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Bill would require analysis
of costs/benefits of rules

By MARK A. HOFMANN

WASHINGTON-Cost/benefit anal-
yses of major proposed federal rules
would be required before those rules
could take effect if Senate committee-
approved regulatory reform legisla-
tion becomes law.

The Senate Government Affairs
Committee approved S. 981, the Regu-
latory Improvement Act of 1998, by an
8-to-4 vote last week, as two Demo-
cratic lawmakers joined the six Re-

publicans present for the vote to pass
the bill.

No date has been set for a full Sen-

ate vote.

The measure would apply to pro-
posed federal rules and regulations es-
timated to have an "annual effect on
the economy of $100 million or more
in reasonably quantifiable costs" by
the director of the Office of Manage-
ment and Budget.

It also would apply to rules and reg-
ulations otherwise designated by the
OMB director as "major" because they
would be "likely to adversely affect in
a material way" the economy, an eco-
nomic sector such as small business, or
state and local governments. The leg-
islation-sponsored by the commit-

tee's chairman, Sen. Fred Thompson,
R-Tenn., and Sen. Carl Levin, D-
Mich.-would affect such agencies as
the Occupational Safety and Health
Administration and the Environmen-
tal Protection Agency.

Under the bill, federal agencies
would have to take into account quan-
tifiable and non-quantifiable costs and
benefits of proposed rules. In situa-
tions where costs outweighed benefits,
the agencies would have to consider
reasonable alternatives to the propos-
als. The agencies still could implement
the rules but would have to provide

See Rules on page 61

Network markets cancer care

By ROBERT KAZEL

FORT LAUDERDALE, Fla.-An alliance of
16 leading cancer centers will try to persuade

« Using these guidelines as a springboard
to create a huge database of cancer-treat-

ment outcomes that can be used to showcase

the alliance's expertise and guide future

Crain Communications Inc. All rights reserved

the nation's largest employers that its member
hospitals can provide the best-quality, most
cost-effective care for their employees.

The National Comprehensive Cancer Net-
work, founded three years ago to standardize
cancer treatment nationally and to serve as a
marketing mechanism for many of the country's
most prestigious hospitals, is developing a mul-
tifaceted strategy for capturing more cancer-

Mr. McGivney

— treatrments.

As early as this week, the NCCN may send
marketing letters to Fortune 1000 companies
to seek their participation in the network,
said William T. MeGivney, chief executive
officer of the Rockledge, Pa.-based NCCN.
The network sent marketing letters to For-

tune 300 companies about three weeks ago,
he said.

care business. That strategy entails:

® "Probably the most controversial issue
- Negotiating with employers and managed N C O N that benefit managers deal with is the whole

care organizations for cancer-care carve-outs or

other affiliations.

+« Developing detailed treatment guidelines for virtu-

ally all types of cancer.

area of cancer," said Mr. McGivney, who

presided at a conference sponsored by the

NCCN in Fort Lauderdale, Fla., earlier this month.

See Cancer on page 62

IRS eases up on pension errors

Penalties now scaled back for employers that find and fix problems

By JERRY GEISEL

WASHINGTON-New Internal Rev-
enue Service rules will make it easier
and less expensive for employers to
correct mistakes they or IRS agents
11*over in their pension plans.

The new rules, released last week as
Revenue Procedure 98-22, assemble in
one place the procedures of the four
major programs used to correct mis-

. takes.

"There was a mishmash of different
procedures. The guidance is all in one
place, though the separate programs
continue to exist," said VValerie Grace,
a consultant in the Washington office

of William M. Mercer Inc.

"This makes voluntary compliance
easier and less expensive than in the
past,"” said Pam Scott, a principal with
The Kwasha Lipton Group of Coopers
& Lybrand L.L.P. in Fort Lee, N.J.

The four programs modified and
consolidated as the Employee Plans
Compliance Resolution System are:
the Administrative Policy Regarding
Self-Correction, the Voluntary Com-
pliance Resolution Program, the
Walk-in Closing Agreement Program
and the Audit Closing Agreement Pro-
gram.

Generally, these programs are in-
tended to encourage employers to cor-

rect their own mistakes. But in some
cases the penalties were so high-po-
tentially millions of dollars-that em-
ployers may have been reluctant to use
the programs.

With some of the programs, "we
could not guarantee employers that a
huge penalty would not be thrown at
them. In some cases, IRS auditors may
have threatened dire consequences,”
said Ms. Grace.

With penalties now dramatically
scaled back, the IRS is encouraging
self-examination and self-correction
of pension plans, experts say. Gener-
ally the penalties are no higher than

See IRS on page 57
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Updates
Retired J&H directors add

new charges in amended suit

NEW YORK-Retired Johnson & Higgins
directors are leveling new charges in an
amended lawsuit alleging they were defraud-
ed in the $1.8 billion sale of J&H to Marsh &
MeLennan Cos. Inc. last year.

The original complaint, filed last Novem-
ber, accused J&H's active directors of manip-
ulating the privately held broker's corporate

structure to secure the lion's share of the pro-
ceeds for themselves and to block the retirees

from having any say in the transaction (BI,
Dec. 8, 1997).
See Updates on nezt page

AnNnd then
Wia there were none

Xerox Corp. is selling its seventh
6 and last insurance unit, Crum

& Forster. The deals since
1995 include:

Xl Crum & Forster Holdings Inc. for $680 million
to Fairfax Financial Holdings Ltd.

XI Westchester Specialty Group Inc. for $333
million to ACE Ltd.

X| Resolution Group for $612 million to TRG
Holding Corp.

X| Coregis for $450 million to GE Capital Corp.

XI Constitution Reinsurance Corp. for $421 million
to EXOR America Inc.

X] Industrial Indemnity Holdings Inc. for $365 million.
plus debt repayment to Fremont General Corp. K

XI Viking Insurance Co. of Wisconsin for $103
million plus possible future payments to 49
Guaranty National Corp.

GRAPHIC BY JOHN HALL

Xerox sells
Crum & Forster

to Fairfax

By GAVIN SOUTER

MORRISTOWN, N.J.-Fairfax Financial Holdings
Ltd. will greatly expand its presence in the U.S. in-
surance market with the purchase of Crum & Forster
Holdings Inc. for $680 million.

The deal also marks Xerox Corp.'s exit from the in-
surance industry 15 years after it bought Crum &
Forster for $1.6 billion in what proved to be an ex-
pensive venture into financial services for the docu-
ment and copy machine company. While it owned
Crum & Forster and its units, Xerox spent more than
$2 billion adding to the troubled group's reserves.

The sale supersedes an initial public offering for
Crum & Forster that Xerox announced last month
(Bl, Feb. 16).

Toronto-based Fairfax will pay $565 million for
Crum & Forster and assume $115 million in debt. The
deal includes a $400 million reinsurance contract to
cover Crum & Forster's old liabilities. Xerox will pay
the $75 million premium for the reinsurance.

Crum & Forster had gross written premiums of
$1.06 billion in 1997. The insurer lost $244 million in
1996, the last full year for which figures are available.
However, in the first nine months of 1997 it made a
$24 million profit.

It has not yet been determined what role Crum &
Forster Chairman Joseph W. Brown Jr, or other top
management will play in the firm after the sale.

If the deal-which is subject to regulatory ap-
provals-is completed as planned by the end of the
third quarter, Crum & Forster will account for about
30% of Fairfax's premiums, according to estimates by
Standard & Poor's Corp. in New York.

Other insurance companies Fairfax owns include:

See Sale on page 61
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J&H retirees add new charges

Continued from previous page

The amended complaint, filed last week in U.S. District Court in New
York, also charges that:

« J&H's board concealed the impending deal from officers of its UNI-
SON correspondent network who were also non-stockholding members
of J&H's board. The three UNISON officials on J&H's board were Chris-
tian Dahms, partner of Jauch & Huebener KGaA of Germany, since ac-
quired by Aon Corp.; Patrick Lucas, chairman and chief executive officer
of Gras Savoye S.A. of France; and Santiago Gil de Biedma, chairman of
Gil y Carvajal of Spain, which Aon Corp. has agreed to acquire.

« Active J&H directors failed to get the best price for the broker. If the
deal had been structured as a sale of J&H's assets rather than a sale of its
stock---as it would have been without the alleged manipulation of J&H's
corporate structure-it would have generated a huge tax deduction for
M&M, supporting a purchase price of $2.1 billion, the suit says.

* The deal required part of the proceeds payable to J&H retirees to be
placed in escrow to satisfy possible claims by M&M after the closing. The
retirees were not told, though, that M&M could tap the escrowed funds to
cover damages it might owe as a result of a 1993 Equal Employment Op-
port:Unity Commission lawsuit that invalidated J&H's mandatory retire-
ment policy. The EEOC had brought the suit on behalf of some of the
same retirees now suing over the J&H sale, meaning that those retirees
could end up being forced to pay their own damages in the EEOC case
from their escrowed funds, the suit contends.

Meanwhile, 10 more retired J&H directors have joined the nine origi-
nal plaintiffs in the latest suit. They are James D. Altman, Edward J.
Buchwald, GilbertH. Dunham, E. Eric Johnson, Kenneth W. Keene, W.
Mitchell LaMotte, William C. Remington, Richard J. Rice, J. Kenneth Se-

ward and E. Massie Valentine.

An M&M spokeswoman declined to comment on the complaint.

MetLife to sell Canadian unit

OTTAWA-Mutual Life of Canada becomes the second4argest under-
writer of individual and group coverages in Canada with its acquisition
of the Canadian operations of Metropolitan Life Insurance Co.

Mutual Life said last week it has agreed to purchase MetLife Canada
for $1.2 billion Canadian ($852 million). The acquisition involves retail
life insurance, group insurance and MetLife Canada's savings business.

With the acquisition, Mutual Life will command more than 10% of the
Canadian group life/health market, up from 7%. Its individual life book
will represent 16% of themarket, up from 10%. That willplace the com-
pany second in those categories, behind Great West liife Co.

In 1997, the two companies together wrote $79.1 billion Canadian
($56.18 billion) in group life insurance and recorded $1.1 billion Canadi-
an ($781.2 million) in health insurance in force.

The acquisition is expected to close June 30.

Tax funding urged for NAIC

WASHINGTON--Several consumer organizations are complaining
about a "breakdown" in state insurance regulation caused by undue in-
surer influence at the National Assn. of Insurance Commissioners and are
pressing for more independent funding.

Specifically, the groups are urging all governors to allocate public tax
monies, either directly or through an interstate compact, to support the
Kansas City, Mo.-based organization, rather than allowing the NAIC to
rely primarily on insurers' database fees.

"The NAIC budget, about $40 million, represents a mere 0.4% of the
$9.7 billion in 1996 revenue generated for the states by insurance premi-
um taxes, fees, fines and other revenues from insurance transactions," ac-
cording to the two-page letter signed earlier this month by Ralph Nader,
Bob Hunter of the Consumer Federation of America and representatives
of the U.S. Public Interest Research Group and the Consumers Union, all
based in Washington.

In recent years, the consumer advocates charge, insurens have"subvert-
ed" control of the NAIC's agenda, especially on personallines issues such
as redlining Insurers also have emphasized their power through NAIC
database fee boycotts, the letter says.

NAIC President Glenn Pomeroy of North Dakota denied the consumer
groups"'silly" charges, which he described as "reckless and unsupport-
ed." A change in funding is not necessary, he said.

Lenore Marema, vp for legal and regulatory affairs for the Alliance of
American Insurers in Schaumburg, lll., said she is concerned that regula-
tors may respond to the letter with a "knee-jerk reaction" and may be re-
luctant to actively support such projects as the commerciallines deregu-
lation proposal.

Mr. Pomeroy responded by saying that concern gave the critics' charges
more credence than they deserve.

Protective buys United Dental

BIRMINGHAM, Ala.-Protective Life Corp. will buy United Dental
Care for $175 million in cash and stock to create the nation's third-largest
dental managed care company, the companies announced last week.

The combination of Protective's Denti-Care operations with United
Dental will create a coast-to-coast network. Dallas-based United Dental
specializes in group dental insurance, providing coverage to 1.8 million
members in 32 states under a broad range of dental benefit programs.

The managed care products of Birmingham, Ala.-based Protective
are licensed in 13 states. The company has more than 500,000 mem-
bers enrolled in dental managed care networks, and it provides dental

See Updates on page 62

Errors & omissions

* Due to a communication error, information on Eldorado Computing
Inc. was not received for the March 2 Directory of Benefit Information
and Claims Systems. The listing appears on page 51.

Claimants seek to counter

Women with implants want chance to file competing offer

By JOANNE WOJCIK

BAY CITY, Mich.-The commit-
tee representing women with sili-
cone breast implants is seeking
the right to file a counteroffer to
the sweetened settlement propos-
al Dow Corning Corp. submitted

last month.

The Tort Claimants Committee
last week filed a motion in U.S.
Bankruptcy Court in Bay City,
Mich. Under bankruptcy court
rules, Dow Corning has the exclu-

sive right to offer a bankruptcy
reorganization plan. But because
Judge Arthur J. Spector has twice
rejected the manufacturer's plans,
the women are hoping to win the
right to file a competing proposal
with the court.

"Dow's had three chances to de-
vise a reasonable solution. Each
time they've refused to negotiate
and have offered inadequate, un-
fair and legally flawed plans," as-
serted Ed Blizzard, an attorney
who represents the women and a

committee member.

However, Dow Corning Presi-
dent Gary E. Anderson said in a
press release announcing the lat-
est reorganization plan that the
company "developed this amend-
ed plan with input from a variety
of sources and with significant
consideration and input from
women with breast implants.”

He also said the company is
"disappointed that the Tort
Claimants Committee chose to file

See Dow on page 62

Texas employers to receive
workers comp refunds

By MICHAEL BRADFORD

AUSTIN, Texas-Texas em-
ployers stand to collect up to an
estimated $76.2 million from in-
surers in refunds from the state's
workers compensation residual
market.

But not all employers are
pleased with the refund amount,
saying attorneys are taking mil-
lions of dollars in fees they didn't
earn-money they say should go

to policyholders. They have
agreed not to fight the fees, how-

A policyholder attorney said the
highest possible refund would be
$85 million, with attorneys fees
shaving more than 10% off that.
The exact amounts will not be

known until insurers calculate
what policyholders are owed.

The parties agreed to the payout
in a settlement that got prelimi-
nary approval last week from

Travis County District Court
Judge John Dietz. Texas workers
comp insurers and the Texas De-
partment of Insurance reached the
settlement after months of negoti-

ations.

A hearing on final approval is
scheduled for June 10.

The payments go to policyhold-
ers that bought retrospectively
rated policies from the Texas
Workers Compensation Insurance

See Texas on page 57

Better HMO results foreseen for'98

By JUDY GREENWALD

It probably will come at the ex-
pense of employers being forced
to pay higher rates, but managed
care companies could have a bet-
ter year this year after a 1997 per-
haps best forgotten by many com-
panies.

Much will depend, though, on
health maintenance organiza-
tions' success in increasing rates
enough to outpace costs and their
ability to handle problems, in-
cluding inadequate management
information systems, integration

of acquisitions, consumers' disen-
chantment with HMO products
and anti-managed care legisla-

HMO stock

performance
will be tied to

HMO
Results

individual
results.

page 60

tion, observers say.
Meanwhile, HMOs' stock per-
formances are likely to depend

upon their particular financial re-
sults (see story, page 60).

Major developments in fiscal
year 1997 included Kaiser's $270
million loss for the year and Ox-
ford Health Care's $284.7 miillionl
fourth-quarter loss, which has led
it to seek $700 million through a
capital infusion from an outside

investment firm and debt financ-
ing (BIl, Feb. 23, March 2).
However, employers' apparent
willingness to accept higher rates.
should ensure better overall fi-
nancial results for the industry’
See HMOs on page 60

Taking risk straight to investors
Analyst predicts risk managers sometimes will bypass insurers’

By GAVIN SOUTER

ORLANDO, Fla.-Risk man-
agers one day will bypass insurers
and go straight to institutional in-
vestors to obtain coverage for at
least some of their corporate risks,
an insurance analyst predicts.

"Surely as night follows day,
some portfolio manager, some-
where, someday, will take a
chance and take some workers
comp or general liability risk di-
rectly from a risk manager, with-

out an insurer in between. And

the rest, as they say, will be histo-

Inside

= As buyers' interest in financing risks in the capital mar-
kets grows, brokers and insurers would be wise to share
knowledge of the tools with their customers, this week's

editorial says. PAGE 8

» Although Lloyd's of London may post record 1995 prof-
its, market conditions will prevent such high returns for the
next few years, analysts say. PAGE 55

» Most jurisdictions fall short of a self-executing workers
compensation system, an analyst says at the annual is-
sues conference of the Workers Compensation Research

Institute. PAGE 59
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ry," said Alan Levin, a managing
director of Standard & Poor's

Corp. in New York.

VWhile in-
stitutional
investors
still are fa-
miliarizing
themselves
with eatas-

- trophe-
linked bonds
and other
risk securiti-
zation vehi-

Mr. Levin cles, they are

Classifieds

becoming more comfortable with
the risks as more deals are com-
pleted, Mr. Levin said.

The increase in securitization of
risks is just one result of the
search for increased efficiency in
the insurance business, he said.

The need for a more efficient in-
surance market is demonstrated
by the recent mergers and acqui-
sitions of seemingly healthy com-
panies, Mr. Levin said last week
at a seminar sponsored by Stan-
dard & Poor's in Orlando, Fla.

The current insurance market

See Levin on page 52
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Developing your resources

Capital markets primed for buyers

By RODD ZOLKOS

ers tapping

the capital

reinsurance,” the next step in
risk securitization might see cor-
porate risk managers transfer-
ring risks directly to investors.
Although the risk securitiza-
tion market remains in its infan-
cy, the catastrophe bond deals
done in the past year have

helped build the sort of infras-
tructure that would be needed

before individual corporate buy-
ers could engage in securitiza-
tion of their risks.

Through the experience of the
1997 cat bond deals by United
Services Automobile Assn.,
Swiss Reinsurance Co. and
Tokio Marine & Fire Insurance
Co. Ltd., bond underwriters,
credit rating agencies and in-
vestors have developed the fa-
miliarity with risk securitization
Nneeded if the market is to take
that next step, according to Dan
Moyer, senior director and head
of the insurance group at bond

rating agency Fitch IBCA Inc. in
New York.

WwWith that infrastructure in
place, if corporate buyers find a
lack of appetite for their risks in
the traditional insurance mar-
ket, "if they want to explore the
capital markets, the mechanisms
exist,” Mr. Moyer said.

"My prediction is you will see
the first of this within the next
12 months,” said Morton N.
Lane, president of Sedgwick
Lane Financial L.L.C. in Chica-
go. Others ventured the same
time frame for buyer-driven cat
bonds.

"l think that when it happens,
it will be a defining moment in
the capital markets,"” Mr. Lane

said. "It will be a defining mo-
ment for a number of reasons,
not the least of which is that
when the insured does that, they
will effectively be going past
both the insurance company and
the reinsurance company."”

The scenario typically spelled
out presents the capital markets
supplementing, rather than re-
placing, traditional insurance
markets. In that context, there
are several reasons companies
might want to look toward
transferring certain risks direct-
ly into the capital markets.

One is that while the current

See Investors on next page

Legal consultants for hire Policyholders can tap help

Can strengthen case, improve settlement terms

By MICHAEL PRINCE

5-2 Klithin the specialized

\ //' field of risk manage-

ment consultants lies a

subspecialty: consul-

tants who provide ad-

V V vice and often expert

testimony in disputes between policyhold-
ers and insurers.

The legal consultant, often called the lit-
igation support consultant, is hired by and
works for the coverage counsel. But often
the policyholder's risk manager will select
the consultant. Consultants work less fre-
quently for insurers in their disputes
against policyholders.

Also, while consultants might have law
degrees, more often they are risk manage-
ment consultants.

For those risk managers and attorneys
who have hired the consultants, they have
proven to be a valuable addition to their
litigation team, often strengthening the
case so the insurer settles the case on bet-
ter terms than if no consultant were used.

"You must have a consultant that can
advise and assist your coverage counsel,”
said Frank A. Chapman, vp and risk man-

Top U.

ager for Enterprise Products Co. in Hous-
ton.

Another risk manager, Don MeLaughlin,
director of risk management for Butler
Manufacturing Co. in Kansas City, Mo.,
agrees on the importance of using a consul-
tant. "He can usually help in putting to-
gether the case because the attorneys don't
have a firm grasp on the underlying issues
of insurance,”" he said.

The legal consultant can perform two
roles. First, he or she advises the attorney
in developing a litigation strategy, includ-
ing which people to depose, what questions
to ask and how to respond to the insurer's
discovery strategy. In this capacity, the
consultant is a behind-the-scenes expert
whose existence may be unknown to the
opponent.

But a more common role is as an expert
witness. Here, the consultant will testify in
a pretrial deposition and at trial.

"I'm there to testify on custom and prac-
tice in the insurance and risk management
industry,” said Donald Malecki, chairman
and chief executive officer of consulting
firm Donald S. Malecki & Associates in

Cincinnati.

See Legal on page 6

S. independent”*

risk management consultants

(Ranked by revenues, dollar figures in millions)

In accounting for claims

By MICHAEL BRADFORD

tI--P na perfect world, harmony would

always prevail between policy-

holders and their insurers when
settling claims.

In reality, however, claims can

23 lead to battles over who should

pay for what and how much.

"We help walk our client through the
process. We help them get their claim filed
and settled,” Mr. Wilks said. He said he
sometimes negotiates a cash advance from
an insurer to get the policyholder back in
business after a business interruption loss.

"To some degree, we are a counterbal-

ance to the accountants for the insurance

company," agreed Daniel Lentz, Wash-

Insurers often appear to have an edge, ington-based partner and director of

with resources that enable them to call on

adjusters, accountants, engineers, archi-

Ernst & Young L.L.P.'s Financial Adviso-
ry Services Practice for the Mid-Atlantic

tects and other professionals when deter- Area.

mining how much a policyholder is owed.

He referred to an industry joke that

But more policyholders are getting help "having an insurance company adjust

in presenting their claims from public ad-
justers and accounting firms.

"We try to even the scales a little bit,"
explained Don A. Wilks, national director
of business insurance consulting with De-
loitte & Touche L.L.P. in Dallas. "Insur-
ance companies have a whole army of
people working on claims 24 hours a day."

Policyholders, however, don't have the
knowledge that comes with handling large
losses on a daily basis, he said.

Index:

your claim is like having the IRS prepare
your taxes."

"There's nothing wrong with accoun-
tants for insurance companies," Mr. Lentz

said.

It's just that the insurer's accountants
have been instructed to consider the intri-
cacies of policies and losses differently
from the way policyholders do, Mr. Lentz

said.

See Adjusters on page 10

Complex claims
Specialist consultants

page 16

page 18

Revenues
1997 pure risk offering help
management %change Number Professional risk OHices
consulting trom 1996 of clients management slaff 1 Total/U.S. BaCk tO SChOOIfC
1 Ernst & Young L.L.P. $41.3 99.5 550 1172 8/6 . .
2 Coopers & Lybrand L.L.P. 38.7 106 1,970 161 22/13 RISk managers Iearnlng
3 EQE International 30.0 25.0 1,000 410 11/6 to Stay cu rrent
4 Andersen Worldwide 28.7 9.5 885 144 8/8
5 Deloitte & Touche L.L.P. 28.2 19.5 1,000 161 27/18
6 Tillinghast-Towers Perrin 27.5 o8 790 55 29/17 Directory
7 Dames & Moore Group 260 182 600 148 55/37 of Risk Management
8 Watson Wyatt Worldwide 18.8 1.1 1,400 95 15/11
9 KPMG Peal Marwick L.L.P. 10.6 0.0 1903 653 11/7 Consultants page 20
Risk Management & Actuarial Consulting
10 Milliman & Robertson Inc. 9.3 16.3 1,100 33 24/24

*Not affiliated with insurance companies or brokers ' Stalf figures are given in tull-time equivalents 2 Dedicated to Ernst & Young's risk management and actuarial services

group ] Estimate

Source: 8/ survey

Spotlight Editor:

Michael Prince
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insurance market is generally re-
garded as soft, there remains a la-
tent demand for coverage that is
not being served.

Many companies with very large
catastrophe exposures don't even
try to obtain coverage in the exist-
ing market, for example, because
they can't obtain the limits they'd
require or the cost would be pro-
hibitive. For those companies, the
capital markets might provide a
way of transferring some of that
risk.

Credit quality is another issue
some businesses might consider.
Corporations buying insurance
coverage from companies with the
same or lower credit ratings than
themselves, and often with expo-

-ro'*lar

sure to the same risks, might see
the capital markets providing an
attractive option for risk transfer.

Contractual issues such as dis-

putes over insurance contracts
that create claims settlement
problems are another possible
consideration. In comparison to
the insurance contract, the trig-
gering provisions of the bond
covenant often are much more
clearly defined.

"The way the bonds are struc-
tured, there tended to just be cash
put up with a trustee,"” Mr. Moyer
said. "From an economic point of
view, there's cash on the barrel-
head ready to get paid."

Still, while the capital markets
offer potential advantages and the
mechanisms for using it are now
in place, "It's important to note

that the market is still in its in-

fancy, and while there still seems

to be a lot of interest in it all, 1

think the number of deals is still

rather small compared to other
securitizations we have seen," Mr.

Moyer said.

ciently, he said.

Some see existing inefficiencies
in the capital markets as limiting
its applicability for risk transfer.

"The only occasion where |

'1 think there's really an opportunity for

some of the more mundane things to be
placed in the capital markets as time

goes on,’' says Scott M. Sanderson.

The market is far from being as
active as those for securitizing
credit card receivables, auto loans
or mortgages, and needs to reach
the sort of size "plateau" where it

will have the liquidity and "ro-
bustness” needed to be used effi-

think it makes sense and immedi-
ately comes to mind would be a
company that has a large expo-
sure to windstorm, earthquake,
things like that and coul(in't get
enough coverage in the insurance
markets," said Richard M. Inser-

traditions

For

alternative

FRONTIER INSURANCE GROUP, INC.

A long time player IN specialty markets, Frontier is uniquely able to

provide you with the expertise and insurance services vital to successful

onshore/offshore risk-sharing vehicles such as captives, rent a captives,

risk retention groups and other forms of alternative risk transfer
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ra, assistant treasurer-risk man-
agement and insurance at the
Union Carbide Corp. in Danbury,
Conn.

"They might choose to go to the
capital markets,"” Mr. Inserra said.
"Other than that, | don't know
that it would make sense.”

Capital markets deals "are ex-
pensive to do," the Union Carbide
risk manager said. "(And) there's
a fair amount of time and effort
each time getting one of these
things off the ground.”

"It would have to be a big expo-
sure to make it worthwhile,"” he
said. "Perhaps a group of compa-
nies could package their risks to-
gether, but even then it would
have to be very large."”

Scott M. Sanderson, a senior vp
with J&H Marsh & MelLennan
Inc. in Minneapolis, said that
while he has seen interest among
clients in tapping the capital mar-
kets, so far none has had expo-
sures large enough to make that
transfer worthwhile.

