and bonuses

were:
Robert F. Corroon $295,000
$235,000
$175,000
$170,000

$158,500

Richard M. Miller
J. Bransford Wallace

William P. Baccala
Donald R. King
-By Bill Densmore

NOTICE:

Eflirtive at the close of business on
Wednesday, June 1, 1983, The
Undenvriters, Inc, 334 Madison
Avenue, Morristown, New Jersey,
and its amliates, TUI Insurance Ser-
vioes of Calilbmia located at 3325
Wilshire Boulevard, Suite 1300, Los
Angeles, Califbrnia, TUI Insurance
Services of Calibmia, Inc., 369 Pine
Street, Suite 620, San Francisco,
California, TU of New York, Inc,
Wall Street Plaza, 88 Pine Street, New
York, New York, no longer have
authority, actual or apparent, to act as
a Managing General Agent for
American Centennial Insurancc
Company, which has its Executive
and Administrative oflices at 40£

VES REINSURANCE

Beneficial Cent:er, Peapack, New
Jersey, in renewing edsting business
or in binding new business.
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Rollins Burdick Hunter

CO.

10 S. Riverside Plaza, Chicago, 111.
60606; 312-454-1400

1982 1981
Premium vol. NA NA
$118.366.000 $117,168,000
Employees. 2.070 2,134
557,182 54,905
_— = T =

Gross rev.

Rev./employees.
o T e = _

Rollins Burdick Hunter Co.,
which moved up a notch to tte sev-
enth-largest brokerage in the Busi-
ness Insurance Top 20 through its
combination with Ryan Insurance
Agency Group, is ready to flex its
bigger muscles.

The brokerage is stronger not
only due to the combination of the
two operations, but also from the fi-
nancial wherewithall of its rela-
tively new parent. Combined In-

ternational Corp. The primarily
personal linE: accident and health
insur€r repcrted earnings last year
of $818 m.11 on.

Combined agreed to Turchase
Ryan last July and EBH four
montns later. Rollins Bircick
Hunter's ch:llenge for 1983. s to re-
alize the efficiency of the merged
opera:ion, says Charles R. Hall,
RBH's chairman and chief execu-
tive officer who heli his position
a'ter the Combined acquisition.

So far, the merged operation has
shown tha: the whole is only
slightly better than the sum of tne
parts.

Revenues earned by th€ merged
group for 1982 were abolLt $118.4
million, an increase of about 1%
from $11':.2 million, the total of
RBH's 1981 revenues of $'13 mil-
lim and Ryan's $40.3 mi]l_on for
the same year.

Mergers are complete in mcs.
cities where P.BH and Ryan's prop-
erly/casualty brokerages-James

QUESTION:
WHAT AGENCY OFFERS AN

EXT IIERDINARY INSURANCE 2( 19: fOLIO
AND THE EXPERIENCE TO MATCH?

S Kemper & Co. and YoungberE-

Carlson-had offices, reducing the
total number of domest.c offices to

43.

Both Kemper and Youngberg
w ill slowly lose their identities to
RBH, by far the largesi brokerage
operation of the three. RBH's reve-
nies for 1981 {the last full year be-
fore the merger) were $76.8 mil-
lion, compared with the Ryan's
$40.3 million.

The brokers are merging opera-
tions, but clients are seeing the
same people. "We carefully contin-
ued the account executive relation-
ship to maintain the continuity
with the client. The rr. erger of
management, however, is taking
p.ace. We re physically merging
(Ryan brokerage cper:tions) into
Rollins Burdick Hunter," Mr. Hall
explains.

About 15 offices were merged
fcllowing a program laid out by
RBH senior manag€ment, he adds.

Necessity is the mother of convention.

Which is why basic needs are so often met

by basic products.

But at Broughsr, we believe that experience

is the mother of invention. Which is wtry our

portfolio does more than just reflect current

trends. It anticipates them.

So whether its Reinsurance, Employee

Benefits, or Special Risks. Brougher products

replace convention with invention.

RBH's dominance in the newly
merged brokerage entity is exem-
plified in the senior management,
which hasn't changed much since
the merger.

INn addition to Mr. Hall, Vice
Chairman George S. Burrows and
Executive Vp Karl R. Palmer re-
tained their posts. Mr. Palmer also
assumed the title of chief operating
officer, reflecting responsibilities
he also had before the merger.

The Ryan Group's former senior
management, however, now holds
the top spots at Combined. Patrick
G. Ryan, former chairman of the
Ryan Group, is president and chief
executive officer of Combined.
Harold H. Hines Jr. is executive vp
of Combined, although he also re-
tains his former ttle of president of
Ryan.

Mr. Hines' responsibili.ies in-
clude overseeing -he brokerage and
service subsidiaries, while Mr.
Ryan no longer has a specific man-
agement role in the brokerage.

BROUGHER.

The Answvver.

BROUGHER AGENCY, INC.
Lloyd's London Correspondent

P.O. Box HAI, Gree.mood,, Indiana 46142

(317) 535-8212

While Ryan's commercial bro-
kerage operations are losing their
identities to RBH, Ryan's other
subsidiaries are free-standing oper-
ations and likely to stay that way,
notes Mr. Hines. "We also have no
plans for acquisitions at this point,
but if something unusually attrac-
tive comes up, we would look
closely at the si-
tution.”

RBH expects,
however, it will
grow through its

brokerage oper-
ation and other

subsidiaries.
The subsi-
diaries are: Scar-
borough & Co., a
banking indus-
try specialty
broker and underwriter; Self-In-

Mr. Hall

surers Service Inc., a claims admin-
istrator; Self-lInsurance Benefits
Services, a medical claims auditing
and benefit plan administrator;
American Benefit Corp., an em-
ployee benefit consultant serving
primarily Virginia and the Ohio
River Valley; and Pat Ryan & As-
sociates, an auto dealer services
group.

"We aren't forcing our brokers to
use our services. There may be
some factors particular to some eli-
ents that might cause (the brokers)
to go to another provider for ser-
vices," Mr. Hines notes. "The bro-
kers must represent the clients and
the clients must have the same pre-
rogative in service providers as
they have for insurance products,”
Mr. Hines says.

Insurance products, as well as
services, are available to clients in
the banking industry through Scar-
borough, which offers blanket
bonds, property/casualty protec-
tion credit coverages and employee
benefits to commercial banks and
savings and loan associations. It
also provides self-insured pro-
grams, risk management advice,
loss prevention services and claims
administration.

Scarborough serves approxi-
mately 25% of the commercial
banks in the United States, but
until recently most of its clients
have been small and medium-sized
banks, Mr. Hines notes. In 1982,
Scarborough acquired accounts
with a few of the nation's largest
banks. It also received the endorse-
ment of the U.S. League of Savings
Institutions, the national associa-
tion of S&Ls.

SIS, primarily a workers com-
pensation claims administration
and loss-prevention company, grew
slower than its 25% pace in 1981,
Mr. Hines notes, because of the
slowdown in the economy. It did,
however, expand its operations
from 38 states to include workers
compensation trusts in Virginia, Il-
linois, Missouri and Georgia. It also
expanded its capacity to manage li-
ability claims.

Park Ridge, Ill.,-based Self-In-
surers Benefit Services primarily
provides computerized claims man-
agement services.

Early this year, SIBS introduced
its HAWK program, which evalu-
ates the performance of claims ad-
ministrators by watching medical
bills for client companies and iden-
tifying hospital overcharges that
warrant refunds. SIBS staff work-
ing in the HAWK program, many
of whom have experience in the
hospital industry, may make sug-
gestions to clients for alternatives
to the client's current claims han-
dling system.

Pat Ryan & Associates stands out
as having a strong year in 1982 and
the momentum has continued into
this year as well, Mr. Hines added.
He attributes the subsidiary's sue-
cess to greater market penetration
and somewhat higher automobile
sales. Combined's first-quarter re-
port notes that gross credit insur-
ance premiums for the subsidiary
were up 38.4%6 to $30.6

Continued on page 40



How | he Harttord helps reduce insurance costs.

"Our leadership iIn Automation

puts you in control of
your insurance -and its cost”

Don Frahm, Executive —

Vice President, tells
business insurance

buyers how they can
benefit from The

Hartford's advanced

Automation capability.

Q. How does The Hartford%
Automation capability help

brokers and agents meet my
business insurance needs

better?

A. It enables them to give
you faster, more responsive
service across the board.

Take quotes, for example.

Where a nonautomated

insurer might take a month or

more to get back to brokers

and agents with a proposal,

we can normally get quotes

out in days. That fast turn-

around lets you measure the
cost-effectiveness of differ-

ent levels of coverage in

actual dollar terms- and right up front.
It also gives you more time to make
informed decisions on the options open

to you, and to balance cost and coverage
considerations.

Q. When do you use computerized loss
control analysis? And how can it cut
insurance costs?

A. Computerized loss control analysis
comes into play when a company has
complex exposures and multiple claims.
By breaking out losses by location, time of
day, type of accident or injur* and so on,
our Loss Control specialists can detect
common denominators which help them
pinpoint accident causes. They can then
work up recommendations for eliminating
or reducing those losses.

In the case of a large New England
printing company, for example, computer
analysis showed a high percentage of
accidents and lifting injuries connected
with bindery operations. Guided by clues

contained in the analysis, our Loss Control
specialists did a Materials Handling Survey
of bundle size and weight, work flow pat-
terns, and the like, and made specific rec-
ommendations to improve the situation.
The same procedure was followed with
other types of accidents and injuries.

The results were dramatic. In the
7-month period following the implemen-
tation of the recommendations, incidents
were reduced by nearly 60% over the
corresponding 7-month period a year
earlier, and incurred claims costs dropped
by 94%. Naturally, improvements like that
can substantially lower future premiums.

Q. How can your automated Claims
capability increase my control and limit
my losses?

A. Let me first make clear that our auto-

mated Claims capability complements our

human Claims capability Remember,
many insurance companies rely almost

entirely on outside Claims services. At The

Let us protect your

The Hartford Insurance Group, Hartford, Connecticut 06115.

- Hartford, we handle about

99% of our own claims with
our own staff of some 4,200
Claims personnel. We have

-N--GI more than 200 fully automated

. | field Claims offices in the U.S.
4-* and Canada, and 52 regional
44 [*1 Claims offices.

Our human Claims capa-
bility assures you of fast, faix
and expert response to claims.
And our computer Claims
capability assures you of fast,
accurate Claims processing
and reporting. You know where
you stand at all times. And the
rapid resolution and payment
of claims can significantly re-
duce claim costs and thereby
improve your company's cash
flow and profit picture.

Q. Are your computer-

enhanced Loss Control and

Claims services available on

an unbundled basis?

A. Yes-through our sub-

sidiary Hartford Specialty One

of their Claims services is a
unique on-line claim reporting system that
gives you current, up-to-date information
on claims and lets you break out claims
anytime in accordance with criteria you
select on the spot.

Q. How can my company take advan-

tage of The Hartford% leadership in
Automation?

A. just contact a broker or-*-
independent agent who (=:B=r)
represents The Hartford.

Don't make a decision on any

business insurance without a quote
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Continued from page 36
million from $22.1 million for same
period in 1982.

RBH's service division, the Risk
Management Service Group, was
created in late 1981. Mr. Hines says
it was well-received in its first full
year of operation, but he declined
to indicate how many clients had
purchased the group's services.

The division's technical services
include risk management studies,
consulting and training programs
for clients' employees, says Vp
Henry A. Revzan.

On the property/casualty side, an
internally developed computer sys-
tem provides loss reporting and
analysis. The claims management
and auditing function is to prop-
erty/casualty clients what the SIBS
HAWK program is to self-insured

clients, Mr. Revzan explains. Staff
members review the claims admin-

istration function and make recon.-
mendations for improvements.
Using audiovisual services at

We carefully continued the account executive
relationship to maintain continuity. The merger of
management, however, is taking place. We're
physically merging (Ryan brokerage units) into
Rollins Burdick Hunter," Mr. Hall explains.

Ryan, training films are created to
teach clients' employees about loss
control.

Other services provided by the
division, through the use of its data
base, include loss development and
forecasting, cost of risk allocation
and alternate funding studies. Par-
ticipation in the data base for loss
forecasting is usually limited to cli-
ents with at least 500 losses an-
nually, Mr. Revzan notes, with
some execptions for unusual situa-
tions.

Employers with fewer than 500
losses annually can purchase a low-

volume user program, he says. The
same services are available through
this program, but the data base
doesn't include historical data for
the low-volume user as it does for
the larger employers.

With a year's experience behind
the service group, RBH President
Mr. Hall says the broker will con-
centrate of being more aggressive
in sales.

Like the other major brokers,
Mr. Hall says RBH must emphasize
new business to offset static or fall-

ing commissions resulting from
current business.

RBH isn't targeting any new in-
dustries, but is strengthening its po-
sitions in industries it currently
serves.

The merged operations brings to-
gether specialists in a wide range of
industries.

In last year's profile, Business In-
surance noted that the Ryan agen-
ties were strong in the automotive
and banking industry as well as
commercial real estate. But hey
seldom served oil rig, ocean marine
and aviation risks, which are three
areas generally dominated by its
large broker competitors.

Then-rival RBH was one of the
brokers with strength in serving oil
rig, ocean marine and aviation
risks, Mr. Hall notes. "We have a
particular specialization in evia-
tion.”

The merger, in turn, gave RBH
"a better balance,” Mr. Hall said.
The newly merged brokerage, for
example, is better able to serve fi-
nancial service firms, he says.

heThursday
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But, "RBH has always been a
broad-line broker," he noted.

Mass marketing insurance pro-
grams for associations, franchises
and affinity groups received a shot
in the arm through the broker's re-
lationship to other Combined subsi-
diaries. The mass-marketing group
is selling products underwritten by
two affiliated direct response com-
panies: Combined Insurance Co. of
America and Union Fidelity Life
Insurance Co., Mr. Hines adds.

These two insurers primarily un-
derwrite accident, health and life
insurance.

Along with an increase in exper-
tise realized through the merger,
RBH reinforced its geographic
spread. Last year, an RBH execu-
tive noted that the broker planned
to have a major office in each of 25
to 30 key commercial, industrial
and financial centers around the
country, with satellite offices in
smaller locations. The broker was
about two-thirds of the way to es-
tablishing that network, he added.

With the RBH-Ryan merger, the
expansion program boomed.
“"We're noww
pretty geogra- "'
phically bal-
anced, with of-i
fices in all the ,
major industrial
and financial f
centers,” Mr.
Hall says.

The interna-
tiomal fronmt
didn't change
for RBH with

Mr. Hines

the merger. The brokerage has 19
international offices located in Bo-
gota, Colombia; Caracas, Puerto La
Cruz and Valencia, Venezuela;
Hamilton, Bermuda; and Rio de
Janeiro and Sao Paulo, Brazil.

RBH has offices under Rollins
Heath in Hong Kong; Tokyo, Kan-
agawa-Ken, Osaka and Yokohama,
Japan; and Seoul, South Korea.
Cities with offices under the Heath
Lageveldt Rollins banner are in
Hong Kong; Kuala Lumpur and
Penang, Malaysia; Manila, Philip-
pines; Sarawak, East Malaysia; and
Singapore

While some brokers are talking
more about charging clients a fee
rather than a commission, RBH is
moving slowly in that area, Mr.
Hines says. "There hasn't been a
revolutionary change (in the bro-
ker's compensation) and there
won't be in the future.”

Whether through fees or com-
missions, RBH is stressing new
business while putting a high prior-
ity on expense control, just like
much of its its competition. But un-
like many of its competitors, RBH
isn't looking at staff reductions, be-
cause it's already cut away excess
personnel, according to Mr. Hines.

"We had an advantage going into
1983. By consolidating, the reduc-
tions have already happened. And,
we aren't contemplating any other
reductions.”

As of the end of 1982, RBH had
2,070 employees, Mr. Hines notes.
That's a 3% reduction from 2,134,
the total number of employees the
two brokers reported at the end of
1981. At that time RBH reported
1,317 employees, and Ryan re-
ported 817.

With staff reductions already
complete, measures available to
control expenses are relatively lim-
ited, Mr. Hall notes. No RBH em-
ployees, however, have taken sal-
ary cuts. RBH will have to improve
its bottom line more through in-
creasing revenues than reducing
expenses, he says.

Principal officers of Combined
who received the highest combined
salaries, fees and commissions, ac-
cording to public documents filed

with the Securities and Exchange
Commission include:

W. Clement Stone

Patrick G. Ryan
Charles H. Hall

$341,970
$305,000
$268,750

Harold H. Hines Jr. $217,745

-By Donna Leigh Yanish



6 204

Placing
INsurance

iInthewrongplace

can leave you
iIN some

prettystrange places.

Sometimes the pursuit of the
lowest priced property insurance
program can lead you to untested

insurers or reinsurers. And that can
leave you out on a limb. Where
there's no place to go but down.

In 93 years, Industrial Risk Insurers
has never let anyone down. We've
built a solid reputation for fmancial
stability and honoring claims fairly
and promptly We offer the fmest loss
prevention services and broad
property coverage at competitive
rates. IRI is a time-tested insurer
you can rely on.

Contact your agent or broker, or
call us collect at (203) 525-2601.

Ask for Wayne Crawford,
Senior Vice-President.

He'll tell you why it's good business
to do business with IRI.

Hartford, CT 06102.

Nndustrial
O isk

nsurers



" 34, r,>i, r.,t2; '>,3

42 / business insurance, June 27, 1983

spotlight report

8

Bayly, Martin & Fay

International Inc.

660 Newport Center Drive, Suite

1000, Newport Beach, Calif. 92660;
714-644-7940

1982 1981

Premium volume. NA NA
Gross rev. $84.818,000 $85,500,000
Employees . 1,584 1,660
Rev./employees $53,547 $51,506
Offices. 54 60

When its corporate history is
written, 1982 will be remembered
as a year that Bayly, Martin & Fay
International Inc. could prefer to
forget.

Gross revenues declined 0.8% to
$84.8 million from $85.5 in 1981,
which caused it to drop one spot in
the Business Insurance rankings.

A much bigger disappointment
was the disheartening news from
Baldwin-United Ccrp., the troubled
Cincinnati-based financial services
conglomerate that was BMF's par-
ent until the end of last year.

To get out from under the
shadow of its parent's shaky finan-
cial position-and perhaps to es-
cape auction by the cash-starved fi-
nancial services conglomerate this
year-Bayly, Martin & Fay's senior
management purchased the bro-
kerage company in December.

BMF thus headed into 1983 as an
independently owned and closely
held commercial insurance bro-
kerage firm.

"The change is going to be an ex-
tremely beneficial one-and it is
going to permit us to have a very
good future," says Samuel Alcorn,
senior vp-operations, international
development and market relations.

Unfortunately, a lawsuit filed by
former BMF Treasurer William F.
Luke raises new questions about
the company's ownership status
and its cash management proce-
dures (BIl, May 23).

Given BMF's desire to put its
Baldwin-United links behind it, the

allegations couldn't come at a
worse time.

Papers filed with the suit indi-
cate that BMF management paid
$92 million to acquire the company
from Baldwin-United and that $60
million of the purchase was fin-
anced through a loan from Na-
tional Equity Life Insurance Corp.
of Honolulu, another Baldwin sub-
sidiary.

In discussing the BMF transae-
tion, Baldwin-United's 1982 10-K
statement filed with the Securities
and Exchange Commission says
that "this transaction has been
treated as a financing transaction
rather than a sale.” In the filing,
Baldwin describes BMF as the com-

pany's insurance brokerage "opera-
tions."”

But BMF says these statements
should not create any confusion
about the current ownership of the
brokerage.

"Our attorneys have taken the
position that this was a valid, legal
sale and | have heard no one within
either of the organizations involved
who takes a different point of
view," declares Mr. Alcorn.

He says that since the sale was
consummated at the end of last
year, Baldwin-United and BMF
have had a "creditor/debtor rela-
tionship, which is entirely different
from ownership." BMF is now
owned through a holding company
structure involving senior manage-
ment, but the broker will not dis-
cuss details of the holding company
or identify the individual share-
holders.

"These are issues in litigation and
on advice of your attorneys you
take a super-cautious position and
don't say anything," explains Mr.

Alcorn.

BMF's past and present links to
Baldwin-United have hurt the bro-

ker most in its dealings with the fi-
nancial community. The company's
brokerage clientele has been very
loyal, Mr. Alcorn points out.

"We have had some meetings
with the chief executive officers of
some of our clients that have some
apprehensions that have resulted
from the Baldwin-United situa-
tion," he reports. "l think we have
satisfied them as to the separation
and as to the fact that we are an
aggressive, viable, ongoing com-
pany.”

Besides the controversy sur-
rounding Baldwin-United, BMF-
like the other major brokers-was
hurt last year by continuing rate
deterioration in the property/casu-
alty insurance markets. Mr. Alcorn
says the company did not plan on
improvement in 1982 or 1983, but it
did expect depressed rates to bot-

tom out.

"Now we really have doubts in
the commercial field that it will

even bottom out in 1983, so that's a
major disappointment,” he said.

Also, BMF says it felt last year
the first significant impact of work-
ers compensation rate reductions in
states that adopted open rating.
Coupled with statess in which insur-
ers are permitted to offer rate de-
viations, this competitive approach
to workers compensation now em-
braces about a dozen states and 25%
of the nationwide workers com-
pensation premium dollar.

The impact has been even
stronger in Florida, where rates
have fallen 50% over the past two
years since enactment of a wage-
loss approach to workers compen-
sation.

"I would say that the employers
in Florida have benefited very,
very significantly,” says Mr. Al-

corn.

Reduced costs to employers
translate into a lower premium
base upon which broker commis-

471.

sions are calculated. This is the bat-
tle that brokers are waging with al-
most all lines of insurance.

To cope with the ongoing deteri-
oration in its business environ-
ment, BMF has closed or consoli-
dated several offices, toughened its
emphasis on U.S. vs. international
growth, added new products, acce-
lerated its mass-mer6handising
programs and generally stream-
lined operations.

Office consolidations took place

in Alaska and Florida last year.
The Kenai and Seward offices in

Alaska were consolidated with the
Anchorage branch. In Florida, St.
Petersburg accounts will be han-
dled out of Tampa, and Fort Lau-
derdale business was funneled into
the North Palm Beach office.
"Kenai and Seward were there
in anticipation of our being there

when the gas pipeline was built,"
notes Mr. Alcorn. "Now we don't

know if that construction will ever

take place, so it made sense to go

o

. 14

back and handle the business out of
the Anchorage office."

Offices in Honolulu and Char-
lotte, N.C., were closed. And a
small agency in Kodiak, Alaska,
that was acquired by BMF a few

years ago was sold back to the orig-
inal owners.

Foreign joint
ventures in
Lagos, Nigeria,
and in the Ba-

P hamas also were

/- 1 terminatedinen:
r< of oil gdgling.in

continuation of

1 the joint venture

Mr. Alcorn uneconomical,”

explains Mr. Al-

corn. "We had anticipated enor-

mous growth there and were the

only major U.S. broker with a local

office, but instead of growth, it
went into a tailspin.”

Continued on facing page

t’471’
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The office consolidations and
closings were the result of an effort
to streamline operations and to
make the most efficient use of re-
sources. Some remaining offices-
like those in North Palm Beach,
Atlanta and St. Louis-have been
strengthened with additional staff
members.

The only new office started by
BMF this year is in Cincinnati. "We
have extensive clients in Ohio,”
explains Mr. Alcorn, adding "Dur-
ing 1982 we assumed the brokerage
account of (Cincinnati-based) Bald-
win-United, which is a very large
account.”

Owenby Insurance Inc. in Tue-
son, Ariz., was the only acquisition
made by BMF during 1982 and,
since the purchase occurred in De-
cember, there was virtually no im-
pact on revenues for the year.

The streamlining of operations
also took the form of staff reduc-

tions at BMF, which cut its work-

force to 1,584 in 1982 from 1,660 in
1981 and 1,700 the year before that.

Most of these reductions affected
support personnel since BMF has
actually increased the number of
its account executives and technical
specialists, says Mr. Alcorn.

"Through the process of this re-
distribution | think that we have a
more aggressive field of people out
there dealing with customers on
the firing line."

In the face of rate reductions and
the U.S. economic recession, BMF
had to have a strong sales organiza-
tion to maintain revenues close to
last year's levels, points out Mr. Al-

"I think that is a tremendous
achievement, particularly when
acquisitions did not add to the reve-
nues," he says.

During a period of growth-such
as BMF enjoyed up until last year
-there is a tendency for fat to
creep into any company, he con-
cedes. "People don't look as hard at

the question of whether they need
an extra person when they want to
add a function.™

Companies need to rethink their
operations periodically, he con-
tinues. BMF discovered through an
analysis of each of its offices that it
had a large number of tiny ac-
counts that were uneconomical to
handle using the conventional ac-
count executive approach.

"We have been very successful in
taking these books of small com-
mercial and personal lines business
and converting them to the mass-
merchandising concept,” Mr. Al-
corn says.

Depending upon the geographic
spread of the industry, its complex-
ity and the potential income that
can be derived from each unit sale,
BMF decides whether such pro-
grams are susceptible to marketing
by direct mail or if they require
more personal attention.

The broker currently adminis-
ters about 50 mass-merchandising
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programs, including more than 40
that are sponsored by trade groups.
For example, the Philadelphia of-
fice administers a national aviation
trade group insurance program,
while the Hartford, Conn., office
handles a national program for
manufacturers of machinery with
heavy product liability exposures
like die and punch press manufac-
turers.

During the past year BMF was
appointed to administer mass-mer-
chandising insurance programs for
the Independent Petroleum Assn.
of the Mountain States and the
American Society of Safety Engi-
neers.

In December, BMF was ap-
pointed the broker for one of-if
not the largest-international heli-
copter associations and acquired
administrative responsibility for all
of the association's sponsored insur-
ance programs.

Mr. Alcorn believes the broker

also strengthened its position in

In controlling the cost of risk,

nothing beats the System.

At Arthur J. Gallagher & Co. we
don't have a reputation for making
statements we can't back up.
Chest thumping isn't our style.
When we say our new Risk Man-
agement Information System is
exactly what this industry has been
waiting for, you know we aren't
just blowing smoke.
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comparison with its competitors in
some of its traditional fields of spe-
cialization including municipal lia-
bility, energy, aviation and enter-
tainment risks.

"We have obviously suffered
from the worldwide curtailment in
oil production,” says Mr. Alcorn,
"but expansion of clientele has off-
set some of the impact of the re-
cession in that industry.”

The decline in U.S. oil produc-
tion principally affects BMF offices
in Colorado, Oklahoma, Texas and
Louisiana.

"We've had growth in the wrap-
up construction field especially as
broker on some casino projects in
Atlantic City and a major pipelne
project,” says Mr. Alcorn. BMF also
has become highly active in the
marketing of animal mortality and
cattle feed lot coverages.

“"We continue to strategically
look at our capability to handle
new products and to build a posi-
tion in them,” says Mr. Alcorn. In
that category he includes financial
guarantee, investment tax credit
recapture, political risk, environ-
mental impairment and retroactive
insurance coverages.

A major market for financial
guarantee coverage is the real es-
tate syndication field, for example
The insurance guarantees that all
of the syndicate partners will come
up with the money to pay off the
credit instruments underwritten by
a bank or financial institution.

The lending institution may re-
quire such coverage during the
course of construction to assure
that the project will be completed.

BMF also recently placed retro-
active professional liability cover-
age for a California hospital chain
that wanted to sell out. The pro-
spective buyers would not go ahead
with the purchase without retroac-
tive liability insurance to make up
for low limits of liability carried by
the chain in prior years.

"The previous broker had been
in the market for over three
months and could not put it to-
gether,” says Mr. Alcorn. "We con-
tacted 300 markets within 15 days
to put it together. As a result of our
success, the sale went forward."”

INn February, BMF debuted its
new computer system named
CORAS, an acronym for Cost of
Risk Analysis System. The system
was developed by Risk & Benefit
Management Systems Inc., BMF's

risk management and self-insur-
ance services division.

CORAS is designed to help
large clients develop decisions
about how they will fund known m
predicted future levels of losses
Three or four BMF offices cur-
rently have on-line terminals thal
can be used to transmit information
back and forth from the broker:'.
central computer in Boise, Idaho.

Offices that are not directly
plugged into the system can phone
in their client data and receive re-
sults by mail. More offices will b€
equipped with on-line terminals as

BMF expands its self-insurance ad-
ministration services.

Fees from self-insurance and
other risk management services
and some brokerage business nol
remunerated by commission con-
tribute about 1526 of BMF's total
gross revenues. International risks
placed in both foreign and U.S. of-

fices represent an estimated 10% 01
the broker's revenues.

BMF offices are located in 5C
U.S. cities and abroad in Paris
London and Ruislip, England; and
Hamilton, Bermuda.

Principal officers include: Joseph
N. Tate, president and chief execu-
tive officer; William A. Mizell, ex-
ecutive vp and chief operating offi-
cer; Mr. Alcorn; William A. Baxter
executive vp-sales and aviation
and Andrew Potash, executive vp-

Eastern division.

-By Rhonda L. Rundle
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E.H. Crump

Cos. Inc.

5350 Poplar Ave., Memphis, Tenn.
38117; 901-761-1550

1982 1981

$375,000,000  $366,780,000
$49,296,000 $47,780,000

Premium vol,

Gross rev..

Employees. 929 1,025
Rev./employees. $53,064 $46,613
Offices. 55 52

E.H. Crump Cos. once again hit
the acquisition trail in 1982, contin-
uing the strategy that has doubled
the size of the broker in two years,
transforming it from a regional
into a national force.

But Crump's revenues in 1982,
despite acquisitions and new ven-
tures in seven states, grew at only a
modest 3.2% clip, according to pro-
forma revenue figures Crump re-
ports to Business Insurance. The

There is a precise instant in the life ofa company when success - indeed,

brokerage had reported a 71.1% in-
crease for 1981.

But, despite the relatively flat
revenue gain, Crump retained its
ranking as the ninth-largest bro-
kerage in the nation.

Crump, which now has locations
in 25 states, primarily in the Sun
Belt and Pacific Coast areas, isn't
abandoning its acquisition strategy.
During the first quarter of 1983, the
firm made a major acquisition in
Colorado, purchasing the outstand-
ing capital stock of Warren & Som-
mer Inc., a large Denver-based re-
tail agency.

"The whole reason behind our
acquisition program is the belief
that at a certain size you have the
resources to do certain things well
-you can hire engineers, have
technical people on staff, etc.,” says
Sidney A. Stewart Jr., Crump's
president and chief executive.

"We believe that in order to sur-

vive in today's market, you must

have certain types of people within
our organization-people with di-
verse specialties," he adds. "When
we finish, we may not have as
many people of these types as
Marsh & MelLennan or Alexander
& Alexander, but we'll have as
good a group as they do."

Crump's bold acquisition effort
began in 1981 with the addition of

Kindler & Laucci Insurance Bro-
kers of San Francisco and LaBow
Haynes Co. Inc. of Bellevue, Wash.
The two brokers-purchased from
Reliance Insurance Co. of Philadel-
phia, which owns 44% of Crump's
stock-gave the broker a strong
presence in California, Arizona,
Washington and Oregon and in-
creased the broker's size by 50%.
"Those acquisitions took us out of
the realm of a regional firm into
the national market,” Mr. Stewart
says. "Since the beginning of 1982,
we have continued to grow in the
South and West, areas we believe

lii business,
ith as important to know

when to mspond
as it isto knowhow.

survival - rests on an ability to react. To respond to the moment.
And that moment is now.

In no time since the Depression has our corporate well-being been

subjected to such intense economic and competitive pressures.

At Arkwright-Boston Insurance, we believe the time for innovation

and bold thought is urgent. For all companies. Induding our own.

o, ARG

show the greatest growth potential
nationally.”

New ventures and acquisitions in
1982 include the addition of
Crump-Harris of Philadelphia;
Raymer McCann Meadors & Car-
gile (now called Crump-Arkansasi
in Little Rock, Ark.; Ligon, Gump
& Ligon Inc. in Dallas; and Lam-
beth-Pitt-Crump of Charlotte, N.C.

Word & Cunningham Agency
was merged into the Crump Knox-
ville, Tenn., office and Crump's
Hanson & Rowland affiliate
opened a branch office in Anchor-
age, Ala.

Besides Warren & Sommer,
Crump so far this year has acquired
Crump-Godfrey of Fairfield,
Conn., and The ENCOM Group cf
Newtown, Pa.

Mr. Stewart says he expects fur-
ther acquisitions will be announced
as 1983 progresses.

Based on its strategy over the
past 21/2 years and its plans for the

So we're bringing a new energy to the business of insuring business.

G A

future, Crump might well replace
A&A as the king of broker acquisi-
tions. Several years ago, A&A was
acquiring agencies at the rate of
one a month.

But that's where the comparison
should end, Mr. Stewart says.
Crump's goal isn't to imitate Alex-
ander & Alexander or Marsh &
MeLennan, he says.

"Every organization changes as it
grows," he says. "However, we'll
work hard to keep our style intact
as we take on more new ventures. |
don't ever see our firm located in
every nook and cranny like the top
two or three brokers are.

"As to style, we prgbably func-
tion and plan to function with more
autonomy on a local level than
those brokers do," adds James M.
Power, Crump's vice chairman and
chief financial officer. "Of course
we try to standardize internal oper-
ations such as accounting proce-
dures, but as far as marketing and
selling insurance is concerned, we
prefer to leave that in large part up
to the local offices' expertise.”

It's difficult to gauge the exact
impact of Crump's acquisitions on
its revenues because it reports two
separate sets of financial data. But
no matter which set one uses, its
growth over the past two years has
been nothing short of impressive.

According to the pro-forma com-
parisons the broker reports to Busi-
ness Insurance, gross revenues
from insurance-related operations
grew just 3.2% to $49.3 million from
$47.8 million. However, the bro-
kerage reported a huge 71.1% pro-
forma revenue gain in 1981 over
1980, which re-
flects the acqui-
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Overall, according to the pro-
forma figures, Crump revenues
have grown 76.5% since 1980.

The story is much the same but
the numbers are a bit different if
one uses the data reported accord-
ing to generally accepted account-
ing principles contained in the an-
nual report. Using these figures,
which include several non-insur-
ance operations, revenues grew
61.6% in 1982, compared with only
a 13.7% increase in 1981.

Overall, according to these
numbers, the company's revenues
gained 83.7% over the two years.

Using the GAAP numbers, the
strategy appears to be starting to
pay off on the bottom line, too. Net
income increased 68.6% in 1982 to
$2.6 million from just $1.5 million
in 1981. That compares with a 46.2%
decline in net income during 1981
compared with 1980.

Profits have not held up so far
this year, though. Net income fell
about 5% in the first quarter of 1983
to $887,000 from $934,000 in the
first three months of 1982.

With the recent acquisitions have
also come the divestiture of some
smaller agencies, a closer look at
internal efficiency and a de-em-
phasis of Crump's real estate opera-
tions, Mr. Stewart says.

"We have no divestment policy
as such, but in today's market you
need people who perform,"” he says.
"We try to pay for performance
and help people to perform. If they
can't then maybe they're with the
wrong firm. Organizational goals
change; sometimes the location
doesn't fit in anymore. Sometimes
the office is having trouble re-
sponding to the insurance environ-
rnenttoday.

Continued on facing page
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"Everybody's running a tighter
ship this year," he continued. "In-
ternally, we haven't replaced some
people who have left. We also
haven't said that we would get rid
of 100 people at once or anything
like that. But we look very care-
fully before we add people.”

These intentions are reflected in
the 9.4% reduction in staff Crump
reported last year.

Speculation continues over the
role in Crump's affairs played by
Reliance Insurance Co. In 1981, the
insurer brought the Crump fam-
ily's block of 25% of Crump stock,
leaving it owning approximately
44% of the broker.

"Some people don't believe this,
but Reliance hasn't provided us
with financing for any of our re
cent acquisitions,” Mr. Stewart
says. "They haven't given us any
money or lent us any money out

side of what we got out of the origi
nal deal.”

Insurance commission and fees
from Reliance to Crump totaled
$1.85 miillion in 1982, down from
$1.9 million in 1981.

"About 4% of our business is
written with Reliance.” he says
"Contrary to what others might be
lieve, they are not our largest mar
ket. We have other insurance com
panies with which we place more
business than Reliance.”

Mr. Stewart says he also sees no
move by Reliance to purchase the
rest of Crump stock.

Retail business accounts for
about 72% of Crump's revenues, ac
cording to the broker's annual re
port. Although results have been
hurt by the premium cuts and
lower commissions prevalent in the
industry, Crump's employee bene
fits, life insurance and consulting
services businesses have been
brighter spots.

"Obviously, like everyone else
we are having problems on the rev
enue side of our retail business
This is being compounded by an in-
evitable increase in the expense of
doing business due to inflation,”
Mr. Stewart says. "If there is an op-
portunity here, it is to be more effi-
cient and improve various seg-
ments of our business.

"The next thing we have to do is
fight for revenue increases, not by
renewals but by being as aggressive
as everyone else."

In the commercial lines area
Crump will try to carve out niches
for itself, either by favorable rela-
tionships with insurers or by em-
ploying superior technicians on a
particular program, Mr. Stewart
says. At present, he said he believes
that West Coast Crump offices
have an edge in municipal cover-
ages. Other offices do well in the
construction industry, he adds.

Crump offices also offer specia-
lized ocean fishing vessel and ex-
plosives manufacturer packages
and is involved in handling and
underwriting high-limit liability
coverage for utilities.

The amount of personal lines
coverages written by Crump retail
agencies ranges from 40% of reve-
nues in some offices to less than 2%.
The average is about 14%, Mr.
Power says.

Employee benefits, life insurance
and consulting services have
played an increased role in
Crump's business, says Mr. Stewart.
Like virtually every major broker,
Crump would like to play a bigger
role in the benefits marketplace.

Crump currently brokers bene-
fits programs including group med-
ical, life and disability and pension
plans from offices in seven states.
Individual life and health cover-
ages are also offered, as well as
claims administration, benefits
communication and related con-
sulting services.

"A company only has so many
dollars to invest in projects that
will reap long-term gain, but the
employee benefits area is one place
where we're investing quite a bit,"”

he says. "It does provide some insu-
lation from the insurance cycle, al-
though not as much as you might
like.”

Traditionally a Crump strong-
hold, excess and surplus lines re-
suits continued to reflect the prob-
lems faced by the entire industry,
Mr. Stewart says. Crump serves the
market from offices in 13 states.

"It hasn't been a good time for
this business. Much of it has gone to
the retail level,"” he says. "We're
certainly not expanding in this
area, and we have sold a ccuple of
smaller operations.

"Some of our offices, those with
special products to offer, have done
rather well. Success today depends

cartr

Add it all' up, an

on product and marketing. In gen-
eral, we'll continue to be a factor in
the excess and surplus market, but

we're not investing much in the
business at this time.”

Business is also off for the bro-
ker's underwriting subsidiary,
Southern American Insurance Co.,
Mr. Stewart says. Net written pre-
miums have declined from a high
of $6.77 million in 1978 to $2.39 mil-
lion in 1982. However, Crump does
not include Southern American's
revenues in the figures its supplies
to Business Insurance.

The subsidiary's profits were af-
fected by a decision to sell long-
term securities and reinvest the

proceeds. A $1.33 million pretax
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loss was taken on these sales.

Corporate goals for 1983 will be
to integrate the new offices into the
Crump system, increase profitabil-
ity, emphasize new business pro-
duction and develop new products
and sources of revenue.

In five years, says Mr. Stewart,
Crump will be a "firm of national
scope, with offices in most major
cities.

"We'll have the abilities, if not
the number of people, of any major
broker," he adds. "If the market
changes, there will be an expanded
role for Southern American in spe-
cial areas and employee benefit
business. We'll be more efficient
through automation and continue

to place more emphasis on individ-
ual producers and offices than
other major brokers."

Besides Mr. Stewart and Mr.
Power, principal officers include
executive vps E.B. Morrow Jr.,
Gordon E. Noble and Donald A.
Thomas.

As reported to the Securities and
Exchange Commission, the five
highest-compensated executives in

salaries, commissions and bonuses
in 1982 were:

Sidney A. Stewart Jr.

David D. Henritze

$147,846
$208,607
$113,962
$149,800
$120,346

By Dave Gatanti

E.B. Morrow Jr.
Gordon E. Noble

James M. Power

With a Minolta RP 405E. an unplugged plug could be the biggest problem

you'll ever have.

This reader-printer is tough, so it needs minimal care. Its precision-made, long-life
components can take iust about anything your office can dish out. Its supplies

are formulated for super-long shelf life. And Minolta's renowned expertise in
optics and copier technology assures you of dependability and performance other
reader-printers just can't deliver.

Minolta also has an exclusive electronic automatic exposure control system. So
you always get crisp, clean copies the very
firsttime.Fromeitherpositiveornegativefilm. r-————————- 7
O Please send m&re |nformat|qn

You won't have tq,

SiBeIeng

Not just day after day, but year after year.

that Wont teave You 1istdiny the plug '.*:

IF YOU DON'T INSIST .

Y e ot xpesie 0 peaseaaea

every

Addrecq
1 City
17ip

81-6/27

emonstrafion,

microformat made, from 16/35mm roll fllm to 1 I B

ack
dI yo(ﬁ‘ve gojt afeaderp prmter %a(performs] Company
more dependably and economically. |

State

T elephome

ON A MINOLTA THIS TIME, | 10, Williams D||ve Ramsey N1'07446" ‘(‘”26?1“”7“8’2’5“4’06’0

YOU WILL NEXT TIME.

MINOLTA

n___ —

© 1981 Minolta Corporation

CALL TOLL FREE: 800-221-3333
IM MEW YORK: 212-775-1395






DE

Announcing the AIG Product Portfolio. It ends the ---
guesswork about what coverages are available. Where to go for

them. And who can answer your questions.

Now a simple hook-up via ordinary telephone line and any computer terminal
provides access to a special AIG data bank. To get the answer, just push a button.
You don't have to be a computer expert. The Portfolio tells you what to do.

Each of our products can be rapidly cross-referenced by type of coverage and

profit center. The Product Portfolio also includes the rd like 10 learn more about the AIG Product

name and telephone number of the AIG person to roriot and o can mae e easerforme

call for more details as well as the location of the Title

American International Group office nearest you. oo

No more searching through out-of-date brochures. City | _.,.....

No more time wasted on random phone calls. Ame”ng;:_”,:?r;:t;,?::g Group. Inc.
The AIG Product Portfolio has been designed to New York. NY. 10270  g16.27-05

make a broker's life a lot easier. To learn more, ONCEAGAIN

please mail the coupon or call our special number,

(212) 770-7311. REANSWERISAIG

THE AIG COMPANIES: American International Underwriters, American Home Assurance Co., Commerce and Industy) Insurance Co., National Union Fire insurance Company of Pimburgh, Pa. American Internarional Life Assurance Co.
North American Managen, New Hampshire Insurance Co. and over 230 other companies operating around the world m mzet your insumnce needs.



48 / business insurance, June 27, 1983

spotlight report

10

Arthur J. Gallagher & Co.

10 Gould Center, Golf Road, Rolling
Meadows, 111. 60008; 312-640-8500

1982 1981
$225,000.000*  $200,000,000*
$48,417.400 $42,535,657
Employees... 893 897
Rev./employees. $54,286 $47,420
CoOffice=____. == =

Premium vol .

Gross rev...

*Estimated

Highly professional employees,
high-tech and a high activity level
sent gross revenues soaring 14% last
year for Arthur J. Gallagher & Co.

But it also took some tough belt-
tightening.

There was a stringent head count
control in force at Gallagher in
1982 because of the economic
downturn and the soft market, said
President Robert E. Gallagher.
That meant a wage and hiring

freeze, tight expense controls and a
cut in advertising.

Gallagher, which in the past has
prided itself on staff development,
reported 893 employees in 1982
compared with 897 in 1981.

But the belt-tightening "went
down beautifully,” says Mr. Gal-
lagher. "We increased our profits
more than 100% between 1981 and
1982," he said.

The record gross revenues of
$48.5 million compared with $42.5
million in 1981 exceeded the 10%
increase Gallagher had sought and
kept the Rolling Meadows, lll., bro-
kerage firm in its 10th place spot in
the Business Insurance brokerage
ranking.

It is still the second-largest pri-
vately held broker after Johnson &
Higgins-but that may change.

The company's officers are
"thinking very seriously" about
going public, says Mr. Gallagher.
The 56-year-old brokerage has had
the option "for years and years,"

but now it is more of a possibility,
he explains.

However, Gallagher's officers
are still scrutinizing the disadvan-
tages of going public.

Being a private company gave
Gallagher the flexibility of a man-
agement design that could stretch
over a period of years, rather than
satisfy stockholders in quarterly
reports.

"Being self-controlled and con-
tained is a real advantage for us,"
Mr. Gallagher said in a 1981 inter-
view with BI.

To maintain some of that control
only a portion of the company
stock would be sold if the firm goes
public, he said.

Despite the drawbacks, going
public would create a vehicle for
mergers and acquisitions, Mr. Gal-
lagher pointed out.

"AnNd it also will assist in brand-
name recognition. We're known in
the industry, but we're not really
household words," he said.
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It also would put additional capi-
tal into the company-a very big
advantage, Mr. Gallagher ex-
plained.

For the first time this year, Gal-
lagher has published an annual re-
port-a mainstay requirement cf
publicly held companies.

The 18-page booklet not only
recaps the company's activities fcr
it 120 shareholders, but also charts
it's financial
growth during
the past 10 years.

Gross reve-
nues grew an av-
erage of 30.7% a
yvear over thhe -~
decade. The
company's $48.5
million in gross
revenues last
year is a signifi- Mr. Gallagher
cant contrast to
the $4.9 million it showed in 1973.

As the revenues increased, so
did the revenues per employee. It

You don't have to shout to be heard.

Satisfying a discriminating public requires more than whistles
and bells, fluffs and frills. It takes a commitment to offer

the best consistently Because when you get past all the noise only

one thing is distinct- quality BMF- we're beingbeard

Excellence in Insurance Brokerage

#11/

Bayly, Martin 6 Fay/ Internationa4 Inc.

CORPORATE HEADQUARTERS: 660 Newport Center Drive/Newport Beach, CA 92660/TELEX: 692-306
(714) 644-7940

was $27,249 in 1973, $41,274 in 1977
and $54,286 in 1982.

The increased revenues should
help Gallagher balance the massive
commitment of dollars and people
it took to bring the brokerage's
computer system up to the state-of-
the-art.

With the system now finally on-
line, some 65 of the company's cur-
rent staff of 930 are dedicated to its
operation, Mr. Gallagher said.

The new computer system,
which Mr. Gallagher talks of as
proudly as if it were a family mem-
ber, has the capacity to grow and
grow and grow. "In the next 10
years, we're going to have the ad-
vantage,"” Mr. Gallagher said.

"We're totally committed to be
the high-tech broker in our coun-
try.”

The computer plays a vital role
in Gallagher's risk management
sales and services operations,
which now account for 60%6 of the
broker's revenues. Twenty percent
of that 60%6 is related to fees and
commissions for the placement of
excess and aggregate insurance.
Property/casualty and marine in-
surance placement generate 25% of
gross revenues, health and welfare
plans-many of them self-funded
-10%; and miscellaneous, 5%.

The new computer system is used
by Gallagher's Risk Management
Sales Division and Gallagher Bas-
sett Insurance Service, a nation-
wide risk management services di-
vision that serves self-insured com-
panies.

Gallagher Bassett services in-
clude claims management, loss-
control consulting services, infor-
mation management and property
appraisals.

One of the newest programs of-
fered through the computer system
is Risx-Faa

It can supply risk managers with
monthly reports on a variety of
topics and the reports are ready
within three to five days of the
close of the month.The risk man-
ager can choose the specific infor-
mation he wants according to vari-
ous categories, so he can focus on
problem areas without having to
search through pages of detail.

The claims loss-analysis re-
port, for example, identifies five
major workers compensation
claims categories on the basis of
frequency and severity, compares
the most recent period to an equiv-
alent previous period to focus on
possible trends and includes a sepa-
rate report on the nature of the in-
jury. Such information can be used
for the development or refinement

of a safety program, says Risx-Facs
literature.

The first clients have been suc-
cessfully converted to the new
computer system. Mr. Gallagher
hopes all existing clients will be
converted by the end of next year.

While many companies talk
about computer systems to save
time and money for themselves,
Mr. Gallagher never mentions the
high-tech equipment without not-
ing how it will be of service to his

clients.

"We've got a mission to perform

for our clients. . .we work hard for

client satisfaction. Everyone talks
accounting, but we're going for the
clients,” Mr. Gallagher said.

There is little client turnover at
Gallagher, which handles both
large and small accounts.

"We're uniquely able to accom-
modate the very largest (because of
the data systems), but our share of
the market of Fortune 500 is very
small...we intend to change that,"
he said.

Gallagher's self-insured clients
include a cross section of govern-
ments, commercial and industrial,
and religious institutions, he said.

In April, the company handled
16,500 group claims in its group
benefits self-insured area alone.

Continued on page 50
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According to Mr. Gallagher, em-
ployee benefits IS the fastest-grow-
ing area. "This benefits area is dy-
namite," he said. Because of its ser-
vices and experience, Gallagher is
ready to handle a bigger share of
the market.

"But we're not going into the
risk-taking business. We're risk

management-lock, stock and bar-
rel.

"l disagree with some of my
well-respected peer group in this
regard (brokers that are buying in-

surance companies), but only ume
will tell. We will continue to con-

centrate on what we do well,” Mr.
Gallagher said.

While Gallagher pulled back a
bit last year on efforts to increase
its number of offices (it has 83 now
compared with 78 in 1981) and the
size of .ts staff because of the need
to funnel resources into the com-
puter system, expansion iii both

areas is an important avenue
for Gallagher to trek, Mr. Gal-
lagher says.

Already this year the strin-
gent cost-controlling measures
have been loosened and 37

people have been added to the
force.

Two new ventures also were
added: Periodic Payment Ser-
vices Inc. in Rockford, Ill.,
Gallagher's entry into the field
of structured settlements, was
bought in May and UIC Ltd., a
managing general agency for
poltical risks, was started the
same month in New York.

Late last year Gallagher
bought out Martin & Associ-

ates Inc. in Little Rock, Ark., a LS

broker that also is involved in
risk management services, and
Robertson Agency Inc. in At-
lanta, Ga.

In its international mar- *-.

ketplace, Gallagher increased
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that often spreads service too thin.
Adams & Porter will not outgrow
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Look for a broker that is
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Adams & Porter has been in business
since 1907. We manage offshore
captive insurance companies. own
the Citadel Insurance Lompans

and maintain binding insurance
placement and claims settlement
capabilities in U.S., London and
European markets.

Look for a broker that is
reliable.

Adams & Porter has built an out-
standing reputation for long-term

client associations. No one has
settled more offshore claims. No

one can top our record off client
retention.

Look for a broker that is

creative.

Adams & Porter is noted for pro-
viding the right coverage for the
right needs. even if an insurance
program has never been designed
the same way before. We put our
creativin, into a frame of com-

mon sense.

And then, look for a particular
account manager who will be
there when you need him.

Adams & Porter's account mana-
gers are the only owners of our
company, so they have plenty of
incentive to care about yours. As

a private como:inv, we are able to
respond quickly to vour needs ancl
to promise a he'althy continuity of
account management.
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to send vou a brochure that ex-

plains how we deliver insurance
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ADAMS 8 PORTER
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its equity position in broker
Gallagher, Hinton & VVereker
Ltd. in Britain from 76%6 to
90% last year, and this year in-
creased it to 100%.

“"We're the first American *
that ever started something * ,
from scratch in the Lloyd's
market,"” Mr. Gallagher said of
the company's London subsid-
iary.

"One of our strategic areas
of development is interna-
tional,"” he noted.

He refused to elaborate on
the plan except to say Gal-
lagher is building relationships
around the world. It will be
handled, however, he said, in
Gallagher's usual "careful,
slow and quiet way."

Partof the reason behind
Gallagher's steady, solid
growth patterns is the staff.

"The glue that keeps it all
together is the entrepreneurial
sparks (of the staff),” Mr, Gal-
lagher said. "We're a turned-
on organization, a very to-
gether company.”

The corporate culture at
Gallagher is very open, he
said, adding "we have holler-
ing rights here.”

A quote by Arthur J. Gal-
lagher, the 90-year-old chair-
man of the board, encapsulates
the company's philosophy and
appears in much of the com-
pany's literature:

“"If something old is still
with us, it means that it earned
the right. Old concepts remain 1
because they continue to con-
tribute. But the way of life is

change, and change brings the
new. And when the best of the

new retains the best of the old,
then the result will be noble
and fresh. Honesty and quality '
persevere," he said.

"We work hard keeping the .
best of the old and the best of

the new,"” the chairman’'s son
said.

Some of the new includes :
college students who attend an
annual summer training pro- '
gram to get an early start in .1
the industry. This summer six
students are participating.

"We're consumed with our .

own professional develop- ,
ment,” Mr. Gallagher says. i
"The drive to be big is not
there at all, but the drive to

grow professionally is," he
said.

Other principal officers of
the firm include: John P, Gal-
lagher, executive vp and secre-
tary; Michael J. Cloherty, vp-
finance and treaurer; John G.
Campbell, Charles C, De-
Bruler, Joseph W. Fahey, A.
William Greenfield, Bill G.
Jensen, Donald J. Krutek,
Walter F. McClure and War-
ren G. Van der Voort, all vps.

-By Carol Cain
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The old Albert Bender Co.,
which was bought by the
Bache securities firmm and
promptly orphaned after the
Prudential-Bache hookup-
seems to be settling into happy
harmony with its new corpo-
rate family.

The new Jardine Insurance
Brokers Inc. lost no time last
year adopting the name of its
new parent-Jardine-Mathe-
son & Co. Ltd.-and promot-
ing its link with the British-
owned, diversified interna-
tional company headquartered
in Hong Kong.

On a worldwide basis, Jar-
dine Insurance Brokers, the
name the parent company has
given to its global brokerage
operations, claims to be one of
the world's 10 largest broking
operations with more than $1
billion worth of combined pre-
miums. Its 80 offices in 19
countries span the globe from
Spain to Singapore and from
Nigeria to New Zealand.

But, North American opera-
tions represent roughly a quar-
ter of that grand total. Last
year, Jardines' U.S. gross reve-
nues were $34.1 million, about
a 3% increase over 1981 reve-
nues of $33.1 million.

This performance enabled
the U.S. operation to hold its
position among other U.S.
commercial insurance brokers
in the Business Insurance
rankings. It actually moved up
one slot to the No. 11 spot
thanks to the merger of Rol-
lins Burdick Hunter and Ryan
Insurance Agency Group.

JiBI spent last year solidi-
fying its new identity and
cleaning house to prepare for
another charge into the agency
acquisition market When the
conversation turns to acquisi-
tions, JIBI Chairman Bernard
H. Mizel's eyes light up. This is
a topic that excites him.

“"We would like to put an-
other $10 million to $15 million
on the books through acquisi-
tions by the first quarter of
1984," he enthuses. That's the
first objective to be achieved
in two years or sooner.

But to be a real factor in the
business, Mr. Mizel thinks a
brokerage has to do more than
$100 miillion in gross revenues
a year, so that benchmark will
be the next objective. "We're
looking at four years from
now to get there," he declares.

Mr. Mizel expects to have
more time to devote to study-
ing acquisition candidates by
virtue of a major management
change at Jardines last year.
Robert L. Rossi, former presi-
dent of the Western division,
has been named president and
chief operating officer of the
entire company.

Previously, the manage-
ment structures of Eastern and
Western operations were quite
separate, reflecting their dif-
ferent roots in the San Fran-
cisco-based Albert Bender Co.
and Ter Bush & Powell in
New York. The discombobula-
tion caused by the Bache
Group Inc. and Prudential In-
surance Co. of America epi-

sodes delayed the broker's plan to
integrate operations on the two
coasts even though Bender ac-
quired Ter Bush & Powell three
years ago.

Last year, however, tying the
two ends of the company together
was a top priority. Mr. Rossi's pro-
motion signals progress on that
front-as well as a new beginning.
He wants to see more synergism
between the two divisions through
sharing of expertise.

“Where we had weaknesses here
in the West, they had strengths in

the East and vice versa,"” says Mr.
Rossi.

The Western division has devel-
oped some strong special programs
for convalescent hospitals and con-
struction contractors, for example.
ANnd the Eastern division has a
head start in employee benefits and
trade association business.

JIBI also wants to expose its East-
ern operations to some of its major
insurance company markets, with

whom it has close business rela-
tionships.

Other related management
changes are the naming of Edward
A. Greenberg to executive
vp-Western division, Thomas L.
Zack to executive vp-Eastern divi-
sion/ property and casualty and W.

Michael Carroll to executive vp-
eastern divi-

sion/life and

employee bene-
fits. Richard J.

O'Roarke, for-
mer president of

Eastern opera-

tions, decided to

im =7

ST
take early re-
tirement, ac-
cording to Jar-
dine. Mr. Mizel

Due to New

York state laws that until recently
barred brokers from using the
word "insurance" in their names,
Jardine continues to operate in that
state as Jardine Ter Bush & Powell

OURNEeSS UILUTUNCe, J Une 44, 1300/ 91

Inc. However, the company hopes
to adopt the new name after the
first of the year, subject to approval
by state insurance authorities.

Taking into account the miser-
able market environment, JIBI
says its performance last year met
expectations. Although growth is
important to the brokerage, mak-
ing profits for its new parent is
paramount.

"We can't discuss figures-but
we did very well in 1982," he says.
"The firm has been very profitable
at a time when many other brokers
are bleeding. We set certain criteria
-at a realistic and a high level-
and we met the criteria.”

JIBI was a good 12 months ahead
of most of the other major brokers in
doing something that all of them
probably should have done a long
time ago-analyze operations and
trim out the fat, says Mr. Mizel. "We
created disciplines within the com-
pany that we never had before."”

"We took the fantasy out of our

planning and went back through
our budgets. We called in pro-
ducers, looked them in the eye and
asked them what they realistically
could deliver in revenues-we told
them we thought our earlier
projections might have been unre-
alistic," says Mr. Mizel.

During 1982 there was a heavy
emphasis on expense containment,
staff reductions, office consolida-
tion and cash management.

Three offices were consolidated.
Two Los Angeles offices merged
and an office in Walnut Creek, a
suburb of San Francisco, was con-
solidated with the city office. Busi-
ness in Petaluma in northern Cali-
fornia was moved into the nearby
city of Santa Rosa.

The employee census today
stands at 625, down from 661 a year
ago. Actually, the reductions cut
deeper because they were offset by
the addition of a 25-to-30-person

staff in a new Honolulu office.

Continued on next page

The maker 6farecord-setting business jet
on sal* andthecompany plane.

Allen E. Paulson, President and Chairman (f Gulfstream
Ametican C(*p<,raticir., builder (f the Gulfstream W business
jet and Gulfsveam Commander Jegm,ps

44>

- (1, R,1

N the interest of safe flying, | firmly be-
lieve every corporate pilot should take a
regular program of refresher training.
"Corporate pilots have even greater de-
mands on their skills than airline pilots.

Instead of just flying from A to B and back to
A, corporate pilots frequently fly to unfamil-
iar fields. Those fields may be smaller and
may not be equipped with sophisticated navi-
gation aids- yet the pilots must be prepared.

"Simulators are the best place to prac-
tice. Emergency situations that are too

DemandsonCorporate Pilots

dangerous to practice in the airplane can be
realistically experienced in the simulator. You
also save fuel and avoid tying up the aircraft.

A Gulfstream lll recently set the
around-the-world speed record for business
aircraft. Before departure the crew practiced
all of the planned airport approaches in

FlightSafety's Gulfstream simulator.

"It's a company requirement that our
own pilots take FlightSafety simulator re-
fresher training even though they're flying

Simulators: the safety factor

every day. We think other companies should
do the same. In fact, initial FlightSafety train-
ing is included with every Gulfstream we sell.
We want customers to establish professional
training habits to keep their skills sharp."

—

**f

FlightSafety International® offers simulator training programs for al- E
* most every type of jet and turboprop business aircraft. For more «
: information send this coupon or call Jim Waugh, MR Marketing at :

: (212) 565-4120 collect.

: Name

E Company
: Address
: City
Phone

: Aircraft Type

i LaGuardia Airport, Flushing, N.Y. 11371.

Srarp

Mailto: FlightSafetyinternational, Marine Airlerminal, Dept. U-063.

1 FlightSafety

international
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“"We saw recundan:ies in our
staff and in ord Er to effectively
react -O the mar:[et we went in and
reduced s:aff O-er e.gh: months,"
says Mr. Mizel. 'Some of our com-
petitors are trying to do -hi: in two
weeks, which hurts morale, is inef-
ficien: and not in the best interests
of their custome:s,"” he adds.

The broker of the 1980s must
adopt modern Eersonnet manage-
ment techniques to survive, Jar-
dine's executives fervently believe.
This means-among otter things-
using computerized analysis of peo-
ple's production performance in re-
lationship to their zompensation.
Too many brokerage companies
consis: of highly paid individuals
who run private companies within
public companies -mkhout much ac-
count:bility, they :ay

JIBI also cut experses by clamp-
ing down on premium advances to
customers. Accounts receivable

over 60 days ha-,e dropped to half

of what they were a year ago.This
was achieved by making managers
and account executives directly re-
sponsible for premium collections.

"You hear howls from people
when you ask them to do it,”
admits Mr. Mizel. "And we have -O
take the position that we are pre-
pared to lose the account”

But, the alternative is unprofes-
sional, he says. In the past too man>
producers sold insurance on th€
basis of drawn-out payments. Mr.
Ross. recalls an old saying in the
business: "Any fcol in the world
can sell all of th E insurance in the
world if he does not expet to be
paid for it"

Happily, JIBI has found that the
policy works and is not as grue-
some for producers as it sounds,
Clients accept it. After all, points
out Mr. Mizel, it's nct unreasonable
to say to a customer: "Here's your
policy-I would like t) be paid."

All of these efficiency efforts are
starting to pay off in 1983 results.

"We're coming out of the box in the
first quarter with a very respect-
able net profit increase," exults Mr.
Mizel. And rever. ues were up 12%
in the first quarter compared with
a year ago, adds Mr. Rossi.

The company says it couldn't
have achieved that without some-
thing different-and expense con-
trols tell only a part of the tale.

The key is keeping people in the
field to sell ser-

vice and insur-

ance. And one 111- 1111111
way of doing 1 -
this is to avoid fly 6 1
duplicating the /fl

Fearnmncticornrn=s =l—

ready perforrmed
by insurance

companies. Jar- 7 I
dine's goal is to

operate with the Mr. Rossi
efficiencies of a

direct insirance writer for the me-
dium-sized commercial account in

the $25,000 to $500,000 range.

"We want to create partnerships
with about 10 major insurance
companies in the property and cas-
ualty field,"” explains Mr. Mizel. By
limiting the major markets its uses,
Jardines believes it can be more ef-
ficient for its customers and pull
more weight with those insurers.

Among these 10 companies, Jar-
dine will establish close ties with
perhaps four or five of them to
combine both the underwriting and
sales function-maybe even under
one roof in Jardine’'s offices. Last
year, the broker began using this
dedicated unit concept with one in-
surer that has put a 30-person
branch office-complete with so-
phisticated computer capabilities-
into Jardine's San Francisco head-
quarters. But it would not identify
the insurer running the dedicated
unit because of a non-disclosure
agreement with that company.

This is a first step toward true
vertical integration, says Mr. Rossi.
"The unit exclusively services eight

You realize that efficient claims

processing is vital to the success
ofyour business.

MCAUTO can help you make it a
powerful marketing tool.

Nothing is more important to your clients than the
speed and accuracy ofyour claims processing. That's why
SO many insurance companies are using MCAUTO infor-
mation management systems [o shift the increasing
burden of clerical work to the computer. By automating
claims processing with MCAUTO systems, a number of

companies have dramatically improved their ability to
service their clients.

The Hartford Insurance Group increased processing
output by over 80%. And at Gallagher Bassett Insurance
Services. improved productivity has meant new business.
The company credits the fast claims turnaround of their
MCAUTO system for attracting four new clients in a
single month.
i Our flexible insurance systems verify claimant
eligibility and providers, price claims according to
your fee schedules, calculate benefits based on
yourpolicy provisions and administer COB. They also
adjudicate base, major medical and comprehensive
claims, including vision, dental, drug, orthodontia
and weekly indemnity care.
With a MCAUTO system, claims can be veri-
fied and paid without file folders or other paper-

quickly.

work. They are handled once and settled

To make your claims processing a busi-

ness asset, it makes good sense to talk to
MCAUTO. We've been a leader in insurance

information management services since f
1967. We've developed reporting and
group health claims systems for insurance
carriers, Blue Cross/Blue Shield plans,
corporations and third party administrators.
For more information, call (800) 325-1551.
Orwrite: MCAUTO, Dept. KK-702, Box 516,

St. Louis, MO 63166.

The intelligent dscisie .=«

branch offices for Jardine here on
the West Coast and gives us the
ability to pull up a claim on a
screen right in this office.”

A lot of other brokers are talking
about vertical integration, but no
other has taken the concept this far
into actual practice, says Mr. Mizel.
"We think we have entered into a
unique relationship with one car-
rier-and we're moving, slowly, to-
ward closely defined relationships
with our other carriers.”

The vertical integration concept
will play a major role in Jardine's
future, the company promises. And
the technique will be applied to a
broad range of insurance products
rather than specialty lines.

In fact, JIBI has determined that
to be successful it must be a gener-
alist rather than a specialist broker,
albeit with certain specialty pro-
grams. This represents a change in
thinking for JIBI, which up until
last year put more emphasis on spe-
cialty market development.

A major exception is the marine
market. Jardine wants to become a
major international presence in
that field. Not only does the parent
company operate insurance bro-
kerages worldwide, it also is heav-
ily engaged in international ship-
ping and the freight forwarding
business. So, marine insurance
looks like a logical fit.

A veteran marine broker named
Michael Gribbin, who has been
working for Jardine in Hong Kong,
has relocated to San Francisco to
take charge of U.S. marine opera-

tions. Two other senior marine spe-
cialists will work under him-one

in New York and the other in San
Francisco.

JIBI in New York already had a
modest marine effort with a 15-
person staff, but the business is vir-
tually unknown to the company's
West Coast people. That will be re-
medied with both staff and broker
acquisitions.

"We are looking for acquisitions
in the marine area-both individu-
als and free-standing brokerage
firms-to expand our marine oper-
ations,” says Mr. Mizel. "I'd love to
have $15 million to $20 million (in
revenues) in the next three years."

JIBI's objective is to become one
of the major marine brokers in the
U.S. Mr. Mizel is looking for ma-
rine acquisitions in such areas as
New Orleans and Tampa, Fla.

But, the bigger acquisition drive
for regular non-marine offices will
be where JIBI already has strength
-the West and East Coasts. There
are roughly 15 active candidates in
such places as California, Oregon,
Washington, Arizona, and possibly
as far east as Texas. On the East
Coast, JIBI is eyeing prospects in
New York, Massachusetts, Penn-
sylvania and New Jersey.

JiIBI also plans to funnel more
resources into employee benefits in
1983, says Mr. Rossi. Last year
about 26% of the company's com-
missions and fees was generated

from health and employee benefit-
related activities.

Jardine Insurance Brokers Inc.
offices are located in San Francisco,
Arcata, Santa Rosa, Santa Clara,
Los Angeles and Santa Ana, Calif.;
Honolulu; Spokane, Wash.; Mont-
clair, N.J.; and Boston, Mass.