But while the risk securitization
deals done to date have focused on
catastrophe risks, Mr. Sanderson
said he thinks the capital market
opportunities for individual buy-
ers might be more likely to come
through pooling more run-of-the-
mill exposures.

"l think there's really an oppor-
tunity for some of the more mun-
dane things to be placed in the
capital markets as time goes on,”
Mr. Sanderson said.

Using the example of savings
and loans making individual
mortgage loans, then bundling
those loans together and transfer-
ring them into a secondary market
as mortgage-backed securities,
Mr. Sanderson asked, "Why
couldn't you do that same sort of
thing with some of the more mun-
dane risks like workers compen-
sation?"

"l can see more of a pooling
kind of arrangement there,” he
said. "Say, for example, you had
an association of California

restaurants.”

That's essentially what's been

done with the synthetic reinsur-

ance that has been created

through risk securitization, Mr.
Sanderson suggested, where that
reinsurance risk being transferred
into the capital markets essential-
ly represents a pooling of smaller
risk exposures.

Mr. Inserra said he sees another
possibility in a sort of hybrid ap-
proach involving both insurers
and the capital markets.

"These deals are so complex to
put together, | think what you
might see is a sort of partnership
with a sophisticated insurance
company and the capital markets
working together,” he said.
"Sometimes the insurance compa-
ny might be the initiator, and
sometimes it might be the capital
markets coming to the insurance
company and saying: 'Hey, we've
got something going here. Help us
understand it. '

Another possibility some men-
tion is that corporate buyers could
follow the model created in last
year's cat bond deals and create a
special-purpose vehicle to issue
the bonds.

That approach can provide in-
surance accounting benefits and
keep the risk securitization activ-
ities off the parent corporation's
balance sheet.

"What we also could see is that
there would be something that
would be attached to a normal

debt issuance,"”" said Mr. Lane of
Sedgwick Lane Financial.

In that case, a company can at-
tach some insurance risk to a

See Investors on page 6
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Spollight report

Investors

Continued from page 4

more traditional bond dealit's bring-
ing to market in exchange for offer-
ing investors a more attractive
coupon rate than they could have
earned on the traditional debt offer-
ing alone.

"What the investor then has to do
is say,"Well, I'm getting 100 extra ba-
sis points or 300 or whatever; what
extra risk am | taking on for that,"”
Mr. Lane said.

Whatever the form corporate buy-
ers transferring risk directly to the
capital markets might take, Mr.
Sanderson said he's "thrilled about
the concept" and confident it will
happen, though he's unsure when it
will take place.

Fitch's Mr. Moyer also said he's not
sure when the move might occur.

One factor hindering the move is that
"The insurance expertise really does
lie with the insurance companies
now," he said.

The fact that investment banks
have no historical links with the in-
surance brokers, who as intermedi-
aries help determine where a policy-
holder's risk is placed, might further
hinder any large-scale move to busi-
nesses transferring risks directly into
the capital markets, Mr. Moyer sug-
gested.

But, he emphasized, the experience
gained through the first cat bond is-
sues means that that kind of risk
transfer approach is now possible.

"If a Ford Motor Co. or a big com-
pany wanted to call up their regular
bankers and say,'Could you bring in
your insurance guys?'. .Could that
be done?" he asked. "Theoretically,
yes. The infrastructure is here more
so than it was in the past”

Legal

Continued from page 3

Anna Engh, a partner with the
Washington firm of Covington &
Burling and a policyholder attor-
ney, said she hires consultants to
help the jury "understand the is-
sues from the perspective of cus-
tom and practice of the insurance
industry.”

Chris Bechhold, a partner with
Thompson, Heine & Flory in
Cincinnati who represents insur-
ers in litigation with policyhold-
ers, says a policyholder's expert
"makes the difference between
winning and not winning."

As a result, if the policyholder
brings in an expert, he feels the
need to counter with his own. "If |
cannot effectively counter with
my own expert, | have a problem,”

he said.

A consultant's expert testimony
can cover such areas as what the
parties generally expect from a
type of policy, how certain policy
language developed, the history of
a type of policy and what the
phrases in the policy mean, said
Jim Marshall, executive vp of Siv-
er Insurance Consultants in St.
Petersburg, Fla.

Consultants also can testify on
such topics as whether an agent or
broker breached professional
ethics, or whether an insurer dealt
fairly with a policyholder.

Either of the consultants’ two
roles sharply differs from the usu-
al role of risk management con-
sultants.

Legal consultants "deal with a
real conflict, with specific facts
and policies at issue,"” said Mr.

Marshall, who does both tradi-
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tional risk management consult-
ing and legal consulting. Legal
consultants are hired when "liti-
gation either has been commenced
or is expected to be commenced,”
he added.

INn contrast, risk management
consultants work with policy-

'Something about an
insurance policy is
viewed as a mystique to

the legal profession,'
says Frank A. Chapman.

holders on an ongoing basis, unre-
lated to specific disputes with an
mnsurer.

Although a coverage attorney
may be experienced in many in-
surance issues, a legal consultant
still can provide the attorney
added insight.

"Many of the lawyers involved
with coverage problems don't un-
derstand insurance policies," said
Mr. Chapman. "Something about
an insurance policy is viewed as a
mystique to the legal profession,”
he added.

The consultant also performs
work a broker cannot. Their work
"is superior to any work product |
have seen from the broker com-
munity,” Mr. McLaughlin said.
"What we're dealing with here is a
higher level of knowledge that
you can't get anywhere else."”

But consultants can help only if
they are the proper ones for the
job. Not every consultant is suited
for every case. Some experts don't
really know the particular topic at
issue, so they end up learning it
"at your peril," said Mr. Chap-
man. He said he hires four or five
consultants a year for litigation
against insurers.

Charles Schropp, a partner with
Schropp, Buell & Elligett in Tam-
pa, Fla., said the consultant must
be an expert in the precise issue
involved.

"People don't know everything
about everything," he said. "They
have an area of expertise, just as
lawyers do."

In his experience, Mr. Chapman
said, having a consultant is criti-
cal to any coverage dispute. "Il
have not ever gone into a coverage
issue without using an expert to
give testimony," he said.

Because using the right consul-
tant is important, Mr. Chapman
advises choosing one with an
ARM or CPCU designation. "That
at least gives you the feeling they
know the basic concepts of insur-
ance," he said.

But don't rely solely on those
designations, he cautioned. "You
must look beyond their creden-
tials,” he said. It's important, Mr.
Chapman said, to read copies of
any depositions the consultant
gave in prior cases, to review a list

of cases in which the consultant

participated and to know those
cases' outcomes.

Also, he advises verifying their
credentials, as some consultant
she interviewed have submitted
false curricula vitae.

Experience is another critical
aspect of a consultant's back-
ground, Mr. Chapman said. He
prefers someone who has at least
10 years of experience and knows
about risk management, insur-
ance company workings and the
brokerage business, as well as the
historical trends in policy lan-
guage and what any changes
mean.

Mr. Chapman also looks for

See Legal on page 10



1h Aad with Reliance Natm ; ‘l,rTHE C];IO[CE

Réfiance National’s pri)iluéts:ﬂlﬁ‘15:";1&1.11:1‘- anderiritien By Relidnte Insurance C mnp.u-v
Reliance National Indemnity Company, Retiance:National Insurance Company, Reliance
Insurance Company of Hlinois, Reliance Insurance Company of California, United Pacific
[usumsm (,omp wmy andior I{r,h.mu, SEII‘& ty Company.




8 / Business Insurance, March 16, 1998

Opinions

Share new tools with buyers

AS INTEREST GROWS In fapping the gapital markets

forTi inancing capacity ogica corpora
buyers, as well as insurers and reinsurers, should be able to
take advantage of this new resource.

While to date such transactions have involved only in-
surers and reinsurers transferring catastrophe risk to in-
vestors, that is bound to change in the future. It is likely, in
fact, that some corporate buyers already are exploring the
feasibility of such a financing option.

In other words, what's good for the goose is good for the
gander.

As we report in this issue, the handful of cat bond deals
of 1997 laid the groundwork for the securitization of risk.
The bonds issued last year by various insurers and reinsur-
ers raised the comfort level of rating agencies, investors and
bond underwriters and, indeed, the insurance industry it-
self.

Some observers of this trend express doubt that buyers
will avail themselves of the capital markets for anything
but the most extreme natural catastrophe exposure, such
as large hurricane or earthquake risks. While we disagree,
we believe that even if interest were limited solely to catas-
trophe risks, demand for capital-markets risk financing
would be significant.

VWhat occurs next is up to the insurance industry. Insur-
ers and reinsurers can use this newfound source of capital
to reduce their costs and pass on savings to their customers,
or they can watch their customers bypass them entirely to
take advantage of this risk financing option themselves. In-
vestment banks and stock brokerages would be all too will-
ing to step in and lend a hand. Just as some corporate buy-
ers prefer self-insurance options to the traditional market,
some buyers are likely to go it alone when it comes to secu-
ritizing their risks.

For the rest of the market, however, the insurance indus-
try has an excellent opportunity to provide new cost sav-
ings and flexible risk financing tools for these customers.

Insunms and brokers are well-positioned to facilitate this
process, providing a conduit to capital markets for buyers.
They have the experience and expertise with insurable ex-
posures needed to package risks for the investor. And
thanks to the ongoing convergence of insurance and other
financial services, they also have the resources and part-
nerships to make this happen. Travelers Corp., for exam-

Letters
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ple, with its ownership of a property/casualty insurer and
a major Wall Street brokerage, would appear to be espe-
cially well-positioned to develop capital-market solutions
for clients, and no doubt other insurers have similar abili-
ties or will seek out partners with complementary financial
skills.

Brokers also may see an opportunity to line up investors
willing to underwrite risk while providing other services
buyers need, such as claims handling and loss control.

Although it is unlikely that capital markets soon will
compete with the cost and efficiency of the traditional in-
surance industry, especially given the current competitive
market conditions, there is no guarantee the soft market
will continue forever. Nor will the traditional market al-
ways be able to offer the capacity buyers need for certain
risks. For companies with such risks that are unwilling to
retain or avoid them, the capital markets may offer a real
alternative financing opportunity.

And opportunities also abound for insurers and brokens
who see capital markets as a means to provide new solu-
tions for their customers rather than a chance to feather

their own nests.

Editorial should have lauded TPA performance

To the editor: The March 9 editorial,
"Beware Outsourcing Pitfalls," missed the
biggest point. It accurately talked about
how consulting firms that had experiment-
ed in administration of client plans had not

done well. Brs moral to employers was,
. .there are several lessons to be learned
from the problems some consultants have
had in developing outsourcing operations."
Bingo! That hit the spot. The consultants
are just that-consultants-and when they
tried to hurriedly jury-rig benefits admin-
istration operations, it often didn't work,
no matter how much money they threw at
it. Some of those commercial partnerships
even raise red flags about potential fidu-
ciary breaches of "self-dealing."”
However, the editorial falls flat on its
face for what isn't mentioned. The pioneers
and continuing successful champions of
benefits administration outsourcing are

Letters to the editor

Business Insumnce wetcomes Letters to
the editor. We reserve the right to edit tet-
ten for clarity or space. Wewilt not pub-
tish unsigned letters. Please send your
letters to Letters to the Editor, Business
Insurance, 740 N. Rush St., Chicago, Itt.
60611; far: 312-280-3174; e-mail: pwin-

ston@cmin.com

third-party administration firms. The TPA
industry is more than 50 years old. Be-
tween 40% and 79% of employers hire
TPAs for all or part of their benefit admin-
istration (the percent depending on whose

statistics you want to believe). TPAs set
out from the start to be devoted to cost-ef-

ficient outsourced administration. It is not
some last-minute sideline outsourcing de-
partment.

Employers stranded by the retrench-
ment of big-name consulting company
outsourcing should look in the mirror
when assessing blame. They are big-name
companies lured by the big names of con-
sulting firms.

The editorial is also silent on the biggest
threat for employers. Yes, there are proba-
bly software and other solutions for crank-
ing out checks and reports. However, the
biggest risk to an employer is the ill-de-
fined and ever-shifting government com-
pliance requirements. Penalties for even
innocent or unknowing noncompliance are
designed to cripple the employer's fi-
nances. Every year, there are more than
1,000 new laws, regulations, interpreta-
tions, official opinions and major court
cases relating to employee benefit plans.
They come from about 300 different gov-
ernment offices (meaning that there are
conflicts, often even between dictates from
the same governmental agency). Only

about one-third of these requirements get
adequate explanation, even in the techni-
cal trade journals. That's in part because
only about 1 % ever get final comprehen-
sive guidance how to comply. (For exam-
ple, COBRA is now turning 12 years old,
and final regs for all situations will proba-
bly never come. Even some things written
in the temporary regs are shifting.)

Lawyers are quick to say that only a fool
is his own counsel. With the threat of gov-
ernment compliance, it might be said that
only a foolish employer does his own gov-
ernment compliance administration. Gov-
ernment compliance now relates to every
claim as a potential crippling trap for em-
ployers. TPAs have purposely designed
their services for this reality of life.

Bl's editorial did a fine job explaining
the minuscule point of the demise of the
consultant attempts at outsourcing. . .but
where was the rest of the story about the
long-established TPA industry that con-
sultants unsuccessfully tried to mimic?
Where is the warning to employers that go-
ing it alone is like a stroll through a mine
field? Your editorial needs part two and

maybe three.
Frederick D. Hunt Jr.

President
Society of Professional
Benefit Administrators

Chevy Chase, Md.
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Legal

Continued from page 6
consultants with good communi-
cation skills. "You don't want one
that is too technically oriented so
that he can't get the point he
wants to make across to a juror,"”
he said.

Finally, Mr. Chapman added,
it's important to listen to a legal
consultant who thinks your case is
not solid and advises you to settle,
even if you disagree.

"Don't hire someone who will

simply dance to your tune," he
said.

Often insurance companies will
object to the consultant's testimo-
ny at trial, said Ms. Engh, the
Washington attorney. They argue
that the expert will testify on the
state of the law, an area reserved

L=

11, 1¥1

for the judge and jury.

Ms. Engh counters that charge
by explaining that the Cons.11-
tant discusses neither the law nor
prior cases but talks about :he
policy language and its recog-
nized meaning in the insurance
world.

"There is certainly a place for
this testimony," she added.

Another benefit of using an
expert is it focuses the litiga-
tion on the insurance coverage
and not on the underlying suit
that gave rise to the insurance
claim, Ms. Engh said. Frequently,
the insurance company tries to
change the focus away from the
policy and onto the original suiit in
an attempt to make the policy-
holder look bad, she said. But us-
ing the expert helps to refc, cus the
case to the policyholder's advan-
tage. ial

Adjusters

Contir.114 f-cm page 3

"And,. no: coincidentally, in a
way that's favorable to the insur-
ance company, ' he said.

In :he past several years, public
adjusters and accountants have
joined forces to provide claims
adjusting services, For example,
KPMG Peal Marwick L.L.P. has
formed an alliance with Adjusters
Interna:ional, a consortium of
public adjusters located through-
out the United States. About five
years ago, Arthur Andersen & Co.
aligned with The Ritter Group of
Cos. a Chicago-based claims
man agement and adjusting firm.

Such alliances of accounting,
consulting and loss adjustment
serv.ces give the policyholder the
same capabilities as the insurer

when calculating losses, accord-
ing to Gerald Ritter, a principal of
The Ritter Group.

"We can mirror what the insur-
ance company brings to bear," he
said.

Public adjusters "act as an ad-
vocate of the insured to help in
the development, preparation and
settlement of insurance claims,”
explained Ronald J. Papa, presi-
dent of National Fire Adjustment
Co. Inc. in Buffalo, N.Y., and vp of
Adjusters International.

Claims negotiations, "like any
transaction, always involve dif-
ferences of opinions," Mr. Papa

said.

Sometimes the differences show
up in the final payout.

Hiring these policyholder advo-
cates doesn't always guarantee a

larger settlement than the insurer
offers. But sometimes the final
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check is far more than the insurer
originally was prepared to pay, as
some risk managers confirmed.

In 1991, a hail storm caused sig-
nificant damage to schools in the
Dallas area. The Dallas Indepen-
dent School District's insurer, The
Travelers Insurance Co., assessed
the damage and offered $2.7 mil-
lion to settle the claim, a Travelers
spokesman confirmed.

"We didn't think that was
enough," said Cheryl Johnson, di-
rector of risk management for the
district.

Adjusters International, which
approached the school district af-
ter the storm-a common business
practice of public adjusters-was
hired to do another assessment.
The consortium's damage esti-
mate was at least $13 miillion.

Travelers finally agreed to pay
about $5.9 million after the school
district's deductible, the insurer
spokesman said.

In 1993, Beaulieu of America
Inc., a Dalton, Ga., carpet manu-
facturer now named Beaulieu
Group Inc., estimated its property
and business interruption losses
from a winter storm at $12 million
to $15 million.

Beaulieu's accounting firm,
Peat Marwick, introduced its
client to Adjusters International.

The public adjuster reworked the
claim and estimated Beaulieu

could recover $52 million.

The final settlement with

Beaulieu's insurer, Liberty Mutu-
al Insurance Co., was $38 million,
nearly triple Beaulieu's initial fig-

ure.

Liberty Mutual officials de-
clined to comment.

"They basically do everything,"
from calculating damages to filing
the claim and working with
the policyholder to negotiate a
settlement, Bob Ingram, direc-
tor of safety and management at

See Adjusters on page 14
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Spotlight report
Adjusters

Continued from page 10
Beaulieu, said of Adjusters Interna-
tional.

Mr. Papa of Adjusters Interna-
tional said that “for the most part,
it's a very professional and respect-
tul relationship” between the pub-
lic adjuster and insurer. “We have
our vantage point, and they have
theirs. Our responsibility is to have
done our homework.”

Using an outside adjuster can
help the process because the policy-
holder is well-prepared to deal with
the insurer, according to Mr. Ritter.
“When businesses get into these
losses without the proper advice
and consulting, positions often
freeze.”

But the reputation of public ad-
justers to consistently figure claims
much higher than insurers hasn’t
endeared them to underwriters.

Ms. Johnson said the Dallas
School Distriet’s insurer wasn't too
pleased initially with the district’s
decision to use a public adjuster.

“At first, they were upset that we
had done that,"” she said. But even-
tually, the two sides worked togeth-
er to agree on a settlement.

“I've had insurance companies
ask me why we use a public ad-
juster,” said Mr. Ingram. Insurers
tell him that the adjusters, who gen-
erally work for a percentage of the
settlement, have a reputation of in-
flating claims.

“Our response is that we probably
come out somewhere in the middle
because it is also widely known that
insurance company adjusters mini-
mize the claim,” he said.

William J. Falsone, senior vp in
charge of property, recovery and
surety at Chubb Corp. in Warren,
N.J., said, “There are some very
good public adjusters, and some
that are not so good.”

“I would say that they have a
place for the insured that does not
have a significant inventory or
structural loss” and is not familiar
with the claims process, he said.

But what is troublesome, Mr. Fal-
sone added, is that “they generally
are compensated on a percentage of
the loss settlement” and therefore
have an interest in seeing insurers
pay as much as possible to settle a
claim.

“They are an interesting group of
people, and I think they can provide
a good service,” said William S.
Rodgers, managing director of bro-
ker Willis Corroon Corp. in
Nashville, Tenn. “But I think they
rarely do provide it because of the
way they operate.”

Often, claims end up grossly over-
stated when public adjusters are in-
volved, said Mr. Rodgers, who won't
work on a client’s claim if a public
adjuster is involved.

It's difficult enough to work out
the numbers with an insurance
company, Mr. Rodgers said, and
having to justify a public adjuster’s
figures is asking too much. Doing
so, he said, would cause him to lose
credibility with the insurance in-
dustry.

“If I work with a public adjuster,
everything I say is circumspect,”
Mr. Rodgers said. While he admit-
ted that public adjusters can be
helpful on small losses or with
claims where a broker isn't being
used to provide claims services, he
said, “The reputation they have es-
tablished is one in which everyone
looks at them with a jaundiced eye."

Mr. Rodgers said, “They're the
ambulance chasers,” showing up en
masse to battle for business after a
disaster or chasing for clients that
suffer fire losses.

It's a charge public adjusters
don’t entirely deny.

“That’s the urfortunate part of
the business—soliciting,” said
Bruce Swerling, a principal with
Swerling, Milton & Winnick Public
Insurance Adjustzss in Boston.

Appearig at d:sasters does give
the profession & rsputation as am-
bulance chasers, ne admits, bu: it
provides th= only time the firms ean
approach potent:al clients when
they are cefinitely in need of :he
public adjuster’s services.

Mr. Swesling daZended his profes-
sion as one that a’leviates the poli-
cyholder’s burdens of preparinz a
claim while satisfying the needs of
the insurer. And he says that using
a public aZjuster helps the poliizy-
holder get =z fair shake.

“Some people taink if you live in
a million-dollar kome and it burns
down, you shou.d put a trailer in
your driveway,” hz said.

But it isn't advertising or the >ub-

lic ajjuster’s skill that brings ir. the
mos: business, Mr. Swerling sa:d.
“You want to knew what gives us
the biggest source of our business”

|
‘There are some very
good public adjusters,
and some that are not
so good,’ says William
J. Falsone of Chubb.

The way the insurance compan:es
handle their claims. The public kas
absclutely no confidence in them."”
That’s true for Paul Toretta, pres-
ident of New England Treztment
Co. :n Woonsocket, R.I. He said he
would not hesitate to call en Mr.
Swerling again after the poor ser-

vice he received from his insurer on
a large claim

When his waste-disposal compa -
ny’s cnly farnace malfunctionad
and slowed cperations several yezrs
ago, the foot-dragging with his
claim began, Mr. Toretta recalled.

After severa. months of little re-
sponse, Mr. Toretta said he was
preparing to settls what he consid-
ered was a $525,000 claim for
$300,000 to £40),000. Before he
agreec to th= bayment, Mr. Swer-
ling was hired to take another look.

The public adjuster’s figures indi-
cated the loss was around $900,000.
When a settlement was finally
reached, “we collected nearly
$800,000,” Mr. Toretta said.

It wasn’t just the insurer’s origi-
nal offer that irked Mr. Toretta but
also the undsrwriter's apparert
lack cf concern for his business.
“We didn’t know we needed a pub-

lic adjuster because we thought the
insurance company would help us
with the loss. The insurance compa-
ny did not help us prepare the
cleim.”

n fact, he added, “They tried to
stiff us by being impossible to deal
with."

_t’s not just a money grab tc use a
public adjuster or an accountant to
help with a claim, policyholders
say. They need the expertise those
professionals provide.

“We're not professionals at as-
sembling loss claims,” said Mr. In-
gram of Beaulieu. “We're in the car-
pet and rug business.”

That's why a public adjusting
firm, even if it agrees with the in-
surance company's figures, provides
a service that gives the policy-
hclder peace of mind that the claim
is being fairly handled, Mr. Ingram
sawd. El
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Accountants summoned to help in typhoon claims

ome Guam business

e. are turning to
their accountants to
help settle damage
claims from Typhoon
Paka.

After pounding the U.S. territo-
ry with high winds and rain in
December 1997, the storm left
Guam with property damage to-
taling about $385 million.

Businesses' overall losses are
expected to reach $115 million,
according to a report released
earlier this year by the Guam
Economic Development Authori-
ty. Local government agencies
sustained losses of about $120
million, and homeowners suf-

fered the biggest hit, with dam-
age estimated at $150 million.
The report is based on damage
surveys by the Economic Devel-
opment Authority and estimates
compiled by the American Red
Cross and agencies of the local
and federal governments.
Property owners that sustained
some of the worst damage are
asking their accountants to help
calculate complicated business
interruption and other losses.
"Part of my job is to get over
there as soon as possible to start
working with clients of the
firm," said Don A. Wilks, nation-
al director of business insurance

consulting at Deloitte & Touche

L.L.P. in Dallas.

AnNnd it's not unusual to pick up
new clients once his staff is on
the scene, Mr. Wilks added.
"When people found out we were
there, the phone started ring-
ing."

In working with clients on the
island, Mr. Wilks said he saw
some good policies and a lot of
really bad ones. Examples of bad
ones, he said, have high de-
ductibles on typhoon coverage or
low sublimits for the insurance.

The typhoon caused an esti-
mated $7 million in damage to
Guam International Airport.
Property damage of about $5
million was sustained by Conti-

nental Micronesia, the principal
airline serving the island, ac-
cording to the Economic Devel-
opment Authority.

The Port of Guam estimates
damage will total about $7 mil-
lion, and engineering and con-
struction consulting firm Duenas
& Associates suffered about
$700,000 in damage to equip-
ment, furniture and fixtures, ac-
cording to the Economic Devel-
opment Authority.

Whether from a storm or some
other catastrophe, any large pol-
icyholder should be ready to
handle a business interruption
loss, said Daniel Lentz, partner
and director of Ernst & Young

Since the late 18705, the auto.

matic sprinkler has provided basic

fire protection support for industry.

Although the fundamental design

of the automatic sprinkler is simple,

the facilities it protects have become

increasingly complex.

Through the research capabilities

of the Factory Mutual Engineering

& Research Corporation, Protec-

tion Mutual serves the needs of

business by pioneering improved

sprinkler designs.

This commitment to superior facility

protection provides Protection

Mutual insureds with an extraordi-

nary insurance value. Protection

Mutual combines engineering exper-

tise with insurance to protect the

world's leading organizations.

It comes down to one word.

Protection.

With physical and financial

protection, we will secure the

future of your business.

Part of the Factory Mutual System

300 South Northwest Highway
Park Ridge, lllinois 60068 847.825.4474

www.Promutual.com

L.L.P.'s Financial Advisory Ser-

vices Practice for the Mid-At-
lantic area.

Mr. Lent=z said his firm recom-
mends that every client assemble
a team including the company's
insurance broker, accountant
and risk manager that is ready to
act when a loss interrupts busi-

"We also recommend someone
from senior management be
there,” Mr. Lentz said, and pos-
sibly engineers and architects,
depending on the type of risk.

Mr. Lentz reminded policy-
holders that it is in their best in-
terest to be prepared because
they will be confronted by a sim-

ilar team from the insurance

company.

-BY Michael Bradford
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Consultants help broker larger claims recoveries
Experience, clout and contacts with insurers make them valuable, risk managers say

By GAVIN SOUTER

isk managers with

complex claims are

increasingly turning

to claims consultants

at brokerages to help

them get maximum
payments from insurers.

Specialist claims consultants
provide claims experience, access
to experts, superior contacts with
insurers and clout that even large
risk management departments
cannot provide, risk managers say.

As the reputation of public ad-
justers continues to wane, claims
consultants provide a viable and
often superior alternative, they
say.

Specialist claims consultants
differ from claims handlers at bro-
kerages, who provide limited
claims services to policyholders as
part of their standard service. The
specialist claims consultant pro-
vides much more detailed and ex-
tensive service to policyholders
with complex claims. Rather than
work on dozens of claims at a
time, the specialist is likely to han-
dle no more than a dozen a year.

The extra service does carry an
extra fee. But according to risk
managers who have used claims
consultants, the increased size of
the claims payments the consul-
tants obtain generally more than
makes up for the fees.

In complex cases where a policy-

holder initially is denied coverage
even when it seems likely that the
policy would cover the claim, a
consultant at a brokerage can help
avoid litigation between the poli-
cyholder and insurer, said Eugene
Anderson, senior partner at poli-
cyholder law firm Anderson, Kill
& Click in New Yecrk.

' I'd go with the client to see the
broker and say. 'Here is the reason
why there is coverage, and we
know that you agree ihat there is
coverage. So please can you call
the head of the claims department
at the insurer and discuss with
them how the matter can be re-
solved, '. Mr. Anderson said.

By using this method in one
case, a policyholder cbtained $10
million in coverage without hav-
ing to sue, he said.

The claims consultants' contacts
with insurers are one of the many
reasons for using their expertise,
said David Evans, lizigation and
claims manager at AMCO, a real
estate company in Washington.

After AIMCO had snffered a fire
loss in Kansas of more than $3
million, it used the claims consul-
tant at its broker, Sedgwick Group
P.L.C., to help analyze, prepare
anc present the claim to its insur-
er. Mr. Evans said. The extra ser-
vice was part of an extensive ser-
vice agreement AIMCO had nego-
tiated with Sedgwick.

"At one point, things started to
get a little sticky, and the consul-

tant set up a meeting with the car-
rier which included the president
of its property company,” Mr.

Evans said.

He said he believes a local pub-

the coverage should be applied. Or
a consultant may be called on to
provide the complicated proba-
bilistic analysis used to estimate
the likely cost of remediating

In one case, a policyholder brought in a
consultant after tentatively agreeing with
the insurer that there was no coverage
and got a $75 million recovery.

lie adjuster could not have per-
suaded such a high-ranking exec-
utive to attend a meeting over a
claim. "Clout is important,” Mr.
Evans said.

Aside from improving communi-
cations with insurers, claims con-
sultants provide expertise in
claims work that risk managers
and policyholder lawyers do not
normally have, said Philip R. Sell-
inger, a partner at Sills Cummis, a
policyholder law firm in Newark,
N.J.

"They can assist in presenting
settlement data in a way which in-
surance companies are accus-
tcmed to," Mr. Sellinger said.

For example, when a claim con-
tains an allocation issue, the con-
sultant may produce and present a
claims package thal sets out how

damages in complex cases involv-

ing pollution cleanup, he said.
Claims consultants often are

used in environmental and as-
bestos claims, said Dennis Connol-

ly, a senior vp at J&H Marsh &
MelLennan and a claims consul-

tant in New York.

Consultants that deal with many
of these claims and have an inti-
mate knowledge of the insurance
market may be able to offer advice
on claims strategies that would al-
low pclicyholders to collect more
money than if they simply relied
on their own elaims expertise or
legal advice, he said.

For example, a claims consul-
tant may advise a policyholder

whether or no: to accept a claims
offer from an insurer in runoff

that is less than the amount

claimed, even though the policy-
holder would likely get a court to
uphold its full claim, Mr. Connolly
said.

"When you have a claim that
may not be completed for 20 years,
a recovery may not be worth as
much as a substantially discount-
ed settlement,” he said.

A claims consultant can advise
the policyholder of the likelihood
of obtaining the full or partial
claim from a troubled insurer, Mr.
Connolly said.

Consultants also can spot cover-
age risk managers miss, he said.

"We had one case where the in-
sured and the insurer were in ten-
tative agreement that a particular
claim was not covered. But the in-
sured asked us to take a look at it,
and we secured a $75 million re-
covery," Mr. Connolly said.

He would not give details but
said it was a pharmaceutical prod-
ucts claim.

About half of Mr. Connolly's
clients are J&H Marsh & MelLen-
nan clients. The other half are
clients of other brokers, he said.

When consultants are called in
on claims, they work on them as
distinct projects, said Joseph Lat-
tanzio, practice leader of catastro-
phe property claims consulting
services at Sedgwick in New York.

"If a client hires me, I'm the per-
son that negotiates directly with
the insurance company adjuster,”
he said.

In addition to using his own ex-
pertise, Mr. Lattanzio has his own
consultant engineers and accoun-
tants, who can match the efforts of

experts that insurers bring in.
See Consultants on page 18
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Spotlight report

Evolving role illustrates importance
of risk managers continuing education

By MEG FLETCHER

06D Up FECIASS B

sional risk man-
agement organizations is motivat-
ing many risk managers to take
continuing education courses to
build a firmer foundation for their
expanding roles.

"The world of risk management
is broadening, so what a risk man-
ager needs to know is enormous,"”
said Jane Combrinck-Graham,

Consultants

Continued from page 16

INn some cases, a claims consul-
tant may even instruct the con-
tractors who arc, rebuilding a site
after a major property claim, he
said.

By getting involved in all of the
majoi aspects of a claim, a consul-
tant can optimize the coverage,
Mr. Lattanzio said.

"Itt is the only way that | can
guarantee that a claim will be de-
veloped in a format that fits the
coverage," he said.

For example, a claims consul-
tant can determine whether build-
ing code upgrades are necessary
for a building and whether the
costs of making those upgrades
are covered in the insurance poli-
cy, Mi-. Lattanzic) said.

"A lott of insurance policies cov-
er upgrades, but the insurance
companies are often shocked by
the dollar amount when you claim
for them," he said.

The determination of coverage
for cocle upgrades and the presen-
tation of the claim was one bene-
fit of using a claims consultant in
AIMCO's Kansas fire claim, said
Mr. Evans.

Also, the consultant helped in
determining when code} upgrades
were not needed even though local
code officials initially insisted on
them. he said.

"They are representing more
than just our interests-they are
making sure that the construction

process is correct,” Mr. Evans
said.

Claims consultants also are a
good alternative to public ad-
justers, whose fees often are based
on the size of the recoveries ob-
tained from insurers, said Frank
Christoph. claims director for
Browning-Ferris Industries in
Houston.

"l don't subscribe to public ad-
justers; that is not the way | like
to operate," he said.

Yet when a policyhol(lei- suffers
a large loss, it usually doesni
have the experts on staff to deal
with the claim, Mr. Chi-istoph
said. In particular, he said, policy-
holders need expert advice in cal-
culating business interruption
claims.

When Browning-Ferris had a
multimillion-dollar claim after a
fire at a unit in Maryland, it used
Sedgwick to construct the claim it
presented to its insurer, Allendale
Mutual Insurance CcoO., Mr.
Christoph said.

'We didn't get everything that
we asked for. But | think that at
the end of it all, we got what we
were owed and the insurer fell
that it had paid what it owed us,"”
he said. [al

who directs the Center for Ad-
vanced Risk Management Educa-
tion. CARME was established last
December as a division of the
American Institute for CPCU and
the Insurance Institute of Ameri-
ca in Malvern, Pa.

"A risk manager must be the
communicator of' expertise within
an organization, and education
nourishes that,” said Ms. Com-
brinck-Graham. Tne institutes,
which oversee the Associate in
Risk Management certification
program, among others, is devel-
oping specialized courses on
health care and putlic entity risk

GA

management
CARME.

topics through

Norman A. Basilini, chairman
and CEO of the institutes. ob-
served that -when the New York-
based Risk & Insurance Manage-
ment Society Inc. approached thE
institutes in the early 1960sto de.
velop the ARM program, the term
'risk management' was just be-
ginning k be used. But. he said.
'Recent requests from organiza-
lions around the world for practi-
ial yet conceptual risk financing
and risk control education con-
vinced our trustees to dedicate

substantial human and financial[

RV

resources to this increasingly im-
portant discipline."

The need fer education has
grown as risk managers' responsi-
bilities have changed, noted Amy
Geffen, directer of professional
development for RIMS.

In =he past risk managers spent
a good deal of tneir time buying
insurance. Today, their companies
are exploring a broader range of
risk financing; alternatives. she
said.

Also, many companies are pro-
viding opper:unities for risk man-
agers to participate in strategic
planning for tneir companies,
rather than just focusing on oper-
ational issues, Ms. Goffen said.

Risk managers. must cope with
the trend toward "integrated or
holistic risk management,” which
expands their concerns to include
their companies' portfolio risk

ard risk to reputation, added Lin-

d: Lamel. R-MS' executive d.rec-
tor.

In addi-.ion, "tney want b be
pi epared to briniz products and
ideas to their companies,"” Ms.
Lamel said.

'The risk -nanager today needs
to have definitely a growing inter-
action with the treasury defirt-
m 2nt of his m- her company and
understand financial and nan-
agerial accounting,” saic .-ohn
Rt»th, director of risk management.
for Milwaukee County, Wis., and

viz of RIMS national comm.ttee

for education and student in-
vol vement.

'The risk manager today who
feels he or sne hEs 'arrived' .sn'11
going to make it without continu-
in g education,"” Ms. Rath said

lie admitted, however__ tnat

Continued on next page
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Contznued from premous page within certain parameters nars on current issues, such as the In addition, Ms Geffen said, be- Participants also will be able to

"education is competing with all RIMS 15 engaged in offering a Year 2000 crisis and new ways to ginning in June, online classes post questions and answer them as
other demands for an individual wide variety of programs and use risk data. The seminars take lasting from three to six weeks part of the class These new asyn-
risk manager's time " courses using both innovative and chronous-mode classes will be
The professional organizations traditional approaches This dermonstrated at RINMS" anmnmnual
and rendors that offer learning September, it will begin offering conference, beginning April 27 in
opportunities are responding to courses for its Fellow in Risk Man- The |ine between ﬁnanCia| riSk management San Dle fo)
risk managers' time crunch by de- agement designation, an advanced In addition, RIMS will offer ca-
velop-ng continuing-education professional educational program and insurance risk management is blurring, reer development seminars that
matenals that use a variety of ap- similar to one already in place in . il i iti i
proaches and media to supplement Canada (Bl, April 14, 1997) SO people on both sides need to learn ‘-;—Vglplizzl?Sferfjsﬂ?,:;glggatif;
traditional approaches such as Obtaining an FRM designation more...' says Lev Borodovsky. courses will include critical think-
publications The new approaches will require 10 classes, including ing and leadership
include condensed classes and the three courses required for Even with the Introduction of
CD-ROM software ARM certification or its Canadian new courses, some of the best edu-
Another new option for risk equivalent Accounting and bum- cational opportunities provided by

managers is distance learning, ness law classes will be offered place in several locations around will be offered on risk manage- RIMS and other educational
wh,ch allows students and teach- first Plans are for all courses to be the United States ment survival strategies and man- groups remain their annual con-
ers to communicate from different available on a crecht or non-credit Other professional development aging business risk These com- ferences, which combine educa-
locations and at different times, basis through a variety of means, courses are available through mul- puter-based classes will be pro- tional sessions with business
often by computer (Bl, Aug 18, including university classes and tida; sessions Topics Include vided in an "asynchronous" mode, meetings

1997 1 Such an approach gives stu- online or self-study Each course global risk management, insur- although the teacher and students "Networking is a real key ad-
dents greater independence to de- will end with a national exam ance stlategles and employment may interact frequently in the vantage to attending the pro-
termine their own study time, RIMS also offers half-day semi- practices hability course of weekly assignments grams," said Jack Gibson, presi-

dent of the Dallas-based Interna-
tional Risk Management Institute,
which publishes commercial lines
insurance and risk management
information materials and spon-
sors a construction insurance con-
ference every fall
s Risk managers interested in con-
a centrating on health care risk

"I Al management may want to consid-

. ! . .
,'T ,,2. ,%4 fX.. 4= 1o er taking a specialized course
tryg available through the insurance

. ) institutes' new CARME program,
1 said Ms Combrinck-Graham The
course stems from a strategic al-
liance with the American Society
of Healthcare Risk Management in
4 Chicago

A similar alliance with the Pub-
lie Risk Management Assn in Ar-
lington, Va , is expected to result
in a specialized program for pub-
lie entity risk managers by year

end
f . . AP " Our ambitious goal is to im-
| kl” N I prove risk management practice
through education, and better

practice will benefit many people
worldwide with a safer environ-

41/11/BIj,|

ment,"” said George L Head, an
AICPCU/IIA vp who pioneered
the ARM program and will serve
as senior staff of CARME, in a
written statement
Other organizations also are of-
fering risk management educa-
tion
"The line between financial risk
management and insurance risk
management is blumng, so people
on both sides need to learn more
about each other's discipline,"”
said Lev Borodovsky, director of
Credit Suisse First Boston He is
executive director of the Global
Assn of Risk Professionals in Tar-
rytown, N Y
GARP offers a course and exam-
mahon leading to the Financial
----1 . Risk Manager designation, which
was designed primarily for finan-
t f cial managers
Risk managers also can learn
from new software products de-
signed for finance and business
professionals Learning Insights in
Chicago sells two multimedia, CD-
ROM-based products that explain
13 alternatives for raising capital
F1 as well as financial risk manage-
ment concepts and applications
Each product costs $600, accord-
ing to Lee Guthrie, Learning In-
A sights' senior vp for product de-
velopment
Or, for risk managers seeking
highly sophisticated software that
provides a complete financial risk
management program, Algorith-
mics Inc in Toronto sells a collec-
tion of integrated software for fi-
nancial institutions and corpora-
tions The product addresses ana-
lytic, data management and re-
- = : porting needs The entry-level
price is about $500,000, according
to Harvey Gordon, Algorithmics'
vp for business development
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A&L Risk Management Ltd.

6110 Blue Cirde Drive, Suite 235,
Minnetonka, Minn. 55343;
612-933-5560; fax: 612-931-1147

1997 revenues

Risk managementconsumng revenues. NA
Contiruous consulting. 80%
Risk management audits.

Special projects . 12%

Staff

Total. ...

Risk management professionals.............. 1
Indudes: 1 principal consultant, 2 consultants,
1 analyst; 1 CPCU, 2 ARMs, 1 CSP, 1 CIC

Clients
Minimum size. None
Consulting since: 1986.

Services: Insurance coverage and limits analy-
sis, broker and vendor services analysis, risk man-

agement organization studies.

Specialties: Manufacturing, global companies,
foreign companies with U.S. operations.

Locations: Minneapolis.

Compensation: By the project, on retainer, by
the hour: prindpal consultant, $125 to $175; consul-
tant, $90 to $110.

Oftficers: Robert Abraharnson, execu6ve consul-
tant/CEO.

AMI Risk Consultants Inc.

11410 N. Kendall Drive, Suite 208,
Miami, Fla. 33176-1031;
305-273-1589; fax: 305-2744706

1997 revenues

Risk management consumng revenues. NA
Continuous consulting 5%
Risk management audits. 15%
Soacial proteds. 5%
Adua,iavaccouning se,vices . 75%

Stall

Total 9

Risk management professionals
Irdudes: 1 principal consultant, 1 consultant, 2 actuar-
ies, 2 analysts; 1 CPCU, 1 ARM, 2 FCASs, 1 ACAS

Clients

Consulting since: 1992.

Services: Alternative risk f: nancing consulting,
colsulting on design of risk management informa-
Dion systems, actuarial consulting.

Compensation: By the project, by the hour pnn-
dfal consultant, $180 to $200. consultant $130 to
$175; analyst, $90 to $120, deical, $25 to $40.

Contact: Bob Ingco, president/chief actuary. .

Advanced Insurance

Management

3230 S. Harlem Ave.,

Suite 204, Riverside, 111. 60546;
708-442-0335; fax: 708-442-0820

1997 revenues

Risk management consumng revenues.. .......... NA

Riskmanagementaudits...... .... »10%
Starr

3

Risk management professionals. 2

Indudes: 1 principal consultant, 1 Donsultent; 1 CPCU

Clients

Total
Associatons....

Minimum s,ze $20,000
Consuting since: 198-7.
Services: Insurance coverage and limits analy-
sis, broker and vendor seraces analysis, exiert wit-
Specialties: Manufactuing, ointractors.
Compensation: Bi the project, by the hcur: pAn-

, cipal cons-lltant,$125, consultant,$100; derical, $25.

Officers: Edward J Priz, presdent

Affiliated Risk
Management Cos

770 \1. Jefferson,
Milwaukee, Wis. 53202;
414-271-7333; fax: 414-271-6494

1997 revenues

Risk management consulung revenues __$2925,000
Conunuous consulting. 50%
Risk maiagementaudits e 26%
Special projects. —ee25%

| directory of risk management consultants

Staff

Risk management professionals..............cccccceeeiiiinninnn 39
Indudes: 8 principal consultants, 20 consultants,
11 analysis, 1 CPCU, 1 ARM, 2 CSPs, 3 CICS, 2 PEs

Clients
292

Associations.
Minimum size. ,$2.500
Consulting since: 1997
Services: Most risk management services.
Locations: Chicago, Madison, Milwaukee, Port
Washington, Racine, Ripon and Waukesha, Wis.
Compensation: By the project, on retainer, by
the hour: principal consultant, $95 to $125; consul-
tant, $75; analyst, $50; derical, $25.
Officers: Paul Price, president; Curt Klade, trea-
surer, Dave Ginder, vp, Dave Schwoerer, secretary.

J.H. Albert International

Insurance Adyvisors Inc.

72 River Park,
Needham, Mass. 02194;
781449-2866; fax. 781-449-5430

Continued on page 22
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8/ directory terms and methodology defined

The directory of risk management consul-
tants lists companies that generate at least
$100,000 of their gross revenue from pure
risk management consulting. Business Insur-
ance defines pure risk management consult-
ing as providing advice on risk management
issues on a fee-for-service basis; this excludes
activities such as conferences, publishing,
claims administration, computer time shar-
ing, consulting for insurers, captive manage-
ment and employee benefit consulting.

Listings begin with financial/statistical in-
formation. This section includes: total 1997
gross revenues and 1997 revenue generated
by risk management consulting, including the
percentages attributed to continuous risk
management consulting, risk management
audits, special risk management projects and
actuarial/accounting services.

The staff section details the total number of

employees, as well as the number of profes-
sional employees assigned to risk manage-
ment consulting. Professionals are broken out
into principal consultants, consultants, actu-
aries and analysts; professional designations
(as defined below) held by staff members are
also provided.

Next is the total number of risk manage-
ment consulting clients, including the num-
ber of association clients. In addition, the
minimum-sized client by risk and insurance
budget is listed.

The next section begins with the year risk
management consulting services began; par-
ent company and services provided follow.

If a company specializes in three or fewer
services, those specialties are listed. Other-
wise, the company reported that it offers
most or all of these general risk management
consulting services: alternative risk financing

consulting, insurance coverage and limits
analysis, broker and vendor services analysis,
consulting on design of risk management in-
formation systems, risk management organi-
zation studies, claims consulting, loss preven-
tion consulting, expert witness services, loss
settlement assistance and actuarial consult-
ing.

If a company specializes in consulting to
three or fewer types of business or industry,
the specialties will be listed; otherwise, the
company reported that it provides services to
all or most types of businesses. Majority-
owned locations providing risk management
consulting are listed next. Compensation
specifies whether the company is paid on a
project basis, on a retainer basis and/or by
the hour. If compensation is charged by the
hour, the ranges of hourly charges are given
for principal consultant, consultant, analyst

and clerical work.

If a member of the Society of Risk Manage-
ment Consultants is on staff, the listing will
indicate SRMC member. The names and titles
of the company's top officers and the name of
a contact person conclude each listing.

The directory is published as an editorial
service; there is no charge to be included. In-
formation reported is based on each compa-
ny's response to a Bl questionnaire. Although
every effort is made to publish complete and
accurate listings, Business Insurance is un-
able to verify all information.

Following are the full professional designations for those
abbreviated under the staff heading: ACAS is Associate, Ca-

sually Actuarial Society; ARM is Associate in Risk Manage-
ment; CIC is Certified Insurance Counselor; CPCU is Char-

tered Property Casualty Underwriter; CSP is Certified Safe-
ty Professional; FCAS is Fellow, Casualty Actuarial Society;

PE is Project Engineer; CMC is Certified Management Con-

sultant.
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Cont *med .fronj Page 20

. 75%
Con#nuous consulting 7 Statt

" . " He N
Rlsi m.inagement audits s0 Tota 3
S| | prelects
1997 revenues pecal prelects *manal€neR pr*sacnals 2
$E.500.000 Sta# Ir,dudes 1 pn,c,pal corsultant 1 analys
Total gross revenues 12 Clionts
Rish ma-lagernent wnsdbng re.emu€ s - $€, %%Q, 09(0 T( 8
Cintinuous consuling % R.,sk’inanage:nent p,tessicnals. Total
5% Inckides 3 5 pnnapal consulta-lts, L 5 consittants,
Rs< nanagemen audts 5% 5 CPGUE 2 ARMs Minmum E ze'
Siectai imjects - °
stann Clients Con_sutirgsince 137( )
as Total Eo0 Services In:urarce co,-e age and linds analy-
Totd a7 Minimums ze Nore sts. ener vnr-ess SErvines jcintinsurance funds
Risf management p-liessionals

trcuces 9 pnnalE! crnsutans 28 consultaits,
19 CPCJs, 13 ARME, 1 OSF

Chens
Total 800
Assoctations &

Con:ulting since 196-7

Serkices Most nsk manaE enent serves

Compensation= By the -0-ir prnalpai consul
tan , $180 to $325 consultan, :150, analy st, $115

SRMC member

Crficers Joseph H Albert president. M chae! AT
Rodman executive vp. Gaorge W Hest, Thomas
L Atrirs, Martin S Beman, ips

Contact. JoseT h H Albeit

Aldrich & Cox Inc.
3075 Southvvestern Blvd Sui e 202,
Orchard Park,NY 14-27-1287,
716-675-6300, fax 716-675-2098

1997 revelues

Risc -n:nagement consulting reElues NA

vz -

a1 Lf

34

Locations Red Ban< N J
Compensaton By the project, on retaire, by
the -10.Jr prnc¥:al csutilt, $150, anatist,$51
ERMC memJei
Cantact Huber M Farrow, president
Repres€rts minmimfee

Consultlig since 1951

Services Most nsE maneggmert services

Comperatton B" the p cied, by he nour con-
sultait, 580 to $165

SRMC rrember

Officers Charles H Co<, president James B
Hood Jr e>ecutive vp, Mictae B Ccyle, Ernest A
Holfoth, ips

Contact- Chades H Cox

Alpha Risk Management Inc.
60 Cutte, Mill Foad,
Great Neck,Ny 11021,

All Risks Ltd. Inc 516-829-3500, fa 516-829-6029

294 Broad St.

195- reverues

-* 500 surance e age

1 analyst, 1TARM 1 CIC
Clients

Total 47
5 1
Associallons --

Consultlng since 133
mal e ns< finanging consultng

ment guidelines'au:lits br banks

Specialties:|/ anufacturing, financial sevices,
real estate
Locations Molreal

Compensatorr Ey the project, on retatner, by

the hour

Officers FE rte it rl Feldman, presidenVCEO,
Judith Scott, managing director-Canada, James E
Branigan, execut'e v), Fran Carieton, Arne M
Reyerson, se itor ns

Altus Per:ners hc.

1 Aldwy- Center,
Villanoia, Fa - 9085,
610-526-9130, fax 610-526-2021

1997 revenues

Red Eank, N J 07701 E oss ey $1,900,000 A
’ ; Smanage nent consubng revenues $1, 900 000 Riskman n tlng revenues 85%
732-741-3450, fax 732-758-1888 A MEORAELE L U3
Rst, maidgement aidrs 15% ISK management atdis 5%
1997 revE nues Soelal ngcts 25% Special prolects
Totatgro-»spvenues $134 634 st
Risk naragement cons.imrg reielues $134634 15 Total
Ccntinlous consumng 47% Total _

Risk rranagement acits -

32% Rd n anegern po-es.lonals
Speaa pgects

21% 1-dides Gpnnclpal zonsulants, 2 consJitanS,

3
2

*/S

AllIf

9 REk manage/entp,ofesenals

Includes 1 pnnapal cons.Jtant 1 consultant, 1 analyst

> ¢ 1

Clients

Total 70
Assocabons ©
Minimum see $10,000

Consulting since 1997
Serv,ces Alternative risk financing consulng, in-

In
andlimt-sanalysts, ns manage surange coverage and limits analysis, broker and
r servi S analysis

Compensation By the project by the hour pnn-
opal consultant, $150, consultant, $85, analyst,
$50, dencal, $25

Officers Charles T Wilmerding, president,
William J Calderaro, vp

Contact Charles T Wilmerding

American Risk Managers Inc.

330 County Highway 35,
P O Box 789, Hamilton, Ala 35570,
205-921-7979, fax 205-921-3146

1997 revenues

Tota gross revenues $6§°’°0°

Risk management consulting revenues $5 5;;9
Conunuous consumng 1 0°/°
Rmk management audits 50,;
Speaal prolects s%
Actuanal/accounbng services °

Stafr

Total 12

Risk management professionals s

Includes 2 prinapal consultants, 3 consultants,

3 3 allatys4 2 CPCUs, 1 ARM, 3 CiCs

Clients

Total 64
Associattons °
$25,000

Minimum size

Consulting since 1979

Services Insurance coverage and limits analy-
sis, daims consulting, loss prevenbon consulbng

Locations Hammon, Ala

Compensation By the project, on retainer, by
the hour pnnapal consultant, $125, consultant, $75,
analyst, $55, dencal, $35

SRMC member

Officers Walter D Haney Sr, chairman, Walter
D Haney Jr, president, Ginny Hughett, vp

Andersen Worldwide
1601 Market St,

Philadelphia, Pa 19103,
215-241-8071, fax 215-241-7420

1997 revenues

Total gross revenues $11,300,000,000
Risk management consulting revenues $28,730, 833
Continuous consulting

3%
Risk management audits 86%
Special prolects ;"
Actuanal/accounting services P
Stafr
Totil 103,378
Risk management professionals 144

includes 17 pnnapal consuitants, 43 consultants, 12
aduanes, 72 analysts, 2 CPCUs, 1'ARM, 11 FCASs,

3 ACAS
Clients

Total 885
P 6
Associations

Ser'vices Most nsk management services

Locations San Jose, Calif, Hartford, Conn, At-
lanta, Chicago, New York, Philadelphia, Houston,
Milwaukee

Compensat,on By the project, on retalner, by
the hour pnnapal consultant, $300 to $500. consul-
tant, $225 to $300, analyst, $100 to $225

Ofticers Michael L Toothman, managing part-
ner, Michael L Bennett, business nsk/management
consulting, Mark C Hargis, environmental services,
David A Borghes], littgation/insurance claim con-
sumng, Richard G Gregove, daim consulting

Contact Ellen A Semple, malkehng manager

Aon Management Institute Inc.