Jardine Ter Bush & Powell Inc.
offices are in New York, Schenec-
tady, Syracuse, Cedarhurst and
Hoosick Falls, N.Y., and in Tampa,
Fla.

Principal officers are Bernard H.
Mizel, chairman and chief execu-
tive officer; Robert L. Rossi, presi-
dent and chief operating officer; J.
William Campo, director of JIBI
and chairman of Jardine Ter Bush
& Powell Inc.; E. Paul Hansen,
chief financial officer, Edward A.
Greenberg, executive vp-Western
division; Thomas L. Zack, execu-
tive vp-Eastern division prop-
erty/casualty; and W. Michael Car-
roll, executive vp-Eastern division
life/employee benefits.

-By Rhonda L. Rundle



A check in the hand
is worth two “in the mail.”

Late claims payments interrupt your
company's cash flow. Non-payments interrupt
everything.

That's why financial stability, prompt
payment of claims and personal contact are so
important in selecting your reinsurer.

General Re offers a depth of skill, experience
and financial resources unsurpassed by any
other domestic reinsurer. For reinsurance you

can trust, call General Re today. G
eneral
& Re

America's Largest Reinsurer

General Relnsurans= =

General Reinsurance Corporation. Greenwich, Connecticut

Atlanta, Chicago. Columbus. Dallas. Des Mo:nes. Hartford. Houston. Kansas City. Los Angeles, New York, Philadelphia, San Francisco. Seattle, Washington, D.C.. Montreal and Toronto
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Emett & Chandler

Cos. Inc.

1800 Ave. of the Stars,
Suite 1410,

Los Angeles, Calif. 90067;
213-553-4600

1982 1981

Premium vol. NA NA
$29,900.000 $27,10(,0CO
Employees. 575 589
$52.000 $46,010
= 19

Gross rev...

Rev/employees.
COffice=_ _

If its business were exclusively
insurance broking, Emett & Chan-

S.

3

dler Cos. Inc. would have plenty to
crow about.

New account revenues shot up
23% last year, helping to offset a

10% revenue shrinkage on existing
business.

Much of the credit for new busi-
ness goes to offices in Chicago, San
Francisco and New York, where
the Los Angeles-based brokerage
has made massive investments in
the past four years to establish new
operations-or beef up old ones.

A 10.3% increase in gross reve-
nues last year to $29.9 million ena-
bled E&C to maintain its position
among U.S. commercial insurance
brokers. The company actually
moved up one notch in the BI

rankings due tc rhe Yorma:ion of
the brokerage arm of Combined In-
terr.ational Ccrp. through the
mer:er of Rollins Burd.ck Hunter
andthe Ryan Insurance Agency
Groip.

Also contributing to E&C': re-/-
enue gain was a 70% increase n
revenues from Galaher Settle-
ments & Insurance Services Co, a
firrr tha-. specializes.n the settle-
merit of large insurance claims
using period.c payment plans. Ga-
lah€r now accounts for 496 to 5% of
Emett & Chandler's total revenues.

Dark€ning this bright picture of
successful expansion and acce-
lerated new ous-ress acrivity is the

poor performance of Emett &
Chandler’'s self-insurance claims
administration operation, R.L.
Kautz & Co.

Last year was the third or fourth
straight year-senior executives
aren't sure-that Emett & Chan-
dler lost money on its computerized
claims administration services. The
drag on earnings last year was
"meaningful,” admits Leonard P.
Lawrence, chairman of Emett &
Chandler International.

Indeed, the impact was so mean-
ingful that Emett & Chandler par-
ent company Chairman R.L. Emett
Sr. is personally intervening to as-

sume responsibility as acting presi-
dent and chief executive officer of

~ Erotection

(Dollars in Millions)

ASSETS

Current assets:

Cash and short-term investments

Accounts and notes receivable

(less allowances of $27.4 and $12 2 respectively) ----'

Inventories

Prepaid expenses

Total current assets

Properly. plant and equipment - at cost

Less allowances for depreciation, depletion and an, ,

Net property, plant and equipment
Cost in excess of net assets of businesses acq irefj

Other assets and deferred charges

LIABILITIES AND STOCKHOLDERS'

Current liabilities:

Notes payable
Accounts payable and accrued

Current maturities of long-t,arm

rotectioiats avitareamponent

process. Protect your prbperty
through practical loss prevention.
Combine this with aggressively
underwritten comprehensive policies.

Look at these all inclusive coverages:

Protection's new All Risk policy or our

new FM Special Comprehensive
Property Policy.

2. C -4A46# #4 '+

st, 12«5 .1 ,. 14

1149

Protect:on Mutual's policies offer an
innovative approach to broad risk
coverage. These new options are
designed for you so that coverage can
be tailored to your specific needs.

Today protection of your corporate
assets is more critical than ever.

It's our word. Protection!

Protection Mutual Insurance Company
300 South Northwest Highway

Park Ridge, lllinois 60068

312/825-4474

— —ta—m—= E

Kautz.

"This is a top priority. Bob Emett
has personally taken over because
he wants to get it fixed," empha-
sizes Richard A. Archer, vice chair-
man of E&C Cos. Inc. Consultants
also have been retained to help Mr.
Emett assess the company's diffi-
culties.

Kautz contributes about 25% to
30% of Emett & Chandler's total
revenues, but it is not a vital exten-
sion of the company's brokerage
business, says Mr. Archer. How-
ever, he stressed that it is helpful to
the company's risk management
business.

Asked whether the company
might consider
spinning off this
unprofitable set
ment of its busi-

ness, Mr. Archer e

said he could not ' ", AW.
dismiss this pos-
sibility, but
added: "We F .
don't want to F \ 2
spin it off. We L.1

think it can be a
Mr. Archer

valuable adjunct
to our total company.”

During 1982, Emett & Chandler
managed to eke out $16,000 or one
cent per share in earnings, thanks
to gains on the sale of a small sub-
sidiary and foreign currency trans-
lations. However, the company re-
ported a $234,000 operating loss, in-
cluding an estimated $1 million

drain on earnings attributable to
R.L. Kautz.

Mr. Archer was not satisfied
with this performance.

"l don't think we had a good
year.. .| would be very unhappy if
we had many years like last year,"
he said.

The company did some things
well, says Mr. Archer, pointing to
Galaher Settlements and E&C's
brokerage businesses. The broker
added a high volume of new ac-
counts to its rolls and a high per-
centage of that production came
out of new offices.

Besides its problems with Kautz,
Emett & Chandler attributed its
lackluster profits to heavy expenses
to build up its new offices, reduced
interest income, the U.S. economic
recession and the extraordinarily
soft insurance market, which
lowers the premium base upon
which broker commissions are
based.

Another disappointment for
Emett & Chandler last year was a
setback in its Texas operations. The
broker had hoped to exercise its
purchase option on a Houston of-
fice, which has been operating
under the Emett & Chandler name
since 1980 through a lease-purchase
option agreement.

Instead, the agency owner-Les-
ter Eckart-decided to exercise his
own option to terminate the ar-
rangement and go his separate way.
Emett & Chandler made a tidy
$840,000 profit on the venture, but
it now must begin again to establish
itself in the Texas market.

"We have done a lot of things
that haven't worked out as well fi-
nancially,” notes Mr. Lawrence.
"But, it was a setback from a timing
standpoint. We never would have
gone into that kind of proposition
without the expectation that we
would eventually own it."

So it's back to the drawing board
in Texas. Maybe in Dallas, maybe
in Houston, the broker hasn't de-
cided yet. Maybe an acquisition or
maybe a scratch start with new
people or perhaps some combina-
tion of the two approaches. But
there is no doubt that the bro-
kerage intends to re-establish itself
in the market, says Mr. Archer.

In fact, Emett & Chandler's 3-
year-old expansion strategy has not
changed, despite slow progress last
year. The company's plan is to es-
tablish three to four new full-scale
brokerage offices a year until its

Continued on facing page



Continued from facing page
presence extends into 18 or 20 key
U.S. cities, up from about a half
dozen now.

The company did not reach this
goal in 1982 because "we couldn't
find the right people and the right
numbers to make it happen,”
explains Mr. Archer. "The deal has
to be structured in a way with the
individuals involved so that we can
make a profit-or we won't do it,"
he adds.

The people and the numbers ap-
parently made sense in Chicago
and Pasadena, Calif., where Emett
& Chandler debuted new opera-
tions last year. James L. Stone
heads Emett & Chandler lllinois, a
brokerage office that opened its
doors in February but didn't really
get rolling until July.

"Last year we staffed up that of-
fice, which is now off and running
and we are pleased with the
progress they have made there,"”
says Mr. Archer.

Gary F. Thompson is president
of Emett & Chandler Insurance
Services in Pasadena, which is a
mass merchandising operation that
uses credit card mailing lists to
market specialty lines of personal
insurance. Each mailing is designed
to reach thousands of individuals
with such products as travel and
accident insurance, dreaded disease
coverage and baggage insurance.

Mr. Archer guesstimates that
Emett & Chandler spent between
$1.1 million and $1.3 million last
year to start up its Pasadena mass
marketing operation and to add
staff in the Chicago, San Francisco
and other offices.

"We are continuing to invest in
the future,” he says. "We tell peo-
ple that if they're buying our stock
for immediate returns, then they
are buying the wrong stock, be-
cause we intend to take the earn-
ings and invest them in growth-
and that's what we're doing."

Although the insurance products
sold by the new Pasadena opera-
tion fall into the personal lines cat-
egory, Emett & Chandler balks at
the suggestion that it is entering the
personal lines business. That's be-
cause although the products are for
the personal consumer, the mar-
keting approach is entirely differ-
ent from classical personal lines
selling.

The expansion into mass market-
ing by Emett & Chandler repre-
sents another dimension to the
company's growth strategy, says
Mr. Archer. Besides geographical
expansion of its bread-and-butter
broking business, Emett & Chan-
dler intends to diversify into new
product lines.

"We want to do anything in the
retail sales side of insurance that
we can do well and make a profit
in," he sums up. "There are vast
differences between our commer-
cial property/casualty business and
mass merchandising, but both deal
with the same kind of insurance
company markets, require the
same kind of licensing and some-
times even deal with the same kind
of client.”

For example, Mr. Archer sees a
potentially synergistic relationship
between commercial insurance

brokers and their oil company or
bank clients that have credit or

bank card relationships with thou-
sands of individual customers.
Through their plastic card net-
work, oil companies and banks
have ready-made distribution net-
works that brokers could tap to
offer their products.

Emett & Chandler-Los Angeles
has run a successful homeowners
disaster insurance program for sev-
eral years. The coverage is typi-
cally solicited through direct mail
sent to a lender's list of new bor-
rowers. This year, Emett & Chan-
dler will reach 800,000 to 900,000
homeowners with its mailings, of
which 3% to 4% will buy the prod-

uct.

Employee benefits products con-

tinue to generate more income for
Emett & Chandler, especially in its
mature offices. Today, revenues
from group health and other bene-
fits coverages make up about 22%
of the Los Angeles office's reve-
nues, says Mr. Lawrence.

But, property
/casualty insur-
ance continues

0!

4 tional accounts.
"We seem in-

Mr. Lawrence creasingly to be

finding our way into the larger ac-
counts-with over $1 million in
premium,” says Mr. Lawrence.

For example, the Los Angeles
office handles a high volume of
aerospace, energy and refinery
risks, commercial airlines, railroad
and other transportation risks. Chi-
cago canvasses financial institu-
tions, industrial conglomerates and
aviation risks. New York is strong
on large casualty placements and
marine coverage for giant com-
panies.

Mr. Lawrence credits Risk Man-
agement Inc., the company's risk
management consulting arm, for
helping the broker to find its way

into some larger accounts. Through
use of microcomputers, Risk Man-
agement can identify the best fi-
nancing alternative for client risks.

This is especially important for
California workers compensation
because there are so many funding
alternatives-and new ones crop-
ping up every day, says Mr.
Lawrence.

Another growth business for
Emett & Chandler is captive insur-
ance company management
through Pinehurst Management
Co. Ltd., which has offices in Ber-
muda and the Cayman Islands. The
company acquired several new eli-
ents this year to boost its roster to
42 captives under management.

Mr. Archer expects this growth
to continue as Emett & Chandler
acquires more large commercial ac-
counts that prefer to have their
captive managed by their U.S. bro-
ker.

Timely financial reports also are
critical to successful captive man-
agement, he points out. Pinehurst
Management has attracted some
clients who were unhappy with
their previous manager's failure to
meet parent company deadlines for
financial reports.

"When the company can't get its
proxy materials out and can't file
with the SEC, they get very upset,”
sums up Mr. Archer.

Continued on next page

© 1983 The Prudential Insurance Company of America, Newark, N.J.

UP103%

FIRST QUARTER'83*

UP 62%

FOURTH QUARTER'82*

A lot of brokers have been taking
advantage of us lately

But we don't mind a bit.

In fact, we love letting people
know that there's never been a better

time to sell a Piece of the RockP
Why have our brokers' Ordinary
Life sales been anything but ordinary?
Well, it could be our extensive
portfolio. (Although no one can be
everything to everybody, Prudential

sophisticated computer systems in

the industry.

comes awfully close.) Then again, it

could be because we've got the most

Alexandria, VA
(703) 671-3626

Arlington Heights, IL
(312) 981-8004

Boston, MA
(617) 482-3666

Chicago, IL
(312) 861-4360

Maybe it's our new, highly
favorable compensation for brokers.
Or our $10 million retention. Perhaps
it's the full-service marketing support
from our Brokerage Managers

( Prudential

Brokerage Services

The Rock you can build on.

throughout the nation.

Whatever the reasons, the num-

‘Individual life premium compared to same quarter previous year.

Houston, TX
(713) 680-1300

Indianapolis, IN
(317) 844-4650

Newark, NJ
(201) 736-9736
New York, NY
(212) 279-9100

Philadelphia, PA
(215) 563-6010
Phoenix, AZ
(602) 266-1500

Richmond, VA
(804) 285-7561

San Francisco, CA
(415) 543-8625

bers up there speak for themselves.
To every broker who helped make it
happen, congratulations. And to
every broker who'd like it to be hap-
pening to you, don't wait. Call a
Prudential Brokerage Manager (see
list) or your local Ordinary Agency.

You've got our full permission to
take advantage of us.

Southfield, Ml
(313) 353-3450

Syracuse, NY
(315)425-1151

Atlanta, GA
(404) 261-6766

Baltimore, MD
(301) 252-8200

Cincinnati, OH
(513) 621-1404

Grand Rapids, Ml
(616) 456-9538

Jacksonville, FL
(904) 733-7940

Long Island, NY
(516) 248-7613

Los Angeles, CA
(213) 552-1616

Oak Brook, IL
(312) 861-4320

Ocean County, NJ

(201) 531-5100

Orange County, CA

(714) 731-2000

Pittsburgh, PA
(412) 921-4700
Princeton, NJ

(609) 987-0191

Raleigh, NC
(919) 781-0060

San Jose, CA
(408) 241-6141

Seattle, WA
(206) 285-3151

Washington, DC
(301) 656-2505

Westchester Cty, NY
(914) 698-2841
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Fine Quality:
Solid. And Swiss.

We're American. In every way. Contemporary.

Innovative. Productive.

But our Swiss heritage makes us sticklers for

quality. Sticklers fordoingthings right.

State-of-the-art ideas tempered by old world

standards.

Good reasons why you should have an

American organization of Swiss descent protecting

yourvalued business.
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Another dimension to Emett &
Chandler's growth strategy has
been systematic divestiture of its
reinsurance underwriting opera-
tions and redeployment of those
assets into the insurance broking
and services business.

This objective was largely
reached last year through sale of
Presidio Insurance Co., Emett &
Chandler's domestic reinsurance
company, to Beloit Corp. for $6.3
million. The company sold its rein-
surance subsidiaries in the United
Kingdom to Armeo Steel in 1980.

These two sales together brought
the broker a combined gain of
more than $1.7 million, which it
has plowed back into operations
(Bl, June 28, 1982).

However, Emett & Chandler is
now embroiled in litigation with
Beloit Corp. over the Presidio sale.
Beloit is suing the brokerage firm
to rescind the sale on charges that
Emett & Chandler misrepresented

Good reasons to choose Zurich-American
We create world class insurance that's in a class

Come to Zurich-American for sound business

insurance advice. Vast tecinical expertise. And the
financial strength to protect your enterprise.

You'll findwespeakplain English. Butifyou listen

closely, you'll hearour Swiss accent on quality,

Zurich-American
American CreativitS Swiss Dependabilitf

ZURICH-AMERICAN INSURANCE COMPANIES

Zurich Insurance Company » American Guarantee and Liability Insurance Company « Schaumburg IL 60196

the financial condition of its former
subsidiary.

Beloit's suit against Emett &
Chandler, company president
Charles F. Smith and the firm's au-

ditor alleges that the defendants
knew that Presidio suffered sub-
stantial losses during the 1976 to
1980 period and was actually insol-
vent although financial reports
showed a modest profit (Bl, June
6).

) Mr. Archer and Mr. Lawrence
said they had been instructed by
corporate counsel not to comment
on the litigation except to express
their view that the suit is "without
merit.”

Emett & Chandler also owns a
small Bermuda reinsurance com-

pany, which has not accepted new
premiums for insurance or reinsur-
ance with effective dates after
1980.

Rounding out the corporation's
remaining reinsurance operations
is ECRIS Inc., a reinsurance bro-
kerage operation, whose clients in-
clude the insurance subsidiaries of
many major U.S. and foreign com-
panies. Last year the company
moved to New York City from its
former location in Parsippany,
New Jersey.

Last year ECRIS battled tough
competition in the reinsurance
markets, but managed to increase
revenues 16% over 1981. This
growth put the squeeze on profits
and the company lost money last
yvear.

At the same time that the broker
was strengthening its staff in some
offices last year, it made personnel
reductions in others. The Kautz
staff was cut to 255 from 305 in
1981. But, growth in the brokerage
and non-claims staff grew to 320
from 284 to largely offset this re-
duction. The employee census at
E&C now stands are 575, down
from 589 a year ago.

Emett & Chandler brokerage of-
fices are located in Los Angeles, San
Francisco and Irvine, Calif.; New
York; Chicago; Phoenix, Arizona;
and Wyoming. R.L. Kautz and Risk
Management Inc. are based in Los
Angeles. Kautz also has offices in
San Francisco, San Diego and Irvine,
Callif.; Detroit; Chicago; Pittsburgh;
St. Louis; and Orlando, Fla.

Claims administrator Laverack
& Haines Inc. is headquartered in
Buffalo, N.Y. with branch offices in
Albany and Schenectady, N.Y. Re-
insurance broker ECRIS Inc. is 10-
eated in New York City. Pinehurst
Management Inc. offices are in
Hamilton, Bermuda, and the Cay-
man Islands. Galaher Settlements
& Insurance Services Co. Inc. is
headquartered in Claremont, Calif.
with offices in Houston and Chi-
cago. Emett & Chandler Insurance
Services Inc. is based in Pasadena,
Calif.

Principal officers include: Leon-
ard P. Lawrence, chairman of
Emett & Chandler International;
Richard A. Archer, president &
chief executive officer of Emett &
Chandler International; George W.
Brown, executive vp of Emett &
Chandler International; Oren E.
Lane, chairman of Emett & Chan-
dler-Los Angeles; Leonard P.
Lawrence, president of Emett &
Chandler-Los Angeles; Jimmie
Bussio, executive vp of Emett &
Chandler-Los Angeles; Thomas B.
Arney, president of Pinehurst East;
Thomas C. Cannon, president of
Emett & Chandler-New York;

Emett & Chandler-Northern Cali-

fornia; and James L. Stone, presi-
dent of Emett & Chandler-lllinois.

in 1982 were:
R.L. Emett

C.F. Smith

R.A. Archer

O.E. Lane

L.P. Lawrence

-By Rhonda L. Rundle



Ho safe Is yo-ur

reinsurancer

With deteriorating underwriting results
« comes the question of the financial stability
of some reinsurers.

Staying power is something North
American Re has proven since the turn of
the century.

In fact, North American Re is still paying a
claim that occurred nearly seventy years ago.

The next time you place a reinsurance risk,
be sure the reinsurer will be around to

pay a claim.

Even in the 21st Century.

NOETH AME2ICAN

o — -
44 1 b In these uncertain times,

. it doesn't pay to be uncertain about your reinsurer.

NORTH AMERICAN REINSURANCE CORPORATION 100 EAST 46TH STREET NEW YORK, NEW YORK 10017 TELEPHONE 212-907-8000
ATLANTA BOSTON CHICAGO DALLAS DENVER HOUSTON KANSAS CITY LOS ANGELES NEW YORK PHILADELPHIA SAN FRANCISCO SEATTLE



In business generally, it's tough to succeed

unless you take risks. And nowhere is that more
true than in the energy business.

We understand the energy industry and that
risk is a necessary part of the business. We also
understand that it's our business to take those
risks. At AFIA, we've been involved in insuring
the energy industry and taking those risks
abroad since 1918. And now, through AFIA's
Global capabilities, we can include, in one pro-
gram, your energy exposures in North America
with those overseas.

We spend a lot of energy helping companies
take some of the uncertainty out of finding and
producing energy. We're involved in insuring
virtually every aspect of the energy industry both
offshore and on land.

Take, for example, mobile offshore drilling
units and fixed platforms. We're insuring con-
struction, towing, installation and operation,
including such exposures as control of well,
seepage and pollution and cost of re-drill.

And we're doing more. We can insure
pipelines, refineries, petrochemical and fertilizer
plants, geothermal and hydroelectric plants,

gasification and liquefaction plants, solar power
generating units and windmills, :0 name but
a few.

Our underwriters and engineers have the
experience, knowledge and expertise to help you
whatever your energy needs are. And when your
needs are unusual-when it would be easy to say
no-we'll try to find a way to say yes. We'lllook
for a way to help.

That philosophy reflects the aggressive,
young-thinking attitude characteristic of the new
AHA. And it's combined with the stable, hard-
working, diligent attitude AFIA has always had.

Get in touch with AFIA. We have no trouble
finding the energy to help you when you're
searching for the energy to help everyone else.

AFIA

VWORLDWIDE INSURANCE

Theolderweget
theyounger we think.

AFIA Worldwide Insurance, 110 William Street, New York, NY 10038, Atlanta, Boston, Chicago, Cleveland, Dallas, Houston, Los Angeles,
Miami, Minneapolis, San Francisco, Seattle, Washington, D.C. and 230 other cities around the world.
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Nationai Insurance Wholesalers

s+ CLANTON & COMPANY, INC.
Exorss & Jumﬁfus Lines Tnsunance

112 NORTH FQURTH ST.
ST. LOUIS, MISSOURI 63102
s ———

And it's a strong hand we're holding. Four of the

W nation’s strongest, most experienced surplus lines

= Insurance wholesalers have now been integrated
into a single powerful team to solve virtually all of

your surplus lines insurance needs—from coast

to coast. We call it The Network. And as strong and

experienced as we are today, you'll find that it's just
the beginning of what, we believe, soon will be
the most significant integrated network of excess
and surplus lines insurance offices in the United

States.

So call on us today for professional and

effective solutions to all of your surplus lines
needs...and watch us tomorrow as The Network
grows into an important new force in the insur-

ance Industry.

For a brochure describing our growing

N

group of Network companies, write National
Insurance Wholesalers, 400 N. Robert St., Suite
802, St. Paul, MN 55101.
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BROKERS' URGE TO MERGE

Soft market cooled spending spree,

By Henry T. Tillman Il

ERGER AND acquisition activity in the
insurance brokerage industry last year

100k two Siqmlicant s which-were

ncreased attractiveness of major
insurance brokers as acquisition targets and a marked

decrease in agency acquisitions by major brokers.

Not only are these developments at both the major
broker and agency levels interesting to examine, but they
provide a basis to look into future merger and acquisition
activity in the industry.

One of the most controversial stories in the industry in
1982 was the acquisition, by insurance companies, of three
of the top 11 publicly held brokers: Fred S. James & Co.
by Transamerica Corp. and Rollins Burdick Hunter Co.
and Ryan Insurance Agency Group by Combined
International Corp. (see chart 1).

A primary motive behind these transactions was the
movement by these insurance companies toward vertical
integration. Three of the four largest transactions
involved this strategy, two of which were consummated
by Combined International. The merits, weaknesses and
the corresponding philosophies surrounding this type of
transaction have been, and are expected to remain, a
major topic of discussion within the industry. This trend
toward integration in insurance, as well as throughout the
financial services industry, is likely to play an integral
role in future merger and acquisition activity.

The other major transaction involved Alexander &
Alexander Services Inc. and Alexander Howden Group.
Although the geographic diversification strategy A&A
used was consistent with its past strategy, this transaction
and subsequent developments garnered nearly as much
attention in the industry as the movement toward vertical
integration.

The four transactions had a combined price of $847.1
million; combined revenues of $593.5 million; combined
earnings of $43.3 million; and combined equity of $208.7
million. These numbers compute to a 1.09 simple average
mean revenue multiple and 14.6 earning multiple. The
revenue multiples ranged from the 1.27 A&A paid for
Howden to the 0.93 multiple Combined paid for Rollins
Burdick Hunter.

Chart 2 presents an historical look at agency
acquisitions by public brokers from 1979 through 1982. As
the chart indicates, these brokers' acquisitions, after
remaining relatively consistent from 1979 through 1981,
fell by nearly 50% in 1982. A major portion of that decline
can be attributed to the marked drop in agency
acquisitions by A&A. Frank B. Hall & Co. Inc., Corroon &
Black Corp., E.H. Crump Cos. and Poe & Associates Inc.
joined A&A in curtailing 1982 activity, while M&M and
Fred S. James & Co. made none last year.

Reasons for the diminished activity include the effects

of the extended downturn in the underwriting cycle and

Chart 2

Public broker agency acquisitions *

Buyer 1979 1980 1981 1982
Marsh & McLennan 2 o a [e]
Alexander 6 Alexander 14 17z 21 8
Frank B. Hall 7 8 6 4
Fred S. James 5 4 o o
Reed Stenhouse 1 1 o 2
Corroon 6 Black 5 5 5 a
Rollins Burdick Hunter 8 2 1 3
E. H. Crump 3 2 5 2
Poe 6 Associates 1 5 3 1
Totals s == A= ==

*Include only acquisitions of majority interest.

but acquisition activity may resume

Chart 1

Major brokerage transactions *

(in millions of dollars)

Acquirer Target Price Revenues
Alexander 6 Alexander
. $299,990 $135,249
Alexander Howden
Transamerica Fred S. James 299,628 242,076
Combined
Ryan Group 138,300 140,763
International
Combined Rollins Burdick
109,200 75,400

International Hunter

' Financial data as of June 30,1981.

3

3 .4 Revenue Earnings
Earnings Equity multiple multiple
$ 10,489 $ 128,569 1.27 16.33

17,280 42,000 1.06 14.91
9,616 11,128 0.93 13.22
5,921 27,000 1.09 13.84

2 Subsequent capital infusions have increased purchase price and multiples.

3 Trailing twelve-months' figures at quarter end prior to acquisition.

4 Hard net worth as of quarter end prior to acquisition.

the heightened uncertainty resulting from the
accelerating consolidations as the year progressed.

One of the major growth strategies implemented by the
public brokers throughout the 1970s and early 1980s was
growth through external acquisition.

This was typically accomplished through geographic
diversification. While this strategy is still utilized to gain
regional prowess in specific demographic segments, it is
increasingly popular for brokers to acquire a special
product niche. There are several examples of both
strategies among last year's 24 acquisitions; however, a
review of 1979 acquisitions finds the relative emphasis
placed on the market segment acquired, not the product
specialization.

Ascertaining complete information on agency
acquisitions, with which data can be used for comparative
purposes, is beyond the scope of this article. Thus, a
sample representing nearly one-third of the transactions
that have occurred at the public-broker level during the
past three years has been analyzed.

A S WITH the drop in number of acquisitions, the
prices paid relative to revenues for acquired
/ agencies also declined in 1982. After peaking
ata 1.72 multiple, the mean adjusted
revenue multiple (price paid minus net
assets acquired divided by prior year's
revenues) in 1981, the 1982 adjusted revenue multiple fell
to 1.22 adjusted mean. Obviously, the difficult economic
and industry environment profoundly affected this
multiple.

The overall rise in the stock market and, to a lesser
extent, the heightened interest by prospective
arbitrageurs hoping to share in premiums similar to the
observed 44% market premiums paid in the James and
RBH transactions, have resulted in large gains in the
major public brokers' stock prices.

These high prices, relative to current earnings streams,
have heightened the relevance of major dilutions to
prospective suitors and thus, temporarily, deterred the
movement toward vertical integration. While rumors
surround major brokers as acquisition targets, the
uncommon presence of arbitrageurs, the resulting
potential of major dilutions to suitors unwilling to bear
those short-term dilutions and most recently, the adoption
of anti-takeover amendments to corporate charters, the
rumors will probably remain just that. When any of the
above circumstances change significantly, the activity in
this segment of the industry is likely to resume.

At the agency level, the smaller number and relatively
low revenue multiples experienced last year have

*As of Dec. 31,1982.

continued this year. With no major anticipated changes in
the brokers' acquisition strategies, cash flows and no
apparent upturn in the cycle, it would be difficult to
envisage significant increases in the actual number of
agencies purchased or in prices paid over the near term. In
fact, to date, A&A, the leading purchaser of agencies over
the past four years, has made no agency acquisitions.

Over the longer term, there are several particularly
unique advantages the major public insurance brokers
enjoy that make them especially attractive acquisition
targets. Two of these advantages relate to the strategies of
vertical integration and diversification.

Competitive forces from inside this segment of the
industry, as well as throughout the entire financial
services industry, have placed additional emphasis on
efficiency in the distribution system. Business journals
throughout the financial services industry are filled with
articles discussing the various techniques available to
current players to improve efficiency in their distribution
system. The vertical integration strategy, which can be
accomplished through acquisition and consolidation, is
another means of creating potential internal economies to
the acquiring firm.

Although the vertical integration strategy has been used
widely in other industries, it is relatively new to the
insurance industry. Reliance Insurance began the
acquisition/consolidation movement with the July 1980
purchase of the nation's 31st-largest broker, Kindler &
Laucci. In April 1981, Reliance purchased the nation's
36th-largest broker, La Bow Hayes. In August 1981, it
acquired 45% of the nation's 15th-largest broker, E.H.
Crump. The combined acquisitions of Kindler & Laucci
and La Bow Haynes in turn made Crump the nation's
ninth-largest broker.

In December 1981, Aetna Life & Casualty purchased the
nation's 23rd-largest broker, Collier Cobb. In addition to
the 1982 acquisitions (previously listed), in March of last
year, American Financial Corp., the parent of Great
American Insurance Co., purchased the nation's
25th-largest broker Nordstrom Group.

It does not require a great deal of time to consummate
an acquisition. It does, however, take a much longer
period of time to achieve the much-sought economies of

Continued on next page

Henry T. Tillman Ill is a merger and acquisition specialist
at Russell Miller Inc. in San Francisco. The data and corre-
sponding analysis were assembled from public information
in annual reports, 10K, I0Q and SK filings, interviews with
corporate officials and information housed in Russell
Miller Inc.'s private data base.
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Beneficilary change must follow guidelines

TN ORDER TO change the beneficiary
lunder a group life policy, the mode
prescribed in the policy must be followed,
a Tennessee appellate court ruled

John A Henry, an employee of Niles
Surveying Co , participated in a

legal briefs

Circle suffered a loss in December 1977,

and failed to file a timely loss statement
The Home denied the claim Circle sued

violence to the structure of the plaintiff's that only the insured on whose behalf the the Home, but after the required 12-month

body The episodes happened without
warning in the course of plaintiffs

profit-sharing plan that included a group employment "

life policy At the time he applied for

named her beneficiary The policy was
issued to the owners, who were the

company's profit-sharing plan trustees

The court said the pre-existing condition making each insured responsible The
coverage, he was married to Catherine and did not disqualify the injured worker from court emphasized that it was not free to

compensation But the Judge dissented,
concluding that the angina pectoris was

not caused by the employment but by the for the 3rd Circuit, Oct 15,1982

The Henrys had domestic problems One arteriosclerosis and, thus, there was no
of the trustees, at John's request, signed a accident Adams us New Orleans Public

change of beneficiary form, which was
forwarded to the insurer The insurer

Service Inc, Supreme Court of Louisiana,

Sept 28, 1981, on rehearing Aug 4,1982, Loss time limits

determined that the wrong form had been reheanng denied Sept 3, 1982
signed The trustee signed a second form, (BI/03/My -$5)

which was sent to the insurer It
designated Mr Henry's parents as
beneficiaries The insurer received and
recorded the form Feb 26, 1981

The Henrys were divorced in January
1981 John died March 19, 1981 Because he
had failed to change the beneficiary on his
profit-sharing plan, Catherine received
the investment funds She now also laid
claim to the insurance proceeds A trial
court ruled for the parents

On appeal, Catherine argued that the
proof must establish that John himself
signed a designated change of beneficiary
or had done all he could reasonably have
done to change the beneficiary before the
court would recognize the change The
appellate court said that since the policy
provided that the policy owner must
designate the beneficiary in writing, and
the trustees were the owners, the trustees’
written request here effected the change
Thus, the court upheld the award to Mr
Henry's parents Massachusetts Mutual
Life Insurance Co vs Henrl/, Court of
Appeals of Tennessee, June 25, 1982,
permission to appeal denied by Supreme
Court, Sept 7, 1982 (BI/04/My -$5)

Benefits for prior condition

The Supreme Court of Louisiana held
that a worker who, during employment,
suffered shortness of breath and chest
pains due to angina pectoris, was entitled
to benefits The worker was entitled to
work comp benefits, for the unexpected

attacks, even though they resulted from

arteriosclerosis rather than sudden

trauma

The employee here, a temporary city

Bubble collapse

The collapse of a "bubble" structure
from the weight of water cannot be
attributed to a furnace explosion,
according to the Supreme Court of New
Hampshire

The Hampton Indoor Tennis Center Inc
owned and operated tennis courts and a
health club in an air-inflated structure
The structure was held up by a blower
system which was part of the furnace

The furnace began malfunctioning on
Feb 28 Thereafter, it was determined that
there had been a furnace explosion on or
about that date On March 13, snow and

rainwater began to accumulate in an
exterior indentation in the tennis bubble

fabric

On March 14 the structure collapsed
The center was insured under a property
damage policy issued by St Paul Fire &
Marine Insurance Co The policy included
coverage for direct loss or damage caused
by explosions St Paul denied coverage
here The center sued but lost in court

The appellate court was satisfied with
the trial court findings that the furnace
explosion, of which the primary blower
system was a part, was not the direct cause
of the loss within the purview of the policy
language governing covered losses
Hampton Indoor Tennis us St Paul Frre &
Marine Insurance Co, Supreme Court of
New Hampshire, Sept 8, 1982
(B1/05/My -$5)

Deductible clause

Does a provision in an engineer's

bus company worker, suffered an attack of professional liability policy requiring the

angina pectoris during the course of his

insured to pay a deductible apply only

employment He was diagnosed as having when loss payments were made on behalf

suffered the attack due to arteriosclerosis
The employee was advised not to engage
in any hard physical labor He requested

light-duty work, but was refused The

of the insured afforded the defense? Not
according to a decision of a federal

appellate court
In 1975, Northbrook Insurance Co

employee filed for workers compensation, issued a professional hability insurance

but was denied by the lower courts

The principal issue on appeal was

policy to H A Kullian & Co., an
unincorporated architectural and

whether the attack was an accident arising engineering business, and The Kuljian

from his employment The majority
concluded that his disability occurred by
accident "Although not subjected to

extraordinary stress or exertion at the

Corp, a construction company Under the
policy, the insured agreed to pay a $25,000
deductible The policy identified the
named insured as "The Kuljian Corp,

time of the attacks of angina pectoris,"” the H A Kuljian & Co "

court said, "the attacks themselves came

In late 1975, H A Kulpan & Co was

suddenly and unexpectedly, causing sued for negligent roof design by a school

The Perspective section. which ts a
forum for readers’' opintons, ts
compiled and edited by Assistant

Copy Editor Claudette Dampier She
can be reached at 312-649-5282

district A settlement of $20,000 was
reached which was paid by the insurance
company because Kullian & Co was
insolvent The insurance company
successfully sued the Kullian Corp. for
payment of the deductible

On appeal, The Kuljian Corp claimed

loss payments were made should be period The trial court dismissed Circle's

required to pay the deductible But, the sult
court found the policy unambiguous, On appeal, Circle argued that an agent
of Home had orally excused timely
performance The Home, in turn, argued
rewrite the policy Northbrook Insurance that any waiver of the policy conditions
Co. us Kullian Corp U S Court of Appeals had to be in writing

But, the court held that the contract's
(B1/04/Jy -$5) requirements for submitting a proof of loss
and filing suit could be waived, even in
the absence of written consent, because
they were both conditions required to be

Although timely compliance is generally performed after a loss Circle C Beef Co

us Home Insurance Co, Colorado Court of

Appeals, Oct 28 ,1982 (BI/05/Jy -$5)

a condition precedent to an insurer's
liability, a satisfactory excuse for
non-compliance may be shown and
accepted, according to a Colorado

appellate court
Cricle C Beef Co was covered under a

These abstracts were prepared by Cases
Unlimited Inc A copy of an entire decision
may be obtained by sending a check for $5

fire policy issued by the Home Insurance made out to Cases Unlimited to Business

Co The policy required submission of Insurance, 740 N Rush St , Chicago, Il
proof of loss within 60 days of a loss Any 60611 Please list the number for each opm-

claims had to be brought within ayear ten

Urge to merge cools

Continued fromprevious page

scale attempted by the acquisition/consolidation (vertical integration) process.
For this reason, it will be interesting to watch the future earnings performances
of all these acquiring companies.

The second major strategy involves diversification. Many risk-bearing firms
from other segments of the financial services industry (e g, banks and savings
and loans) have expressed an interest in entering this segment of the industry.
In addition, these same risk-bearing firms have watched their margins on
risk-bearing activities shrink from competitive pressures and have begun to
launch full-scale efforts to diversify into commission- and/or fee-based
activities

As the regulatory barriers continue to weaken and eventually fall, the major
public brokers, for the reasons noted, should become increasingly attractive as
takeover candidates.

The diversification by other financial institutions into insurance brokerage is
likely to also affect merger and acquisition activity among agencies both in
actual numbers of agencies purchased and in prices paid for those agencies The
extent to which the future buyers of agencies will affect price is a function of
many conditions. There is, however, one thing that is certain Instead of 20
public insurance brokers, a handful of insurance companies and a few
industrial concerns, agencies will have almost 18,000 potential financial
institutions that might be interested in purchasing their businesses

Purchase prices for the major public brokers are unlikely to deviate from the
prices paid in last year's transactions Premiums paid in the transactions listed
earlier are not significantly different from those seen in other acquisitions of o
public companies, according to a recently released study by W T Grimm & Co
of Chicago

At the agency level, it would not be surprising to see revenue multiples
increase in the period immediately following deregulation of those institutions
that have indicated an interest in the insurance brokerage industry; however,
the 1.72 revenue multiple seen in 1981 will not likely be repeated In the period
between 1983 and the time new buyers enter the market, revenue multiples are
likely to remain as soft if not softer than the 1.22 milltiple seen last year This is
due to the supply of the agencies for sale exceeding the demand for those
agencies by current buyers. This condition exerts downward pressure on
purchase prices paid

The results indicate a continued decline in interest by major public insurance
brokers to make agency aquisitions and that these same public brokers may
increasingly become acquisition targets in the foreseeable future

Agencies that wish to sell may find conditions unfavorable over the near
term due to the unfavorable conditions experienced by their historical major
buyers, the public brokers These unfavorable conditions can be mitigated by
structuring the transaction to take advantage of the upturn in premiums While
this type of transaction is useful to publicly held brokers, private and cash
buyers would be the most active buyers in transactions structured in this

Long-term prospects for increased merger and acquisition activity at the
agency level appear favorable, as financial institutions look to an acquisition
strategy to gain a quick entrance into this segment The entry of these new
buyers implies fewer free-standing brokerages in the future.
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cial mstitutions, turned in about association program Poe estimates moving rates upward, so it's going surance operations," Mr Poe said

18 $500,000 to $600,000 in additional that about 50,000 of the 120,000 to be an interesting field from now In the 40% revenue gain attribut-
revenues, Mr Poe said dentists listed in the ADA directory through the first half of 1984 " able to acquisitions, the largest con-

Big growth in marketing Poe's buy its Professional Protector pol- Mr Poe is optimistic about tributor was Stetzel, Thomson &

Poe & Associates Inc. successful insurance package to icy growth in Poe's lawyers malprac- Co Ltd, a British-based reinsur-

dentists in New York added an- Commissions related to this asso- tice insurance program, primarily ance underwriting manager in
other $1 million to Poe's revenues, clation program generated 24 7% of due to a change in insurers this which Poe acquired an 80% interest

the chairman said Poe's revenues in 1982, down year to CNA Insurance Cos effective January 1982 About $2

702 N Franklin St., Tampa, Fla The Poe-designed package policy slightly from 28 2% in 1981 "This program should see a slight million of the $64 million revenue
33702,813-228-7361 provides malpractice and other lia- Substantially all the Professional increase in growth in 1983, and a gain is from Stetzel operations.

1982 1981 bility insurance, all risk property,  Protector policies are underwritten more substantial growth in 1984 as Purchased for $1 million-with a

Premium vo! NA NA fidelity, crime, loss of earnings and by Chubb & Sons Inc or its affi- things take hold," he says "Most of contingent provision for an in-

Employees $25,752,000 $19,316,000 other coverage _ _ liated companies, generating 183% the business is presently in Florida, crease or decrease in the price to a

Rev /employees $a5.579 36,792 The policy also is marketed in 48 of Poe's revenues in 1982 Commis- where we handle about $5 million minimum of $600,000 or an 1nde-

offices 20 20 states, the District of Columbia, sions on policies written by Poe's in premiums Currently in the rest terminable maximum depending

Puerto Rico and the Virgin Islands Whiting subsidiary for the Dental of the country, our business totals on Stetzel's earnings

Endorsed by the American Dental Society of New York generated about $4 million The London underwriting

Tampa, Fla,-based Poe & Associ- Assn,the "Professional Protector" 6 4% of Poe's revenues "The balance of internal growth agency, which manages reinsur-

ates Inc stands as the 13th-largest plan, as it is known, is Poe's largest "We're now in the process of is in claims handling and self-in- Continued on next page

domestic broker at year-end 1982,
three spots up from its 16th spot at
year-end 1981 on the strength of a B — E
33 3% increase in gross revenues
Poe's gross revenues in 1982
climbed to $258 milhon from $19 3 - .-
million in 1981 -~
Chairman William F Poe, who
founded the agency in 1956 and 124 -
took it public 1972, chuckled with
delight when told Poe climbed
three spots-jumping over Repub-
lie Hogg Robinson and Financial -
Guardian and gaining a spot va-
cated by the combination of the

Ryan Insurance Agency Group and
Rollins Burdick Hunter Co > . =

But, his enthusiasm about "top
line" results is obviously blunted by 111 ﬂi& 14 1 t *
the disappointing "bottom line" at ,-
year-end 1982

Poe's 1982 net income fell to . 4 ~®ts *
$131,000 or 5 cents a share, com- er - B
pared with $1 6 million or 58 cents 11 45, oi
a share at year-end 1981, due to ’ t
losses associated with its wholly " T - e
owned insurance subsidiary Whit-
ing National Insurance Co

a4
Whiting's results are not re- c -2 i/
flected in Poe's gross revenues, its .
results are added-or subtracted- -
from Poe's bottom line .
. L i
And this year, Whiting's results 1

are subtracted, to the tune of a $1 3
million loss relating to discontinued
operations-or 45 cents a share Y

4 i

©
® s
-

Acting on the recommendations
of actuaries, reserves for prior
year's underwriting were increased
about $2 9 million The $2 9 million I i 1
even reflects the benefit of dis- 1)
counting all reserves to the present
value needed to pay losses in the ”
future
A $13 million loss associated
with Whiting is recorded as related *
to discontinued operations because 1 p
the Poe board voted in February to -
spin off Whiting Poe shareholders
will receive shares in Whiting after -
the spinoff is approved by the Se-
curities and & Exchange Commis- i
sion and the Internal Revenue Ser-
vice says there will be no adverse
tax consequences
Poe also faced a difficult first
quarter in 1983 with revenues of
$57 million, down 6% compared
with 1982 first-quarter revenues of
$6 1 million Net income for bro-
kerage operations reached $227,000, - -
compared with $580,000 in 1982 - =—-rirm
When Whiting National Insur-
ance Co 's earnings were taken into
account, Poe's net income totaled
$244,000 in the first quarter of 1983,
compared with $624,000 the year

before

The more pleasing top-line re- Risk. Can you afford the unexpected??

sults of a 1982 annual revenue
growth of 33 3% are second among

the Top 20 brokers', following Today, risk managers have to be prepared for the unpredictable. And that's why
Alexander & Alexander Services -

) - ) a risk management program from Corroon & Black can help. For example, our
Inc 's growth of 354%b, primarily N A ) A
boosted by the purchase of Alex- expertise in employee benefits can help improve coverages and cut costs. And
ander Howden Group our personalized service and fast claims settlement can reduce headaches. Yet

Unlike A&A, however, Poe's big - sy ' .
revenue gain is only about 40% at- it's what vou'd expect from one of the world's largest brokers.

tributable to acquisitions So, call Corroon & Black today. We'll prove there are some risk management

Internal growth produced about _ H
60% oOf the 6 5 tilion revenue programs that can leave you prepared-not surprised.

gain, Mr Poe says

Poe's retail brok division i
Flora produoed an 5800.000 t Ar, CORROON & BLACK
$900,000 revenue gain Putting insurance risks into perspective.

Poe's 'f‘d'anapm's_base_d subsidi- Wall Street Plaza. New York. N Y 10005 - 212-363-4100
ary, National Underwriters Inc,

which markets collateral protec-
tion insurance programs to finan-
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Continued from previous page
ance portfolios for insurance com-
pany syndicates, has seen a good
volume of business, and "on paper”
is the second most profitable unit
for the broker, says Mr. Poe.

But, operating results in 1982
were affected by the Falkland Is-
lands conflict and the currency re-
strictions imposed by Mexico.
Those events, according to Poe's
annual report, restricted the flow
of funds to Stetzel and required the
establishment of an expense re-
serve for their collectibility.

"The operation is profitable, but
it grew too fast," says Mr. Poe about
Stetzel. "We've had to cut back.
First of all, the receivables on some
of our business have been very dif-
ficult to collect. When you're doing
business with countries like Mexico
and Argentina in today's market,
you're going to have a tough time.
If they would pay us, it would help
our results, needless to say.

"There are also an awful lot of

business problems in general over
there and that makes it difficult to
create new business friends over
here. Everyone is concerned about
doing business in London right
now. We bought the operation
more as a profit center than for its
synergistic relationship to our oper-
ations domestically, but it is hard to
say where it will stand over the
long term.”

Stetzel also is the subject of a
lawsuit filed in 1982 by Cardinal
Insurance Co. in Canada. Cardinal
is seeking damages alleging breach
of reinsurance treaties entered into
between Cardinal and syndicates
represented by Stetzel.

New revenues associated with
the acquisition of several smaller
domestic agencies in late 1981 also
contributed to 1982 revenue
growth. These included Pan
American Insurance Management
Corp. in North Carolina, although
Poe did sell part of its Pan Ameri-
can subsidiary, including a risk

management consulting firm 10-
cated in Charlotte, N.C., and insur-
ance agencies located in Virginia
Beach, Va., and Palm Beach, Fla.
The biggest component of Poe's
$25.8 million in 1982 gross revenues
was commission and service fees
related to prop- 1VilIANU 4 1

eti}/ /casualty in- B.> 1
rance. is ir.J

million from IRZW#
$15.9 million in

A1A9o981l. Other corm- —

es incorneas€adntdo

$3.9 million Mr. Poe
from $2.1 mil-

lion. Contingent commissions, how-
ever, fell to $256,000 in 1982 from
$341,000 and other income, princi-

pally investment income, declined
to $540,000 from $903,000.
Association and other wholesale

business revenue dropped as a per-

centage of total Poe & Associates
revenue to 39% in 1982 from 42% in
1981 and 1980. The broker attrib-

uted this drop to increase in reve-
nue growth from other divisions.

On the retail side of the business,
which is about 65% of Poe's busi-
ness, Mr. Poe says operating results
continued to be affected negatively
by industry conditions

Last year "saw no real improve-
ment, and there is no reason to be-
lieve there will be any rapid in-
crease in premiums in 1983. We
feel that we have learned to man-
age our business better and that we
are getting better performance
from our people than we have in
the past. As a result, | think we will
see a slight increase this year in re-
tail revenues.”

Poe's personal lines business held
at around 6% to 8% of its gross reve-

This year, Poe is concentrating
on selling more services to switch
the income-producing work from a

YourBestBenefit
PackagelncludesPAID
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commission basis to fees. On June
1, the broker bought 80% of Em-
ployee Benefit Services of Florida
Inc. and Employee Benefit Services
Inc., both located in Tampa. The
firms specialize in third-party
claims and self-insurance adminis-
tration.

The goal is to beef up Poe's prow-
ess and involvement in the health
care insurance field, says Mr. Poe.

"These types of situations present
opportunity for business for us that
can be operated out of Florida," he
says. "We feel that this is a growth
segment of the market in general
and for us in particular.”

Poe is also involved in the ser-
vices marketplace via Whiting Na-
tional Services Inc., which provides
claims adjusting, safety engi-
neering and third-party adminis-
tration services. The organization

offers statistical reporting,
reinsurance and insurance consul-
tation.

Poe employed more people in
1982-565, up 40 from 1981's 525.

Poe has nine offices in Florida:
Fort Meyers, Jacksonville, Lake-
land, Miami, Orlando, Tallahassee,
Tampa, Venice and Winter Haven.

Other domestic brokerage offices
are located in New Brunswick,
N.J., (O'Connell & Salisbury); At-
lanta (James P. Poole & Co., spe-
cializing in employee benefit pro-
grams); Baltimore (Matterhorn
Bank Programs Inc.); Charlotte and
Wilkesboro, N.C.; Florence and
Summerville, S.C.; and a new,
small office in New York City.

A non-insurance subsidiary, L
Garry Smith & Associates Inc., is a
management and governmental re-
lations firm that also began opera-
tions in 1982.

International operations were
buttressed in 1982 with the forma-
tion of Poe of Puerto Rico. The
subsidiary will be a managing gen-
eral agency servicing commercial
accounts located in Puerto Rico and
provide collateral protection insur-
ance for Puerto Rican financial in-
stitutions. A Stetzel, Thomson of-
fice in Bangkok, Thailand, com-
pletes Poe's overseas operations.

This year, Poe has acquired
Southern Insurance & Associates
Inc. in Jacksonville, Fla., and the
Florida Division of W.F. Morneau
& Associates in Orlando, Fla., to in-
crease its Florida retail presence.

Mr. Poe doesn't see further major
acquisitions in the rest of 1983, and
is particularly wary of the market
for retail agencies.

"Things in the retail market are
muddy right now," he says. "With
the insurance market as tough as it
is, the price of agencies should be
way down. For a while, the price
was going down. Then the insur-
ance companies jumped in with fi-
nancing and that changed the situ-
ation. We probably have made
relatively fewer purchases than the
other major brokers. But we think
the prices are too high in general
today, and we don't want to buy at
too great a price.

"We will expand in the retail
area, especially in the Southeast
where our current strength in that
area lies. But we may have to do it
via start-ups if the acquisition pie-
ture doesn't improve,"” Mr. Poe
adds.

Mr. Poe also sees improved
growth from existing offices.

"l think 1981 was the bottom of
the barrel from our standpoint,” he
says. "We were low then, but we
have since done something about it.
When the cycle began to change,
we didn't. Everyone was cutting
prices, but we wanted to insure that
the underwriting still made a
profit. We didn't react to the mar-
ketplace fast enough and lost our
shirt. We were too logical in our
underwriting efforts.

"Today we're like everyone else,
playing the nasty broker instead of
the intelligent underwriter. As a
result, we're getting our business
back.

Continued on facing page



Continued from facing page

"We've had good growth in most
areas of our business recently, but
it has come through acquisitions
and processing fees. (This year) will
be difficult for us, as it be for many
brokers; 1984 will be better for us, |
believe, whether the market in
general is better or not. We're
evolving into a leaner, better
organized corporation,” Mr. Poe
adds.

Regarding the spin-off of Whit-
ing, Mr. Poe says, "From the Whit-
ing standpoint, we realize that the
risk-taking business is one of ups
and downs.

"Historically, at least, the bro-
kerage business is an 'up’' business.
On the stock market, the two busi-
nesses don't mix. For instance, the
multiple is two times higher tradi-
tionally for brokers than for insur-
ers. That conflict is the real reason
we are trying to spin-off Whiting."

Although Whiting's net earned
premiums rose in 1982, to almost $4
million compared with $3.6 million
in 1981, the insurer lost $3.7 million
from underwriting, compared with
$80,000 lost in 1981 due to increas-
ing loss reserves. Taking into ac-
count investment income, interest
and other benefits, and a change in
loss reserve accounting, the insur-
ance subsidiary lost $1.3 million in
1982, compared with a $342,000
gain in 1981.

Mr. Poe says he and other mem-
bers of Poe & Associates manage-
ment disagree with the actuarial
recommendation to increase loss
reserves for existing professional
liability risks. However, manage-
ment decided to go along to be sure.

"From a management stand-
point, | believe Whiting will even-
tually pay out less than we have in
reserves. for losses in that business,”
he says. "But as our business sea-
soned, the actuaries felt we should
increase our reserves from about $5
million to $8 million for our exist-
ing business. We went along with
the evaluation this time, although
we were by no means forced to."

Whiting, acquired in 1977, also
underwrote specific and aggregate
excess coverage for self-insured
workers compensation programs,
workers compensation coverage for

professional groups and selected
commercial auto insurance.

Mr. Poe will serve as chief exec-
utive officer of both firms, and ex-
pects the Whiting operation to re-
main at its present size of between
15 to 20 employees. The firm will
initially hire only new employees
needed to perform support tasks
now being handled by non-Whit-
ing Poe employees, Mr. Poe says.

Poe expects the spin-off of Whit-
ing to improve the brokerage's op-
erations and stock outlook by con-
centrating on brokerage, but Mr.
Poe admits: "The exact effect on
Whiting won't really be known for
sometime.

"There is no doubt that the repu-
tation of Whiting has been en-
hanced because it has been a part of
Poe & Associates," Mr. Poe says.
"On the positive side, the move
means that there will be a manage-
ment team that will be focused on
the performance of Whiting only.
A second positive aspect is that
from a stockholder position, the
two operations will hopefully be
stronger than one.

"l agree, however, that from the
standpoint of the public and Whit-
ing clients the move could have
some negative aspects,"” he con-
tinues. "They will surely be looking
into Whiting's finances more when
it becomes a smaller operation. We
won't be rated initially and that
will cause some scrutiny.”

But Mr. Poe believes that Whit-
ing will do well in the next nine
months and beyond.

"Whiting will get out of the mys-
terious accounting situation forced
upon it by the actuarial game in

long-tail business,” Mr. Poe says.
"We want to move back into the

real world. Whiting is too small of
an insurer to play that game. You
never know what your real
numbers are.

"Our disagreement with the ac-
tuaries over the present loss re-
serve situation is an example," he
adds. "We've found that in this
type of business we could be mak-
ing a profit and go broke. I've
never been so rich (with $8 million
reserved in the bank to cover po-
tential losses) to be so poor."

INn addition to Mr. Poe, other
principal officers include Joseph E.
Brown, president; Bruce G. Geer,
treasurer; and Leslie R. Willette,
secretary.

As reported to the Securities and
Exchange Commission, the four
highest-compensated executives in
salaries, commissions and fees in
1982 were:

George H. Maley
Earl S. Lipnick
Joseph E. Brown
William F. Poe

$158,000
$139000
$113,000
$113,000
By Dave Galanti
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Republic Hogg

Robinson Inc.

11620 Wilshire Blvd., Los Angeles,
Calif. 90025; 213-820-7070

1982 1981
Premium vol. NA NA
$25.077,000 $24,624,0CO
Employees 597 540

Rev./employees. $42.005 $45,6(N)
Ly o M RS = == A=

Gross rev.

Republic Hogg Robinson Inc. is
starting to think like a big com-
pany.

Since last summer, RHR-the
reincarnation of Penn General
Agencies as a joint venture be-
tween Republic Steel Corp. and
Hogg Robinson Group P.L.C.-has
been absorbed in an extensive
planning exercise to rethink its
business goals.

66 USEOURGROUP
MEDICAL PLAN

Julle Z f, 130

o

Earlier this year, RHR debuted a
national accounts unit to stalk se-
lected risks of U.S. corporate
giants.

And, last month, the Los An-
geles-based brokerage tapped a se-
nior officer from the nation's fifth-
largest commercial brokerage to be
its president and chief executive of-
ficer.

"By the end of this decade we
plan to be materially bigger than
we are today," declares Alfred B.
Schaeffer, RHR's founder and for-
mer president who was promoted
to chairman last month. He turns
over his duties as president and
CEO to Charles E. Keller, former
executive vp and director at Fred
S. James & Co. Inc.

But, to graduate from the second
tier into the top ranks of the U.S.
commercial insurance brokers, Re-
public Hogg Robinson has a steep
mountain to climb. Last year, gross
revenues edged up a mere 1.8% to

TO BOOST
CASH FWW~?

YOU'RE KIDDING

ASK ME:" J

$25.1 million from $24.6 million in
1981.

RHR dropped behind fast-grow-
ing Poe & Associates Inc. in this
year's Business Insurance rankings
of the major brokerages, but man-
aged to hold onto the No. 14 spot
because of the merger of Rollins
Burdick Hunter Co. and Ryan In-
surance Agency Group.

Although the numbers don't
show signs of any great growth at
RHR, the numbers don't tell the
whole story, Mr. Schaeffer says.

"l think we had a really good
year last year in the sense that we
made tremendous progress in oper-
ations: getting good people, setting
up systems, opening new offices
and beginning to implement a stra-
tegic plan. We're starting to see the
fruits of all that this year,"” he adds.

There's no discounting the im-
pact of today's soft insurance mar-
ket on major brokerages, including
RHR. However, Republic Hogg Ro-
binson's profit margins are no bet-

ter or worse than those of its com-
petitors, says Mr. Schaeffer.

"You can pick up a quarterly or
annual report of any large bro-
kerage house and it will substan-
tially tell the story of any other
large brokerage house. It's a very
tough business

e selection .

of Mr. Keller as 1
president culmi- - - i 1,
nates a long

search for some-

one to assume li,

those duties and

also adds a new Ill4
dirmensiormn to 111

RHR. "He's a Mr. Schaeffer
good overall op-

erations guy and will be a tremen-
dous help to me and to the com-
pany,” says Mr. Schaeffer.

The new dimension comes via
Mr. Keller's extensive background
in the industry with Johnson &
Higgins, Fairfield & Ellis and, most

Just when many medical plans are
raising premiums, New York Life has

an idea that may reduce your costs
and improve cash flow.

It's our Minimum Premium Plan-
a plan that combines many of the
best features of a fully insured con-
tract and a self-funded arrangement.

Your company assumes direct re-
sponsibility for a portion of your

medical care benefits each month up
to an annual limit. New York Life

assumes responsibility for benefits
in excess of this limit.

Because normal claims reserves
may not be required, your cash flow
could be improved. In addition,
lower-than-expected claims mean
immediate cash savings.

We also provide full actuarial and
administrative services, including a
computerized claims system whose
speed and accuracy help cut costs
and minimize employee complaints.

For all the details, ask your local
New York Life Group Representative.

New York Life Insurance Company, 51 Madison Avenue. New York, New York 10010. Life, Group and Health Insurance. Annuities. Pension Plans.

~

recently, Fred S. James. Mr. *
Keller's big-broker experience f

should bring a fresh perspective : &
to RHR, whose roots are in the f.’

logat:and jegional ends o the

job, Mr. Keller says he is still i
thinking about and trying to de- "
fine his role in the company. He f
is impressed with the entrepre-

neurship of the company's foun-
der, Mr. Schaeffer, and the com-
mitment of both Cleveland-

based Republic Steel and 2

HovehsDipkerblopg.Rapinson <

"The two backers are two fine )

firms that are serious about the -
business," he says. "Building on
Al's entrepreneurship, | want to |
make RHR a more professional, 4

active force in the business.”
£

He expects to start by looking k
at the individual offices and try- I..
ing to help them to function bet- f
ter as a national organization. <
Many major brokers have un- c -
dertaken this process as they |
have grown and struggled to as-*
similate acquisitions into theirf
==yNrertTerva=s_ A =

To do this, Mr. Keller will be\
living out of a suitcase for thel
foreseeable future. Boston wiill
be his home base for the time¢
being because he lives there, but

he also expects to spend a lot of
time in New York and Los Ani '

Bftice Wil TERRAIN TP LOS AR- |
geles, where Mr. Schaeffer re-
sides.

RHR's new emphasis on long
range planning is one of th«
benefits of its relationship witt#

its parents: Regublic Steel and'.
Hogg Robinson Group.

Big companies are "planning<(-
animals,"” notes Mr. Schaeffer
Smaller companies usually =arer
too busy-or think they are-tdf£
devote the necessary time and A. *
energy to formal planning. f

Last year RHR brought in an i
independent management con-L
sultant, who doubles as a profes-L
sor at the UCLA Graduatet
School of Management, to direct’;
its planning process. Nearly all ;

top RHR managers participated e

inlt' exercjse.

this helped us to focus »on
where our marketplace is and i."'
how we can get into it," says Mr. 4
Schaeffer. "It keyed us in on na-<

tional accounts, transactiont
costs,of pursuing gecounts of 2

business, whichue thinkil
the next several years." . )

In the past, RFR identified its
market niche as accounts rang-*
ing from $10,000 to $500,000 in";C
premium. Mr. Schaeffer, who ¥
founded the company in 1970, #

believed that Penn General

Agencies' best business strategy
was to serve the small to me-

dium-sized commercial client.

"l took the position that we
didn't want to get into national
accounts on the basis of compet-
ing with the alphabet houses be-
cause of the tremendous pres-
sure and competition," he
explains.

But, RHR's business circum-
stances have changed and so has
its strategy. Today, the broker is
setting its sights on larger ac-
counts, although the targeted
premium range fluctuates from

one region of the country to an-
other.

"You can afford to do certain
transactions in Lubbock, Texas,
that you can't afford to do in
New York City," notes Mr.

Schaeffer.

This focus on the economics of
insurance brokerage is a byprod-
uct of Republic Hogg Robinson's
planning process. The firm

Continued on page 67
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is currently undergoing a cost-ac-
counting exercise to evaluate its
cost of doing business in different
offices. "To run a profitable busi-
ness you have to focus on where
you can make money and where
you can't,"” stressed Mr. Schaeffer.

He says that if an insurance bro-
kerage and service firm can't have
80% of its efforts going into produc-
tion and 20% into administration,
it's going to be in real trouble.

It's not hard to understand why
RHR's parents have big-account
mentalities. Republic Steel is a big
account in its own right, and Hogg
Robinson Group's clients include
many of the world's largest multin-
ational corporations.

To penetrate large national ac-
counts, RHR has formed a small
unit of people who will attack cer-
tain coverage segments in which
they have special expertise. The
unit is anchored by three key pro-
ducers lured away from the alpha-
bet brokers and the former No. 2
man in General Motors Corp. risk
management department.

"We try to target a coverage in
which we have good expertise like
mining and minerals and aviation,"
explains Mr. Schaeffer. "Some-
times you can get into a national
account on a segment basis," he
adds, pointing out most large com-
panies now use four or five brokers
anyhow.

Does this mean that the alphabet
brokers will be seeing more compe-
tition from RHR in the future?

"We expect to be a factor more
and more," affirms Mr. Schaeffer.
"We aren't going to knock anybody
out, but we will be kind of a gnat
buzzing around certain segments."

The national accounts unit is
headquartered in the company's
Detroit- and Cleveland-area of-
fices, though it uses personnel in
other branches to spot opportuni-
ties. Rather than hiring a huge staff

for the unit right off the bat, RHR.

is using a more cautious, less-costly
approach of building staff as the
business grows.

The national accounts unit also
has developed computer software
to perform a variety of risk analy-
sis functions. Initially developed
for internal use, the Queri System
is now being offered to companies
that want to acquire a self-con-
tained risk management informa-
tion system compatible with a vari-
ety of microcomputers.

At least two major corporations
have purchased the system and
roughly another 25 of the 30 com-
panies that have seen the software
have expressed interest.

RHR continues to benefit from
referrals from Hogg Robinson.
Many of the Lloyd's broker's cli-
ents that seek to make investments
in the United States are asking
RHR to bid on their insurance. In-
deed, RHR's marketing literature
stresses the broker's worldwide
presence through its affiliation
with Hogg Robinson Group.

RHR also specializes in working
with Japanese companies, which
like dealing with the brokerage's
seven Japanese-speaking staff
members.

RHR also is boosting its strength
in the self-insurance claims admin-
istration field. In fact, revenues
from the company's administration
subsidiary, Penn General Services
Corp., grew more quickly last year
than its brokerage revenues.

Hotly competitive property/cas-
ualty insurance premiums have
lured some companies from the
ranks of self-insurers, but others
are becoming more interested in
self-funding their health plans be-
cause of soaring group medical in-
surance premium rates. PGSC sells
both workers compensation and
medical claims administration ser-
vices, but its growth last year was
achieved in the medical claims

component.
"If PGSC contributed about 30%

'We try to target a coverage in which
we have good expertise like mining
and minerals and aviation. Sometimes you
can get into a national account on a
segment basis,' Mr. Schaeffer explains.

of our revenues last year, | would
guess that the percentage is up to
about 32% or 33% now," says Mr.
Schaeffer.

Although RHR trails far behind
the largest U.S. brokers in size, it is
a major force in the claims and ad-
ministration business-and wants
to become an even bigger force as a
third-party administrator of em-
ployee benefit plans.

"This was one of the directions
that came out of our strategic plan,”
Mr. Schaeffer explains.

Last December, the company ac-
quired Health Benefits Administra-

ANCEL EARP,
McELDOWNEY &

125 Park Avenue
Oklahoma City, OK 73102

H. C. KNIGHT
& CO.

MCcCWILLIAMS, INC. 320 walnut Street
Philadelphia, PA 19106 309 Vine Street

tors, a third-party claims adminis-
trator in Springfield, Mass. In Feb-
ruary, it purchased Pension Plan-
ning Associates, an actuarial con-
sulting firm in New York City that
employs about 10 actuaries.

PGSC now handles all benefits
administration for municipalities in
Maine and New Hampshire.

Seaboard Underwriters Inc., the
wholesale brokerage arm of RHR,

is a separate subsidiary headquar- .

tered in Burlington, N.C. The par-
ent corporation also owns a captive

management company and a rein-
surance broker in Bermuda.

ASSUREX. . . EVERYWHERE
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Other developments at RHR in
1982 include:

* Last November's acquisition
of The Wirkman Co., a 50-year-old
fire and casualty insurance agency
in Philadelphia.

- Establisment of a new bro-
kerage office in Houston under the
wing of Carol Stanley, a former vp
at Frank B. Hall & Co. Inc.

*The sale of the partnership's
20% interest in Lloyd's broker
Derek Bryant Insurance Brokers
Ltd. in London.

* Development of a mass-mar-
keting capability for personal lines
coverages through employers and
employer associations.

- Staff reductions in selected of-
fices, particularly in Los Angeles.