628 Hebron Ave, Corporate Center
11, Glastonbury, Conn 06033;
860-659-6780, fax 860-659-6787

1997 revenues

Total gross revenues $3,000,000

Rtsk management consuling revenues $3’°°°§°5°;
Contlnuous consulting 30/"
Risk management audits 20/"
Special projects ©

Stafi

Total 18

Risk management professionals °

Includes 2 pnnapal consultants, 8 consultants,
1 analyst, 3 CPCUs, 4 ARMs, 3 CSPs

Consulting since 1986

Parent Aon Corp

Services Claims consulting, loss prevention
consulting, benchmarking

Locations San Francisco, Hartford, Conn,
Chicago, St Lou,s, Dallas

Compensation By the project, on retainer, by
the hour pnncipal consultant, $300, consultant,
$250 to $300, analyst, $150, dencal, $50

Officers Rebecca S Bruce, presidenUCEO,
Fred Muldoon, senior vp, Anne Ritter, Cathie Big-
ger, Richard Bolmen, senior vps/managing consul
tants, Mary Ann Allen, Danny Holtsdaw, consul-

tants

Aon Risk Management
Services Scandinavia A/S

Strandgade 4C, Copenhagen,
Denmark 1401 KBH K,
45-32-69-7140, fax' 45-32-96-9634

1997 revenues

Risk management consulting revenues NA

Continuous consulting 50%

- EKr19
Speciaj protects

staif

Total 10

Risk management protessionals
inducles 4 principal consultants, 5 consultants,
5 ARMSs, 1 PE

Continued on page 24
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On April 18th, 1906 a heavy earthquake devastated San Francisco.

The unexpected happens.
We're there when you need us.

re

Fax +49/511/5604-188
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Continued from page 22

Minimum see

, March 16, 1998

Indi<les 5 pnnapal consultants, 2 consultants, 3 ana
tysts, 1 ARM, 1 CSP, 1 PE

Consulting since 1980
Services Ergonomics, worl<ers compprogram

ton, building contractors
Locations Scottsdale, Ariz

Clients
Slients design and audft, data analyses and waretousing Compensation By te project
Total 10 Total - 112 Locations Oakland, Cab , A-jsiln and El Paso, Officers Charles W Olsen, presidentCEO,
Assocallons 1
$102,000 Associattons 6 Texas Donald Naolo, vp-rob.ist intelligence, Edward

Consulting since 1990
Parent Aon Corp

Services Insurance coverage and limits analy-
sis, rsk management organization studies, loss pre-

ventlonconsulting

Locations Copenhagen, Denmark, Helsing-

borg, Stod,holm and Vaksjoe, Swede

Co,sulting since 1985

Services Most nsk management services

Locations los Angeles, San Franasco. Atlanta,
Chicago

Compensation By the project, on retalner, by
the hour pnnapal consultant, $105, consultant, $90

" Officers Harry P Minjanian, president

Compensation Bytheprijecibythe hour con- Krupinski, ip-englneenng, Diane Barkley, CFO,

sultait, $140 to $165

Oftficers. Irvin D Nicholas, prewdent/CEO, Dan
Nichilson, lai Ayala, executive .ps, Janet Cal-
hoor, Larry Dean, Bill Handley, senor vps

Contact Peggy Eller

ARCS International Inc.

Bonnie Banks Olsen, corporate secretary
Contact CharlesW ,Disen
ARM Tech

23701 Birtcher Dr ,
Lake Forest, Calif 92630-1783,

SRMC member
Officers Steve P Kahn, Michael M Kaddatz.

Steven A Gltcksman, pnnapals
Contact Michael M Kaddatz

Associated Consultants Inc.

P O Box 636,
Park Ridge, 111 60068,
847-698-9880, fax 847-698-9905

1997 revenues

Compensation By the prolect, by the hour pnry- Total gross revenues $220,000
apal consultant, $175 to $250, consultant, $125 to Applied Risk Management 8777 E Via De Ventura 714472-8324, fax 714-472-9228 Risk management consumng revenues $184,000
$200 Suite 135, Scottsdale, Aiz 85258, 1007 revenuss e ooetin o

Officers Lone Hertz, managing director, Siuart 2101 Webster St, 602-951-3903, fax 602-351-3889 pectal projects ©

i . ’ Total gross revenues $3,450,000 Staff
Henney, executive drector Oakland, Calif 94612
Contact- Stuart H ’ ’ RIsk management consulbng revenues $3,100,000 .
ontac uart Henney 510452-9300, fax 510-452-1479 1997 revenues Continuous consulting  Totaj ) ) 2
Risk managementconsulang re.enies $250,000 Risk managementaudits 15% Risk management professionajs 1
. ) 1607 revenues e p?dects g re, e Special proeds 19% Indudes 1 prnapal consultant
Applled Risk Control Corp. Actuanal/accounting senices - 26% Clients
. Total 5 ross revenues $33,000,000 Stan Staff
15 N Mill St, Nyack, N Y 10960 Risk management consulting revenues $3,297,000 Total s Total 21
_ - _ _ 70% Assoaabons 5
914-365-2444, fax 914-365-2478 Conhnuous consumng o Risk management professionals a Totad . 2
Risk management audits 15% | Risk management professionals 14 . .
15% ncudes 1 gnnapal consultart 1 consultant, . Consulting since 1981
1997 revenues Spectal protects 2 analysts, 1 ¢PCU, 1 CSP, 2 FEs Includes 3 pnnapal consultants, 6 oinsultants, 1 actu . .
Starr ’ ’ ’ ary, 4 anaysj, 4 CPCUs, 4 ARMS, 1 FCAS, 1 CIC Services Insurance coverage and limits analy-
Total gross revenues $742,000 Clien:s X X sts, broker and vendor services analysis, loss pre-
Risk management consuling revenues $59,000 Total 250 Consulting since 1 582 vention consumng
" " N Total 104 . .

Continuous oonsulting 75% RIsk management professionals 10 N N Services Most nsk rr anagement services :

. " 20% Includes 10 consultants Minimum size $10,000 L i Spectames Manufactunng, associattons, whole-

Risk management audits ? Specialties Health care providers, ublmes, con- saiers/distnbutors

Speaalprotects 5% Clients Consulting since 1997 struction
Stan Services Ask managerrent oganizat,on stud- i i Compensation By the hour pnncipal consul-

Total - 30 ger 9 ? Compensation By the project, oy the hour pnn- tant, $135, consultant, $90, dencal,$35
Total 12 Associations o7 les, Iosslpre.ventlon consuiting . eli)al consultant, $185 to $200, consultant, $120 to SRMC member
Risk management professionals 10 Minimum sze None Specialties Health care provioers, transporta- $150, analyst, $45 to $80, dencal, $25 b $45 Officers Robert K Nelson

ON
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AuditRate Inc.

60 W Supenor St,
Chicago, 111 60610,
312-944-2000, fax 312-944-7000

1997 revenues

Total gross revenues $825,000

Risk management consumng revenues $625,000
Continuous consumng 13%
Risk management audits 77%
Special projects 10%

Starr

Total 9

Risk management professionals 6

indudes 2 Dnnapal consultants, 2 consultants
2 analysts, 2 6PCUs, 1 ARM, 1 CIC

Clients
Total 100

Assoaabons 1
Mimmum size

Consulting since 1966

Parent Alper Se,vices Inc

Services Altemave nsk financing consumng, In-
surance coverage and limits analysis, claims con-
sumng

Specialties Manufactunng, health care
providers, technology

Compensation By the project, on retainer, by
the hour pnncipal consultant, $200, consultant,
$150, analyst, $95, dencal, $35

Officers Howard C Alper, presidenUCEO, Craig
A Kanter, executtve vp/COC), Richard A Swoik, vp

Contact Howard C Alper

Bahr Consultants Inc.

408 Cedar BIluff Road, Suite 220,
Knoxville, Tenn 37923,
423-694-6098, fax 423-694-6099

1997 revenues

“*r AS'z f VEZ E)/%.

Total gross revenues $250,000
R,sk management consulting revenues $250,000
. '
7"1 2: 3 +2»4 ef / P Continuous consulting 80%
F a<245272 Risk managementaudits 20%
~ Staff
Total 3
Risk management professionals 2

The digital plain paper copier that's also

a high speed laser fax, high resolution scanner and PC printer.

Big capabilmes for small offices The Aficio FX10 from Ricoh The most versatility for the money As a

digital copier, It's a great buy As a digital copier, top-quality fax, PC-connectable laser printer and reliable

scanner, it's the best multifunction buy in Its class All you have to do Is cleal off

some desk space And call 800 63 RICOH Or meet us online at www.ricoh-usa.com

© 1998 Ricoh Ccrporation

1{150 H

Image Communicatio,

Indudes 2 pnnapal consultants, 1 CPCU 1 ARM, 1
cic

Clients

Total 50
$30,000

Minimum size

Consulting since 1987
Services Most nsk management services
Locations Knoxville, Tenn

Compensation By the project, on retainer, by
the hour pnnapal consultant, $125

SRMC member

Officers W Hank Bahr

Becher & Carlson Cos.

21700 Oxnard St, Suite 1800,
Woodland Hills, Calif 91367,
818-715-0800, fax 818-407-5555

1997 revenues

Risk management consulting revenues NA
Continuous consult,ng 60%
Special protects 30%
Actuanal/accounang services 10%

Stafr

Total 48

Risk management professionals 31

Indudes 11 pnnapal consultant3,17 consultants, 1
actuary, 2 analysts, 2 CPCUs, 3 ARMs, 1 FCAS, 1 CIC

Consulting since 1981

Parent Amencan Re-Insurance Co

Services Alternative nsk financing consulting,
consulting on design of nik management informa-
bon systems, actuanal consult,ng

Locations Woodiand Hills, Calif, Atlanta, Hon-
olutu, Pnnceton, NJ, Burlington, Vt, Hamilton,
Bermuda, Johannesburg, South Afnca

Compensation By the project

Officers David L Carlson, presidenVCEO,

Continued on page 28
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Get back on solid ground with General Star.
Call your broker and put our underwriting expertise,

capacity and security to work for you.

GENERAL

+ Market Stability
- Financial Strength
* Underwriting Quality

Specialty underwriting through appointed surplus lines brokers. For a list of brokers in your area,

call General Star Management Company, Stamford, CT (203) 328-5700, ext. 5985, or fax your request to: (203) 328-5840.
Atlanta « Chicago « Dallas « London * Los Angeles * New York « Stamford



“First weigh the

Deciding how much risk to accept is a risk all unto itself. But with ERC; you can feel more confident in
managing those risks. Our network of reinsurance specialists are backed by a century of experience. And,
of course, the huge capital reserve of GE. Which means you can do more than consider new risks.

You can take them. I#'s @ world of risks. Be prepared.

Employers Reinsurance Corporation e www.ercgroup.com e 800 255-6931
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Robert L. Glicksteen, senior vp/CFO; James J.
Kofmehl, Robert W. Hessel, Gregory K. Myers, se-
nior vps.

Contact: Gregory K. Myers.

Max Bemstein Co.

555 California St., Suite 4490,
San Francisco, Calif. 94104;
415-981-3510; fax: 415-362-7100

1997 revenues

Total gross revenues. _$263,000
Risk management consumng revenues.. .$263,000

Continuous consumng. 75%
Risk management audts. 20%
Special project 5%
Staff
Total 5
Risk management professionals....-...........c.ccceeiins s 4

Indudes: 1 prindpal consultant 3 consultan
3 CPCUs, 2 ARMs

Clients

_12
Minimum size'... f.$2,500

Consulting since: 1987.

Services: Most risk management services.

Specialties: Manufacturing, financial services,
retail

Locations: San Francisco.

Compensation: By the project, on retainer, by the
hour: principal consultant, $190; consultant,$150.

Officers: Max Bemstein, president.
* Repzesents minimum fee.

Betterley Donoghue
200 Lincoln St.,

Boston, Mass. 02111;
617-482-7015; fax: 617-556-4030

1997 revenues

Risk management oonsumng revenues $2.200,000
Codnuous consulting. 7Me
Risk management audits. 12%
Special projects .18%

Staff

Risk management professionals..
Indudes: 8 principal consultants, 2 consultants;
2 CPCUs, 1 ARM, 1 CMC

Clients
Total.. s s ceiees ....155
Associatons. a

Consulting since: 1932

Services: Most risk management services.

Locations: Boca Raton, Fla; Boston.

Compensation: By the hour: pnncipal consul-
tant, $200 to $250, consultant, $135 to $175; ana-
lyst, $90 to $115.

SRNIC member.

Officers: Kevin F. Donoghue, president/manal
ing director; Richard Betterley, managing director;
Michael Norek, Emmanuel Psilakis, senior vps;
Joseph Tangney.

Contact: Michael E. Norek

Blackburn Group Inc.
23 Bremen Circle,
Penfield, N.Y. 14526;
716-586-4530; fax: 716-586-7479

1997 revenues

Risk management oonsumng revenues
Condnuous consumng.

Staft

Risk management professionals.
Indudes: 1 principal consultant, 1 consultant
3 anajysts

Clients
Total 170

Consulting since: 1991.

Services: Most risk managemen- services

Locations: Penlield, N.Y.

Compensation: By the project, on retainer, by
the hour: principal consultant, $125 to $150, consul-
tant, $75 to $125; analyst, $50 to $75; clerical, $30
to $40.

Contact: Robert J. Blad<bum, malaging pancipal

Blades, Macaulay, Crout
& Myers Inc.

2444 Morris Ave., PO. Box 188,
Union, N.J. 07083; 908-687-3735;
fax: 908-687-2040

TOO MUCH ON YOUR PLATE?

4rr

LET US

1997 revenues

Risk management consulting revenues. -NA
Continuous consulting ...40%
Riskmanagementaudits. —_40%
Special projects. 20%

Staff

a

Rkmanagement professionals.........,... 3

Indudes: 2 principal consultants, 1 consutant; 1 ARM

Clients
Total il il L 25

Associations. 3
Minimum size.. ... . -.......... None

Consulting since: 1926.

Services: Most risk management services.

Compensation: By the project, on retainer, by
the hour: ptincipal consultant, $180 to $190; consul-
tant, $125 to $145.

SRMC member.

Officers: John J. Crout, president; Richard L.
Myers, vp

LE. Brennan Co.

2 Plaza E., Suite 750,
330 E. Kilboum Ave.,
Milwaukee, Wis. 53202;
414-271-2232; fax: 414-271-0104
1997 revenues
Total gross revenues.... $1,422,522

Risk management consuling revenues $1,093,166
Conanuous consulting 66%

TRIM THE FAT!

Sometimes managing risk means digesting huge amounts of information.

And when you have too much risk data on your hands, it doesn't take

OUR DATA COLLECTION

PRODUCTS AND SERVICES

STREAMLINE THE RISK

much to ruin your appetite. That's when Corporate Systems goes to work.

We are ready to handle and simplify the most complex consolidation of

risk data. Corporate Systems is the industry's only maior independent

provider of risk management systems. We don't answer to a parent

MANAGEMENT PROCESS.

company, so we're 100 percent free to focus on solutions for you.

Turn Corporate Systems' independence into your advantage.

cormnrate

systems

THE RISK IaAIIAGEMENT %719*

1.800.9-CS-EDGE www.csedge.com

Risk management audits.. 22%
Special ptr)lect: 12%
Stan
Total 11
Risk management professionals 5

Indudes: 4 principal consultans, 1 consultant;
3 CPCUs, 3 ARMs

Clients

Total 235
Associations__

Consulting since: 1895.

Services: Most risk management services.

Compensation: By the project, on retainer, by
the hour: principal consultant, $200; consultant,

$180; analyst, $65; derical, $45
SRMC member.

Officers: Arvid R. Tillmar, chairmarVCEO;
Thomas E. Gold, president.

Larry W. Buck & Associates Inc.

820 Gessner, Suite 1355,
Houston, Texas 77024;
7134674701; fax: 713-467-4780

1997 revenues

Risk management consuling revenues. -NA
Coninuous consulting. --80%
Risk management audits.. -e--10%
Speaal projects 10%

Stalf

Trtni a

Risk management professionals.............ccccooiiiiiiiiiiiiiinnn 2

Indudes: 1 principal consultant, 1 consultant; 1 ARM

Clients

Jatd Noe

Consulting since: 1977.

Services: Most risk management services.
Locations: Houston.

Compensation: By the hour: principal consul-
tant, $200; consultant, $200
SRMC member.

Officers: Larry W. Buck, president; N. Richard
Magel, vp

Ken Buhler Associates Inc.
11 Erita Lane, Smithtown, N.Y.
11787; 516-360-3770

1997 revenues

Total gross revenues. _$600,000
Risk managementconsulting revenues. .$500,000

Continuous consulting ...85%
Risk management audits. .10%
Special proled: 5%
Starr
Total 10
Aisk management professionals.............c.cccocuuiiiiinnnn,, -8
Indudes: 3 principal consultants, 2 consultants; 2 PEs
Clients
Total 15

Consulting since: 1976.

Services: loss prevention consulting, expert wit-
ness services, loss settlement assistance.

Compensation: By the project, by the hour.

Officers: Ken Buhler, president; Randy Buhler,
vp; Sandy Relkin, secretary/treasurer.

J.D. Byrd & Associates Inc.
7260 Rush River Drive,
Sacramento, Calif. 95831;
916-429-2999; fax: 916-427-4743

1997 revenues

Totalgross revenues $420,000
Risk management consulting revenues $420,000
CON@UJOUS CONSLALiNg........covrvimeiiieinnn
Special protects 10%
Staff
Tow. 7

Risk management professionah.
Includes: 2 principal consultants, 5 oonsultants; 1 ARM

Cilients
Total..oooiiis .18
Associatior 1

Minimum size. ...................

None

Consulting since: 1993.

Services: Broker and vendor services anaJysis,
consulting on design of risk management informa-
tion systems, loss prevention consulting.

Locations: Elk Grove, Hayward, Placerville and
Sacramento, Calif.

Compensation: On retainer, by the hour: prind-
pal consultant, $125; consultant. $75; derical, $15.

Officers: J Douglas Byrd, presidenVCEO; Dr.
Clinton R. Collins, medical director.

Contact: Doug Byrd.

CGR

455 W. St. Antoine, Suite 310,
Montreal, Quebec, Canada H2Z 1 JI ;
514-392-1253; fax: 514-392-0559

1997 revenues

Risk managementconsumng revenues.. cNA
Continuous consulting. 60%
Risk management audits

Starr

Total 3

Risk management professionals,, 2
Indudes: 1 ptincipal consultant, 1 consultant

Cilients

Total, 10

Minimum size -$S0,000

Consulting since: 1987.
Services: Most risk management services.
Locations: Montreal.

Compensation: By the project, on retainer, by

Continued on page 30
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Developing custom solutions to
complex or unique problems often
requires ingenuity. Such ingenuity
comes about only through depth of
knowledge and experience.

For more than 40 years, Old
Republic Risk Management has
focused solely on the alternative

insurance market. This experience

enables us to create custom

solutions to meet the specialized
needs of our clients.

To learn more about how you
might benefit from our ingenuity.

see us at www.orrm.com or

call 414/797-3400.

-

* OLD REPIBLIC

* * Risk Management, Inc.
lili=*=

A

Spedalists in the alternative risk market.
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the hour principal consultant, $175, consultant,
$125, analyst, $100
Omcers Andre Goyette

CRM International Group
P O Box 61689, Marshalltown

1998

London
Compensation By the hour principal consul

tant, $100 to $200, consultant, $75 to $160, analyst,
$70, dencal, $65

chairmen, Paul Skivington, Louis Ferreira, Steve Ri
ordan, directors

2107, Johannesburg, South Afnca, Cannon Cochran Management

27-11-322-8000,
fax 27-11-322-8299
1997 revenues

Total gross revenues $13 790,000
Risk management consulting revenues $11,560,000

Continuous consulting 85%
Risk management audits a%
Speaal projects 10%
Actuanal/accounting services 1%
Staff
Total 157
Risk management professionals 102

Indudes 17 pnnapal consultants, 38 consultants
3 awanes 44 anajysts

Clients
Total 190
Assoclatons 3

Minimum size

$200 000
Consulting since 1976

Parent Forbes Group Ltd

Services Most nsk management services

Services inc.

2 E Main St, Danville, ill 61832,
217-446-1089, fax 217-443-0927

1997 revenues

Total gross revenues $25 400,000

Risk management consumng revenues $2500000
Continuous consulting 95%
Actuanal/accounhng services 5%

Staff

Total 308

Risk management professionals 15

inc udes 15 pnnapal consultants, 3 CPCUs 8 ARMs
3 Cs°s 3 CICs

Cilients
Total 80
Associations a0

Minimum size None

Consulting since 1978
Services Most nsk management services
Locations L-ittle Rock, Ark , Margate, Fla, At

Locations Nalrobi, Kenya, Cape Town, Durban, lanta, Des Moines, lowa, Oak Brook, 111, New Or
Johannesburg, Pretona and Sandton, South Africa, leans, Brighton, Mich, Jackson, Miss Kansas City public sector

az/-5 "

and St Louis, Mo Las Vegas, Harnsburg, Da,

Austin Texas

Compensation By the projet

Compensation By the proJect or retalner by the hour principal consultant $175 dencal $45

the hour pnricipal consultart $180 analyst, $100
Officers Alan B C antor, president, Judith J

Officers Robert L Cowgill, chairman'CEO, Szarka, vp
Officers Frank Butler, Tony Valsamakls, joint Gary J Schirmer, vice chairmal, Stephe n 77 zer-

guson, president/COO, G Bryan Thomas, execu-
tive vp/chief marketing officer Steven F Lue bbeR,
exeDutive vp

Contact Annie Manage, 800-252 5059 et 200

Cantor & Co

3100 Wilshire Blvd, Sute 445 E,
Beverly Hills, Calif 90212,
310-859-7277, fax 310-859-7415

1997 revenues

Total gross revenues $600,000

Risk management consumng reverues $180000
Speaal projects 30%
Aduanal/accounting services 10%

Stat

Total 6

Risk management professionals a
Ircludes 1 pnncipal consultant, 3 analysts

Clients

Total 100

Consulting since 1982
Services Alternative risk finalcing conful-Ing,

Contact Alan B Caltor

Capell Industrial Risk
Management Inc.
955 Horsham Road, Suite 205,
Horsham, Pa - 9044,
215-441-5561, fax 215-441-5567

1997 revenues

Total gross revenues $445 000

Risk management consuhng revenues $200 000
Conbnuous consumng 75%
Risk management audrs 5%
Special projects 20%

Staff

Total a3

Risk management professionals 1
Includes 1 prinapal consullcint

Clients

Total a5
Associations 2

Minimum size None

Consulting since 1978

Officers James W Capell
Contact 800-622 7355

Cardinal Risk Management
Alternatives Inc.

10670 N Central Expressway,
Suite 460, Dallas, Texas 75231,
214-365-0055, fax 214-365-0077

1997 revenues

Risk management consulting revenues NA
Continuous consulting 82%
Risk management audits 129%
Special projects 6%

Staff

Total 3

Risk management professionals 3
Includes 3 pnncipal consultants, 1 ARM, 1 CSP 1 PE

Clients

Total s

Minimum size

$100000

Consulting since 1994
Services Most nsk management services

Locations Dallas

Compensation By the project, on retalner, by

Services Insurance coverage and limits analy_ the hour pnncipal consultant $187 50, consultant,

consulting on design of risk maiagemert Informa- sis, dalms consulting, expert witness services

tion systems, actuanal consulting

Specialties Manufac uring, transportation,

Specialties Health care provicers, gove nrrent, chemical processing

Compensation By the project, on retainer, by

Yo. /1%~ 1:2°1

- €554 -1

Agency Captive 6
Quota Share Arr,

- Accident & He " ,- .

O . 3 althRisk

An MBM- Compan-,

-

D X4, r

$150, analyst, $75, clencal, $50

SRMC member

Officers Robert Duly, president, S M Duty, vp
Contact Robert Duty

Casualty Actuarial
Consultants Inc

7101 Executive Center Drive,
Suite 225, Brentwood, Tenn 37027,
615-371-5339, fax 615-371-5341

1997 revenues

Risk management consumng revenues NA
Actuanal/accounting services 100%

Starr

Total °

Risk management professionals 8
Includes 8 actuanes 1 FCAS 3 ACAS

Clients

Total 190
Associations 100

Minimum size None

Consulting since 1989

Services Alternative nsk financing consulting,
expert witness services, actuanal consulting

Specialties Individual/group self-insured risks,
including workers comp groups and governmental
entlitles

Locations Brentwood, Tenn

Compensation By the project by the hour pnn-
clpal consultant, $175 consultant, $150 analyst
$100

Officers J Edward Costner, president Lisa Nan
Dennison, Cecilia M LePere, senior vps Ellen
Pierce, assistant vp

Contact J Edward Costner, ext 100

Chariesworth & Associates L.C.

P 0 Box 23588,
Overland Park, Kan 66283-0588,
913-851-4730, fax 913-851-1993

1997 revenues

Risk management consulting revenues NA
Continuous consulting 60%
Risk management audits 10%
Spectal projects 201.

Stafr

Risk management professionals 5
Indudes 3 pnncipal consultants 2 consultants

1 CPCU 5 ARMs

Cilients

Associabons 50

Minimum size None

Consulting since 1981

Services Insurance coverage and limits analy
sis nisk management organization studies, loss pre-
ventlon consulting

Specialties Manufacturing health care pro-
viders, government

Locations Overland PaR, Kan

Compensation By the project on retalner, by
the hour principal consultant $75 to $125 consul
tant$65

Officers Art Chariesworth, Bob Charleswogh,
Connie McGraw James Charlesworth members

Contact Bob Charlesworth

CityS,de Associates Inc.

P 0 Box 429,529 Route 515,
Vernon, N J 07461, 973-764-7590,
fax 973-764-8582

1997 revenues
Total gross revenues $500 000

Risk management consulting revenues $250,000
Risk management audits 75%

Speed proJects 25%
Starr
Total a3
Indudes 2 principal consultants 1 consultant
Clients
Total 12

Consulting since 1981

Services Insurance coverage and limits anaty
sis claims consulting expert witness services

Specialties Health care providers government

Locations Vernon NJ, New York

Compensation By the project on retainer prin
clpal consultant, $225 consultant $125 analyst,
$75

SRMC member

Officers Ralph Camesecchi, president, Kenneth
Richman, vp

Continued on page 12



Announcing Property Facultative Reinsurance.

Combine our out-of-the-box thinking and personalized approach with expertise in
your industry, up to $100 million capacity, over 40 years of providing innovative
reinsurance — and what you get are solutions that open doors to increased
business and a long-term partnership.

Call 1-800-200-1546 or visit our website at www.cnare.com for more information
on our new property facultative reinsurance or other global reinsurance solutions.
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CLAIMS (Care Logistics
& Informatics
Management Service)
P.O. Box 472572,
Charlotte, N.C. 28247;
704-542-5574; fax: 704-5434923

1997 revenues

Risk management consulting revenues.
Connuous consulting
Risk managementaudits.
Specialprojects

NA
115%
~10%
L75%

Stam

Indudes. 2 plinapal consultants, 2 consultants,
2 analysts; 2 ¢PCUs, 2 ARMs, 1 FCAS, 1 CIC, 1 CUC

Clients

Total. - 5
Associaons. 2

Minimum size $25,000

Consulting since: 1997.

Services: Broker and vendor services analysis,
claims consulting, consulting on design of managed
care information systems.

Locations: Boston; Charlotte, N.C.,New vork;
Salt Lake City.

Compensation: Bythe project.

Officers: Richard D. Rupert. CEO; David E. Mor-
gan 11, president; Paula Medina, vp.

Contact: David E. Morgan 11.

Cliflord-Ferch & Co.
2747 Crawifs Blvd.,
Suite 208, Fairlawn, Ohio 44333;
330-864-1801; fax: 330-864-1806

1997 revenues

Risk Iranagement consulting revenues... NA
Corrinuous consulting....... ..256%
Risk manaement audits. -25%
Special project: 50%

Staff

T Otal. e —4a

Risk rranagement professionals,_ __ ...... .3
Indides: 2 orincipal consultants, 1 consultant

Clients

1)

Minimum size. ...None

Coisulting since: 1995.

Services: Insurance coverage and limits anah-
sis, daims consulting, loss prevention consulting.

Locations: Akron, Ohio.

Compensation: By the project, on retainer, t,
the hiur: pincipal consultant, $155; consultam,
$105; analyst, $85.

Contact: Daniel C. Buser, president or Conrad
G. Hcmung,vp-environmental.

Commercial Risk
Consultants Inc.
P.O. Box 606,34 Wine St., Suite A,

Hampton, Va. 23669-0606;
757-723-0254; fax: 757-723-7953

1997 revenues

Risk management consulting revenues... NA
Continuous consulting. 90%
Risk management audits. 5%
Special projects. 5%

Staff

Total 3

Risk management professionals.............,ccccceeiiies e 2

Indudes: 1 principal consultant, 1 consultant;
2 CPCUs, 2 ARMs

Clients

41
ai 66,000

Minimum size

Consulting since: 1979
Services: Most risk managemert services.
Locations: Richmond, Va.

Compensation: By the project on retainer, by
the hour.

SRMC member.
Ollicers: John W. Newby, president.

The Compass Co. Inc.
30 Watervliet Ave.,
Albany, N.Y. 12206-1935;
518-459-2966; fax: 518-459-4042

1997 revenues

Risk management consulting revenues. NA
Con5nuous consulting. .60%
Risk management audits. 20%
Special projects. 20%

stan

T >t —am 8 _ — — |
Risk management professionals. |
Indudes: 1 principaj consultant: 1 CPCU, 1 ARM
Consulting since: 1984
Services: Most risk management services.
Compensation: By the project, on -etainer, by
-he hour: prindpal consultant, $150.
SRMC member.

Officers: Edward W.S. Neff, president

CONFIRM Inc.

30 Watervliet Ave.,
Albany, N.Y. 12206-1935;
518459-0296; fax: 518-438-4042

1997 revenues

Risk management consulting revenues. NA
Continuous consumng ___ 60%
Risk management audits. 10%
Special prolects 20%
Actuatiaaccounung S€,vices............c.coev. +yevrerennn.10%

Staff

Total. 4

Risk management professionals. 3

Indudes: 1 principal consultant, 2 consultants;
1 CPCU

Clients
Total 25

Consulting since: 1989
Services: Most risk management services.

Critical Risk Information from
NCCI & D&8 in One Shot...

anch",

imsicght

™ 1OLIDD*S
-4 1/

into mod history, D&B
Rating, CEO name. SIC
code, Governing Class

code and more

Focua s

attention on the risks
that need it

750 Park of Commerce Drive

Boca Raton, 9. 33487
(800) 622-4123 » www.ncci.com

speaed

decisions and write more

workers compensation

business

RiskSnapshotTM Report is

also available on InsNetTM

Online Service.
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National
Councilon

Compensation
Insurance, Inc.

Dun & Bradstreet
One Diamond Hill Road
Murray Hill, NJ 07974

(800) 234-3867 » www.dnb.com

Specialties: Health care providers, public enti-
ties, education.

Locations: Albany, N.Y.

Compensation: By the project, on retainer, by
the hour: principal consultant, $125 to $175; consul-
tant, $75 to $100; derical, $25 to $35.

SRMC member.

Officers: James P. Faughnan Jr., president; Flo-
rence Smith, corporate secretary; Paul Czesak, di-
rector-risk management.

Consolidated Risk

Management

1127 Euclid Ave., Suite 1050,
Cleveland, Ohio 44115-1695;
216-623-1777; fax: 216-241-8267

1997 revenues

Risk management consulting revenues NA
Continuous consulting.
Risk management audits. -10%
Special projects. 10%
Staff
Total...... ——— e eeeeeeaaaaas 8
Risk management professionals......................... _...5

Indudes: 2 principal consultants, 2 consultants,
1 analyst; 2 CPCUs, 2 ARMs

Clients
Tou 33
Minimum size. None

Consulting since: 1985.

Services: Most risk management services.

Compensation: By the project, on retainer, by
the hour: prindpaj consultant, $165 to $225, consul-
tant, $90 to $150; analyst, $60; clerical, $40.

Officers: Michael R. Weil, Michael A. Cristal.

Contact: Michael R. Weit.

Coopers & Lybrand L.L.P.
1155 Peachtree St., Suite 1100,

Atlanta, Ga. 30309; 800404-2276;
fax: 404-870-1335

1997 revenues

Total gross revenues........................ e e $70,300,000
Risk management consulting revenues __$38,700,000
Continuous consulting 10%

Risk management audits. -.25%

Special projects.

Actuatial/accounting services.. . 15%
Stall

380

Risk management professionals . 161

Indudes: 105 principal consultants, 116 cunsuitants,
83 actuaries*, 62 analysts; 12 CPCUs, 15 ARMs,
63 FCASSs, 1 CSP, 24 ACASs, 8 CICs, 2 PEs

Clients

Total 1,970
AN s sScocimticorn=s_ =

Minimum size. ..None

Consulting since: 1979

Services: Most risk management services.

Locations: Los Angeles; San Francisco; Den-
ver; Tampa, Fla.; Alanta; Chicago; Boston; Parsip
pany, N.J.; New Yol; Philadelphia and Valley
Forge, Pa.; Dallas; Seattle; Sydney, Australia; Brus-
sels, Belgium; Hamilton, Bermuda; Toronto; Paris,
Essen and Munich, Germany; Utrecht, Netherlands;
London.

Compensation: By the project, on retainer, by
the hour: principal consultant, $335 to $550; collsul-
tant, $230 to $360; analyst, $140 to $250; derical,
$60 to $100.

SRMC member.

Officers: Paul O'Connell, managing principal;
Michael R. Vogier, pnncipai/national director-risk
management; Michael Flaharty, principal/national
directorcasualty daims, Cathy Md<eon, principal;
Steve Norton, diredor-risk management consumng,
London.

Contact: Michael Vogler.

' Acklaries may also be induded in the principal Con
sultant and consultant categories.

Copper Roof Risk Management
1290 Homby St., Suite 101,
Vancouver, British Columbia,
Canada V6Z 2G4; 604-669-0456;
fax: 604-682-6738

1997 revenues

Risk management consulting revenues NA
Continuous consulting. 23%
Risk management audits. 40%
Special proiects. 27%
Actuarial/aavunting Services.............ccccvvvviiiieenenen. 10%

Staff

Total 3

Risk management professionals....... ...... _3

Includes: 1 gindpal consultant, 1 consultant,
1 analyst; 1 CMC

Clients
23

Associations.

..N6ne

Minimum size

Consulting since: 1982.

Services: Alternative risk finandng consulting, in-
surance coverage and limits analysis, actuarial con-
sumng.

Specialties: Manufacturing, government, asso-
ciations.

Compensation: By the project, on retainer, by
the hour: principal consultant, $200; consultant,
$125; analyst, $80; derical, $40.

SRMC member.

Orficers: Erika D. Weller, president.

CORE Risk Services

P.O. Box 206, Johanniter-halle,
22145 Wasserstrasse,
Oldenburg, Ind. 47036-0206;
812-933-0656; fax: 812-933-0354

1997 revenues

Total gross revenues. $141,595
Risk management consulting revenues.. ...$141,595
Continuous consumng. 85%
Risk management audits. ...5%

Continued on page 35
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Asian crises bring investment opportunities

Need for cash infusions brings bargains, but buyers face financial and other risks

By GAVIN SOUTER

he black economic
cloud hanging over
much of Southeast

Asia could have a sil-

ver lining for insur-

ance companies and

brokers seeking to invest in the re-
gion.

As Asian economies have crum-

bled, companies of all kinds, indud-

ing local insurers and brokerages, are

facing their own financial crises, and
many would welcome an injeclion
of hard cash.

Consequently, U.S. and European
companies could take advantage of
those problems, snapping up Asian
companies and gaining access to the
region ar bargain prices.

However, such vulture invest-
ments also may carry significant

risks as economic conditions in the

region remain in turmoil.
Potential investors not only face a-

nancial risks associated with the
troubled companies, but the region's
regulatory and governmental envi-
ronment also could change signifi-
cantly, which may turn the invest-
ments sour.

The financial crisis in Asia began
last July, when the value of the Thai
baht plunged. Shortly afterward, cur-

rendes in several more Asian na-

tions came under pressure.

The crisis caused havoc in finan-

cial markets throughout the region

and led to multibillion-dollar rescue
packages put together by the Inter-
national Monetary Fund.

Amid the turmoil, though, some
companies, induding insurers in the
United States and Europe, have seen
the crisis as an opportunity to ex-
pand their investment in the region.

American International Group
Inc., for example, bought a majority
stake in Bangkok Investment Public

Co. Ltd; an auto finance company
and lender to small businesses in
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your computer. Then, allows
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that information with
the click of a mouse.

High-speed paper document man-
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adding Canon's DR-3020 Desktop

Document Scannertothe mix. Both the

MS400/500 and DR-3020 systems

are ISIS certified and can stand
alone or be networked into a larger
working environment.

So look into the Canon line. You'll quickly
find that we have document management
all wrapped up. For more information,
contact us at 1-800-OK-CANON or at
http://www. usa.canon.com.

Thailand. AIG also sponsored the
AIG Asian Infrastructure Fund lII,
which closed in December with
$1.53 billion in commitments from
17 institutional investors. The fund
will invest in infrastructure projects
in the region.

Zurich Insurance Group had
planned to buy a 24% stake in Pere-
grine Investment Holdings Ltd. in
Hong Kong but pulled out shortly
before Peregrine collapsed early this
year (Bl, Jan. 19). In a more low-key
move, Zurich subsequently opened
a representative office in Seoul,
South Korea, with the intention of
seeking a license to underwrite there.

Metropolitan Life Insurance Co.
set up a joint venture, Fr MetLife
Segahtera, with an Indonesian life
insurer, PT Tunasmas Paduarta, a
subsidiary of the Indonesian con-
glomerate the Tirtamas Group.

The crisis provides opportunities
for U.S. insurers to enter the region
for a much lower cost than would
have been the case prior to the tur-
moil, said Hanji Huang, a securities

analyst who covers Asia for Russell
Miller Advisors Asia Inc. in San Fran-

dsco.

For example, in South Korea and
Indonesia, many industrial compa-
nies that have majority holdings in
insurers are selling their stakes to fo-
cus on core businesses, and they cur-
rently will accept much lower offers
from buyers to shed those opera-
tions, he said.

However, foreign insurers that
wish to take advantage of the bar-
gain prices should be prepared to
wait for long-term profits, as short-
term prospects in Asia look gloomy,
Mr. Huang said.

"Short term, it's gloomy because
people have to buy rice first rather
than buy insurance, so they are can-
Ming policies and insurers are feel-
ing the crunch,” he said.

But, in the long term, the region
has young populations, and once
they recover from this crisis, the
economies will continue to grow,
Mr. Huang said.

In Japan, the prospects for foreign
insurers are not as great as other
Asian markets because Japan's do.
mestic insurance industry is well en-
trenched.

However, brokers may see some
acquisition opportunities in Japan as
the market deregulates to admit for-
eign brokers later this year, he said.

"Brokers will play a much bigger
role in Japan, so it is a good time for
some of the big brokerages to come
in and buy small agents across the
country and consolidate them," Mr.
Huang said.

Brokers and agencies operating
throughout Southeast Asia also may
be looking for fresh resources.

"l would call it a buy opportuni-
ty," said Carl Modecki, president

See Asla on page 32F
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Continued from page 328
of the National Assn. of Insurance
Brokers in Washington.

Although insurance intermedi-
aries are not as prevalent in Asia as in
the United States, Asian brokerages
could be facing financial difficulties
and looking for outside investment,
Mr. Modecki said.

The crisis also will provide some
opportunities for large international
brokers already in the region and in-
ternational insurers seeking more
Asian business, Mr. Modecki said.

Policyholders in the region may
be wary of dealing with domestic in-
surers suffering due to the financial
crisis and wish to obtain access to
stronger foreign insurers, he said.

Brokers looking to expand over-
seas could view the current finandal
problems in the area as similar to
stock investors buying shares after a
market crash, said Charles R. Adams,
president of Adams & Son Inc. in
Auburn, N.Y., and a vp of the Bureau
International des Producteurs des
Assurances et des Reassurances, the
international brokerage association.

"At the moment, it doesn't look
like there is much of a good side to
the problem, but there is an oppor-
tunity because the economies are
bound to come back, and now is the
time to get in," he said.

S E1

But as in stock market investing,
foreign investors in Asia should be
careful how they choose which
companies to invest in, he said.

Insurers and brokers viewing po-
tential investments in the region
should tread very carefully, agreed
Simon Hu, regional manager-Asia at
AM. Best Co. in Oldwick, NJ.

"There are many opportunities,
but there are many risks as well, and
right now, from the perspective of
investments, the risks outweigh the
opportunities," he said.

The risk of buying into finandally
troubled companies is not the only
concern for would-be investors in
the region, he said. Regulatory and
accounting structures throughout
Southeast Asia also are changing,

and the combination of all these el-

ements should make investors wary,
Mr. Hu said.

"Whenever the IMF goes into a re-
gion, it always prompts fundamen-
tal changes in terms of economic,
governmental and regulatory struc-
tures and that is what we'll see in Ko-
rea, Thailand and Indonesia." he
said.

For example, the regulators may
impose higher capital requirements
on companies in some countries.
Thus, even if a U.S. company buys a
brokerage or insurer for a bargain
price now, in the future it may be
forced to pump in significant
amounts of extra capital to any new

acquisition, Mr. Hu said.

Potential investors would be best
advised to wait until late this year,
when they should have a dearer pic-
lure of the business environment in
the region, Mr. Hu said.

The Asian crisis also may spur new
underwriting opportunities for in-
surers in the region.

Although the financial crisis in
Asia may dampen demand for some
insurance products as commercial
policyholders go bankrupt, it also
may lead to opportunities to sell
other types of coverage, such as cred-
it insurance, said Philip Gawthorpe,
managing director of global business
at Aon Risk Services in Chicago.

"A lot of companies in the United
States who are selling goods to Asia
who have traditionally used letters
of credit may now look at credit in-
surance instead,” he said.

By insisting that buyers of goods
issue letters of credit to the sellers,
U.S. companies have guaranteed re-
ceving payments. However, LOG
are expensive for the buyers, and as
importers in Asia seek to cut as
many costs as possible, they may
prefer to use European exporters,
who have traditionally used credit
insurance to guarantee payment,
rather than incur the extra expense
of a LOC in order to buy U.S. goods,
Mr. Gawthorpe said.

However, trying to buy credit in-
surance now for exports to Asia is

like trying to buy fire insurance once
a fire begins, said John J. Salinger,
president of American International
Underwriters, a unit of AIG in New
York.

Capacity and prices are much
more limiting now than before the
aisis, he said.

Also, the crisis has dropped the de-

mand for imports in Asia so there are
fewer potential policyholders that
buy credit coverage, Mr. Salinger
said.

So while exporters stung by the
crisis may seek protection in the fu-
ture, those extra premiums for insur-
ers and brokers could be some way
off. Ell

Presentations wanted

1 einsurance presen-
1 tations are being

- solicited for possi-
1- ble delivery at the

JL .Vous de Septeiibre

in Monte Carlo, Monaco.

Organizers are looking for pre-
sentations of no more than 20
minutes from people younger
than 35.

Possible topics are reinsurance
distribution or product develop-
ment; industry structure; compa-
ny organization; or issues at the
macro or micro levels.

Three presentations will be se-
lected for delivery at the 1998
Rendez-Vous, to be held Sept. 7-
12in Monte Carlo, Monaco. Au-
thors of the selected presenta-
tions will be notified by the end
ofJune.

N 1E BROADER VWEYNY\/.

Proposed presentations, in-
duding the text of the speech
and any overheads (in English or
French), along with a resume,
must be submitted before April
30 to the General Secretary of the
Rendez-Vous de Septembre, 87
rue de Richelieu, 75113 Paris
Cedex 02 (France).

For more information about
the presentations, contact

Thierry Auger at phone: 33-1-
44-86-2557; fax: 33-1-44-86-
2427; e-mail: ry's@monaco-con-
gres.com.

For more information on the
Rendez-Vous, contact Le Bureau
des Rendez-vous de Septembre,
Centre de Congres Auditorium
de Monte-Carlo, Boulevard Louis
I, Monte Carlo, MC 9800 Mona-

co; phone 377-92-16-6050; fax:
377-92-16-6135.



The Hartford opens school
for commercial agents

By AMANDA MILLIGAN

he Hartford Finan-

cial Services Group

Inc. has opened The
Hartford School of

Insurance for com-

mercial lines agents.

A spokeswoman for The Hart-
ford said the company opened the
school in response to a survey of
500 agencies with annual rev-
enues of at least $ 1 million. Re-
sults showed a great need for pro-
ducer training and recruitment,
she said.

Open to all commercial lines
agents, the new school has two
parts.

The New Producer Development
curriculum is a seven-week course
aimed at new agency professionals
and recent college graduates. The
first three weeks is self-study, with
the remainder spent at the Hart-
ford, Conn., headquarters of The
Hartford, the spokeswoman said.
Topics covered include proper-
ty/casualty insurance principles,
risk management techniques and
the basics of underwriting.

Mentoring from both a Hartford

School professional and someone
at the student's home agency is

continued after the course is con-

cluded. Tuition is $3,000 plus trav-
el and accommodation costs.

"(This course) is teaching them
the ins and outs," the spokeswom-
an said. "Insurance is a very com-
petitive area. It shortens the learn-
ing curve."

For more advanced profession-
als, the Hartford School also offers
a three-day seminar on workers
compensation. The seminar is
scheduled for several major U.S.
cities throughout 1998.

Mark Dembeck, an account ex-
ecutive for Riggs, Counselman,
Michaels & Downes in Towson,
Md., recently completed the
course for new producers. Coming
irito the insurance industry with a
sales and marketing background,
Mr. Dembeck said he took the sev-
en-week course as preparation for
getting licensed this April.

"l came away with a lot more
than | went up there with," said
Mr. Dembeck, who has been in
his current position since Decem-

ber. "l feel like I'm ahead of the

game." mil
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Relying on one vantage point can make it difficult to see all that's out there. Yet when you do business with a direct reinsurer,
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Patience, a plan can help insurers succeed globally

By Joseph A. Graziano

common theme of
international expan-
sion is evident in to-
day's insurance mar-
ketplace. The de-
ployment of capital
is as diverse as the deployment of
risks. Insurers today can no longer
afford to address risks only associat-
ed with their domestic markets but
must also recognize the intrinsic
value of indigenous overseas mar-
kets.
Many of these markets are ex-

tremely sophisticated and well-es-

IT Perspect#ive

tablished, while many are emerg-
ing, seeking the technology re-
quired to join the global communi-
ty. The process a company chooses
to enter the international arena will
determine its long-term success.
There is no set or magical formu-
la for success. There are, in our ex-
perience at Reliance National, sever-
al key elements to a successful inter-
national expansion program that
could apply universally, regardless

of the organization or segment of
the insurance market.

* Never lose patience in deal-
ing with the local regulatory bodies.
The process of securing a license
can be extremely tedious and bu-
reaucratic. It is a process that many
times can test anyone's resolve to
enter a given market. The process of
applying for a license varies by re-
gion and often is complicated by
language, social and political differ-

The most important element in
dealing with an application process
is to have thoroughly researched
the application requirements and
file only after all the requirements
have been completed. Many times

we assume local regulators operate
with a certain business sense and
are willing to work with us to com-
plete an application. This is not tnie
in many cases, and the regzilators
can adopt an adversarial position
with the companies under-and
wishing to be under-their supervi-
sion. Accept this and put aside any
attitude that may be misinterpreted
as arrogance and the process will be
smoother.

Also, when reading the codes or
regulations governing the applica-
tion process, many times you will

note there is a specific time frame
associated with the review and re-

Look at These Names.

NATIONAL MASS TORTS DISPUTE RESOLUTION PANEL

Honorable Arlin M. Adams

Schnader Harrison Segal & Lewis

Richard Chernick, Esq.

Honorable Thomas D. Lambros

Bricker & Eck/er

Jeffrey R Lennard, Esq.

Full-time Arbitrator and Mediator

Kenneth R. Feinberg, Esq.
Kenneth R Feinberg & Associates

Ross R. Hart, Esq.

Full-time Arbitrator and Mediator

Honorable Howell T. Heflin

Former United States Senator

Sonnenschein Nath & Rosentha/

Professor Francis McGovern

Duke University School of Law

Roberta Cooper Ramo, Esq.
Modrall, Sperling, Roehl, Harris & Sisk, P.A.

Michael B. Shane, Esq.

Full-time Arbkrator and Mediator

Edward V. Lahey, Jr.
Senior Vice President Genera/ Counse/ & Secretary

PepsiCo, /nc.

Honorable Ira S. Shapiro
Cottier, Shannon, Ri# & Scott, PLLC

Honorable John Charles Thomas
Hunton & Wi#iams

These experienced mediators and arbitrators, skilled in the resolution of mass claims and complex,

multi-party disputes, are available to assist corporations, insurers and reinsurers in the resolution of the most

complicated mass torts, bankruptcies and mass claims.

Look to these neutrals for the special expertise to:

. Provide creative dispute management system design

* Facilitate settlement discussions prior to, or during, the litigation process

. Supervise claims administration and funds distribution

For more information on these neutrals or other members of the AAA's national roster,

Offices Nationwide

or for a free consultation, please contact:

Mark E. Appel Senior Vice President
140 West 5 | st ftreet New York, NY 10020

Phone (212) 484-4199 Fax (212) 765-4440

Internet Address: usadrmea@arb.com

American Arbitration Association

Dispute Resolution Services Worldwide

http://www.adr.org

sponse period. Do not place abso-

lute faith in this, as it willlikely not
occur during that time frame, and ,
the failure to garner a response will
only add to the frustration levels.

» Keep the insurance com-
mkdoner close during the pro-
cess of establishing an operation in
his or her jurisdiction. It is highly
recommended that meetings of in-
troduction be held prior to any ap-
plication to explain your inten-
tions. The application should be
personally delivered, unless local
practice dictates otherwise, and not
be issued through lawyers or any
other outside service.

Once the application is filed, it is
advisable to continue a dialogue
with the commissioner, making
yourself available at any time to im-
mediately respond to inquiries or
suggestions regarding the applica-
tion. A higher level of responsive-
ness or cooperation with the Com-
missioner will project a true com-
mitment to the local market.

* Develop a b,dness plan
consistent with your global inten-
tions and your local intentions.
Many times mistakes are made as a
company seeking to expand out-
side its domestic market takes a
shotgun approach to selecting mar-
kets with the attitude of, "We can
getin, so let' s go." This erroneous
approach is then often compound-
ed by attempting to design an oper-
ation unique to the local market.

Any design of an international
operation must incorporate the
concept that what you are building
is a network capable of supporting
itself and each locality, bolstering
each locality where needed and
sharing resources both human and
mechanical. Local markets must be
able to cooperate in order to satisfy
not only local but global clients'

needs.

The local office also should fol-
low a formula that has been de-
signed as a general framework to be
applied in each location. This is not
to suggest the local
company/branch should not re-
spond to conditions or products
that may be unique to that envi-
ronment. The local operation must
have a core base of products that
are marketed worldwide and will
provide a stream of revenue that
will then support the development
of a product base or distribution
channel that is unique to the local
market.

This core product base will estab-
lish an identity for your operations
and allow you to establish a reputa-
tion for a specific service or product.

* Be prepared to demon-

strate the value-added nature

of your operations. Every mar-
ket we as international insurers look
at as a potential market for expan-
sion already will have an existing
base of insurance companies and
an existing distribution channel.

In some environments, these
companies are as sophisticated or
even more so than we are. In oth-
ers, these companies are embryonic
and emerging. Regardless of the sta-
tus, we, as part of our international
expansion strategy, must be able to
demonstrate that our entry into the
market brings with it a certain

Continued on next page



Continued from previous page
added value that will contribute to
the continuing development or ex-
pansion of the local market.

We should not enter a market at-
tempting to be all things to all peo-
ple, providing only those services or
products that can easily be provided
by the local mainstream companies.

Any development of an intema-
tional operation must recognize

that it is our obligation to not only

take from the overseas markets but
to contribute to them as well. The
added value we can contribute to

the local market can be in the form

of human resources development,
technology and products. What we
do to expand and develop the mar-
kets we enter will be rewarded by a
larger market in which we can all
share and benefit.

- Recognize the value of 10-
cal professional staffs. A com-
mon fault of many international or-
ganizations, regardless of industry,
is the adoption of the belief that
only someone in the existing do-
mestic operations can manage a 10-
cal operation. This somewhat xeno-
phobic attitude will cause an opera-
tion to ignore the potential the 10-

cal market has to offer. We must at

all times bear in mind that ours is

not the only way to conduct busi-
ness, nor is our approach to evaluat-
ing risk the only acceptable
method.

In every local market there is a
cadre of highly skilled individuals
who, if employed properly, can pro-
vide a competitive edge.

Expatriates are extremely expen-
sive, not only in the dollar value of
having a U.S. staff based overseas

but in the time it takes to acclimate

an individual to the local market.

Expats can and do serve a signifi-
cant value in the process of expand-
ing internationally, but they should
not be used to compensate for an
inability to attract or train a quali-
fied local staff. Within Reliance Na-
tional, out of nearly 400 people in-
volved in the international opera-
tions, there are only eight expats.
This has certainly not inhibited our
ability to grow and in fact is consid-
ered one of the key elements of our
success and ability to grow.

Any company preparing to ex-
pand internationally must be pre-
pared to commit to a program that
will develop a local staff.

Beprepared to temper
your expectation of when a
return on the investment can
be reali,ed. The process of ex-
panding requires a significant in-
vestment, both in terms of capital
and time. While the tolerance for
capital investment is an individual
decision, every entity entering the
international arena must be pre-
pared to invest a significant amount
of time to the project.

In many cases, the company that
is expanding overseas is not a
household name and not a recog-
nizable entity in the local market.
This is a hurdle that must be over-
come and requires time and effort.
The development of various prod-
ucts, particularly in the emerging
markets, also will require time and
effort. The development of a distri-
bution network requires the same

level of effort and time. These issues

cannot be addressed beforehand
and will need to be dealt with on
the ground. The approach to be tak-
en can be planned for, but the effort
still will require time.

The key is to ensure you do not
develop unrealistic expectations.
When not met, they can resultin a
loss of commitnent to the local
market.

» Recognize the impact US.
or European market entry
may have on the local market.