RHR commercial brokerage of-
fices are located in Los Angeles,
Burlingame and San Diego, Calif.;
Phoenix, Ariz.; Miami; Boston;
New York; Southfield and Sa-
ginaw, Mich.; Burlington, N.C.;
Beachwood, Ohio; Wynnewood,

Well, almost everywhere. The dots, 59 of them,

show where our current partners are headquartered.

In the coming months we'll add partners in areas
represented by the squares.

In addition, 64 branch offices (not shown) mean

wherever your company has exposure, there's an
independently-owned Assurex partner nearby. . .

including affiliates in 14 foreign countries... ready

to work for you.

Over 4,000 professionals. . . experts in reducing
your insurance and risk management costs. . . like

the ones below:

KREIDLER.
SHELL, INC.

Cincinnati, OH 45202

LaMAIR-MULOCK- THAMES
CONDON CO. & BATRE'

250 Central Trust Byjlding 907 Walnut Street
Des Moines, IA 50309

Mobile, AL 36603

*
AS§ILAV!IPA§3%AL 6480:Busch Blvd. Columbus, Ohio 43229 (614) 8884869

Pa.; and El Paso, Lubbock, Dallas,
Amarillo and Houston, Texas.

Penn General Service Corp. of-
fices are located in Los Angeles;
New York; Dallas; Miami and
Tampa, Fla.; Caribou, Falmouth
and Jackman, Maine; Southfield,
Cadillac and Grand Rapids, Mich.;
Springfield, Mass.; Barrington,
N.H.; and Burlington, N.C.

Seaboard Underwriters Inc. of-
fices are located in Chicago; Hous-
ton; San Diego; Burlington, N.C_;
Boynton Beach, Fla.

The company's principal officers
include: Alfred B. Schaeffer, chair-
man; Charles E. Keller, president
and chief executive officer; Arnold
Bergson, vice chairman; Vernon
Dockendorf and Donald Benyas,
regional vps; Gerry R. Ginsberg,
and William J. Nietschmann, se-
nior vps; Donald Sandgren, presi-
dent of Seaboard Underwriters
Inc.; and Kenneth Weir, president
of Penn General Service Corp.

-By Rhonda L. Rundle

JOHN L.
WORTHAM & SON

209-211 N. Joachim St. 2727 Allen Parkway

Houston, TX 77019
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Financial Guardian

Group Inc.

3100 Broadway, Kansas City, Mo.
64111; 816-561-8630

1982 1981

Premium vol. NA NA
Gross rev.. $22.317.113 $21,224,455
Employees. 316 379
Rev./employees. $59.354 $56,000
Offices. 24 24

Financial Guardian Group Inc.
has its hopes pinned to specialty
products as it breaks out of a bad
vear.

The Kansas City broker, which
continues to hold the 15th spot in
Business Insurance’'s annual rank-
ing, also is doing more wholesale
property/casualty business and less
retail property/casualty.

This also should help it fare

more favorably in this downcycle,
says Lee Beets, the founder, chair-
man, and chief executive of 13-
year-old Financial Guardian.

FG's mere growth in gross reve-
nues of 5.1% allowed Tampa-based
Poe & Associates to move above it
in the Bl rankings. Only the combi-
nation of Ryan Insurance Agency
Group and Rollins Burdick Hunter
Co., opening up a rank below the
number 10 spot, allowed FG to hold
its 15th place ranking.

FG's efforts to pioneer new in-
surance markets as a way to spur
growth are evident in one product
that is just getting off the ground.

FG has developed a production
insurance policy for oil and natural
gas producers. It will help pay debt
service if a well suffers an unex-
pected "reservoir inadequacy."

It appears primarily to insure a
well owner against the possibility
that petroleum engineers might
have, in good faith, overestimated

the recoverable reserves a: a si:e.

Under the policy, und Erwri:ers
will pay principal and nterest
under any debt agreemenss for the
period of time that a well suffe:-s a
“reservoir inadequacy."” Excluded
causes of the inadequacy include
fire, weather, damage frim aircraft
and vehicles, earthgLake, land-
slide, subsidence, blowout or me-
chanical problems, acs of gross
negligence, infidel:ty or financial
default or insolvency of the well
operator.

The policy is being marketed by
FG subsidiary Worldsurance Inc.-
its managing general agency and
surplus lines specialist-and under-
written by FG subsidiary World
American Underwriters [Nnc.-an
insurance and reinsurance under-
writing manager-for i-arious in-
surance companies re-nsured by
Lloyd's of London.

“"We also expec: to introdice
within a couple of weeks a limiec

partnership surely co*er that will
be able tc substitute for a letter of
credit,” says Willian: A. Schon-
vice chairman of World

aener
American Underwriters, president
of Worldsurance and a vp and
director 03 the parent company.

"We want :0 do th.ngs in areas
where it -akes a level of expertise
that no. everyone can match," he
adds.

The new res-

ervoir Eolicy not
only illustrates
FG’'s emphasis
on new products,
b.:t also its

growing whole- --
sale and under-
writing manage-
ment business. gaa
FG'. whole- . Beets
sale prop-

erty/casualty business grew to
31.4% in 1982 from 2£.1% in 1980
ard retail property/casualty busi-
ness fell to 52.6%6 fr,m 71.5% in

The company that had
years of international

Insurance experience

before it existed iIs now

one year old.

If you write overseas coverage for US. businesses or
U.S. coverage for overseas companies, you really should
get to know AEGEN International.

We pool the re-

ces anc%
ree O

biggest names in insur-

ot t

th

0]

erience lidMifr-.i
fdest an --,

r li-1.:1/ A

-l

ance: AEtna Life & Gas- » ZNO

ual

an

Thanks to our inter- *
national network, we can F

offer you very competi- 1

tively-priced insurance in

over 70 countries. Or, we'll make special arrange-

ments for you anywhere from Pole to Pole. .. s -
So why not dial David Benson, Presi- ’

dent, Dennis Fassett or Frank Makovec,

Vice Presidents at (212) 285-8080 and ask

for a no-obligation review of any risk package

N OuuUu"re<= h &arhdliirmgagg -
We think you'll find our claim of being

competitive in service and price is no mere claim.

AEGEN.The Foreign Policy Experts.

—oe. -

. Geeral o Trieste, ABGIN INTERNIAL-E*%r IiC
ailsno o OKYO. | T .2340 .:

WU Telex 968557
x r. %«f.

ft 2o

7.3T

1980.

FG is a licensed excess/surplus
lines broker in Alaska, Arizona,
California, Florida, Idaho, New
York, Texas, Louisiana, Missouri,
lllinois, Michigan, Kansas, Colo-
rado, lowa and Nebraska.

In 1983, Mr. Beets says, wholesale
business will increase further and
retail business will fall slightly.
However, FG wiill still get at least
41% of its gross revenues from re-
tail commercial property/casualty
business.

Meanwhile, employee benefit
and life insurance business grew to
16% of gross revenues in 1982 from
8.4% in 1980.

Overall, FG's business was 71.9%
commercial at the end of 1982, up
from 71.1% in 1981.

Since it is commercial retail
property/casualty that is suffering
most in the current competitive
market, FG's mix of business with
the growing emphasis on ex-
cess/surplus business should be to
its favor, believes Mr. Beets.

But this mix did not help much
in 1982.

It was a disappointing blip in a
string of strong years for FG. Al-
though operating revenues grew
5.1% to $22.3 million despite a
nearly 25% reduction in renewal
premium volume, after expenses,
Financial Guardian lost $36,100 in
1982, according to public docu-
ments.

On the retail side, Financial
Guardian this year is interested in
more larger risks.

"We are encouraging our produc-
tion people to relate more to risks
larger than they have generally so-
licited," says Mr. Beets. For one
thing, FG intends to continue to
provide package programs to fran-
chisees in the food industry.

FG continues to share with two
other brokers, Frank B. Hall & Co.
Inc. and Marsh & McLennan Cos.
Inc., the property/casualty business
generated by franchisees of
McDonald's Corp. (BI, March 29,
1982). It also provides property/cas-

ualty coverage for Pizza Hut fran-
chisees.

"1 think the franchisees have
come out like gangbusters,” says
Mr. Beets. "l think they got the best
of price and service.”

Unlike some of the larger bro-
kers, Financial Guardian willingly
operates on both sides of the
seller/underwriter fence.

"I think the broker should be in-
volved in every phase of the insur-
ance business," says Mr. Beets,
whose company is an agent for at
least 200 insurers, specialty and
general.

World American Underwriters is
an underwriting manager for sev-
eral specialty programs, including a
miscellaneous errors & omissions
program backed by the Home In-
surance Co. The program provides
coverage for real-estate brokers,
management consultants and other
lower-risk service providers.

World American Underwriters
also is an underwriting manager
for the special-risks portfolio of
Angelina Casualty Co., part of the
St. Regis Corp.'s insurance group,
and for Omaha Indemnity Co.'s re-
insurance operations.

Besides its MGA and under-
writing management operations,
FG owns a Bermuda-based insur-
ance company, FG Reinsurance
Ltd., which it has not substantially
capitalized yet. However, Financial
Guardian is considering joining
with other investors to capitalize it

Despite the glut of reinsurance in
the world market, Mr. Beets feels
an FG-controlled reinsurer would
be able to accept treaty commit-
ments on much of the business
written by World American Un-
derwriters and keep that business
in the corporate family.

Mr. Beets feels FG almost stands

Continued on facing page
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alone in its ability to market spe-
cialized programs on a national
basis.

Many large brokers lack central
management, Mr. Beets feels, and
individual producers in branch of-
fices end up running their little
fiefdoms.

Taking cues from his days as a
production or sales manager for an
insurer, Mr. Beets decided to cen-
tralize his management functions.
Agencies or brokerages acquired by
FG are told from the start they will
have to accept a high-degree of di-
rection from Kansas City head-
quarters.

This philosophy has allowed FG
to develop powerful national pro-
grams in wet marine, trucking,
food and beverage, nursing homes,
professional liability and energy,
Mr. Beets feels.

"We have planned our organiza-
tion from the beginning and our
national expansion has not been
hampered by an existing corporate
structure...,"” says Mr. Beets, who

also likes to tout his future-oriented

corporate strategic plan.

One of Mr. Beets' key strategies
is to take full advantage of com-
puters in marketing insurance
products. The broker has had its
own mainframe system for years
for policy services, but decided in
1982 to affiliate with the Insurnet
system being developed by a con-
sortium of insurers.

Mr. Beets hopes Insurnet will
allow all of FG's branches to be
"on-line" with a central computer
in Kansas City which will carry ac-
counts receivable/payable infor-
mation as well as a specially writ-
ten program for finding prospec-
tive new clients. Eventually, Insur-
net is supposed to allow direct links
with participating insurers as well,
allowing electronic rating and
printing of policies.

Mr. Beets says he isn't worried
about becoming enslaved to the
proprietary computer system be-
cause it is directed by several insur-
ers instead of one. Moreover, he
says, it allows FG to take advantage
of pre-packaged software and
hardware.

"l think Insurnet does a great
thing for us-it allows us not to be
trapped with a system,” he says.
"We didn't want to get involved in
big hardware and software invest-
ments.”

While FG is a national bro-
kerage in the sense that it handles
risk throughout the nation, it still
has some blind spots in terms of of-
fices. Mr. Beets would like to have
facilities in Southern California,
Dallas, Atlanta, Florida, Indiana,
Ohio, Pennsylvania and the North-
east, such as Hartford, Conn., or
Boston.

FG currently has offices in Phoe-
nix, Ariz.; San Jose, Calif.; Denver;
Stamford, Conn.; Hinsdale, lll.; Des
Moines, lowa; Atchison and Wich-
ita, Kan.; Troy, Mich.; Kansas City,
and St. Joseph, Mo.; St. Louis;
Omaha, Neb.; New York; Houston;
Cheyenne. Wyo, France; and Hol-
land.

In September 1982, FG com-
pleted the acquisition of Insurance
Underwriters Inc., an insurance
agency in Troy, Mich., for $327,000.
In April 1982, it purchased Interna-
tional Insurers Services Inc., a
Houston-based agency, for 37,000
shares of FG common stock valued
at $6.03 to $6.86 per share. The ac
quisition will be completed this

year.

It also acquired the Claude Gia-
man Agency in Atchison, Kansas.

FG also purchased Houston Cas-
ualty Agency Inc. of Houston, for
30,000 shares of FG common stock
last April.

FG is still out beating the bushes
looking for acquisitions at the right
price and in the right place, Mr.
Beets says. Conversely, Mr. Beets

says, Financial Guardian would al-
ways be willing to consider being
acquired if the terms were to the
benefit of its roughly 160 share-
holders.

"Any organization is probably
available with the right set of in-

gredients,” says Mr. Beets. "We're
one of the few that's still avail-

able.” Mr. Beets doesn't define the

right ingredients, but he notes that
there are about 2 million shares of

FG stock outstanding.

Thus, an acquiring company
would have to come up with nearly
$14 million to match the $6.86
price-per-share established in FG's
own acquisitions for stock. There is
no public market for FG's shares,
however, so a tender offer would
almost have to be a friendly one.

FG also doesn't rule out offer-

ing stock to the public. Mr. Beets

%4.
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says it has always been an objective
of FG to seek liquidit> "and going
public would accomplish that."
Besides Mr. Beets and Mr. Schon-
acher, key executives of Financial
Guardian Group Inc. are Donald R.
Weber, executive vp, director and
president of Financial Guardian
Inc., the retail brokerage affiliate;
Richard H. Turner, vp and trea-
surer; Lewis A. Dysart, vp, secre-
tary and general counsel; Doran R.

O'Neale, vp and director; and Nor-
bert F. Koehs, vp and director.

As reported to the Securities and
Exchange Commission, the five
highest-compensated executives in
salaries, commissions and bonuses
in 1982 were:
Lee Beets $150,000
$120,000
$117,128
$108,000
$100,000

Donald R. Weber
Doran R. Oneale
Norbert F. Koehs
WA Schonacher Jr.

-By Bill Densmore
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Hilb, Rogal &

Hamilton Co.

6630 Broad St., Richmond, Vva.
23230; 804-281-6336

1982 19E1
$105,000,000 $100,000000
$17,600,000 $17,000 000
Employees. 382 425
Rev./employees. $46,073 $40)000
COoOffice=_. . O A=

Premium vol.

-Gross rev.

Employee-owned Hilb, Rogal &
Hamilton Co. is carving out the
small and medium-sized businesses

N the Southeastern United Sta:es
as its niche in the brokerage busi-
ness.

"Over the long term, our goal is
-0 stay and build in the 15 or 20
cities where we are at present,”
says President Robert H. Hilb. "We
have no particular goal to go over-
seas or to be the major competition
for Alexander & Alexander or
Frank B. Hall. Although, of course,
.t is unrealistic, our major goal is to
become the No. 1 broker in every
one of our cities.”

Last year the broker inched :0-
ward its goals by consolidation-
Nnot massive revenue gains or ac-

quisitions.

In its first full year separated
fromm Richmond-based Continental
Financial Services Corp., Hilb,
Rogal & Hamilton (holding com-
pany for Insurance Management
Corp.) added no new locations, but
increased revenues 3.5%,to $17.6
million in 1982 from $17.0 million
in 1981. Premium volume also in-
creased in 1982, to $105 million
from 1981's $100 million.

The growth held Hilb, Rogal's
position relative to competitors, al-
though it moved up a notch to No.
16 among the Top 20 domestic bro-
kers thanks to the combination of
Ryan Insurance Agency Group and
Rollins Burdick Hunter.

Hilb, Rogal worked on internal
matters in 1982, including getting
personnel used to working as a sep-
arate entity and streamlining oper-
ations to enhance profitability, says
Mr. Hilb.

Trimming the workforce to 382
persons in 1982 compared with 425
in 1981 increased Hilb, Rogal's rev-
enues per employee to $46,073 com-
pared with $40,000 the year before.

Streamlining operations contin-
ued into 1983, with the consolida-
tion of offices in the Tampa and
Fort Myers, Fla., areas, the merger
of a Boston office into a joint ven-

ture and the sale of a Sarasota, Fla.,
operation.

"What we're trying to do is im-
prove the quality of our opera-
tions,” Mr. Hilb says. "In a few of
our locations, such as Tampa where
we brought our marine operation
into an office nearby, we found
that we could do the combined ob
more efficiently.

"Our plan to is to concentrate our
efforts in the locations where we
are currently positioned,” Mr. Hilb
explains. "These include 16 profit
centers located primarily through-
out the Southeastern and Eastern
United States-with the exception
of an office in San Diego, Calif.

"Right now, we're not looking
for penetration into major cities,"
Mr. Hilb adds. "Just recently | got a
call from a person in New York
with an offer to sell. | turned it
down; we're just not interested in
having an office there. We're look-
ing for mergers to increase our po-
sition in cities we already serve.”

Hilb, Rogal doesn't need a pres-
ence in large cities because it
doesn't concentrate on Fortune 500
or other super-large risks.

"The big boys can continue eat-
ing each other alive on that busi-
ness," says Mr. Hilb. "We prefer to

Discrimination

Liability
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serve as the risk manager for the
smaller commercial account rather
than serving as the marketing arm
for the risk manager on a larger ac-
count.”

An exception to the emphasis on
smaller cities is Atlanta, where
Hilb, Rogal owns a small office.

"It is a big city, but we would like
to grow there nonetheless,” Mr.
Hilb says. "It is in our marketing
area. The Atlanta office is not as
big as it should be for a city that
size, but its results are as good as
any in our system.”

The lack of acquisitions in 1982
was not from a dearth of agencies
available, Mr. Hilb says. "There are
a lot of struggling agencies out
there that are more than willing to
sell to anyone," he says. "In your
acquisition policy, you must be
more selective than ever. Buying a
struggling agency is seldom an out-
standing bargain.”

Mr. Hilb qualified that observa-
tion. "If you're growing in cities
where you already have prosperous
operations, you can perhaps afford
to acquire a struggling office and
work to blend it into your own sue-
cessful one,"” he says.

Mr. Hilb says his firm is working
on a "rededication to the sales ef-
fort.

"To be a good producer today,
you need the same skills as you did
in the 1970s, but you also need a
willingness to work harder,” he
says. "In our case, we found when
we took over the organization that
we had some of our employees in
virtual semiretirement at age 45.
They weren't doing much work.

"That has changed,” he contends.
"We're asking for a new dedication
to doing the job. And our figures
show our people are responding. In
the first quarter of 1983, our busi-
ness was up 16%b on pure sales
alone. To get those kind of figures,

somebody has to be working out
there.”

Mr. Hilb atttributes much of the
success of the "rededication" effort
to the firm's smaller size and the
control exerted from a lower level
of bureaucracy since it was sold by
Continental. Ownership and man-
agement are in the hands of 43 offi-

"When the people you count on
to produce own a piece of the ae-
tion, you're bound to get more ef-
fort out of them. It's a great moti-
vator,” Mr. Hilb says. "We plan to
increase the number of our em-
ployees who own stock in the near
future by about 35 through a new
stock offering. The stock will be of-
fered to employees who occupy
lower corporate levels than those
who now are shareholders.”

It is expected that the company
will remain largely employee-
owned. Mr. Hilb says only employ-
ees can purchase stock, and that the
corporation has the first right of re-
fusal if the employee decides to
sell.

Mr. Hilb says he believes the bro-
kerage is better off in being free to
make its own decisions without con-
cern about how they would affect
the results of a parent corporation.

"Owning your own business is
great,” he says. "Formerly, when
we were part of a major conglomer-
ate, we had to work like crazy just
to change the parent corporation's
earnings per share by a penny. And
even if we accomplished that, it
didn't seem to make a difference.
You never got the recognition you
thought you deserved.

"Now if you do the job, it shows
up on the bottom line. And the de-
cisions are ours alone to make," he
adds. "We started our rededication
efforts two years ago, and they are
just starting to work. We needed to
convince everyone that the new
way was better."

The "new way" utilizes autono-
mous offices supported by only
eight employees on the corporate
level. Offices are kept to corporate
goals by frequent sales meetings
and increased reporting require-

ments.

"We don't have a very large cor-
porate office here in Richmond,"
Mr. Hilb says.

"Our plan to is

give each office ITi
great responsi- imwilin.
bility in pulling -8>»>-
its own weight I' flill=
in the firm. But as
we have more irjf-
sales Mmeetings
than we ever ly*Ii
have before, and -
I'm now asking Mr. Hilb

for sales reports

I never asked for before.

"Today, each office has to work
hard, or else we won't get ahead. |
think many of our employees are
beginning to believe that, and
many are even finding out that
hard work feels good.”

Mr. Hilb notes, "With our type of
clients, you impress them with
good market position in the city in
which you are located. You don't
impress firms that will net you
from $40,000 to $50,000 in premium
with a list of computer services or
captive management firms.

"We've got the same brochures
and big pictures that the larger, na-
tional brokers have,"” he adds. "Our
secret really isn't one; we just feel
we do a better job."

In making that argument, Mr.
Hilb lists many of the same attrib-
utes claimed by a smaller indepen-
dent agency: service is more per-
sonalized, efforts are made to
maintain local flavor in each office
and account executives are not
reassigned regularly and so provide
more consistent buyer contact.

Many Hilb, Rogal offices are sim-
ilar to larger independent agencies
in another respect: They don't ig-
nore personal lines business.

"We've got a pretty healthy book
of personal-lines business,"” Mr.
Hilb says. "Personal lines probably
makes up more than 20%b of our
business on average.

"We've always taken an interest
in personal lines because it helps
stabilize our commercial business,"
he adds. "Many of our offices ac-
tively seek it. In our smaller cities,
we get walk-in business. In the
larger offices, the emphasis is on
larger personal-lines business. I'd
say that in general we're not over-
whelmingly interested in the iso-
lated tenants policy, but if you have
a person with a home, a car and
maybe a boat, you're getting some
good, stable business.”

Like other brokers, the Insur-
ance Management offices' financial
results are being hurt by insurance
rate cutting prevalent in commer-
cial property/casualty lines. Like
other brokers, Hilb, Rogal is seek-
ing to cut costs and increase effi-
ciency. One means of improving
that efficiency may be a cut back in
the number of insurers represented
by each office, Mr. Hilb says.

"In some offices, we represent 30
to 40 carriers,"” he says. "The ineffi-
ciencies and paperwork involved
in utilizing that many insurers
doesn't justify the savings we can

get for our clients in a few isolated
incidents.”

If the firm does decide later this

year to reduce the number of insur-
ers it represents, the business will
be switched to other markets, in-
cluding the two insurers who
helped finance the purchase of In-
surance Management.

Mr. Hilb refuses to name those
insurers, saying the financing
agreement precludes him from
identifying the source of the pur-
chase money. However, he admits
the percentage of Hilb, Rogal busi-

ness written by the two insurers
has increased since the sale.

One reason for the increase is
that Hilb, Rogal's interest rate on
its loan from the two underwriters
decreases if a certain volume of
business is placed with them.

"Deciding which insurer to place
business with is always a delicate

Continued on facing page
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issue these days for brokers," he
says. "If we do reduce our markets
this fall, I'm certain that our fi-
nancing insurance companies will
pick up some of the business.

"After all, these companies stood
behind us when we needed them,
and we should never forget that,"
Mr. Hilb says. "It makes a differ-
ence in the way you think about
them. | admit that all things being
equal, we are always happy to give
them some additional business.

"But they still have to be respon-
sive," he adds. "We are here for the
customer and have to do the job for
them. You can never sacrifice that.
There are incentives to place busi-
ness with our financing insurers,
but you can go to any insurance
company and get concessions for
good business in today's market."

Growth for the firm in 1983
should come from "two new prod-
ucts | can't tell anyone about yet,"
Mr. Hilb says. They will be com-
mercial insurance products, he al-
lowed.

"Creative thinking helps, even if
it does only give you a six-month
jump on the competition," he says.
"Besides the two programs, we're
also developing some coverages
that are not unusual in themselves,
but will be packaged in unusual
ways. We're smaller now and we
control our own destiny. We want
to use that to our advantage by try-
ing out new things."

Mr. Hilb says he also expects to
expand sales of benefit coverages.
"Every client of 100 employees or
more is acutely aware of its bene-
fits costs," he says. "They're look-
ing to save money wherever they
can. For many of our smaller eli-
ents, we've been recommending a
program that includes partial self-
insurance with an excess layer for
catastrophies.”

Hilb, Rogal offices do some busi-
ness with London markets, but Mr.
Hilb says most of his requirements
are met by the domestic ex-
cess/surplus markets. The com-
pany also does not emphasize un-
bundled services, since it lost affili-
ations with companies specializing
in premium financing, self-insured
workers compensation services and
excess/surplus lines.

Like other big brokers, the firm
is investigating ways to use com-
puters to increase efficiency, but
hasn't found the answer.

"We installed a new system in
our San Diego and Pittsburgh of-
fices, but we're just not satisfied
with the software,” Mr. Hilb says.
"Our automation program is on
hold; we're going to wait to see
what the advances in the industry
in general and insurance company
participation in particular hold. We
think something might happen by
the end of this year."

Three things must happen for
1983 to be a success, he says. The
first is a successful launch of its two
new commercial products. The sec-
ond is reaching targeted levels of
business with the two insurance
companies that financed the Hilb,

Rogal buyout. Finally, the organ-
ization must maintain the level of

enthusiasm that resulted in reve-
nue gains so far this year.

Mr. Hilb admits the operation
would be available to a larger bro-
ker "at the right price,” but doesn't
expect that price to be offered soon.

"We're not really interested in
selling to another broker," he says.
"Sure, every person has his price,
but | tell callers interested in buy-
ing our operation that the price
we'd accept wouldn't be acceptable
to them.”

Hilb, Rogal & Hamilton subsi-
diaries include: Baumhauer-Croom
Insurance in Mobile and Hamilton
& Shackelford-Insurance in Bir-
mingham, Ala.; Percy H. Goodwin
Insurance Services in San Diego;
The Insurance Management Center
Inc. in Manchester, Conn.; Hern-
don, lles & Scott Inc. in Orlando;

Insurance Management Corp. of

South Florida in Fort Myers; and
Insurance Management Corp. of

Tampa Bay, all in Florida.

Additional subsidiaries include:
Columbus Interstate Insurance
Agency in Columbus, Ga., and
Leide Associates Inc. in Atlanta;
The Jackson Insurance Agency Inc.
in Jackson, Mich.; Underwood-
Dawson Inc. in Goldsboro, N.C_;
Meuche, Hickman & Snow Agency
in Dayton, Ohio; Rogal Co. Inc. in
Pittsburgh; and Insurance Manage-
ment Corp. of Charlottesville; In-
surance Management Corp. of
Tidewater in Chesapeake; and Mu-
tual Insurers Inc. in Richmond, all
in Virginia.

In addition to Mr. Hilb, principal
officers include David W. Hamilton
and Alvin Rogal, executive vps;
Timothy J. Korman, vp and trea-
surer; Dianne F. Fox, assis:ant vp
and secretary; and Andrew T.
Gabor, assistant vp and comptrol-

ler.

By Dave Gatanti
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HIGH LIMIT DISABILITY INSURANCE

Disability Income

Designed to protect the high income of in-
dividuals who need disability benefits in
excess of what is normally available
through Group LTD or other individual

contracts.

e Up to $25,000.00 Per Month
e 30 to 365 Day Waiting Pzriods
e U p to 5 Years Benefir Period

= Annual or Multi Year Policies

Call Ted Dipple, Polly O'Leary
or Candy Hallett

617-938-9010

. "*)any

Permanent Total Disability

Ideally suited to fund d,sability buyout
agreements for partnerships, closely held
corporations and other employment or
performance contract situations.

= Multi Million Dollar Limits Available
e Lump Sum Payments

« 12-Month Qualification Period

e Own Occupation Definition

*0ood,Dipple@ 9,ren

[t=Domted

300 Unicorn Park Drke

Wobunt, Massachusetts 01801
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John L. Wortham

& Son

2727 Allen Parkway, Houston,
Texas 77251;713-526-3366

1982 1981

Premium vol, $108,952,695 $103,118,836

Gross rev... $14,410,496 $13.109,710
Employees. 230 233
Rev./employees. $62.913 $56,266
Ly oy o B s — - - m -

Houston's economy came
through again for John L.
Wortham & Son in 1982.

While the nation's poor economy
affected the results of many bro-
kers in 1982, Houston's good eco-
nomic weather helped move
Wortham up to the 17th position in
the Business Insurance ranking.

Wortham, which made the Top
20 for the first time in 1982 thanks
to strong area economy, moved up
two notches on the chart this year.

But Wortham, which increased
its gross revenues by more than
10%6 last year, is watching the
weathervane more carefully this
year, says Fred C. Burns, a partner
in the brokerage.

While the recession is showing
signs of abating in much of the na-
tion, the winds are just beginning
to pick up in Houston now, he says.

"The recession is late in coming,
but will also be late in leaving.”

Much of Houston's economy re-
volves around the energy industry,
Mr. Burns notes. With the decrease
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in demand for oil, fewer rigs are
operating.

The economic downturn has hit
Wortham with a slight increase in
bad debts, Mr. Burns notes, but rev-
enues continue strong. First-quar-
ter results for this year are up 3%
over the same period one year ago.

Gross revenues in 1982 rose to
$14.5 million from $13.1 million in
1981.

"We had a strong year and we're
not balancing the books on the ex-
pense side,” Mr. Burns comments,
noting that many large brokers
reacted to relatively weak results
last year by cutting staff.

Last year, Wortham reduced
staff by 1% to 230 from 233 employ-
ees. The three positions were eli-
minated because of automation, he
notes.

About 14%, or 32, of the employ-
ees are partners in the brokerage,
one more than in 1981. Two part-
ners retired and Wortham elected
one additional partner in 1982, Mr.
Burns explains.

Wortham is the only privately
held, unincorporated partnership
in the Business Insurance Top 20.

The managing committee that
serves as the broker's senior man-
agement includes managing part-
ner Allen H. Carruth and partners
Joseph G. Cutler, John W. Hervey,
Robert H. Moffatt and Mr. Burns.

The brokerage has remained a
partnership since its inception in
1915, Mr. Burns notes, which has
certain advantages.

"You only have so much money
coming in," Mr. Burns explains. "If
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you r.ave to pay so much to outside
investors and so much to manage-
ment and so much for operating
expenses, there's a question of how
muc: you have left to pay account
executives. We don't have as many
layers and we pay our people well."

P:irtners oversee more than 20
separate departments thal handle
Wor-ham's accounts, abc,u: 949 of

which are commercial business.

CE,sualty risks, includir.g work-
ers zompensation, comprise the
largest chunk of the broker's busi-
ness-about one-third. Property in-
surance and marine and energy ac-
cour- for another third, with all
other lines making up the final
thirc. said Mr. Carruth.

"llarine (risks) came on a little
stronger last year than in the past,”
he explained. "And, our percentage
of casualty business fell a Yew per-
centage points compared with ma-
rine. rhat actually gives us a better
balance.”

W.rtham didn't actually plan to
increase the percentage of marine
business it places, Mr. Carruth said,
"but we look for growth wherever
we can find it.”

Gross premium volume for 1982
rose 5.7% to $108.9 million from
$103 1 million in 1981.

"We consider that a normal year
for -ew business. We may not
write as much new business as
other brokers, but we probably re-
tain a higher percentage of the
business we do write," he says.

Or new and existing accounts, a
whole team of Wortham technical

staffers may work directly with eli-
ents, Mr. Burns says. Some clients
want o take ques.ions directly to
technicians, he says, while other
clients ch)ose b deal only with the

account execu=ive that produced
the business an d have him or her

serve as a liaison.

“We lef the cien: choose. We can
use either system because our em-
ployment is so stable. In some cases,
if only one person (the account ex-
ecutive, fir eximple) is real famil-
lar with the account it can be tragic
if that person leaves. But our turn-
iver is very low-less than 5% for
the profess.ona. staff.”

Wor.hE.m places business with
more than 100 -nsurers throughout
the United States and through nu-
merous Londor brokers. It doesn't,
however, have any financial inter-
est in brokers outside the U.S.

Wortham recognizes an industry
:rend Go reduce the number of in-
surers a brokerage uses while tight-
ening relationships with the re-
maining ones, particularly in small
commercial and personal lines, Mr.
Burns says.

But Wortham i.n't consciously
-lying to follow that trend. If the
brokerage places business through
fewer insurers . n the future, it will
be the result more of a natural pro-
cess than a conscious decision, Mr.
Burns .ays.

Wortham, hcwever, has made a
conscious decis on to tighten rela-
tionships Nith some insurers by in-
-erfacing the insurers' computers.
Wortham has terminals that can

commuhnicate with two insurers,
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COMMUNI[CAT[ON:

Taking bold action
... breaking with tradition.

CU Insurance is involving its agents in
companyplanning at the local, regional and
corporate level. Via CU's PAC (Producer
Advisory Councils), Agents and company alike
are communicating frequently on issues of

mutual and far reaching concern.

Working togetheri planning together,
communicating better... some ofthe
challenges of 1983 being met right here, right
now by CU Insurance and the Independent
Insurance Agents who represent them.

O Insurance

Commercial Union Insurance Companies
One Beacon Street

Boston, Massachusetts 02108

mostly in personal lines areas, and
soon wil. add a system to interface
with anather.

Although Mr. Burns recognizes
the advantages of communicating
with all insurers through. one com-
puter system rather than through
different terminals for each in-
surer, he says Wortham can't wait
for deve.opment of such a network.

But, it needed electronic commu-
nication capabilities now and will

follow its current mode of adding
terminals for each insurer it wants

to communicate with until a net-

work is developed.

Similarly, Wortham also didn't
wait unt.1 internal automation sys-
tems were readily available before
computerizing the brokerage. It de-
veloped .ts own computer software
system about 15 years ago, Mr.
Burns nctes.

The system, which is expandable
to meet lhe broker's growing needs
for automation, is basically an in-
ternal management system.

“"We do use it for some risk man-
agement such as loss analysis, but
it isn't really a revenue-generating
tool. It never was meant to be. Our
main asset will always be our peo-
ple."

Accumulating physical assits, ei-
ther thrcugh subsidiaries or branch
offices, .sn't in Wortham’'s game
plan, Mr. Burns says. Wortham's
only office is the Houston head-
quarters.

The brokerage did own a captive
management company in the mid-
1970s, but later sold it.

-By Donna Leigh Yanish
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Lawton-Byrne-Bruner

Insurance Agency Co.

10 5-oadway, St. Louis, Mo. 63102;
314-621-5540

1982 1981

Premium vol. NA NA
Gross rev. $13,532,100 $13,527,100
Emplorees. 258 267
Rev./employees. $52,450 $50,663
Offices 1 1

Lawton-Byrne-Bruner Insurance
Agency Co. is ccunting on its em-
phasis or- selling insurance, a new
automation computer system and
the recent addi:ion of top-notch
people from major brokerages to

pull it through tough times.
The recession and the soft insur-

ance market left the St. Louis bro-
ker's gross revenues almost flat,
rising only $5,000 in 1982 to $13.532
million from $13 527 million.

Hcwever, the merger of Rollins
Burd.ck Hunter and Ryan Insur-
ance Agency Group opened a slot
in the Business insurance ranking,
which allowed Lawton-Byrne-
Bruner to maintain its position as
the 18th-largest U.S. broker despite
its flat performance.

"l can't imagine the market any
tougher,” says President H. Robert
Lark.n. 'And, the market will con-
tinue to remain soft.

"We wrote new business in 1982,
but with reduced premiums and re-
duced commissions, it was not
enough to increase revenues," says

David R. Anderson, senior vp of
operations.

One way that Mr. Larkin and Mr
Anderson believe the briker car
remain competitive, however, is tc
continue its emphasis on selling in-
surance and personal service to eli-
ents and not by branching into :
wide range of financial services.

To Lawton-Byrne-Bruner, this
concentration is an asset

Mr. Larkin says LBB can offer its
clients more flexibility than avail-
able from more diversified brokers
This gives i: a
competitive edge
in many areas.

"We can tai-

lor-nmake our . a
services to fit :he

client,"” says Mr.
Anderson.
"The quest.on

is who can bring -
resources to the
client the best. Mr. Anderson
and we feel we

have the flexibility to ge-. the bes:
service and best person in the
area," says Vp Scott E. Robinson.

Because Lawton-Byrne-Bruner
has no branch offices, it is free to
use the best resources available in
whatever city a client is located.
"We're not tied -0 offices or people
that we have to use,” he says.

LBB, which has 258 employees at
the end of 1982 compared with 267
in 1981, does business throughout
the nation and worldwide 35% of
its revenue comes from outside the
St. Louis area.

Eight percent of its business is

placed in London, where it does
business with four brokers.

The company services about
13,000 accounts of all sizes, includ-
ing wholesale as well as retail busi-
nesses.

Clients include several major
railroads, fleets of inland towboats
and barges, oceangoing tuna boats,
trucking firms, hospitals, contrac-
tors and public agencies. About 96%
of the company's business is from
commercial accounts, with the re-
maining 4% from personal lines.

Approximately two-thirds of
Lawton-Byrne-Bruner's gross rev-
enues come from its property/casu-
alty business, with the majority of
that coming from casualty lines.

Employee benefits business rep-
resents 19% of gross revenues with
specialized lines, such as marine
and aviation, bringing in 12%.

Besides of its concentration on
selling insurance, LBB expects a
new computer system that began
operating June 1 to make it more
competitive. It took 18 months to
get the new system operational, but
the brokerage expects it to generate
some significant cost savings.

Unlike LBB's previous computer
system that was primarily used in-
house for accounting and other of-
fice functions, the new system will
help clients generate the informa-
tion they need to facilitate the pur-
chase of insurance.

When the system was purchased,
Lawton-Byrne-Bruner found that
the best systems available were fi-
nancially oriented rather than
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product-oriented. It had to buy the
special programs it wanted to make
it client-oriented.

As another indication of its abil-
ity to compete with larger brokers,
Mr. Larkin points to the staff mem-
bers Lawton-Byrne-Bruner has
wooed from the alphabet houses.
He reads this as a testament to the
way the agency operates.

Mr. Anderson, for example, came
to LBB after working in Marsh &
MelLennan's St. Louis office for
many yvears.

Mr. Larkin also points out that
much of the staff is young, another
asset for the broker. Of the 14 man-
aging directors, six are under 40.

LBB's philosophy is to hire
young people, Mr. Larkin says. One
reason other agencies may not have
survived is "they didn't perpetuate
themselves" with young people.

Lawton-Byrne-Bruner also is
structured uniquely. It is owned by
14 managing directors, each of
whom runs an individual "profit
center.” Each is considered a sepa-
rate business with responsibilities
for paying its own expenses and
generating income.

The managing directors earn no
salary-everything they make is
through commissions.

The directors collectively man-
age the company and individually
service insurance accounts with
staffs of varying sizes.

"There's a very thin manage-
ment structure,” Mr. Anderson
says. "The principals are all in-
volved in sales. That's the key."

But the company is branching

j 0% 4%

away a bit from this style of opera-
tion. For the first time, employees
will solicit business for LBB itself
rather than the managing partners.

"It's a new way of doing busi-
ness,"” Mr. Anderson says, "an addi-
tional way to sell insurance.”

The company has two affiliates.
John O. Felker Benefits Services,
an employee benefit administrator
based in St. Louis, has about 70 em-
ployees. It administers health in-
surance and pension and profit-
sharing programs for national asso-
ciations. And, it helps large associa-
tions market insurance programs
for their members, which can get
personal coverage more cheaply if
it is purchased as a group.

The other affiliate is Parcel In-
surance Plan Inc., the largest
agency in the United States special-
izing in writing small parcel insur-
ance. Parcel has complete under-
writing authority from Fireman's
Fund Insurance Co.

Lawton-Byrne-Bruner also pro-
vides risk management services to
all commercial accounts The com-
pany can get specialized loss runs
and other risk management infor-
mation that risk managers of larger
corporations need, Mr. Felker adds.
Some of the information is gen-
erated internally and some use out-
side sources.

Principal officers besides Mr.
Larkin are William W. Fetner,
chairman; Chester P. Skwiot and
Peter C. Reeves, executive vps; J.B.
Andrews Jr., secretary; and David
R. Smith, treasurer.

-BY Stephen Tarnoff
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GALLAGH

4700 BISCAYNE BOULEVARD

PHIL C GALLAGHER
Lenore N. Francis CPCU

CALL us for

OLE ASSOCIATES
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MIAMI, FLORIDA 33137
PHONE: (305) 576-4100
Telex #80-3026
SAMUEL T. COLE
Raymond O. Boon, CLU

brokerage or countersignature on your Florida business

The Aetna Cas. & Surety Co.
Aetna Insurance Company
American Cas. Co. of Reading
American and Foreign Ins. Co.
The American Ins. Co.
American Motonsts Ins. Co.
American National Fire Ins. Co.
Associated Indemnity Corp.
Boston Old Colonv Ins. Co.
Charter Oak Fire fns. Co.

The Church Ins. Co.

City Ins. Co.

Commercial Union Ins. Co.
Continental Casualty Co.
Continental Ins. Co.
Employers Fire Ins. Co.
Federal Ins. Co.

The Fidelity and Casualty Co. of N.Y.

Fidelity and Deposit Co. of Maryland
Fidelity and Guaranty Ins. Und.
Fidelity and Guaranty Ins. Co.
Firemans Fund Ins. Co.

Firemen's Ins. Co. of Newark, N.J.
Glens Falls Ins. Co.

Great American Ins. Co.

Hartford Acc. & Indemnity Co.
Hartford Casualty Ins. Co.
Hartford Fire Ins. Co.

Hartford Steam Boiler

The Home Indemnity Co.

The Home Insurance Co.

Ins. Co. of N. America
Independent Fire Ins. Co
Kansas City Fire and Marine
Lumbermens Mutual Cas. Co.
Lumbermens Mutual Ins. Co.
MGIC Indemnity Corp.
National Ben Franklin Ins.
National Surety Corp.
Newark Insurance Company
The Northern Assurance Co.
North River Ins. Co.
Northwestern National Ins. Co.
Old Republic Ins. Co.

Pacific Employers Ins. Co.
Royal Globe Ins. Co.

Royal Indemnity Co.

Royal Insurance Company of America
Seaboard Surety Company
Shelby Mutual Ins. Co.

St Paul Fire & Marine

St Paul Mercury Ins Co.

The Standard Fire Ins. Co.
Transportation Ins. Co.

The Travelers Indemnity Co.
Travelers Insurance Co.

Twin City Fire Ins. Co.

U.S. Fidelity & Guaranty Co.
U.S. Fire Ins. Co.

Valley Forge Ins. Co.

LICENSED SURPLUS LINES AGENTS
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Dinner Levison Co.

220 Bush St., San Francisco, Calif.
94104; 415-391-5422

1982 1981
Premium vol. NA NA
Gross rev. $12,500,000 $10,200,000
Employees. 185 145
Rev./employees. $67,568 $70,345
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Building consulting services
while paring down overhead costs
helped Dinner Levison Co. climb
into the Business Insurance list of
the Top 20 U.S. brokers.

To offset last year's increasingly
depressed property/casualty cover-
age rates, the brokerage concen-
trated resources in consulting ser-
vices, like claims management, that
are offered through its risk man-
agement division, along with em-
ployee benefits consulting through
its group and life division, accord-
ing to President Robert Nevins.

DL also purchased The FPE
Group, a San Francisco-based loss-
control engineering and consulting
company, another example of its
emphasis on consulting.

Although consulting provided
many of the year's highlights for
DL, the brokerage side of the busi-
ness also had its high points, Mr.
Nevins says, noting that it added a
few major clients.

Dinner Levison is somewhat un-

VWe believe INn the

Independent Agent System

‘nati Ugy
U&W *

In 1976, Florida Construction, Commerce and Industry
(FCC) Sself Insurers Fund had 306 insureds and a premium

volume of just under $1 million.

In 1983, FCCI Fund has 3200 insureds, premium volume

in excess of $31 million and is the state's largest self

insurers Fund. This 3100 percent increase results from the
fact that in 1976 FCCI Fund began writing its Florida
workers' compensation coverage through the Florida

Association of Independent Agents, Tom Johnson's

outstanding state organization.

We're proud to be setting a place in loss control,

medical management, rehabilitation and good relations

with Florida's first-class network of independent agents.

For further information on how you too can write for

Florida's Number One insurer of workers' compensation

coverage, call or write John Gowland, Director of

Marketing or Gilbert Waters, Administrator at
1-800-282-7148, FCCI Fund, 2540 South Tamiami Trail,

Sarasota, FL, 33579.

usual among its regional brokerage
peers because it has strong relation-
ships with worldwide markets.
These ties make it somewhat easier
for DL to place very large risks.

The addition of major accounts
on the brokerage side, as well as
the FPE acquisition, helped boost
privately held Dinner Levison's
revenues 22.5% to an estimated
$12.5 miillion in 1982 from $10.2
million estimated in 1981, which
would have ranked it at No. 22
among the nation's largest brokers.

DL's revenues per employee-a
whopping $67,568-were higher
than any other of the 20 largest
brokers, which Mr. Nevins attrib-
utes to the quality of people the
brokerage is able to hire.

Although it hired about 10 new
employees in its large-account and
benefit units, it Cut staff in other
areas to reduce overhead.

"We cut people on a selective
basis,"” Mr. Nevins says. "Cuts were
made in all areas except consulting
services; we aren't reducing there.
We've eliminated redundancy in
administration.”

Overall, DL increased its bro-
kerage staff by about five employ-
ees, Mr. Nevins notes, bringing the
total to approximately 185, includ-
ing the approximately 35 staff
members at FPE.

Besides joining the group of 20-
largest brokers for the first time in
1982, Dinner Levison also reached
another milestone: After operating
for 67 years as a partnership, it
transformed itself into a privately
held corporation.

Although it has been about a
year since DL incorporated, the
company is still in transition, exec-
utives say, even though corporate
structure is new to the company.

"We had been running as a cor-
poration for some time. We would
have gone sooner, but it's such a
massive project,” explains Chair-
man Robert M. Levison Jr.

Expansion was a major reason
for incorporating the brokerage,
Mr. Levison says. Acquisitions
under a partnership are much more
difficult than under a formal cor-
porate structure.

With its new corporate structure,
DL is looking to expand geographi-
cally, Mr. Nevins says, a relatively
new step for the brokerage. Until
five years ago, DL had just one of-
fice; now, there are only two.

"There are definite advantages to
being in one location. All the ex-
pertise is right here. Also, the team
apidoach to handling accounts
len41l itself to a large number of
people,” Mr. Nevins says.

Servicing accounts outside the
area isn't necessarily impeded by
having to travel, Mr. Nevins con-
tinues. "Being the outside expert is
sometimes an advantage.”

But not always, he admits.

"For some kinds of business you
have to be in the area. As you grow
to a certain size, you have to look to
geographic expansion."

About five years ago, DL made
its first move by opening a branch
office from scratch in Newport
Beach, Calif. The office offers all
the services available through DL
headquarters.

Last year, DL closed another of-
fice in Woodland Hills, Calif., that
it had acquired from the Anthony
J. Brescia Agency in 1981. The
Newport Beach office took over the
accounts handled out of that office.

Although DL's expansion path
appears to be leading it to buying or
starting full-service branches, the
acquisition earlier this year of The
FPE Group, steered the brokerage
in yet another direction.

The engineering consulting
group, despite its new ownership,
will not work exclusively with DL,
the brokerage stresses. "It's impor-
tant that (the subsidiary) remains
autonomous,” one executive says.

Formed in 1975, the engineering
firm, unlike its new parent, has es-
tablished branches in several cities
around the country. Its main office
is just a few blocks away from DL
headquarters but it maintains engi-
neering offices in Wichita, Kan.;
Chicago; Philadelphia; Washing-
ton; and Youngstown, Ohio.

Engineering and consulting ser-
vices offered include property loss-
control services, fire-protection
systems design and safety manage-
ment. An engineer in the Youngs-
town, Ohio, office specializes in
boiler and machinery loss control.

FPE engineers view loss-control
strategies differently from broker
or insurer engineers who tend to
encourage clients to meet all of the
industry standards as strictly writ-
ten, says Robert A. Lapidus, FPE's
director of safety management ser-
vices.

"The engineers come from corpo-
rate risk management departments
and we think of loss control in
terms of management.”

The firm has also consulted on
several overseas projects. For ex-
ample, FPE engineers are cur-
rently working on designing fire
protection systems for projects in
Saudi Arabia, Mr. Lapidus says.

FPE isn't the only part of Dinner
Levison with worldwide connec-
tions, however. DL regularly places
business with underwriters from
London to the Far East through its
risk management division, which
handles large commercial accounts.

DL's overseas relationships stem
from the 19605 when it placed the
insurance for the San Francisco
Bay Area Rapid Transit Authority.

Continued on facing page
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Since then, the risk management
division has developed an expertise
in placing risks for light-rail transit
companies, notes John P. Folsom,
senior vp in charge of the division.

While the brokerage has devel-
oped this area of expertise, Mr. Fol-
som says DL is really a generalist.
"We have the ability to develop ex-
pertise very quickly,” he says, and
has done so to win the accounts of
large corporations.

Although it is just a fraction of
the size of the alphabet brokers, DL
has several Fortune 500 accounts,
including Esmark Inc. and Transa-
merica Corp., that demand world-
wide markets, Mr. Nevins adds.

Transamerica, Mr. Nevins notes,
has still retained Dinner Levison as
its broker despite the financial ser-
vice conglomerate's purchase of
Fred S. James & Co. Inc. last year.

DL previously shared the ac-
count with Alexander & Alexander
Services Inc., which lost its portion
of the account after the James
merger. Mr. Nevins admits it's un-
certain whether Transamerica will
stop buying DL's services.

Although claims management is
one of the areas in which DL has
recently concentrated to offset the
effect of declining property/casu-
alty premium rates, the brokerage
doesn't provide claims adjusting
service for any of its clients, notes
Charles W. Kahsen, vp in charge of
claims management.

"We define what claims manage-
ment should be. We send out speci-
fications for proposals (to the
claims adjusting firms) and conduct
personal interviews. Then we sub-
mit standards with requests for
proposals and contract terms (to the
client). We assist the client in con-
tracting agreements," he says.

Once a client has contracted with
a claims adjusting firm, DL, using
the standards established in the
contract, either continually audits
the firm's performance or assists
the client's own risk management
department in the audit.

DL's claims management group
has worked with clients on product
liability and large property loss
programs, he says. "We're also
strong in assisting clients in work-
ers compensation review. We have
a workers comp specialist on staff.”

The brokerage charges a fee for
its claims management services,
Mr. Kahsen notes, adding that the
brokerage has used some fee-based
compensation since the early 1970s.

About 30% of DL's $12.5 million
in revenues is generated from fees
rather than commissions, Mr.
Nevins notes. In some cases, the
brokerage receives both fees and
commissions on an account.

Mr. Nevins says the industry-
wide trend toward broker compen-
sation in fees rather than commis-
sions will continue.

Another change in the industry,
he says, is the continuing trend to
tighten relationships among agents
and brokers and insurers.

DL is evaluating its relation-
ships, he notes. "We'll substantially
reduce the number of insurers we
use in small commercial lines, to
four or five lead companies.”

DL currently places risks with
about 100 insurers, though the ma-
jority go to only about 20, he adds.

Reducing the number of insurers
helps streamline operations and re-
duce the cost of producing business,
notes Robert G. Nelson, senior vp
in charge of the commercial and
personal lines division, which han-
dles smaller accounts.

Automation also helps in stream-
lining, henotes. DL has a computer
that interfaces with The'Chubb
Group to receive status information
on coverage, billing and claims for
personal lines coverage. Commer-
cial lines staffers can rate business
through a computer interface with
Hartford Insurance Group.

Although DL computers now in-
terface with two insurers, DL is
anxiously waiting for an industry-

wide interface network that allows
two-way electronic communication
without tying the broker to one in-
surer. Until that system is avail-
able, DL is proceeding relatively
cautiously toward a fully auto-
mated office, notes Scott R. Held-
fond, senior vp-administration.

Right now, the fastest growing
division at DL, its group/life unit,
isn't tied into the computer system,
notes Robert M. Karr, senior vp in
charge of the division. Yet com-
puters, and their manufacturers are
very much a part of the group's
business-on the client side.

"We're interested in any size of
electronics firm, particularly
emerging young companies. We
target firms with 100 (employees)
or more,"” Mr. Karr says.

The interest in the electronics in-
dustry stems partly from its loca-
tion. California's Silicon Valley,
home to many high-tech firms, is
located just south of San Francisco.

-By Donna Leigh Yanish
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Rhulen Agency Inc.

217 Broadway, Monticello, N.Y.
12701; 914-794-8000

1982 1981
Premium vol. $65,000,000 $50,000,000
$12,321,489 $9,789,000
Employees....... 190 .80
Rev./employees. $64,847 $54,383
> FFic e = _ - =

Gross rev. .

Nestled in the Catskill Mountains
of New York state, Rhulen Agency
Inc. bears little resemblance to its
national colleagues.

It cares little about jumbo diver-
sified corporate risks, lacks far-
flung service offices and blurs dis-
tinctions between brokerage and
underwriting with a casual disre-
gard for the philosophical contro-
versy now evident at some of the
larger brokers.

Its headquarters sheltered frcm
the fast pace of urban competition
in the resort community of Monti-
cello, N.Y., Rhulen is also insulated
from many of the Troblems now
draining the profits and energy 05
the jumbo brokers.

While most of the other members
of the Business Insursince listing of
the 20 top U.S. brokers strained in
1982 to produce the same amount.of
revenue they earned the previous
year, Rhulen turned its specialty
agency into one of the top per-
formes, posting a 26% revenue in-
crease on internal growth alone- to
$12.3 million from $3.8 million in
1981.

While most brokers looked to
save money by limiting or reducing
staff, Rhulen, the smallest memter
of the Top 20, added 10 employees
in 1982 and has already added 40
more so far ths year, bringing its
corporate head ccunt to 230.

And the agency's growth doesn't
appear to be slowing, says Presi-

«< > " Jm < >G>
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dent Walter A. Rhulen. New busi-
ness for the first half of 1983 is in-
creasing at about the same pace as
last year, rising 26%0 over the first
six months of 1982.

The secret, he says, is specialisa-
tion and : willingness to Fursie
risks that many larger brokers
shun as too strange or limi:ed in
scope.

“"We are a conglomeration of
pieces,"” Mr. Rhulen explains. "Spe-
ciali:ation is our entire thrist. We
don't want to be risk managers for
big corporations and we don'r want
to compete with large national bro-
kers. We want to create products
for contemporary needs and then
write as much of that market as we
possibly can.

"Most of the coverages w-e wr.te
are part of national programs for
which we are managing general
agents with some underwri.ing au-
thority,” he says. "Sometimes we
hold a carrier's pen and sometimes
the pen belongs to us as we under-

LAes>

write for our captive or our subsidi-
ary, Frontier Ins.rance Co."

For example, about 50% of Rhu-
ten's total revenues is derived from
animal- and livesiock-related cov-
Brages, including thoroughbred

- racing and breeding horses: stan-
dardbred or harness horses, prize
beef and dairy cattle, race tracks,

ridir.g stables, rodeos and other re-
lated risks.

Underwritten in the United
States by Ameri.an Home Insur-
ance Co. (an affiliate of American
[nternational Gr:up Inc.) and over-
seas by ChristoEher Columbus In-
surance Co., Rhulen's captive in-
surer in the Cayman Islands, the
animal coverage is completely ser-
viced from the Monticello office.
However, the agency does maintain
sales offices in Toronto; Atlanta;
Phoenix, Ariz Murfreesboro,
Tenn.; and Greer. S,C.

Some brokers might see the cen-
tralized service bc-ation as a limita-

ton on new bus.ness growth, but
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Rhulen executives believe that ex-
perts are best kept together so they
can share their knowledge.

In addition to its brokerage and
underwriting activity, Rhulen has
complete claims adjusting authority
for the livestock business and its
animal claims office is open 24
hours a day.

Veterinarians on retainer are
flown to the scene of a claim if pro-
fessional judgment is required,
which is frequently the case since
the Rhulen-written animal mortal-
ity policy requires the agency's
consent before an animal can be
destroyed.

The service technique has
worked to make Rhulen the largest
livestock insurance brokerage in
the United States, Mr. Rhulen
notes, and sets the pattern for other
Rhulen specialties including camp,
recreation, gymnastics and skiing
risks, education-related health and
liability risks and real estate cover-
ages.

About 2026 of Rhulen's revenues
is derived from the camps and re-
lated athletic programs, Mr. Rhulen
adds, a specialty the brokerage de-
veloped in 1934, just one year after
founder and still Chairman Max
Rhulen opened the agency's doors
in Monticello.

Although the brokerage began
by insuring children's summer
camps in the Catskills, the exper-
tise and experience the agency de-
veloped was soon extended nation-
ally.

The first brokerage to recognize
the significant liabilities inherent
in the youth camp business, Rhulen
was also the first to press loss-con-
trol and safety
programs, its ex- B/.48
ecutives say. -

Building on ij
this small part of :i'p"*.,0,81/

the recreation liz 2.f

business and the '
medical claims »«-

staff it hired to
hanm

steadyflow of | 11

small claims, Mr. Rhulen

Rhulen ex-

panded into a variety of athletic
events and now brokers and under-
writes, among other things, medical
payments and accident coverage
for the Professional Rodeo Riders
Assn.

"There's lots of claims from that
account,” says Walter Rhulen, the
agency's president and Max Rhu-
len's son. "But profitability depends
upon rates and, over the years, we
have learned how to rate these
kinds of risks properly. That's
probably why the market competi-
tion hasn't hurt us as much as gen-
eralist brokers.

"Rate cutting has come late to
our specialties, because insurers
generally aren't extremely in-
terested in the coverage.”

Insurers also weren't very in-
terested in insuring the martial arts
craze until Rhulen convinced them
that the loss-control and rating tac-
ties could be applied.

"No one was writing these risks,
but we found an insurer and in
1981 began advertising heavily in
the adventure and martial arts
magazines. The requests for cover-
age flowed in immediately and the
business became a moneymaker,"
Mr. Rhulen notes.

"In 1982, the same thing hap-
pened with aerobic dancing. We
became aware of the aerobic dane-
ing exercise trend and developed a
medical and liability policy for
aerobic dance parlors. We adver-
tised in the professional dance pub-
lications and the phone rang off the
hook for days. The program was a
big contributor to our growth last
year."

In 1983, Rhulen hopes to use its
claims staff as a third-party admin-
istrator of health and medical
claims and thus make its initial
entry into the field of self-insur-
ance services for employee bene-

Continued on facing page
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fits. Rhulen Life & Pensions Inc.,
an agency subsidiary, will place
specific and aggregate stop-loss
coverage for claims administration
clients and, with luck, expand the
company's small amount of em-
ployee benefits sales, according to
Mr. Rhulen.

College and university risks also
provide a large portion-about 7%
-of Rhulen's revenues, he says.

The agency and its subsidiaries-
Interstate Insurance Agency Inc.
and lllinois Interstate Insurance
Agency, purchased from Interstate
National Corp. of Chicago in 1977-
write more student health and acci-
dent coverage than any other spe-
cialty agency in the nation, Rhulen
executives say. It has used this
mass-marketed personal coverage
as an entry into other education-re-
lated risks including institutional
medical and liability coverage for
intercollegiate sports.

Since 1977, the business has
grown steadily, increasing from $3
million in premium volume to
more than $10 million today.

"However, you shouldn't get the
idea that we are completely invul
nerable to market competition,”
Mr. Rhulen cautions, "because in
deed we have seen some deteriora
tion in individual premiums from
some of these specialties, especially
the camp business. Other brokers
and underwriters have caught on
to what we are doing and are com
peting more seriously.

"Also our general commercial
book of business, about 20% of our
overall revenues, has been affected
as much as anyone else's by rate re
ductions,” Mr. Rhulen adds.

Real estate, trucking and con
tractor bond coverages dominate
the Rhulen general lines. They're
marketed through its general
agency operations, surplus lines
subsidiary Rhulen Special Risks
Inc. and subsidiary agency Weis
bord, Wells, Cross & Brown in
nearby Liberty, N.Y.

"We are getting killed in real es
tate,” Mr. Rhulen remarks. "And
we are still renewing commercial
real estate risks at fractions of their
previous premiums. We also write
a lot of owner/operator trucking
coverages and we know how that
business has been affected by the
economy."”

What's next? Mr. Rhulen sees
continued growth for the agency
built upon several new speciality
programs, some of which he won't
disclose until sales begin.

However, the agency has already
unveiled its new contractor bond
program for small contractors un
derwritten by Transit Casualty In-
surance Co. of Los Angeles. The
program is designed to take advan-
tage of the rebounding construction
business and provide coverage for
contractors that have not been able
to satisfy other insurers.

With promises of high volume,
Rhulen was able to convince Tran-
sit to relax underwriting restric-
tions that were leaving small con-
tractors out in the cold, he says.

"Most of the major markets were
requiring certified public accoun-
tant-audited statements and $50,000
in cash on hand from these con-
tractors and they just didn't have it.
Most contractors don't bother with
certified financial statements and
until business picks up, don't have
$50,000 in cash."

Rhulen Intermediaries Inc., the
company's New York Free Trade
Zone and New York Insurance Ex-
change brokerage, is also expected
to grow, Mr. Rhulen says. "We've
been very active in both the Free
Trade Zone and the exchange and
see that business continuing to
grow. We have already placed cov-
erage for aquaculture risks-catfish
farms in Mississippi-and lots of
livestock reinsurance.”

Frontier Insurance Co., which is
90% owned by Rhulen's new hold-
ing company, Frontier-Columbus
Corp., is also beginning to offer

some new programs underwritten
and marketed by Rhulen.

The insurer, which wrote $9.6
million in gross premiums in 1982,
is reintroducing pet health insur-
ance coverage, which has never
sold much in the past but is still
supported by veterinarians and
their professional associations.

The insurer is also beginning to
sell a limited line of medical mal-
practice insurance for part-time
doctors, a program that could start
small but grow rapidly with clever
underwriting, Mr. Rhulen says.

One of the biggest reasons behind
the brokerage's growth, Mr. Rhu-
len adds, is not an insurance prod-
uct at all, but space. Rhulen added
new employees this year because it
finally had enough office space for
them when it moved some opera-
tions into new quarters across the
street from its Monticello head-
quarters.

"We had this pent-up demand
for staff like you wouldn't believe,”

VWe tell

Mr. Rhulen says. "There were
things that we just couldn't do be-
cause we had no place to put the
additional staff that was required.
When we finally got more space, it
was like a dam burst. We hired 40
more people almost immediately
and are stilllooking for more."

Rhulen also reserved room for
increased automation, which could
also expand the agency's capacity,
but Mr. Rhulen prefers slow devel-
opment of data processing equip-
ment. Although the agency cur-
rently uses microcomputers for
some rating and accounting
functions, a mainframe data and
risk information system is still far
in the future.

"I'm still a great believer in batch
processing," notes Mr. Rhulen, who
is also president of Electronic Ta-
bulating Service Co., a data pro-
cessing firm specializing in insur-
ance agencies. ETS owns the other
10% of Frontier Insurance Co.

"Batch is still the cheapest and

You'll see the best, and the worst, of your
business operation on the spot, on tape, with

real-life accuracy.

Argonaut loss control-experts are now using
video to help our policyholders examine the way
they work, and identify how to make operations
safer. Video is just one tool we offer in employee
training and safety engineering. For clear,
accurate demonstrations, we've found it's the next
best thing to learning by doing.

Video has been invaluable in making
workplaces safer and losses fewer, both of which
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most efficent automation system
for us medium-sized agencies who
have been overlooked by software
vendors. If you are a small com-
pany, you can automate rather eas-
ily with a package, and if you are
alphabet house, you can invest mil-
lions in designing your own soft-
ware. But the rest of us lack a prod-
uct and probably should wait until
improvements come along."

As Rhulen grows, it could be-
come a takeover target for a larger
broker or financial services firm.
Though Mr. Rhulen says he has
had offers, none have been attrac-
tive to the 12 partners that own
Frontier-Columbus Corp.

Rhulen is still very much a fam-
ily business and several of the part-
ners are members of the Rhulen or
related families. Corporate deci-
sions are still made around the of-
fice lunch table where more than
half of the company owners dine
daily. And, the luncheon opinion is
that the agency is fine the way it is.

"We don't have most of the prob-
lems small agencies that want to be
acquired have," Mr. Rhulen notes.
"There's plenty of interest in the
business from within our families

so there is no perpetuation prob-
lem. And since we are small and
don't plan to expand into any major
cities, we do not have the capital
needs of larger brokers."

Rhulen also plans no major ac-
quisitions of its own.

"There's nobody out there that
we really want, only pieces of their
business. | wouldn't mind buying
Bayly, Martin & Fay's book of
gymnastic business, for example,
but we have no interest in the
whole brokerage,” Mr. Rhulen
says.

In addition to Chairman Max
Rhulen and President Walter Rhu-
len, senior officers include Jesse M.
Farrow, executive vp; Peter L.
Rhulen, vp/secretary; and Richard
Van Etten, vp.

By Len Strazewski
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Several brokers fall just short of Top 20

Strong growth at several me-
dium-sized brokers nearly pushed
them into the Business Insurance
Top 20 this year.

B.R.l. Coverage Corp. of New
York, for example, missed edging
The Rhulen Agency Inc. for the
No. 20 position by a mere $100,000
in gross revenues.

The ocean marine specialist with
offices in New York City, Montreal
and Toronto boosted its revenues
19.6% to $12.2 million in 1982 from
$10.2 million the previous year. It
also increased its staff by six people
to 131 employees.

Marine business accounts for
about 20% of the brokerage's over-
all revenues, but B.R.l. sells a full
line of commercial property/casu-
alty and group insurance products
and risk management services. Al-

ASSETS
Bonds
Stock
Cash

though based in New York, the
broker says a majority of its risks
are based outside the city.

“"Many of our clients may have
corporate headquarters in New
York, but the majority of their
risks are elsewhere: Taiwan,
Tokyo, Africa, all over the world,"
says Howard Miller, B.R.l.'s senior
vp-sales.

Risk management services, of-
fered by the brokerage's 4-year-old
subsidiary, Risk Management Eco-
nomics Inc., was the company's fas-
test-growing area of business, Mr.
Miller adds.

Risk Management Economics ad-
ministers claims for B.R.Il.'s self-
funded clients and manages claims
for three offshore captive insurers
managed by the brokerage and five
commercial insurance companies.

Underwriting may also be a
growth area. In 1982, B.R.l. added
two offshore captives, acquiring
UNISEA Insurance Co. Ltd. of Ber-
muda and forming International
General Insurance Co. Ltd. in the
Cayman Islands. International
General is currently underwriting
international reinsuance business
while UNISEA is on the shelf for
"when and if the market ever
turns,” Mr. Miller says.

B.R.l.'s other subsidiaries include
B.R.l. International Agency Inc., its
overseas broking subsidiary based
in New York, and Whitehouse
Agency Inc., the firm's life insur-
ance and employee benefit sales
subsidiary, which is also in New
York.

The 22nd-largest broker,
McDonough Caperton Insurance

PRUDENTIAL
REINSURANCE COMPANY

Accounts receivable-premium
Funds held by ceding reinsurers

Other assets

TOTAL ASSETS

LIABILITIES, CAPITAL
AND SURPLUS
Loss and loss expense reserve
Unearned premium reserve
Reserve for commissions, taxes
and other liabilities

TOTAL LIABILITIES

Capital paid up
Contributed surplus
Unassigned surplus

POLICYHOLDERS' SURPLUS

TOTAL LIABILITIES AND
POLICYHOLDERS' SURPLUS

December 31, 1982

$1,030,615,507
247,123,073
11,373,168
78,724,641
116,513,479
56,027,673

$1,540,377.,541

$1,128,019,318
126,278,131

91,268,543
$1,345,565,992
$ 2,500,000

75,001,598

117,309,951

$ 194,811,549

$1,540,377,541

Group of Charleston, W.Va., in-
creased revenues 17.6% to $12 mil-
lion in 1982 from $10.2 million. Al-
though it posted better growth than
the average Top 20 broker, it fell
short of its own goal.