While this series of comments may
not apply to the U.S. and western
European markets, it is often true in
the emerging market around the
world. Our entry can bring a level of
fear to the local market. Few envi-
ronments can readily stand up to
the capital, capadty and technology
we can bring to bear in a given mar-
ket. The local companies and regu-
lators are aware of this and are pre-
pared to take steps that would pre-

vent or restrict our access to their

*oday, a reinsurance buyer can just about name

its «price, thanks to a glut of reinsurance capacity.

But what happens when the next Big One hits? The
glut Will miraculously become a shortage. Because,

as everyone knows, there isn't enough reinsurance
capital out there to handle world-class catastrophes.
Not without sending shock waveiof price volatility
and default racing through the marketplace.

Today, PXRE remains as committed as ever to
disciplined underwriting as a specialist in property

catastrophe, marine and aviation reinsurance. While

we continue to expand our capital base, and to

diversify its sources, we plan td offer coverage only

under conditions making it responsible for us to

employ our capacity.

That's how we became one of the only specialists to
have seen the entire business cycle ofthe 1990s and
lived to tell about it. And it's how we plan on being
here to serve you tomorrow.

If you want to reinsure property catastrophe, marine
and aviation risks with a company that has seen both
ends of the business cycle, call PXRE. In addition
to offering security far beyond the reach of our
$400+ million in capital, we are proud to have set
the industry standard for response time to both
underwriting requests and claims.
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markets. All of us must be aware of

these concerns and must take every
step possible to minimize them.
The future development of mar-
kets and the prevention of restric-
tive practices can depend on how

well we manage our entry into a

market. Our role is not to over-
whelm or dominate a market but to
support and become an integral
part of it.

It is critical that we, as intema-

tional insurers, become dtizens of

PXRE Reinsurance Company

the markets we are entering. We
must learn to adapt to local custom
and practice while continuing to
operate as a foreign entity. The suc-
cess of our industry in the world
arena will ultimately depend on our
ability to adapt. Iai

Joseph A. Graziano is executive
vp-director of international opera-
tions for Reliance National Insur-

ance Co. in New York.
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NYSE: PXT

Members of BRMA (Brokers und Reinsitrers Misrket Associ,ition)

USA: Miel:tel Bleisnick (Domestic Treaty) or Gordon Forsyth
(International Treaty) +1 (908) 906-8100 Fax: +1 (908) 906-9283

Brussels: Alain Tounquet +32 (2) 231-13-55 Fax: +32 (2) 230-77-49

Lloydk Peter Butler, PG Butler Syndicate 1224 (managed by PXRE
Managing Agency Lid.) +44 (0171) 327-3007/8 Fax: +44 (0171) 626-7602



insurer Topics

though the exact number of
clusters is unknown, the PIA

Insurers increasingly warming to agency clusters

While not all underwriters will use them, many are seeking more information on the groups

“very firmly believes that the
cluster segment is here to stay,"”
Ms. Borowski said.

Other industry observers also
ating with a cluster is you will do see signs of continued interest
Agents in other regions of the business with every single one of "More recently we find smaller
gency clusters Clusters tend to work together m country echo his sentiments. the members,"” said J F Scherer, or rural agents clustering to

By ROBERTO CENICEROS cluster as a dumping ground for sachusetts

their less desirable business

have gained accep- placing business with a few in- The days are gone when insur- senior vp in sales and marketing avoid being terminated,” said
tance among skep- surers but still place business in- ers said flat out that they would for Cincinnati Insurance Co and Neal Montgomery, assistant di-
tical insurers, dividually with other compa- not deal with clusters, said John several other units of Fairfield, rector of agency compensation
which now see nies Morey, president of The J Morey Ohio-based Cincinnati Financial for The Travelers Insurance Co
them as valuable Yet many insurers are rethink- Co in San Jose, Calif., and presi- Corp in Hartford, Conn. "We have
ing their decision not to do busi- dent of San Francisco-based In- A cluster member could turn seen more of it in the last few

But even though insurers are ness with cluster arrangements. surance Brokers & Agents of the out to be associated with an years even It seems to be heat-

sources of good business.

no longer as quick to say no, "Companies that had been a West. Insurer rejection was more agency that Cincinnati Insur- ing up; even within 1997 | have
they do have criteria for doing little bit reluctant are now seeing pronounced years ago when the ance does not find desirable and heard of more of these
business with clusters And a few that this is the way of the future cluster idea was new and insur- is m the same community as a For cluster arrangements to
still prefer to avoid clusters. and this is what iS happening ers were uncertain the concept competing agency that the in- work, all parties must under-
In years past, many insurance now," said Greg Pope, owner of would work. surer prefers to work with, Mr stand the business discipline and
companies said they would not Greg Pope Insurance Agency in "Now that it is becoming a Scherer said That could cause planning that a quality cluster
work with clusters, which are Attleboro, Mass. very commonplace arrangement tension with the preferred agen- requires, Ms Borowski said. It
groups of agents pooling their "Companies can either be a for agents, companies feel more cy if Cincinnati Insurance allows takes more than Just a group of
resources to gain access to and part of it or get left aside and not and more comfortable with it," the cluster agency to handle agents with successful agencies

clout with insurers get a piece of it, and they do see Mr Morey said some of the insurer’'s business

who hit It off socially and share
Insurers still fear a loss of con- it as a growing trend Rather Yet some insurers still decline While some companies still do similar business philosophies.
trol, because in cluster arrange- than not have anything to do to work with clusters Cincinnati not work with clusters, many More importantly, agents must
ments they don't always have a with it, they might as well pick Insurance Co is one other insurers continue to call have similar tolerances and ex-
direct relationship with the and choose the better (cluster "The problem we have with the National Assn. of Profession- pectations for the day-to-day op-
agent placing the business Also, groups) now," said Mr. Pope, clustering-and we don't believe al Insurance Agents for informa- erations of the business. They
some insurers say the potential is president of allMass Group Inc, It 15 bad for agencies to be In tion from an extensive study the must understand the discipline

greater that agents will use a an eight-agency cluster in Mas- clusters-but implicit in cooper- association conducted on clus- each will bring to those opera-

ters in 1995. tions, she said

Insurers and agents call to "Iff that is not in sync, that will
P ' 1%:13%92%*giLuj- 4, k Bi .' learn more about clusters, said destroy the best of plans," Ms
f. rLS i 2/A - D - .: Patricia Borowski, division vp for Borowski said. She advises PIA
" the Alexandria, Va.-based PIA members to be clear on their rea-
Many insurers call after learning sons for joining a cluster and to
JECH NAO L 0*¥ CON FE* ﬂ|f| '98 ] 1 >'>“ . they actually have been dealing determine where it will put
with clusters without knowing them in three years
it, or after having said they As for insurers, "every single
would not deal with them company has a war story," she
That happens because their said
field offices have entered into So she tries to help them un-
the arrangements, leaving the derstand that individual bad ex-
home office unaware. The home periences should not lead to a
office often finds out after a neg- condemnation of all clusters
ative experience, such as having Most, if not all, insurers that
a block of business leave after a work with clusters do not have a
fallout among cluster partners, written policy on what they re-
she explained quire of clusters, several ob-
"Insurance companies clearly servers said But many insurers
see the potential advantages of look at a variety of factors
clusters to them for an immedi- Gaining operational and pro-
ate shot of production and the cessing efficiencies Is one chief
potential for bringing that shot factor, Mr Montgomery said
of production in at a lower ex- That can come as a result of one
pense," she said or maybe two agents in the
"But companies today are still group maintaining strong cen-
yet not convinced that clusters tral control.

*115&'imi/'llit
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as a whole can really provide Some insurers look for the a-
them with long-term benefits bility to easily terminate rela-
They certainly appreciate that tions with individual agencies if
clusters can provide agencies their business turns sour, rather
with more benefits long-term than sever ties with the entire
than they can for a company,” group
she added Mr Pope said he keeps insurers
Although the PIA completed happy by applying underwriting
its cluster study a few years ago, standards stricter than insurers
the association continues to up- require. "A company sees that
date it by surveying companies and they say, 'OK, the business
that call for information coming through is good quality,
After talking to insurers and it's not high-risk It's not left-
agents requesting information, overs, he said
Ms Borowski said that during That type of attitude may have
1997 more large, multistate com- helped soften industry attitudes
mercial lines agencies seemed to Recently, Mike McLaughlin,
be considering clustering ar- corporate marketing executive
rangements, she said tor Royal Insurance in Charlotte,
Yet that does not necessarily N.C, said he heard of one Royal
signal a trend Ms Borowski said branch general manager who

she does not have statistical evt- specifically planned to target
dence but a limited number of cluster business.

observations He was going town to town

Additionally, growth in cluster virtually looking for cluster op-

arrangements over the years has portunities,” Mr. McLaughlin
tended to ebb and flow Al- said



Becoming schooled in the ways of the world

Consultants seek to help expatriates understand more than just the etiquette

By TODD J. BEHME

the abili-

a banquet and toast appro-
priately is valued.

And in Japan, giving and receiv-
ing business cards is a ritual. You
present yours with both hands, and
when you receive one-again with
both hands-you read it, perhaps
remark on it and later set it in front
ofyou.

"You would never just take it and
stick it in your pocket,” said
Theodore Hoeh, president of Kem-
per International Corp. in Long
Grove, lll.

"In Japan, there's great ceremony
to it," he said. "The Japanese view
your business card as an extension
of yourself."

Mr. Hoeh organized and attended
a recent daylong seminar on Japan
for about 25 Kemper employees.
Not all of them work in Japan or are
responsible for operations in Japan,
and group members went in with
varying levels of knowledge about
Japanese culture.

The seminar, put on by Cendant
Intercultural-The Bennett Group in
Chicago, covered cultural issues
such as the business card lesson, the
role entertaining plays in Japan,

how to interpret body language,
and how and when to discuss busi-

ness.

"Everyone, including the fellow
who had lived in Japan for (seven)
years, got something out of it," Mr.
Hoeh said.

The group got insights into values
and the decision-making process in
Japan. "Which, in turn, helps us to
shape what we sell," he said.

"We were pleased with the results
here, and we'll do this again with
another cultural area,” Mr. Hoeh
said.

Not all insurers use formal pro-
grams for preparing employees as-
signed abroad, but others hire con-
sultants to conduct even more ex-
tensive training than the seminar
Kemper employees attended.

Executives at Bennett and Accu-
world, another company that pro-
vides cross-cultural training, em-
phasized that learning what is be-
hind a country's culture is critical to

"We don't believe in doing just
the do's and the don'ts," said Susan
E. Joyce, president of Accuworld,
based in West Hartford, Conn., and
Chkago.

"What we want people to under-

stand are the values and mind-sets

that drive the behaviors," Ms. Joyce
said.

Echoed Martin Bennett, vp-train-
ing and consulting services for The
Bennett Group, "We're looking at
what are the major historical events
that have influenced culture.”

Mr. Bennett added, "We're more
interested in giving people the abil-
ity to analyze and understand why

people behave the way they do."

The daylong seminar for Kemper
employees was an example of glob-
al workforce development training,
Mr. Bennett said.

The Bennett Group (formerly
Bennett Associates) also helps com-
panies select and train workers for
international assignments.

Insurers are expanding their pres-
ence in Latin America, Asia and
Eastern Europe as markets open in
those areas, Ms. Joyce noted. She
also cited the privatization of pen-

sions as another reason for U.S. in-
surers' investments, often in joint
ventures.

She estimates insurers make up
30% of her consulting clients.

One thing that distinguishes in-
surance companies is their need to
deal with regulators and higher-lev-
el government officials than manu-
facturers, Ms. Joyce and Mr. Ben-

nett said.

Those realities mean insurance
companies' employees abroad need
to know the politics of their host

countries. "You also need to be

more aware of shifting power and
power bases," Ms. Joyce said.

Along the same lines, Mr. Bennett
said regulatory issues might make
business tougher on insurers enter-
ing other countries as opposed to,
for example, computer chip manu-

facturers.

Another observation from Ms.
Joyce: Other cultures, such as those
in Latin America and Asia, do not
understand casual-dress days,

which have become common in

WIROBAL.i ,/

the United States. That's because
while U.S. companies value a flatter
hierarchy and see "casual day" as a
way to create a sense of equality, a
more stratified hierarchy of author-
ity is more important in some

countries.

See Training on nextpage
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INEX brings to life solutions for even the most
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Training
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While U.S. companies are task-

driven and accustomed to doing
business with tools such as faxes

and electronic mail, other cul-

tures value relationships mote,

Mr. Bennett noted.

"Other societies really are more
concerned about the interper-
sonal nature of the business, the
business relationship," he said

Even something as seemingly
straightforward as actnarial as-
sumptions might be different in
a foreign culture. "Sometimes
those assumptions are culturally

conditioned," Ms. Joyce said,
noting that what some compa-
nies consider a risk-taking behav-
ior might not be though- risky in
another culture.

Ms. Joyce calls the Accuworld
approach, which typically in-
volves two or three days of train-
ing, one that addresses tne head,
the hands and the heart.

The "head" portion of the
training gives the employee ac-
curate information about the
country to which he or she has
been assigned.

The "hands"” involve skill-
building, such as knowing the
importance of gestures and other
movements. "Particularly in

Order your Supersite

Business Center loday!

Asia, it's really critical to be able
to read people's body language,”
she said, adding that is impor-
tant elsewhere, too.

The "heart” component in-

Also, Ms. Joyce said, "What is
important for people to figure
out before they go overseas is
whether they want to adapt,”
noting that that mental process

'Other societies really are more
concerned about the interpersonal nature

of the business, the business relationship,’
says Martin Bennett of The Bennett Group.

cludes the study of another cul-

ture’'s motivations and mind-

sets.
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diligence before a merger, acqui-
sition or joint venture, compa-

nies also should examine
whether their styles are compati-
ble, Mr. Bennett and Ms. Joyce
advised.

A cross-cultural arrangement
may make perfect sense on pa-
per, "but you still have different
attitudes as to how you run your
business and manage your busi-
ness," Mr. Bennett said.

Ms. Joyce and Mr. Bennett
both emphasized the importance
of preparing a family for the
transition to life abroad, too, and
insurers echoed those points.

"We don't just train the em-
ployees," Mr. Bennett said. "We
always bring the family in."”

That can take the form of di-
recting spouses and families to
resources to help find such sim-
ple things as pediatricians, he
said.

There was agreement that
preparing the families of those
assined overseas is important.

"Assignments can go south
very quickly if the family does
not adapt well,” said Richard
Ring, international human re-
sources services manager for the
Chubb Group of Insurance Cos.
in Warren, NJ.

Chubb includes repatriation,
or reacclimation to the United
States, in the cross-cultural train-
ing it outsources to The Bennett
Group for employees in its
"zones" outside the United
States: Latin America, Canada,
Europe and Asia/Pacific.

Chubb has about 85 people
working in those zones at any
given time, with the majority in
Europe or in the Asia/Pacific re-
gion, said Mr. Ring. Not all are
from the United States, but all
have been assigned to country
not native to them.

Mr. Ring spent about a year
and a half in Singapore begin-
ning in the summer of 1994 as
staffing and training manager for
the Asia/Pacific operations. Be-
cause he was single, he got less
training than a family would
need. The scope of the assign-
ment and the size of the employ-
ee's family determine the type
and amount of training, Mr.
Ring said.

The training tries to help em-
ployees understand the values
and protocol of the culture in
which they will live. For exam-
ple, he said, whereas people val-
ue independence in the United
States, in Singapore it is a "cul-
tural no-no" for a woman to
leave home before she is mar-
ried.

The cross-cultural training
"provides a baseline of informa-
tion for you," Mr. Ring said. It
can stimulate questions, and em-
ployees after the training can
bounce things off others, such as
people living in the countries in
which they'll work.

"It begins to set the stage to
give you an opportunity to be
successful," he said, adding that
the training is only one piece of

the puzzle for someone looking
to succeed overseas. Ell



A demographic section distributed exclusively to

ISSUE DATE AD CLOSING
BJ's non-U.S. subscribers.
February 23 February 11
March 30 March 18

Articles in Global focus address the specific risk

i Distribution: Association of Insurance 6 Risk Managers
management and employee benefits concerns of

executives in countries other than the United June 1 May 20

States. Global Focus provides in-depth reporting Distribution: Luxembourg Rendez-Vous

on issues unique to these readers' countries. July 20 July 8
August 31 August 19

If your business is targeted to meet the needs

Distribution: Monte Carlo Rendez-Vous

of executives around the world, you won't want
to miss these 1998 advertising opportunities in

Global Focus.

October 26 October 14

Distribution: Baden-Baden; Management Centre Europe
Insurance 6 Risk Management Conference

Business
For advertising information contact Martin J. Ross, Associate Publisher and Advertising Director
Insurance®

220 East 42nd Street, New York 10017-5806

www.businessinsurance.com Phone: 212-210-0228 0 Fax: 212-210-0704 « E-mail: mross@crain.com



32P / Business Insurance, March 16, 1998

Insurer Topics

Communication called key for cedents in claims

Disputes with reinsurers can arise when they are not informed of settlement discussions

By MICHAEL PRINCE

eeping reinsurers

informed

-the clams

dents amd reinsur-

during

ers, attorneys and reinsurance ex-
perts say.

Disputes often arise when the
reinsurer disagrees with how the
ceding company handled the set-
tlement with the policyholder.
Such disagreements frequently
occur when reinsurers are not
kept abreast of the settlement

talks and the amounts the insur-

ers are negotiating to settle
claims.

"An early and continuous flow
of information according to the
reinsurance terms and condi-
tions" reduces disputes, said
Harold Moskowitz, a partner with
Wilson, Elser, Moskowitz, Edel-
man & Dicker in New York.

When the reinsurers are not in-

formed, they can object to pay-
ing. Reinsurers are more adversar-
ial than they used to be when
ceding companies don't provide
relevant information about the
settlement, said Leonard Silver,
president of Jenkintown, Pa.-
based First Risk Management, a
risk management consulting
firm. In these instances, reinsur-
ers may claim the cedent acted
with less than good faith, he said.

To eliminate this problem, he

recommends insurers inform

reinsurers of a prospective settle-
ment so it can be adjusted to the

reinsurers’' satisfaction. "Good

communication and no surpris-
es" are the keys to a good rela-
tionship, added Mr. Moskowitz.

For reinsurers, it's also impor-
tant to know if the cedent has

been hit with a claim but has de-
cided not to establish a reserve
because the insurer thinks there is
no coverage, said Scott Evangelist,
vp-claims for CNA Re in Chicago.

A ceding insurer that doesn't es-
tablish a reserve frequently won't
report it to the reinsurer. But if
the cedent loses a fight over cov-
erage, the reinsurer may face a
large claim. Reinsurers can balk at
this unexpected large claim and

will demand an explanation, he
said.

Reinsurers also will examine
how the cedent allocated the set-
tlement. For example, in a pollu-
tion claim, the cedent may allo-
cate the total settlement among
many years. But a reinsurer may
have written a policy for only
some of those years. That reinsur-
er will want to make sure the ce-
dent properly allocated its share
of the loss to those years, experts
said.

Insurers take the position that
reinsurers follow ceding compa-
nies' fortunes. "But this doesn't
mean they are obliged to follow
unfair settlement allocations,"”
said Lori Nugent, a partner with
law firm Blatt, Hammesfahr &
Eaton in Chicago.

Over the past 15 to 20 years,
the relationship between cedents
and reinsurers has changed, ex-
perts said. Compared to 20 years

Insurers may hire 400
money managers: Study

A

surplus assets, according
to a recent Eager & Associates
survey.

With an eye to total return
and portfolio diversification, in-
surance companies are looking
for alternative investments and
specialized asset dasses to garner
better performance than their
more traditional fixed-income or
balanced portfolios.

Although the opportunities
are out there, managers don't
seem to fare as well in meeting
the needs of the insurance com-
panies that want to hire them,
according to the survey, "Insur-
ance Companies' Use of External
Managers."

Insurance companies and
their consultants were asked to
rate investment managers on
performance, investment ap-
proach, knowledge of insurance

industry issues, fees, services be-
yond investment management
and systems/modeling capabili-
ties. The insurers and consul-
tants were provided with a list of
25 well-known managers they
now use, used in the past, or are
considering hiring. Eager, a busi-
ness strategy consultant to in-
vestment management firms,
put the list of managers together
through research that included
several investment management
databases; Tracker, Eager's pro-
prietary database; and other in-
surance industry publications.
Asked to rate the managers on a
scale of one to five, the overall
grade was average, said David
Holmes, director of market re-
search.

Questionnaires went to 1,622
domestic non-captive insurance
companies and 14 of the invest-
ment management consulting
finns that handle manager
searches for insurance compa-

nies.

-Crain News Service

ago, reinsurers are more likely to

scrutinize”

"independently
claims submitted to them and

conduct their own investigations,
Mr. Moskowitz said.

In the past, disputes were han-
dled with a handshake over
lunch, but now lawyers are more
commonly brought in to resolve
the matter, said Dick Blatt, part-
ner with Blatt, Hammesfahr &
Eaton in Chicago. "It's more ad-
versarial between cedents and
reinsurers,"” he said.

"This is probably not a good
thing in the industry as a whole,"
he added, as it increases the costs
of the dispute and adds an adver-
sarial element to the disagree-
nnent.

Much of the change in the in-
dustry occurred during the hard
market of 1985, said Mr. Silver.
During that time, "a lot of insur-
ers took advantage of reinsurers,”
he said. Also, the large dollar
amounts of pollution claims hit-

ting reinsurers made them exam-
ine claims more carefully, he ex-
plained.

The increasing adversarial rela-
tionship has resulted in longer
reinsurance contracts as each
point is put in writing in an at-
tempt to eliminate potential dis-
putes. Also, the past decade has
seen an increase in standardized
clauses, so everyone knows the
contract's meaning.

But this has not eliminated dis-
putes over the meaning of a con-
tract, said Steve Bolland, senior
vp with Gill & Roeser Inc., a New
York-based reinsurance interme-
diary. In disputes over the mean-
ing of the contract, Mr. Bolland
said he thinks it's the reinsurer's
fault for not understanding the
contract. "If he doesn't under-
stand, then that's tough,” he said.

Brokers frequently are brought
into the dispute to explain their

understanding of the contract,
Mr. Bolland noted. This can occur

if the dispute is before an arbitra-
tion panel, as most reinsurance
contracts require disputes to be
settled in that forum.

To avoid disputes, insurers
should "tighten up the contract
wording," Mr. Bolland recom-
mends. One area he cited was the
language that says ceding compa-
nies have the sole right to settle
cases and reinsurers agree to fol-
low their fortunes. If this lan-
guage is clear to both parties, he
said, then the reinsurers cannot
later object to the cedent's settle-
ment.

Mr. Evangelist of CNA Re also
pointed out that reinsurers need
to know any change in claim
evaluation and reserves made by
the ceding company. "These are
the items that need to be report-
ed promptly,” he said. "We
would like to understand why
such a dramatic change oc-
curred.”

Finally, Mr. Evangelist pointed
out that by answering the reinsur-
er's questions and correspon-
dence, ceding companies can
help speed up the resolution of

their claims. EIll
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1) FIND YOUR HIP 800OTS.

2) MAKE SURE
(QUR CLEANUP DOLLARS
ARE BEING SPENT EFFICIENT

LY.

GAB Robins’ response to an environmental crisis begins long

before an event ever occurs. Thorough preparation (such as

conducting “mock spills” with our clients) allows us to identify

potential problems and develop the best response plan. And

our environmental experts don’t just manage claims; they audit

expenses to make sure your cleanup dollars are well spent.

Questions? answers@gabrobins.com or call 888.888.4242

©1998 GAB Robins North America, Inc.



Continued from page 32

Speaal protects 10%
Sstall
TotaJ 3
Risk management professionals =2
Includes 1 pnnapal consultant 1 consultant, 1 ARM
Clients
Total 15
Minimum size None

Consulting since. 1993

Services Most nsk management services

Compensation. By the project, on retainer. by
the hour pinapal consultant,$135, consultant,$60

Omcers. Robert Bemens, Mary Ellen Wilson REk

Corporate Risk
Management Inc.

350 E Ogden Ave,
Westmont, 111 60559,
630-920-0000, fax 630-920-0157

1997 revenues

R,sk management consulting revenues NA
Contlnuous consulbng 4091
Risk management audits. 40%
Speaal proled 20°/0

Stalf

Tnts,1

Risk management professionals a

Indudes 2 Winc®al consultarits. 2 consultants.

1 CPCU, 2 AAMs, 2 CICs

Clients

Total =3
$S0,000

Minimum size

Consumng mnce- 1979

Services- Insurance coverage and limits analy- Rskmanagementconsumng revenues

ss, broker and vendor services analyss, expert wit-

Locations Westmont, Il

Devine & Tweedale Inc.

7633 Ganser Way, Suite 200,
Madison, Wis 53719-2093,
608-833-9595, fax 608-833-8088

Crisis Management
International Inc.