Last year was the first in the bro-
ker's three-year plan to double its
revenues to $20 million with an ac-
companying increase in profits and
cash flow, according to President
Gaston Caperton lllI.

McDonough Caperton will still
accomplish its goal, he says,
through increased productivity
from its eight property/casualty
brokerage subsidiaries, two em-
ployee benefit sales and service
subsidiaries, a mass-marketing
branch for association health plans
and a captive insurance company.

The employee benefits grjups

December 31, 1981

$1,064,932,449
251,132,727
8,264,800
67,385,147
65,181,690
45,133,371

$1,502,030,184

$1,091,354,621
144,830,630

86,716,584
$1,322,901,835
$ 2,500,000

75,001,598

101,626,751

$ 179,128,349

$1,502,030,184

Information is from the Company's Annual Statement as filed in Delaware, the state of domicile, under rules
promulgated by The National Association of Insurance Commissioners.

Corporate Headquarters:
213 Washington Street
Newark, New Jersey 07101
(201) 877-8000

U.S. Branch Offices:

3333 Wilshire Blvd.

Los Angeles, Calif. 90010
(213) 385-6261

Three First National Plaza
Chicago, illinois 60602
(312} 782-4793

90 John Street

New York, New York 10038
(212) 619-0002

4600 Post Oak Place
Houston, Texas 77027
(713} 877-8814

50 Milk Street

Boston. Mass. 02109
(617) 451-6980

Four Embarcadero Center
San Francisco, Calif. 94111
(415) 397-8970

3475 Lenox Road, N.E
Atlanta, Georgia 30326
(404} 266-3651

-213 Washington Street

Newark, New Jersey 07101
(201) 877-4657

Prudential Reinsurance Company
Subsidiary of The Prudential Insurance Company of America

In Canada:

Prudential Reinsurance
Company of America
One First Canadian Place

Toronto. Ontario

Canada MSX 137

(416) 862-1228

In Asia:

Prudential Reinsurance
Company(USA)

Windsor House

311 Gloucester Road ,

Causeway Bay. Hong Kong

{011-852-53 795-2557

In Europe:

Le Rocher. Compagnie
de Raassurance, S.A.

35 Square de Meeus-Ble. 1
1040 Brussels. Belgium
(011-32-2)513-9140

For Surplus Lines:

Drydin & Companv, Inc.

One Main Street

Chatham, New iersev 07928

(201) 635-1200

At the New York Insurance
Exchange:

Pruco Managers. Inc.

59 John Street

New York. New York 10038

1212) 227-7904

Pmdent,al Re

was the broker's fastest-growing
component, contributing about 74%
of McDonough Caperton's total
revenue growth and about 42% of
the total revenues for the year.

Most of the broker's offices are
located in West Virginia and Ken-
tucky, and McDonough Capterton
specializes in design and adminis-
tration of insurance programs for
coal operators, the region's top in-
dustry.

McGriff, Seibels & Williams Inc.
of Birmingham, Ala,, posted tre-
mendous growth in 1982 to move
into the No. 23 spot in the Bl rank-
ing. The firm boosted revenues
more than 54%b to $10.8 million
from about $7 million in 1981 and
increased its staff to 210 from 135 in
1981.

Although its acquisition of an-
other Birmingham agency-Mol-
ton, Allen & Williams Insurance
Corp.-late in 1982 accounted for
about $1.5 million of the revenue
growth, "The rest was just good
hard work,"” according to Chair-
man Lee MeGriff.

"You know we specialize in utili-
ties and energy-related companies
such as generating stations and gas
distribution networks, If you've
looked at your gas bill recently, you
realize that the recession hasn't
really hit those companies. The
utility business gives us a lot of sta-
bility that other brokers may lack,"
he says.

Services were a growth area for
the agency. Insurers Services Inc.,
the firm's third-party claims ad-
ministration subsidiary, also
boosted sales, increasing its annual
revenues to about 1026 of the com-
pany's total.

Walter Kaye Associates Inc. of
New York also generated internal
growth to grab the No. 24 position.
The agency improved gross reve-
nues 10.4% to $10.6 million in 1982
from about $9.6 million the previ-
ous year. It added six employees to
bring the corporate head count to
163.

A division of The Kaye Group
Inc., the agency has branch offices
in Chicago; Beverly Hills, Calif.;
and Fairfield, Conn. Other subsi-
diaries include TKG Agencies Inc.
and American Administrators
Corp.

At No. 25 is Robinson-Conner
Inc. of Erie, Pa., which hiked its
gross revenues a hefty 68.4% to $9.6
million, up from $5.7 million the
previous year. Staff size jumped
from 115 to 210 as the firm acquired
several agencies in Kentucky,
Pennsylvania and Ohio.

Service subsidiaires include
Claims Service Inc., also based in

P m - _ —

How Bi gathers
data on brokers

The individual profiles of
agencies and brokerages,
which begin on page 79, detail
the premium volume, gross
revenues, number of employ-
ees and how much business is
generated by commercial ac-
counts.

Also noted are principal of-
ficers, methods of compensa-
tion, acquisitions, names of
subsidiaries and parent com-
panies and the states in which
the company is licensed as an
excess/surplus lines broker.

The information in this spe-
cial Agent/Broker Profiles
issue was compiled by Busi-
ness Insurance based on infor-
mation supplied by the agents
and brokers themselves.

The agents and brokers

listed primarily serve com-
mercial clients.
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B/'s annual guide to agents and brokers

A

Admiral Insurance
Agency inc.

20 State St., Lynn, Mass. 01901;
617-599-2000

1982 1981
Premium vol. $3,700,000 $3,300,000
Gross rev.... $446.581 $406,473
Employees. 10 10
Commercial bus. 65% 65%

Principal officers: Samuel B
Tassel, president/treasurer.

Compensation: Commissions.

Licensed excess/surplus bro-
ker in: Massachusetts.

All Coverage Agency Inc.

108 S. Franklin Ave., Valley Stream,
N.Y. 11580; 516-561-1500

1982 1981
Premium vol..... $1,500,000 $1,100.000
Gross rev. $228.000 $190,000
Emplovees.... . . . 5 A
Commercial bus. 55% 52%

Principal officers: Edward Le-
vine, president.

Compensation: Commissions
and fees.

Alliance Brokerage Corp.
Crescent Office Park No. 1,

Hempstead Turnpike, Island Trees,
N.Y. 11756; 516-579-8500

1982 1981

Premium vol. NA NA
Gross rev. $4,400.000 $4,300,000
Employees. ... 85 S3
Commercial bus. 90% 90%

Principal officers: Herbert N.
Zack, president; Benjamin R.
Mintz, executive vp; Marshall M.
Krassner, senior vp; Richard L.
Stewart, president-Antilles Insur-
ance Inc.

Compensation: Commissions
and fees.

Branch offices: Alliance Bro-
kerage Corp., New York; Antilles
Insurance Inc., St. Thomas, St.
Croix and Tortola, U.S. Virgin Is-
lands.

Subsidiaries: Alliance Life As-
sociates Inc., Atlantic Excess &
Surplus Inc., Atlantic Cycle
Agency Inc., Central Claims Ad-
justment Inc., Alliance Health
Management Services, all in New
York; Cycle Insurance Service,
Wayne, N.J.; Alliance Brokerage
Corp. of Florida, Miami; Antilles
Insurance Inc., U.S. Virgin Islands.

Licensed excess/surplus bro-
ker in: New York.

Alper Agency Inc.

1 N. Wacker Drive, Chicago, 111.
60606; 312-236-9600

1982 1981
Premium vol $6,000.000 $6,000,000
Gross rev..... $1.200.000 $1,100,000
Emplovees....... 22 22
Commercial bus. . 95% 95%

Principal officers: Howard C.
Alper, president; Martin F. Blake
111, Russell M. Cortino, Edward J.
Priz, vps.

Compensation: Commissions
and fees.

Subsidiaries: AuditRate Inc.,
Chicago.

Parent company: Alper Ser-
vices Inc.

Seymour Alper & Co. Ltd.

5165 Queen Mary Road, Third Floor,
Montreal, Quebec H3W1 X8;
514-489-8601

1982 1981
$9,905,000 $7,500,000
$1,810,000 - $1,384,000

—_,e ==

Premium vol....
Gross rev.

Employees.
Commercial bus. 65% 75%

Principal officers: Seymour
Alper, president; Michel LaBelle,
first vp; Lita Alper, secretary/trea-
surer; Morris Liquornik, secretary;
Elliott Alper, second vp.

Compensation: Commissions
and fees.

Alpha Aviation Insurance
Agency Inc.
377 Route 17, Penthouse Suite,

Hasbrouck Heights, N.J. 07604;
201-288-4831

1982 1981
Premium vol. $4.538,000 $4,077,000
Gross rev.... $539.000 $407,000
Employees. 13 12
Commercial bus. 90% 90%

Principal officers: Francis P.
Brown, president; Eugene F. Duflo,
senior vp; Adrienne M. Brown, vp.

Compensation: Commissions.

American Coverage Corp.

185 Great Neck Road, Great Neck,
N.Y. 11022; 516-487-3800

1 General

PROVIDEB- #r2

michigan life
national casualty

1982 1981
Premium vol. $14.640.000 $12,800,000
Gross rev. ... $2,309.000 $1,780,000
Employees. _E= =% A
Commercial bus. 94% 95%

Principal officers: Robert L.
Dubofsky, president; Jesse Gott-
lieb, president-American Coverage
Life Planners Inc.; Henry C. Lom-
bardi, executive vp; Frank Marino,
vp-claims; Stanley G. Kohen, vp;
Joseph Pollack, comptroller; Stan-
ley Kohen, Morton Schacher, vps.

Compensation: Commissions
and fees.

Acquisitions: M. Schacher Ltd.,
Great Neck, N.Y.

Subsidiaries: American Cover-
age Life Planners Inc.; Nat Du-
bofsky Co. Inc.; Wolkenberg &
Warshaw Inc.

Parent company: American
Coverage Associates.

Armfield.Cole
Consultants Inc.

1359 N. Emporia, P.O. Box 3208,
Wichita, Kan. 67214; 316-2624578

1982 1981
Premium vol..... $7.250,000 $6,500,000
Grossrev...... $350.000 $300,000
Employvees._ ... ... 10 o
Commercial bus.. 100% 100%

Principal officers: Larry J.
Armfield, president; Jerry Cole,
VP.

Compensation: Commissions
and fees.

Licensed excess/surplus bro-
ker in: Kansas.

Associated Insurance
Brokers

791 Passaic Ave., Clifton, N.J.
07012; 201-471-4400

ornia I*

G National'

Duyrha. ..
AAK1<.5
mpa K, K hir..
TRANSPOK E <
./.A ualty

NORTHWESTERN NATINAL -

E-l___J- ] HOME LIFE

u,&fd,1nn

99 American Fidelity , .
2:£/ Assurance

INNSuUR.ANCE —

TherravelerSJ 6/ ct=> -

f--LJ COMPANY

An ICA

NATIONAL

TheMidland

* co) Pmdent,a/ uUsLIFE

MASSACHUSETTS

R N

THE PAUL REVERE LIFE

INSURANCE COMPANY

|®m Blue Cross
.-4 Coastal States ,/

Of California

THE HARTFORD

Sentry Life
Insurance

Company

Allstate

Transamerica

t-Y)\N]<CI IC[ -1
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rWFP*AIl Great-VWWest Life

Wal fwl) Inst irance Companies

7 AEDNIC 1S P/

[Y]1995195'r FIE" ' INSURANCE
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[4 1,1 celtic liff insuranc€ company

CONFE DEHATION
e

lue Cross

E,,l \1/ Blue Shield

LIBERT Y

MU TUAL

L STATES LIFE 11,

>

/7 PACIFIC
\28/ mMUTUAL

1982 1981
Premium vol.. $6.358.569 $5,983,728
Gross rev........ $1,154,582 $1.083.727
Employees........ 2= 20
Commercial bus. 76% 72%

Principal officers: Sidney Ru-
dolph, president; Shelby R. Cohen,
vp/treasurer; Stanley Kossoff,
Donald F. DeRenzo, vps; Ronald
W. Giaconia, vp/secretary.

Compensation: Commissions
and fees.

Subsidiaries: Giaconia Life As-
sociates, Clifton, N.J.

Associated Insurance
Managers Inc.

5987 E. 71 st St., Indianapolis, Ind.
46205; 317-842-1402

Continued on nezt page
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1982 1981
Premium vol. $18,000.000 $9,850,000
Grossrev.. $2,935,000 $1,587,500
Employees.. 63 49
Commercial bus. 67% 75%

Principal officers: James K.
Culley, president; Annabelle Rob-
bins, secretary; John M. Romine,
treasurer; Milford N. Robinson,
Edwin W. MeGuire, Stephen D.
Pickett, executive vps; Roland
Summerlot, Thomas Dixon, senior

Compensation: Commissions
and fees.

Acquisitions: Merged with Con-
solidated Agencies Inc. of India-
napolis.

Branch offices: Lafayette, Dun-
kirk and Anderson, Ind.

Parent company: Management
Advisors Inc.

Athens Insurance Co.

Box 809, Athens, Tenn. 37303;
615-745-3062

1982 1981
Premium vol. $8.250,892 $7,583,666
Gross rev. $1.337,136 $1,231,506
Ermiplovees., 26 =266

Commercial bus. 70% 70%

Principal officers: Sam L. Fee-
zell, president; Jon W. Dykes, exec-
utive vp; John R. O'Donnell, Rob-
ert E. Cook, vps; Magnart Ellis,
treasurer; Nancy T. Feezell, secre-
tary.

Compensation: Commissions
and fees.

Branch offices: Etowah, Tenn.

Licensed excess/surplus bro-
ker in: Tennessee.

Atkins Insurance Corp.

Atkins Building, 105 W. Capitol,
Little Rock, Ark. 72201;
501-372-2222

1982 1981
Premium vol .$27.000,000 $26,250,000
Gross rev.. $3,91U13 $3,825,823
Employees. . . ., . 18 76
Commercial bus. 65% 65%

Principal officers: James H.
Atkins, president/CEO; Richard P.
Herget Jr., Jerry M. Dollins, execu-

tive vps.
Compensation: Commissions
and fees.

Subsidiaries: Arkansas All
Risks, Little Rock.

Licensed excess/surplus bro-
ker in: Several states.

Austin & Co. Inc.

307 Washington Ave., Albany, N.Y.
12201, 518-465-3591

1982 1981
Premium vol . $5,200.000 $4,200,000
Gross rev. $840,000 $710,000
Employvees...... 23 20
Commercial bus. 7690 75%

Principal officers: Charles M.

Liddle Ill, president; James P.
Faughnan Jr., executive vp; Helen
Rack, vp.

Compensation: Commissions
and fees.

Acquisitions: Frank G. Coburn
Inc., Albany, N.Y.; Stevenson
Agency Inc., Chestertown, N.Y.

B

B.R.l. Coverage Corp.
156 William St; New York, N.Y.
10038; 212-233-7171

1982 1981
$le.000.000 $91,000,000
$12,200.000 $10,200,000

Employees., . ., . 131 125
Commercial bus. 95% 9596

Premium vol

Gross rev

Principal officers: Donald P.
Ferrarini, president; Howard
Miller, senior vp/director of sales;
Arthur Ostrow, Bruno Rumignani,
Allen Birnbaum, Fred Ghawvi,
James Sweitzer, John Kelly, Roger
Imperial, Matthew A. Murphy,
James J. O'Donnell, senior vps;
Herbert Kramer, Joseph Zweig,
vps; Burton Matfus, secretary/trea-
surer.

Compensation: Commissions
and fees.

Branch offices: Montreal; To-
ronto.

Acquisitions: UNISEA Insur-
ance Co. Ltd., Hamilton, Bermuda;
International General Insurance
Co. Ltd., Grand Cayman, B.W.I.

Subsidiaries: Risk Management

Economics, B.R.Il. International
Agency Inc., Whitehouse Agency,
all in New York; UNISEA Insur-
ance Co., Hamilton, Bermuda; In-
ternational General Insurance Co.
Ltd., Grand Cayman, B.W,I.

Licensed excess/surplus bro-
ker in: New York; New Jersey.

L. T. Barton Insurance

607 Bailey St., Box 9320, Fort
Worth, Texas 76107; 817-332-1313

1982 1991
Premium vol.. 54,500,000 $4,000,000
Gross rev. $698,374 $666,600
Emplovees. ...... 14 1S
Commercial bus. 70% 70%

Principal officers: Hayes
Tucker, Troy G. Barton and David
Cooper, partners.

Compensation: Commissions.

Licensed excess/surplus bro-
ker in: Texas.

Beal & Associates
INnsurance
Counselors Inc.

5635 E. Thomas Road, Phoenix,
Ariz. 85018; 602-990-1111

1982 1981
Premium vol. . $6.000,000 $6,000,000
Gross rev .. $1,339,000 $1,487,000
Employvees. ... == =33
Commercial bus. . 8596 86%

Principal officers: William A.
Beal, president; Thomas W. Beal,
vp; Norma J. Beal, secretary/trea-

Compensation: Commissions
and fees.

Branch offices: Tucson and
Mesa, Ariz.

Subsidiaries: Insurance Verifi-
cation Services, Phoenix, Ariz.

Licensed excess/surplus bro-
ker in: Arizona.

Beauchamp & McSpadden
231 W. Canal St., P.O. Box 687,
Wabash, Ind. 46992; 219-563-8821

1982 1981
Premium vol . $6,100.000 $5,5,00,000
Gross rev... $1,100.000 $955,000
Employvees... . 32 29
Commercial bus. 6596 65%

Principal officers: Robert

NEVW MEDICAL
STOP LOSS FACILITY

Medical Stop Loss

ARAS Program (25+ Participants)
Specific & Aggregate

ClO

Group Life & AD&D

High Limit Disability
PTD & TTD (Monthlyand/or Lump Sum)

Disability Income (WI & LTD)
Medical Conversion

COX INSURANCE GROUP, INC.

P.O. BOX 27766

3711 E. SOUTHPORT RD.

INDIANAPOLIS, INDIANA 46227
(317) 887-0030 Telex 276252

Correspondent with Lloyds of London

Beauchamp, T.A. McSpadden,
directors; Robert W. Beauchamp,
president; Michael 3. Beauchamp,
treasurer; Joseph W. McSpadden,
vp; L.D. MeSpadden, branch man-
ager; Frederick Squires, secretary.
Compensation: Commissions.
Branch offices: Beauchamp
MeSpadden Spencer, North Man-
chester, Ind.; Beauchamp McSpad-
den Strayer, Warsaw, Ind.
Acquisitions: Warsaw Insir-
ance Agency, Warsaw, Ind.
Subsidiaries: IFM Life & Health
Inc., Wabash, Ind.
Parent company: Insurance &
Financial Management Inc.

Bennett Wallace Welch &
Green Insurance Inc.

2200 16th St. N., P.O. Box 3842, St.

Petersbura, Fla. 33731;
813-822-4616

1982 1981
Premium vol . $7,000,000 $5,600,000
Gross rev $1.325,000 $1,122,000
Employees ...... 34 33
Commercial bus . 60% 60%

Principal officers: William P.
Wallace, chairman and president;
John I. Welch, Stanley C. Shaver
Jr., senior vps; Jack Fessler. Al
Klutts, J. Sherwood White, Rick
Hyman, vps.

Compensation: Commissions.

Branch offices: Seminole and
Clearwater (Countryside), Fla.

Licensed excess/surplus bro-
ker in: Florida.

Black Hills Agency Inc.

820 St. Joe, P.O. Box 2030, Rapid
City, S.D. 57701; 605-342-5555

1982 1981
Premium vol $2,608.964 $2,634,999
Gross rev. $362,699 $262,558
Employees . = L
Commercial bus. 80% 80%

Principal officers: Richard Ma-
guire, chairman; Katherine A. Ma-
guire, president; Michael J. Ma-
guire, vp; Suzanne M. Maguire. sec-
retary/treasurer.

Compensation: Commissions.

Licensed excess/surplus bro-
ker in: South Dakota.

Slick & Dillon Inc.

216 E. Cass St., Cadillac, Mich.
49601; 616-775-3416

1982 981
Premium vol.. $1,927.598 $2.111,946
Gross rev.. $403,131 $364,161
Emplovees...._.. .- B 83
Commercial bus.. 60% 65%

Principal officers: Jan P. Blick,
president; Jack Dillon, secretary.

Compensation: Commissions.

Branch offices: Traverse City,
Mich.

Subsidiaries: Burnham Agency
Inc., Battle Creek, Mich.; Northern
Michigan Consulting Services, Ca-
dillac, Mich.

Boockford & Co.

2015 Spring Road, Suite 630, Oak
Brook, 111. 60521; 312-789-5000

1982 1981
Premium vol.. NA NA
G ross rev. $1.420,000 $.,314,000
Employees. 24 20
Commercial bus. 96% 96%

Principal officers: William D.
Boockford, president; Ronald
Walter, Louis F. Chiodo, vps; Wil-
liam D. Boockford Jr., secretary.

Compensation: Commissions
and fees.

Licensed excess/surplus bro-
ker in: lllinois.

Bowers, Schumann
& Welch

Route 31 N., Washington, N.J
07882; 201-689-1092

1982 1981
Premium vol. $8.452.600 58,508,600
Gross rev.. $1.343,995 51,322,874
Emplovees..... , A7 A=
Commercial bus. 54% 54%

Principal officers: Leonard R.
Schumann, chairman; Scott F.
Welch, president; Ralph Bowers,

Faith Kerr, Paul Stocker, Joseph
Asmar, vps.

Compensation: Commissions
and fees.

Branch offices: Blairstown, N.J.

Boynton Brothers & Co.

200 Jefferson St., Perth Amboy, N.J.
08862; 201-442-3300

1982 1981
Premium vol.. NA NA
Gross rev. $1,900.000 $1,800,000
Emplovees . 42 43
Commercial bus. 80% 85%

Principal officers: Edwin
Stewart Jr., chairman; Michael J.
MeMahon, president; Kenneth F.
Warchal, executive vp; Barry A.
Cruikshank, secretary/treasurer;
Robert H. Sikora, vp.

Compensation: Commissions
and fees.

Licensed excess/surplus bro-
ker in: New Jersey.

Brown.Spaudling &
Associates Inc.

P.O. Drawer 5276, Carmel, Calif.
93921, 408-624-1866

1982 1981
Premium vol. $3.000,000 $2,500,000
Grossrev . . $548,000 $499,000
Employees. . . . 11 13
Commercial bus. 7090 65%

Principal officers: Christopher
Spaulding, president; Tom Brown,
vp/secretary/treasurer.

Compensation: Commissions.

Business Coverage Corp.

2124 Highway 35 at Laurel Ave.,
Holmdel, N.J. 07733; 201-671-5111

1982 1981
Premium vol , $5.500,000 $5,000,000
Gross rev . $760,000 $670,000
Erhmiplovees., 1.9 A8
Commercial bus. 80% 80%

Principal officers: Alan N.
Curry, president; John F. Baldwin,
vp/secretary; Margaret F. Curry,
Lilly Owens, Ralph laleggio, vps.

Compensation: Commissions
and fees.

David Bynum
INnsurance Inc.

2401 Fountainview, Suite 800,

Houston, Texas 77057;
713-783-9902

1982 1981
Premium vol. $6.261.178 $7,485,808
Gross rev. $929.899 $967,985
Employees. 19 19
Commercial bus. 77% 85%

Principal officers: David D.
Bynum, president; William M.
Duncan, Robert E. Adams, vps;
Hilda Hines, secretary.

Compensation: Commissions.

Subsidiaries: David Bynum Life
Agency Inc., Houston.

Licensed excess/surplus bro-
ker in: Texas.

C

Cal-Surance Associates

3475 Torrance Blvd., Torrance,
Calif. 90503; 213-543-1660

1982 1981
Premium vol. $50.037.000 $36.195,000
Gross rev . $6.168.942 $5,141,600
Employees. 118 110
Commercial bus. 95% 95%

Principal officers: Don Mehlig,
chairman; Donald E. Martin, presi-
dent; Mike Bogen, Terry Martin,
Gary Winterrowd, vps; Thomas B.
Coleman, vp-finance.

Compensation: Commissions
and fees.

Branch offices: San Jose,
Fresno and Torrance, Calif.

Subsidiaries: Cal-Surance Asso-
ciates, Cal-Surance Benefit Plans,
Chartered Benefit Systems.

Parent company: Chartered Fi-
nancial Services.

Licensed excess/surplus bro-
ker in: California.

Continued on facing page
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Capitol Risk Concepts Ltd.

1 Water St., White Plains, N.Y.
10601; 914-946-7161

1982 1981
Premium vol. $8.020.000 $10,460,000
Gross rev.... $802.000 $1,046,000
Emplovees. ... a7 =a
Commercial bus. 99% 98%

Principal officers: John F.
Keane Jr., president; Peter T.
Sutherland, vp; Richard L. Kohl-
hausen, secretary/treasurer; Eric
Freeman, president-Capitol Risk
Concepts of Florida Inc.

Compensation: Commissions
and fees.

Branch offices: Fort Lauder-
dale, Fla.; New York; Nashua, N.H.

Subsidiaries: Capitol Risk Man-
agement Services Ltd., White
Plains, N.Y.; Capitol Risk Concepts
of Florida Inc., Fort Lauderdale,
Fla.

Carpezzi Agency Inc.
400 E. Route 59, Nanuet, N.Y.
10954; 914-623-0050

1982 1981

Premium vol. $3,850,000 $4.250,000
Gross rev. $665.000 $689,000
Employees...... Ao T A=
Commercial bus. 7096 70%

Principal officers: Leonard J.
Carpezzi, president; Virginia Pel-
licciotta, manager.

Compensation: Commissions.

Clair Insurance
Agency Inc.

717 Bethlehem Pike, Erdenheim, Pa.
19118; 215-242-5555

1982 1981
$14,346.918 $12,771,253
$1,830,566 $1,568,515

Emplovees.... 53 43

Commercial bus. 80% 87%

Premium vol.

Gross rev..

Principal officers: Robert A.
Clair, president/treasurer; Milton
B. Kohn, vp/secretary; David A.
Collins Jr., Frank Svitek, vps.

Compensation: Commissions
and fees.

Subsidiaries: Morgan Insurance
Agency.

Commercial Carriers

Insurance Agency Inc.
17418 S. Studebaker Road.
Cerritos, Calif. 90701; 213-860-1955

1982 1981
Premium vol. $5,541.000 $5,291,000
Gross rev. $833,452 $702,228
Employvees...... 20 1.8
Commercial bus... 99% 99%

Principal officers: Henry H.
Escalante, president; Shannon S.
Walker, Charles J. Escalante, J.
Scott Fleming, Gary Clark, vps.

Compensation: Commissions.

Branch offices: Oakland and
Fresno, Calif.

Cook.Knight Associates

1172 E. Ridgewood Ave.,

Ridgewood, N.J. 07450;
201-445-5100

1982 1981
Premium vol.. $3.100.000 $2,700,000
Gross rev. $350.000 $300,000
Employees. 8 9
Commercial bus. 6090 60%

Principal officers: Warren B.
Cook Sr., president; John J.
Knight, vp; Warren B. Cook Jr., as-
sistant vp.

Compensation: Commissions
and fees.

Coulter & Groner Inc.

125 Parkway Road, Bronxville, N.Y.
10708; 914-337-9200

1982 1981
Premium vol . $3,800.000 $3,500,000
Gross rev. $475.000 $450,000
Employees __ . ... 10 8
Commercial bus. 16% 70%

Principal officers: Elliott H.
Coulter; Edward H. Groner.
Compensation: Commissions.

CoupefAckerman-
Sampson Inc.

2 Court St., Box 1970, Binghamton,
N.Y. 13902; 607-772-1444

1982 1981
Premium vol . $4.900,000 $5,100,000
Gross rev... $865,000 $841,000
Employees..... 25 25
Commercial bus. . 7090 70%

Principal officers: John F. Rus-
sell, president; John A. Foley,
vp/treasurer; William J. McPhaiil,
vp; Robert H. White, secretary.

Compensation: Commissions
and fees.

Frank Crystal & Co. Inc.

61 Broadway, New York, N.Y.
10006; 212-344-2444

1982 1981
Premium vol. NA NA
Gross rev.. $5,815,000 $4,745,000
Employvees.... . ... 42 30
Commercial bus. . 80% 82%

Continued on next page
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CRAVENS, DARGAN & COMPANY

19/4 PACIFIC COAST

MARKETS FOR:

AVIATION, SPECIAL RISKS PROPERTY, LUMBER,
EXCESS & SURPLUS, OIL, OCEAN MARINE

PHOENIX
HOME OFFICE

5251 N. 16th, Suite 400
350 CALIFORNIA STREET, SUITE 1600

SAN FRANCISCO, CA 94104
(415) 622-7700

(602) 264-9785

SEATTLE
Peoples Nat'| Bank Bldg., Suite 810

(206) 223-9383

SPOKANE
Washington Trust Building, Suite 1020
W. 717 Sprague Street

(509) 838-4450

PORTLAND
200 Market Building, Suite 750
(503) 295-2537

BRANCH OFFICES
SAN FRANCISCO
555 California Street, Suite 2940
(415) 622-7600
LOS ANGELES
3580 Wilshire Blvd., 14th Fir.
(213) 739-0555

NEW YORK

2001 Marcus Avenue, Suite E 235
Lak6 Success

(516) 328-6040
ATLANTA
211 Perimeter Center Parkway, Suite 550
(404) 3930640
CHICAGO
101 N. Wacker Dr., Suite 1300
(312) 853-3110

HONOLULU
1510 Pioneer Plaza

(808) 521 -5031

Introducing the Lincoln National Take-
Charge Strategy. It puts you back in
charge of helping your clients (even
groups with as few as 50 lives) contain
their group life and health insurance

costs.

The Lincoln National Take-Charge Strategy. You
can offer these take-charge tools to clients who

want to take action against "out-of-control"

costs:

- MANAGEMENT INFORMATION REPORTS-

accurate, automatic plan benefit evaluations of

cost effectiveness, claim experience, utilization.

« COST-SAVING FUNDING METHODS-flex-

ible funding vehicles to maximize client cash

flow and minimize administrative expenses, pre-
mium taxes and claim reserves.

= INNOVATIVE PRODUCTS-custom-tailored

group life, medical and dental plans... including
Cost Fighter," which can reduce your clients’

group health premiums 20%, 30% or more.

« STAY-WELL PREVENTIVE PROGRAMS-edu-

cating client employees to become smart health

care consumers and encouraging health aware-
ness. Effective cost containment.

Take charge with the Lincoln National Take-
Charge Strategy. Call toll-free 1-800/228-8828
x 51. In Nebraska, 1-800/642-5018 x 51.

Not available in all states

LINGCGAN.

GROUPINSURANCE

Fort Wayne, Indiana

We put you back incharge.

Lincoln National Life Insurance Company/Lincoln National Health & Casualty Insurance Company/
Lincoln National Administrative Services Corporation/Members 01 Lincoln National Corporation.
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Steamafic
Catastrophe,Inc.

YOUR PARTNER
IN LOSS MITIGATION

If you care about loss mitigation, as we do, then let's be partners.
BMS CAT is a company with over 36 years of experience in fire and water
damage restoration.

Our specialists are on call 24 hours a day to provide you with a complete
line of services after a loss occurs.

For immediate response to fire and water damage including odor control,
corrosion control, and contents restoration anywhere in the United States or
Canada, call BMS CAT, your partner in loss mitigation.

24 hour toll free hotline (800) 433-2940

BMS Catastrophe

National Headquarters
RO. Box 11370

Fort Worth, TX 76110

Please send me more information about fire and water dam-
age restoration.

Name

Title

Company

Address

City State =Zip

Continued from previous page

Principal officers: I. Frank
Crystal, chairman; James W. Crys-
tal, president/CEO; Michael Cash,
vp-finance; Jerome D. Lubin, exec-
utive vp, William D. Mann, vp-
marketing;- Kenneth Gamble, vp-
sales; Vincent J. Gandolfo, vp-ben-
efits.

Compensation: Commissions
and fees.

Branch offices: Houston.

Subsidiaries: Frank Crystal &
Associates, N.Y.

Licensed excess/surplus bro-
ker in: New York; Texas.

D

DMAS Inc.

1348 Forest Ave., Staten Island,
N.Y. 10302; 212-981-0700

1982 1981

Premium vol . $2.300,000 $2,250,000
Gross rev.. $325,953 $324,222
Ermploveaes. ... = 7
Commercial bus.. 65% 65%

Principal officers: Louis J. Mi-
lone, president; Herbert R. Apple-
baum, vp; Sheldon Stillman, secre-
tary/treasurer.

Compensation: Commissions.

The Daniel & Henry Co.
100 N. Jefferson, St. Louis, Mo.
63103; 314-421-1525

1982 1981
Premium vol.. $29,100.000 $28,000,000
Gross rev...... $4,650.000 $4,200,000
Employees. 120 106
Commercial bus... 85% 86%

Principal officers: C. Peyton
Daniel, president/CEO; C.S. Drew
Jr., chairman; John S. Childress,
executive vp; E. Robert Concannon
Jr., John A. Harrison, M.H. John-
son Jr., Nicholas J. Kontras, John

DOLARES

and

SENSE

Grupo Seguros La Comercial, the largest private insurance company
in Mexico, is now able, once again, to offer U.S. Dollar coverage for

your Mexican risks.

It makes good sense to secure your coverage from the only Mexican

insurer with offices in the U.S.A.

Please call any of our offices listed below for further details.

v GRUP O

LA CONMNMERCIAL

Chicago
312/236-0002

MR. J.D. DAWSON

Telex: 283575 MS. MARIA MARANDA
New York

212/349-4360 MR. PEDRO TARNO

Telex: 12092 MR. FERNANDO VILLA
Mexico City

905/655-2536 MR. CARLOS TERROBA

Telex: 017-73-803 MR. ENRIQUE OCHOA

Telex: 017-73-958 MR.

JORGE RAMON GALLAND

G. Schreiner, William P. Wunder-
lich, vps; Ronald C. Mueller, tea-
surer; Robert L. Jung, secretary

Compensation: Commissions
and fees.

Licensed excess/surplus bro-
ker in: Missouri.

Davis.Grosse Inc.

168 E. Lake St- Box 579, Elmhurst,
111.60126; 312-834-0056

1982 1981
Premium vol. $5.850,000 $4,945,000
Gross rev. $1,067.385 $925,000
Ermiploveaes. A7 S
Commercial bus. 93% 9396

Principal officers: Edward L.
Grosse, president; William J.
Opelka, senior vp; James H. Davis,
vp; Alfred E. Barr, vp/secretary; A.
Drury Davis, treasurer.

Compensation: Commissions
and fees.

Dawkins, Clark &
Associates Inc.
790 E. Broward Blvd., Fort

Lauderdale, Fla. 33301;
305-467-3833

1982 1981
Premium vol $4,600.000 $3,400,000
Gross rev... $506.000 $408,000
Employees. 10 5
Commercial bus. 80% 80%

Principal officers: Tim Daw-
kins, president; Ted Jensen, vp.

Compensation: Commissions
and fees.

Acquisitions: Continin-Jensen
Inc., Fort Lauderdale, Fla.

Walter P. Dolle Inc.

Dixie Terminal Building, Cincinnati,
Ohio 45202; 513-421-6515

1982 1981
Premium vol. $37.800.000 $37,000,000
Gross rev. $3.745.000 $3,615,000
Employvees. . . . . 61 59
Commercial bus. 909. 90%

Principal officers: Jack R.
Trainer, chairman; Robert D. Lang,
president; H. Russell Reigart, vp.

Compensation: Commissions
and fees.

Licensed excess/surplus bro-
ker in: Ohio.

Dowis Agency Inc.

214 S. Third St., P.O. Box 911,
Sterling, Colo. 80751; 303-522-6260

1982 1981
Premium vol. $5.193,890 $4576,675
Gross rev. $1.044.216 $999,220
Emmiplovees., . =22 22
Commercial bus.. 85% 84%

Principal officers: Richard W.
Dowis, president; H.M. Dickson,
Lyle D. Graham, vps; Richard A.
Warren secretary/treasurer.

Compensation: Commissions.

Subsidiaries: Dowis Manage-
ment Corp., Dowis Systems Inc.,
Sterling, Colo.

Robert F. Driver Co. Inc.
400 Cedar St., San Diego, Calif.
92101; 619-238-1828

1982 1981

$2€,011,487
$2,047,530

Premium vol. $27.268.985
5,529,555

a3 aaa

RILL bus . 0% a0%

GSross rev .

Principal officers: Robert F.
Driver, chairman; Irwin B. Sklar,
president; LeGrand L. Rane, senior
vp; Robert H. Herring, secre-
tary/treasurer/comptroller.

Compensation: Commissions
and fees.

Branch offices: La Jolla, New-
port Beach and Escondido, CBIif.

Subsidiaries: Robert F. Driver
Administrators and Premium Ad-
vance, San Diego.

Licensed excess/surplus bro-
ker in: California.

The Ducey Agency Inc.

Route 9-W, Haverstraw, N.Y. 10927;
914-429-5000

1982 1981
Premium vol. . . $3.800.000 $3,725,000
Gross rev... $525,000 $520,000
Employees. 8 e
Commercial bus. 10°10 70%

Principal officers: Thomas W.
Torpey, president; Edward C.
Smith, vp.

Compensation: Commissions.

E

Eastman & Co.
Insurance Brokers

4001 W. Alameda Ave., Suite 300,
Burbank, Calif. 91505; 213-849-2400

1982 1981
Premium vol . $2,600.000 $3,800,000
Gross rev. $330.000 $425,000
Ermploveaes., ... 7T 9
Commercial bus. 83% 91%

Principal officers: Robert East-
man, president; James Waldorf, vp;
Linda Davidson, vp/secretary.

Compensation: Commissions.

Subsidiaries: Membership In-
surance Marketing.

Lester Eckert & Co.,
Corporate Insurance
Brokers

3050 Post Oak Blvd., Suite 1700,

Houston, Texas 77056;
713-960-8686

1982 1981
Premium vol. . $20.000,000 $10.000,000
Gross rev. $2.900.000 $1,600,000
Emplovees =5 26
Commercial bus. 9990 99%

Principal officers: Lester W.
Eckert, chairman/president; Rob-
ert B. Hanson, executive vp; Neil T.
McGinn, Virginia R. Hilley, senior
vps.

Compensation: Commissions
and fees.

Subsidiaries: Ekeo Protecion
Consultants Inc., Houston.

Licensed excess/surplus bro-
ker in: Texas.

EppsMcLendon Co. Inc.

249 W. Main St., Lake City, S.C.
29560; 803-394-2018

1982 1981
$4,390.182 $3,341,000
Gross rev. $613,982 $610,000

Ermplovees., =23 25
Commercial bus. 50% 50%

Premium vol .

Principal officers: James Ver-
non Epps, president; Dorothy R.
Epps, secretary.

Compensation: Commissions.

Branch offices: Kingstree, S.C.

Licensed excess/surplus bro-
ker in: South Carolina.

Executive Motivation Inc.

150 N. Wacker Drive, Suite 2000,
Chicago, 111. 60606; 312-332-5980

1982 1981
Premium vol. $4.400.000 $3,400,000
Gross rev. . $410,000 $325,000
Ermiplovees . .5 3
Commercial bus. 85% 80%

Principal officers: Gary L.
Karlin, president; Richard B. Caso-
lari, vp.

Compensation: Commissions
and fees.

T

Financial Insurance

Service Inc.

1010 Meacham Road, Schaumburg,
111. 60194; 312-884-3800

1982 1981
Premium vol . $16.070,110 $14,870,000
Gross rev. $1,653.242 $1,792,300
Employvees....... =33 31
Commercial bus... 10096 100%

Principal officers: Joseph Am-
brose, president; Robert J. Peele,
senior vp/secretary; Ronald 0. An-
fenson, treasurer.

Compensation: Commissions

and fees.

Continued on facing page
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Subsidiaries: Financial Insur-
ance Service Consultants Inc.,
Schaumburg, Ill.

Licensed excess/surplus bro-
ker in: lllinois.

First Associated Insurance
Agencies Inc.

12465 Burleigh Road, Brookfield,
Wis. 53005; 414-786-2540

1982 1981
Premium vol.$4,800,000 $4,800,000

Gross rev......... $870,000 $904,000
Employees........ 23 22
Commercialbus.. . 51% 50%

Principal officers: Timothy Ga-
hagan, president; Robert N. Cayze,
executive vp; Mike Stolz, Howard
McKee, Ted Schmidt, vps; Ellen
Kloth, secretary.

Compensation: Commissions.

Licensed excess/surplus bro-
ker in: Wisconsin.

Fitzgerald, Clayton, Noyes

& Kasten Inc.

757 N. Broadwav, Milwaukee, Wis.
53202; 414-271-3717

1982 1981

Premium vol.. $600.000 $4,600,000
Grossrev......... $890.000 $895,000
Employvees....... 19 21
Commercial bus. . 85% 85%

Principal officers: Robert T
Clayton, president/treasurer; Wil-
liam D. Hoppenjan, vp/secretary,
Gladys Vierguth, assistant secre-
tary.

Compensation: Commissions
and fees.

Subsidiaries: Harry G. Packee
Agency Inc., Milwaukee.

Licensed excess/surplus bro-
ker in: Wisconsin.

Foa & Son Corp.
1 World Trade Center, New York,
N.Y. 10048; 212-432-1234

1982 1981
$27,500,000 $22,500,000
$2,050.000 $1,700,000

Ermplovees........ 53 53
Commercial bus. 209. 90%

Premium vol. .

Gross rev.

Principal officers: Mario Foa,
chairman; Conrad Foa, presi-
dent/CEO; Dick Impastato,
vp/chief operlting officer; Stanley
Apicella, senior vp; Myles Burke,
VP.

Compensation: Commissions

and fees.

Branch offices: Chappaqua,
N.Y.

Fowler Agency Inc.
29 River Road, Chatham, N.J.
07928; 201-635-1700

1982 1981
$7,000,000 $6,000,000
Gross rev....., $800.000 $700,000
Ermplovees.... 1.3 A<}
Commercial bus. 85% 85%

Premium vol...

Principal officers: Richard C.
Fowler Jr., president; Donald W.
Wright, executive vp.

Compensation: Commissions
and fees.

The Frankel Co.

1051 Brinton Road, Pittsburgh, Pa.
15221; 412-244-7500

1982 1981
$4504000 $6,300,000

Gross rev.... $1,436,000 $1,344,000
Employees....... 28 26
Commercial bus... 7896 76%

Principal officers: Robert M.
Frankel, president; F. William
Neely, senior vp; William K. Lie-
berman, president-Lieber-
man/Frankel Associates; Gary
Droz, partner-Integrated Equities.

Compensation: Commissions
and fees.

Subsialiaries: Lieberman/Fran-
kel Associates, Pittsburgh; Inte-
grated Equities, Pittsburgh.

Licensed excess/surplus bro
ker in: Pennsylvania.

Frenkel & Co. Inc.

123 William St., New York, N.Y.
10038; 212-267-2200

1982 1981

Premium vol.. NA NA
Gross rev. $8.165,000 $7,336,000
Employees. . 150 150
Commercial bus 88% 88%

Principal officers: Charles W.
Pachner, chairman; James J. Costa,
president; Alan S. Samuels, Robert
E. Shunk, executive vps.

Compensation: Commissions
and fees.

Acquisitions: Weissman &
Weissman Inc., New York.

Branch offices: Los Angeles.

G

GallagherCole Associates

4700 Biscayne Blvd., Miami, Fla.
33137; 305-576-4100

Continued on next page

business insurance, June 27, 1983/ 83

*/ILianC AND

c,cean , F larine

FACILITIES AVAILABLE
TO AGENTS & BROKERS OF MEMBER COMPANIES

MUTUAL MARINE OFFICE, INC.

100 PARK AVENUE, NEW YORK, N.Y. 10017 » 212-953-0580

General Managers

NEW YORK MARINE AND GENERAL ANSURANCE COMPANY

Marine Managers

ARKWRIGHT-BOSTON INSURANCE COMPANY

ARKWRIGHT-BOSTON MANUFACTURERS MUTUAL
INS. COMPANY

EMCASCO INSURANCE COMPANY

EMPLOYERS MUTUAL CASUALTY COMPANY

GRAPHIC ARTS MUTUAL INSURANCE COMPANY

LUMBER MUTUAL INSURANCE COMPANY

MUTUAL FIRE, MARINE & INLAND INS. COMPANY

PENNSYLVANIA NATIONAL MUTUAL CASUALTY
INS. CO.

UNION MUTUAL INS. CO. OF PROVIDENCE

UTICA MUTUAL INSURANCE COMPANY

Does Your Insurance Company
Treat Multinational Benefits

Like a Kid's Game~?

Remember playing "telephone" as a kid? You'd Mr. C. C. Gamwell lll, Vice President, at (212)
whisper a secret to a friend. In turn, your friend 770-5060 or 770-7407. Or send him the coupon
below.

would whisper to another. The game went full

circle until the last player shouted the message.

Incorrectly

Funny? Not when it comes to Multinational

Benefits.

GAD

A Division of American International Group

Many insurance companies treat multinational

benefit programs like a game of telephone. For
every country in which you have employees,

Group Management Division
American International Group
70 Pine Street; New York, NY 10270

they have to "telephone" some overseas insur-

ance company to arrange for your benefits.

Please send more information on Multinational

Benefits.

But not the Group Management Division

(GMD) of American International Group. Our
worldwide organization of 130 wholly-owned or
wholly-managed companies are all staffed by
local professionals who work for and report to
us. Not some "partner" company Our overseas

I'm interested in: Il Group Life El Group
Medical O International Pension Plans

Il Group AD&D Il LTD EIl Voluntary Life

Il Overseas Personal Liability O Third
Country National Coverage Il Savings through
Multinational Pooling

personnel use our forms and they know stan-

dard American business procedures as well as NBmp Ti,lp
their own.
. . . Compan

We leave little room for misunderstanding. Or pany
non-cooperation. Nature of Businpgs

Ifyou think Multinational Benefits programs Address
should be simple (but not like a kid's game), call

City, Siate Zip

GMD Benefits the WwWorld

Telephone (

8-6/27
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Nnst, O
the hie station

caught L...

Then, the fireman drove the hook-and-ladder over the hy-
drant outside, flooding the dry cleaning store oi the corner.
The owner, naturally upset, ran screaming into the street and
narrowly escaped being tin over by the chief's car. The ihief
swerved, avoiding the irate dry cleaner, and drove through
the front porch of the church across the street. The police-
man directing traffic got a little too excited and charged an
innocent bystander with arson. Meanwhile, the paramedic
accidently dropped the stretcher carrying the lady who lived
in the house next to the fire station and who thought she was
having a heart attack. It was indigestion, but she broke rer
arm in the fall. And, when the smoke finally cleared...
PENCoO covered it all.
Guaranteed-cost programs, broad-form comp-ehensive li-
ability, errors and omissions and other tailor-made Ask cow
erages for public entities all through A-rated stable carriers.

For more information, contact: Dan Lee, CPCU

f-. 1 P.O. Box 1280

*|| Nashville, TA 37202
id-1 (615) 361-4065

Continued Pom previous page

1982 1981
Premium vol $3.144,881 $2,750,050
Gross rev. $465,611 $452,924
Employveaes. ... aa
Commercial tus. 8596 85%

Principal officers: Phil C. Gal-
lagher, Samuel T. Cole, partners;
Raymond O. Boon, Lenore N.
Francis, associates.

Compensation: Commissions
and fees.

Licensed excess/surplus bro-
ker in: Florida.

The Gleason Agency Inc.

Main Streer East Building, Suite 204,
P.O. Box 8. Johnstown, Pa. 15907;
814-535-8411

1982 1981
Premium vol. $9.549,722 $9092,958
Gross rev.. $1202,000 $1.027,000
Employees. 24 18
Commercial bus. 9396 93%

Principal officers: Robert A.
Gleason Jr., president; Christopher
K. Gleason, vp; Carolyn Zierer,
secretary/operations manager.

Compensation: Commissions
and fees.

Branch offices: Altoona, Pa.

Licensed excess/surplus bro-
ker in: Pennsylvania.

Richard N. Goldman & Co.

One Maritime Plaza, San Francisco,
Calif. 94111; 415-981-1141

1882 1981
Premium vol. NA NA
Gross rev......... $2.800.000 $2,400,000
Employvees........ az 39
Commercial bus . 90% 90%

Specializing in all forms of life,
acddentandhealthretnsurance.

, FACULTATIVE/TREATY

Underwriting and loss adjusting intennediary

for LLOYDS of LONDON for over 30 years.

| Stop Loss for Self.Funded Employee Benefit Plans

» Stop Loss for Aviation Workers' Compensation

| Catastrophe Excess Treaties
e Special Risks
| Aviation Accident | Group Travel

JOHN W. PARKER, JR.
SAMUEL W. DOUGLASS, 111

1760 MARKET STREET 7
PHILADELPHIA, PA 19103

I Admitted Liability

DEBORAH PERNA

WILLIAM R. GUCKES, JR.

Offices in New York, Dallas Coral Gables, London, Paris,

and *her principa

A¥-

cmes wodvde.

Principal officers: Richard N.
Goldman, chairman; Stuart. W.
Seiler, president; Helen A. Castro,
senior vp/treasurer; Gerald J. Fitz-
gerald, senior vp/secretary; A3den
Ames lll, senior vp.

Compensation: Commiss:ons
and fees.

Licensed excess/surplus bro-
ker in: California.

Gomez & Cia. Inc.

Condominio Profesional, 6th Ficor,
Mendez Vigo 70 West, P.O. Box
3450, Mavaguez, Puerto Rico
00709; 869-832-1020

1982 981
Premium vol.. *8".00 $4,C00,000
Gross rev.. $500.000 $500,000
Emplovees. . . . 9 42
Commercial bus. 95% 95%

Principal officers: Enr:que
Gomez, president; Myrna Quiles,
VP.

Compensation: Commissions
and fees.

Licensed excess/surplus bro-
ker in: Puerto Rico.

The Greenwich Group

6282 N. Andrews Ave., Fort

Lauderdale, Fla. 33309;
305-772-0447

1982 1981
Premium vol. . $4.000,000 NA
Gross rev. $375,000 NA
Employees.... “ NA
Commercial bus. 100% NA

Principal officers: William Co-
miskey, president; Michael S.
Oliver, executive vp.

Compensation: Commissions.

Acquisitions: GRM Insurance
Brokers, Santa Ana, Calif.

Subsidiaries: Greenwich Risk
Management, Los Angeles, Santa
Ana, Calif.; Fort Lauderdale, Fla.

Charles M. Griffith Inc.

200 W. Burlington, Clarendon Hills,
111.60514; 312-654-1122

1982 1981
Premium vol. $3.000.000 $2500,000
Gross rev.. $475.000 $422,000
Employvees._ ... ... S =
Commercial bus. . 5596 45%

Principal officers: Richard C.
Bland, president.

Compensation: Commissions
and fees.

Acquisitions: IIA Inc.

H

Haas & Wilkerson Inc.

4300 Johnson Drive, Fairway, Kan.
66205; 913432-4400

1982 1981

Premium vol. $23,556,660 $16,728,631
Gross rev.. $3,675,088 $2,058,385
Employvees. . ... —T= &7
Commercial bus. 809. 80%

Principal officers: Albert E.
Haas, chairman; W. Ralph Wilker-
son Jr., president; C.J. Jordan, ex-
ecutive vp/treasurer; Howard F.
Walter, secretary.

Compensation: Commissions
and fees.

Branch offices: St. Petersburg,
Fla.; St. Louis.

Subsidiaries: Haas-Wilkerson-
Wohlberg Inc.; Land Speed insur-
ers Inc.; Americana Services Inc.;
Specialty Program Insurors Inc.;
Theater Consultants Inc.

Licensed excess/surplus bro-
ker in: Missouri; Kansas.

Hackett, VValine &

MacDonald Inc.

198 College St., P.O. Box 488.
Burlington, Vt. 05402; 802-65E-1100

1982 1981
Premium vol. $8.646.283 $9,076,633
Gross rev. $1545,649 $1,496,270
Employvees.... =28 =25
Commercial bus.. 75% 86%

Principal officers: Luther F.
Hackett, president; Duane A. Va-
line, executive vp; Donald R. Mac-
Donald, senior vp; Richard L. Sea-

vey, vp.

Compensation: Commissions.

Subsidiaries: Hackett & Co.

Parent company: HVM Co.

Licensed excess/surplus bro-
ker in: Vermont.

Wayland Hancock
Insurance Agency

1925 Lexington, P.O. Box 22780,
Houston, Texas 77027;
713-528-5383

1982 1981
Premium vol. $6,600,000 $5,100,000
Gross rev . $1,075,000 $807,000
Employees.... 17 14
Commercial bus. 590 67%

Principal officers: Wayland
"Buddy" Hancock, R.J. (Hollis)
Waldt, Wilbur Scott, partners.

Acquisitions: Longhorn Insur-
ance Agency, Houston.

Compensation: Commissions.

Subsidiaries: Wayland Hancock
Century 21 Realtors, Houston.

Harding.Conley.Drawert.
Tinch Insurance
Agency Inc.

P.O. Box 29069, San Antonio, Texas
78229; 512-732-9601

1982 1981
Premium vol.. $3,603.546 $3,516,229
Gross rev. $673,692 $722,738
Employees....... 7 7
Commercial bus.. 95% 95%

Principal officers: Homer M.
Conley, president; T.A. Drawert,

vp; A.C. Tinch Jr., vp/secretary.
Compensation: Commissions.

Hastings.Tapley Insurance
Agency Inc.

271 Cambridge St., Cambridge,
Mass. 02141; 617-876-7510

1982 1981

Premium vol $22,828.849 $18,890,633
Gross rev.... ... $3,786,820 $3,427,000
Employees.... . 932 sS4
Commercial bus. 51% 51%

Principal officers: David J.
Lane, chairman; Frederick J. En-
gland Jr., president; Frederick J.
England, treasurer; Marsha K. Bur-
ridge, Gibson L. Busfield, E. Don-
ald Lewis, executive vps; John F.
O'Hare, Charles S. Tapley, senior
vps.

Compensation: Commissions
and fees.

Acquisitions: Kingman & Rich-
ardson Insurance Agency, Reading,
Mass.; Cunningham & Kerr, Glou-
cester, Mass.; Brennick Insurance
Agency, Malden, Mass.

Branch offices: Danvers, Essex,
Gloucester, Ipswich, Malden, Med-
ford, North Reading, Reading,
Saugus, Stoneham, Topsfield, Wa-
tertown and Woburn, Mass.

Subsidiaries: Lane England As-
sociates Inc., Cambridge, Mass.

Parent company: Hastings-Ta-
pley Corp.

Licensed excess/surplus bro-
ker in: Massachusetts.

Joseph Held & Co. Inc.

116 John St., Suite 1600, New York,
N.Y. 10038; 800-221-9940;
212-962-3122

1982 1981
Premium vol.. $4.250,000 $4,100,000
Gross rev. $530.000 $525,000
Employees . 9 9
Commercial bus. 85% 85%

Principal officers: Kenneth S.
Held, president/CEO; Arnold M.
Held, executive vp; Dana Michael
Sanders, manager-Hollywood, Fla.,
office; Ronald N. Schoenbrun,
manager-Atlanta office; Charles A.
Beattie, manager-Vero Beach, Fla.,
office.

Compensation: Commissions
and fees.

Branch offices: Hollywood,
Vero Beach, Fla.; Atlanta; Long Is-
land, N.Y.

Subsidiaries: Standard Insur-
ance Management Co. Inc., Holly-
wood, Fla.

Licensed excess/surplus bro-
ker in: New York; Florida.

Continued on facing page
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Henderson & Phillips Inc.

P.O. Box 267, Norfolk, Va. 20501;
804-625-5353

1982 1981

Premium vol..... $20*800.000 $17,600,000
Gross rev......... $3.300.000 $2,780,000
Employvees........ s 63
Commercial bus... 1396 77%

Principal officers: George G.
Phillips Jr., president/chairman;
G. Wayne Harris, executive vp;
Charles J. Cralle, Barry F. Gidley,
Howard E. Gill, senior vps.

Compensation: Commissions.

Acquisitions: American Insur-
ante Group, Virginia Beach, Va.

Branch offices: Commercial In-
surihce Agency, Portsmouth, Va.;
Harrison & Lear Insurance, Hamp-
ton, Va.

Subsidiaries: Executive Benefits
Inc., Norfolk, Va.; Self-Insurance
Services Inc., Richmond, Va.

Licensed excess/surplus bro-
ker in: Virginia.

Paul Hertel & Co. Inc.

Third and Chestnut Streets,

Philadelphia, Pa. 19106;
215-925-7656

1982 1981
Premium vol..... 513.000,000 $12,000,000
Gross rev......... $1,594000 $1,550,000
Employees........ a2 44
Commercial bus. 5590 55%

Principal officers: Paul R. Her-
tel Jr., president; James McLaugh-
lin, Jeremiah A. Caron, Robert H.
Bradford, Susan Getsie, vps.

Compensation: Commissions
and fees.

Branch offices: Media, Paoli
and Roxborough, Pa.

Licensed excess/surplus bro-
ker in: Pennsylvania.

The Hirshorn Co.

14 E. Highland Ave., Philadelphia,
Pa. 19118; 215-242-8200

1982 1981
Premium vol... $3.600,000 $3,600,000
Gross rev.... $475,000 $470,000
Employees... , 1.2 12
Commercial bus. 83% 84%

Principal officers: Ralph S.
Hirshorn, president; B. Graeme
' Frazier I, vp.
Compensation: Commissions
and fees.
Licensed excess/surplus bro-
ker in: Pennsylvania.

Hocker, Peskay & Plaia
INnsurance Services Inc.

7002 Owensmouth Ave., P.O. Box

352, Canoca Park, Calif. 91305;
213-888-7602

1982 1981.
Premium vol. $3.000.000 $2,900,000
Gross rev. $800,000 $720,000
14 10
CZzlbus 59690 500

Principal officers: Robert A.
Peskay, president; Anthony A.
Plaia, secretary/treasurer; Kerry
A. Mayer, vp.

Compensation: Commissions.

Holland Insurance
Agency Inc.

19 W. Eighth St., P.O. Box 3010,
Holland, Mich. 49423; 616-396-4611

1982 1981

Premium vol..... *1282*3 $4,845,609
Gross rev......... $1.392.999 $951,853
Employvees .. =25 a8
Commercial bus... 77% 73%

Principal officers: Dale E. Van-
Lente, president; John A. Heyboer,
executive vp; David L. Lake,
vp/treasurer; Robert J. Yonker,
secretary; John A. Heyboer m, as-
sistant vp; James R. Van Kuiken,
president/treasurer-Grand Rapids;

Herman H. Van Faasen Jr., vp/sec- ,

retary-Grand Rapids.
Compensation: Commissions.
Acquisitions: Merged with
Grand Rapids Insurance Agency in
January 1982.
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Charles E. Hyde
Agency Inc.

277 Main St., Port Washington, N.Y.
11050; 516-883-6300

1982 1981
Premium vol..... $1500,000 $3,000,000
Gross rev. $500.000 $450,000
Emplovees........ a1a 1A=
Commercial bus. 6296 57%

KM INSURANCE COMPANY

Principal officers:,John E.
Hardy, president; Charles H.
Walker, secretary.

Compensation: Commissions
and fees, 5720 LaJ FREEWAY. SUITE 500

Acquisitions: The Biggs Fogarty , DALLAS. TE>S 75240
Agency, Glen Cove, N.Y. 214/991-1515

/

Call or write: Diane N. Sandlin, Marketing Manager
Insurance Center of

Southern Connecticut

Inc. A Member of the K mart Insurance Group

900 Madison Ave., Bridgeport,
Conn. 06606; 203-333-6555

Continued on next page

Become an expert in risk
management through

PRACTICAL
RISK
NMA 1 \VVAGENMENT

Gl1oot rl 1L *all

The reference of the Fmfessionals,
yet usable by the beginner
Whatit is: What they say about it:

FORMAT: Two loose-leaf binders, 81/2 " x 11" The most concise and informative text that we
9 supplemdnts and many revisions annually. e =R = - — Risk Manager
Contents kept continually current. "Represents a monumenta/ amount of work and a

CONTENTS: Management guides to: wwindtall of imforrmatiormn.™" — Editor
gecord kee"'l'f‘g Claims adjusting "Practica/ Risk Management is the class of the

ompgny policy Sele_ctlng a broker Tl e— 8. _ -~ —— Director of Insurance
Valuations Self-insurance
How to bid insurance Selecting insurers, direct or "We refer to it regularly.” - Insurance Agent
Captive insurance companies agency-writing
Cost allocation Loss prevention “in the short time we've had the handbook it has
Insurance manuals Mergers and acquisitions more than paid for itself.” -Broker
Taxes Etc.,etc., etc.

"/'ve subscribed to Practical Risk Management

Insurance (property, liability and workers' for a few years and lind it the only worthwhile

compensation) guides to: pub/ication in the fie/d. /'ve recommended it to my

Policy coverage, exclusions Directors and officers liability clients and to others in the insurance industry.”
and conditions ERISA - Broker

Data processing risks Construction projects

Ocean and inland marine Crime insurance and bonding 11— — == 1=1==1

Earthquake and flood Car rental contracts Price: Two binders with all topics to date:

Highly protected risks Aircraft hull and liability, I: H &%%5 v 84
Goods in transist Etc., etc., etc. 1 I gﬁLu%%@mmally n binders outside USA)

O Please bill(Add $10 handlin* O Check enclosed
1 Check payable in US $ to:

Risk managers, both full-time professionals and those with other Practical Risk Management

duties » Financial and executive officers » Insurance agents and Box 10093; Oakland, CA 94610

brokers « Risk management consultants « Professors of insurance

and risk management « Lawyers and accountants * m Send a SUbSCI’IptIOﬂ to

VWho usesit:

WwWho writes it: NAME
Consultants with extensive field experience, supported by a dis- l COMPANY
tinguished panel of working advisers. ADDRESS
|| A publication of Warren, McVeigh & Griffin _CITY AND STATE S
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1982 1981
Premium vol. .. $3220,659 $3,611,082
Gross rev... ... $706,948 $607,259
Emplovees........ 17 16
Commercial bus. 41% 42%

Principal officers: Arnold Ka-
plan, chairman; Burton I.
Bauchner, president/treasurer;
Irwin Nabel, vp.

Compensation: Commissions.

Acquisitions: A&M Agency,
Arias Agency, Bridgeport, Conn.

Insurance Management
Associates Inc.

600 IMA Plaza, 250 N. Water,
Wichita, Kan. 67202; 316-267-9221

1982 1981
Premium vol. $32.245.000 $27,368,684
Gross rev. $4.1HA94 $3.414.625
Emplovees.... . 92 76
Commercial bus.. 920% 92%

Principal officers: Paul C. Yan-

key Jr., chairman/treasurer; Wil-
liam C. Cohen Jr., president; Joe E.
Moddrell Jr., executive vp; Richard
B. Matassarin, Paul G. Starr, ser.ior
vps; Sandra K. Broadstreet: vp/sec-
retary; Kay Barrett, Roberta Heor-
man, Dick King, Francis Ludvicek,
Joseph C. Lukens Il, Daniel E. Ny-
berg, Scott T. Post, Wally Raabe,
vps.

Compensation: Commissions
and fees.

Acquisitions: Alexander &
Alexander of Kansas Inc., Wichita,
Kan.

Branch offices: Insurance Man-

agement Associates Inc. of Topeka,
Kan.

Licensed excess/surplus bro-
kerin: Kansas.

Insurance Marketing
Agencies Inc.
1200 Mechanics Bank Tower,

ARE YOU SIGNING
A BLANK CHECK

FOR YOUR INSURER?

E&E's clients don't. Only E&E offers claims-based
hospital utilization review by medical professionals,
so that every check is"countersigned"” before thectaims

process even begins.

EXECUTIVE & EMPLOYEE
BENEFIT PLANS, INC.
Pioneers in our field, yesterday and today.
For information in cities not listed

call C. J.Wintersteller a:
(614) 481-8391

Atlanta: E. A. Hightower (404) 256-2900
Orlando: Paul Holderbaum (305) 849-6020
Columbus: C. J. Wintersteller (614) 481-8391
Cincinnati: L. S. McCrosky (513) 772-0700
Cleveland: Joseph Kral (216) 886-6800
Dallas: 3. M. Bransford (214) 221-2584

Worcester, Mass. 01608;
617-753-7233

1982 1981
Premium vol. $8,500.000 $4800,000
Grass rev. ... $1,300.000 $1,300,000
Emplovees....... 30 30
Commercial bus. 85% 85%

Principal officers: Sumner W.
Herman, president/treasurer; Ar-
nold J. Horowitz, executive vp;
John J. Kelly, vp.

Compensation: Commissions

and fees.

Licensed excess/surplus bro-
ker in: Massachusetts.

INnsurance
Professionals Inc.

P.O. Bcx 292,15 Prospect St.,
Paramis, N.J. 07652; 201-265-7110

1982 1981
Premium vol $5.800.000 $5,000,000
Gross rev....... $710,000 $620,000
Emplovees ...... a1 10
Commercia. bus. 70% 70%

Principal officers: John A.
Jones, president; William Brazzel,
secretary; Margaret Westhelle,
treasurer.

Compensation: Commissions
and fees.

Branch offices: Florida Insur-
ance Professionals Inc., West Palm
Beach, Fla.

ISU/Chandler Insurance
Agency Inc.

1011 Cadillac Way, P.O. Box 1397,
Burlinaame, Calif. 94010;
415-347-5291

1082 1081
Premium vol.. $7.628.226 $5,436,379
Gross rev... $1,144.234 $815,457
Employees. 24 20
Commercia. bus. 9596 929

Principal officers: Michael L.
Chandler, president; Ronald A.
Brand, Dennis D. Chandler, vps;
Donald E. Marsh, vp, secre-
tary/treasurer.

Compensation: Commissions
and fees.

ISU/Dohrmann.King Co.

1045 N. El Dorado St., Stockton,
Calif. 95202; 209-944-5540

1982 1981
$3.500.000 $3,000,000
$525,000 $509,000
Emplovees.... 1L S
Commercia- bus. 8096 85%

Premium vol.

Gross rev. .

Principal officers: Harold S.
King, president; Lewis D. Sky-
hawk, Robert E. Lee, vps; Dorothy

A King, secretary; Sally K. Bron-

ner, treasurer.

Compensation: Commissions.

ISU/Wellington
Agencies Inc.
3460 Wilshire Blvd., Suite 401, P.O.

Box 76969; Los Angeles, Ca;if.
90076; 213-380-3050

1982 1981
Premium vol. $12.000,000 ; 12.HO.000
Gross rev. . $1201.000 $1,882,000
Employvees. ... 33 35
Commercial bus.. 79% 80%

Principal officers: Wilbert W.
Stein, chairman; John Antignas,
president; Gerald Richbook, Earl B.
Gross, senior vps; Donald W. Mil-
lar, vp-administration, secre-
tary/treasurer; Arthur M. New-
man, William Gerichter, Arthur L.
Katz, vps; Clifford W. Sanforth,
vp-marketing; Stephen R. Abram,
vp-client services.

Compensation: Commissions.

a

Johannesen.Farrar Inc.

110 S. Third St., Delavan, Wis.
53115; 414-728-2631

1982 1981
$3.693,397 $3,844,918
$668.000 $641,0CO
A= <

Premium vol.

Employees.
Commercial bus . 6096 60%

Principal officers: Joseph J.
Walters, president; Eugene F.
Groth, vp; John M. Rielly, secre-
tary/treasurer.

Compensation: Commissions
and fees.

Branch offices: East Troy and
Elkhorn, Wis.

Subsidiaries: Johannesen-Far-
rar Real Estate Inc.

Licensed excess/surplus bro-
ker in: Wisconsin.

Johnson, Kendall &
Johnson Inc. -

Penns Trail and Route 332,
Newtown. Pa. 18940; 215-968-4741

1982 1981
$5.912.000 $6,000,000
$977,000 $935,000

Emplovees. . =23 =23
Commercial bus. 6596 70%

Premium vol..

Gross rev . .

Principal officers: Edwin T.
Johnson, chairman; Ted S. Ken-
dall, president; Mary S. Rounsauvill,
secretary/controller; William J.

Dinner Levison Company

RISK MANAGEMENT

GENERAL INSURANCE

LIFE INSURANCE

EMPLOYEE BENEFITS

220 Bush Street, San Francisco, CA 94104 (415) 391-5422

1000 Quail Street, Suite 200, Newport Beach, CA 92660 (714) 975-0306

Alder, Richard B. Willis Jr., senior
vps; David R. Johnson, Douglas D.
Peterson, vps.

Compensation: Commissions
and fees.

Johnson Rast & Hays

Insurance Inc.

1850 Financial Center, Birmingham,
Ala. 35203; 205-324-1000

1982 1981
Premium vol. $1£000-000 $10,000,000
Gross rev.. $1.250.000 $1,000.000

Employees. _= =1

Commercial bus. 85% 85%

Principal officers: Thomas E.
Rast, chairman; Jeffrey L. John-
son, president; John H. Truitt, vp-
marketing; John J. Ryan, vp-fi-
nance; C. David Tucker, president
of Johnson Rast & Hays of South
Alabama and Johnson Rast & Hays
Benefits Inc.

Compensation: Commissions
and fees.

Branch offices: Johnson Rast &
Hays of South Alabama, Johnson
Rast & Hays of Childersburg.

Subsidiaries: Insurance Adjust-
ers & Appraisers Inc., Birmingham,
Ala.; Johnson Rast & Hays Benefits

Inc.

Walter Kaye
Associates Inc.

122 E. 42nd St., New York, N.Y.
10168; 212-210-9200

1982 1981
Premium vol . $150.000.000 $95,000,000
Gross rev. $10.559,000 $9,575,000
Employees. 183 158
Commercialbus... 9596 95%

Principal officers: Walter
Kaye, president; Lawrence Green-
field, Howard Kaye, Marc Sil-
verman, senior vps; Stanley Fein-
berg, Lester Edelman, Richard
Bass, Roger Levey, first vps.

Compensation: Commissions
and fees.

Branch offices: Chicago; Be-
verly Hills, Calif.; Fairfield, Conn.

Subsidiaries: Walter Kaye Corp.
of Connecticut; Walter Kaye Corp.
of California; TKG Agencies Inc..
American Administrators Corp.

Parent company: The Kaye
Group Inc.

Licensed excess/surplus bro-
ker in: New York; Connecticut.
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Keenan & Associates

3715 W. Lomita Blvd., P.O. Box

4328, Torrance, Calif. 90510;
213-373-8811

1982 1981
Premium vol. NA NA
Gross rev.... $6,125,000 $5,164,000
Employees...... 136 135
Commercial bus... 95% 95%

Principal officers: John R.
Keenan, president; Dick Phillips,
Murton L. Munson, David G.
Guyer, senior vps.

Compensation: Commissions
and fees.

Branch offices: Fresno, Santa
Ana, San Diego, Riverside, San
Jose, San Rafael, Sacramento and

Thousand Oaks, Calif.; Phoenix,
Ariz.

Kelter-=Thomer Inc.

24600 Northwestern Highway,
Southfield, Mich. 48075;
313-353-2200

1982 1981
Premium vol. . $1400400 $12,500,000
Gross rev......... $1.800.000 $1,500,000
Employees...... o1 31
Commercial bus... 95% 95%

Principal officers: Theodore R.
Kelter, president; Marilyn Cher-
noff, executive vp; Theodore
Kelter 111, Robert E. Pullan, vps.

Compensation: Commissions.

Branch offices: Woodbridge,
N.J.; Redwood City and Costa
Mesa, Calif.

Kendall Insurance Inc.

90 S. Main St., Rochester, N.H.
03867;603-332-5800

1982 1981
Premium vol..... NA NA
Gross rev....... $5,100,000 $4,625,000
Employees. 110 100
Commercial bus... 8096 85%

Principal officers: Kennett R.
Kendall Jr., president; Robert N.
Kendall, Richard L. Williams,
John R. Dulude, executive vps.

Compensation: Commissions
and fees.

Acquisitions: Burpee, Griffin,
Perkins/Kendall, Manchester,
N.H.

Branch offices: Manchester and
Dover, N.H.

Licensed excess/surplus bro-
ker in: New Hampshire; Maine.

Keough Kirby

Associates Inc.

Stadium Building, Monument

Square, Woonsocket, R.1. 02895;
401-769-8100

1982 1981
Premium vol $6.400,B00 $5,700,000
Gross rev........ $1.160.600 $1,050,000
Employees... 26 24
Commercial bus... 7690 7096

Principal officers: Kevin K.
Coleman, chairman; Joseph H.
O'Donnell Jr., president/CEO; Paul
C. Fay, executive vp; Roger A. Du-
prat, senior vp; Douglas T. Brown,
Norman Il Cianfarani, vps; Peter
D. Butler, treasurer.

Compensation: Commissions.

Subsidiaries: Keough Kirby In-
surance Agency Inc., Wellesley,
Mass.

Licensed excess/surplus bro-
ker in: Rhode Island; Massachu-

setts.

Sander A. Kessler &
Associates Inc.

9570 W. Pico Blvd., Los Angeles,
Calif. 9035; 213-278-8740

1982 1981
Premium vol. $23.000.000 $21,648,000
Gross rev... . 33.497,866 $3,109,580
Emplovees..._...... S8 65
Commercial bus... 91% 91%

Principal officers: Sander A.
Kessler, president; Ronald A.

4 Bloom, executive vp; Bernard H.

Kirsch, secretary/treasurer.
Compensation: Commissions.
Licensed excess/surplus bro-

ker in: California.

H.C. Knight & Co.
320 Walnut St., Philadelphia, Pa.
19106; 215-923-5440

1982 1981

Premium vol.. $16,434.225 $14,046,274

Gross rev .. ... 51.313,175 $1,165,342
Emplovees... . 3B4a 33
Commercial bus. . . 90% 90%

Principal officers: John A.
Philbrick 111, Charles B. Achuff,
partners.

Compensation: Commissions
and fees.

Licensed excess/surplus bro-
ker in: Pennsylvania.

Knox, Lent & Tucker Inc.

170 Hamilton Ave., White Plains,
N.Y. 10602; 914-946-3600

1982 1981
Premium vol. NA NA
Gross rev... $1.650,000 $1,250,000
Emplovees..... == 37
Commercial bus.. 10% 70%

Continued on next: page
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Covering the Aviation Risk
IsNn't as hard as it looks...

For Us.

After all, we've been dojng it for a long time, and for lots of people. Why
not call on Alpha to make sense out of the unusual coverages and costs associated with aviation
insurance? We have the people, programs and prestigious lines necessary to design and maintain
comprehensive, cost efficient coverage, and the experience necessary to recognize what's a
bargain and what's a bust. Our coverage advice has kept many of our,clients where they should
be atter the unpredictable occurs - in the black.

We're ready, right now, to look over your current program. Perhaps we can offer suggestions on
how to improve your aviation coverage.

AI p h A -The Aviation Agency
Alpha Aviation Insurance - Airport 17, The Penthouse, 377 Route 17, Hasbrouck Heights, N.J. 07604

Call us! 800-526-0415 - In N.J. Call Collect 201-288-4831

JAMES IS HERE

PARTNERS IN PROTECTING AND MOTIVATING
YOUR GREATEST RESOURCE-YOUR EMPLOYEES.

With employee be,lefits and
incentive-compensation plans
averaging more than 40 percent
of payroll many companies are
seeking specialized help in
designing, funding and adminis-
tering their programs.

James is here to help you
with all these services and more.

Because this field, which utilizes
both insurance and self-insur-
ance, is so complex, James has
set up a specialized team for

all forms of health, disability

I-fl'ER ,, 1,3

CcP

#, 8 'Zb

tf

and death benefits as well as effectively, we suggest a feasibility

study. Please call your nearest
. Fred.s.James office or write to

tax-qualified retirement and

employee-compensation plans.
In addition, we continually James Benefits National Office,

2614 South 1935 West, Salt Lake

City, Utah 84119.

Jarn€s

monitor the social, economic,
and legal changes in health-care
and industry organizations. Thus.
we can advise you of the latest
developments in the benefit and
compensation fields and better FRED. S. JAMES & CO., INC.
serve your changing needs. YOUR PARTNERS

To help you decide how tof' - -- IN RISK MANAGEMENT
manage your benefits and com-
pensation plans more cost-
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We Specialize In

MARINE
INS[IRAIICE

And in The Reliable Underwriting of a
WideVariety of Risks. We're not the largest
marine insurance company, but big doesn't
necessarily mean best. And as the service
record shows, our reputation for reliability
and innovation is unrivalled. Our clients include
small fishing boat operators as well as large
multi-national corporations. Whoever they
are, whatever their nsks, all receive the same
personalized attention and share the benefits
of fair. competitive rates and comprehensive
prote:tion. If you are in a business requiring
underwriting of marine related risks, please
give us a call. You won't be sorry.

We affer onshore as well as offshore
coverage to the oil and natural gas drilling
industries for rig physical damage, cost of
control, loss of earnings, seepage ant
pollurion. drilling and re-drilling and
comfrehensive general liability.

Call or write for a copy of our brochure-
Continental Underwriters, Ltd., "Who We Are,
What We Can Do For Your

Continental

Undemiriters, Ltd.

419 Decatur St.

New Orleans, LA. 70130
Telephone (504) 581-7493
Tele).: 58-318 - 266052 CULTD

Correspondents at Lloyds ot London

The Specialists for

Continued from previous pcge
Principal officers: H. Bruce
Len, chairman; John Hanney, pres-
ident; Henry Sondheim, treasurer.
Compensation: Commissions
and fees.
Parent company: John M.

Riehle Inc.

Licensed excess/surplus bro-
kerin: New York.

The Kooper Group
666 Fifth Ave., New York, N.Y.
10019; 212-246-2188

1982 1981
Premium vol.. NA NA
Gross rev. $750,000 $600,000
Emplovees.______._ S 7
Commercial bus. . 9596 95%

Principal officers: Michael
Kooper, president; Michael D.
Rockman, vp.

Compensation: Commissions
and fees.

Acquisitions: Merkin/Kooper
Group Benefits, East Orange, N.J.

Branch offices: Merkin/Kooper
Group Benefits, East Orange, N.J.

Affiliates: The NBA Group,
Garden City, N.Y.

The Lasher-Cowie

Agency Inc.

1807 N. Central Ave., Phoenix, Ariz.
85004; 602-258-3421

1982 1981
Premium vol. $14,500.000 $14,000,000
Gross rev. $2.225.000 $2,150,000
Employvees. ... .. s =
Commercial bus. 70% 74%

Principal officers: Robert P.
Cowie, president; Harold E. Richey,
vp; Richard Seminoff, secre-
tary/treasurer.

Compensation: Commissions
and fees.

Acquisitions: Merrill-Brown
Agency Inc.

Branch offices: Lasher-Cowie-
Turner, Flagstaff, Ariz.; Lasher-
Cowie Insurance, Tucson, Ariz.

Subsidiaries: Rocky Mountain
General Agency, Phoenix, Ariz.;
Innkeepers International Inc.,
Phoenix, Ariz.

Licensed excess/surplus bro-
ker in: Arizona.

Laub Group Inc.

324 E. Wisconsin Ave., Milwaukee,
Wis. 53202; 414-271-4292

Run-off and Claims Reserve Reinsurance

Pinnacle

Total assets exceed US $155,000,000

Pinnacle Reinsurance Company Limited

Barclays International Building
Church Street, P.O. Box 1801
Hamilton 5, Bermuda.
Telephone: 809-292-8600

Telex: 3572 ASSUR BA

Net assets exceed US $30,000,000

1982 1981
Premium vol. NA NA
Gross rev.... $3.260.000 $3,020,000
Employees. .. ... s 7o
Commercial bus. 90% 95%

Principal officers: Raymond H.
Laub, president; George Stevoff,
executive vp.

Compensation: Commissions
and fees.

Acquisitions: Schiff Terhune of
Wisconsin, Milwaukee; MeQueen
Inc., Racine, Wis.; Miller Brothers
Inc., Racine, Wis.; Medalist-Kline,
Madison, Wis.

Branch offices: Racine, Madi-
son, Wausau and Appleton, Wis.

Parent company: Intertye Corp.

Licensed excess/surplus bro-
ker in: Wisconsin.

A.W. Lawrence & Co. Inc.

108 Union St., Schenectady, N.Y.
12305; 518-370-1720

1982 1981
Premium vol. $36.800,000 $32,500,000
Gross rev. $4.310,095 $3,389,263
Employees. . . . . 105 82
Commercial bus. . 70% 60%

Principal officers: Albert W.
Lawrence, chairman; Gary
Keehfus, president; H. Bucciferro,
B. Dunbar, T. Hali, W. Mather, C.
Roberson, H. Van VVoast Ill, vps;
Barbara Lawrence, secretary.

Compensation: Commissions
and fees.

Branch offices: Albany, Buf-
falo, Glens Falls, New York, Niles,
Rochester, Schenectady, Syracuse
and Troy, N.Y.; Boston; Louisville,
Ky.; Phoenix, Ariz.

Subsidiaries: Fitts-Lawrence
Inc.; Lawrence Management Co.
Inc.; Lawrence Funding Inc.; Inde-
pendent Risk Management Group
Inc.

Licensed excess/surplus bro-
ker in: New York.

Levinson Brothers Inc.

101 California St., San Francisco,
Calif. 94111; 415-434-3200

1982 1981
Premium vol . $13.781,241 $13,557,605
Gross rev. $1,638.289 $1,481,415
Employees....... =23 23
Commercial bus.. 9290 92%

Principal officers: Fred Levin-
son, president; Morton I. Levinson,
Bernard S. Greendorfer, vps;
David J. Levinson, vp/secretary.

Compensation: Commissions.

Branch offices: Los Angeles.

Licensed excess/surplus bro-
ker in: California.

M.J. Lieberman & Co.

354 Eisenhower Parkway,
Livingston, N.J. 07039;
201-992-6500

1982 1981
Premium vol. . $7225,000 $7,050,000
Gross rev.. 51,136,000 $1,025,000
Employees. 19 17
Commercial bus. 93% 95%

Principal officers: Morris Lie-
berman, president; Philip J. Lie-
berman, secretary/treasurer; Rob-
ert A. Kososki, Robert Emmons,
Vvps.

Compensation: Commissions
and fees.

Don Liebert Inc.

172 S. Middletown Road, Nanuet,
N.Y. 10954; 914-623-3434

1982 1981
Premium vol. . $6.902,085 4 $6,725,000
Gross rev $1,196.327 $1,053,740
Employees . == ==
Commercial bus. 66% 65%

Principal officers: Donald F.
Liebert, president; Richard Hiller,
vp; Richard B. Phelan, assistant vp.

Compensation: Commissions.

Subsidiaries: Liebert Commer-
cial Inc., Nunuet, N.Y.; Glo-Mer
Systems Inc., Nanuet, N.Y.

Continued on facing page



You might think it’ a hard-to-place risk,
if you're not looking in the right place.

An unusual risk doesn’t necessarily have to be a hard-to-place risk. It just
may be that you’ve been trying to place it with the wrong people.

Next time, try The Power Brokers.

We have the best markets in the United States today. The Power Brokers give you
access to any limits, the most competitive quotes, immediate binding—plus we pay top
commissions and offer the only 47 hour respons¢ in the business.

Send in an application today. We’ll show you what the ability and capacity to handle
all your casualty and property risks can mean.

When a tough risk puts you in an odd situation, call on The Power Brokers.

We can find the coverage that fits.
T SSURBEUS
3325 Wilshire Boulevard 100 South Wacker Drive 3412 One Union Square 127 John Street
Los Angeles, California 90010 Suite 1110 Seattle, Washington 98101 17th Floor
Telephone: (213) 386-1200 Chicago, Hlinois 60606 Telephone: (206) 624-9880 New York, New York 10038
Outside Calif.: 800-421-9544 'lblephone (312) 332-1313 Telex: 32-1138 GLOBL INS SEA  Telephone: (212) 509-6700

Telex: 67-3521 GSIS LSA Telex: Via RCA 210-108 GSIS SUR

The Power Brokers is a trademark and service mark of Hallways Advertising, Inc. Copyright © Hallways Advertising, Inc., 1983. All rights reserved.
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Continued from page 22
for domestic revenues, he said.

The one area of shrinking busi-
ness that Mr. Hatcher noted was
marine hull, reflecting the de-
pressed shipping market.

However the pie is divided, the
state of the property/casualty mar-
ket has made for a disappointing
*ear, he indicated, and J&H has
taken a number of steps to keep its
revenues from shrinking with its
property/casualty commissions.

Like most other brokers, J&H is
trying to cut costs.

"Expense control is the biggest
problem we've got. We've ad-
dressed it, and with some obvious
results, but whether it's going to be
adequate without doing something
else a little more drastic, | don't
know," Mr. Hatcher said.

J&H in 1982 put a virtual freeze
on hiring where normally the bro-
kerage increases staff by 3% to 4.5%
a year. Anyone hired in 1982 had to
meet with the approval of a newly

formed hiring committee and Mr.
Hatcher. Not only has the proce-
dure drastically decreased the
amount of new hiring, but it has
also increased the overall quality of
the hirees, Mr. Hecken said.

"We may want to continue this
procedure when it's no longer nec-
essary-it's been that effective."

Other cost-containment mea-
sures includ a stepped-up search
for "inordinate expenses" charged
to the company by employees.

Mr. Hatcher said that total staff
of J&H's domestic operations was
reduced by about 150 employees in
1982, both by attrition and by "hard
work at finding out who's produc-
tive and who isn't.”

About 30 jobs were eliminated
when J&H subsidiary Willcox Inc.
Reinsurance Intermediaries-the
new name given to Willcox
Baringer-sold off its U.S Faculta-
tive Management unit. But those
reductions were offset by staff in-
creases in international offices and

by acquisitions, leaving the firm's
total workforce unchanged.

Despite these moves, the bro-
kerage's 1982 expenses increased
8.2% over its 1981 expenses, Mr.
Hatcher said, noting with envy that
Marsh & MelLennan's first-quarter
1983 expenses were up only 2.9%
over 1982's first quarter.

"I'd love to see us be able to do
that,” he said.

More drastic actions to reduce
expenses might include widespread
layoffs and office closings, which
J&H has so far avoided and has no
present plans to do, he said.

While trying to trim expenses,
J&H is also reorganizing to pursue
new business more aggressively.

Last November, J&H formed a
new International Reinsurance De-
partment, splitting off overseas re-
insurance brokerage responsibili-
ties from Willcox, which maintains
its domestic reinsurance book, Mr.
Hatcher explained. So far, the new
department has drummed up busi-

ness in about 12 foreign countries,
doubling the size of the interna-
tional business that had been gen-
erated by Willcox.

J&H has also reorganized its
commercial accounts area in an at-
tempt to bring in new small and
medium-sized clients. The Com-
mercial Accounts Division is al-
ready showing rapid growth, hav-
ing met 65% of its 1983 goal in the
first four months of the year, Mr.
Hatcher reports. The division is
also planning to form a special unit
to handle employee benefits con-
sulting for the smaller clients.

A separate unit, the Association
Accounts Division, has also been
formed to mass merchandise auto-
mated brokerage, claims and risk

management services, Mr. Hecken
added.

"It all centers around the com-
puter package, and the develop-
ment more than anything else of
insurers who are anxious to grow
in this particular area," he ex-

NoO superstars need apply

™1

At Intere weconsiderstabilityof management
to be our strongest asset. We invest in talented
people always have because we believe that
real talent is rare in our business and over the
long pull that it is what keeps our company
growing. We provide a stimulating climate to
challenge those people and a philosophy which
encourages individual development.

There are no superstars at Intere. We expect
each person to make the highest contribution
he is capable of to the team effort and we re-
ward excellencethrough promotion from within.

Our clients tell us that they appreciate these

policies. That when they entrust their business
to Intere they are assured of receiving the
best counsel obtainable anywhere because it
reflects the consummate knowledge and judge-
ment of a stable, seasoned team of experts. No

superstars, please.

Intere Intermediaries, Inc.

130 John Street, New York, N.Y.

New York - Atlanta
Chicago - Dallas

San Francisco « Taipei
Bermuda « Copenhagen

1RI Intere

plained.

Mr. Hatcher notes, however, that
J&H has perceptual problems to
overcome in handling smaller ac-
counts.

"The problem you have in this
sort of business is attitudinal,” he
said. "It's on the part of the buyer
who says, '"You're too big for me
and | know you're not going to give
the attention | need and | couldn’'t
possibly mean anything to you.'

And at times (it's) on the part of our
staff who consider themselves to be

second-rate brokers or account ex-
ecutives or citizens of this company
if they're asked to dwell on these
commercial accounts. Both people
are wrong."

In addition to these changes,
J&H continued work within a
number of "special industry”
groups designed in 1981 to target
specific markets for development.

For example, a Health Care Re-
sources Group focuses mainly on
medical liability insurance bro-
kerage and loss-prevention con-
sulting, and has about 500 hospital
clients. A Financial Services divi-
sion offers professional liability
coverages for participants in finan-
cial transactions, and has developed
new products to cover money mar-
ket funds, corporate acquisitions
and equity and debt financings. A
Space Systems Group is developing
satellite insurance programs and
provides legal, financial and engi-
neering consulting services. And an
Energy Group is developing new
energy-related insurance products
such as system-performance cover-
age for waste-to-energy projects
and low-flow insurance for hydro
projects.

Employee benefits consulting ex-
panded earlier this year with two
acquisitions. Sibson & Co., an exec-
utive compensation consulting firm
based in Princeton, N.J., was ac-
quired in January, and Sorenson &
Co., a life insurance product devel-
opment consultant based in Hart-
ford, Conn., was purchased in May.

Along with the acquisitions, J&H
developed new benefits products
last year, including a Database

Continued on page 28
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The Lockton Insurance
Agency Inc.
7600 State Une Road., Prairie
Village, Kan. 66208; 913-381-3100

1982 1981

Premium vol . .. $18,000,000 $13.525,000

Gross rev... $3.560.000 $2.375,000
Employvees.,... Ss3 46
Commercial bus. . 95% 93%

Principal officers: John T.
Lockton I, president; Michael C.
Frost, managing vp; Gary F. Ham-
bright, vp-insurance; James C. Pa-
teidl, vp-surety; Donald G. Os-
borne, Thomas Johnston, David M.
Lockton, William L. Frick, execu-
tive vps.

Compensation: Commissions
and fees.

Acquisitions: Nathan Trotter
Co., Kansas City, Mo.

Branch offices: Denver.

Licensed excess/surplus bro-
ker in: Kansas; Missouri; Colorado.

C. Lofberg Inc.
303 Cedar Lane, Teaneck, N.J.
07666;201-836-2100

1982 1981
Premium vol . $5.000.000 $5,500,000
Gross rev... moo,000 $950,000
Emplovees. . . . 21 20
Commercial bus. 65% 60%

Principal officers: Richard C.
Lofberg, chairman/CEO; Paul W.
Lofberg, president; Franklin D.
Lutz, executive vp; Adele Kirsch-
baum, secretary; Ellis Parry, vp-
Lofberg Excess Inc.

Compensation: Commissions
and fees.

Subsidiaries: Lofberg Excess
Inc.

Macintyre, Fay & Thayer
Insurance Agency Inc.
One Wells Ave., Newton, Mass.
02159; 617-332-5100

1982 1981

Premium vol. $21239.500 $19 048.700

Gross rev.. $4.013.300 $3,567,800
Emplovees..... = 7
Commercial bus... 68% 68%

Principal officers: Joseph J.
Fay, chairman; Richard E. Eagan,
president; Walter P. Corcoran, ex-
ecutive vp; Sanford D. Elsass, Mi-
chael J. Susco, vps.

Compensation: Commissions
and fees.

Subsidiaries: Surplus Services
Insurance Agency Inc., Newton,
Mass.; Marketing Associates Insur-
ance Agency Inc., Newton, Mass.

Licensed excess/surplus bro-
ker in: Massachusetts.

Mack & Parker Inc.

Xerox Center, 55 W. Monroe,
Chicago, 111. 60603; 312-346-1221

1982 1981

Premium vol. NA NA
Gross rev. $3.612.741 53.139,337
Emmplovees....... S7 65
Commercial bus. . 95% 94%

Principal officers: Edward E.
Mack Jr., chairman; Edward E.
Mack LII, president/CEO; John P.
Mack, vp/treasurer; Charles S.
Mack, vpisecretary; Martin P.
Hughes, vp.

Compensation: Commissions
and fees.

Acquisitions: Haskell, Miller &
Grossman Inc., Chicago.

Affiliates: Mass Insurance Con-
sultants & Administrators Inc.,
Chicago.

Licensed excess/surplus bro-
ker in: lllinois.

Mahoney & Wright
Insurance Agencies

141 Tremont St., Boston, Mass.
02110; 617-482-4086

1982 1981

Premium vol . $25,475,000 $17,607,000

Gross rev... $3.850.000 $2,750,000
Employees. aa=s ==
Commercial bus. 52% 50%

Principal officers: Norman
Wright, president; Richard D. For-
rest, Donald E. Beale, Daniel X.
O'Rourke, Richard A. Grant, vps.

Compensation: Commissions.

Acquisitions: Apollo, Peabody,
Mass.; Devlin, Waltham, Mass.;
McCarthy & Petrasko, Falmouth,
Mass.; Connors, Braintree, Mass.;
Burrill, Yarmouth, Mass.

Branch offices: Boston, Wey-
mouth, Newton, Wakefield, Sci-
tuate Harbor, Middleboro, Man-
chester, Rockland, Sudbury, Ded-
ham, Fitchburg, Peabody, Fal-
mouth, Yarmouth and Tewksbury,
Mass.

Licensed excess/surplus bro-
ker in: Massachusetts.

Maxson-Mahoney.
Turner Inc.

3601 Cedar Springs, Dallas, Texas
75219; 214-521-1113

Continued on next page

business insurance, June 27, 1983/ 89

Coming Up !

LLoss Prevention
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There are many costs a CEO

e —— s

or CFO can't control. However, . /4--. 1

the cost of carrying debt is no
longer one of them.
INTEREST-GUARD is a
simple, safe insurance policy that puts a "cap" on your variable loan costs.
If interest rates rise, INTEREST-GUARD will pay claims for every day
that borrowing costs exceed the "cap."
If interest rates fall, you'll still get the benefit of those lower rates.
INTEREST-GUARD can bring back dependable financial planning,
by letting you limit your borrowing costs during the policy period.
For more information, call your insurance

broker today.

©1983 IGM ®Interest-Guardisa registeredservicemark of Interest-Guard Managers.

VAa"l

- INTEREST-GUARD'MANAGERS
2 GANNET DRIVE, WHITE PLAINS, NY 10604 (914) 694-1226
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We can find markets

for anything insurable.

Geo. E Brown & Sons, Inc.

Call us.

'm

The Placement Specialists

ATLANTA - 404/396-7620
BOSTON - 617/367-8260
CHICAGO - 312/977-9400
HOUSTON - 713/578-7222
KANSAS CITY - 816/474-7327
LOS ANGELES - 213/383-7501

NORTH NEW JERSEY - 201 /263-8770

PHILADELPHIA « 215/592-0560

SAN FRANCISCO - 415/777-3278

A subsidiary of Interstate National Corporation,
one of the Fireman's Fund Insurance Companies

Continued from previous page

1982 1981
Premium vol. $10,027,414 $9,050,000
Gross rev... $1.613,015 $1,437,949
Emplovees._..... =Sa 336
Commercial bus. . 77% 78%

Principal officers: David O.
Turner, president; Harry J. Brown-

, lee, executive vp; Steven W. Pond,

Michael D. Williams.
Compensation: Commissions.

May.Davis Inc.

P.O. Box 11589, Spokane, Wash.
99211; 509-535-8783

1982 1981
Premium vol. $4.250,000 $5,000,000
Gross rev. $500,000 $600,000
Employvees. .. _.._. S 6
Commercial bus.. 9893 98%

Principal officers: Laurel E.
May, president; William H. Davis,
executive vp.

Compensation: Commissions.

Raymond G. McCarthy &
Co. Inc.
Corporate Center, 799 Bloomfield

Ave.,Verona, N.J. 07044;
201-239-9404

1982 1981
Premium vol. $2,475,000 $2,450,000
Gross rev. $460.000 $420,000
Employees. 8 8
Commercial bus. 66% 65%

Principal officers: John E. Po-
powich, president; Thomas J.
Stokes, vp; Celeste A. Grohe, secre-
tary/treasurer.

Compensation: Commissions.

McCrea & Gallen Inc.

992 Old Eagle School Road, Wayne,
Pa. 19087; 215-964-9250

1982 1981
Premium vol.. $7,500,000 $7,400,000
Gross rev $741,000 $702,000
Emplovees. . . . 21 A9
Commercial bus. 99% 99%

Principal officers: Thomas F.
McCrea, president; Thomas J. Gal-
len, secretary/treasurer.

Compensation: Commissions
and fees.

McDonough Caperton
Insurance Group
One Hillcrest Drive, P.O. Box 1551,

Charleston, W. VVa. 25326;
304-346-0611

1982 1981
Premium vol. $100,000,000 $85,000,000
Gross rev.. $10,200,000
Employees. 280 260
Commercial bus. 85% 85%

Principal officers: Gaston Ca-
perton lll, president.

Compensation: Commissions
and fees.

Branch offices: McDonough Ca-
perton Charleston-Smith-Hetzel,
McDonough Caperton Shepherd
Assn. Group, McDonough Caperton
Employee Benefits, Charleston,
W.Va.; McDonough Caperton
Beckley, Beckley, W.Va.; McDon-
ough Caperton Cleveland, McDon-
ough Caperton Employee Benefits,
Cleveland; McDonough Caperton
Fairmont/Henry & Hardesty Inc.,
Fairmont, W.Va.; McDonough Ca-
perton Parkersburg, Parkersburg,
W.Va.; McDonough Caperton Pitts-
burgh, Pittsburgh; McDonough Ca-
perton Wheeling/Lee Paull Insur-
ance, Wheeling, W.Va.; McDon-

ough Caperton International Ltd.,
Hamilton, Bermuda.

McDowell Insurance Inc.

338 Lincoln Way E., P.O. Box 497,
Chambersburg, Pa. 17201;
717-263-8401

1982 1981
Premium vol. $7.681,606 $6,621,516
Gross rev. $1.575.907 $1,506,050
Employvees....... as 43
Commercial bus. 62% 68%

Principal officers: Edward C.
Zimmerman, president/treasurer;
Karl A. Shreiner, executive
vp/secretary; Robert C. Reymer
Jr., vp; William R. Gingrich, assis-
tant secretary.

Compensation: Commissions
and fees.

Branch offices: Carlisle, Green-
castle, Waynesboro and Mercers-
burg, Pa.; Hagerstown, Md.

Licensed excess/surplus bro-
ker in: Pennsylvania.

The McEIroy.Minister Co.

141 E. Town St., Columbus, Ohio
43215; 614-228-5565

1982 1981
Premium vol. $23.998,550 $21,500,0CO
Gross rev... $3,942.617 $3..558,330
Emplovees..... o= 10a
Commercial bus.. 93% 92%

Principal officers: Jihn C.
Glandon, president; Hugh M. Had-
ley, secretary; Keith A. Pierce,
treasurer; James R. Creek, vp-
sales; William R. Gillam, vp-em-
ployee benefits.

Compensation: Commissions
and fees.

Subsidiaries: Bancroft Co., Co-
lumbus, Ohio.

Licensed excess/surplus bro-
ker in: Ohio.

McGowan & Co. Inc.

21010 Center Ridge Road, Rocky
River, Ohio 44116; 216-333-6300;
800-922-2604

1982 1981
Premium vol. . $7.124,000 $6,902,000
Gross rev. $767,000 $783,000
Employees. 22 16
Commercial bus.. 65% 62%

Principal officers: Thomas B.
MeGowan, president; Thomas B.
MeGowan lll, vp.

Compensation: Commissions
and fees.

Acquisitions: Graber, Stewart &
Woznicki, Cleveland, Ohio; Brown
Insurance Agency, Lakewood.
Ohio.

Licensed excess/surplus bro-
ker in: Ohio.

McGriff, Seibels, &
Williams Inc.
P.O. Box 10265, Birmingham Ala.
35202; 205-252-9871

1982 1981

Premium vol. $73,278,000 $49,133,376

Gross rev. $10,783.105 16,975,248
Employees. 210 135
Commercial bus. 97% 97%

Principal officers: Lee MeGriff,
CEO; H.G. Seibels Jr., E.T. Wil-
liams, vice chairmen; Richard M.
Womack, president; Bruce S. Den-
son, vp-operations; C. Ellis Wan-
ninger, vp/treasurer; Bruce C.
Dunbar, vp-sales; Fay G. Sehuch-
man, secretary.

Compensation: Commissions
and fees.

Acquisitions: Molton, Allen &
Williams Insurance Corp, Bir-
mingham, Ala.

Branch offices: Florence, Mo-
bile and Gadsden, Ala.; Orlando
and Pensacola, Fla.

Subsidiaries: Insurers Services
Inc., Birmingham, Ala.

Licensed excess/surplus bro-
ker in: Alabama, Florida.

Richard A. McGuire
Associates Inc.

1510 Fifth Ave., Bav Shore, N.Y.
11706; 516-666-9360

1982 1981
Premium vol. $7.200,000 $6,100,000
Gross rev. $1,000,000 $940,000
Employees. 25 23
Commercial bus. 70% 65%

Principal officers: Richard A.
MeGuire, CEO; Bruce A. Roman-
itch, vp.

Compensation: Commissions
and fees.

Branch offices: Smithtown,
N.Y.

Subsidiaries: Steel & McGuire
of New York, Smithtown, N.Y_;
Suffolk Risk Management Associ-
ates Inc., Smithtown, N.Y.

Meadowbrook Insurance
Group

24370 Northwestern Highway,
Southfield, Mich. 48075;
313-358-1100

1982 1981
Premium vol.... *36,000.000 $30.000,000
Gross rev.. $4.200,000 $3,400,000
Employees _ .... 90 70
Commercial bus. 85% 85%

Principal officers: Merton J.
Segal, chairman; Robert A. Engle,
president; Lee F. Kelly, vp/trea-
surer.

Compensation: Commissions
and fees.

Acquisitions: North American
Agencies, Bloomfield Hills, Mich.

Branch offices: Dedham, Mass.;
Arlington Heights, Ill.; Grand Rap-
ids, Mich.

Subsidiaries: Corporate Risk
Consultants, Southfield, Mich.; Self
Insured Risk Services, Southfield,
Mich.; Meadowbrook Risk Manage-
ment, Hamilton, Bermuda.

Licensed excess/surplus bro-
ker in: Michigan.

Mellinger Insurance
Agency
P.O. Box 32, Rossville, Ind. 46065;
317-379-2241

1982 1081
Premium vol . $1,949.000 $1,356,900
Gross rev... $340,000 $311,000
Employees . 15 16
Commercial bus. 60% 58%

Principal officers: Gene Mel-
linger, proprietor; Dale Pettiner,
manager-Delphi office; Eric
Spencer, manager-Frankfort of-
fice; Robert Davis, manager-Michi-
gantown office.

Compensation: Commissions.

Branch offices: Pettiner-Mel-
linger Insurance Agency Inc., Del-
phi, Ind.; Mellinger Insurance
Agency, Michigantown, Ind.; Der-
rick-Mellinger Insurance Agency,
Frankfort, Ind.

Licensed excess/surplus bro-
ker in: Indiana.

Merriam, Ellis & Benton

7840 Washinaton Ave., Box 12245,
Kansas City, Ran. 66112;

913-334-2100

1982 1981
Premium vol.. $1.860,795 $1,623,917
Gross rev. $391,342 $347,010
Employees....... 11 10
Commercial bus. 68% 67%

Principal officers: Don A. Ellis,
senior partner; John C. Gann, part-
ner; Frank W. Simonich, commer-
cial lines producer; Carroll P. Den-
ning, sales manager-Johnson
County branch office.

Compensation: Commissions.

Acquisitions: Carroll Denning
& Associates, Overland Park, Kan.

Branch offices: Overland Park

and Johnson County, Kan.

Merritt & McKenzie Inc.

1827 Powers Ferry Road, Building
10, Atlanta, Ga. 30067;
404-952-5775

1982 1981
Premium vol . $6,671,000 $6,400,000
Gross rev. $1,186,389 $1,100,000
Employees. 27 25
Commercial bus.. 70% 70%

Principal officers: James W.
McKenzie, president; Edward F.
Merritt, vp; Hal Turner, treasurer.

Compensation: Commissions
and fees.

Subsidiaries: Jim Warren & Co.,
Atlanta.

Montgomery &
Montgomery Inc.

111 Fulton St., New York, N.Y.
10038; 212-285-0600

1982 1981
Premium vol.. NA NA
Gross rev.... $2.674,552 $2,342,392
Employvees._.._..... as a7
Commercial bus. 85% 87%

Principal officers: L.E. Brown,
R.A. Nolan, H. E. Smith, direc-
tors/vps; R. Samuels Jr., L.C.
Valdes, vps.

Compensation: Commissions
and fees.

Branch offices: Los Angeles;
Seattle; Chicago; Atlanta; Houston;

Continued on facing page
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Garden City, N.J.

Licensed excess/surplus bro-
ker in: New York.

Morency & Associates Inc.

950 York Road, Hinsdale, 111. 60521;
312-887-0910

1982 1981
Premium vol. $6,000.000 $6,000,000
Gross rev.. $986.000 $900,000
Emplovees.... 1.4 14
Commercial bus. . . 97% 97%

Principal officers: George A.
Morency Jr., president; Glenn P.
Sapa, Mike Weible, Richard T.
Morency, vps.

Compensation: Commissions
and fees.

Licensed excess/surplus bro-
ker in: lllinois.

Fred A. Moreton & Co.

649 E. South Temple, Salt Lake City,
Utah 84102; 801-531-1234

1982 1981
Premium vol . $17.800,000 $15,500,000
Gross rev......... $3.975,000 $3,400,000
Emplovees., ... 55 52
Commercial bus. 979b 97%

Principal officers: Edward B.
Moreton, president; Edward F. Fol-
land, senior vp; Ron D. Cornell, ex-
ecutive vp; L. Kent Bills, vp.

Compensation: Commissions
and fees.

Branch offices: Idaho Falls,
Idaho.

Subsidiaries: Moreton General
Agency, Salt Lake City.

Licensed excess/surplus bro-
ker in: Utah; Idaho.

Morris & Mackenzie Ltd.

4141 Sherbrooke St. W., Montreal,
Quebec H3Z1 CI; 514-937-5755

1982 1981

Premium vol. NA NA
Gross rev......... $7,70(elm $6,200,000
Employees..... 147 151
Commercial bus . 7896 88%

Who

is the

specialist

for wood-

working induding
sawmill-related

coverages”?

Forest Products Agency, of course. Because
we specialize. we can help you to meet
your clients' needs in forest products
related coverages
We stand ready to provide you with the most
up»todate and cost- emcient coverage in
any or all of these areas:
= Property insurance, induding all-risk
coverage for sawrnills. at the lowest
possible cost
« Comprehensive general liability.

< Equipment floater policies.
* Group health and life insurance.
FOREST PRODUCTS AGENCY

COMPANY.INC.

PO. BOX 426

NORWICH, CT 06360
(203) 642-7559 U D -

Principal officers: Frank Dou-
gan, president/CEO; Alan L.
Drumm, senior vp/director; Robert
J. Burn, vp/director.

Compensation: Commissions
and fees.

Branch offices: Toronto; VVan-
couver, British Columbia; Calgary,
Alberta.

Subsidiaries: O. LeBlanc & Fils
Ltd., Morris & Mackenzie Manage-
ment Ltd., Morris & Mackenzie
(Bermuda) Ltd.

Parent company: Mackmor Ltd.

The Mutual Insurance
Agency Inc.
5010 Wisconsin Ave. N.W.,

Washington, D.C. 20016;
202-362-9840

1982 1981

Premium vol.. $9.434.000 $9,083,000
Gross rev $1.419.000 $1,280,000
Employees. 27 28
Commercial bus. 74% 72%

Principal officers: Henry A.

Kroll, vice chairman; Morris W.
Wells, president; William G.
McHenry, executive vp; John A.
Effer, senior vp; James W. De-
laney, H. David Kroll, Harry D.
Fegley, vps; Carol J. Lithgow, trea-
surer; John H. Wilson, Vincent D.
Boylan Jr., assistant vps.
Compensation: Commissions.

NIA Ltd./National
Insurance Associates

66 Route 17, Paramus, N.J. 07652;
201-845-6600

1982 1981
Premium vol. . NA NA
Gross rev.. $3,462.000 $2,914,000
Employees. 87 76
Commercial bus. . 8296 82%

Principal officers: Paul L.
Gross, president; William F.
Meade, executive vp; Howard P.
Cantor, vp-finance and treasurer;
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Beulah J. Handler, senior vp.

Compensation: Commissions
and fees.

Acquisitions: H.R. Rothberg,
North Plainfield, N.J.; Cascardo In-
surance, Union City, N.J.; Trans-
National Agency Inc., East Han-
over, N.J.

Branch offices: Freehold, Long
Valley, Newark, North Plainfield
and Union City, N J.; Nanuet and
New York, N.Y.

Subsidiaries: NIA Professional
Plans Inc. and NIA Excess Lines
Inc., Paramus, N.J.; NIA/Simons
Group Programs Inc., Newark,
Paramus, N.J.; National Insurance
Acceptance, Paramus, N.J.

Licensed excess/surplus bro-
ker in: New York; New Jersey
(NIA Excess Lines Inc.).

National Coverage Corp.

333 N. Broadway, Jericho, N.Y.
11753; 516-822-4500

1982 1981
Premium vol. $16.620.539 $15,289,647
Gross rev... ... $1.997.876 $2,196,562
Employvees....... 40 38
Commercial bus... 82% 83%

Principal officers: William Ku-
lesh, president/treasurer; Warren
G. Aaronson, executive vp; Russell
Tillman, vp-sales; Anthony P. Cos-
tanza, vp-operations; Ronald
D'Alessandro, vp-sales; Robert
Topscher, secretary.

Compensation: Commissions
and fees.

Branch offices: School Bro-
kerage Inc., Massapequa, N.Y.

Subsidiaries: School Brokerage
Inc.; W.G. Aaronson Inc.

National Insurance
Agency

5151 Flynn Parkway, Suite 110, Box
6750. Corpus Christi,.Texas 78411;
512-855-8204

Continued on next page

JOHN LWORTEAM & SON

AGENTS & BROKERS

SPECIALIZING IN COMMERCIAL INSURANCE

FOR ACCOUNTS REQUIRING THE HIGHEST

LEVEL OF PROFESSIONAL SERVICES

A PARTNERSHIP

FOUNDED IN 1915

HOUSTON, TEXAS

One Of The Nations Largest Privately-Owned Insurance Firms
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1982 1931
$3.947.051 $3,25%,004
$596.938 $55(.680
Emplovees. ias 18
Commercial bus. 659" €5%

Premium vol.
Gross rev.

Principal officers: Robert E.
Hairis, owner.
Compensation: Commissions.

National Mortgage
Insurance
Consultants Inc.

1480 Renaissance Drive, Park
Ridge, 111. 60068; 312-296-3031

1882 1931

Premium vol..... $4.002.470 $2,759,630
Gross rev... ... $983.506 $655,166
Ermmplovyveaes... 3 3
Commercial bus.. 100% 00%

Principal officers: Jack W.
Bunch, chairman; Eugene D. Mit-
chell, president; John R. Sebring,
executive vp.

Compensation: Commissions.

North American Insurance
Agency Inc.

2000 Classen Center, Oklahoma
City, Okla. 73118; 405-523-2100

1982 1981

Premium vol_.. $44.360.000 $40,005,000
Gross rev..... . .. $6.043.000 $5,Sol),0f)0
Employees..... . .- A OsS =S
Commercial bus. 85% 83%

Principal officers: Gene
McCrory, president; Donald W.
Glaspey, executive vp; Jack G.
Barry, senior vp; James M. Hill, as-

sistant treasurer.

Compensation: Commissions

and fees.

Acquisitions: Holland-Sterling
& Associates Inc., Dallas: James In-
surance Services Inc, Denver.

Branch offices: Dallas; Denver;
Edmond and Oklahoma City, Okla.;
New Orleans; Wichita, Kan.

Subsidiaries: NAIA of Louisi-
ana, New Orleans; NAIA of Tulsa,
Okla.; NAIA of Texas, Dallas.

Licensed excess/surplus bro-
ker in: Oklahoma; Kansas; Louisi-

ana.

O

O'Connor-McLaughlin Co.

Box 779, Lima, Ohio 45802;
419-227-3421

1582 1081

Premium vol. . . . $1.GOD.000 $1,500,000
Grossrev.... $300.000 $300,000
Employees........ ° °
Commercial bus. %690 60%

Principal officers: W.R. Shana-
han, president; J.J. Hagood, secre-
tary/treasurer.

Compensation: Commissions.

Branch offices: Delphos, Ohio.

Olliver/Pilcher Insurance

6150 N. 16th St., Phoenix, Ariz.
85016; 602-277-5703

1582 1981
Premium v61..... $37.6€1.006 $34,977,843
Gross rev.. . $7,6EU1L $6,260,205
Employees.. . 164 144
Commercial bus... 67% 69%

Principal officers: William W.

Pilcher, chairman; F. Rockne Ar-
nett, senior vp/secretary; Richard
L. Jones, senior vp/treasurer; Peter
L. Scardello Jr., vp-finance; Mi-
chael C. Metzger, A. Park Shaw,
John W. Phillips, William R.
Jewett, Jerry A. Underwood, vps.

Compensation: Commissions.

Branch offices: Prescott. Show
Low, Scottsdale, Flagstaff, Mesa,
Glendale and Globe, Ariz.; Jewett
Insurance Agency, Yuma, Ariz.

Acquisitions: Insurance Ltd. of
Arizona, Phoenix; J.N. DePoe Co.,
Flagstaff, Ariz.; Jewett Insurance
Agency Inc., Yuma, Ariz: Dave
Bryce Agency, Show Low: Ariz.;
Victorio Insurance of Arizona,
Phoenix, Ariz.

Licensed excess/surplus bro-
ker in: Alabama, Arkansas, Cali-
fornia, Colorado, Florida, Hawaii,
Idaho, lllinois, Indiana, Kansas,
Michigan, Minnesota, Mississippi,
Missouri, Montana, Nevada, New
Mexico, New York, North Caro-
lina, North Dakota, Oklahoma, Or-
egon, Pennsylvania, South Dakota,
Tennes:ee, Texas, Utah, Virginia,
Washington, Wisconsin.

Osborn & Lange Inc.

759 Victcria Square, Montreal,
Quebec H2Y2KS; 514-849-4161

1082 1981
Premium -O1..... $2404000 4 27,000,000
Gross rev .... . ... $2,500,000 $2,400,000
Employees == —=a=
Commercial t-us. 90% 90%

Principal officers: H. Bennett,
president/CEO; J.A. Cantello, F.
Keshen, L. Whyte, vps; T.G.

Responsible claim management,
auditing and adjustment for
todays industry leaders.

O General Liability 4/
69 Professional Liability
vo Excess & Surplus Lines
o Products Liabaity

*? Reinsurance

334 Madison Avenue « CN 1922 « Morristown, N.J. 07960 O (201) 539-0787

Cleary, secretary/treasurer.

Compensation: Commissions
and fees.

Branch offices: Toronto; Van-
couver, British Columbia; Winni-
peg, Manitoba.

Subsidiaries: Osborn & Lange
(USA) Inc., New York and Chi-

cago.

Osterloh & Durham
Insurance Brokers of
North America Inc.

6930 Vallean Ave., Van Nuys, Calif.
91409; 213-988-6520

1982 1980

Premium vol . NA NA
Gross rev.. ... $1.387.195 $1,508,658
Employvees ... 21 26
Commercial bus... 9296 88%

Principal officers: A.IF. Oster-
loh I, president/chairman; T.M.
Mitchell, C.C. Lamb, R.C. Redman,
L.C. Sears, vps.

Compensation: Commissions
and fees.

Acquisitions: Lamb & Redman,
El Monte, Callif.; The Nelson Co.,
Los Angeles.

Branch offices: El Monte, Calif.

Arthur L Owen Co. Inc.

Mercantile Commerce Building,
Dallas, Texas 75201; 214-747-6500

1982 1981
Premium vol.. $24,500.000 $:4.000,000
Gross rev. _ .. $3200.000 $2,950,000
Employvees.._.._... 43 42
Commercial bus. 95% 95%

Principal officers: Arthur L.
Owen, chairman; Douglas B. Owen,
president; C. Edward Dunn, execu-
tive vp; Bruce E. Mackey, Joe E.
Funk, senior vps.

Compensation: Commissions

and fees.

Licensed excess/surplus bro-
ker in: Texas.

Palley Simon
Associates Inc.

Rvdal Executive Plaza, Rydal, Pa.
15046; 215-884-2100

1982 1981

Premium vol. $6.00Uee 55,250,000
Gross rev... $1.010,000 $980,000
Employees ..... 19 18
Commercial bus. 84% 81%

Principal officers: Mahlon B.
Simon Jr., president; Samuel M.
Palley, Dexter P. Gresh, vps.

Compensation: Commissions
and fees.

Marshall Paris
INnsurance Inc.

18041 Bothell Way N.E., Bothell,
Wash. 98011; 206486-1227

1982 1981
$3.726,812 ;3,485,879
$516.399 $493,272
o= o=
63% 6096

Premium vol.....
Gross rev...

Employees.. ...
Commercial bus.

Principal officers: George Mar-
shall Paris Sr., president; R. Ray
Westfall, vp/life sales; Gay M.
Paris, treasurer/secretary.

Compensation: Commissions.

Licensed excess/surplus bro-
ker in: Alaska, Arizona, California,
Colorado, Hawaii, Idaho, Oregon,
Washington.

James G. Parker
Insurance Associates

5100 N. Sixth, Suite 154, Fresno,
Calif. 93710; 209-222-7722

1982 1981
Premium vol . $5.000,000 $4,200,000
Gross rev......... $800.000 $680.000
Employvees. ....... 18 15
Commercial bus. 80% 82%

Principal officers: James G.
Parker Jr., president; James G.
Parker lll, Gary H. Feemster, vps;
Jon M. Parker, secretary.

Compensation: Commissions.

Acquisitions: Sample & Collins
Inc., Fresno, Calif.

Perpetual Insurance
Services Inc.

8401 Corporate Drive, Landover,
Md. 20785; 301-386-3100

1982 1981
Premium vol..... $3.000,000 $1,500,000
Gross rev......... $1,107.000 $965,000
Employvees....... 29 29
Commercial bus. 50% 50%

Principal officers: Willard Ber-
nardin, president; William F. Sin-
clair, vp; Gilbert E. DeLorne, sec-
retary; Rofs Towney, treasurer.

Compensation: Commissions.

Acquisitions: Walker & Dunlap
Agency Inc.

Parent company: Perpetual
American Federal Savings & Loan,
Alexandria, Va.

Licensed excess/surplus bro-
ker in: Virginia.

H & R Phillips Inc.

622 Third Ave., New York, N.Y.
10017; 212-949-9100

1982 1981
Premium vol . NA NA
Gross rev.... . .... $1,570,000 $1,250.000
Employvees....... 25 25
Commercial bus... 920% 20%

Principal officers: Harry Phil-
lips Ill, president; Roger Phillips,
executive vp; Judith L. Robinson,
Carmen Barros, William R. Phil-
lips, vps.

Compensation: Commissions
and fees.

Subsidiaries: Management
Compensation Group New York

Inc.

Pickett & Adams
INnsurance Inc.

P.O. Box 8448, Mobile, Ala. 36689;
205-343-9480

1982 1981
Premium vol. $5,07967 $2,561,501
Gross rev.... ... $491,422 $461,120
8 8
R,nmSL buS 70% 65%

Principal officers: C. King
Pickett, president; Spencer M.
Adams lll, vp and secretary/trea-
surer; Jerry P. Edwards, H. Steve
King, vps.

Compensation: Commissions.

Subsidiaries: Pope & Quint In-
surance, Mobile, Ala.

Licensed excess/surplus bro-
kerin: Alabama.

Popkin Lebson

Bergstein Inc.
38 Franklin St., P.O. Box 800,
Tenafly, N.J. 07670; 201-569-8090

1982 1081

Premium vol. $7.334.752 $7,283.736
Gross rev. ........ $1,395,711 $1,205,563
Employees........ 25 24
Commercial bus. 7096 70%

Principal officers: Leo J. Pop-
kin, president; Michael Bergstein,
Ron Bergstein, Jay Bergstein, vps;
Martin A. Lebson, vp/treasurer;
Bruce A. Bergstein, vp/secretary;
Ted Kadison, vp-P.L.B. Life
Agency Inc.

Compensation: Commissions
and fees.

Acquisitions: Instrument Insur-
ance Agency, Florham Park, N.J.

Subsidiaries: P.L.B. Life
Agency Inc.

Cecil W. Powell&Co.

245 E. Adams St., Jacksonville, Fla.
32202; 904-353-3182

1982 1981
Premium vol.... NA NA
Gross rev $1,204,147 NA
Employvees,. . ... 22 NA
Commercial bus... 9096 NA

Principal officers: Fitzhugh K.
Powell, president; Lon B. Bryan,
executive vp; Stan Story, vp-easu-
alty; Robert B. Hazard, vp-surety.

Compensation: Commissions
and fees.

Licensed excess/surplus bro-
ker in: Florida.

Continued on facing page
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Producers Exchange Inc.
1310 Texas American Bank

Building, Dallas, Texas 75235;
214-357-6504

1982 1981
Premium vol.. $16,500,000 $7,500,000
Gross rev. $1,800,000 $1,400,000
Employees... 32 30
Commercial bus. 95% 95%

Principal officers: Bill M. Mor-
rison, president; Travis Dale
Roberts, Vernon M. Gilmore, vps;
George R. Flickinger, regional vp.

Compensation: Commissions
and fees.

Branch offices: Corpus Christi,
Houston and Lubbock, Texas.

Subsidiaries: Producers Ex-
change Life Insurance Agency Inc.;
Producers Exchange Insurance
Agency Inc.; Producers Exchange
Management Co., Dallas.

Parent company: Producers Ex-
change Cooperative.

Licensed excess/surplus bro-
ker in: Texas.

R

RBS Insurance

P.O. Box 280,1510 W. Second St.,
Roswell, N.M. 88201; 505-623-1510

1982 1981
Premium vol.. $2,317,728 $2,393,094
Gross rev. $510,820 $503,297
Employeaes. ..... = o
Commercial bus. 64% 65%

Principal officers: Brad Pretti,
president; King Redd, vp; Jimmy
Gonzales, Lorraine Payne, assistant
vps.

Compensation: Commissions.

Branch offices: Mehlhop Insur-
ance Agency, Dexter, N.M.

RL&G Agency Inc.

Route 32, Franklin, Conn.; Box 426,
Norwich, Conn. 06360;
203-642-7559

1082 1081
[Bremitimvols $4,000,000 $3,600,000
Gross rev $526,000 $478,000
Employees..... 1 11 11
Commercial bus. 70% 70%

Principal officers: Leslie H,
Young, president; Ernest E. Poore,
vp; R. Gary Young, secretary / trea-

Compensation: Commissions
and fees.

Acquisitions: Connecticut fran-

chise for Insurance Acquisitions of
America Inc.

Branch offices: Putnam, Conn.

Subsidiaries: Forest Products
Agency Co. Inc., Norwich, Conn.;
Commercial Insurance Agency
Inc., Norwich, Conn.

Licensed excess/surplus bro-
ker in: Connecticut, Massachusetts,
Rhode Island, Vermont, New
Hampshire, Maine, New York,
Pennsylvania.

Leslie S. Ray Insurance
Agency Inc.

129 Dodge St., Beverly, Mass.
01915; 617-927-2600

1982 1981
Premium vol. $4,000,000 $3,500,000
Gross rev. . $650.000 $600,000
Emaployveaes. A= A=
Commercial bus. 50% 50%

Principal officers: Leslie S.
Ray, president/treasurer; Norma L.
Huse, executive vp; Richard P.
Jones, vp.

Compensation: Commissions.

Licensed excess/surplus bro-
ker in: Massachusetts.

Rebsamen Insurance

1500 Riverfront Drive, P.O. Box
3198, Little Rock, Ark. 72203;
501-661-4800

1982 1081
Premium vol. . $61,665,586 $60,336,529
Gross rev. $7,627,899 $6,905,453
Employees. 1e3 144
Commercial bus. 91% 90%

Principal officers: Charles H.
Harper, president; Charles C
Campbell, executive vp; Max F.

Campbell, senior vp/treasurer;
William L. Grace, Jack L. Garri-
son, senior vps.

Compensation: Commissions
and fees.

Acquisitions: Englehart Insur-
ance Services Inc., Fort Smith,
Ark.; Hurley-Inman-Starkey Inc.,
Fort Smith, Ark.

Branch offices: Pine BIluff,
Springdale and Fort Smith, Ark.

Subsidiaries: Insurisk Insurance
Services, Little Rock, Ark.; In-
surisk Excess & Surplus Lines, Lit-
tle Rock, Ark.; Rebsamen Insur-
ance/Louisiana, New Orleans.

Parent company: Rebsamen
Cos. Inc.

Licensed excess/surplus bro-
ker in: Arkansas.

Redland Group inc.

35 N. Main Place, Council Bluffs,
lowa 51502; 712-325-1010

Continued on next page

Business Insurance
puts more

into it

SO You'1ll -~

get more Y
Out Of it.

Use this form, or the card in

this issue, to enter your subscription to
Business Insurance. Or call (312) 649-5221.

Business Insurance
Circulation Dept. 740 Rush Street Chicago, IL 60611

"Use the cutting edge«

business insurance, June 27, 1983 / 93

Business Insurance gives you total news coverage of loss pre-
vention, risk financing and benefit management, Every week,
Annual subscription (52 issues) in U.S. dollars.

(Check here.)
usa L. $40
canada E $54
Bermuda (Air on/y)
Europe/Middle East (Air only)
All other foreign - $54

1 _] new subscription
O bill me. 3 bill company.

name (please print)

title

company

nature 01 business

O business or _1 home address

city sState/country

Surface Mail.

By Air.

2 $90
El $85
E $75
Rates on request.

renewal. El paymen enclosed.

zip/postal code

13 Please send information on your special 25%-off group rate

for five or more subscriptions.

13 | prefer not to receive information or advertising by mail from
companies not affiliated with Crain Communications.

Mail to: Business Insurance

Circulation Dept. 740 Rush Street Chicago, IL 60611

We re cutting the old school tie approach
to business Not because we reject tradition But

because we re convinced that original thinking is

the best way to cut it m the 80 s Who you know
can t compete with what you know anymore
It s Trenwick s know how that gives the
special edge to captives and self insurers Get to

know us

Trenwick

Bermuda 1809) 295 3009/Connecticut (203) 226 8116
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1982 1981
Premium vol. NA NA
Gross rev.. $5552,533 $3,426,472
Ermiplovees., SS9 7 7
Commercial bus. 90% 90%

Principal officers: H.H. Nelson,
chairman; John P. Nelson, presi-
dent; Gary L. Hurley, president-In-
surance Agents Inc.; Richard Gib-
son, president-American Agri-
surance; Art Bartel, vp-employee
benefits; Henry Lane, vp/manager,
Sioux City branch; Joe Newhouse,
vp/manager-Omaha branch.

Compensation: Commissions
and fees.

Acquisitions: Stahlnecker
Agency, Omaha, Neb.

Branch offices: Omaha, Neb.;
Sioux City, lowa.

Subsidiaries: Insurance Agents
Inc., America Agrisurance Co.,
Redland Insurance Co.

Licensed excess/surplus broker
in Nebraska.

John M. Riehle & Co. Inc.

757 Third Ave., New York, N.Y.
10017; 212-888-4400

1982 1981

Premium vol. NA NA
Gross rev...... $4850.000 $7,200,000
Employees. 135 200
Commercial bus... 709. 70%

Principal officers: Richard

Fuhrman, president; Edgar Braun,
executive vp; William Madison,
Robert Teehan, senior vps; Salvo
Basirico, treasurer.

Compensation: Commissions
and fees.

Subsidiaries: Knox, Lent &
Tucker- Inc., White Plains, N.Y _;
Gary Wood Associates Inc., New
York; Fanwick & Rubin Inc., New
York.

Parent company: Harcourt
Brace Jovanovich Inc.

Licensed excess/surplus bro-
ker in: New York.

Robertson.Ryan &
Associates Inc.

660 E. Mason St., Milwaukee, Wis.
53202; 414-271-3575

1982 1981

Premium vol. $11.229.036 $10,890,364
Gross rev. $1.552.638 $1.486,886
Employees . .... 36 35
Commercial bus.. 8096 8596

Principal officers: 3.T. Ryan,
chairman; Elwood E. Juckem, pres-
ident; Charles V. Johnson, vp-in-
surance operations; J.R. Kuhn-
muench, vp; Lloyd Schutte, trea-
surer/secretary.

Compensation: Commissions.

Branch offices: Sheboygan,
Wis.

Licensed excess/surplus bro-
ker in: Wisconsin.

Robinson-Conner Inc.

1030 State St., Erie, Pa. 16501,
814-452-6881

1982 1981
Premium vol. $45,000.000 $25,000,000
Gross rev...... $9.600,000 $5,700,000
Employees. 210 115
Commercial bus. 82% 85%

Principal officers: William B.
Conner, president; Daniel P. Kuzio,
senior vp; Patrick J. Quirk, trea-
surer.

Compensation: Commissions
and fees.

Acquisitions: Fox Puckett
Cohen & Associates and Multi-Ser-
vice, Louisville, Ky.; Active Insur-
ance Services, Mechanicsburg, Pa.;
William C. Hanley, Pittsburgh,;
Workmen's Compensation Service
Co., Cleveland; Associated Agen-
cies, Meadyville, Pa.

Branch offices: Associated
Agencies, Meadyville, Pa.; Moore &
Eshelman, Clearfield, Pa.; Active
Insurance Services, Mechanics-
burg, Pa.; Robinson-Conner Inc.,
Pittsburgh; Robinson-Connor of
New York Inc., Rochester, N.Y.

Subsidiaries: Fox Puckett
Cohen & Associates, Louisville,
Ky.; Worker's Compensation Co.,
Cleveland; Claims Service Inc.,
Erie, Pa.

Licensed excess/surplus bro-
ker in: Pennsylvania.

Great Workers'
Compensation
Group Programs

1. RECREATIONAL MARINE INDUSTRY GROUP.

for marinas, boat dealerships and all allied segments of the industry;

program includes U.S. L. & H.

2. TRUCKMENS' INDUSTRY GROUP.
for long, short or intermediate haul fleets and owner 6perators.
3. SECURITY INDUSTRY GROUP.
for security guard, detective and patrol agencies, burglar & fire alarm

monitoring, sales & installation.

CoverX has long advocated the use of mass purchasing power to reduce insurance costs.
All three of these fine Workers' Compensation Group Dividend Plans acknowledge that principle .
and all are underwritten by CoverX on behalf of major insurance carriers

Be the competition .

and are available in most states.

. Come to CoverX.

For further information or applications call or write .
OVER CORPORATIO

30161 Southfield Road, Southfield, Mich. 48076 - Tel.: (313) 644-3200 Telex 23-5635

Robson, Cavignac &
Associates Insurance
Brokers

110 W. A St., Suite 1050, San Diego,
Calif. 92101; 714-235-6301

1982 1981
Premium vol.. $10.000,000 $10 500,000
Gross rev. $1.550,000 $1 650,000
Employees. 25 24
Commercial bus. 90% 920%

Principal officers: Jon R. Rob-
son, president/treasurer; Frank G.
Cavignac, vp/secretary; Kenneth
L. Bohlander, Richard J. Thomp-
son, vps; James 0. Reynolds, presi-
dent, RCS Life Agency Corp.

Compensation: Commissions
and fees.

Subsidiaries: RCS Life Agency
Corp., San Diego, Calif.

Root & Boyd inc.
P.O. Box 2600, 101 S. Main St.,

Waterburv, Conn. 06725;
203-753-1234

1982 1981

Premium vol.. .. $15.500,moo $11,400,000
Gross rev.. $2.250,000 $2.175,000
Employvees... .. [SP=4 65
Commercial bus. 65% 65%

Principal officers: Robert D.
Summit, chairman/CEO; Peter C.
Moody, president; Dominic J. Mini-
cucci, executive vp; Roger D.
Quint, Guy A. Russo, John S.
Brady, senior vps.

Compensation: Commissions.

Acquisitions: Webster Insur-
ance Services Inc.

Branch offices: Naugatuck and
Waterbury, Conn.; Burton Agency,
Woodbury, Conn.

Subsidiaries: Mackowit=z
Agency, Southbury, Conn.; Pom-
peraug Valley Associates, South-
bury, Conn.; Root & Boyd, Nauga-
tuck, Conn.

Licensed excess/surplus bro-
ker in: Connecticut.

Patrick C. Ross Associates
Insurance Services

21241 Ventura Blvd., Suite 200,

Woodland Hills, Calif. 91364;
213-999-5556

1982 1981
Premium vol. $5,742.000 $4,600,000
Gross rev. $822.900 $683,800
Employees. 12z
Commercial bus. 9596 95%

Principal officers: Patrick C.
Ross, president; Doyle Gilbert,
Jerry Vild, vps; Sheilah Ross, sec-
retary/treasurer; Robin S. Allen,
controller.

Compensation: Commissions.

S

S & B Insurance
Services Co.

34 S. Broadway, White Plains, N.Y.
10601; 914-946-3666

1982 1981
Premium vol $7.000,000 $2,000,000
Gross rev.. $1,000.000 *S00,000
Employees. 7
Commercial bus. 100% 95%

Principal officers: William 1.
Jacobs, president; Theodore V.
Buerger, Joseph W. Swain Il vps.

Compensation: Commissicns.

Licensed excess/surplus bro-
ker in: New York.

Sacramento Valley
INnsurance

1520 River Park Drive, Sacramento,
Calif. 95815; 916-920-3400

1982 1981

Premium vol. $8.050.000 $3,800,000
Gross rev.. $1.626,000 $1,525,000
Employvees.. . 26 =29
Commercial bus. 85% 85%

Principal officers: James C.
Chenu, president; Thomas D Hob-
day, J. Gary Kearns, Charles J. Si-
gerseth, Robert Preddy, Thomas
W. Hobday, vps; David Garese, sec-
retary; David Zancanaro, chief fi-
nancial officer.