8 Piedmont Center, Suite 420,
Atlanta, Ga. 30305,
404-841-3400, fax: 404-841-3404

1997 revenues
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1997 revenues

Total gross revenues
Risk management consumng revenues $30,000,000
Connuous consulling 60%
Risk manalement audits 10%
Speaal projects

Staff

Clients

$50,000,000 Total 25

Consulting since. 1974
Services. Insurance coverage and limits analy-

30% sts, daims consulting, loss prevenbon consulting

Specialties Manufactunng, health care

Locations- Tampa, Flonda, New York, Santo

1997 revenues Risk management consulting revenues $600,000 Total soo Providers, government
Continuous consulting 55% Rsk management professionals 410
719,960 . .
Total gross revenues . $ Risk management audits Amo Indudes 60 pnnapal consultants, 90 consultants,
R:sk management consuning revenues $708,514

€ " Speaal projects
Continuous consuling 98%

5% 260 analysts, 1 CPCU

Risk managernernt aidh 2% Staff aients
Stalf Total 6 Total 1,000
ot . Risk management professionals 3 Associations 100
© . Indudes 1 pnnopal consultant, 2 consultants, Mnimum size
management protessionals 3 2 CPCUs, 3 ARMs

Indudes 2 pnncpal consultants, | consultant

Clients
Tolal
Total 150 Assoaahons
Assoaations a

Minimum size
Consulting since 1989
Services- Claims consulting, loss prevenbon
consulbng, expert witness services
Locations Atlanta.
Compensation. By the project, on retainer, by

Consulting since 1979
sts, loss preventon consulbng, design, Implementa-

ance programs
the hour pnncipal consultant, $250, consultant,

$195 to $250, analyst, $60
Omcers- Bruce T Blythe. president/CEO
Contact Daniel Paulk.

ty management

Compensation: By the project by the hour pon-
clpal consultant, $125, consultant, $110. analyst,
$60
Mac Curless Co.
bara B Tweedale, vp/secretary

7623E 26th St, Contact Joy M Gander-Rozzell
Wich,ta, Kan 67226,

316-687-5533, fax 316-687-3516 Dispute Resolution

Management

1997 mvenues

Compensation- By the project, on retainer, by Tof.1 1

the hour pnnapal consultant, $250, consultant, REk management prolessionals 1

$175, analyst, $100

Officers Robert A Wilson, president, Robert W Clients

Wilson, execubve vp, Scott R Wilson, vp
Contact RobeR A Wilson

Corporate Risk
Management Inc.
505 Fenton Ave,
Charlotte, N C 28207,
704-335-0185, fax' 704-377-2973

1997 revenues

R,skmanagementconsulting revenues NA Compensation. By the project.
Continuous consulting 70% i illi i i i NA
Riok management avehis o Officers William J Russell, president, Tamie p Risk manggement consumng revenues soon
Speaal projects 10% Speciale, vp . Rtsk management audits 10%
et Contact Wibm J Russell Speaal projects 5%
Total 6 Danles & Moore Group Stalf
Includes 2 orne®al consultants, 2 consultants, 911 Wilshire Blvd, Suae 700, H Total 3
1 analyst; 1 CPCU, 2 ARMs DOthage Risk Management Risk management professionals 2

Clients
Total 50

Consulting since. 1978
Services. Most nsk management servies
Locations. Charlotte, N C

Compensation-Bytheproject, on retmner, by Askma

the hour pnricipal consultant, $150, consultant,
$125, analyst, $80, dencal,$65

Officers. Will,am B Heeney, pres,dent, Mark S Total

Moss, vp
Contact William B Heeney

Crain, Langner & Co.
3728 Waaey Dnve,
Richfield, Ohio 44286,
330-659-3142; fax 330-659-6241

1997 revenues

Total gross revenues
Risk management consulting revenues
Con*Jous consuling

auals
Stall

Total a
Risk management professionals
Indudes 2 pnnapal consultants. 2 CPCUs, 1 ARM

Total gross revenues $125,000 3773 Cherry Creek Dnve N.,
$115,000
Conbnuous consuling 0% Su,te 575, Denver, Colo 80209,
Specal projects 10% 800-516-4359 or 303-331-4430,
stall fax 303-331-4439
1997 revenues
Indudes 1 pincipal consultants, 1 PE Risk management consult,ng revenues $1,000,000
Special projects 100%
Staff
Total 5
Minimum size None Total 6

Clients

Consulting since. 1995

Sennces Loss prevenbon consumng, expert wit- Total 14
ness services, building code analyses/consulttng

Compensation By the project, on retainer, by
the hour pnnapal consultant, $85 to $120

Officers. Mac[)onald Curless

gonsultlng ince 19

sts, daims consulbng, loss settlement assistance
Specialties Ublitles, public sedor. mining/petro-
chemical companies
Locations: Denver, Bathmore, Philadelphia, Salt
Lake City

Los Angeles, Calif 90017;
213-996-2200, fax. 213-996-2212

Consultants Inc.

9540 Pine Spray Court,
St Louis, Mo 63126,
314-842-5898, fax 314-842-7725

1997:evenues

Total gross revenues $653,378,000
R,sk management consulbng rsvenues $26'000,000

1% 1997 revenues

apmentai*its 059,
peaa ecls © N N

Risk management consulting revenues NA

Stan Con#nuous consulbng 80%

5.500 Risk management aucits 10%

. . ' Specal prolects 10%
Risk management professionals 148

Includes 25 prncipal conslitants, 88 consultants, Staff

35 analysts Total |

o Rt 511 ARM ‘
Total 600
Mnmum size None

Consulting since 1993
Services- Most nsk management services
Locations. St louis

Consulting since. 1948

Services. Loss prevenbon consulting, expert wit-
ness sen,ces, natural hazards Compensation- By the project, on retainer, by
the hour pnnapal consultant, $125

Officers Alan Dothage, president.

Locations. 55 locabons woridvv,cle

Compensation By the project, by the hour prn-

380,000
$360 000 apal consultant. $175 to $250, consultant. $125 to
40% $175 analyst $75 to $125

Villet, senior vps

Contact. Maureen Boyle, 675 Hegenberger Rd,

2 Suite 210, Oaidand, Calif 94621, 510-577-7535

Shene i ECS Risk Control Inc.
Total 100 Deloitte & Touche L.L.P.

Assoaahons 10 600 Eagleview Blvd,
Minimum size None 2200 Ross Ave, Sutte 1600,

Consulting since- 1939

Services Most risk management services

Compensation- By the project, on retalner, by
the hour pnnapaJ consultant, $125 to $140

SRMC rnember

Officers Thomas E Borror, president, Kenneth
R Butler, vp
Contact- Kenneth R Butler

Creative Risk Concepts
International
6114 LaSalle Ave, Su,te 355,
Oakland, Calif 94611,
510-531-9150; fax 510-531-2531

1997 revenues

Risk management consulting revenues NA
Risk management audits 10%
Speaal projects 20%

Stail

Total 1
Risk management professionals 1
Indudes 1 prinapal consultant, 1 CPCU, 1 ARM

Clients
Total 20
Consumng since 1985

Sennces Most nsk management services
Locations Oakland, Calif

Compensation By the hour pnncpal consul. Lommele, Greg Pollard, Joseph Anastasi

tant, $225
SRMC member
Contact Donn McVeigh

Exton, Pa 19341,

Dallas, Texas 75201, 800-858-0853, fax 610-458-7285

214-m-7721, fax 214-777-7220
City Place, 185 Asylum St,

Suite 3100, Hartford, Conn 06103,
860-543-7337, fax 860-543-7371

1997 revenues

$9,400,000
$9,400,000

Total gross revenues
Risk management consulting revenues
Convnuous consulang

Spec,al proiects
1997 revenues

Starr

Total gross revenues* $3,000,000,000

Risk management consulting revenues $28,200.000 Total 70
Conbnuous consumng 20% Risk management professionals

Risk management audits 20% Indudes 3 ARMSs, 6 CSPs, 1 PE
Speaal projects 50% Clients
Actuanal/accounttng services 10%
Total a0
Start
Assoctattons 2
Total 63,000
Risk management professionals 161 Consulting since 1985

Indudes 12 pnnapal oonsultants, 100 consultants, 30
actuanes, 19 analysts, 10 CPCUs, 8 ARMs, 14 FCASs,
6 ACAS, 4 CICS, 15 CMCS

Parent ECS Inc

ness services
aients . :
Locations Los Angeles, San Francisco, Hart-

Total 1,000 ford, Conn, Orlando, Fla, Atlanta, Chicago, Detroit,
Minimum size None Exton, Pa, Dallas, Houston, Seattle
Compensation By the project, by the hour pnn-
cipal consultant, $75 to $110, consultant, $75 to
$100, dencal, $30
Compensation By the project, on retainer, by Officers BM Kronenberg, pres:denUCEO, Frank
the hour pnnclpal consultant, $275 to $450, consul- Piliero, executive vp/CFO, James Splain, senior vp

tant, $150 to $250, analyst, $90 to $150, dencal, Contact Corporate mari<ettng, 800-327-1414
$40 to$60

Officers William D O'Connell, Don A Wills,
Mark Charron, Greg Higgins, Harvey Michaels, Jan

Consulting since 1978

Services Most nsk management services
Locations 27 locabons worldwide

EQE International
44 Montgomery St,
San Francisco, Calif 94104,
415-989-2000, fax 415-433-5107

Contact Don A Wilks, Dallas, Mark Charron,
Hartford, Conn
" Includes U S revenue only

Consulting since. 1981
Services- Alternative risk financing consulting,

50 consumng on design of nsk management informa-

No lion systsms, daims consulhng

Locations. Los Angeles, San Franasco, Boston,
St Louis, Houston, Seattle, Auckland, Australia,

Services. Insurance coverage and limits analy- Pans, Tokyo, Singapore, London

Compensation. By the project, on retainer, by

tion and mon,tonng of association-endorsed insur- the hour

Officers D O Frazier, chairman, P | Yanev,

Specialties. Put)1£ sector, associabons, proper- pres,dent, J Johnson, COO, G W Remer, CFO, R

Kunar. director-marketing
Contact Charles Scawthom

Officers Denn,s G Tweedale, president. Bar- Effective Risk Management

19200 Von Karman Ave,
Suite 500, Irvine, Calif 92612-1540,
714-251-1500, fax 714-251-1715

1997 revenues

Risk management consulting revenues NA
Conhnuous consulttng 20%
Risk management audits 10%
Special projects 70%

Stan

Total 25

Indudes 1 pinapa} consultant 0 5 consultants

Consulting since 1993

Sennces: Most nsk management services

Compensation By the project, on retainer. by
the hour pnnapal consultant, $175 to $250

SRMC member

Offices- Pauline Thomas

envices, Tnsurance coverage and limns anaiy- Ela,11 CoSl, lting Iric.

15 Northtown Dnve, Box 2,
Jackson, Miss 39211,
601-952-0403, fax 601-977-0807

1997 revenues

Inclides 1 pnnapal consultant 1 consultant

Clients
Total 100
Assoctations 2

Consulting since 1988

Services. Most nsk management services.

Locations Jackson, Miss

Compensation. By the project, on retatner, by
the hour pnncipal consultant, $150, consultant,
$120, analyst $120, dencal,$50

Contact Jonathan Enc Elam, president

Ernst & Young L.L.P.

787 Seventh Ave.,
New Yor*, NY 10019,
212-773-5433, fax 212-773-1730

1997 revenues

Total gross revenues
Risk management consulbng revenues $41,344,000

Conttnuous consulting 15%
Risk management audits 20%
Speaal projects 28%
Actuanavaccounting services 37%
Sta”
Total* 9.4
Risk management professionals* 17

Includes 25 pnnapal consultants, 35 consultants, 30
actuanes, 27 analysts, 7 CPCUs, 10 ARMs, 20 FCASSs,
22 ACAS

Clients
Total 550
Minimum -70 None

Consulting since 1922
Services Most nsk management services
Locations Los Angeles, Atlanta, Chicago,

Compensation By the project, on retalner, by
the hour pnncipal consultant, $480, consultant,

59 $300, analyst, $150

SRMC member

Officers- James Blinn, Rusty Kuehn, Onn Lin-
den, Lee Smith, Steve Visner, partners

' Dedicated to Ernst & Young's nsk management and

actuarial services group

serwces Lossprevenbonconsuiting, expertwit- EVAZBO Risk Management

Consulting Services Inc.

Domingo, Dominican Republic
Compensation. By the project, on retalner by

the hour pnrapal consultant, $150, consultant,

$100, analyst, $75, derical $25
Officers. Edna Vazquez de Bonnet, president,

None Chandissa Bonnet, vp, Glona Gordlls, secretar, L
Alexander Bonnet treasurer

——O

Felton Associates

3255 Fntchie Dnve,

Baton Rouge, La. 70809-1567,
504-925-2833; fax: 504-928-2833

1997 revenues

Risk management consulting revenues
Contnuous consulbng
Risk management aucits
Spegal projects 55%

Staff

Total 1

Indudes 1 pnncipal consultant, 1 CPCU

Clients
Total 35
Minimum see None

Consulting since 1976

Services. Most nsk management services

Compensation. By the hour pnncipal consul-
tant, $175

SRMC member

Officers Robert S Felton, owner

R.M. Fields International L.L.C.

629 Public Ledger Building,
Independence Square,
Philadelphia, Pa 19106,
215-625-9639, fax 215-625-9679

1997 revenues

Risk management consulting revenues NA
Risk management audits 100%

Starr

Total 10

Includes 2 pnnapal consultants. 4 consullants
4 analysts

Cilients

Total 58
Assoaabons a
Consulting since 1981
Sennces Insurance coverage and limits analy-

sts, broker and vendor services analysts, expert wit-

Locations Chicago, Philadelphia, Washington,
London

Compensation. By theproject, by thehour pnp
cipal consultant, $225, consultant, $175, analyst,
$75 to $100, dencal, $60

Oflicers. Henry R Booth, Dawd R Jones, man-
aging directors

Contact Henry R Booth

First Risk Management-
Legal Division Inc.
1250 Greenwood Ave, SuRe 12,
Jenkintown, Pa 19046,
215-8851125, fax 215-885-1161

1997 revenues

$50,924,000 Risk management consumng revenues NA
Contriuous consulting 24%
Risk management audits 1
Speaal projects 75'a
Stalf
Total a

Risk management professionals 1
Indudes 1 pnropal oonsultant, 1 CPCU, 1 ARM

Clients
Total as

Consulting since 1988

Parent- First Risk Management Co

Services. Insurance coverage and limits analy-
sis, expert witness services, lit,gabon support con-
sulting on insurance and nsk matters

Specialties Attorneys

Compensation By the project (exdud,ng Imga-

90% Boston, New York, Philadelphia, Hamilton, Bermu- tion work), by the hour pnnctpal consultant, $395,
10% da, Montreal

dencal,$80

SRMC rnember

Officers Leonard J Silver, president, Bonnie
Esposito, secretary

Contact Leonard J Silver

Fortune Risk

Management Inc.

9000 W Shendan St , Suite 149,
Pembroke Pines, Fla 33024-8801,
954-436-7384; fax 954436-7385

1997 revenues

Popular Bank Building, Ninth Floor, Rmkmanagement consumng revenues NA

Old San Juan, Puerto Rico 00901,
787-723-1950, fax 787-723-8128

1997 revenues

Total gross revenues $425,000

R,sk management consumng revenues $425.000
Conttnuous consulting 80%
Risk management audits 10%
Spectal projects 10%

Staff

Total 8

Risk management professionals a

Includes 1 pnnapal consultant. 2 consultants, 1 ana
lyst, 2 CPCUs, 2 ARMs

Continuous consulting 85%
Risk management audits 10%
Special projects 5%

Staff
Total M
I

Risk management professionals
Includes 1 pnnapal consultant, 3 consultants,
2 CPCUS, 1 ARM

Clients

Total 1€
Associabons 1

Consulting since 1991

Continued on next page
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Continued from preutous page
Services Most nsk management services
Locations Pembroke Plnes, Fla

Compensation By the project, on retainer

SRMC member

Officers David E Fortune, president, John Nu
gent, Jose E Pardo, Ana Alvarez, vps

Contact David E Fortune

Fowler Risk Management
Consulting

8401 Mayland Dnve,
Richmond, Va 23294,

1998

Compensation By the hour

Oft,cers Thomas W Jaeger, president, Al
Longhitano, chairman, Mano Antonetb, treasurer,
Charles Hahl, Fred C Bradley, board members

Contact Douglas J Rollman, director-business
development

Gallagher Bassett Services Inc. Conbnuous consulin

The Gallagher Centre, 2 Pierce
Place, Itasca, 111 60143-3141,
630-m-3800, fax 630-2854000

1997 revenues

Total gross revenues

R,sk management consumng revenues $7,000,000
804-270-9524, fax 804-270-9527 Continuous consumng 60%
Ask management audds 20%
1997 revenues SpeclaJ projects 20%
Staff
Rsk management consulting revenues NA
Conbnuous consumng 80% Total 60
Risk management audits 10% Risk management professionals 45
SpectaJ projects 10% Includes 8 pnnapal consultants, 37 consultants,

Sta
Totaj 1
Risk management professionals 1

Clients

TotaJ 20
Assoclabons 1

Minimum size

Consulting since 1988

Services Most nsk management services

Locations Richmond, Va

Compensation By the project, on retainer, by
the hour pnncipal consultant, $165, consultant,
$100, analyst, $80, dencal, $40

Leonard R. Friedman Risk

Management Inc. (LRF/RM)
170 Great Neck Road,
GreatNeck,NY 11021,
516-466-0750, fax 516-466-0997

1997 revenues

Total gross revenues $1,000 000
Risk management consumng revenues $1 000,000

Continuous consumng 85%
Risk management audis 10%
Spectal projects 5%
Starr
Rsk management protesgonals 8

Indudes 3 primpal consultants, 1 consultant,
4 analysts, 1 ¢PCU. 4 ARMs

Cilients
Total 50

Consulting since 1974

Services Most nsk management services

Locations Great Neck, N Y

Compensation By the project, on retainer, by
the hour pnncipal consultant, $200, consultant,

$175, analyst, $95, dencal, $50
SRMC member

Officers Alice B Weiss, president, Susan G

Kaufman, executive vp, Rachel Efrat!, vp
Contact Susan G Kaufman

<= —

G.C.G. Risk Management Inc.
11 Beach St ,
New York, N Y 10013,
212-431-3000, fax 212-941-6546

1997 revenues

Total gross revenues $4,200,000
Risk management consulting revenues $4,110,000

Continuous consumng 90%
Risk management audits 2%
Special projects 8%
Stalf
Total 33
Clients
Total 725
Assoaailons 17

Consulting since 1977
Services Workers compensation nsk manage-

2 ARMs, 12 CSPs, 3 PEs

Clients
Total 518
Associations 25

Consulting since 1962

Parent Arthur J Gajlagher & Co

Services Loss prevention consulting

Specialties Manufactunng, health care
providers, transportation

Mel Griffin & Associates

P O Box 486,
Rio Linda, Calif 95673,
916-991-4315, fax 916-991-0907

1997 revenues

Risk management I;onsumng revenues

Risk management audfs 40%
Speaal projects -10%

Stan
Tnt,1 a

Risk management professionals 3
indu(les 2 pinapal consultants, 1 consultant

$126,000,000 Clients

the hour pnnapal consultant, $125 to $175, consul-
tant, $75 to $125, dencal, $25 to $35

Officers Philip Hastings, CEO, Robin Williams,
vpoperabons/markeang, Shannon Hast,ngs, *ad
ministratton

Contact Robin Williams

$1746 Health Insurance

Specialists Inc.

30 W Gude Dnve, Suite 220,
Rockville, Md 20850,
301-217-9100, fax 301-217-9111

1997 revenues

TotaJ 50 Risk management consulting revenues NA

Minimum size None

Consulting since 1981

Services. Most nsk management services

Locations Rio Linda, Calif

Compensation By the project, on retainer, by
the hour pnnctpal consultant, $110

Officers Mel Gnffin, owner/president, Don
Blackhurst, principal consultant

Locations Lime Rock, Ark, Denver, Farming- HJH Group Inc.

ton, Conn, Miami and Orlando Fla, Atlan a,
Schaumburg, 111, Kansas City and St Louis, Mo,
Middletown, NY, Arden, NC, Melbourne, Aus-
talia, Toronto, London

Compensation By the project, on retainer, by

3837 Northdale Blvd, Suite 352,
Tampa, Fla 33624, 813-985-4535,
fax 813-985-6851

the hour pnncipal consultant, $95 to $125, consul- 1997 revenues

tant, $90 to $115

Officers John G Campbell, chairman, Peter J Risk management consulting revenues

Durkalskl, president, Michael J Billings, Em,1 Bravo,
Richard McKenna, executive vps

Contact Tracy D Mock, area vp-marketing ser- Stall

Gates McDonald & Co.

3455 Mill Run Dnve,
Hilliard, Ohio 43026, 800-336-4733
or 614-777-3000, fax 614-777-3265

1997 revenues

$87,900,000
$4,000,000

Total gross revenues

Risk managementconsumng revenues
Conbnuous consumng
Spectal projects
Aduanal/accounting sennces

Staff

Total 1,333

Risk management professionals 20
Indudes 5 consultants, 15 analysts

Clients

Total 1,200
Assoaattons 25

Consulting since 1929
Parent Nationwide Insurance Enterpnse

TotaJ gross revenues $630.00(
$500.00£

Risk manage ment audds 80%
Special projects 20%
Total 5
Risk management professionals 5

Indudes 2 principal consultants, 3 consultants,
1 CPCU, 2 AAMs, 1 FCAS, 1 CSP, 1 PE

Clients
Total 25

Consulting since 1993
Services Risk management organization stud-

Cormnuous oonsumng 100%

Staff

Total 8

Risk management professionals
Indudes 2 pnnapal consultants, 1 analyst, 1 CPCU,
2 CMCs

Clients

Hilton Hilliard & Associates

P O Box 842014,
Houston, Texas 77284-2014,
800-804-4741, fax 800-914-8019

1997 revenues

Risk management consulting revenues NA
Continuous consumng 70%
Special projects 30%

Staff

Total B

REk nlanagement professonals 3

Includes 1 prinapal consultant, 2 consultants

Clients

Total 25
$750

Minimum size

Consulting since 1991

Services Loss prevention consulting, OSHA
compliance consulting

Specialties Construction

Locations Houston

Compensation By the hour pnncipal consul-
tant, $150, consultant, $125, analyst, $100, dencal,

Total 25 $50
12

Associattons

Minimum size

$25,000

Consulting since 1982

Services Most nsk management services

Locations Rockville, Md

Compensation By the project, on retainer, by
the hour pnnapal consultant, $200 to $250, consul
tant, $ 150 to $175, analyst, $125, dencal, $75

Officers Jon S Belinkle, president, Eileen
Drucker, vp

Contact Jon S Belinkie

Helmsman Management
Services Inc.
9 Riverside Road,
Weston, Mass 02193,
617-243-7985, fax 781-736-0256

1997 revenues

Risk management consulting revenues NA
Conhnuous consulting 57%
Special projects 22%
Actuanal/accounting services 21%

Staff

Total az

ndudes 5 pnnapal consultants, 6 consultants

ies, claims consulting, analysis/implementation of 8 actuar|1es 23 analysts, 3 ARMs, 2 FCASs, 4 ACASs

managed care programs for workers oomp
Locat,ons Tampa, Fla
Compensation By the project, on retainer, bv

2% the hour pnnapal consultant, $175 to $200, consul
3% tant, $125 to $150, dencal, $25

Officers Dennis L Huffman, pnnapa/CEO,

Cathenne K Johnson, pnnapal/president
Contact Cathenne K Johnson

Walter Haner & Associates Inc. tary, Elliot \)/

545 N Maple Ave,
Ridgewood,NJ 07450,
201445-7020, fax 201-445-0328

Services Alternative Ask financing consulting, 1997 revenues

daims consulting, actuanaj consulting
Locations Hilliard, Ohio
Compensabon By the project, on retalner
Officers David Hollingsworth, president,

Richard Hoyt, vp-unemployment compensation, Total

David R Brown, vp-corporate marketing/business
development, Gerry Sheldon, vp-nsk management
services, Margaret Bainbndge, vp-state fund ser
vices, Peter Barr. vp-healthcare management ser
vces plus

Contact Davd R Brown

General Consulting Services

113 N Kickapoo St,
Lincoln, 1l 62656,
217-732-1830, fax 217-732-2146

1997 revenues

Risk management consumng revenues NA
Actuanal/accounang sen,lces 100%

Staff

Risk management professionals
indudes 1 prinapal eonsultant 1 analyst, 1 FCAS

Consulting since 1992

Clients

Officers J Hilton Hilliard, nsk manager, Andrew
H Hilhard, safety instructor, Mary H Hilliard, safety
records/procedure Instuctor

P.M. Hudson & Associates Inc.

20303 Stedmall Place,
Galthersburg, Md 20879,
301-212-9300, fax 301-990-0665

1997 revenues

Risk management consulting revenues NA
Conbnuous consumng 64%
Risk management audits 30%
Speaal projects 6%

Staff

Total 5

Risk management professionals 3

Indu<les 1 pnnapal consultant 1 consultant 1 ana
lyst, 1 ARM

Clients

Total a0
Associations 8

Consulting since 1982

Services Most nsk management services

Spec,alt,es Manufactunng, technology, assoct-
ablons

Compensation By the project, on retainer, by
the hour pnncipal consultant, $160, consultant,

Total 53 $120, analyst, $80, dencal, $35

Minimum size None

Consulting since 1983

Parent Liberty Mutual Group

Services Most nsk management services
Compensation By the project

Officers Peter M Hudson, president, Bngitte

Verhaege, treasurer, Stephen Howat, vp
Contact Peter M Hudson

Ofticers Amy J Leddy. vp/manager, Edmund F Robert Hughes Associates Inc.

president, Bob Litke, vp, Barry Gilvar, Secre-
liams, treasurer

Contact Edith Shearman, 175 Berkeley St,
Boston, Mass 02117 0140, 617-357-9500 ext
43986

Henderson Insurance

& Risk Management

Consultants Inc.

3300 Henderson Blvd , Suite 2086,

14180 Dallas Parkway, Suite 400,
Dallas, Texas 75240,
972-980-0088, fax 972-233-1548

1997 revenues

Total gross revenues $1,987,773
Risk management consulting revenues $1,847,729

Conbnuous consuling 3%
Risk management audits 2%
Special proleds 79%
Aduanal/accounung services 16%

Tampa, Fla 33609 813-287-2986, Total 20

fax 813-289-058

Services Alternative osk financing consulting, 1997 revenues

actuanal consulting
Compensation By the project
Contact Walter Haner, consumng actuary

Harvard Aimes Group

6 Holcomb St , PO Box 16006,
West Haven, Conn 06516,
203-933-1976, fax 203-933-0281

1997 revenues

Risk management consumng revenues $201,275
Continuous consumng 60%
Risk management audits 40%

Staff

Total 3
Includes 2 pnnapaj consultants, 1 analyst

Clients

Total 38

Consulting since 1970
Services Alternative nsk finanang COns.Jittng, in-

Risk management professionals 14

Indudes 1 pnnapal consultant, 11 Consultants, 2 actu
anes, 5 CPCUs, 3 ARMs, 1 FCAS, 1 ACAS, 1 CIC

Clients
Total 208

Assoaahons 10

Minimum size None

Consulting since- 1979

Services Most rlsk management services

Locations Dallas, Houston, London

Compensation By the project, on retainer, by
the hour pnncipal consultant, $375, consultant,
$150 to $300, analyst, $165, dencal, $65 to $85

Officers Robert N Hughes, president, Michele

surance coverage an and limits analysts, broker and S Marlin, vp/treasurer, Jeanne Camp, chief actu

Risk management eonsumng revenues NA
Continuous consulting 80% REk management consulbng revenues NA vendor services a
Spectal projects 20% Continuous consulting 100% L i T FI
ocations Tampa, Fla
Stall Staff .
Compensation By the hour pnnclpal consul-
Tnul " Total 3 tant, $125, consultant, $120, analyst, $50, clencal,

Indudes 4 pnnapal consultants, 4 consultants

ment consulting only, Induding workers compensa- clients

tion claims review, reserve analysis and loss con-
trol

Specialties Workers compensation

Locations Fairport, New Yok, Schenectady,
and Westbury, N Y

Compensation By the project, on retainer

Total 37
Associahons 2

Services Most nsk management services
Compensation Bythe project

Officers Barbara Q'Donohue, Eremdent
Officers Joseph M Gnesin, president, Charles Thomas O'Donohue, vp, Cathy Vale, se

S Cates, vp, Ross L Gnesin, treasurer, Lawrence treasurer

E Gnmm, secretary

Gage-Babcock

& Associates Inc.

3975 Fair Ridge Dnve N, Surte 310,
Fairfax, Va 22033-2924,
703-934-6440, fax 703-385-6749

1997 revenues

Total gross revenues $6,400,000
Risk management consumng revenues $1,300,000

Continuous consumng 60%
Risk management audtts 20%
Speaal projects 20%
Stan
Total 60
Risk management professionals 37

Indudes 7 Dnnapal consultants, 30 consultants,
3 ARMSs, 4 CSPs, 23 PEs

Clients
Totaj 51

Associations 1

Minimum size None

Consulting since 1952

Services Most nsk management services

Locations Los Angeles, San Francisco, Auanta,
Chicago, New York, Vancouver, Bntish Columbia

Contact Thomas O'Donohue or Cathy Vale

Global Risk Management

Center Inc.