Compensation: Commissions
and fees.

Acquisitions: Donahue & Ollar
Insurance Agency.

The Sadler Insu,ance
Agency Inc.

24 Railroad Square, C/S 2021,
Nashua, N.H. 63061; 603-883-0511

1982 1981
Premium vol. $9,100.000 $8,300,000
Gross rev. 51.255.190 $1,104,003
Employees. . . . .. 25 27
Commercial bus. 65% 60%

Principal officers: George J.T.
Sadler, president; James E. Cleary,
executive vp; Arthur Bruinooge,
James D. Watson, John F. Dudziak,
vps; Kathleen A. Murphy, assistant

secretary.
Compensation: Commissions.
Subsidiaries: Marcotte &

Plourde Agencies Inc., Manchester,
N.H.

Licensed excess/surplus bro-
ker in: New Hampshire.

Saldana & Associates Inc.

P.O. Box 3549, San Juan, Puerto
Rico 00904; 809-721-2600

1982 1981
Premium vol. NA NA
Gross rev. . $3.300.080 $3,200,000
Emplovees.,.,.... 56 as
Commercial bus.. 98% 926%

Principal officers: Jorge Y. Sal-
dana, president; Antonio Blanes,
Ralph G. Christiansen Jr., execu-
tive vps; Manuel J. Mendez, Jose E.
Vazquez, Ruben A. Jordan, senior
vps.

Compensation: Commissions.

Licensed excess/surplus bro-
ker in: Puerto Rico; U.S. Virgin Is-
lands.

Schlaudecker James Hart
& Renshaw Inc.

120 Professional Building, Erie, Pa.
16512; 814-455-0987

1982 1981
Premium vol. $3,500.000 $2,700,000
Gross rev... $670.000 $495,000
Employvees. ... 15 1=
Commercial bus.. 65% 62%

Principal officers: L.H. Larson,
chairman; H.L. James, president;
D.J. Hart, vp/treasurer; H.A. Grab,
vp/secretary; J.P. Renshaw, vp.

11 Compensation: Commissions

and fees.

Acquisitions Renshaw Agency,
Erie, Pa.

Schmidt& Schmidt
INnsurance
Associates Inc.

130 Bush St., San Francisco, Calif.
94104; 415-981-3915

1982 1981
Premium vol. $1,900.000 $1,700,000
Gross rev. $325.000 $270,000
Employees. 10 o
Commercial bus. 60% 55%

Principal officers: John A.
Schmidt, president; lla Schmidt-
Sachez, office manager.

Compensation: Commissions

6 and fees.

Branch offices: Palm Springs,
Calif.

Schwartz, Hirtenstein &
Co. Inc.

307 Fifth Ave., New York, N.Y.
10016; 212-889-9800

1982 1981
Premium vol. $4250,000 $4,000,000
Gross rev. $650,000 $600,000
Employvees. ... 1= 1=
Commercial bus.. 80% 80%

Principal officers: Daniel Hir-
tenstein, president; Arthur A.
Schwartz, secretary/treasurer.

Compensation: Commissions.

Securance Service Inc.

120 W. Stevenson, Gibsonburg,
Ohio 43431; 419-637-2196

1982 1981
Premium vol $2.300,000 $2,100,000
Gross rev... ... $415,000 $375,000
Emplovees. ...._... 1= aa
Commercial bus. 62% 60%

Continued on facing page
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Principal officers: Jonathon S.
Younker, president; Ned L. Weig-
man, vp; Daniel M. Henery, secre-
tary.
Compensation: Commissions.
Acquisitions: Securance
Agency of Columbus, Ohio.
Branch offices: Woodyville and
Oak Harbor, Ohio.

H.D. Segur Inc.

229 W. Main St., P.O. Box 631,

Waterburv, Conn. 06720;
203-756-1933

1982 1981
Premium vol. $8,247,700 $6,421,000
Gross rev. 51,246,000 $1,006,000
Employees....... 26 21
Commercial bus. 80% 80%

Principal officers: John F. Bur-
bank, president; James B. Mullen
Jr., executive vp; Joseph H. Cun-
ningham, vp; Kenneth Knechtel,
managing director, Segur-Fairfield

Inc.

Compensation: Commissions
and fees.

Acquisitions: Merged with
Atwood & Gaw Inc., Waterbury,
Conn.

Branch offices: Segur-Fairfield
Inc., Westport, Conn.

Licensed excess/surplus bro-
ker in: Connecticut.

C.A. de Corretaie
Segurosca
Edificio La Previsora, Sabana
Grande con Av. Las Acacias, P.O.
Box 3478, Caracas 1010,
Venezuela; (568-2) 781-1222/6656
1982 1981
$121.370.000 $115,490,000
$16,890,460 $16,045,000

Employees..... 347 352
Commercial bus. . 80% 80%

Premium vol..

Gross rev

Principal officers: Herbert
Salas, president; Jesus Alberto Or-
tega, executive vp; Leonardo
Tirado, vp; Pedro Scavino, produc-
tion director; Angel Martinez, fi-
nancial director; Roger Milroy,
technical director; Raimundo Lans-
berg, director; Ivan Lansberg
Henriquez, founder/advisor; Enri-
que Vidal, director-foreign affili-
ates.

Compensation: Commissions.

Branch offices: VValencia,
Puerto La Cruz and Maracay, Ven-
ezuela.

Subsidiaries: Segurosca de Occi-
dente C.A., Serseca-Segurosca C.A.,
Consejo C.A., Agencia Herzfeld,
Lansberg, Cox & Asociados C.A.,
Salmenar-Segurosca C.A., Vene-
zuela; Segurosca Ltda., Colombia;
Segurosca del Ecuador, Ecuador;
Segurosca del Peru, Peru; Seguro-
sca N.V., Segurosca Bonaire, Neth-
erland Antilles; Segurosca, Pan-
ama; Segurosca North America
Inc., New York; Insurance Bro-
kerage of Florida Inc., Miami.

Seitlin & Co.

990 S.W. First St., Miami, Fla.
33130; 305-545-8311

1982 1981
Premium vol. $17.713.000 $17,200,000
Gross rev... $2.936.000 $2,864,000
Employvees (... 69 7=
Commercial bus. . 78% 78%

Principal officers: Sam Seitlin,
chairman; M. Stephen Jackman,
president; R. Louis Seitlin, secre-
tary; Fannie Levitt, treasurer;
Daniel L. Harris, Anthony WW/.
Lane, Franklin E. Wheeler, Her-
bert Friedlander, Timothy Gaff-
ney, vps.

Compensation: Commissions.

Seymour Insurance
Agency Inc.
1609 Stubbs Ave., Monroe, La.
71201; 318-388-2400
1982 1981
$5.730,752 $5,996,400
Gross rev. $856.811 $851,386

Employees... 19 19
Commercial bus. 8096 80%

Premium vol.

Principal officers: Edward J.
Seymour Jr., president; Camors C.

Roth, vp.
Compensation: Commissions.
Affiliates: Northwest Louisiana

Insurance Agency Inc., Shreveport,
La.

Shelton Insurance

Agency Inc.
1227 Third St., P.O. Box 2727,

Corpus Christi, Texas 78403;
512-882-5586

1982 1981

Premium vol. $6.893.244 $6,838,191
Gross rev... $996.189 $934,319
Employees...... 19 18
Commercial bus. 7596 75%

Principal officers: W.J. Shel-
ton, president; Louis E. Wells 11,
vp and secretary/treasurer; John
M. Roberts, vp.

Compensation: Commissions.

Sheppard, Downing &
Coleman Insurance
Service Ltd.

Suite 1040, Standard Life Centre,

10405 Jasper Ave., Edmonton,
Alberta TSJ3N4; 403-420-0777

1982 1981
Premium vol. $6.1€0,000 $4,100,000
Gross rev.. $735,000 $604,000
Emplovees. _...... 10 10
Commercial bus. 94% 90%

Principal officers: Anthony N.
Sheppard, president; Charles E.P.
Downing, senior vp; Edwin C. Co-
leman, Paul A. Land, vps.

Compensation: Commissions.

J.H. Silversmith Inc.

825 E. Speer Blvd., Denver, Colo.
80218; 303-698-1221

1982 1981
Premium vol. $12,000,000 $10,500,000
Gross rev.. $1.693,000 $1,223,000
Emploveces...... as as
Commercial bus. 9296 86%

Principal officers: J.H. Silver-
smith Jr., president; John K.
Munn, executive vp; J. Darrell
White, vp; Irene G. Falbo, secre-
tary; Joyce L. Goodfellow, trea-
surer.

Compensation: Commissions
and fees.

Branch offices: Aviation Insur-

ance Management Co., Englewood,
Colo.

Licensed excess/surplus bro-
ker in: Colorado.

The Simkiss Agency Inc.

76 Rittenhouse Place, Ardmore, Pa.
19003; 215-649-6610

1982 1981
Premium vol. $10,277,000 $9,110,000
Gross rev.. $1,527.000 $1,310,000
Emplovees........ 29 27
Commercial bus. 85% 85%
Principal officers: John A.

Simkiss Jr., president; Richard J.
Decker, William F. Simkiss, Rich-
ard J. Decker, William F. O'Brien,
executive vps; Samuel A. Brand,
Francis X. Simkiss, vps.

Compensation: Commissions
and fees.

Subsidiaries: Frankenfield &
Co. Inc., Ardmore, Pa.; Risk Man-
agement Systems & Services Inc.,
Ardmore, Pa.; Rittenhouse Associ-
ates (affiliated companies), Ard-
more, Pa.

Licensed excess/surplus bro-
ker in: Pennsylvania.

Smith, Bell &
Thompson Inc.

102 S. Winooski Ave., P.O. Box 730,
Burlington, Vt. 05401; 802-658-4600

1982 1981
Premium vol. H'W.000 $4,512,000
Gross rev.. $885.970 $886,204
Employees. . . . . . .24 22
Commercial bus. . . 72% 70%

Principal officers: Warren L.
Thompson, president; Roger D.
Teese, vp; Kenneth Grabowski,
treasurer.

Compensation: Commissions.

Subsidiaries: Vermont Specialty
Underwriters, Altamid Manage-
ment Co. Ltd., Burlington, Vt.

Licensed excess/surplus bro-
ker in: Vermont.

Smith Watson Parker Inc.

3500 Hollywood Blvd., Hollywood,
Fla. 33021; 305-962-2990

1982 1981
Premium vol. $9.220.101 $8,371,887
Gross rev. $1.289.520 $1,169,343
Employees. 28 29
Commercial bus. 75% 80%

Principal officers: Charles W.
Watson, president; Bob W. Parker,
vp/secretary; Thomas Cotter,
Larry Vaught, vps.

Compensation: Commissions.

Branch offices: Boca Raton, Fla.

Subsidiaries: Smith Watson
Parker Inc. and Larry Vaught and
Thomas Cotter, a joint venture.

Licensed excess/surplus bro-
ker in: Florida.

Southwest Insurance
Assn. of Austin Inc.

4405 Pack Saddle Pass, Austin,
Texas 78745; 512-443-0954

1982 1981
Premium vol. . $2,300.000 $2,250,000
Gross rev.. $450.000 $425,000
Employees.... ° 1
Commercial bus. 70% 70%

Principal officers: Jack W/.
Hoffman, president.

Compensation: Commissions
and fees.

Subsidiaries: Jack Hoffman In-
surance, Salado, Texas; West Wind
General Agency Inc., Austin,
Texas; Risk Alternatives Inc., Aus-
tin, Texas; Southwest Offshore

Management Ltd., Grand Cayman,
B.W.I.

Licensed excess/surplus bro-
ker in: Texas.

1~
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DeWitt Stern, Gutmann &
Co. Inc.

420 Lexington Ave., New York, N.Y.
10170; 212-867-3550

1982 1081

Premium vol. . $16.000,000 $15,000,000
Gross rev $1.681.000 $1,502,000
Employveaes.__ ... =a =a
Commercial bus. . 9290 85%

Principal officers: DeWwitt
Stern, chairman; Jolyon F. Stern,
president; Gilbert Andrus, John
Gutmann, vps.

Compensation: Commissions
and fees.

Branch offices: DeWwitt Stern/
Cohen Insurance, Los Angeles.

Licensed excess/surplus bro-
ker in: New York.

Sullivan Co. lc.

750 Executive Center, Suite 200,
Greenville, S.C. 29615;
803-297-0454

1982 1981
Premium vol. $22.300,000 $13,500,000
Gross rev $2,900,000 $1,814,000
Employvees... , 63 39
Commercial bus. 70% 80%

Principal officers: Joseph F.
Sullivan, president; George C. Bell,
executive vp; Susanne N. Wolfe,
vp; Robert H. Heile, controller.

Compensation: Commissions
and fees.

Acquisitions: Bultman Agency,
Columbia, S.C.

Branch offices: Edens-Turbeville
Agency Inc, Columbia, S.C.; Hiers-
Clarkson & Associates Inc., Rock
Hill, S.C.; Sullivan Co. Inc., Charles-
ton, S.C.; Sylva, Murphy, Hayesville,
Andrens and Robbinsville, N.C.

Subsidiaries: Home Builders
Garage Corp., Greenville and
Charleston, S.C.

Parent company: U.S. Shelter
Corp.

Licensed excess/surplus bro-
ker in: South Carolina.

Puente R
ina, CA
8011/T

Sun State Insurance

Agencies Inc.

1516 Hillcrest St., Orlando, Fla.
32803; 305-898-3177

1982 1981

Premium vol. $3.876,076 $2,487,654
Gross rev.. $591,763 $392,621
Frrmaploveaes.... A1 =
Commercial bus. 88% 91%

Principal officers: James M.
Stephenson, president; Frank M.
Arnall, vp.

Compensation: Commissions.

Branch offices: Ft. Myers,
Naples and Tampa, Fla.

Licensed excess/surplus bro-
ker in: Florida.

Systems VII Insurance
Services Inc.

14110 E. Firestone Blvd., P.O. Box

2117, Santa Fe Springs, Calif.
90670; 213-802-2711

1982 1981
Premium vol.... $3.441.867 $2,924,099
Gross rev. $460.177 $384,740
Employvees . . . . . . A2 4
Commercial bus. . . 99% 99%

Principal officers: Pat W. Maz-
zotta, president; Henry Mandels-
berg, vp.

Compensation: Commissions
and fees.

Acquisitions: Systems VII Gate-
way Insurance Services Inc., Santa
Fe Springs, Calif.

Licensed excess/surplus bro-
ker in: California.

T

Tecnicos En
Seguros, S.A.
(Techniseguros)

Avenida La Reforma 9-00, Zona 9,
Edificio Plaza Panamericana Nivel 6,
Guatemala City, Guatemala, C.A.

Continued on next page
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1982 1981
Premium vol. $9.500.000 $8,800,000
Gross rev.. $1.780.mOO $1,650,000
Ermiplovees.., S22 S2=

Commercial bus. . . 90% 90%

Principal officers: Enrique Fer-
nandez, president; Brian Aycinena,
Luis Molina, Douglas Steele, vps;
Luis Chocano, vp-life and em-
ployee benefits.

Compensation: Commissions.

Branch offices: Seassa, El Sal-
vador; Tecniseguros, Honduras.

Licensed excess/surplus lines
broker in: Guatemala; ElI Salvador;
Honduras.

Thilman & Filippini
150 N. Wacker Drive, Suite 2600,
Chicago, 111. 60606; 312-726-4800

1982 1981
Premium vol. NA NA
Gross rev. $1.750,000 $1,300,000
Emplovees...... 240 30
Commercial bus... 80% 80%

Time is the

all progress

During our span of years

we've seen it all. Good times,

bad times, soft markets, hard

markets, the works. Times, markets

and underwriting managers inevitably change,
but we're still here; serving an ever-increasing
family of producers and facilities in the prac-
ticed, proven ways that have contributed to
our steady, positive growth for more than

Principal officers: Thomas W.
Filippini, Thomas Thilman, part-

Compensation: Commissions
and fees.

Acquisitions: McKinley & King
Insurance Agency, Evanston, lll.

Branch offices: Evanston, Ill.

Licensed excess/surplus bro-
ker in: lllinois.

Thotis Insurance

Service Inc.

541 Cowper St., Palo Alto, Calif.
94301; 415-324-0606

1982 1981
Premium vol. $4,000,000 $3,000,000
Gross rev.. $831,683 $619,622
Ermiplovees.., 1.6 A7

Commercial bus. 66% 64%

Principal officers: Donald A.
Way, president; Herbert G. Hill,
Kenneth K. Peterson, vps.

Compensation: Commissions
and fees.

U

Ulrich Voorhees Warner
Associates
100 Davidson Ave., P.O. Box 228,

Somerset, N.J. 08873;
201-469-3000

1982 1981
Premium vol. $20,400.000 $17,900,000
Gross rev. $2.850.000 $2,695,000
Employees . a2 38
Commercial bus. 8796 89%
Principal officers: John N.

Voorhees I, president; Stephen A.
Warner, executive vp; Allen Pre-
ville, vp-sales; Wade Bynum, vp-
employee benefits; Michael H.
Godfrey, vp-commercial division.

Compensation: Commissions
and fees.

Branch offices: Washington,
D.C.

Licensed excess/surplus bro-
ker in: New Jersey.

scale on which
IS measured

Group's managing agency arm.
Operative in all states, we're flexible,

innovative and professionally equipped to

75 years. Measured by time, we've been con-
sistently found to be first among special risk

underwriters in the nation.

We're Sayre & Toso, Inc., Mission Insurance

serve you from 27 strategically located,
full-service locations. Our capacity has seldom
been stretched.
Now, as it has in the past and will in the
future, Sayre & Toso remains anxious to serve
your changing commercial insurance needs.

Sayre 82 16so0, Inc.

%1'ECIAL RISK UN[*RWRITERS FOR OVER 75 YEARS

MEMBER. MISSION INSURANCE GROUP INC.

NATIONAL SALES OFFICES: Los Angeles - San Francisco - Sacramento - Fresno - San jose Orange - Phoenix -
Seattle - Portland - Denver - Tulsa - Dallas - Houston - Minneapolis - Milwaukee - Detroit - Chicago - St. Louis - Cleveland -
New Orleans - Atlanta - Tampa - Charlotte - Philadelphia - New York - Paramus - Boston

Underwriter's Corp. of
ANnNn Arbor

5305 Plvmouth Road, Ann Arbor,
Mich. 48105; 313-761-4616

1982 1981
Premium vol $1,797.000 31,810,000
Gross rev $395,280 $374,670
Employees. . ... .. 6 5
Commercial bus. 68% 70%

Principal officers: Andre A.
Barroso, president; Elaine R. Bar-
roso, secretary/treasurer; Carolyn
Nyrkkanen, vp.

Compensation: Commissions.

Licensed excess/surplus bro-
ker in: Michigan.

Universal Pacific
INnsurance Services Inc.

3961 MacArthur Blvd., Suite 101,

Newport Beach, Calif. 92660;
714-975-1178

1982 1981
Premium vol . $8,800.000 35,000,000
Gross rev. $2.145,000 $875,000
Employees....... 31 11
Commercial bus.. 100% 100%

Principal officers: William H.
Knight, president/chairman;
Thelma B. Knight, secretary/trea-
surer; James Faux, Stephen Panta-
lemon, vps; James Toner, vp/presi-
dent of UPIS of Northern Califor-
nia.

Compensation: Commissions
and fees.

Acquisitions: Trans Pacific In-
surance Administrators, Upland,
Calif; U.P. Claims Services, New-
port Beach, Calif.

Branch offices: Universal Pa-
cific Insurance Services, Universal
Pacific Claims Services, Sacra-
mento, Calif.; Trans Pacific Insur-
ance Administrators, Burlingame,
Calif.

Subsidiaries: Universal Pacific
Insurance Services of Northern

California, Sacramento, Calif.

Valley View Inc.

8200 Highwood Drive, Bloomngton,
Minn. 55483; 612-944-8200

1982 1981
Premium vol. $10,000,000 58,500,000
Gross rev.. $1.560,000 $1,364,000
Employees. 30 26
Commercial bus. 90% 88%

Principal officers: Gordon L.
Johnson, president; Thomas E. Na-
pier, John F. Rendall, Bruce A.
Medvec, vps, Donald A. Sullivan,
secretary.

Compensation: Commissions
and fees.

Acquisitions: SLS Agency Inc.,
Minneapolis.

Licensed excess/surplus bro-
ker in: Minnesota.

Truman VVan Dyke Co.

6290 Sunset Blvd., Suite 180C,

Hollywood, Calif. 90028;
213-462-330

1982 1981
Premium vol $4.000,000 84,026,000
Gross rev. $563.000 $568,000
Emplovees . 1.6 s
Commercial bus. 95% 95%

Principal officers: Truman Van
Dyke Jr., president; Frances H.
Duffy, vp; Rose Van Dyke, secre-
tary/treasurer.

Compensation: Commissions.

Licensed excess/surplus bro-
ker in: California.

Variable Protection
Administrators Inc.

7123 Pearl Road, Cleveland, Ohio
44130; 216-888-8585

1982 1981
Premium vol. . $12,000.000 $5,000,000
Gross rev.. $3,600,000 $500,000
Employees. 70 25
Commercial bus. 95% 75%

Principal officers: David T.
Manley, president; Timothy Eisen-
mann, vp-operations.

Compensation: Commissions
and fees.

Wagner Taylor Co.

7140 Chestnut St., Upper Darby, Pa.
19082; 215-352-4300

1982 1981
Premium vol. $3.033.000 $3,350,000
Gross rev... $454.918 $503,573
Emplovees . .. . 1S S
Commercial bus. 60% 60%

Principal officers: Eugene L.
Fidell, president/treasurer; H. Kel-
sey Partridge Jr., Robert D. Tae-
conelli, William T. Whitaker, vps;
Helen DiJulio, secretary.

Compensation: Commissions.

Warren.Hoffman &
Associates Inc.

105 Main St., P.O. Box 1100,

Niagara Falls, N.Y. 14303;
716-284-9983/773-1202

1982 1981
Premium vol. $10.800.000 $10,500,000
Gross rev. $1,350.000 $1,245,000
Ermiploveaes =29 =7
Commercial bus. 7590 80%

Principal officers: John D.
Hoffman, president; Richard M.
Thompson, executive vp; William
E. Warren, Leonard R. Cancilla,
Richard F. Soluri, vps; George L.
MeGrath, vp-life/benefits; Ken-
neth R. Hanour, vp-Buffalo office.

Compensation: Commissions
and fees.

Branch offices: Buffalo, N.Y.

Subsidiaries: Houlihan-Thomp-
son Division, Richard F. Soluri In-

surance.

I.R. Weinraub & Co. Inc.

10 Fairview Ave., Westwood, N.J.
07675, 201-666-4900

1982 1981
Premium vol. $11,000,000 $10,000,000
Gross rev. $1.102,000 $925,000
Erhmploveaes., =20 =22

Commercial bus . 95% 95%

Principal officers: Irving R.
WwWeinraub, chairman; Mark
Weinraub, president; Michael Ben-
nie, vp/general manager; Michael
Greenberg, Steve Kovacs, Alan
Arthur, Ken Adler, Carolyn Nor-
ton, vps.

Compensation: Commissions
and fees.

Branch offices: West Palm
Beach, Fla.

Licensed excess/surplus bro-
ker in: New York; New Jersey.

Wharton/Lyon & Lyon

101 S. Livingston Ave., Livingston,
N.J. 07039, 201-992-5775

1982 1980
Premium vol. $16,241,000 $11,042,000
Gross rev. . $2,584.000 $1,841,000
Employvees .,.,... 47 39
Commercial bus. 80% 80%

Principal officers: Albert L.
Klein, president; Thomas Rowe, se-
nior vp; David Eisenberg, presi-
dent-Professional Insurance Pro-
gams; Andy Stillo, vp-Professional
Insurance Programs.

Compensation: Commissions
and fees.

Acquisitions: Turner Agency,
Verona, N.J.; Professional Insur-
ance Programs Inc.

Subsidiaries: Professional In-

surance Programs Inc.

Whitsitt Ralston & Stiff

Agency Inc.
P.O. Box 1028, 801 N. Main,

McAllen, Texas 78501;
512-682-2841

Continued on page 98



BUSINESS INSURANCE
IN ENGLISH

"For busy executives wishing to have areference
Guide to Commercial Property and Casualty
Insurance, Ted has supplied them with a truly
quality work."

-Edwin S. Overman, CPCU

President

Insurance Institute of

America

. excellent guide for a busy executive who has
little time for insurance. The

writing is clear and the format

makes the information easily
accessible.”

-David Warren,

cpPCuU
Risk Management 1 e

- aw e m m —— wm__ m i @ —m = m &
Orinda, CA

. a most valuable asset to €.

those whose industry involve- 7

ment is either omn an extremely

bhbroad scale, or Wh%._s
iNnvolvement is, as is mine, in , ?
a specialized corridor within

the in-dagu:é/,ffas a Wh0|e,“ ”¥ e -

T oplis &arvhd Ff
Hardimg., Imacac.o
Chi cago, IL

The Executive Guide to Commercial Property and Casualty
Insurance, by Ted Siver, CPCU, CLU. A book that cuts through
the maze of insurance j argon and presents the facts in plain,

understandable language forpeople who must cope with therigors
of commercial insurance on a daily basis.

It is written specifically for buyers and sellers of commercial
insurance. People who have a need for direct, correct answers,
interpretations, and definitions. Agents, brokers, risk managers,
underwriters, and adjusters will find The Executive Guide to
Commercial Property and Casualty Insurance an invaluable
reference. So will company treasurers, city managers, controllers,
company presidents, anyone who must make insurance decisions
as part of his or her daily work output.

Siver shows you how to locate the answers to your questions in
seconds. Each section contains questions and answers dealing
with a particular line of coverage plus a glossary of terms,
and a buyer's checklist. Just look what you get:

~*1. O
About the Author

Ted Siver, CPCU, CLU, the
founding principal of E.W.
Siver & Associates, has been
very active in the insurance

industry for over 25 years as a

broker and consultant. He

L u has contributed numerous

articles to such publications
as Business Insurance, Agent
& Broker, and others.

B SR S -

"Ted Siver's new book is a crisp, convenient
introduction to a wide range of insurance
problems that a typical commercial insurance
buyer will be interested in."

Jeffrey oO'Cconnell
Professor of Law

University of Virginia

"I would recommend this book to any agent or

underwriter who is serious about being
informed of risk management
and commercial insurance
matters and their practical
application.”

-J.A. Babb, CPCU
Broderick-Babb

Ft. Lauderdale, FL

Section

impressed with the speed
with which one may find lucid
answers to specific questions
without laboriously perusing
endless pages of irrelevant
dissertation... No insurance

—arrrda-uU-L3- /

D ——, -

buyer or risk manager can

afford to be without such

- a useful tool.”

-Percy Campbell

Insurance and Risk
Manager

Dept. of Finance

City of Jacksonville

Table of Contents
Accounts Receivable-Credit Pleasure Boats

Accounts Receivable-Records Physical Damage-Auto

Principles of Insurance
Buying

Agent/Broker

Aviation

Boiler and Machinery Property Insurance-

Captive Companies Direct Damage

Crime Property Insurance

Excess-Surplus Lines Time Element

Liability-Auto
Liability-Directors' and Officers'
Liability-General
Liability-Professional
Liability-Umbrella

Loss Adjustment-Claims

Marine-Yachts and

Reinsurance
Risk Management
Transportation-Cargo

Valuable Papers and
Records

Workers' Compensation.
It's all here. In one, easy-to-read volume. If you buy, sell,

underwrite, or adjust commercial insurance, you should have this
valuable tool within reach at all times.

The Executive Guide to Commercial Property and
Casualty Insurance. Order your copy today. Only $34,95,

TO: CRAIN BOOKS

m 740 N. Rush St. Chicago, IL 60611

Please rush

816273

copy(ies) of
THE EXECUTIVE GUIDE TOCOMMERCIALPROPERTY AND
CASUALTY INSURANCE at $34.95 each.

O Bill me later, including shipping and handling charges of
$2.00 for one copy and $1.25 for each additional copy.
0 Check enclosed for $ (lllinois residents add 6% sales tax).

Chicago Residents add 7%.
Name

Company

Address

City State Zip
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1* Case

oftle.
Collapsing
Cornpicker

The lawsuit was unusually
complex. A self-propelled threshing
machine had collapsed while its corn
header was being bolted on. The
injuries were fatal.

Why did the machine collapse?
Was the product misused? Did the

manufacturer use reasonable foresight

in designing the machine? Were

warnings posted properly? Countrywide

investigators amassed facts, secured
expert testimony, and researched

competitive products. They discovered

all warnings and safety features had
been bypassed and that the product
reflected the latest technology. The

case vwas won.

Details have been disguised to

protect the confidentiality of our client.

But this case typifies our claims
management work for major self-
insured manufacturers throughout

America and abroad. Unlike insurance

investigators, we are not settlement

oriented. Our primary concern is to help

you defend the integrity of
your product.

Please write down r _ =

Weélrmanage your most
A

sensitive cases.

Country.wide
Services

Corporation

Specializing in product
liability claims management

11933 Westline Drive, St. Louis, MO 63141, 314/878-3306

Continued from page 96

1982 1981
Premium vol... _ $5,025.000 $47)0,000
Gross rev... ..... $873.748 1730,000
Emplovees.... 20 19
Commercial bus. 76% 73%

Principal officers: W.E. Whit-
sitt, president; R.E. Stiff, Max
Roesch vps; Neal King, secre-
tary/treasurer.

Compensation: Commissions.

Williams Insurance
Agency Inc.
116 E. Third St., P.O. Box 266,
Crowley, La. 70526; 318-783-6346

1982 1981
Premium .01. $3.176.000 $2,.34,000
Gross rev.... $506.000 $.12,000
Employees.... .. 13 12
Commercial bus. 55% 58%

Principal officers: Donnaud B.
Williams, president; Sims C. Wil-
liams Jr., secretary/treasurer.

Compensation: Commissicns.

Branch offices: Lafayette, La.

W.K.P. Wilson & Son Inc.

51 St. Joseph St., Mobile, Ala.
36652; 205-433-0441

1982 1981
Premium iol..... $24.000.000 $23,000,000
Gross rev. $3.230.000 $3,200,000
Employees. 68 71
Commercia-bus. 85% 85%

Principal officers: B.R. Wilson
Jr., chairman; Clifton C. Inge, pres-
ident; Walter E. Roney, vp,'secre-
tary; J. Schley Rutherford, vp.

Compensation: Commissions
and fees.

o O
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Licensed excess/surplus bro-
ker in: Alabama.

Winn & Co.

P.O. Box 220, Hollister, Calif. 95023;
408-637-9241

1982 1981
$12. OUOD $10.040,000
$1.815,603 $1.543,075
Employees ..... 35 40

Ccmmercial bus. 95% 95%

Premium vil

Gross rev...

Principal officers: J.R. Winn,
president, S. Rose, vp.

Compensation: Commissions
and fees.

Branch offices: Gilroy, Calif.

Sol L Wisenberg
Insurance Agency
4801 Woodway, Suite 100 East,
Houston, Texas 77056;
713-622-5200
1982 1981

P-emium vol.. $20.000,000 $18.000,000

Gross rev. $4722,849 $2,568,448
RnNnplovees....... a9 50
Commercial bus. 85% 85%

Principal officers: Irving Poz-
mantier, president; Joe L. Wil-
Lams, executive vp; Jay L. Wil-
liams, vp.

Compensation: Commissions
and fees.

Acquisitions: S.G. Raphael &
Co., Houston.

Subsidiaries: SLW Risk Ana-
lysts, Houston.

Licensed excess/surplus bro-
ker in: Texas.

Woodsmall, Frick &
INnnis Inc.

Five Crown Center, 2480 Pershing
Road, Suite 111, Kansas City, Mo.
64108: 816421-7788

s >
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1982 1981
Premium vol..... $16.375.000 $12,700,000
Gross rev......... $1.964000 $1,650,710
Emplovees.... ... 38 34
Commercial bus... 95% 90%

Principal officers: W.0. Woods-
mall, chairman; Peter L. Woods-
mall, president; Thomas E. Klug, J.
Michael Brewer, senior vps; Joseph
V. Gerlack, vp.

Compensation: Commissions
and fees.

Licensed excess/surplus bro-
ker in: Missouri; Kansas.

Woodward & Williamson

15 Exchange Place, Jersey City, N.J.
07302; 201-434-1772

1982 1981
Premium vol. . $2.200,000 $2,400,000
Gross rev. ... .. $379,000 $411,000
Emplovees.._..... s S
Commercial bus. 65% 60%

Principal officers: Herbert
Marshall Jr., president/treasurer;
Philips W. Marshall, vp/secretary.

Compensation: Commissions
and fees.

Acquisitions: Meyer & Klein,
Jersey City, N.J.

Worgess Agency Inc.

P.O. Box 1678, Battle Creek, Mich.
49016; 616-965-3221

1982 1981
Premium vol. $400.000 $4,800,000
Gross rev.. ...... $780.000 $760,000

Employees...... = =

Commercial bus. 57% 57%

Principal officers: Russell V.
Worgess, president; Donald R.
Worgess, vp; Douglas Worgess, as-
sistant vp; Robert Worgess, trea-
surer; Richard Worgess, assistant
treasurer; Lorraine Traut, secre-
tary.

Compensation: Commissions.

Branch offices: Marshall, Mich.

Wright & Co.
1001 Connecticut Ave. N.W.,

Washington, D.C. 20036;
202-331-1550

1982 1981
Premium vol.. NA NA
Gross rev... $1,700.000 $1,582,000
Employees. 30 27
Commercial bus. 9896 98%

Principal officers: Frank L.
Wright, chairman/CEO; Donald A.
Page, vp/general manager; Betty
R. Wright, vp/treasurer; Lionel C.
Epstein, secretary; Carol J. Ya-
hyavi, assistant secretary.

Compensation: Commissions
and fees.

Branch offices: London, En-
gland.

Subsidiaries: Wright & Co. (In-
surance Brokers) Ltd., London;
Wright International Ltd., Inter-
American Assurance Co. Ltd., Ta-
minco Assurance Services, Grand
Cayman, B.W.I. (affiliated com-
panies).

Licensed excess/surplus bro-
ker in: District of Columbia and

Virginia.

Zillgitt & Wright Insurance
Agents and Brokers

330 Washington St., Marina del Rey,
Calif. 90291; 213-822-1221

1982 1981
Premium vol... $7,750,000 $7,645,000
Gross rev......... $1,210.000 $1,160,000
Emplovees........ 22 28
Commercial bus. 60% 6096

Principal officers: Preston B.
Zillgitt, chairman; Charles M.
Wright, president; John D. Solberg,
Robert Gerughty, vps.

Compensation: Commissions.

Branch offices: Newport Beach,

< ——=— il F_ —



Agents/brokers listed

Alabama

Birmingham

Frank B. Hall & Co. Inc.

Johnson & Higgins

Johnson Rast & Hays Insurance Inc.

MeGriff, Seibels & Williams Inc.

Rollins Burdick Hunter Co.
Florence

E.H. Crump Cos. Inc.

MeGriff, Seibels & Williams Inc.
Gadsden

McGriff, Seibels & Williams Inc.
Mobile

Arthur J. Gallagher & Co.

Fred S. James & Co. Inc.

McGriff, Seibels & Williams Ine.

Pickett & Adams Insurance Inc.

W.K.P. Wilson & Son Inc.
Montgomery

Frank B. Hall & Co. Inc.

Alaska

Anchorage
Alexander & Alexander Services Inc.

Bayly, Martin & Fay International Inc.

Corroon & Black Corp.

E.H. Crump Cos. Inc.

Frank B. Hall & Co. Inc.
Fred S. -ames & Co. Inc.
Marsh & McLennan Cos. Inc.
Reed Stenhouse Cos. Ltd.
Rollins Burdick Hunter Co.

Eagle River

Bayly, Martin & Fay International Inc.

Fairbanks

Corroon & Black Corp.

Frank B. Hall & Co. Inc.
Juneau

Corroon & Black Corp.
Sitka

Corroon & Black Corp.

Arizona

Flagstaff
Lasher-Cowie-Turner
Olliver/Pilcher Insurance

Glendale
Olliver/Pilcher Insurance

Holbrook
E.H. Crump Cos. Inc.

Mesa
Beal & Associates Insurance

Counselors Inc.
Olliver/Pilcher Insurance

Phoenix

Bayly, Martin & Fay International Inc.

Beal & Associates Insurance
Counselors Inc.

Corroon & Black Corp.

Financial Guardian Group Inc.

Frank B. Hall & Co. Inc.

Johnson & Higgins

Keenan & Associates

The Lasher-Cowie Agency

A.W. Lawrence & Co. Inc.

Marsh & MclLennan Cos. Inc.

Olliver/Pilcher Insurance

Republic Hogg Robinson Inc.

Rhulen Agency West Inc.

Rollins Burdick Hunter Co.
Prescott

Olliver/Pilcher Insurance
Scottsdale

Arthur J. Gallagher & Co.

Olliver/Pilcher Insurance
Show Low

Olliver/Pilcher Insurance
Tucson

Bayly, Martin & Fay International Inc.

Beal & Associates Insurance
Counselors Inc.

Corroon & Black Corp.

Frank B. Hall & Co. Inc.

Fred S. James & Co. Inc.

Lasher-Cowie Insurance

Marsh & McLennan Cos. Inc.

Yuma

Jewett Insurance Agency

Arkansas

Conway

Atkins Insurance Corp.
Fort Smith

Rebsamen Insurance/Ft. Smith
Hot Springs

Atkins Insurance Corp.
Little Rock

Atkins Insurance Corp.

Corroon & Black Corp.

E.H. Crump Cos. Inc.

Frank B. Hall & Co. Inc.

Fred S. James & Co. Inc.

Rebsamen Insurance
Pine Bluff

Rebsamen Insurance/Pine Bluff
Springdale

Rebsamen Insurance/Springdale

California

Arcata

Jardine Insurance Brokers Inc.
Bakersfield

Frank B. Hall & Co. Inc.

Marsh & McLennan Cos. Inc.
Beverly Hills

Walter Kaye Associates Inc.
Burbank

Eastman & Co. Insurance Brokers
Burlingame

ISU/Chandler Insurance Agency Inc.

M Risk Mana

Republic Hogg Robinson Inc.

Trans Pacific Insurance
Administrators
Canoga Park

Hocker, Peskay & Plaia Insurance

Services Inc

Carmel

Brown-Spaulding & Associates Inc.

Cerritos
Commercial Carriers Insurance
Agency Inc.
Chico
Frank B. Hall & Co, Inc.
Concord

Frank B. Hall & Co. Inc.

Costa Mesa

E.H. Crump Cos. Inc.
Frank B. Hall & Co. Inc.

Johnson & Higgins
Kelter-Thorner of Southern California
El Monte
Osterloh & Durham Insurance Brokers
of NA Inc.
Escondido
Corroon & Black Corp.
Robert F. Driver Co. Inc,
Eureka
Frank B. Hall & Co. Inc.
Fresno

Cal-Surance Group

You probabl
KNnow us as

Services
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geographically

Commercial Carriers Insurance
Agency Inc.
E.H. Crump Cos. Inc.

Arthur J. Gallagher & Co.
Frank B, Hall & Co. Inc.

Keenan & Associates

Marsh & MeLennan Cos. Inc.

James G. Parker Insurance Associates
Gilroy

Winn & Co.
Hollister

winn & Co.

Hollywood
Truman Van Dyke Co.

Continued on next page

gement

NNRMS is the Armco Insurance Group specialist in cap-
tive reinsurance programs. Underwriting manager for our
"A+" rated Northwestern National Insurance Company,

and a pioneer of the unbundled services approach.
Through NNRMS and 16 other member companies,

Armco Insurance Group serves the nation with property,
casualty and life insurance, reinsurance, risk manage-

ment services, corporate and special risk coverage,

and marine insurance management. For our capability
brochure, contact Armco Insurance Group, 731 North
Jackson St., Milwaukee, W1 53201, (414) 765-8501.

ARMCO

ARRMCO

V INSURANCE

GROUP
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Continued from previous page
Irvine
Fred S. James & Co. Inc.
R.L. Kautz
La Jolla
Robert F. Driver & Co. Inc.
Long Beach
Frank B. Hall & Co. Inc.
Los Angeles
Alexander & Alexander Services Inc.

Bayly, Martin & Fay International Inc.

Corroon & Black Corp.
E.H. Crump Cos. Inc.
Emett & Chandler
Financial Guardian Group Inc.
Frenkel & Co. Inc.
Arthur J. Gallagher & Co.
Frank B. Hall & Co. Inc.
ISU/Wellington Agencies Inc.
Interstate Insurance Agency
Fred S. James & Co. Inc.
Jardine Insurance Brokers Inc.
Johnson & Higgins
Sander A. Kessler & Associates Inc.
Levison Brothers Inc.
Marsh & McLennan Cos. Inc.
Reed Stenhouse Cos. Ltd.
Republic Hogg Robinson Inc.
Rollins Burdick Hunter Co.
Marina del Rey
Zillgitt & Wright Insurance Agents &
Brokers
Merced
Corroon & Black Corp.
Modesto
Frank B. Hall & Co. Inc.

Newport Beach

Bayly, Martin & Fay International Inc.

Corroon & Black Corp.

Dinner Levison Co.

Robert F. Driver & Co. Inc.

Frank B. Hall & Co. Inc.

Marsh & MelLennan Cos. Inc.

Universal Pacific Insurance
Services Inc.

Zillgitt & Wright Insurance Agents
& Brokers

Oakland

Bayly, Martin & Fay International Ir.c.

Commercial Carriers Insurance
Agency Inc.
Reed Stenhouse Cos. Ltd.
Oxnard
Frank B. Hall & Co. Inc.
Palm Springs
Frank B. Hall & Co. Inc.
Schmidt & Schmidt Insurance
Palo Alto
Alexander & Alexander Services Inc.
E.H. Crump Cos. Inc.
Rollins Burdick Hunter Co.
Thoitis Insurance Service Inc.

Pasadena

Corroon & Black Corp.

Whe
you need

Rollins Burdick Hunter Co.
Raneho Cueamonga
Frank B. Hall & Co. Inc.
Redding
Frank B. Hall & Co. Inc.
Redwood City
Kelter-Thorner of Northern California
Riverside
Johnson & Higgins
Keenan & Associates
Rollins Burdick Hunter Co.
Sacramento
Corroon & BlacK Corp.
Arthur J. Gallagher & Co.
Frank B. Hall & Co. Inc.
Fred S. James & Co. Inc.
Keenan & Associates
Marsh & MelLennan Cos. Inc.
Sacramento Valley Insurance Agency
Universal Paci'ic Claims Services
Universal Pacific Insurance Services
Salinas
Frank B. Hall & Co. Inc.
San Bernardino
Frank B. Hall & Co. Inc.
Marsh & MelLennan Cos. Inc.
San Bruno
Fred S. James & Co. Inc.
San Diego
Bayly, Martin & Fay International Ine.
Corroon & Black Corp.
E.H. Crump Cos. Inc.
Robert F. Driver Co. Inc.
Frank B. Hall & Co. Inc.
Fred S. James & Co. Inc.
Johnson & Higgins
R.L. Kautz
Keenan & Associates
Marsh & MelLennan Cos. Inc.
Republic Hogg Robinson Inc.
Robson, Cavigmac & Associates
Insurance Brokers
San Francisco
Alexander & Alexander Services Inc.
Corroon & Black Corp.
E.H. Crump Cos. Inc.
Richard N. Goldman & Co.
Frank B. Hall & Co. Inc.
Fred S. James & Co. Inc.
Jardine Insurance Brokers Inc.
Johnson & Hisgins
R.L. Kautz
Levison Brothers Inc.
Marsh & MelLennan Cos. Inc.
Reed Stenhouse Cos. Ltd.
Rollins Burdick Hunter Co.
Schmidt & Schmidt Insurance
Associates Inc.
San Jose
Alexander & Alexander Services Inc.
Cal-Surance Group
Corroon & Black Corp.
Financial Guardian Group Inc.
Frank B. Hall & Co. Inc.

U
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Keenan & Associates
Marsh & McLennan Cos. Inc.
San Luis Obispo
Frank B. Hall & Co. Inc.
San Pedro
Bayly, Martin & Fay International Inc.
San Rafael
Keenan & Associates Inc.
Santa Ana
Alexander & Alexander Services Inc.
Frank B. Hall & Co. Inc.
Jardine Insurance Brokers Inc.
Keenan & Associates
Santa Barbara
Alexander & Alexander Services Inc.
Santa Clara
Jardine Insurance Brokers Ine.
Santa Cruz
Frank B. Hall & Co. Inc.
Santa Fe Springs
Systems VII Insurance Services Inc.
Santa Rosa
Frank B. Hall & Co. Inc.
Jardine Insurance Brokers Inc.
Stockton
Corroon & Black Corp.
Frank B. Hall & Co. Inc.
ISU/Dohrmann-King Co.
Rollins Burdick Hunter Co.
Sunnyvale
Frank B. Hall & Co. Inc.
Thousand Oaks
Keenan & Associates Inc.
Torrance
Cal-Surance Group
Keenan & Associates Inc.
Tustin
Corroon & Black Corp.
Van Nuys
Osterloh & Durham Insurance Brokers
of NLA. Inc.
ventura -
Frank B. Hall & Co. Inc.
Visalia
Frank B. Hall & Co. Inc.
Walnut Creek
Frank B. Hall & Co. Inc.
Woodland Hills
Frank B. Hall & Co. Inc.
Patrick C. Ross Associates Insurance

Services

Colorado

Denver
Alexander & Alexander Services Inc.
Bayly, Martin & Fay International Inc.
E.H. Crump Cos. Inc.
Financial Guardian Group Inc.
Arthur J. Gallagher & Co.
Frank B. Hall & Co. Inc.
Fred S. James & Co. Inc.

Johnson & Higgins

R.Tucker Fitz-Hugh, *it=
nternational Sureties, Ltd-,

-Surety Facilities in America, Canada, Europe, Asia-

511ttriational
*ureties, Itl

CONTACT:

R. T. Fitz-Hugh,
1415 Richards Bldg.,

New Orleans,

Louisiana 70112 USA
Tel. (504) 581-6404
Telex 6821119 INSURUW

Marsh & MelLennan Cos. Inc.
North American Insurance
Agency Inc.

Reed Stenhouse Cos. Ltd.

Rollins Burdick Hunter Co.

J.H. Silversmith Inc.
Englewood

Aviation Insurance Management Co.

Frank B. Hall & Co. Inc.
Fort Collins

Rhulen Agency Inc.
Sterling

Dowis Agency 1nc.

Connecticut

Bridgeport
Insurance Center of Southern
Connecticut Inc.
Fairfield
E.H. Crump Cos. Inc.

Walter Kaye Associates Ine.
Greenwich

Alexander & Alexander Services Inc.
Frank B. Hall & Co. Inc.
Fred S. James & Co. Inc.
Hartford
Bayly, Martin & Fay Internationa. Inc.
Alexander & Alexander Services Enc.
Frank B. Hall & Co. Inc.
Fred S. James & Co. Inc.
Johnson & Higgins
Marsh & MeLennan Cos. Inc.
Naugatuck

Root & Boyd Inc. -
New Haven

Frank B. Hall & Co. Inc.
Norwich
RL&G Agency Inc.

Putnam

RL&G Agency Inc.
Stamford
Financial Guardian Group Inc.
Johnson & Higgins
Marsh & McLennan Cos. Inc.
Waterbury
Root & Boyd Inc.
H.D. Segur Inc.
West Hartford
Arthur J. Gallagher & Co.
Westport
Alexander & Alexander Services Inc.
H.D. Segur Inc.
Woodbury
Burton Agency

Delaware

Wilmington
Johnson & Higgins

District of Columbia

Alexander & Alexander Services Inc.
Corroon & Black Corp.

Frank B. Hall & Co. Inc.

Fred S. James & Co. Inc.

Johnson & Higgins

Marsh & McLennan Cos. Inc.

The Mutual Insurance Agency Inc.
Reed Stenhouse Cos. Ltd.

Rollins Burdick Hunter Co.

Ulrich Voorhees Warner Associates
Wright & Co.

Florida

Altamonte Springs

Frank B. Hall & Co. Inc.
Boca Raton

Corporate Risk Consultants

Smith Watson Parker Inc.
Clearwater

Bennett Wallace Welch &

Green Insurance

Arthur J. Gallagher & Co.
Coral Gables

Frank B. Hall & Co. Inc.

Marsh & MelLennan Cos. Inc.
Fort Lauderdale

Capitol Risk Concepts Ltd.

Dawkins, Clark & Associates Ini.

The Greenwich Group

Fred S. James & Co. Inc

Reed Stenhouse Cos. Ltd.

Rollins Burdick Hunter Co.
Fort Myers

E.H. Crump Cos. Inc.

Arthur J. Gallagher & Co.

Poe & Associates Inc

Sun State Insurance Agencies Inc.
Fort walton Beach

Arthur J. Gallagher & Co.
Hollywood

Joseph Held Co. Inc.
Smith Watson Parker Inc.

Jacksonville
Bayly, Martin & Fay International Inc.
Frank B. Hall & Co. Inc.
Poe & Associates Inc.
Cecil W. Powell& Co.
Lakeland
Frank B. Hall & Co. Inc.
Poe & Associates Inc
Maitland
Frank B. Hall & Co. Inc.
Melbourne

E.H. Crump Cos. Inc.

Miami
Alexander & Alexander Services Inc.
Corroon & Black Corp.
Arthur J. Gallagher & Co.
Gallagher-Cole Associates
Frank B. Hall & Co. Inc.
Fred S. James & Co. Inc

Johnson & Higgins
Poe & Associates Inc

Republic Hogg Robinson Inc.

Seitlin & Co.
Miami Shores

Frank B. Hall & Co. Inc.
Miami Springs

Marsh & McLennan Cos. Inc.
Naples

E.H. Crump Cos. Inc.

Sun State Insurance Agencies Inc.
North Palm Beach

Bayly, Martin & Fay International Inc.
Orlando

Arthur J. Gallagher & Co.

Frank B. Hall & Co. Int.

R.L. Kautz

MeGriff, Seibels & Williams Inc.

Poe & Associates Inc

Rollins Burdick Hunter Co.

Sun State Insurance Agencies Inc.
Pensacola

MeGriff, Seibels & Williams Inc.
Seminole

Bennett Wallace Welch &

Green Insurance

St. Petersburg

Bennett Wallace Welch & Green

Insurance Inc.

Haas & Wilkerson Inc.
Tallahassee

Alexander & Alexander Services Inc.

Poe & Associates Inc
Tampa

Bayly, Martin & Fay International Inc.

Frank B. Hall & Co. Inc.

Jardine Ter Bush & Powell Inc.

Marsh & McLennan Cos. Inc.

Poe & Associates Inc.

Sun State Insurance Agencies Inc.

Titusville

Eli. Crump Cos. Inc.
Vero Beach

Joseph Held & Co. Inc.
Venice
Poe & Associates Inc
West Palm Beach
Arthur J. Gallagher & Co.
Insurance Professionals Inc.
Fred S. James & Co. Inc
I.R. Weinraub & Co. Inc.
Winter Haven
Poe & Associates Inc

Rollins Burdick Hunter Co.

Georgia

Atlanta
Alexander & Alexander Services Inc.
Bayly, Martin & Fay International Inc.
Corroon & Black Corp.
E.H. Crump Cos. Inc.
Frank B. Hall & Co. Inc.
Joseph Held & Co. Inc.
Interstate Insurance Agency
Fred S. James & Co. Inc
Johnson & Higgins
Marsh & McLennan Cos. Inc.
Merritt & McKenzie Inc.
Montgomery & Montgomery Inc.
Poe & Associates Inc.
Reed Stenhouse Cos. Ltd
Rollins Burdick Hunter Co.
Augusta

Bayly, Martin & Fay International Inc.
Macon

Frank B. Hall & Co. Inc.
Marietta

Marsh & MelLennan Cos. Inc.

Hawal

Hilo

Marsh & McLennan Cos. Inc.
Honolulu

Alexander & Alexander Services Inc.

Corroon & Black Corp.
Frank B. Hall & Co. Inc.

Johnson & Higgins

Marsh & McLennan Cos. Inc.

Reed Stenhouse Cos. Ltd.

Rollins Burdick Hunter Co.
Kahului

Marsh & McLennan Cos. Inc.
Lihue

Marsh & McLennan Cos. Inc.
Maui

Alexander & Alexander Services Inc.

Idaho

Boise
Alexander & Alexander Services Inc.
Corroon & Black Corp.
Fred S. James & Co. Inc.
Marsh & McLennan Cos. Inc.
Coeur d'Alene
Fred S. James & Co. Inc
Idaho Falls
Fred A. Moreton & Co.

Continued on facikg page
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Soda Springs

Bayly, Martin & Fay International Inc.

Ilinois

Arlington Heights
Meadowbrook Insurance Agency Inc.
Aurora
Corroon & Black Corp.
Chicago
Alexander & Alexander Services Inc.
Alper Agency Inc.

Bayly, Martin & Fay International Inc.

Corroon & Black Corp.
Executive Motivation Inc.
Galaher Settlements & Insurance
Services
Frank B. Hall & Co. Inc.
Fred S. James & Co. Inc.
Johnson & Higgins
R.L. Kautz
Walter Kaye Associates Inc.
Mack & Parker Inc.
Marsh & McLennan Cos. Inc.
Montgomery & Montgomery Inc.
Reed Stenhouse Cos. Ltd.
Rollins Burdick Hunter Co.
Thilman & Filippini
Clarendon Hills
Charles M. Griffith Inc.
Downers Grove
Corroon & Black Corp.
Arthur J. Gallagher & Co.

Elmhurst
Davis-Grosse Inc.
Evanston
Alexander & Alexander Services Inc.
Thilman & Filippini
Hinsdale
Morency & Associates Inc.
Lombard
Frank B. Hall & Co. Inc.
Oak Brook
Boockford & Co.
Marsh & McLennan Cos. Inc.
Park Ridge
National Mortgage Insurance
Consultants Inc.
Peoria
Arthur J. Gallagher & Co.
Rollins Burdick Hunter
Rockford
Arthur J. Gallagher & Co.
Marsh & McLennan Cos. Inc.
Rollins Burdick Hunter Co.
Rolling Meadows
Arthur J. Gallagher & Co.
Schaumburg
Financial Insurance Service Inc.
Troy
Frank B. Hall & Co. Inc.

Indiana

Anderson

Associated Insurance Managers Inc.
armel

Corroon & Black Corp.
Delphi

Pettiner-Mellinger Insurance Agency
Dunkirk

Associated Insurance Managers Inc.
Evansville

Arthur J. Gallagher & Co.
Frankfort

Derrick-Mellinger Insurance Agency
Indianapolis

Alexander & Alexander Services Inc.

Associated Insurance Managers Inc.

Arthur J. Gallagher & Co.

Marsh & MeLennan Cos. Inc.

Poe & Associates Inc.

Rollins Burdick Hunter Co.
Lalayette

Associated Insurance Managers Inc.
Michigantown

Mellinger Insurance Agency
North Manchester

Beauchamp McSpadden Spencer
Rossville

Mellinger Insurance Agency
South Bend

Arthur J. Gallagher & Co.
Wabash

Beauchamp & MeSpadden

Warsaw

Beauchamp MeSpadden Strayer

lowa

Cedar Rapids
Frank B. Hall & Co. Inc.
Council Bluffs

Redland Group Inc.
Des Moines

Financial Guardian Group Inc.

Frank B. Hall & Co. Inc.

Marsh & MeLennan Cos. Inc.
Dubuque

Arthur J. Gallagher & Co.
Sioux City

Redland Group Inc.
Waterloo

Alexander & Alexander Services Inc.

Kansas

Atchison

Financial Guardian Group Inc.
Fairway

Haas & Wilkerson Inc.
Kansas City

Merriam, Ellis & Benton
Overland Park

Frank B. Hall & Co. Inc.

Merriam, Ellis & Benton
Prairie Village

The Lockton Insurance Agency Inc.
Topeka

Insurance Management Associates Inc.

Marsh & McLennan Cos. Inc.
Wichita

Armfield-Cole Consultants Inc.

Bayly, Martin & Fay International Inc.

Financial Guardian Group Inc.

Insurance Management Associates Inc.

Marsh & MeLennan Cos. Inc.

North American Insurance
Agency Inc.

Rollins Burdick Hunter Co.

Kentucky

Lexington
Corroon & Black Corp.
Frank BHall & Co. Inc.

Louisville
Alexander & Alexander Services Inc.
Corroon & Black Corp.
Frank B. Hall & Co. Inc.
Johnson & Higgins
A.W. Lawrence & Co. Inc.
Marsh & MeLennan Cos. Inc.

Middlesboro
E.H. Crump Cos. Inc.

Owensboro
Corroon & Black Corp.

Pikeville

Corroon & Black Corp.

Louisiana .

Alexandria
Alexander & Alexander Services Inc.
Arthur J. Gallagher & Co.
Baton Rouge
Corroon & Black Corp.
E.H. Crump Cos. Inc.

Arthur J. Gallagher & Co.
Frank B. Hall & Co. Inc.

Crowley
Williams Insurance Agency Inc.

Houma

Bayly, Martin & Fay International Inc.

Lafayette

Bayly, Martin & Fay International Inc.
I

Frank B. Hall & Co. Inc.

Williams Insurance Agency Inc.
Lake Charles

Bayly, Martin & Fay International Inc.

Metairie

Monro

Seymour Insurance Agency Inc.
Morgan City

Bayly, Martin & Fay International Inc.

New Orleans
Alexander & Alexander Services Inc.
Corroon & Black Corp.

Financial Guardian Group Inc.
Frank B. Hall & Co. Inc.

Johnson & Higgins
Marsh & McLennan Cos. Inc.
North American Insurance
Agency Inc.
Shreveport
Alexander & Alexander Services Inc.

Seymour Insurance Agency Inc.

Maine

Houlton
Fred S. James & Co. Inc.
Portland
Fred S. James & Co. Inc.
Arthur J. Gallagher & Co.

Johnson & Higgins
Rockland

Fred S. James & Co. Inc.

Maryland

Baltimore
Alexander & Alexander Services Inc.

Bayly, Martin & Fay International Inc.

Fred S. James & Co. Inc.

Marsh & McLennan Cos. Inc.

Poe & Associates Inc.

Rollins Burdick Hunter Co.
Chevy Chase

Arthur J. Gallagher & Co.
Hagerstown

McDowell Insurance Inc.
Landover

Perpetual Insurance Services Inc.

Bayly, Martin & Fay International Inc.

Massachusetts

Beverly

Leslie S. Ray Insurance Agency Inc.
Boston

Alexander & Alexander Services Inc.

Corroon & Black Corp.

Frank B. Hall & Co. Inc.

Fred S. James & Co. Inc.

Johnson & Higgins

Jardine Insurance Brokers Inc.

A.W. Lawrence & Co. Inc.

Mahoney & Wright Insurance

Agencies

Marsh & McLennan Cos. Inc.

Reed Stenhouse Cos. Ltd.

Republic Hogg Robinson Inc.

Rollins Burdick Hunter Co.
Cambridge

Hastings-Tapley Insurance Agency Inc.
Danvers

Hastings-Tapley Insurance Agency Inc.
Dedham

Mahoney & Wright Insurance

Agencies
Meadowbrook Insurance Agency Inc.

Essex

Hastings-Tapley Insurance Agency Inc.
Falmouth

Mahoney & Wright Insurance Agencies
Fitchburg

Mahoney & Wright Insurance

Agencies

Gloucester

Hastings-Tapley Insurance Agency Inc.
Holyoke

Frank B. Hall & Co. Inc.

Continued on nert page
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SPECIALIZED SERVICES FOR
AGENTS AND BROKERS

VALUATION OF AGENCIES « DEPRECIATING EXPIRATIONS
PERPETUATION PLANNING *MERGERS AND ACQUISITIONS

RUSSELL MILLER, INC.

Specitilists joy Ibe insimince iNdustir

3807 Wilsbire Botiletwrd
Los Angeles. CA 90010
(213) 387-4432

116 lobn Stmet
New #wk. NY 10038
(212/ 619.3670

300 Ment,womerv Street
Se,1 Fnmcisco. CA 94104
(415) 956- 7474

4 /7 A1

—a , A
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* Our Cennections

RFC

INTERMEDIARIES, INC.
2029 Century Park East
Los Angeles, CA 90067
Phone: (213) 277-3753
Telex: 696184 RFCHQ LSA

RFC can give you a direct line to the international

reinsurance marketplace. Our long-term relationships
and day-to.day market access are instrumental in link-
ing you with the strongest and most reliable reinsurers.

With solid grounding in underwriting and financial
management, our people understand and clearly
communicate the interests ofall prospective partners.

And our successful record presenting, placing,
negotiating, documenting and directing sound rein-

surance programs means you get maximum facultative
and treaty protection.

So tap into RFC's network of nationwide offices.
We're ready to go to the wire for you.

Atlanta Boston Chicago Columbus Dallas Hartford Houston
Los Angeles New York Philadelphia San Francisco
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If so, reach for the Risk Management

Digest - a pu

blication designed to

provide insurance buyers, risk maha,gers

and financial

executives a quick monthly

reviewofcurrentnews anddevelopments
in the risk management field. This low-

cost abstract

service will saveyoureading

time while keeping you up-to-date and
fully mformed.

Each monthly 1ssue of the Digest contains:

< A summary of outstanding articles, reports and events compiled
from key publications and the trade press on subjects ranging from
legal developments and new products
to OSHA, captives, claims and

underwriting.

= Citations for each summ&Uon for

easy follow-up if more inform

+ Nserior iania

section focusing on n

provides risk managers with

the means to keep top execu.

tives Wormed on critical de-
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Tb stay atuned to news affect-
ing your profession and in-
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Please enter mysubscriptionto the Risk Management Digest for oneyearat $32.

O Pgment enclosed O Please

Name

Company

Address

(Foreign subscribers add $5)

bill me later

Title

Telephone Number

City, State Zip

EBASCO RISK MANAGEMENT CONSULTANTS, INC.

A Subsidiary of EBASCO SERVICES INCORPORATED
Two World Trade Center, New York, NY 10048
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Ipswich

Hastings-Tapley Insurance Agency Inc.

Lynn

Admiral Insurance Agency Inc.
Malden

Hastings-Tapley Insurance Agency Inc.

Manchester

Mahoney & Wright Insurance

Agencies
Medford

Hastings-Tapley Insurance Agency Inc.

Middleboro
Mahoney & Wright Insurance
Agencies
Newburyport
Alexander & Alexander Services Inc.
Newton
Maclintyre, Fay & Thayer Insurance
Agency Inc.
North Reading

Hastings-Tapley Insurance Agency Inc.

Peabody
Mahoney & Wright Insurance
Agencies
Reading

Hastings-Tapley Insurance Agency Inc.

Rockland
Mahoney & Wright Insurance
Agencies
Saugus

Hastings-Tapley Insurance Agency Inc.

Scituate Harbor
Mahoney & Wright Insurance
Agencies
Springfield
Frank B. Hall & Co. Inc.

Stoneham

Hastings-Tapley Insurance Agency Inc.

Sudbury
Mahoney & Wright Insurance
Agencies
Tewksbury
Mahoney & Wright Insurance
Agencies
Topsfield

Hastings-Tapley Insurance Agency Inc.

Watertown

Hastings-Tapley Insurance Agency Inc.

Wellesley
Bayly, Martin & Fay International Inc.
West Springfield

Arthur J. Gallagher & Co.
Woburn

Hastings-Tapley Insurance Agency Inc.

Worcester

Insurance Marketing Agencies Inc.
Yarmouth
Mahoney & Wright Insurance
Agencies

Michigan

Ann Arbor

Underwriter's Corp. of Ann Arbor
Battle Creek

Worgess Agency Inc.
Cadillac

Blick & Dillon Inc.
Detroit

Alexander & Alexander Services Inc.

Corroon & Black Corp.

Financial Guardian Group Inc.

Frank B. Hall & Co. Inc.

Fred S. James & Co. Inc.

Johnson & Higgins

R.L. Kautz

Marsh & MelLennan Cos. Inc.

Rollins Burdick Hunter Co.
Farmington Hills

Bayly, Martin & Fay International Inc.
Grand Rapids

Alexander & Alexander Services Ine.

insurance computer operations professionally evaluated

Are You Computer CONFUSED?

Not every property/casualty agent needs a computer...
but many do...to increase productivity and

improve customer services.

Get an independent analysis of your computer needs.

In

Call inscope today

1-800-325-4766

call collect 314-991-3635

Missouri,

Gerald Bishop, President « INSCOPE « P.O. Box 12403 « St. Louis, MO 63132

Frank B. Hall & Co. Inc.

Marsh & MelLennan Cos. Inc.

Meadowbrook Insurance

Rollins Burdick Hunter Co.
Holland

Holland Insurance Agency Inc.
Lansing

Arthur J. Gallagher& Co.

Frank B. Hall & Co. Inc.
Livonia

Alexander & Alexander Services Inc.
Niles

A.W. Lawrence & Co. Inc.
Southfield

Arthur J. Gallagher & Co.

Kelter-Thorner Inc.

Marsh & MelLennan Cos. Inc.

Meadowbrook Insurance GrouE

Republic Hogg Robinson Inc.
Traverse City

Blick & Dillon Inc.

Minnesota

Bloomington
Valley View Inc.

Minneapolis
Alexander & Alexander Services Inc.
Corroon & Black Corp.

Arthur J. Gallagher & Co.
Frank B. Hall & Co. Inc.
Fred S. James & Co. Inc.
Johnson & Higgins
Marsh & McLennan Cos. Inc.
Reed Stenhouse Cos. Ltd.
St. Paul
Alexander & Alexander ServicBS Inc.
Corroon & Black Corp.
Marsh & McLennan Cos. Inc.

Winona

Arthur J. Gallagher & Co.

Mississippi

Jackson

Corroon & Black Corp.

E.H. Crump Cos. Inc.
Fred S. James & Co. Inc.

Missouri

Jefferson City
Corroon & Black Corp.
Kansas City
Alexander & Alexander Services Inc.
Financial Guardian Group Inc.
Arthur J. Gallagher & Co.
Fred S. James & Co. Inc.
R.L. Kautz
Marsh & MeLennan Cos. Inc.
Reed Stenhouse Cos. Ltd.
Woodsmall, Frick & Innis Inc.
Worldsurance Inc.
St. Joseph
Financial Guardian Group Inc
St. Louis

Alexander & Alexander Services Inc.

Bayly, Martin & Fay International Inc.

Corroon & Black Corp.
The Daniel & Henry Co.
Financial Guardian Group Inc
Arthur J. Gallagher & Co.
Haas & Wilkerson Inc.
Frank B. Hall & Co. Inc.
Fred S. James & Co. Inc.
Johnson & Higgins
Lawton-Byrne-Bruner Insurance
Agency Inc.

Marsh & McLennan Cos. Inc.
Reed Stenhouse Cos. Ltd.
Rollins Burdick Hunter Co.
Worldsurance Inc.

Springfield
Alexander & Alexander Services Inc.

Montana

Billings

Rollins Burdick Hunter Co.
Great Falls

Frank B. Hall & Co. Inc.
Missoula

Fred S. James & Co. Inc.

Nebraska

Kearney

Bayly, Martin & Fay Internati inal Inc.

Lincoln
Alexander & Alexander Servizes Inc.
Bayly, Martin & Fay Internatiinal Inc
Omaha
Alexander & Alexander Servi2es Inc.
Corroon & Black Corp.
Financial Guardian Group Inc.
Frank B. Hall & Co. Inc.
Fred S. James & Co. Inc.

Redland Group Inc.
Rollins Burdick Hunter Co.

Nevada

Las Vegas
Bayly, Martin & Fay International Inc.
Frank B. Hall & Co. Inc.
Marsh & McLennan Cos. Inc.

Reno
Alexander & Alexander Services Inc.
Bayly, Martin & Fay International Inc.

Corroon & Black Corp.
Frank B. Hall & Co. Inc.

New Hampshire

Dover
Kendall Insurance Inc.
Manchester
Burpee, Griffin, Perkins/Kendall
Arthur J. Gallagher & Co.
Frank B. Hall & Co. Inc.
Nashua
Capitol Risk Concepts Ltd.

The Sadler Insurance Agency Inc.
Rochester

Kendall Insurance Inc.

New Jersey

Blairstown

Bowers, Schumann & Welch
Bloomfield

Alexander & Alexander Services Inc.
Camden

E.H. Crump Cos. Inc.
Chatham

Fowler Agency Inc.
Cherry Hill

Arthur J. Gallagher & Co.

Frank B. Hall & Co. Inc.
Clifton

Associated Insurance Brokers
East Orange '

Merkin/Kooper Group Benefits
Edison

Marsh & MelLennan Cos. Inc.

Reed Stenhouse Cos. Ltd.
Fairlawn

Alexander & Alexander Services Inc.
Freehold

» NIA Ltd./National Insurance

Associates
Hasbrouck Heights
Alpha Aviation Insurance Agency Inc.
Holmdel
Business Coverage Corp.
Jersey City
Woodward & Williamson
Livingston
Frank B. Hall & Co. Inc.
M.J. Lieberman & Co.
Wharton/Lyon & Lyon
Long Valley
NIA Ltd./National Insurance
Associates
Millburn
Rollins Burdick Hunter Co.
Montclair
Jardine Insurance Brokers Inc.
Morristown
Frank B. Hall & Co. Inc.
Marsh & McLennan Cos. Inc.
New Brunswick
Poe & Associates Inc.
New Vernon
Bayly, Martin & Fay International Inc.
Newark
NIA Ltd./National Insurance
Associates
Newton
Fred S. James & Co. Inc.
North Plainfield
NIA Ltd./National Insurance
Associates
Paramus
Frank B. Hall & Co. Inc.
Insurance Professionals Inc.
NIA Ltd./National Insurance
Associates
Parsippany
Johnson & Higgins
Perth Amboy
Boynton Brothers & Co.
Red Bank
Corroon & Black Corp.
Ridgewood
Cook-Knight Associates
Riverton
Frank B. Hall & CO4Inc.
Roseland
Marsh & MelLennan Cos. Inc.
Saddle Brook
Arthur J. Gallagher & Co.
Short Hills
Fred S. James & Co. Inc.
Somerset
Ulrich Voorhees Warner Associates
Teaneck
C. Lofberg Inc.
Tenafly
Popkin Lebson Bergstein Inc.
Union City
NIA Ltd./National Insurance
Associates
Ventnor
Bayly, Martin & Fay International Inc.
Verona
Raymond G. McCarthy & Co. Inc.
Continued on facing page
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Washington

Bowers, Schumann & Welch
Westwood

LR. Weinraub & Co. Inc.
Woodbridge

Kelter-Thorner Inc. of New Jersey

New Mexico

Albuquerque
Alexander & Alexander Services Inc.
Corroon & Black Corp.
Arthur J. Gallagher & Co.
Marsh & McLennan Cos. Inc.
Dexter
Mehlhop Insurance Agency
Roswell
RBS Insurance
Santa Fe

Frank B. Hall & Co. Inc.

New York

Albany
Alexander & Alexander Services Inc.
Austin & Co. Inc.
Corroon & Black Corp.
Arthur J. Gallagher & Co.
Laverack & Haines Inc.
A.W. Lawrence & Co. Inc.
Ardsley
Frank B. Hall & Co. Inc.
Bay Shore
Richard A. MeGuire Associates Inc.
Binghamton
Couper-Ackerman-Sampson Inc.
Briarcliff Manor
Frank B. Hall & Co. Inc.
Bronxville
Coulter & Groner Inc.
Buffalo
Alexander & Alexander Services Inc.
Marsh & McLennan Cos. Inc.
A.W. Lawrence & Co. Inc.
Warren-Hoffman & Associates Inc.
Cedarhurst
Jardine Ter Bush & Powell Inc.
Chappaqua
Foa & Son Corp.
Fresh Meadows
Frank B. Hall & Co. Inc.
Garden City
Arthur J. Gallagher & Co.

Montgomery & Montgomery Inc.
Glens Falls

A.W. Lawrence & Co. Inc.
Great Neck

American Coverage Corp.
Harrison

Corroon & Black Corp.
Haverstraw

The Ducey Agency Inc.
Hoosick Falls

Jardine Ter Bush & Powell Inc.
Island Trees

Alliance Brokerage Corp.
Jericho

Frank B. Hall & Co. Inc.

National Coverage Corp.
Liberty

Weisbord Wells Cross & Brown Inc.
Liverpool

Arthur J. Gallagher & Co.
Long Island

Alexander & Alexander Services Inc.

Joseph Held & Co. Inc.
Massapequa

School Brokerage Inc.
Melville

Frank B. Hall & Co. Inc.
Montieello

Rhulen Agency Inc.
Nanuet

Carpezzi Agency Inc.

Don Liebert Inc.

NIA Ltd./National Insurance

Associates

New Hyde Park

Corroon & Black Corp.
New York

Alexander & Alexander Services Inc.
Alliance Brokerage Corp.
B.R.l. Coverage Corp.

Bayly, Martin & Fay International Inc.

Capitol Risk Concepts Ltd.

Corroon & Black Corp.

F.H. Crump Cos. Inc.

Frank Crystal & Co. Inc.

Financial Guardian Group Inc.

Foa & Son Corp.

Frankel & Co. Inc.

Frank B. Hall & Co. Inc.

Joseph Held & Co. Inc.

Fred S. James & Co. Inc.

Jardine Ter Bush & Powell Inc.

Johnson & Higgins

Walter Kaye Associates Inc.

The Kooper Group

A.W. Lawrence & Co. Inc.

Marsh & MelLennan Cos. Inc.

Montgomery & Montgomery Inc.

NIA Ltd./National Insurance
Associates

H & R Phillips Inc.

Poe & Associates Inc.

Reed Stenhouse Cos. Ltd.

Republic Hogg Robinson Inc.

Rhulen Agency Inc.

John M. Riehle Inc.

Rollins Burdick Hunter Co.

Schwartz, Hirtenstein & Co. Inc.

DeWwitt Stern, Gutmann & Co. Inc.
Niagara Falls

Warren-Hoffman & Associates Inc.
Ogdensburg

Arthur J. Gallagher & Co.
Plainview

Marsh & MeLennan Cos. Inc.
Port Washington

Charles E. Hyde Agency Inc.
Rochester

Alexander & Alexander Services Inc.

Arthur J. Gallagher & Co.

Fred S. James & Co. Inc.

A.W. Lawrence & Co. Inc.

Marsh & McLennan Cos. Inc.

Robinson-Conner of New York Inc.
Rockville Centre

Rollins Burdick Hunter Co.
Schenectady

Jardine Ter Bush & Powell Inc.

Laverack & Haines

A.W. Lawrence & Co. Inc.
Smithtown

Richard A. MeGuire Associates Inc.
Staten Island

DMAS Inc.
Syracuse

Alexander & Alexander Services Inc.

Frank B. Hall & Co. Inc.

Jardine Ter Bush & Powell Inc.

A.W. Lawrence & Co. Inc.

Marsh & McLennan Cos. Inc.

Rollins Burdick Hunter Co.
Tarrytown

Frank B. Hall & Co. Inc.
Troy

A.W Lawrence & Co. Inc.
Utica

Alexander & Alexander Services Inc.
Valley Stream

All Coverage Agency Inc.
White Plains

Capitol Risk Concepts Ltd.

Arthur J. Gallagher & Co.

Frank B. Hall & Co. Inc.

Knox, Lent & Tucker Inc.

S&B Insurance Services Co.

North Carolina

Andrews
Sullivan Co. Inc.
Burlington

Republic Hogg Robinson Inc.
Charlotte

Alexander & Alexander Services Inc.
E.H. Crump Cos. Inc.
Corroon & Black Corp.
Frank B. Hall & Co. Inc.
Johnson & Higgins
Marsh & MeLennan Cos. Inc.
Poe & Associates Inc.

Greensboro
Alexander & Alexander Services Inc.

Hayesville
Sullivan Co. Inc.

Murphy
Sullivan Co. Inc.

Raleigh
Corroon & Black Corp.
Marsh & McLennan Cos. Inc.

Robbinsville
Sullivan Co. Inc.

Shallotte
Frank B. Hall & Co. Inc.

Sylva
Sullivan Co. Inc.

Wilkesboro
Poe & Associates Inc.

Winston-Salem

Alexander & Alexander Services Inc.

Ohio

Akron

Frank B. Hall & Co. Inc.

Marsh & McLennan Cos. Inc.
Beachwood

Republic Hogg Robinson Inc.
Cincinnati

Alexander & Alexander Services Inc.

Bayly, Martin & Fay International Inc.

Walter P. Dolle Inc.

Arthur J. Gallagher & Co.

Johnson & Higgins

Marsh & McLennan Cos. Inc.
Cleveland

Alexander & Alexander Services Inc.

Frank B. Hall & Co. Inc.

Johnson & Higgins

Marsh & MelLennan Cos. Inc.

McDonough Caperton Cleveland

McDonough Caperton Employee
Benefits

Rollins Burdick Hunter Co.
Variable Protection
Administrators Inc.
Columbus
Alexander & Alexander Services Inc.
Corroon & Black Corp.
Arthur J. Gallagher & Co.
Frank B. Hall & Co. Inc.
Marsh & McLennan Cos. Inc.
The MeElroy-Minister Co.
Gibsonburg

Securance Service Inc.

Oak Harbor

Securance Service Inc.
Rocky River

McGowan & Co. Inc.
Toledo

Arthur J. Gallagher & Co.

Fred S. James & Co. Inc.

Marsh & McLennan Cos. Inc.
Woodville

Securance Service Inc.
Youngstown

Arthur J. Gallagher & Co.
Frank B. Hall & Co. Inc.

Oklahoma

Edmond
North American Insurance
Agency Inc.
Oklahoma City
Alexander & Alexander Services Inc.
Bayly, Martin & Fay International Inc.

Corroon & Black Corp.
Frank B. Hall & Co. Inc.

Fred S. James & Co. Inc.
Marsh & MelLennan Cos. Inc.
North American Insurance
Agency Inc.
Rollins Burdick Hunter Co.
Tulsa
Alexander & Alexander Services Inc.
Bayly, Martin & Fay International Inc.
Frank B. Hall & Co. Inc.
Fred S. James & Co. Inc.
Johnson & Higgins
Marsh & McLennan Cos. Inc.

Continued on next page
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"PROPERTY - CASUALTY 1)

AVIATION - MARINE

Domestic - Foreign
Treaty and Facultative

127 John Street, New York, N.Y. 10038

Tel: 212-635-2700

TWX: 710-581-3981

We'd like to put in a good word for brokers:

SUPPORT

In our dealings with brokers. we supply all the
support necessary to successfully handle a case.

We're IBA, one of lllinois' largest and fastest growing

IBA's high-volume. wholesale approach lets you
build the exact bdnefit package your client is looking
for, again saving you time and maximizing your

commissions.

group agencies working exclusively with brokerage

agencies and independent brokers.

You can take advantage of our marketing expertise
and service as a Thrid Party Administrator on a
Medical, Life, Dental,

variety of group coverage
Weekly Income.

Our staff provides you with every-
thing from case analysis to claims
payment, reports and benefit monitor-
ing, so you can free your time for

productive selling.

Whether it's large corporate groups, 2 to 9 person
coverage, self-funding plans or fully insured pro-
grams, IBA has the elements you need to build a
successful case.

IBA backs the broker with facilities,
staffandknow-howforone-stop, com-
plete service. In a word, SUPPORT.

When you're ready to quote your next
case, consider IBA. Call(312) 246-4900
for further information.

IBA

WHOLESALE BROKERS « THIRD PARTY ADMINISTRATORS

INSURANCE BENEFIT ADMINISTRATORS,INC.» 5600 S Wolf Rd.- Western Springs, IL 60558+ {312) 246-4900
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Eugene
Fran!
Fred

Oregon

k B. Hall & Co. Inc.
S. James & Co. Inc.

Marsh & McLennan Cos. Inc.
Rollins Burdick Hunter Co.

Hillsboro

Fred S. James & Co. Inc.
Medford
Fred S. James & Co. Inc.

Portland

Alexander & Alexander Services Inc.
Corroon & Black Corp.

E.H.

Crump Cos. Inc.

Arthur J. Gallagher & Co.

Fran

k B. Hall & Co. Inc.

Fred S James & Co. Ine. -

John

son & Higgins

Marsh & McLennan Cos. Inc.

Reed Stenhouse Cos. Ltd.
Rollins Burdick Hunter Co.

Pennsylvania

Altoona

The Gleason Agency Inc.
Ardmore

The Simkiss Agency
Bethlehem

Fred

S. James & Co. Inc.

Camp Hill
Arthur J. Gallagher & Co.

Carlisle

McDowell Insurance Inc.

Chambersburg

MeD

owell Insurance Inc.

Clearfield

Moore & Eshelman
Erdenheim

Clair
Erie

Insurance Agency Inc.

Arthur J. Gallagher & Co.
Marsh & McLennan Cos. Inc.

Robi

nson-Conner Inc.

Schlaudecker James Hart

& Re

nshaw Inc.

Greencastle

McDowell Insurance Inc.

Harrisburg
Alexander & Alexander Services Inc.

Corroon & Black Corp.

Fred
Mars!

S. James & Co. Inc.
h & MeLennan Cos. Inc.

Hershey

Rollins Burdick Hunter Co.
Johnstown

The Gleason Agency Inc.
King of Prussia

Frank B. Hall & Co. Inc.
Meadville
Associates Agencies

Mechanicsburg
Active Insurance Services

Media

Paul Hertel & Co. Inc.
Mercersburg

MeDowell Insurance Inc.
Monroeville

Arthur J. Gallagher & Co.
Newtown

Johnson, Kendall & Johnson Inc.
Paoli

Paul Hertel & Co. Inc.

Philadelphia

Alexander & Alexander Services Inc.
Bayly, Martin & Fay International Inc.

Corroon & Black Corp.

E.H. Crump Cos. Inc.
Frank B. Hall & Co. Inc.

Paul Hertel & Co. Inc.

The Hirshorn Co.

Fred S. James & Co. Inc.
Johnson & Higgins

H.C. Knight & Co.

Marsh & MeLennan Cos. Inc.
Reed Stenhouse Cos. Ltd.

Rollins Burdick Hunter Co.

Pittsburgh

Alexander & Alexander Services Inc.

The Frankel Co.
Frank B. Hall & Co. Inc.
Fred S. James & Co. Inc.
Johnson & Higgins
R.L. Kautz
Marsh & MclLennan Cos. Inc.
McDonough Caperton Pittsburgh
Reed Stenhouse Cos. Ltd.
Robinson-Conner Inc.
Roxborough
Paul Hertel & Co. Inc.
Rydal
Palley Simon Associates Inc.
Scranton
Arthur J. Gallagher & Co.
Upper Darby
Wagner Taylor Co.
Wayne
McCrea & Gallen Inc.
Waynesboro
McDowell Insurance Inc.

2812==1Annualized

10-

1980 1981

=er [ %;{Ztftnium

1382 1983
(Projected)

The IPC is Growing for Sound Reasons

IPC-the Insurance Profit Center
from Aneco-can substantially reduce
the after-tax cost of property and
casualty insurance. That reason alone
shows you why so many corporations,
associations, and agencies are
discovering the IPC. But it is a reason
that keeps good company.

THE IPC AND ANECO

Aneco is Bennudis only publicly-held
reinsurance company. And Aneco
makes financial information as ac-
cessible for you as any company pub-
licy-traded in the U.S. Aneco also of-
fets financial benefits-often including
tax free accumulation of the IPC in-
come-that are rarely matched by
competing programs. And participants
receive returns based on contractual
guarantees.

FLEXIBILITY

The PC can be used for nearly all lines
of insurance. Retrospectively-rated,
guaranteeed cost or dividend ap-
proaches can be taken. Investment
and underwriting returns are timed to
maximize their financial benefit. And
reinsurance can be provided by the

A

policy-issuing carrier or can be ar-
ranged separately-creating innovat-
ive solutions to difficult or unusual risk-

funding problems.
SAFEGUARDS

The [PC has been designed to provide
maximum financial stability. In fact,
most major U.S. carriers have ac-
cepted Aneco because of the IPC's
built-in safeguards.

ACCOUNTING
AND LEGAL SERVICES

Direct access to the legal resources of
Aneco's parent company-and timely
investment and management reports
further widen Aneco's scope of
aervices.

INDEPENDENCE

Aneco is responsive to you and is free
to work with any brokerage house, in-
dependent agency, insurance com-
pany, claims firm, or other profes-
sional. Aneco's independence gives
you upprecedented control.

To hear more sound reasons why you

should be part of the IPC growth. Write
or call:

© ANECOM

ANECO MARKETING COMPANY, LTD.

1900 Market Street
Philadelphia, PA 19103
(215) 569-1800

Telex: 902164 ANECO PHA

44 Montgomery Street
San Francisco, CA 94104
(415) 433-8020

Telex: 171041 HQ SFO

Williamsport Corroon & Black Corp.

Fred S. James & Co. Inc.
Wynnewood

Republic Hogg Robinson Inc.
Wyomissing

Fred S. James & Co. Inc.

Rhode Island

Cranston

Arthur J. Gallagher & Co.
Providence

Frank B. Hall & Co. Inc.
Woonsocket

Keough Kirby Associates Inc.

South Carolina

Charleston

Alexander & Alexander Services Inc.

Sullivan Co. Inc.
Columbia
Corroon & Black Corp.
Edens-Turbeville Agency Inc.
Frank B. Hall & Co. Inc.
Fred S. James & Co. Inc.
Marsh & McLennan Cos. Inc.
Florence
Poe & Associates Inc.
Green¥ille
Corroon & Black Corp.
Arthur J. Gallagher & Co.
Marsh' & MeLennan Cos. Inc.
Sullivan Co. Inc.
Greer
Rhulen Agency Inc.
Lake City

Epps-MelLendon Co. Inc.
Rock Hill

Hiers-Clarkson & Associates Inc.
Summerville

Poe & Associates Inc.

South Dakota

Rapid City
Black Hills Agency Inc.

Tennessee

Athens
Athens Insurance Co.
Blountville

E.H. Crump Cos. Inc
Chattanooga

Alexander & Alexander Services Inc.

Corroon & Black Corp.
Etowah

Etowah Insurance Agency
Greeneville

Corroon & Black Corp.
Knoxville

E.H. Crump Cos. Inc.
Jackson

Corroon & Black Corp.
Johnson City

Corroon & Black Corp.
Kingsport

Corroon & Black Corp.
Knoxville

Corroon & Black Corp.

Marsh & McLennan Cos. Inc.
Memphis

Corroon & Black Corp.

E.H. Crump Cos. Inc.
Murfreesboro

Rhulen Agency Inc.
Nashville

Alexander & Alexander Services Inc.

Corroon & Black Corp.
E.H. Crump Cos. Inc.
Arthur J. Gallagher & Co.

Johnson & Higgins
Marsh & MeLennan Cos. Inc.

New Tazewell

E.H. Crump Cos. Inc

Texas

Abilene

Alexander & Alexander Services Inc.

Amarillo

Marsh & MeLennan Cos. Inc.

Republic Hogg Robinson Inc.

Austin

Southwest Insurance Association of

Austin Inc.
Berger
Marsh & MeLennan Cos. Inc.
Corpus Christi

Alexander & Alexander Services Inc.

Arthur J. Gallagher & Co.

Marsh & McLennan Cos. Inc.

National Insurance Agency

Producers Exchange Insurance
Agency Inc.

Shelton Insurance Agency Inc.
Dallas

Alexander & Alexander Services Inc.
Bayly, Martin & Fay International Inc.

E.H. Crump Cos. Inc.
Arthur J. Gallagher & Co.
Frank B. Hall & Co. Inc.
Fred S. James & Co. Inc
Johnson & Higgins
Marsh & McLennan Cos. Inc.
Maxson-Mahoney-Turner Inc.
North American Insurance
Agency Inc.
Arthur L. Owen Co. Inc.
Producers Exchange Inc.
Rollins Burdick Hunter Co.
Republic Hogg Robinson Inc.
Worldsurance Inc.
El Paso
Alexander & Alexander Services Inc.
Republic Hogg Robinson Inc.
Fort Worth
Alexander & Alexander Services Inc.
L.T. Barton Insurance
Marsh & MeLennan Cos. Inc.
Houston
Alexander & Alexander Services Inc.
Bayly, Martin & Fay International Inc.
David Bynum Insurance Inc.
Corroon & Black Corp.
E.H. Crump Cos. Inc.
Frank Crystal & Co. Inc.
Lester Eekert & Co., Corporate
Insurance Brokers
Financial Guardian Group Inc.
Galaher Settlements & Insurance
Services Co.
Frank B. Hall & Co. Inc.
Wayland Hancock Insurance Agency
Fred S. James & Co. Inc
Marsh & McLennan Cos. Inc.
Montgomery & Montgomery Inc.
Producers Exchange Management
Co./Life Insurance Agency Inc.
Reed Stenhouse Cos. Ltd.
Rollins Burdick Hunter Co.
Republic Hogg Robinson Inc.

Sol L. Wisenberg Insurance Agency
‘Worldsurance Inc.

John L. Wortham & Son
Longview
E.H. Crump Cos. Inc.
Lubbock
Marsh & McLennan Cos. Inc
Producers Exchange Insurance
Agency Inc.
Producers Exchange Management
Co./Life Insurance Agency Inc.
Republic Hogg Robinson Inc.
McAllen
Whitsitt Ralston & Stiff Agency Inc.
Midland
Alexander & Alexander Services Inc.
Marsh & MelLennan Cos. Inc
Pampa
Marsh & MeLennan Cos. Inc.
San Antonio
Alexander & Alexander Services Inc.
Arthur J. Gallagher & Co.
Frank B. Hall & Co. Inc.
Harding-Conley-Drawert-Tinch
Insurance Agency Inc.
Marsh & McLennan Cos. Inc.
Rollins Burdick Hunter Co.
Weslaco

Alexander & Alexander Services Inc.

Utah

Provo
Frank B. Hall & Co. Inc.
Salt Lake City
Alexander & Alexander Servires Inc.
Bayly, Martin & Fay Internati inal Int.
Corroon & Black Corp.
Frank B. Hall & Co. Inc.
Fred S. James & Co. Inc.
Marsh & McLennan Cos. Inc.

Fred A Moreton & Co.

Vermont

Burlington
Arthur J. Gallagher & Co.
Hackett, Valine & MacDonald Inc.
Marsh & MeLennan Cos. Inc.

Smith, Bell & Thompson Inc.

Virginia

Alexandria

Bayly, Martin & Fay International Inc.
Hampton

Harrison & Lear Insurance
MelLean

E.H. Crump Cos. Inc.
Norfolk

Henderson & Phillips Inc.

Marsh & MeLennan Cos. Inc.
Portsmouth

Commercial Insurance Agency
Richmond

Alexander & Alexander Servizes Inc.

Arthur J. Gallagher & Co.

Frank B. Hall & Co. Inc.

Hilb, Rogal & Hamilton Co.

Johnson & Higgins

Marsh & McLennan Cos. Inc.

Vienna

Alexander & Alexander Services Inc.

Washington

Bellevue
Arthur J. Gallagher & Co.
Bothell
Marshall Paris Insurance Inc.
Bremerton
Frank B. Hall & Co. Inc.
Kennewick
Frank B. Hall & Co. Inc.
Seattle
Alexander & Alexander Services Inc.
Bayly, Martin & Fay International Inc.
Corroon & Black Corp.

E.H. Crump Cos. Inc.
Frank B. Hall & Co. Inc.

Fred S James & Co. Inc.
Johnson & Higgins
Marsh & McLennan Cos. Inc.
Montgomery & Montgomery Inc.
Reed Stenhouse Cos. Ltd.
Rollins Burdick Hunter Co.
Spokane
Frank B. Hall & Co. Inc.
Fred S. James & Co. Inc.
Jardine Insurance Brokers Inc.
Marsh & McLennan Cos. Inc.
May-Davis Inc.
Tacoma
E.H. Crump Cos. Inc.
Wenatchee
E.H. Crump Cos. Inc.
Yakima
Frank B. Hall & Co. Inc.

Fred S. James & Co. Inc.

West Virginia

Beckley
McDonough Caperton Beckley
Charleston
Corroon & Black Corp.
Marsh & McLennan Cos. Inc.
MeDonough Caperton
Charleston/Smith-Hetzel
MeDonough Caperton Employee
Benefits
McDonough Caperton Shepherd
Assn. Group
Fairmont
McDonough Caperton
Fairmont/Henry & Hardesty Inc.
Parkersburg
McDonough Caperton Parkersburg
Wheeling
Arthur J. Gallagher & Co.

McDonough Caperton Wheeling/Lee
Paull Insurance

Wisconsin

Appleton

Laub Group Inc.

Marsh & McLennan Cos. Inc.
Brookfield

First Associated Insurance

Agencies Inc.

Delavan

Johannesen-Farrar Inc.
East Troy

Johannesen-Farrar Inc.
Elkhorn

Johannesen-Farrar Inc.
Fort Atkinson

Corroon & Black Corp.
Green Bay

Alexander & Alexander Services Inc.
Madison

Arthur J. Gallagher & Co.

Laub Group Inc.
Rollins Burdick Hunter Co.

Milwaukee
Alexander & Alexander Services Inc.
Corroon & Black Corp.
Fitzgerald, Clayton, Noyes
& Kasten Inc.
Arthur J. Gallagher & Co.
Frank B. Hall & Co. Ine
Laub Group Ine.
Marsh & MelLennan Cos. Inc.
Robertson-Ryan & Associates Inc.
Rollins Burdick Hunter Co.
Racine
Laub Group Inc.
Sheboygan
Robertson-Ryan & Associates Inc.
Superior
Arthur J. Gallagher & Co.
Wausau
Laub Group Inc.
Whitewater

Corroon & Black Corp.

Wyoming

Casper
Alexander & Alexander Services Inc.
Marsh & McLennan Cos. Inc.
Cheyenne
Financial Guardian Group Inc. <
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ecession hurting Canadian brokers

Reed Stenhouse

Cos. Ltd.

P.O. Box 250, Toronto Dominion
Centre, Toronto, Ontario MSK 1 J6;
416-868-5500

Irtense insurer competition and
Canada's deep economic recession
con:inue to pummel the North-
lanc's insurance brokers, straining
profit margins and limiting growth
opportunities.

Soft markets, which hit Canada
nearly two years before the United
States, have reduced commercial
insurance premiums to less than
half of their 1978 totals and shrunk
star. dard brokerage commissions
on individual policies by at least a
corresponding amount.

Many small agents and insurers
are skirting bankruptcy, industry
sources say, and medium-sized bro-
ken are tightening their belts, lay-
ing off staff and praying for even
the smallest commercial rate in-

crease.

Even Reed Stenhouse Cos. Inc.,
Canada's largest brokerage, is turn-
ing its attention inward to tighter
administration and expense con-
trol, while temporarily tabling the
rapid international acquisition pol-
icy that has spurred its growth in
Canada, the United States and
abroad.

"There's not many more places
for us to go in Canada," notes Wil-
liarr. M. Wilson, president and chief
executive officer. "We are in every
mayjir commercial center. If any
ageat comes to us, looking to be ac-
quired, I'm afraid we'd have to tell
them, 'No."”

Reed made only two small acqui-
siticns in Canada in 1982-in Vic-
toria, British Columbia, and Re-
gina, Saskatchewan-expanding
the number of Canadian offices it
operates to 24. It also increased its
participation in Crosbie Reed Sten-
house Ltd. in St. John's, New-
foundland, turning that affiliated
company into a subsidiary.

Bit, according to Mr. Wilson,
even these kinds of small acquisi-
tons are unlikely in 1983.

Cedric G.E. Gyles, president
and chief executive officer of Reed
Stenhouse Ltd., the Canadian
ope:ating company, agrees, even
though a recent Reed Stenhouse
stocK sale raised some $17 million
designed to reduce borrowing and
increase debt capacity, apparently
for acquisitions.

“"The only reason we would
make an acquisition in Canada now
is people. If an agency has a partic-
ularly good person that we want,
we might consider buying him or
her out. But that's about it. | can't
think of any area or office in Can-
ada that we really need-at least
not until rates improve."

What Reed Stenhouse really
needs, Mr. Wilson and Mr. Gyles
agree, is to expand its services and
sales to bolster shrinking premiums
and tighter expense controls to cap
the company’'s contracting profit-
abiljty.

Although new business in Can-
ada has risen 40%b since 1981, its
profitability has been down and
only an outstanding year by rein-
surance subsidiary Sten-Re Ltd.
helped the home office make a
proYit in 1982, according to the
company's annual report.

Reed's substantial holdings in the
United Kingdom and continental
Europe were also hit by competi-
tion, economic recession and cur-
rene y conversion losses, reporting
earnings declines of 32% and 9%,
respectively, in 1982.

Offices in other parts of the
world did better, especially the di-
visions in Australia, New Zealand

and Southeast Asia, where prop-
erty/casualty insurance rates have
been increasing. This combined op-
eration grew 33% in profit to $10.4
million Canadian ($8.4 million
U.S.). but was not strong enough to
turn the parent company's record
revenues into record profits.

Gross revenues for the parent
company grew only 8.5% in 1982 to
$292.5 million Canadian ($236.9
million U.S.) from $269.7 million
Canadian ($218.4 million U.S.) in
1981. Net income, the benchmark
of overall profitability, dropped a
total of 20% to $15.6 million Cana-
dian ($12.6 million U.S.) in 1982
from about $19 million ($15.4 mil-
lion U.S.) the previous year.

Expenses, more than 50%b of
which are employee salaries, grew
faster than revenues, increasing
11.4% to $250 million Canadian
($202.5 million U.S.). Interest on
short- and long-term debt, mostly
related to acquisitions, increased
more than 33%.

Results for the first half of fiscal
year 1983, ending March 31, were
not much better. Gross revenues
grew only 7.3% to $144.8 million
Canadian ($118.7 million U.S.) from
about $135 million Canadian
($109.3 million U.S.) for the same
period in 1982. Net income dropped
nearly 22% to $4.8 million Cana-
dian ($3.9 million U.S.).

Like the oil-rich cities of Texas
that had been a bulwark of profits
for U.S. brokers, the Canadian oil
center of Calgary, Alberta, had
been a stronghold of profit for Reed
Stenhouse.

The worldwide oil glut, however,
has robbed the area of its past
boom-town business and, therefore,
robbed the brokerage of its tradi-

tionally outstanding profits from
the area.

“"There are some confidence-
building signs in other areas, how-
ever," Mr. Wilson points out. "In
British Columbia, for example,
some of the lumber mills are re-
opening, a sign of improving times,
and here in Toronto there are some
signs of a financial rebound.”

Reed Stenhouse was also the
proud recipient of much of the in-
surance planning and broking busi-
ness to be derived from the 1986 In-
ternational Exposition to be held in
Vancouver, British Columbia.

Besides some promising signs
that the Canadian recession may be
easing, Reed Stenhouse has also
been buoyed by the fact that ex-
penses were up only slightly in the
first half of 1983,, an indicator that
the broker's informal expense-con-
trol measures may be taking hold.

“live'ye been terribly aware of
expenses,” remarks Mr. Gyles,
though Reed Stenhouse has or-
dered no wholesale layoffs in 1983,
trying to reduce head count only
slightly through attrition. In 1982,
the corporation’'s total staff in-
creased 8.9% to 6,100 from 5,600 in
1981.

Brokers must also apply differ-
ent policy-marketing tactics when
insurers are particularly competi-
tive and income is down.

"When markets are soft, you
shop for the best price, but you
can't afford to talk to every possi-
ble market,"” Mr. Gyles says. "You
have to know which insurers are
likely to do the best job for the
price."”

Compensation from insurers is
under especially close scrutiny, Mr.
Gyles says. Currently, nearly 60%
of the income from medium- to
large-size risks is paid in "nego-
tiated commissions,” which account
for any additional services the bro-
kerage is providing to its clients.
The negotiations for these gen-
erally expanded commissions, how-
ever, are not between buyer and
broker as they frequently are in the
United States, but between the bro-

Company

1. Reed Stenhouse Cos. Ltd.

2. Sodarcan Inc.

3. Tomenson Saunders Whitehead Ltd.

Canadian brokers

Gross revenues (in millions)

1982

Canadian $ U.S. $

292.5 236.9
65.3 52.9
44.1 35.7

* Conversion rate on Dec. 31,1982:$1 Canadian = 80.48 cents (U.S.)

ker and insurer.

"Mostly, we would discuss with
the underwriter what we need to
properly service the business and
make the account profitable for
both of us,” Mr. Gyles says.

Most Canadian buyers are proba-
bly unaware of these negotiations,
but some risk managers for large
Canadian corporations have caught
on to the problem and are joining
in the bargaining to keep the level
of service they have been receiving
from their broker, he adds.

"We have no qualms about dis-
clos.ng our income to the buyers.

We try to be fair and equitable in
what we ask because we don't want

to cut back on services the client
needs. Usually we do not charge
extra fees for such things as loss-
control engineering or other ad-
vice, but we sometimes break out
those costs if the buyer wants it."”

One of the services Reed Sten-
house is adding in Canada is auto-
mation. Pursuing last year's goal of
bringing risk information technol-
ogy that has been developed in the
United States into Canada, Reed
Stenhouse is marketing the ser-
vices of San Francisco-based Reed
Risk Management across the north-
ern half of the continent.

Employee benefit consulting and
sales are usually insulated from in-

1981

Canadian $ U.S. $ % Change

269.7 218.4 8.5
55.9 45.3 16.8
43.3 35.1 1.8

surance market competition, but
this area also proved a trouble spot
for Reed Stenhouse in Canada.
Reed Stenhouse Associates Ltd., its
Canadian benefits unit that was
reorganized last year, "has a
greatly improved staff," according
to Mr. Wilson, but very little work
and is a victim of the Canadian
economy, he says.

"With the economy so bad, no
one is considering adding benefits
and even those companies that had
projects already approved tabled
them to save some money."

Employee benefits, which
usually account for 8%6 to 9%b6 of

Continued on net page

Claims Problem s~

- Speak up! -

And make sure your claims
receive special attention. -

What is the bottom-line cost of your insurance program?

Look no further than your insurance com-

pany's Claims Department for that answer.
If the Claims staff

. communicates with you
e pays close attention to valid claims

e investigates bogus claims
it can be the most valuable ¢gst sauings

reseurce your company has. With American
Excess Underwriters, you can be sure of
claims that make sense (and save dollars)

It's the American advantage

Worker's Compensation « USLH « Maritime
General Liability « Retention & Cash Flow Plans ...

Agents or Brokers.

AEU works exclusively through

AMERICAN EXCESS UNDERWRITERS, INC

820 Howard Avenue

504/524-4141

New Orleans, Louisiana 70113
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spotlight report

Continued from preutous page new subsidiar/ called H B Group In 1982, U S operations reported years now and know o ir way C French, chairman and chief ex-

5”|P8fetﬂ aIBercentagte gointasare- cording to Messrs Wilson and nadian($16 million US),despite a ning to knowus" . .
sy © Sump, execulives say Gyles, and takes advantage of the 22%.revenye.gain to $558 million Even new developments are pay- profitable Australian and New Zea-
In search of new business, Reed same’ dynamics that have’' wea- Canadian &1 million ing off faster, he says "In Minneap- land offices
.SttermoﬁetASS&%C'tates _ItShmOVIng ker|1t_ed t{)‘e employee berefits con- Mr Wilson believes, however, olis, for example, we opened up an His mandate IS to continue the
o De U o e i oo on™ SUTHING BUSIness _ that the operating loss will be sub- office with a couple of yol.ng pro- integration of the Schiff Terhune
. P 9 "Employers won't add anything stantially reduced or eliminated jn ducers who left major’insurers in offices, esgemally in New Yark
Bﬁr%d%s,lgngd to pull together_ em- they have o Bag [or bu. the\y dare_1983 apg, witha b t of I&%( the di- the area The office IS dong very where Reed Stenhouse had main-
oyee berlefits sales and services cerfainly willing te let ycu provide vision will tirn a profit in y:! well, much ahead of our expecta- tained three separate offices Simi-
ggwhmanalgedﬁby various Reed a free convemence to employees The West Coast is still a gap the tions,” he says lar consolidations are already tak-
cranse e oTees That's what the payroll-deduction U S division would like to see Part of the credit for this new ing place in other cities, with Reed
Another hope for Reed Sten- plans really are,” Mr Wilson said filled, Mr Wilson adds But don't prestige, Mr Wilson says, goes to S e%house Inc eventually becom-
house in Canada is personal lines o i eed Stenhouse Cos Executives expect an acquisition soon Peter Leitch, president of -he U S ing about 100 employees slimmer
sales, which now total less thar 10% also have high hooes for the com- "You won't soon be seeing an- subsidiary, who will rel nquish and efficiently combined, execu-
, é)an 's U S brokerage unit, Reed ﬂther acgwsmon I|k"e Schiff Ter- those dutlles to refurn to h.s home tives say
While the parent company has Stenhouse Inc, which has consis- hune International,” Mr Wilson base in Calgary, Alberta Besides Messrs Wilson, Gyles
had mixed returns on its perSonal tently lost morey for the ‘irm Now says, refernng to the 1982 acquisi- In 1981, Mr Wilson declared. the Leitch and French, Reed Sten.
lines Joint ventures in Bri.ain, in 22 U S cities following the addi- tion of the then No 17-ranked U S Umteg Sltate_s to be Reed § NQ T house %os oﬁlcers_ mtﬁud%
Messrs Wilson and Gyles be-jeve tion of Dallas anc Minneapolis in broker that placed Reed Stenhouse growth priority and turned the Douglas Gardiner, chairman of the
hat Reed Stenho%se in Car}ada cFm f(he ast year tﬂe oper top IS S.tIIII nc ?ub5|d|ar sg arely in the mid- Ieadershll\ﬁ of e%d Stenh lﬁe nc board ewd ,Harr%J Harvey, direc-
ht acking mu Cgft ? gﬂg er retail ale o .C(%ﬂ‘]m r(f‘l @S rance com- over to Mr Leitch, one of .he bro- tor of the international division
rept-tation tn ee n nite 1

OOSF‘g)rOflt It % Sag 0 ?r'

Slona ayrolk—deduq 10N Denedit Insuran L has petition in the ates kerage's leading sales develipers John B Devine 15 chairman and

plans and walk-in business developed in Canada and abroad, "With Schiff, we are finally Just \Now the Job requires an adminis-. chief executive officer of Reed
Rlvél\han to make, tﬁe expan edSSIenﬁouse gtHartnerS LKI |n%ﬁe

. Payroll-deduction homeowner's, despite some .mpravements from gbout everywhere we want to be in tra
plfe a}ilr atq insurance, Qrgt\)qeve{nttggn%%%glg@g 92 E%Chlff Terhune the United  States," Mr Wilson con- U S company profitable, so Mr United Kingdom

as already taken o her tinues "We've been in the US 10 Leitch will pass the baton b David By Len Strazewsk:

voted to the redefining of our cor- & Associates Inc,JBM Murray
porate development strategy,” Mr Ltd, and Conatec Inc

Parizeau says "Accordingly, ex- e Underwriting managers Rein-
penses will rise slightly in tie short surance Management Co of Can-
term, but this course of acti)n is es- ada Inc, Reinsurance Management

Sodarcan Inc.

Self-Insurance o _ sential if we wish to meet the de- Co of Europe SA, National-MeVie
2 Comaplexe Desjardins, Suit 1700, mands placed upon us by the ever- Management Corp Inc, Gestas

58'331;514 ’;Agg‘gigg Quebec H5 changing business environment Inc, Westpar Managers Ltd , Soge-

! S "The challenge with which we par Inc, and DML Underwriters

| Propertly and Casualtiy 2 ~Aplg acquisihon can be hard to wil be faced In the upcom ng Cec-Lid =t cvaysic, loss.

--- Two IXears after its purchase of ap_progriate management tc ols," he ad'us_tin%and data processing com-
ale & Co Ltd, Sodarcan Inc'is adds "Compulerization of opera- panies Sodartec Inc, Boyd, Phillips

Su ret6r Bond | ng 1 still trying to digest its relatively tions alone will require substantial & Co Ltd, and Mathema Inc
new national network of 20 refail investments m the coming threeé ~ sodarcan also owns National Re-
t?{okera%e. ofﬂcgs and i te.glrate ygars, but thde bepeflts will only be insurance Co of Canada, which
. . them with its su stantla_ remsur-1e t In the mid- to ong—terrr wrote about $1 1 billion in life and
JEm ployee B*Eldflts ance brokerage, underwriting and Much of this investment will be $86 9 million in non-life reinsur-

consulting operations made m Sodarcan's retail brokrage ance premium in 1982 .
The 1981 acquisition of Dale. for- operations, which have grown too The Dale and Gerard-Parizeau
. . . merly Canada's third-largest retail uu:kg throu%h acquisitions to be offices make a formidable Cana-
f C|a| mS Ad m | n |Stratd0n brokerage, propelled Sodarcan effectively combined, executives dian marketing force, especially In
- combined insurance operations into say the French-speaking province of
the No 2 spot among Canadian bro- Although last year the brokerage Quebec and the maritime prov-
kerages, even though third-ranked united itS national services and inces, which still trade significantly

Tomenson Saunders Whitehead aviation operations in a central of- with France

Ib_tgnllgss a bigger retail brokerage fice in Toronto, most other activs French firms with offices or
) ) ) ties are conducted within regions other holdings in Canada generally
Ca tive M anaqge ent ¢ Now hScigarcan is |tlr ing tod\_/vln a and mgnytofflces Worlt<hllke the in- grﬁvltﬁltet_tﬁ)warc(ij G(tarard- arizeau,
m irmer_hold on small to.medium- dependent agencies they were a which still conducts a major por-
p g _Slze_g Cana_d|an rs 3 W?" e eﬂ\arg- %V\Pyears agog y tion of its business in Fren!:h ch))cal
ing its big-risk ;_:apabllmes and in- "We've grown from brokerage businesses in Montreal and the city
creasing its profits revenues of $2 8 million in 1977 to of Quebec are also very loyal to the

f((ASSOC|at|On/G f'ou p PlanS The company is making some more than $65 million ir 1983," brokerage
— - head\%%)(f despite an extrem% s?ft exR/Iams PIFan’e Chouinard execu- Ddale & Cohas a Jarggr spread
gdign insurance marketplace tive vp of the parent corporation and'Is a recognized competitor in
C h B'l M t '\ and a deep national recession and director of its retail insurance Toronto, Canada's leading financial
as ow an agemen » . "VYhﬁ:n one c0[n5|ders the se}/ﬁer- Qcﬁerzélons I}B}W we hetva 0 adaéxtt center EEHI it by no mﬁans domi-
11 IIYJO fhie current recession, with- Ddlg, Gerard-Parizeau Ltd and nates any otner area or the country
olit a doubt the most difficult eco- our other subsidiaries to tte needs Six or seven Canadian brokers
n_0m|crper|od we have trayersed of our tlmehs,, after nearly E decade control about half of the nation's $2
K since the 19305, the critical Juncture of growt billion commercial insurance mar-
) of the insurance and reinsurance Originally built around ts rein- kets Reed Stenhouse Cos Ltd,
industry both at home and abroad surance business, Sodarcan hold- Canada's largest brokerage, is
and the appendant fierce competi ings include Canada's largest na- about four times Sodarcan's size
tion in the area of large commercial tional reinsurance compan), six re- and commands the large-risk mar-
- ~. = and industrial risks, results for the insurance brokerages, focr retail ket as well as much of the business
1982 financial year can be viewed insurance brokerages, three em- m the oil-rich province of Alberta
as satisfactory,” Sodarcan Presi- ployee benefit consulting firms, That doesn't leave a whole lot of
dent Robert Parjzeau told share- seven reinsurance and pnnary in- room for growth, but Sodarcan is
olders in'the annuaf report surance underwriting managers, still tr inghand IS aiming at eroding
Gross revenues-including bro- one adjusting company, cne risk Reed Stenhouse's hold on the large
= - kerage commissions and fees and management consulting ¢ :mPany commercial risks
revenues from underwriting and and one data-processing colsulting “In the past we have said that we
consulting operations-grew at a company ] . can compete_effectively for any-
page s&nlflcanty ahead ognlost Broken down, these compamies thing under the Jumbo account, in-
br_”_ers, n g-_asmg 1 8/.(; to include cluding personal lines,” Mr
?653 mi ']?n Cag; 1an (j$|5_29 g' - &-CRelfzt:lél ing,uragqe _tl)_rokerts Dale Chouinagj says 'Howe\{er, trE_is
Contact the Crump office , on o million Cana- & Co , based in Toronto, year we are beginning a systematic
P I 4an %&}’ 4 mrﬂ"on%g)'n ggsq . Gerard-Parizeau Ltd, a French new business approach to large
m your area, or call us Net income also grew signifi- Canadian firm based in Montreal, commercial risks that we hope will
at our corporate headquarters. cantly but is still relatively Small Poitras, Bergeron, Lavigeur & As- have some benefit
Earnings grew more than 41% to sociates’Inc in Montreal, and Computerization and a develop-
$13 mi ion Ca$nad|an6$1 05J_n||— BLC In?urance Agency Ltd in ment of a risk information system
hon U S) from $921,000 Canadian Montreal " Lo
11 4 1 ($746,000 US) should help that effort "The in
v T ' * Reinsurance brokerages Le vestment in automation has been
Sodarcan cut the number of em- Blanc Eldridge Parizeau Inc in substantial-a solid percentage of
ployees sightly to 1,270 from 1,300, Montreal, Le Blanc Eldridge, Pari- our gross revenues-and we are al-

E.H CRUIVIFP -MIS mostly through attrition, according zeau & Associates Inc in Montreal, ready a couple of years along in our
to bro erage ecutives
: Le Blanc Eldridge Parizeau (Inter- five-year plan," Mr Chouinard
COMPANIES ’ INC. LIESSE _ Increasing revenues and improv- national) Inc in%/lont_rea., Ca(na— says yearp
ing profit marggms are Sodarcan's dian International Reinsurance When c lete, the Sodarcan
5350 Poplar Avenue /> major goals for 1983, exegiives Brokers Ltd in Toronto, Interme- system s ould be capabie of per-
Memphis, Tennessee 38117 »,0bsay The goals aren't easy, they diaries of America Inc n New forming all the data tasks currently
901/761-1550 o a0 admit, but they think they are real-ltyork, and Le Blanc Eldridge Pan- touted by large U S brokers and
Ssaor ];L%tle targets | th company doesr]3 zeau gBermuda) Ltd in Hamilton, enhance the Company's ability to
o Property/Casualty Agencies . O'O.o ' "?‘ Into t. e trap O. _al owingimme- Bermud service large accounts
e Excess/Surplus/Specialty Offices , diate profits to sacrifice future sales - Employee benefit and actuar- “BUL let's not overrate the value
growth ial firms Hebert, Le Houilher & As- of the large risks Large risks are

"At present, efforts are being de- sociates Inc, Dionne, Sanschagrin Continued on factng page



Continued from facing page
generally more lucrative, but Can-
ada is not like the United States.
We just don't have that many large
companies and a brokerage basi-
cally develops the service its ac-
count requires," he explains.

"There are, for example, only
two national airlines-Air Canada
and Canadian Pacific Air-and six
or seven regional airlines. You ei-
ther have one of the big ones or you
don't. If you do, you produce the
service it needs. If not, that service
is too expensive to maintain.

"There are such things as billion-
dollar clients, but the premium for
all their insurance, even in good
years, is only about $1 million.
Today, that premium is half of that
or less. It doesn't leave much in
commission.”

A Canadian broker must main-
tain two perceptions of its own
business, Mr. Chouinard remarks.
"When you are working on large
accounts, the brokerage business is
more like a service or consulting

, business. But when you are talking
about smaller risks, you are in the
product development and market-
ing business."

Professional liability risks have
been the traditional hallmark of
the Quebec-based operations,
which were among the first to pro-
mote attorneys errors and omis-
sions coverage and directors and
officers liability insurance in Can-
ada.

In these lines, Sodercan's retail
brokerages get some synergistic
help from Gestas, Sodarcan's Mon-

treal-based underwriting manager,
and its other underwriters.

Gestas has specialized in pro-
fessional liability risks written by
pools of Canadian insurers. Al-
though it is coming off a difficult
year, it is revamping its under-
writing rules and will try to im-
prove its profitability without li-
miting the coverage available to
brokerage clients.

Sogepar Inc. and DML Un-
derwriters, two agencies that spe-
cialize in small commercial risks
and personal lines, are being com-
bined for efficiency and are ex-
pected to produce more profitable
products for the brokers this year.

Geographic expansion of the re-
tail brokerage divisions, however,
is probably over for the time being.
Although the company is still not
represented in Saskatchewan or
Prince Edward Island, Sodarcan
executives see little advantage to
opening new provincial offices be-
fore its present offices are return-
ing the profits management de-
sires.

The United States is not included
in future planning for the time
being. Most Sodarcan risks with
U.S. needs are served by Fred S.
James & Co. Inc. on a referral basis,
and that relationship continues to
be adequate, according to Mr.
Chouinard.

Sodarcan, however, is represen-
ted in New York by its reinsurance
brokerage, International Interme-
diaries Inc., and plans further de-
velopment of reinsurance bro-
kerage there. Growth of Interna-
tional Intermediaries is ahead of
schedule and promises further de-
velopment in 1983.

Consulting, though currently a
small portion of the Sodarcan busi-
ness, also has growth potential, ex-
ecutives note. Although its em-
ployee benefit and actuarial
services are dwarfed by Marsh &
McLennan Cos. Inc.'s William M.
Mercer Inc., which was founded in
Canada, Sodarcan's consulting op-
erations showed a revenue gain of
18.5% over 1981.

Officers of the parent company,
in addition to Messrs. Parizeau and
Chouinard, include Gerard Pari-
zeau, honorary president; Jacques
Dumoulin, corporate vp-adminis-
tration; and Gilbert Desauiniers,
treasurer.

-By Len Strazewski
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Tomenson Saunders

Whitehead Ltd.

P.O. Box 439, Toronto-Dominion

Centre, Toronto, Ontario MSK 1 M3;
416-361-6984

Is Tomenson Saunders White-
head Ltd. for sale? Will Canada’'s
third-largest insurance brokerage
merge with Reed Stenhouse Cos.
Ltd. to become the dominant bro-
kerage operation in the country?

Those were the questions that
were being asked earlier this
month in Toron:o's King Street fi-
nancial district and throughout the
Canadian industry. The answers
are yes, TSW is talking merger, but
no, not with Reed Stenhouse.

At the company's June 16 annual
meeting, Chairman William E.
Toyne advised shareholders that
the brokerage is entering negoti:-

tions with another of its largest
competitors, Johnson & Hig-
gins/Willis Faber Ltd.

J&H/WF is a joint venture be-
tween Johnson & Higgins, the
fourth-largest U.S. brokerage, and
WVillis Faber P.L.C., the
second-largest Lloyd's brokerage.
J&H holds the majority interest.

Capital for expansion is the main
reason TSW is talking, Mr. Toyne
explains, a simple reflection of con-
tinued intense market competition
and the generally weak state of the
Canadian economy.

Everyone needs cash if they
want to continue to grow and in-
surance brokers, in particular, are
under pressure as they consider
service expansion, acquisitions and
automation, he says.

"We had 12 years of continuous
growth during which all of our
planning was based on growth,"
explains Mr. Toyne. "Now we have
to look carefully at our organiza-
tion and re-examine our philoso-
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phy in light of the competitive en-
vironment and slow economic
growth in Canada."

One growth option, Mr. Toyne
says, would be for TOSA Ltd., the
brokerage's holding company, to be
acquired by a larger organization.

If the negotiations with
J&H/WF are successful, however,
the new parent would not be ac-
quiring much growth for its money.
In 1982, TSW reported only minor
gross revenue gains and an esti-
mated severe drop in profitability
as property/casualty insurance pre-
miums continued to shrink and
employee benefits consulting
projects dried up with the Cana-
dian economy.

Moreover, a slow payment of
claims on fishing boat risks from
overseas insurers forced the com-
pany to reserve more than $4 mill-
lion against non-payment.

Gross revenues grew only 1.8%
in 1982 to $44.1 million Canadian
($35.7 million U.S.) from about

$43.3 million the previous year.
Staff size also shrank a bit, falling
to 800 from 830 in 1981, and the
portion of the brokerage's revenues
derived from commercial business
shrank to 85% from 88%.

As a privately held corporation,
TSW does not generally release net
income results, but insurance in-
dustry sources indicate that the re-
serving against delayed claims pay-
ment completely wiped out the bro-
kerage's profits for 1982.

Mr. Toyne, promoted to chair-
man from president earlier this
year, foresees little change in the
Canadian rate environment, de-
spite some rate increases in com-
mercial automobile insurance. In-
stead, he hopes Canadian brokers
and risk managers follow the ini-
tiative begun in the United States
and consider switching to fee-based
commissions.

"I'm personally very interested
in fee compensation,” he says. "I

Continued on nezt page
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spotlight report

Continued from previous page especially those in commercial real
believe that if a person pays estate Some of these clients were
directly for something, he or she is serviced by TSW's two U S offices
most likely to appreciate it And Walsh, Moore, Garrett-Bromfield
I'm not sure that all corporate in- in Denver and Trinder & Norwood
surance buyers appreciate the ser- in Harrison, N Y
vices they receive from their bro- TSW had expressed interest in
kers ™ acquisitions in Boston, Atlanta,
However, Mr Toyne believes Seattle, Dallas and Houston, but a
that some evolution in brokerage dearth of prospects and capital put
management is required before Ca- the plan on hold
nadian brokers are ready for sig- The wish for U S expansion is
nificant fee compensation another reason TSW may want to
Mr Toyne also expects that auto- be acquired, insurance industry
mation will improve the bro- sources say Although the bro-
kerage's profitability as it SIOWIly kerage would not elaborate on rea-
takes over tasks now performed by sons for seeking acquisitions other
than expansion capital, competitors
TSW already manages under- note continued pressure on TSW to
writlng for several Canadian insur- expand ItS service capabilities in
ers through ItS Underwriting Pro- the United States If TSW joins
fessional Inc subsidiary in Toronto, J&H/WF, it could take advantage
but Mr Toyne expects some under- of J&H's U S offices
writing authority will become the

rule rather than the exception m
the future

insurers

Also, industry sources note,
TSW simply has no place to expand

tc%tl[:MUn Canada's insur-
benefits consulting division, TA 0n6’ aLOUt QZ%mlon mcareunrp-

Associates, which had a terrible mium volume
year like its counterpart at Reed "We made no acquisitions in
Stenhouse Cos Ltd But Mr Toyne 1982," Mr Toyne recalls "In fact,
foresees some rebound we sold one office back to its man-
"Most Canadian companies last agers in Willins. British Columbia
year were talking more about how We have no plans at all to expand
to handle their layoffs or how to within Canada and, if anything, we
get people back to work and much may be eliminating offices in some
less about how to improve their small towns "
employee benefits programs," he
notes "Many projects we were Canadian cities, "we are every-

working on simply were not con- where we want to be in Canada- brokers because.

tinued after the economy turned the larger market communities,"
downward (in) the spring of 1981 " Mr Toyne says

With Canadian offices in 13 large Year of the Dog

British brokers

Gross revenues (in millions)

1982 1981

Company Pounds Dollars> Pounds Dollars* % Change
1. Sedgwick Group 217.0 351.5 168.8 2735 28.6
2. Willis Faber 104.5 169.3 86.6 140.3 20.7
3. Stewart Wrightson 77.6 125.7 7.8 126.0 -0.3
4. Jardine Insurance Brokers 68.01 110.21 58.01 94.01 17.21
5. C.E. Heath2 58.5 94.8 49.8 80.7 17.5
6. Minet Holdings 55.5 89.9 46.1 743 20.4
7. Hogg Robinson Group3 53.4 86.5 453 34 17.9
8. Bain Dawes 52.0 84.2 42.4 687 22.6
9. Clarkson Puckle 23.01 37.31 22.11 35.81 4.11
10. Lowndes Lambert 21.51 34.81 18.31 29.61 17.51

1 Estimate.

3 Year ending March 31,1982
2 Year ending March 31,1983 * Convermon rateon Dec 31,1982 1 pound = $1 62 (U S)

Lloyd's brokers face many
of the woes found in the U.S.

By STACY SHAPIRO They say their clients are sophisticated enough and
know that the alleged abuses at Alexander Howden

LONDON-Lloyd's of London insurance brokers Group PLC and Minet Holdings PLC are not wide-
may well agree with the Chinese that 1982 was the spread through the rest of the London brokerage fra-
ternit

Wye have had no adverse effects," said David
Palmer, chairman of Willis Faber PLC "The press
- Several brokers were hounded by scandal imputed that Lloyd's was rotten to the core and, yes,

* They were hurt by the global recession, falling in- things were embarrassing and some of the things which

Last year wasn't necessarily the best for the Lloyd's

Employee benefits sales had been Internationally, TSW is content vestment yields and the competitive commercial insur- were alleged to have happened are absolutely shaming

about 20% of the company's total with its relationship with Lloyd's ance market, especially in the United States

revenues, but had shrunk below broker Bain Dawes PLC, which

that in 1982, Mr Toyne says, noting owns 25% of TOSA Ltd, TSW's Lloyd's underwriting agencies within five years

that personal lines sales have ex- holding company, and provides di-
panded rect access to Lloyd's of London

"Let us not forget, however, that no Lloyd's policy-

* They were required by Parliament to divest their holder has been affected and Lloyd's security is still the
best in the world,"” he added

It is difficult to compare how the top Lloyd's insur- Still the scandals have had their effects Because of
ance brokers actually fared in 1982 Results are not un- the allegations. Minet's chairman, John Wallrock. re-

The sagging economy also put a In Bermuda, Tomenson Saunders iformly stated to the Department of Trade, so-for at signed. and Howden's parent, Alexander & Alexander
halt to TSW's proposed acquisition Whitehead Internetionl Ltd man- least one broker-the latest available financial results Services Inc, fired lan R Posgate, who was considered

drive that was designed to expand ages a few Canadian captives

the brokerage's interest in the In addition to Mr Toyne, TSW
United States

ecutives noted the continuing ex- officer, Robert A McFarlane, se-

pansion of Canadian corporations nior vp, and Norman D Howat, rankings Lloyd's brokers Wh_ollP/ owned by American
u

into the United States and the ex- controller
panding needs of their clients,
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date back to March 1982 (see chart)
Also, the brokers' reported gross revenues sometimes

Lloyd's most successful underwriter
Both men have been accused, along with other Minet

executives include Kenneth M El- Include revenues from associated, non-insurance-re- and Howden officials, of having secretly benefitted
In previous years, brokerage ex- liot, president and chief executive lated companies

from the reinsurance arrangements of Lloyd's syndi-
In addition, Business Insurance has excluded from its cates and other underwriting operations
Numerous investigatory bodies, including the British

parent companies These include C T Bowring & Co Department of Trade, the City of London Fraud Squad

-By Len Strazewski Ltd, owned by Marsh & McLennan Cos Inc, Leslie & and Lloyd's itself, are investigating the allegations

Godwin Ltd, owned by Frank B Hall & Co Inc, Alex- In this light, the big Lloyd's brokers are bending over
ander Howden Group PLC, owned by Alexander & backward to show that their top officials have nothing
Alexander Services Inc, and Wigham Poland Holdings to hide Many have included a detailed analysis of
Ltd, owned by Fred S James & Co Inc directors' stock portfolios and other interests in their
The brokers listed showed great dispanties in perfor- annual reports Others have conducted their own inter-
mances For example, Sedgwick Group PLC showed nal investigations
sparkling results, as did Willis Faber PLC Others, like "Our Mr Clean image is absolutely genuine,” said
Stewart Wrightson Group, saw a slight drop or static Roger Godden, director, group secretary and corporate
revenues this year, but were able to gain in pretax prof- planning director for Norman Frinell Group Ltd , the
its by cutting down on overhead and/or benefit from 11th-largest independent Lloyd's broker, according to
the strong dollar in currency exchange the British Insurance Brokers Assn
Like many of the U S brokers, the Lloyd's brokers "We would not be fazed if inspectors came in and
admit the overall world economy is much to blame for looked at our business We are a fuddy-duddy conser-
the slowdown of business Investment income also does vative bunch "
not add as much to brokers' revenues as it did a year or The brokers, like the rest of the Lloyd's community,
two ago say they're relieved that the scandals came to light
But there are other trends in the world insurance after the Lloyd's Act of 1982 was signed into law last
market that are especially affecting the British insur- year. Otherwise, they say, the self-regulation bill prob-
ance brokers More and more countries are requiring ably would not have been passed by Parliament
that direct insurance be underwritten within the na- "Had the problems happened six months earlier, we
tions themselves, cutting the premium volume handled would not have the act,” Mr Palmer of Willis Faber
by the Lloyd's brokers who formerly placed some of said.
ihis insurance with London markets. Under the self-regulation bill, LIoyd's has stronger
Thus, London has become more of a reinsurance powers to detect and stop abuses like those alleged last
market, taking large proportions of the direct insur- year
ance they used to underwrite and placing it as reinsur- Already, under these new powers, the new Commit-
ance with a small percentage of direct insurance re- tee of Lloyd's has approved rules governing how syndi-
maming in the foreign countries. cates should disclose their reinsurance arrangements
"London IS a reinsurance market, basically," said and how Lloyd's brokers should divest their under-
Tony Keys, group development director of Stewart writing agencies, which was required under the Lloyd's
Wrightson Group PLC, "but then again, it always has Act.
been." Of course, all these changes costs money, and the bro-
Wholesale and reinsurance broking in London has kers are helping foot the bill
been frustrated by other factors London underwriters “l accept the necessity of it all and the market will be
are rejecting risks that are too competitively priced, a healthier place, but it will cost money," Mr Palmer
thus hurting London broker's volumes if the accounts said
wind up with overseas insurers "Bureaucracy is a worrying aspect of the new Lloyd's
What has been lost by London has probably been arrangements," said John Hogg, deputy chairman of
gained by the U.S brokers and insurers, brokers say Hogg Robinson Group PLC "If we overcontrol, costs
"The domestic market is very competitive and Lon- will go skyways and the competitiveness of Lloyd's will
don business has been lost to U S companies,” said Mr no longer be there "
Keys "The London market Just did not follow down on In addition, most Lloyd's brokers are not happy that
the rating structures with their competitors, so business they must sell their largely profitable underwriting
is down in volume. We are affected by this because we agencies within five years.
market the business " But, they agree that the changes at Lloyd's can only
Despite the drain on profits from rate cutting, most improve its already-solid foundation
in the British brokerage community believe that last Despite some cost in the short term to the market,
year's allegations of wrongdoing at several of the top the market will in the end be streamlined and be a
Lloyd's brokers did not affect profits or reduce business much more efficient marketplace," said Mr Keys of
in the London market Stewart Wrightson -
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Sedgwick
Group

Sedgwick House, 33 Aldgate High
St., London EC3N 1AJ, England;
01-377-3456

Even though Sedgwick Group
P.L.C. always seems to be the
bridesmaid but never the bride, the
largest of the Lloyd's brokers may
not have sworn off corporate ro-
mance just yet.

In the past several years, Sedg-
wick has been courted by several
U.S. brokers in search of a merger
partner, most notably Alexander &
Alexander Services Inc. However,
A&A and Sedgwick broke off ne-
gotiations in 1981 and the U.S. bro-
ker acquired Alexander Howden
Group P.L.C. shortly thereafter.

Now, rumors in the London fi-
nancial press say Sedgwick is again
searching for a partner. The possi-
ble takeover partners include
Frank B. Hall & Co. Inc. and, yet
again, A&A.

Sedgwick's corporate policy is to
neither confirm nor deny the ac-
quisition rumors, and Chairman
Neil Mills and other high-ranking

Sedgwick officials refused to be in-
terviewed.

Although many rumors sur-
round Sedgwick's future plans, its
current accomplishments are clear.
The largest British broker had a
banner year in 1982.

Gross revenues leaped 28.6% to
217 million pounds (or $351.5 mil-
lion based on the year-end conver-
sion rate) from 168.8 million
pounds ($273.5 million). Group pre-
tax profits jumped 29% to 72.9 mil-
lion pounds ($118.1 million).

Although favorable exchange
rates contributed 9 million pounds
($14.5 million) to earnings, the
thrust of Sedgwick's performance
came from, as Mr. Mills putitin a
recent speech, "technical depth,
professional expertise and access to
worldwide experience and re-
sources.”

Sedgwick now employs more
than 9,000 people in 150 offices
spread across 56 countries, and it
handles 25% of Lloyd's of London's
entire premium income.

"Our group has grown from a
number of ingredients over a pe-
riod of 150 years or more,” Mr.
Mills said recently. "Our roots are
in the Industrial Revolution and we
have seen a revolution in the way
industrial broking business is han-
dled.”

Today, Sedgwick's specialties are
numerous. It is the largest reinsur-
ance broker outside the United
States. It is the world's largest ma-
rine insurance brokerage, excelling
in offshore oil and gas industry
risks.

Sedgwick also prides itself on its
satellite and aerospace insurance
divisions, complete with full-time
specialists and engineers.

A subsidiary, Sedgwick Asso-
ciated Risks, deals in specialty non-
marine areas like construction, nu-
clear and other types of power gen-
erat; - 1, agriculture, professional
inde. inity, financial institutions
and credit risks.

Sedgwick Agricultural Services,
another subsidiary, has even
designed a unique crop insurance
coverage to protect crops in far-
away places like Africa where in-
crease in agricultural production is
an important ingredient in eco-
nomic growth.

But despite its many specialties,
Sedgwick is only now entering the
U.S.-domestic insurance market
through acquisitions and new ven-
tures. A subsidiary, Sedgwick
Group Services Inc., has been
operating in New York for several
months to coordinate its U.S. acti-
vities.

Two units, Sedgwick Payne Inc.

in New York and newly acquired
Capitol Intermediaries Inc. of Des
Moines, lowa, add to Sedgwick
North American reinsurance ex-
pertise, the company points out.

Sedgwick is also opening a
wholesale brokerage in Dallas to be
called MacLean, Oddy & Associates
Inc. (BI, May 30).

Mr. Mills says that he thinks
Sedgwick will be able to continue
its robust performance despite the
less-than-favorable operating con-
ditions of today's commercial in-
surance marketplace.

"There is little sign of the turbu-
lence in the world's insurance mar-
kets, which was evident during
1982, abating during 1983," Mr.
Mills said in Sedgwick's annual re-
port.

"That our group has nevertheless
performed strongly under these
difficult conditions during the last
12 months is an indication of its ro-
bust character and a source of con-
fidence for the future.”

I DA T /1I—g—Frit"™t.:- r

Willis Faber

10 Trinity Square, London EC3P

3AX, England; 01-488-8111

Willis Faber P.L.C.'s 1982 results
were "satisfactory but not spar-
kling," says Chairman and Chief
Executive Officer David Palmer,
but many other companies would
not mind posting such a "satisfac-
tory" year.

Revenues at the second-largest
Lloyd's brokerage increased 20.7%
to 104.5 billion pounds (5169.3 mil-
lion) from 86.6 million pounds
($140.3 million), while pretax in-
come jumped 13% to 30.78 million
pounds ($49.9 million).

Currency exchange added about
4 million pounds ($6.5 million) of
the earnings increase, and Mr.
Palmer also pointed to a "strongly
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increased contribution” from Willis
Faber's associated companies, in-
cluding the investment firm of
Morgan Grenfell Holdings Ltd.
Increased premium rates at the
end of 1982, particularly in reinsur-
ance, also increased profitability.
But these positive factors were
partially offset by increased inter-
nal expenses for employee pension
funds and computer installation

costs, in addition to the competitive
commercial insurance market and

a reduction in investment income
due to lower investment yields.

"These soft trading conditions,
the impact of worldwide recession
and lower interest rates all have a
depressant effect on our revenue,"
said Mr. Palmer. "It is, therefore,
gratifying that we have even so
been able to show satisfactory
growth in our revenue and prof-
its."

The recent allegations that some
officials and Lloyd's brokerages
and underwriting agencies have se-

cretly profited from business trans-
actions have had no adverse effect
on Willis Faber's business, he said.

"There has been no sign of
(Lloyd's) names leaving or clients
discontinuing their Lloyd's partici-
pation,” Mr. Palmer said.

But just to put clients' minds at
rest, Willis Faber devoted two
pages in its annual report to list all
directors' and their families' per-
sonal insurance interests.

Willis Faber continues to be the
blue chip in the British brokerage
business, as reflected by its high
price on the London Stock Ex-
change. The brokerage also boasts
of its long-standing working rela-
tionship to Johnson & Higgins, the
fourth-largest U.S. broker, and its
balance of business worldwide, par-
ticularly in wholesale insurance
brokerage.

"l believe we should take what
we do best and make it better," Mr.
Palmer summed up.

Continued on next page
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proceed profitably and without interruption,
knowledge of loss prevention techniques and trends is

a top priority.

That's why corporate executives who are looking
for ways to safeguard human assets as well as
property will turn to Bl's Loss Prevention feature issues

as a top priority.

On JULY 18 and JULY 25 the editors of Bl will focus in

on two vital aspects of loss prevention -
"ProtectinR People" ... "Protecting Propertv."

Bl's more than 115,000 influential readers will
peruse these spotlight reports in search of an ounce of
prevention to minimize costly losses. Within these
issues, they'll find information on the latest loss
prevention techniques... ways to reduce costly
hazards in the workplace ... techniques to promote
employee well-being on and off the job ... methods of
identifying potential losses in operations ... and more.

To the executives responsible for risk management
and financial decisions, your message is every bit as
vital as the articles and features they'll be reading in Bl.
After all, buying loss prevention products and services
is one of their most important professional

responsibilities.

Loss Prevention. It comes first.

Call Bl now to reserve your advertising space.
Ad closing for "Loss Prevention: Protecting People" is
luly 6. Closing for "Loss Prevention: Protecting

Property" is luly 12.

You've got everything to gain by advertising in Bl's

Loss Prevention issues.

business
iNnNsurance

A PUBLICATION OF CRAIN COMMUNICATIONS INC.

New York : 220 East 42nd Street, NY 10017 (212)210-0133 Chicago : 740 Rush Street, IL 60611(312)649-5275
Los Angeles : 6404 Wilshire Boulevard, CA 90048 (213)651-3710



110 / business insurance, June 27, 1983

spotlight report
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Stewart

Wrightson

kers) have gotten bigger, we have ination of James Clavell in his

to make sure that we can Justify novels "Taipan” and "Noble

our continued independence and House "

we think we can,” Mr Keys points Jardine's insurance brokerage

out operations are also now based in
"We are a specialist insurance or- Hong Kong

ganization-not Just an insurance “We moved to Hong Kong be-

Minet Holdings

1 Camomile St, London EC3A 7HJ, broker-providinﬁj some thingis to cause we are in the process o f Minet House, 100 Leman St..

England, 01-623-7511

pari
bit lon

B2 Mol convinced that we will the Lioyd's

wﬁ%@%‘?ﬁ’ﬁgﬁ?ﬁeg PLCIS pre-

or the competitive market has one o

some men, not all things to a

tail, wholesale and reinsurance

| creating the three branches of re- Londcg)n El 8HG. England,

1-481-0707

Igé?ré)(ample, Stewart Wrightson broking and in order to allow busi- Minet Holdings PLC, Britain's Inc,
the most respected avia- nesses to be created within a struc. sixth-largest independent insur- ti

ance, says Deputy Chairman John
Hogg.

Some 170 employees work in of-
fices from Singapore to Detroit
operated by a subsidiary, Credit &
Political Insurance Ltd

In the United States, Credit In-
ternational Associates Inc. and
Trade Credit Insurance Services

(Provide multinational corpora-
ns with expert political risk and

tion brokerage departments among ture we are looking for, It Is impor. ance broker, came through a year domestic credit insurance and

see an upturn in the North Ameri- "heavily involved" in risks as di- the United Kingdom or in North lent financial results

can rating structure," says Tony verse as diamond mining to trans- Amerjc
Feyﬁ, grr]Ol]Jé) development director
or'the holding company and cha

ance Agencies Ltd

. tati . . N
[ -OAr?é',otnh,rough its new American able was Hong Kong, and it m
man of Stewart Wrightson Insur- underwriting organization, sense to move to align ourselves (

Tﬁ’e" éI\llfr Samuelson said

Wrightson & Co., Stewart Wright- with our parent”

ade million

ross revenues rose more than

an John W

Alexander f%[i AQC% p

]
count is very t;

rokers It is also tant that the headquarters is not in filled with controversy with excel- there are plans to further expand

these operations, says Mr Hogg.
"We see- our specialist areas as

ternative that was avail- 20% to 555 million pounds ($89 9 growth areas," he said. "Taking on
ager _”,) fro(rjn 461 mHhon p_cunds&Marsh & Melennan or Alexander
-fnlhon) despite he reSIgna:,

%-cljent ac-

o instead,

"We make our future plans on son is seeking to broker some spe- Jardine Insurance Brokers is following allegations of improprie- we specialize and do it well *

the premise that there will be no cialized risks in the United States ,Qarticglarlry stron
as well as at Lloyd's rine and constructi

upturn in rates,"” he says

Instead, Stewart Wrightsqn i
concentratlng on specia Ization

the years ahead

S
in on

risks It

“Our success in America depends specializes in credit insurance Jar-

"Given the fact that the big (bro- bility insurance and unemploy- companies, he adds
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ment compensation stop-loss,” Mr

ma- fies att

writing syndicate

in handggg)

he bsrokerage's un der

- HO,QQQ Robinson also plans_ to
stre hen management and im-

In addition, Mmet's pretax prof- prove on its employee benefits ex-

the development of new ideas, dine is also developing global in. its grew 21% to a record 17 8 million
like environmental impairment ha- surance packages for multinational

ounds

pertise to boost its profits

revenues'increased 17 8%

Minet's superior results have evi- to 534 million pounds ($865 mil-

verall, the parent company es- dently been noticed by The St Paul lion) from 45 3 million pounds

Keys says _timates that its brokerage revenues, Cos Inc, which has increased its ($734 million), but Hogg Robin-
"The 11 feblood o f Stewart including Jardine Insurance Bro- holdings of Minet stock to 26%. son's aftertax net income decreased

Wrightson is new ideas."

Despite this strategy, Stewart Jardine Glanvill in Britain, totaled Lloyd's dismay (Bl, May 16) . ) ]
Wrightson's revenues remained 68 million pounds ($110 2 million). AUS brokerage, Corroon & These figures must be viewed in
static last year Gross revenues in- up from 58 million pounds ($94 Black Corp , also holds about 20% of a different light from the other

cluding its share of brokerage in- million) in 1981
come from associated companies,

spurted ahead ever so slightly to

778 million pounds ($126 million) 5
from 77 6 million pounds ($125 7
million) If the revenues from asso-
ciated companies are not consid-
ered, revenues dropped 44% to 71.8
million pounds ($116 3 million)
from 75 1 million pounds ($121 7

C.E. Heath

Cutberth Heath House, 150
Minories, London EC3N 1 NR,
England; 01-488-2488

kerage was mainly due to Stewart C E Heath P L.C. managed to

evenue decline at the bro-

Wrightson's withdrawal from for- post a healthy revenue increase but

estry, farming and ship-operating posted a 12 5% increase in expenses

businesses to reserve for "bad and doubtful
Stewart Wrightson nevertheless debts,"” said its Chairman Frank

showed an 8% increase in profits Holland in the annual report

last year, posting pretax income of

9 93 million pounds ($16 1 million) by way of prudence in respect of a

Nnumber of items and is not in re-

"l should stress that this is more

spect of any one in particular bad

4 or doubtful debt, and in a sense is
yet another reflection on the diffi-
cult trading conditions in which we
operate today," Mr Holland said

Heath increased gross revenues
17 5% to 58 5 million pounds ($94 8
million) from 49 8 million pounds
($807 million) and boosted operat-
ing profit to 19 5 million pounds

Jardine Insurance Brokers Ltd., ($31 6 million) from 17 million
the brokerage arm of Hong Kong pounds ($27 5 million)
conglomerate Jardine Matheson & "In the continuing difficult con-
Co Ltd, Will one day be Just a part ditions this constitutes an excellent
of a one-stop financial service cen- result,” Mr Holland said
ter for corporate clients, says its Particularly satisfying is Heath's
chief executive, Nick Samuelson development of new business, he

Jardine

Insurance Brokers

PO Box 162,344 Leadenhall St,

London EC)P 3BJ, England;
01-283-4622

"Watch this space," said Mr Sa- said Heath has strengthened its gation

muelson as he mapped out the fu- contractors' all-risk business, its

Ure thrust of Jardine's gcfobal plan employee benehts%

during a trip to London from his ing on-line computer administra-

Hong Kong base tion service, excess-of-loss reinsur-
Mr Samuelson is admittedly ance operations and its aviation de-

bullish on the future of Jardine's partment

mcolude Jardmeratnsunrsrehrk  aiso doing well are Heath's

Inc in the United States (see story, workers compensation insurance
page 51). He predicts that the com- business in Australia and its Ber-
pany could one day become one of muda company, Pinnacle Reinsur-
the three-largest insurance broker- ance Co Ltd
ages in the world In addition, Heath's Lloyd's un-
Also included in Jardine's insur- derwriting agencies showed a sub-
ance brokerage empire IS Jardine stantial revenue increase, Mr Hol-
Glanvill Ltd, the large Lloyd's land said Last year, the company
broker battled against the requirement,
Already the company operates 80 eventually enacted by Parliament,
offices in 19 countries handling that Lloyd's brokers divest their
more than $1 billion in premiums underwriting agencies
through ItS three major branches Trouble areas were Heath's
retail, wholesale and remsurance French underwriting subsidiary,
brokerage Groupe Sprinks SA, which turned
In the past few years, Jardine has a profit but lost business Its Argen-
blossomed through acquisitions, tine operations also were adversely
particularly in Britain and the affected by the conflict over the
United States, most notably Bache Falkland Islands, Mr Holland said
Insurance Services. Mr Holland will retire as chair-
Jardine's brokerage operations man in March 1984, along with
contribute about 20%b of the profit Deputy Chairman John Mikami
of its parent company Jardine Derek Newton, a Heath director

Minet's shares (see story, page 34)

kers Inc. in the United States and much to the Minet board'. and marginally to 4.3 million pounds

($6 97 million).

Lloyd's brokers' since they are for

Mr Wallrock's resignation came the year ending March 31, 1982. It

following allegations that h€ may will not report fiscal 1982 figures
have profited from the reinsurance until next month

arrangements of Lloyd's uider-

The recession in British industry

writing syndicates managed by a coupled with still-soft premium
Minet subsidiary, PC W. Under- rates for companies here partially

writing Agencies Ltd.

affected Hogg Robinson's profits,

Subsequently, three other FCW says Mr Hogg

directors, including Chairman

Also, Republic Hogg Robinson-

Peter Dixon, were dismissed be- the broker's U S. Joint venture with

cause of similar allegations

Republic Steel Corp -has not yet

Last month, the new manage- covered its finance cost, Mr Hogg

ment at P.C.W said it had disco- explained

vered that about $26 milhon of syn-
dicate funds had been transferred

Hogg Robinson's travel and ship-
ping division did well, however,

to the Banque du Rhone et de la contributing more than 13 million
Tamise, a Swiss bank whose share- pounds ($21.1 million) to revenues

holders include two former PCW

-officials and five ex-directors of

Mr Hogg does not believe Hogg
Robinson lost business because of

Alexander Howden Group P L C., rumors last year about Lloyd's

who also allegedly profited from directors' personal interests in their
reinsurance transactions by How- companles' reinsurance

den syndicates.

“We did our own internal inves-

The British Department of rrade, tigation and did not find any im-
Lloyd's of London and the City of propriety," said Mr. Hogg.

London Fraud Squad are presently
investigating the allegations, and
Minet is suing former PCW direc-
tors and officers for the return of
any syndicate funds that might have
been misused

Minet has also conducted an inter-
nal investigation and says it is confi-
dent that there are no abuses cur-
rently occurring at PCW

"I cannot overemphasize that fol-
lowing months of intensive investi-
very few former PCW

8

Bain Dawes

15 Minories, London EC3N 1 NJ,
England, 01-481-3232
Bain Dawes PLCis currently a

“dangerous size," says Chairman
Robin Warrender.

"All of us m the middle range of

employees and no other Minet per- insurance brokers are being

been found t

pany's annual report

Minet has set aside abolLt 1.14
million pounds ($1 85 millien) for
fees that are anticipated to be in-
curred as a result of the PCW in-

vestigation

usiness, includ. sons. except Mr Wallrock have squeezed b¥ the small %)ecialist
have been imp_icated

in this matter," Minet's new chair- m
man, Ray Pettitt, said in the com-

broker onthe one hand and the
egabroker on the other," he says
,Ultimately, this can be resolved
by mergers, but we have no merger
developments at the moment "
Also, Bain Dawes IS admittedly
“"weak" because It does not have a
link with a major U.S. broker, like
most of the other Lloyd's broker-

Despite the troubles, Minet offi- ages, Mr. Warrender says

cials say its clients have stuck with
the brokerage throughout its trou-
bles.

Still, Bain Dawes, one of the few
predominantly retail brokerages of

" would like to take this oppor- the maJor Lloyd's brokers, enjoyed
tunity to express a vote of thanks tO a "better than expected" year in

our Nnumerous clients and corre-
spondents throughout the world for
their support during the past year

1982, Mr Warrender says
Revenues rose 22 6% to 52 miillion

pounds ($84 2 million) from 424

and, in particular. through our re- million pounds ($68 7 million). Pre-

cent difficulties,” Mr Pettitt said in
the annual report

Hogg Robinson
Group

Lloyd's Chambers 9/13 Crutched

tax profits also increased 18 1% to
6 5 million pounds ($10 5 million)
from 55 million pounds ($89 mil-
lion).

Oil and energy proved to be par-
ticularly good fields last year, Mr.
Warrender says.

But Bain Dawes earned no prof-
its on its interest m Canadian bro-
ker Tomenson Saunders White-

Matheson & Co. Ltd. of Hong and responsible for Heath's life in- Friars, London EC3N 2JS, England; head Ltd. because the company
Kong, whose income in 1980 topped surance and pension business, will 01-709-0575 could not reclaim reinsurance pay-
$100 million on revenues of $1 45 become chairman Peter Dawson, Hogg Robinson Group PLC is ments due to delayed collection of
billion and whose reputation as a now financial director, will replace the largest worldwide broker of marine claims, said Mr. Warrender
financial leader captured the imag- Mr Milami credit and political risk insur- Cont:nued onfactng page



bus:ness insurance, June 27, 1983/ 111

Continued from facing page and Peru Business is still growing pounds ($37 3 million) from 22 1 Samuel Group PLC Hill Samuel Chairman Robert
in Mexico and Colombia, particu- million pounds ($35 8 million), ac-
larly in engineering risks cording to estimates suh)plied by the ity was "two years ahead of sched- new British management headed
The companyis 31|330 ,keenly en- _rokerage It added that pretax ule ,srﬁ/s éovy\ndes Lambert Chair- by Mr Shaw for furning around
gaged in building business in profits incréased to 2 3 million man Richiard Shaw the broker during the three years
Clarkson Puckle Southeast Asia and French-speak- pounds ($3 7 million) from 2 1 mil- Lowndes Lambert posted an af- they have been at the helm
|n9(§\fr|cf;at, Mr l\{[larttln sa}y? i« lion pounds ($34 milhon) tertax profit of 820,000 pounds ($1 3 “The new U K management
Ibex House. Minones. London s eciZIriz:du{ee;nfsao?g}é:)S Ieot:)eglrllirl] million) on estimated revenues of team has succeeded in increasing
EC3N 1 HJ, England: 01-709-0744 ﬂf ol Ip P hi 10 215 million pounds ($34 8 million), business volumes, improving ad-
Despite last year"s Falkland Is- call;j \?V?]pes;:r\;ve aer\éer?(?t %??ﬁéarr‘)nol: up 17 5% from a restated revenue ministrative efficiency and signifi-
lands War, Clarkson Puckle Group ment," he said ggg@?nﬁ,e"gf) #81393'”'0” pounds can_tcliy reducing costs,” Mr Clark
Ltd continues to do an active busi- i i i i Lowndes Lambert sa
Pushing into the United States is Although increased revenues in- Now Mr Shaw IS eyei
: . f P " yeing the
,r\],,?fhsag,] ,\‘,.\Lgtﬁ,”t'”a’ says Chalrmankdlfﬁc_l:l_t’ howevler’ thothh V\S clude contributions from associated other side of the Atlantic to in-
now It IS someplace we snou H i
Despite the hostility between be," said Mr Mart?n 53 Eastcheap, London EC3P 3HL, companies, the key to success this crease revenues even more He says
g p ’ _283- year has been the excellent results Lowndes Lambert IS planning to
Britain and Argentina, Clarkson England, 01-283-2000 1
and Ar entineginsurer’s continue 30% Liﬁ?é?eesatryirg:ll?r%sg; pug?gaedg _from Lowndes Lambert's opera- move into the U S market before
i dlg lati In fact. Clarke T 2 holesale brok 99 P, Lowndes Lambert Group Ltd tions in Australia, where premium the end of the year, though he
nendly relations In fact, Llark- 1exas wholesale brokerage operated in the black in 1982 for rates are hardening, Mr Shaw said would not say what kind of opera-

son's reputation has increased in Aided py these international the first time in five years, some- He also mentioned operations in tion the brokerage will set up in the
South America over the %ast ear, gains, %@ston's revenues in-_f in tﬁat came as ayblt o?’%%rrgwsH?m%Imnmst?Sermgny as helping Unite tatesg P

particularly in Argentina, Uruguay creased a modest 4 1% to 23 million o its parent, merchant ster revenues _By Stacy Shapiro

French brokers stress international ties

By ANDRE MELLY fore, already have struck agree- ranked Groupe Sedgwick (France)
. . ments with the giant U S brokers is a combination of French brokers French brokers
French brokers, like their coun- and some British brokerages Those acquired and run under the banner
terparts in the United States and agreements have helped lead to of Sedgwick Group PLC, the
Britain, face a current competitive broader business opportunities largest Lloyd's broker Gross revenues
insurance cycle, which has tforced worldwide and, in some measure, Alexander & Alexander Services (in millions)

them to concentrate on the future P H
those opportunities have paid off Inc owns 21% of the seventh-larg- Company Erancs Dollars Emplovees

oG phere JayeIL WISIGONDR FAUBRIP A A DS ESLkET, GECAR e No . 1. Groupe Faugere & Jutheau 356 053211

mented British brokers (see story, nan Cos Inc that led to coopera- ings PLC and Jardine Insurance - Gras Savoye 209.0 31.0 920
page 108) Yet, the "present poor tion in placing business and to the Brokers Ltd 3. S.G.C.A. 1

putlaak o5 Lysinessa.says Michel qwnership of shares in one an- Assurances Verspieren, which is 4. Groupe LeBlanc & de Nicolay

17.2 472

16.0
110.016.3 220

for the No 8 spot'wi s
Groupe Faugere & Jutheau-the The second-largest French bro- has agreements with Frank B Hall 5. Groupe SNGAP i 107.6 16.0 315
largest broker-has dampened kerage, Gras Savoye, belongs to the & Co Inc and utilizes Hall subsidi- 6. Groupe Sedgwick (France) 100.0 14.9 280
thelr revenues, too UNISON brokerage network that ary Leslie & Godwin Ltd in the 7. CECAR 850 12.6 60
But those brokerages are deter- includes several other European London market as a correspondent 8. Diot S.A ) )
mined to develop the industry brokers and Johnson & Higgins, SIACI, the 10th-largest French - Diot S.A. 80.0 11.9 250
~ Many French brokers are seek- which is the group's largest mem- broker, has a subsidiary in New Assurances Verspieren 80.0 11.9 230
ing to éxpand, acquire and make al- ber York and serves as a correspondent 10. SIACI 0.0 10.4 00
liances with domestic and foreign Groupe Le Blanc & de Nicolay, for Bayly, Martin & Fay Interna- ’ ’
brokers A trend toward increased the fourth-largest French broker, tional Inc . . _
international cooperation will be has a cooperation agreement with Conversion rate on Dec 31,1982.1 FF = 14 85 cents (U S)
lt(t;g:sstrong suit for many of the bro- Corroon & Black Corp, particu- While foreign market growth is
. . . . _larly with its Inspace subsidjary a No 1 priority for most. French Industrial companies, which is a licensed on the French market
This increased international di- 'Ion_)tl_Jmer _Igurope%n_ roskers al soybrolzlersJr #l)Jture,){hey are éIVICFed on HHHCUH task P ’ first, which isn't very desirable to
mension of French brokerages is a participate in this relationship their second priorities Some are Since many large French indus- most 'companies
fairly recent development World- -~ G ne SNGAP, which js No 5 devoting their resources to domes- tries are nationalized, the state has And, as in the United States, only
wide palicies %rensoEnewhat rfge inon thﬁ. ranklngvog1 Frencp brpkgrs. tic acquisitions 8thers concentrate ti%ht {i\]dmlnlstranve. and fiscal con- time will tell when the rate cuts of
the market and this has slowed the has alliances with two Lloyd's bro- on new product developments or trol'on those companies the past five years will cease These
progress of risk management in Eers,dCELHesltr: ELC a}_rt\dd |mprove.:d forelgn apd domestic ser- It is nearly impossible for a cheap rates haven't been conducive
Many of the brokerages. there- owndes Lambert Lroup L ~vice, while still others are looking largely state-owned company to to risk prevention or innovative
4 ges, As its name implies, sixth- into the formation of captives for create a captive without having it ideas in risk management .
1 . i
the major aerospace broker in gium, Cameroon, lvory Coast, brokerage will continue to accom-
Groupe Faugere France This prominence in aero- 2 Spain, Gabon, Iran, Lebanon, Mo- modate industry
2 Juthea space is known throughout Europe rocco, Reunion Island and Togo “We have already started to de-
“ “ For example, the European Space Gras Savoye is also part of the velop and market products specifi-
Qgekncy selected F&J as its French Gras Savoye UNISON network, which allows it cally aimed at the medium-sized
I . roker . to place business all over the world industrial and commercial ac-
érsaséf;j:olgsvgi-lzlze\sfggépans' And Faugere & Jutheau is the Johnson & Higgins, as well as bro- counts Our objective over the
' dominant broker for department 115/123 Ave. Charles de Gaulle, kers in the United Kingdom, West next few years will be to improve
The largest French broker, Fau- and chain stores, the computer in- Neuilly sur Se,ne, France 92202, Germany, Belgium, Netherlands, our margins while improving our
gere & Jutheau, works solely as an dustry, movie industry, marine 01-738-7117 Spain, Portugal and Greece, is a service to Industrial, commercial
Insurance broker even thOUQ_h its cargo and huI_Is, _fOOd products and Gras Savoye has maintained its member of the UNISON network and personal clients
entry into the brokergge business the automobile industry position as the second-largest The Gras Savoye direct insur- The broker now places risks for
occurred almost by accident In 1973, F&J signed an agree- French brokerage for many Xears ance business IS divided into four industries abroad as well as those in
F&J was founded in 1896 when, ment with Marsh & McLennan It has also maintained itS 100% catez%orles 41% property/casualty; France Yet, most of SGCA's of-

at the request of Freplgtlj lmgtcyeracl gas r(lllpds Inc, which now owns one- French |d$]r‘13t(|}y because It IS St111 32% employee benefits, 23% per- fices are in France-Lyon, Stras

companies, Raphae t of F&J S A''s shares M&M family-owi sonal hnes, and 4% marine bourg and Grenoble-though It
ducted a study of insurance pro- also has a minority ownership, The brokerage was founded in does have an office in Douala
grams for emerging workers com- along with African partners, of 1907 m northern France It specia- cameroon ’
pensation exposures Taking the some F&J African subsidiaries lized in the textile industry and S G C.A's reinsurance brokerage
cue, Mr. Poujade then established F&J's prominence in many fields later, the chemical industry Gras business has been consolidated
an insurance brokerage and link with a giant American Savoye continued diversifing, and with Reed Stenhouse's and is now
Between the wars, the company brokerage help It weather changes today ItS book of business Includes S.G.C.A. handling it through Sten-Re
developed a large book of business in the French economy and ItS petrochemical, construction, finan- France
in natural gas and electrical power book of business cial organization, retail chain, agri- The SGCA business is divided
companies. "Growth to us has always been a culture and food-related risks 145 Blvd Haussman, Parts, France into four categories 37% casualty

Since World War Il, the com- continuing process and, thanks to Gras Savoye has made a name 75008,01-563-0320 and marine; 27% property, 21% au-
Bar&y gained a new direction. the variety and satisfactory balance for itself as the premier French SGCA 15 the only publicly held tomobile; 15% emBonee benefits

nder the leadership of Raymond of our various portfolios, it did re- broker for employee benefits pro- insurance broker in France It be- Ten percent of ItS business is gen-
Jutheau, the brokerage expanded main altogether unharmed by fluc- grams placement and management came a public company m 1952 erated overseas

into other industries, insurahce and tuations of the economic activity, It also is noted for its loss-pre- with its shares quoted on La
reinsurance brokerages were ac- explains Michel Denis, a general vention programs With 15 engi- Bourse, the Paris stock exchange
quired, personnel with’expertise in manager of Faugere & Juthéau neers, Gras Savoye may even be Nearly 20 years later, the man-
insurance, industry, law, finance According to Mr Denis, the bro- ahead of many French insurers in agement of SGCA. decided to en- 19
and administration were hired, and kerage's expansion is possible due the loss-prevention field large its scope and it struck an Groupe Le Blanc
subsidiaries were formed and ac- to the ever-growing emphasis F&J Gras Savoye is active in reinsur- agreement with Canadian broker )
quired in foreign countries _ places on developing foreign busi- ance through ItS subsidiary, Gras Reed Stenhouse Cos Ltd. Sten- & de Nicolay

The company is stlll the leading ness. Savoye/Willis Faber (France) house now holds 49 6%6 of
broker for electrical and gas com- An important part of this grow- Its French identity is firmly es- S G C.A 's stock 51 Rue Cambon. Paris. Erance
panies. As a natural offshoot, it has ing segment is placing overseas tablished with provincial offices S.G C A. has built its reputation 75001,01-261-5020
expanded into oil exploration and risks in the French market. In 1982, throughout France Gras Savoye as an industrial risks broﬁer, creat- Groupe Le Blanc & de Nicolay-

production both onshore and off- foreign revenue comprised 42% of has subsidiaries in Lyon, Rouen |n%s ecialized technical services or GLN-is the largest French bro-

shore F&.1 also distinguishes itself the group's revenue, a little more and Bordeaux and branches in for 011 and gas, petrochemicals, ker specializing in Feinsurance.

as the No 1 broker formany mdus- than half came from foreign-based seven cities, with another to be autos, food wholesalers, heavy en- GLN was founded in 1928 In

ries an service sectors risks . . . . - . .
added soon. But Gras Savoye isn't gineering, electronics and banking. 1974 the Redier and de Nicola;

It 15 the primary broker forthe  <Alexact breakdown of F&J's limited to France It has operations According to Raymond Decarie, families opened the company cof-
French atomic power industry and business was unavailable. in the French West Indies, Bel- managing director of S.G C.A, the Continued on next page
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fers to purchase two former captive
brokerages while maintaining a
controlling interest in GLN.

The GLN brokerage business
grew after the purchase of Societe
Francaise and Societe Belge, the
captive brokerages. Other acquisi-
tions and new business helped the
company to keep growing steadily.
Today GLN remains alert for op-
portunities to buy domestic and
foreign brokerages.

“"We believe in productive in-
vestments," says Vincent Redier,
GLN's chairman and chief execu-
tive officer. But he adds that some
healthy companies have develop-
ment problems. In those cases
where the portfolio and manage-
ment would be complementary,
"GLN would consider an acquisi-
tion.™

GLN is continuing its growth by
participating in the formation of a
reinsurer, La Licorne. GLN joined
an international industrial and fi-
nancial group of companies to in-
vest in reinsurance underwriting in
the new company. La Licorne, in
turn, started Corelux, a Luxem-
bourg subsidiary, to handle north-
ern European markets.

Internationally, GLN recently

made a cooperation agreement
with Corroon & Black Corp. for di-
rect insurance broking. The agree-
ment pulls GLN into a relationship
with C&B's Inspace aerospace bro-
kerage subsidiary.

GLN has 10 subsidiaries abroad,
ranging from Tokyo to Johannes-
burg, South Africa.

The GLN business is divided into
two major categories: 54% reinsur-
ance and 46%b insurance.

The brokerage's direct insurance
business is broken down into 39.5%b
property/casualty; 24.5% group life
and health; 14% marine and avia-
tion; 13%b construction; 6.6% per-
sonal lines; and 2.4% livestock mor-
tality.

5

Groupe SNGAP

10 Rue Viollet le Duc, Paris, France

75009; 01-280-6269

The fifth-largest French broker
is really a combination of two ro-
kerages, La Securite Nouvelle,
founded in 1960, and SGAP (So-
ciete Generale d'Assurances et de

Prevoyance), founded in 1974. The
two companies are sticking to their
trend of creating, merging and
buying other brokerages and re-
lated companies.

To cement the relationship in
1981, Securite and SGAP created
two new companies. SOFRACIA
was started to conduct financial
agreements with insurers and rein-
surance brokers in France and
abroad. The second, GIE, handles
SNGAP's computer management.

From SOFRACIA, two more
companies were spun off. In 1981
SOCICAM was created to coordi-
nate SNGAP's international bro-
kerage activities. In 1982, Fran-
chise Assurance was added to de-
velop insurance plans and policies
for franchised operations.

Last year was a busy one for
SNGAP. In 1982 SOFRACIA ac-
quired a 45% interest in SACIAR,
the largest French marine insur-
ance broker. Although SACIAR's
management is separate from SO-
FRACIA, its commissions have
been fully incorporated into
SNGAP's revenues.

ANnd last year, SOFRACIA
created Risk Management Group, a
consultant, and acquired a 20% in-
terest in a company called Manage-

ment Consulting Group.
SNGAP, through Securite, has a

working reinsurance agreement
with C.E. Heath P.L.C. in Britain.

This link led to the creation of HSN
International, which handles all re-
insurance brokerage for SNGAP.

A worldwide presence was
brought to the partnership by
SGAP, too. Not only does i: have
many provincial offices in France,
but it has cffices in the republics of
Togo and Ivory Coast. The partner-
ship with SOFRACIA also opens
outlets in foreign countries like the
United Stares and Argentina.

A breakdown of business for
SNGAP or its individual com-

panies was unavailable.

Groupe Sedgwick (France)

76 Ave. Aleber, Paris, France

75116; 02-704-3060

The sixth-largest French broker
is actually a British transplant that
followed a twisting, turning path to
France.

In 1960, the Paris-based British

classified advertising

RATES AND CLOSING TIME:

broker, Price Forbes Neave, pri-
marily placed marine business in
the London market, especially with
Lloyd's of London.

In 1972, Sedgwick Collins and
Price Forbes merged and the Paris
office of Price Forbes became
Sedgwick Forbes (France). Subse-
quently CECAR, a French bro-
kerage, was created in which Sedg-
wick Forbes had a 30% interest.

The names and players changed
again in 1979 when Sedgwick
Forbes and Bland Payne merged in
London, creating Sedgwick Group
P.L.C. Bland Payne, however,
owned 49%6 of Jutheau Bland
Payne, another French broker.
Sedgwick Group had to choose be-
tween the two brokerages. CECAR
won, due largely to the agreement
Jutheau had previously signed
with U.S. broker Marsh & MclLen-
nan Cos. Inc. Sedgwick Group re-
tained its 49% interest in Jutheau
Bland Payne, on a strictly financial
arrangement.

Meanwhile, Sedgwick decided to
reinforce its ties to CECAR. But in
a surprise move, CECAR stopped

negotiations and made an agree-
ment with Alexander & Alexander

Services Inc.

Continued on facing page

Rates: Displav classified is $60.00 per column ich, minimum Of one inch.
Straight classified is $5.50 per line, minimum Of5 lines. Count 34 characters
per line (include each space and punctuation as a character). Additional
$11.00 charge for blind box ads. Responses to blind box ads must fit into
business size envelope. Responses are forwarded daily.

Closing: Published every Monday- Copy must be in written form by noon
Tuesday, 6 days preceiing publishing date. No verbal phone copy accepted.
Prepayment required. Mail ads to Beverly Kluxdal, Classified Aduertising,
740 N. Rush St., Chicago, IL 60611. For more information call 312-649-5340.

POSITION DESIRED

Our client a leader in the SPACE

insurance field, seeks experi-

AGENCY PERPETUATION

Business Insurance . .
Executive with twenty years of suc-

cessful experience running com-
pany and brokerage operations, as
well as a proven record of producing
major accounts, desires to affiliate
with a successful brokerage firm in
the midwest. Opportunity to con-

Bl Classifieds

Circulation enced professional who is tamil-
iar with the space insurance un-

derwriting market and experi-

DIRECTOR OF
ACCOUNTING AND
FINANCIAL CONTROL

Breakdown>*
assure
Commercial Consumers enced in the account manage-
ment of insurance coverages for
satellite programs. Starting sal-
ary is quite flexible, DOE. Con-
tact INSURANCE RECRUITERS,

Inc. 3707 Rawlins, #416, Dallas,

Tx. 75219. AC214-528-0090.

Administrative Management
owners, presidents,

top quality

vps. etc. 6.483 tinue and expand whatyou have built

must be available. Tell me what you

want to achieve and what is available.

BOX 737, BUSINESS INSURANCE
740 North Rush Street
Chicago, lllinois 60611

Foran international financial services asso-
results!

Financial Management:
chief financial officers,

ciation-New York Metropolitan area

vps of finance, secre-

taries, treasurers, etc. 10,138

THE COMPANY: A well established organi-
zation that provides a critical risk service for
numerous U.S. companies.

Insurance Management:

vps, directors, manag-
ers of insurance, risk,

GROUP HEALTH UNDERWRITER

benefits, compensa- Fastgrowth publiccompanyin health care field. Thisposition

requires B.S. degree plus 5+ years group health underwriting
Concise experience. Position reports directly to Sr. Vice President of
and Marketing in matters of selection, qualifying prospects, con-

lion, safety. security.
ete. 5,299

Fora

THE POSITION: As Director of Financial

Government, Associations,
Unions, Educational

Planning and Control, this person will have

Insututions 034 L6gical tract control, loss ratios. the opportunity to develop a professional fi-
Commercial Consumers . - - " . - -
Sub._totat 2 054 Approach Th|i opportunity provides excellent salary and benefits nancial function responsible for account-
Insurance Agents package. ing, budgeting, financial reporting, analysis
& Brokers 0.771 Risk Resumes in confidence to Personnel and planning. He/she will be responsible
Insurance Cos. 5,217 irgctor; R ) .
Einancial inatitutione sen Management forthegeneration of timelyand accurate fi-
Actuaries, Attorneys, Recruiting . eS ea are S ems 0| nancial reports, variance analysis, costing
Adiusters, Appraisers scon Willow Grove, PA 19090 and systems development.
Others allied to the field 937 1 G I C THE IDEAL PERSON:
TOTAL 41,834 _(

-Ten or more years in financial ac-
counting and control.

*Source Business/Occupational
breakdown of qualified circula-
lion. November 1,1982 issue, as

Associates, Inc.

170 Broadway

New York, N.Y. 10038
'212) 227-8000

Situation

VvVWanted
Chief Executive Officer

submitted to BPA for December - - - -
1982, BPA Publisher's Statement. -Prirnary experience in insurance,

banking or other areas of financial

servces.

INSURANCE . . . -A strong understanding of the appli-
ACCOUNTING Chief Operating Officer cation of data processing.
MANAGER My credentials include thirty one years in the Property -An experienced managerand organ-

and Casualty Insurance Industry, the last twenty one
years as Chief Executive or Chief Operating Officer with
an excellent track record.

izer of people.
A growing insurance business for a privately held

company, requires the services of an Insurance Ac-
counting Manager. The individual hired will be asked
to prepare statements, analyze statements, handle li-
censing and analyze underwriting and claim condi-
tions. The successful candidate will have an account-
ing degree with a minimum of 3 to 5 years of insurance
accounting experience. We would prefer applicants
with agency and E.D.P. background.

-The capability of developing and
Am qualified for Company, Brokerage or Agency opera-
tions.

maintaining outside contacts with
the financial community, govern-
Strong personality, hands-on experience at all levels,
problem solver, leader, motivator, results-oriented, bot-
tom line manager, technical and marketing expert, heavy
accounting, systems and EDP background.

mert organizations and executives
of clent organizations.

] ) ] o ) Forward your resume to:
Degreed in accounting and business administration.

Box 740, Business Insurance
740 Rush St., Chicago, 111. 60611

Available immediately for a new, challenging assign-

ment.

This excellent ground floor opportunity offers superb
benefits and competitive compensation. Please send
your resume in confidence to:
Box 739, BUSINESS INSURANCE
740 Rush St., Chicago, IL 60611
Equal Opportunity Employer M/F

Reply to

BOX WS-836, 12th FI.
360 Lexington Ave., N.Y., N.Y. 10017

Or call (212) 661-1015 for further information.
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Continued from facmgpage process of creating a reinsurance The second is Diot's reciprocal ances Verspieren "We intend t0 o<t of SIACI's business is direct
Iﬁa/ 1980 Sgd\%wkgk Gr.ounoq company, W}E@ \m be PhSl]IQSIdI- rglaponﬁ)htqu wMLFred S.James & remain a family owned company " insurance, It does veryTntle rein-
rance f Se g ICK'S Orlgl a ary n w IC' C Wll 0 ma- 0 Inc | WOrKS Wlth James OTl- The nces V rspieren in_(fu@nce business
I- ol

Assur,
rench property, f its ork Joii rest.” says Philippe Carle, fices while James utilizes Diot's surance %ro erage business Is nce Its beginnings were inter-
drasﬂlca,?y ar%et? %g |by %M |{ one oWdEtSA%Ié maXaglng Bfr)ec— urépean connections vided into three cgtegories 40% national, SIACI %as a I%rge segment

started rebounding by acquiring ton The third is Diot's use of two casyalt or, marine and per- of internatjonal business More
m or}g( an rga%(orlthy eg‘erJests %/-\Ithougp feinsrance may be BnUsp| Bﬂ? erage geﬁmgr sgyﬁne\fvson fﬁnf ) ?59) em f?)gee bendtits than é%o% Of 1S bUSIness is done
ofher French broker , June 28, part df the future, for the present Holdings and Jardine, and lite, 28% industrfal property abroad
) _ CECAR is noted for ItS liability Matheson & Co The French broker The brokrage IS represented by
Now Sedgwick holds shares in programs It stands above other uses these networks mainly for its subsidiaries in Britain, Italy
three French brokers, in three French brokers in its ability to business in Africa, the Far East’and 10 Cameroon. Gabon. Ivory Coast.
African subsidiaries of Holdafri- handle large international liability Australia Senegal. Reunion Island ,\;'ada as.
que, a Luxgmboqr_g brokerage, andliisks, which are rare for the mar- Foreign business, in the immedi- o ar?d  Reunic o , g
in two underwriting agencies-a ket ate future, may take second place to SIACI ' L .
non-marine f‘”derwr'ter' SORAC,  CECAR has only one subsidiary the drive for specialization that Mr Arl,:se:lcasnsg.t;ilc,zazsfr:r.izc.:
and a marine and aviation un- in Lyon, but it iS formulating Quennouelle sees ahead Diot's New York Its other stateside con-
derwriter, SOCAMAR ) projects outside France that It management plans to develop ItS 46 Rue Pierre Charron, Paris, nection is Bayly, Martin & Fay In-
In 1980 Groupe Sedgwick hopes will blossom in 1983 CECAR talent in fields that require techni- France 75384, 01-723-5441 ternational Inc. for which SIACI is
(France) helped form Corifrance, a also plans to create a foreign net- cal expertise This technical exper- S,(AC|' the 10th-ranked. Frebnch a correspondent
[ejpsurance company, in which it work to connect with A&A's subsi- tise will be applied in large part to broker, divides its activities be- Those international connections
. dla{IEF TQat Eeé\g%g I, an impor- cller?ts that require CL{%tom-made tween brokerage bHsmess and ma- are important According to Claude
Groupe Sedgwick (France) also tant plan for since foreign policies, especially those in per- rine insuranc€ underwriting Chouraqui, chairman of SIACI, be-
ger&eflt_s EOGm being p%rt %f the ttiusflntess represents more than 25% sonal lines . o SIACI also distinguishes itself by cause of their size, French brokers
edgwick troup worlawide net- ol Its revenues The Diot business is divided into being the sole French broker that Ir;ﬁck the financjal strength of the
0-American brokerage giants

ork Sroupe. Sedauick SFEANCE) Aneibgr,pian fof the futire of fine cateaones A00 RIOBEMhq LR, Peales @ subsidiary in the United Anglo-American bro ity aiond
ness, 20% of its to%gl revenues iome surety risks The brokerage man- ahlgl 12% theft agqhvalu blﬁ, 8% S Agl Societe Internccfntinen- ances g fj m,zwua , Parne“nau n
m , ' e with thei

ITam comuuissions fr joreign risks agement sees these as two potential homeowners and household, 6% tale d'Assurances pour le Com- compat means, the
rOur international relations en. | arcas for growt o emRIo ee benefits, 6% miscellane- merce et I'lndustrie, was started in French brokers are able to provide
. .. Currently, the brokerage is hir- ous, ahd 3% marine and aviation 1932 by English, American and their clients with international ser-
able us to offer fair spreads of busi- ing specialists to further ItS growth French brokers Its ownership is vice
ness to accepting L".a;kets- says in these areas S ) s comprised of Groupe Rothschild, SIACI business is divided into six
Francis B Morin, chief executive ~  CECAR's business is divided into 34%, Cayzer Steel Bowater Hold- categories 35% marine, 15% indus-
officer of Groupe Sedgwick six categories 30% liability, 30% ings Ltd, 33%, and SIACI manage- trial fire risks, 15% casualty and
(France) "The French market is a fire and accident industrial risks, Assurances ment, 33% ! technical 150/; motor and personal
big accepter as well as a remark- 15% technical, 10% marine, 8% Verspieren SIACI handles underwriting for hnes, 10% miscellaneous, and 5%
ably reliable one motor, especially fleet contracts, a ; _ H - ’
. . : group of 40 French and interna- employee benefits
Otrf1er than(t;e 15%éntgrest |r‘1( and 7% personal lines tional companies, which represent
Corifrance, Groupe Sedgwic i 0,
Pt pe Sedgwick o gglg(gygoqg;ogggg% Roubaix. France 10% of the French cargo market By Andre Melly
two major categories 95% direct in- Started in 1880, Assurance Ver-
surance and 5% underwriting The spieren is one of the oldest brokers
95% is comprised of 59% industrial Diot S.A. in France
casualty, 26% marine and aviation, Assurance Verspieren found its
5% reinsurance, 3% employee bene- business in its own backyard The
fits, and 2% personal lines Square de I'Opera Louis Jouvet, company started in Industrial
Parts, France 75009, 01-268-1800 northern France, the home of coal, -
Established at the turn of the iron, steel and textile mills CO nStru Ctl O n CO u n Se I IO rS
7 century, Diot is a 100% French Those textile mills were where
company held by the Quennouelle French employee benefits started,
CECAR and Gibault families and employee benefits are now a
Diot operates as a direct insur- large portion of its business
ance and reinsurance brokerage Assurance Verspieren didn't
through ItS subsidiary, Walbaum push to organize branches and sub-
24 Rue de Mogador/25 & 29 Rue Although its business covers a wide sidiaries early But mining crises,
Joubert, Parls, France 75009, range, Diot is known for two spe- difficulties in heavy industries and
01-280-6750 cialties the internationalization of clients
The seventh-largest French bro- Diot is a leading broker in con- forced the brokerage to look to new i
ker is hnked to one of the largest struction risks and it ranks as horizons
U S brokers, Alexander & Alex- France's No 1 broker for insurance It started reaching out by pur-
ander Services Inc for valuables Yet its forte is in a chasing three brokerages in Paris
CECAR, Compagnie Europeene state of flux and one in Tourcoing, as well as a
de Courtage d'Assurances et de Re- "The law obliging insurance French credit insurance company
assurances, began in 1973 when companies to declare all policies On the foreign front, Assurance

three French brokers-J F Bouly covering over 100,000 French Verspieren created the SPRL
& Cie, A Carle & Cie and Co- francs in valuables (to tax authori- Verspieren subsidiary in Brussels
franco-Joined forces Shortly ties) has caused massive cancella- Through an agreement with Frank
after, CECAR's management lions of this type of policy among B Hall & Co Inc made early this
wanted to develop an international our clients,” says Philippe Quen- year, the company can approach

market After ending talks with nouelle, chairman and chief execu- multinationals in France and Bel- . .
Does your Company require someone to sound out your problems-To find

Sedgwick Group PLC in Septem- tive officer of Diot gium with an international net-

ber 1980, the company linked with "The law was a blow to this m- work Also, it now has a correspon- solutions-To help Identify alternative options-To solve your dilemmas-To

AL surance branch, which is neverthe- dent in London, Leslie & Godwin recommend administrative procedures which will simplify and organize your
The choice wasn't purely arbi- less indispensable in a world of In- Ltd, which is a Hall unit current operations and provide the means for orderly expansion-To supply ac-

trary In 1966, J F Bouly & Cie treasingly high crime rates," he The Hall agreement also created counting and insurance systems which control your cash flow and add to your

had established a financial link says Societe de Portefeuille, a holding profits-To review every phase of your work efforts and to ident,fy weak-

with A&A CECAR simply re- The theft and valuables segment company m the Netherlands The nesses, risk factors, causes for cost overruns, organizational deficiencies and

placed Bouly in 1973 and the mu- accounts for an important part of creation of Portefeuille allows Hall h I’ s th t" id v ol ! Ent

tual financial interest resumed business Overseas coverage, how- to legally have a stake in Assur- Sy elements thal insid,ously plague you as an En re“preneur o

Construction Counsellors offers a billion dollars of "trouble shooting," claim

In January 1982, the alliance was ever, also is a significant segment ances Verspieren and it, in turn, is

made official with A&A acquiring Diot's foreign bustness has roots in a shareholder in Halll development, and management expnence to you at reasonable charges We

can guide you In every phase of your business-and do it now to fit your imme-

21% of CECAR, the Bouly and three areas Assurances Verspieren is looking
Carle families keeping 64% and The first 15 Diot subsidiaries in toward other countries for owner- dime needs
Compagnie Financiere de Suez Italy, Britain, Switzerland, Spain, ship opportunities as it looks to the )
holding 15% Senegal, Ivory Coast and Saudi future One country it is looking to- Troubleshooting

CECAR doesn't conduct any un- Arabia It is also a member of a Eu- ward is Belgium call Administration
derwriting activities like other ropean brokerage network, called "Our revenues for self-financing Financial Management & Cost Control
French brokers Its Income IS solely Trans Europe Service, with links in are satisfactory and allow us to fi- : ratiqn, Production and Processin
derived from insurance and rein-yWeSt Germgny, the Netherlands, nance our expgnsion policy while Construction *Oncmfgﬁgg ’
surance brokerage business Belgium, Austria, Italy, Greece, preserving our independence," says C I Design Review & Critique

Even though the reinsurance Spain, Portugal, Ireland and Nor- Pierre D Verspieren, one of the ounseliors Bidding and Estimate Procedures
segmentis small, “we are in the way two general managers of Assur- Basic Scheduling-CPM Analysis

for: ) )
Buyout and Purchasing-Subcontracting

Operations Control-Protective Procedures
RIMS offers conference tapes
Construction Management

Arbitration of Disputes

NEW YORK-The Risk & Insur- fits in the '805 ficers Liability Coverage”
ance Management Society is releas- * "Self Insurance of Group Ben- * "Business Interruption Insur- Get the help you need by contacting
ing tape recordings of 15 of the ses- efits" ance "
mons presented at its annual RIMS - "Marketing Insurance and - "Effective Claims Manage- e Collstnirtion 118 Mill Road
conference held in April Risk Management Services to Your ment of Workers Compensation Pz%'; 3;(??)'3,(\)‘8] 07656
The tapes include sessions like Customers and Employees " Losses ™ 1 Cou nse@ rS, | nC' /(Atten)tion I-?obert James Frankel
- "Self Insurance and Assumed 0 44 |nternational Risk Manage- The tapes cost $11 50 each, $65
Riskes™ ment” for six or $200 for the complete set
= "Communicating With Your - "Structuring Liability Insur- For a complete listing, contact
Organization " ance Programs * RIMS Conference Department, 205

= "The Role of Variable Bene- - "Analyzing Directors and Of- E 42St, New York, NY, 10017 .
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Capacity can't meet shuttle requirement

Continued#om page | shuttle flight, set for Aug. 4, but it
ogy Underwriters Inc in Washing- admits it must finalize contract
ton says it may have found a solu- wording and has yet to complete
tion to NASA's and the shuttle the full $1 billion of coverage.
users' coverage problems So far, the Ariel Syndicate at
INTEC, along with five U S. and Lloyd's of London is leading the
British brokers, IS putting the final coverage in the London market,
touches on a $1 billion aggregate in- with underwriters including Mer-
surance package that would be of- ritt Syndicates Ltd. and Orion In-
fered, hopefully with NASA's surance Co also participating.
blessing, to all users on a specific INTEC 15 now searching U.S
shuttle flight markets to fill out the package
If approved by NASA, all shuttle Besides the shuttle users' cover-
users would be Jointly covered by age problems, NASA is also trying
the $1 billion package on flights to resolve coverage worries en-
with two or more payloads If only countered by the manufacturers of
one payload is carried aboard a the shuttles
shuttle, the package would supply A few weeks ago, NASA General
the $500 million in coverage cur- Counsel Neil Hosenball and repre-
rently required by NASA sentatives of Rockwell Interna-
"We have a memorandum of un- tional Corp, the primary shuttle
derstanding with NASA to admin- contractor, met with London un-
ister this facility,” said an INTEC derwriters to discuss incredibly
spokesman "So if the user is in- sky-high premiums that the shuttle
sured under this facility, NASA contractors must pay for liability
will consider that its liability quall- coverage for each shuttle flight
fication has been met “One of our contractors paid in
However, NASA officials state excess of $1 milhon extra premium
that they have not yet approved for the first launch and $750,000 to
the INTEC package $800,000 for subsequent launches,"
Under the proposal, NASA will said Mr Woltal, not identifying the
also be a named insured under the contractor
package Also, according to the pro- Shuttle flights are not included
posal, the space agency will indem- in the contractors' comprehensive
nify users for any liability above general liability policies that would
the $1 billion aggregate normally cover their product liabil-
Users will not be required to in- ity risks, so they must pay an added
sure their payloads with INTEC if premium to be covered for the
the package is approved However, shuttle exposures
It'S not known if there would be "We went to London to discuss a
any remaining satellite capacity if concern NASA has with the high
INTEC manages to arrange the full insurance premiums our contrac-
$1 billion limit tors pay, which we have to reim-
Helping INTEC assemble the burse them for,” Mr Woltal said
package are brokers Frank B Hall "We are trying to somehow lower
& Co Inc, Marsh & McLennan the premium to make it more palat-
Cos Inc and Nausch, Hogan & ,able "
Murray Inc in the United States London underwriters are ex-
and Crawley, Warren Ltd and C T pected to travel to Washington
Bowring & Co Ltd m Great Brit- within a few weeks to continue the
ain discussions, Mr WOJtal said, adding

INTEC hopes the package will be that he hopes that an agreement
available for the users of the next can be reached soon

June a busy month for satellite insurers

Insurers that underwrite space-related risks will ellites themselves carried more than $125 million of
breathe a sigh of relief if this week's launch of a coverage in case they were lost or damaged during
communications satellite is a success. their deployment.

Satellites and other space probes with insured Telesat Canada's Anic D-2 satellite was Insured
values exceeding $334 million were scheduled to be for $63 million, whde the Indonesian government's
launched in June and, with but one launch to go, Palapa satellite was insured for $67 million. The in-
insurers have not yet received a claim sured value of the third payload, a space platform

The recent spurt of launch activity shows just how built by West Germany's Messerschmitt-Bolkow-
large the space insurance market has grown Blohm G m b.H, is not known

For example, in addition to more than $334 mil- Premium rates for the Canadian and Indonesian
hon in coverage for the satellites themselves, their satellites varied from between 5% to 7% of the in-
owners will have purchased about $2 billion in sured value, insurance industry sources say.
third-party liability insurance to protect themselves « Tuesday's launch will propel into orbit the first
from claims should something go wrong. of the three Galaxy communications satellites

In addition, the manufacturers of the satellites, owned by Hughes Communications Inc, a division
the space shuttle Challenger and the other rockets of Hughes Aircraft Co. The orbiter will be launched
that have blasted the probes into orbit must also by a NASA Thor-Delta rocket because the space
purchase insurance to cover their exposures should shuttle was already booked, said Richard M Nausch,
people or property be affected by a rocket or satel- president of Nausch, Hogan & Murray Inc in New
lite mishap (Bl, Oct 25, 1982). York, the U.S broker for Hughes Communications

Despite the great demand for coverages, the world The satellite, which will relay cable television sig-
market is not having too many difficulties insuring nals, is insured for about $75 million, according to a
the spacecraft, although capacity problems have London underwriter, though neither Mr Nausch
cropped up in the liability coverage required for nor Hughes would comment on the coverage.
users of the space shuttle (see story, page 1) If all three launches prove to be successful and the

Interestingly enough, three different launch vehi- satellites do not fail once they are m orbit, rates clip
cles are being used for the June launches, which downward, London and U.S underwriters agree
show the differing rates underwriters now charge Space shuttle users will probably have to pay a bit
for satellite launch insurance less than the current rates if the latest Challenger

e The first rocket to be fired in man's recent blitz flight goes without a hitch, the sources say. Pre-
on outer space was an Ariane rocket launched from mium rates for shuttle users have recently fallen to
French Guiana early this month by the European about 5 25% of insured value from 6% because of the
Space Agency The Ariane carried the first of a se- shuttle's success, they say, and could go even lower
ries of three satellites owned by the space agency The underwriters also say that premium rates for
The satellite was insured for $65 mdlion. launches in the Ariane program could be cut since

Although the launch was a success, the space the last launch by the trouble-prone rocket was a
agency was charged a high premium for the satellite success. Rates rose to about 10% of insured value for
coverage since at least two prior Ariane launches the latest launch because of the past failures of the
have failed (BI, Sept 20, 1982) Ariane series. But, those rates were much lower

The European Space Agency will pay a premium than the rate of 15% of insured value that un-
equal to 10% of the insured value of all three satel- derwriters predicted after several Ariane failures
liles in the series if there are no losses, 20% if there is last year
one loss and 25% if there are two losses. However, experts say that premium relief for sat-

* The next satellites launched were carried ellite owners will only be slight since underwriters
aboard the space shuttle Challenger, operated by the have had to pay losses on the Agane failures of last
National Aeronautics and Space Administration. year and on the Indian government's INSAT satel-

Besides the $1 billion in third-party liability in- hte, which was declared a $64 9 million loss earlier
surance NASA required of the shuttle users, the sat- this year (BI, June 13)

"Insurance services guide Court says benefits must be equal

' Continued from page 1

"Medicare Made Easy" CASUALTY ACTUARIES, INC.

same basis as any other disability or

The EEOC said that the law did illness

A 32-page laymen's terms manual for
» Employee Pre-Retirement Counsel-

Ing
- Retirees

« Employee Benefits Staff Personnel
Write

Patterson's Consulting Services
P O Box 462

Dayton, OH 45402

ENGLISH & ASSOCIATES
Annuity Specialists
Settlement Annuities
Claims Cash Flow Programs
Call or write for free analysts

27285 Las Ramblas, Suite 230
Mission Viejo, California 92691
(714) 643-2144

« Fire Protection Engineeing
m Sprinkler S¥stem Design
« Underwriting Reports
« Fire and Security Alarm System Design
« Building and Fire Code Consultation
*OSHA-Salet¥ Engineering

Schi,me,

SCHIAMER ENGINEERING CORPORATION
707 lake Cook Road Deerlield R 60015 - 312212 8340

Loss Prevention
Surveys
PLUS

Rolf Jensen & Associates, Inc.
Fire Protection Engineers
Building Code Consultants

For Information Nationwide

Mr Peter Schontag, P E.
RolfJensen & Associates, Inc
620 Contra Costa Boulevard
Pleasant Hill, California 94523
(415) 680-0350

Robert FLowe FCAS,MAAA,FCA

- Loss Aeserve and Rate Evaluations for
Insurance Companies and Self-In-
sureds

- Statutory letters of opinion on loss and
loss expense reserves

12300 Olive Boulevard
St Louis MO 63141

(314) 878-5002

more than mandate equitable preg-
nancy benefits for female employ-
ees If an employer's health insur-
ance plan covers the medical
expenses of female employees’
spouses, it must equally cover ma-
ternity expenses of male employ-
ees' spouses, according to the
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law

Newport News Shipbuilding, Circuit Court of Appeals over-

'The toughest part
will be coming up
with the bucks to pay
for the benefit," Mr.

"The toughest part (of the court
ruling) will be coming up with the
bucks to pay for the benefit," said
Jack Helitzer, an assistant vp in the
group insurance department of
. Metropolitan Life Insurance Co in
Helitzer says. New York

According to insurers, the av-
erage normal pregnancy now costs
But in January 1982, the 4th U S $2,000 to $3,000
Last year, Newport News Ship-

wrote

MANA/GEMEI\{T SYSTEMS, INC. the nation's largest private ship- turned Judge Clarke's decision building estimated that its health
builder with about 28,000 employ- The appellate court said the PDA care costs would increase $700,000 a
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ees, disagreed

applies to spouses' pregnancy bene- year if it were forced to increase

The big shipbuilder, along with fits because those benefits are em- pregnancy benefits for male em-

other employers, argued that the ployment related

law only mandated pregnancy ben-

ployees' wives

Newport News Shipbuilding The City of Glendale, a Los An-

efit equality to employees and not then appealed the ruling to the Su- geles suburb, says its $2 million an-

to spouses

preme Court, which subsequently nual health care tab will increase

In its largest group insurance upheld the 4th Circuit Court of Ap- by $117,000, according to Jack

plan covering hourly employees, peals ruling

Newport News Shipbuilding pays

Hoffman, director of personal and
employee relations Glendale has

all reasonable and customary ex- Writing for the majority, Jus- about 14,000 employees covered
penses for other disabilities and 111- tice Paul Stevens noted that "the under ItS group health insurance
ness, but it places a $500 cap on the husbands of female employees re- plan

pregnancy hospitalization expenses ceive a specified level of hospital-

for spouses of male employees

"This will eat into our reserves,
ization coverage" for all conditions Mr Hoffman said "If there are

To maintain that distinction, while "the wives of male employ- more decisions like this, we won't
Newport News Shipbuilding in ees receive such coverage, except have any reserves left "

1980 challenged the EEOC rule on for pregnancy-related conditions "
pregnancy benefits for spouses of

male employees

The ruling is additionally expen-

Such an insurance plan 15 un- sive to employers because it is ret-
lawful because it "gives married roactive Firms not in compliance
male employees a benefit package with the law will be liable for preg-

In February 1981, U S District for their dependents that is less in- nancy-related expenses incurred

212-994-9400 Court Judge Calvitt Clarke Jr. ac- elusive than the dependency cover- since April 29, 1979, said Ruth

cepted Newport News Shipbuild- age provided to female employees," Weyand, equal pay counsel for the

ing's argument that the PDA only Justice Stevens wrote

applies to employees

EEOC

The decision doesn't require But, statutes of limitations wiill

"The clear legislative intent be- companies to offer dependent affect the amount of retroactive

hind the Pregnancy Discrimination health insurance plans

Act was to ensure that working

benefits employers have to pay
It simply mandates that if an Depending on the state, claims for

women are protected against all employer decides to offer health discrimination must be filed be-
forms of employment discrimina- benefits to employees' spouses, tween 180 and 300 days after the
tion based on sex," Judge Clarke pregnancy must be covered on the time of discrimination -
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NAIC opposes unisex insurance legislation

Cont:nued from page 2 Mr Bernstein and other panelists tion they will live longer. viable part of such a system for to state employee pension plans, it

Panel members attorney George echoed critics throughout the coun- The plan will have to be "topped certain lines of insurance will have a costly effect. Connecti-
Bernstein, who represents the New try who cite the enormous cost to up” in both these areas if the unisex - Half of the commissioners sur- cut believes it will cost its employee

York State Teachers' Retirement companies forced to "top up" bene- legislation were passed, Mr. Bern- veyed said they had received few retirement system $16 5 million to
System whose pension plan would fit plans to provide equal benefits stein said or no complaints of sex discrimina- $83 million and ItS teachers' retire-

be affected by unisex legislation, to both sexes. The NAIC also surveyed its bon in insurance rates, benefits or ment system, $18 million to equal-

and Linda Jenckes, vp of federal For instance, if a woman receives members last month on the effects practices ize benefits for men and women

affairs for the Health Insurance $350 a month in pension benefits of federal unisex legislation - Some 71% (17 out of 24 states Michigan sees $1 billion in added

Assn of America, took the opposite through an annuity while a man Thirteen of the 25 state commis- that responded to this part of the costs, South Carolina, $26 million,

view. receives $400, the woman's sioners who responded said it survey) said their current staff Tennessee, $25 million to $125 mil-
monthly benefit would have to be "would have an impact on the fi- could not handle the refiling of pol- lion, and Virginia, $25 million to

"The pension plans today favor raised to $400 nancial stability of the insurers in ley forms to comply with the fed- $50 million
women If you go to (unisex legisla- their state,” noted a report pre- eral legislation About 88% said it
tion), women will lose,” Mr Bern- Unisex legislation could cost pared by NAIC counsel Sandra L would be necessary to increase staff The Conference of Insurance

steinsaid the New York's teachers' retire- Wagner

or work overtime to handle the fil- Legislators, which was represented
The cost of life and medical in- ment system more than $313 mil-

ing requirements and 96% stated at the NAIC meeting by its presi-

surance for women would go up if lion, Mr Bernstein said Ninety- Other data culled from the sur- that funding was not available for dent North Carolina Rep Warren

unisex legislation is passed and cer- five percent of the system’'s mem- vey included the additional staff or overtime Arthur, D-Hartsville, also opposes

tain women will be unable to buy bers are covered by a defined bene- = All 25 state commissioners be- hours unisex legislation

the coverage they need, Ms fit plan that charges men more for lieve state insurance departments - If the federal legislation is "It's technically incorrect and ac-

Jenckes said a joint-and-survivor option because are best equipped to regulate insur- adopted, a majority of the states be- tuarially unsound,” Mr Arthur
She specifically cited young it is likely they will die sooner ance lieve insurers may discontinue cer- said

women buying their first insurance And, 5% of the plan's members are - Twenty-one commissioners tain policy forms or options that “The very real financial impact

policies, recently divorced women in a defined contribution plan thought NAIC had extensively would no longer be economically upon insurance companies has been
andwomen that move m and out of which pays women sm aller studied risk classification systems feasible to write too often discounted by propo-
the Job market monthly annuities on the assump- and determined that sex may be a - When the legislation is applied nents "

Mission won't withdraw Bus firms escape withdrawal liability

- - - Continued from page 2 tinues to grow In 1981, the plan bution base is not damaged by the
Arlzo na COI | lp d |V| de ndS The ATU plan had $34 7 million had 4,259 active participants, up normal attrition of employers be-
in assets in 1981, up from $17 4 mil- from 3,132 The number of retirees cause of a special 1979 court order

Continued from page 2 hon in 1977, and about $4 million in as a percentage of active contribut- That court order requires employ-

findings on how policyholder dividends can legally be used. unfunded vested benefits, accord- ing employees is a healthy 11 3% ers that win transportation con-

Mission also agrees to give the arbitrator full access to relevant ing to information supplied to the The healthy ratios of assets to ha- tracts from the New York City
documents and the authority to hold hearings if necessary In addi- PBGC By contrast, some multiem- bilities and contributions to benefit Board of Education to hire employ-
tion, the company agrees that if the arbitrator recommends payment ployer plans have amassed billions payments are "indications of a plan ees on a special Master Seniority
of some or all of the disputed $700,000 in dividends, Mission will of dollars in unfunded vested bene- in which use of the special rule will List-those who were laid off prior
comply without appeal. fits

not pose a significant risk to the in- to June 1, 1982,-and then contrib-

For their part, Arizona regulators agree to drop their accusation INn addition, employers partici- surance system," the PBGC said ute to the plan on behalf of those
that Mission acted to restrain or monopolize the business of insur- pating in the plan have steadily in- The PBGC guarantees benefits of employees -
ance and a related claim that such actions could cause Mission to lose creased their contributions to the failed multiemployer plans
its Arizona insurance license. ATU plan to pay for benefits through insurance premiums that Damage eStImated

But the agreement says the state can continue to pursue, in pro- In 1981, the latest year informa- the plans pay. The annual premium
ceedings before Mr. Stewart, its charges that Mission misrepresented tion is available, employers and is now $140 per participant NEW YORK-Storms in the
the terms of its policy and discriminated against a class of policy- employees contributed about $5 4 In addition, the ATU plan, which Midwest, East and South May 18-23
holders by failing to pay dividends. million, up from $37 million in was set up in 1955, is not affected caused $82 million m insured prop-

Mr Stewart, the arbitrator jointly selected by the company and 1977 The excess of contributions when a contributing employer re- erty damage, according to the
state, is an attorney and head of Stewart Economics Inc in New over benefits and expenses in- tires, dies or goes bankrupt because American Insurance Assn
York. He formerly served as New York insurance commissioner and creased to $32 million in 1981, up the next employer who wins a The majority of the damage oc-
as an executive at Chubb Corp from $28 million in 1977 transportation contract from the curred in Texas, primarily the

"I'm just getting into the ease," Mr. Stewart says. "The two parties Unlike some other multiem- New York City Board of Education Houston area
are cooperating with me and therefore with each other. They just ployer plans whose contribution through competitive bidding must The storm was assigned Catastro-
decided they wanted to get this thing behind them." base is shrinking due to the decline contribute to the ATU plan phe No 95 by the Insurance Ser-

of the Industry, the ATU plan con- Furthermore, the plan's contri- vices Office -

tieker
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surance industry's financial perfor-
mance will appear in next week's issue.
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