11200 Westheimer, Suite 921,
Houston, Texas 77042,
713-789-0563, fax 713-785-8016

19997 revenues—

Total gross revenues $296,000

Risk management consumng revenues $296,000
Continuous consulting 45%
Risk management audits 5%
Special projects 50%

Staff

Total B

Risk management professionals
Indudes 1 pnnapal consultant, 1 consultant

Clients

Total 7

Consulting since 1991

Services Most nsk management services

Locations Houston

Compensation By the project, on retainer

Officers. John A Lindquist, president, Diane J
LIndquist, vp/treasurer

retary/ ies, nsk management execu

Rsk management professionals
Indudes 1 pnnapal consultant. 1 analyst

Clients

Total 15
Minimum size

Consulting since 1984

2 $15

SRMC member
Officers Otto Lee Henderson, presidert, James
Lee Henderson, William Armistead, vps, Julia Clare

None Henderson, secretary/treasurer

Services Risk manag{ement orgamzatlon stud- The Hilder Group Inc.

e searche:
Compensation By the project, on etalner

Officers James J Gunther, pnnapal

The Hastings
Management Group
1508 E 86th St, Suite 239,

Indianapolis, Ind 46240,
317-571-9996, fax 317-571-9497

1997 revenues

Risk management consumng revenues NA
Conanuous consulting 78%
Rsk manaement audits 12%
Speaal! projects 9%
Aduanal/accounting services 1%

Stan

Tokil -

Risk management professionals 6
Indudes 3 principal consultants, 3 consultants

Clients

Total 51
Assoctabons 1

Minimum size Ncne

Consulting since 1984

Parent Hashngs & Hastings

Services Most nsk management services
Locations Phoenix, Findlay, Ohio
Compensation By the project, on retainer, by

220 Campus Dnve, Suite 201,
Arlington Heights, 1l 60004,
847-342-4900, fax 847-342-4907

1997 revenues

ary, Olie Jolstad, vp, Alice Oakley, mari(eung direc-

tor
Contact Robert N Hughes

@

IRMC Inc.

2451 McMullen Booth Road,
Suite 219, Clearwater, Fla 33759,
813-799-0844, fax 813-791-0584

Risk management consulting revenues NA 1997 revenuesz
Continuous consumng 75%
Risk management aud,ts 15% Risk management consumng revenues NA
Speaal projects 10% Continuous consumng 75%
Risk management audits 10%
Staff !
Speaal projecs 15%
Total a Staff
Risk management professtonals 3 Total
Indudes 2 pnnapal consultants, 1 consultart ° = X 3
Clionts Risk management professionals 2
Inducles 1 principal consultant, 1 const.iant, 1 CPCU
Total 15 Cilients
Minimum size $100,000
Total 25

Consumng since 1987

Services Most Ask management services

Locations San Diego

Compensation By the project, on retainer, by
the hour pnncipal consultant, $215, consultant,
$150

SRMC member

Officers Daniel E Hilder, president, Tnomas P
Donahoe, vp

Contact Daniel E Hilder

See page 21 for directory terms

Minimum s,ze None

Consulting since 1984

Parent The Weaver Co Inc

Services Most r,sk management services
Specialties Manufactunng, uttimes, oil/gas
Locations Clearwater, Fla, Dallas
Compensation By the project, on retaner, by

the hour pnncipal consultant, $165, consultant,
$165, dencal, $50

Officers Gene L Weaver, president

Cont:nued on page 38
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In business, thinss aren't always what they seem. You need to look
very closely to understand a company's true financial picture. If the image portrayed is not an
accurate representation, then it could be you that's left hanging.
But with Signet Star, that will never happen. We have the strensth of over $950 million of policyholders' surplus
ready and available. And we are a member of the W.R. Berkley Corporation group
of companies. Our outstanding financial position has been recosnized with an "A" (Excellent) rating
by A.M. Best and an "AA-" claims-paying ability rating from Standard and Poor's.
Our business is reinsurance and we are totally committed to it. Signet Star has six operating divisions staffed
with experts in their respective fields, and we're growing.
So for risk coverage that's picture perfect, look to Signet Star. We've got the commitment and the capital

to keep you covered. And that's a promise you can bank on.

a |l yOU CAN bAN k ON.

Alternative Markets Division, Florham Park, New Jersey
Facultative ReSources, Inc.,
Stamford, Connecticut; Atlanta, Georgia; Schaumburs, lllinois
Fidelity & Surety Division, Schaumburs, lllinois
Latin American & Caribbean Division, Coral Gables, Florida
Professional Liability Treaty Division, Florham Park, New Jersey
Property & Casualty Treaty Division, Florham Park, New Jersey
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Continued from page 36

IRMG Risk Advisory Services
1 Executive Drive, P.O. Box 1383,
Fort Lee, N.J. 07024;
201-592-7100; fax: 201-592-7859

1997 revenues

Riskmanagement consulting revenues.
Continuous consulting.
Risk management audits.
Spectal projects
ActualiaVaccoundng services

Staff

0 principal consultants, 15 consultants,
15 analysts; 14 CPCUs, 5 ARMs, 1 CSP, 4 CMCs

Clients

Associations 5

Consulting since: 1958.

Parent: IRMG.

Services: Alternative risk financing consulting,

daims consulting, transaction structuring and
management within a quantitative context.

Locations: Newark, Del.; Minneapolis; New
York; Cleveland; Seattle; Melbourne, Australia; Bar-
bados; Bermuda; Toronto; Cayman Islands; Helsin-
ki, Anland; Frankfurt, Germany; Guemsey; ireland;
Isle of Man; New Zealand; Singapore; Johannes-
burg, South Africa.

Compensation: By the project, by the hour.

Officers: Bruce F. Belfiore, James W. Hutchin,

Kansas City « Denver « St. Louis * HOUSLON * Los Angeles * Chicago - Dallas « New York =

© 1997, Lockion Companies

William F. Ramonas. managing partners.
Contact: Emory Shawver, president-American
Risk Services, Fort L.ee, NJ.

Independent Risk
& Insurance Management
Services Inc.
13901 N. 73rd St., Suite 219,
Scottsdale, Ariz. 85260;
602-483-9005; fax: 602-483-8988

1997 revenues

Risk management consulting revenues... ... NA
Continuous consulting

Risk management audits . 20%

Specia projects. 25%
Aduatial/accoundng services 10%
Staff
2
Risk management professionals..................... ... 2
Includes: 1 principal consultant, 1 analyst
Clients

Associauons.
Minimum size..,. ... s e None

Consulting since: 1981.

Services: Most risk management services.

Locations: Phoenix.

Compensation: By the project. on retainer, by
the hour: pdncipal consultant, $110; analyst, $45.

Omcers: James Loeb, principal.

Industrial Risk Specialists Inc.
150 Great Neck Road,
Great Neck, N.Y. 11021;
516-487-1700; fax: 516-487-1146

1997 revenues

Risk management consulting revenues... ... NA
Continuous consulting.
Risk management audits 10%
Special projects. 5%

Staff

Total... 17

Risk managementprofessionals. ...13
Indudes: 2 principal consultants, 6 consultants,

5 analysts, 1 CPCU, 3 ARMs

Clients

Total. ... i 125

Consulting since: 1980.

Services: Most risk management services.

Compensation: By the project, on retainer, by
the hour: principal consultant, $200 t0$250; cons.JI-
tant, $165 to $190; analyst. $60 to $90.

SRMC member.

Officers: Robert S. Sterling, president; Pat An-
tonacci, executive vp; Les Welch, vp

Contact: Robert S. Sterling.

INSPRO Risk Management Inc.
P.O. Box 515039,
Dallas, Texas 75251;
972-235-3030; fax: 972-235-3556

Makes a big impression.

—
1 iCﬁCK—»a,1 i

Engineered to perform.

The country's largest
independently owned broker
is quick to respond, flexible,

a proven perforrner,
and focused on its clients.

We provide unparalleled service
and outstanding results.

Whether you are a risk manager
looking for more from your broker,

or a successful insurance professional
looking for an exciting and rewarding career opportunity,
you have a choice.

Look to Lockton.

LOCICON

www. lockton.com

1997 revenues

Risk management consumng revenues.. - NA
Conhnuous consulting. -50%
Risk management audits...... . 20%
Special project: 30%

Staft

Total. 5

Risk managementprofessionals 3

Includes: 2 principal consultants, 1 consultart;
1 CPCU, 2 AAMs

Clients

25
$100,000

Minimum size ,,

Consulting since: 1991
Services: Most risk management services.

Locations: Dallas.

Compensation: By the project, on re:ainer, by
the hour: principal consultant, $100 to $150; consul-
tant, $60 to $75, analyst, $25 to $35; clerical, $25 to
$35.

Officers: Gerald P. Brunker, Paul J. McVearry,
Al Angel.

Contact: Gerald P. Brunker.

Insurance Audit
& Inspection Co. Inc.
6314-G Rucker Road,

Indianapolis, Ind. 46220-4892;
317-259-1013; fax: 317-465-1004

Nashville

1997 revenues

Risk management consulting revenues.. NA
Connuous consuning. .80%
Risk management audits. 10%

Staff

Total. .10

Risk management professionails............ 7
Indudes: 4 CPCUs, 3 ARMs, 1 CIC

Cilients

Total. _.250

Consulting since: 1901.

Services: Most risk management sen/icvs.
Locations: Columbus, Ohio.

Compensation: By the project, on retainer, by

the hour.

SRMC member.

Officers: Mary C Houtz, chairman emeritus;
Daniel C. Free, presidenVgeneral counsel; Mary E.
Free, secretary/treasurer; Jack Harris, executive vp;
Kenneth Bush, vp.

Contact: Daniel C. Free.

Insurance Buyers' Council
& First Risk Management
IBC Inc.

9690 Deereco Road, Suite 650,
Timonium, Md. 21093;
410-561-9200; fax: 410-561-9351

1997 revenues

Total gross revenues............ .......... ,.-$2,030,000
Risk management consulting revenues., _$2,012,000
Continuous consulting. 91%

Risk management audits LT%
Special project: 2%
Staff
Total. L7
Risk management professionals................cccccceieiees o 12

Indudes: 8 principal consultants, 3 consultants,
1 analyst; 7 CPCUs, 11 ARMs

Clients
Totai. 140
Associations. 20

Minimum size..

Consulting since: 1945.

Parent: Insurance Buyers' Council Inc.

Se,vices: Most risk management services.

Locations: Timonium, Md.

Compensation: On retainer, by the hour: princi-
pal consultant, $125 to $175; consultant, $110 to
$125; analyst, $80 to $100; derical, induded.

SRMC member.
Officers: Adam P Sielicki Jr., presidenVtreasur-

er; Fredric W. Schultz, chainnan; Thomas J. Krzys,
vp

Insurance Consulting
Associates

1 International Blvd., Suite 605,
Mahwah, N.J. 07495-0091:
201-512-9600; fax: 201-512-9635

1997 revenues

Risk management consulting revenues ... NA
Continuous consulting. .85%
Risk management audits.. 7%
Special projects. 8%

Staff

Indudes 12 pincipat consultants, 9 consultants,
12 analysts; 2 CPCUs, 8 ARMs, 4 CICS

Clients
Total.

Associations. _o

Mmmum size. ..None

Consulting since: 1956.

Services: Most risk management services.

Locations: Clark, Hasbrouck Heights, Mahwah
and Wyckoff, N. J.

Compensation: By the project, on retainer, by
the hour: principal consultant, $250 to $350; consul-
tant, $200 to $250; analyst, $100 to $150, clerical,
$60 to $75.

SRMC member.

Contact: Barron S. Wall, managing associate.

Insurance Control Systems Inc.

1118 N. La Brea Ave., Ingle\Mood,
Calif. 90302; 213-678-7115;
fax: 310-673-3350

1997 revenues

Risk management consulting revenues - NA
Continuous consulting. .. 76%
Risk management audits... ..10%
Special projects.

Acbadal/accounting Services..............ccccocoeecoeeennn. 10%

Staff

Total oo .6

Risk management professionals____ ............ A

Indudes: 1 principal consultant; 1 ARM, 1 CSP

Clients
..26

Minimum size... _*i 06,000

Consulting since: 1989.

Services: Most nsk management services.

Compensation: By the project, on retainer.

OHicers: A. Kirkpatrick, president; V. Paganelli,
vp-operations/administration; V. Heitkamp, con-

troller; D. Paganelli, service director.
Contact: Ira Black, 310-672-2114.

Insurance Review
& Management
1820 Water Place, Suite 210,

Atlanta, Ga. 30339,
770-955-4474; fax: 770-9554358

1997 revenues

Risk management consulting revenues ~NA
Continuous consulting . _75%
Risk management audits. ..20%
Special projects. 5%

Continued on page 40



NA\AKA!
NEW YORK MONTREAL - HONG KONG - TOKYO

! CHICAG(? . baLLas ' HARTFORD' | I.ONDON | TOROSTO | . SYDNEY
VRRICE o LTON L TR WERD, A O sc0r

ABLAN: DRI

SINGAPORE . PARIS

SEQOQI

SCOR SHARES YOUR RISKS WORLDWIDE

SCOR RE



40 / Business Insurance, March 16, 1998
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Staff

Total >
Risk management professionals
Indudes 1 pinapal consultant, 1 analyst, 1 CPCU

N

Clients
Total 75
Associations 2

Minimum size None

Consulting since 1985
Services Most nsk management services

Citents

Totaj 300

Minimum Nze None

Consulting since 1988

Services Loss prevenbon consulting, occupa-
bonal engineenng

Specialties Manufactunng

Locations Fort Wayne, Indianapolis, Muncie
and Warsaw, Ind , Defiance and Sylvania, Ohio

Compensation By the hour principal consul-
tar,t, $90, consultant, $90, dencal, $35

Officers Jim Van Dyck, Ron Hariuff, Harold Ev-

Compensation By the preect, on retainer, by erett, Dewey Tagtmeyer, account executives, Jim
the hour pnncipal consultant, $120, analyst, $35, Krouse, director nsk control services

dencal,$17
Contact T Joe Byrd

Insurance & Risk Management

P O Box 1705,
Fort Wayne, Ind 46801,
219-436-1616, fax 219-432-4083

1997 revenuesz

Total gross revenues $250,000

Risk management consulting revenues $250,000
Risk management audits 80%
Speaal projects 20%

Stafr

Total 5

Risk management professionals 4

Indudes 4 consultants, 1 CSP

'‘4%%

Contact Jim Krouse

Insurance Services
Office Inc. (ISO)

7 World Trade Center, New York,
N Y 10048-1199, 800-888-4476

1997 revenues

Total gross revenues NA
Actuanal/accounting services 100%

Staff

Total 2,200
Risk management professionals 2

Indudes 1 pnnapal consultant, 1 actualy, 118 CP
CUs, 14 ARMSs, 23 FCASSs, 23 ACAS

Clients

Total 2

S/ et. , ™

Lsr.3
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Assoaattons 1

Consulting since 1996
Services Actuanal consulting, Insurance cover-

age and limas analysts, loss settlement assistance
Locations Nabonwide

Compensation By the proiect, oy the hour

Officers Fred R Marcon, chairman/pres
idenVCEO, Michael Fusco, executive vPCOO, Car-
ole Banfield, executive vp-information semices,
Donald J Rainone, executive vp-marceting and
strategic planning, Mavis A Walters, executive vp-
government relabons

Contact Alfred Weller, 212-898-5990

Integrated Risk Solutions Inc.
7502 Greenville Ave, Suite 500,

Services Insurance coverage and lin*analyss, tant, $75 to $150, analyst, $50 to $75, dencal, In-

broker and vendor services analyss, reinsurar'ice
Specialties Public sector, associations, charita-
ble non-profits
Compensation By the project, on retalner, by
the hour pnnapal consultant, $150, dencal, $50
SRMC member

Officers Cathy L Jones, president

Interisk Corp.

duded

Officers Lawton Swan [ll, Sidney G Webber

Interisk Limited

1600 Dove St, Suite 310,
Newport Beach, Calif 92660,
714-553-6630, fax 714-553-6635*

1111 N Westshore Blvd, Suite 208, 1997 mvenues

Tampa, Fla 33607-4711,
813-287-1040, fax 813-287-1041

1997 revenues

Dallas, Texas 75231, 214-890-9248, Conunuous consulting 0%
Risk management audits 10%
fax 214-890-9249 Special proiects 10%
Stafl
1997 revenues
Total 6
Rsk management consulting revenues - $105,000 Risk management professionals a

Risk management audits 35%
Special prolects

Staff

Total 1
Risk management professionals 1
Includes 1 pnnapal consultant 1 CPCU

Clients

Total 6
Assoclabons 2

Minimum size None

Consulting since 1997

- 1% .rk=.lanh f
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Indudes 2 pnnapal consultants, 2 consultants, 4 CP

65% CUs, 4 ARMs, 1 CSP, 1 CMC

Clients

Total 200
Assoaabons 25

Minimum stze None

Consuiting since 1976
Services Most nsk management services
Locations Tampa, Fla, Greensboro, N C

Total gross revenues $475,586

Risk management consulting revenues $467,921
Conbnuous consumng 15%
Risk management audits 2%
Special projects 83%

Staff

Total 6

Risk management professionals 4

Indudes 1 pnnanal consultant, 2 consultants 1 ana-

tyst, 3 CPCUs, 3 AAMs, 1 CIC
Clients

Total 36

Minimum size None

Consulting since 1992

Services Insurance coverage and limits analy
sis, broker and vendor setvices analysis, expert wit-

Compensation By the project, on retainer, by
the hour pnnapal consultant, $175 to $295, consul

Compensation By the project, on retalner, by tant, $125 to $195, anaJyst, $75, dencal $45

the hour pnnapal consultant, $150 to $200, consul

Y

It was to be a whirlwind tour of shipping and risk, beginning with the manufacturer's aerospace components
j being sent to a series of facilities worldwide Parts and technology would be added at each stop The final desti-
10 4 nation was the space shuttle, where finished pieces would be installed onboard
(:14 C The agent called McGee We responded with a policx that covered the cargo exposures worldwide and

included an alternative risk transfer mechanism to t

e client's Bermuda captive

If we can tackle tough nsks like this, Just imagine what we can do on risks that are a bit more down-to-earth
Whether.it:s oc

f-1 horse o1 4 different color can do GallMctee toaay a

PIPRg00-255-602°

Win.H. MIGee

Underwriting Managers

SRMC member

Officers James A Robertson, president
Contact James A Rober-!son or Linda K Edgell
' New area code (949) effecilve Apnl 18 1998

International Insurance
Consultants Inc.
7702 FM 1960 E, Suite 200, P O
Box 2946, Humble, Texas 77346,
281-852-3883, fax 281-852-6446

1997 revenues

Total gross revenues $200,000

Risk management consulting revenues $120 000
Continuous consulting 70%
Risk management audits 20%
Spectal projects 10%

Staff

Total a

Risk management professionals 3
Indudes 2 pnnapal consultants, 1 consultant 2 ARMs

Clients

Total 12

Consulting since 1994
Services Insurance coverage and limits analy
sis, nsk management organization studies, expert

witness services

Specialties Transportation, technology, public
sedor

Compensation By the hour pnnapal consul
tant, $150, consultant, $120, analyst, $90, clencal,
$75

Contact Gerald M Lavey, president

e

J&H Marsh & McLennan

1166 Ave of the Amencas,
New York, NY 10036-2774,
212-345-6000, fax 212-345-4808

1997 revenues

Risk management consumng revenues NA

Staff

Total 20,000

Risk management professionals 1,500

Consulting since 1910
Parent Marsh & McLennan Cos Inc

Services Most nsk management services
Locations 89 locations worldwide

Compensation By the project, on retatner, by
the hour

Officers John Deitchman, Fred Packer, Mac-
Robert Thompson, managing directors

Contact Susan Sauer, 500 W Monroe St,
Chicago, 111 60661, 312-627-6264

JM Risk Management Co.

of the Southwest Inc.

305 FM 474,
Boeme, Texas 78006-7809,
830-5374076, fax 830-537-5023

1997 revenues

Risk management consumng revenues NA
Continuous oonsulling 29%
Spec,al projects 1%

Stan

Total 2

Risk management professionals 1
Indudes 1 pnnapal consultant, 1 anajyst

Clients

Total 43

Consulting since 1987

Services Alternative nik financing consumng, In-
surarlce coverage and limits analysis, broker and
vendor services analysts

Specialties Manufactunng, LP gas, welding
hard goods/industnal compressed cases

Compensation On retainer, by the hour pnnci-
pal consultant $115 to $125

Contact James C Macdonald, president

Continued on page 42



General Re's actions went

far beyond tbe contract.’

Robert Caldwell, left. witb Jobn Seibert, General Re

<Everyone from General Re worked very bard to belp us survive tbe
worst catastrophe loss in our history. Their willingness to belp was
instant and sincere...real people wbo care...witb enthusiasm, professionalism
and a wealth of knowledge. General Re proved it is a lot more tban just

very secure financial support.”
Robert Caldwell, President,

N.C. Grange Mutual Insurance Company

General

5 Re®

Tbe difference is...tbe quality of tbe promise

General Reinsurance Corporation
General Re Financial Products Corporation

General Re-New England Asset Management, Inc. General & Cologne
RE

www.genre.com
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KPMG Peat Matwick L.L.P.-
Risk Management &
Actuarial Consulting
345 Park Ave.,

New York, N.Y. 10154;
212-872-5872; fax 212-872-6973
1997 rev *nues

Risk managemen consulting revenues. .$10,630,000

Fisk rranagement audits ..__ »10%
Special projects. 50%
Astuarataccounting services..................c.c.c.cce.e....40%

Staff

Risk management professionds'. .. 65
Irdudes: 5 CPCUs, 9 FCASs, 13 ACAS

Clients

W <>t =—al~ _ - L — X e J

Consulting since: 1987.

Services: Most risk management sevices

Locations: Los Angeles; Hartford, Conn.; At-
lanta; Chicago; New York; Radnor, Pa.; Dallas;
Bernuda; Toron:o; Caymar Islands; london.

Compensaticn: By the project.

1352

Olficers: Patricia Te-,fel, Aaron Halpert, Mark
Ande mon, Lany Lott.

Contac't: Robert Klipera, 212-872-5872; roger
Wede, 312-240-2299.
Es,biate

KRM Risk Management

Services Inc.

1€51 E. First St. Suite 1040,
Santa Ana, Calif. 927CS;
714-560-9200; fax: 714-480-1234

1997 re,enues

Total gross :venues........... $5,9CS,593
Risk management consultirg revenies. $4,724,474
Cor.thials consumng. .. 80%

So€cal p,viects e . 10%
ActiaraVaccounting se,vioes.......= 10%
Stall
TOI ey &
RisE management professionals.... 5
Ir=ludes: 2 principal consultants, 3 consultants
Cilients
Totsl =
AssociadonNs. ... .....iiiiiiiiiiiiiil 7
Minimum size. _..._. $5C,0CO

Consulting since: 1993.
Ser-%-ices: Alternative risk financing consul:ing,
exper: witness services.

Locations: Kingsburg and Santa Ana, Cali : A>
lanta; Aashille, Tenn.

Compensation: By the projed.
Officers: Robert M. Mcintosh, president.

Keenan & Associates
P.O. Box 4328,
Torrance, Calif. 90510
310-212-3344; fax: 310-212-0354

1997 revenues

Total gross revenues...........c.ccceeee_ _oeee $47,000,000

Risk management consulting revenues, _$2,415,000
Conanuous consulting.

Risk management audits................c........ 10%
Special project: _ 20%
St
T..1 450

[ndudes: 3 prindpal consultants, 16 consultants; 5
OPSUS, 10 ARMS, 2 CSPS

Dlients
Total. ... ... .. .._._...._.. P e =1
Associations 50

tirimurm size. ______ _None

Consulting since: 1978.

Services: Most risk management services.

Specialties: Health care provicers, public sector,
workers comp insurers.

Locations: Campbell, Chico, Eureka, Fresno,
Irvine, Oakland, Rancho Cordova, Riverside, Sacm-
me;to, San Diego and Westlake Village, Calif.

Compensation: By the project on retainer.

Officers: John R Keenan, CEO*resident, David
J. De Wenter, executive vp/COCI; Sean K. Smith,

president-schools divisio--; Richard B. Stewal, ex-

eamve vp; Keith R. Pippeud, CFC).
Contact: David J. De Wenter.

Lambton-Thomson
Associates Inc.
148 York St.,

London, Ontario, Canada, N6A 1 A9;
519-642-3079; fax: 519-642-3023

1997 revenues

Risk management consul revences. o NA
Continuous consumng 75%
Risk management audits.. -.. -15%
Special projects- __. 10%

stirr

TOtal i 2

Risk management professiorals. .1
Indudes: 1 principal consuiant

Clients

Total.......oooiiiit e ce S »15

$100,000

Consulting since: 1983

Services: Insurance coverage and limits analy-
sis, broker and vendor ser.ices aialysis, publ c-pri-
vate partnership intrastruct- re prolects.

GERLING AMERICA

INSURANCE COMPANY

YOUR PARTNER

FOR INDUSTRIA_L AND COMMERCIAL INSURANCE

IN EUROPE AND THE UNITED STATES

Gerling America is part of the Gerling Group, an international
Insurance and reinsurance group headquartered in Cologne,
Germany. Founded in 1904, the Group operates in more than
29 countries with a premium volume of U.S. $10 billion,
invested assets of U.S. $28 billion and a total of 10,000
employees.

Gerling America Insurance Company (GAIC) writes industrial
and comniercial property, casualty and ocean marine insurance.
GAIC is rated A" by A.M. Best and its Financial Rating is Class
Vill, with capita| surplus of over U.S. $100 million.

GERLING AMERICA INSURANCE COMPANY
717 Fifth Avenue - New York. New York 10022
Telephone: (212) 756-2600 « Facsimile: (212) 3.19-5626

http://www.gerlingamerica.com

Specialties: Manufacturing, financial services,
government.

Compensation: By the project, on retainer, by
the hour: principal consultant, $150 to $175, derical,
$25 to $35.

Officers: A. John Thomson, president, Judy
Lambton, vp

James R. Mahurin

114 Third Ave. S,,
Franklin, Tenn. 37064;
615-790-0083; fax: 615-790-0083

1997 revenues

Risk management consulting revenues. l\f)A
Continuous consulting. 175%
Risk management audits. -15%
Special prolects. 10%

Starr

Total. . |
Indudes: 1 Mincipal consultant;

1 CPCU, 1 AAM

Clients

Total ...l .. a1

Minimum size. $50,000

Consulting since: 1984.
Services: Insurance coverage and limits anaty

sis, broker and vendor services analysis, expert wit-
ness services.

Locations: Franklin, Tenn.

Compensation: By the hour. principal consul-
tant, $125.

SRMC member.

Officers: James R. Mahurin.

McNeary Insurance
Consulting Inc.
6525 Morrison Blvd., Suite 200,
Charlotte, N.C. 28211 ;
704-365-4150; fax: 704-3654155

1997 revenues

Total gross revenues.
Risk management consulting revenues..

33,321,137
-$3,321,137

Continuous consulting -85%
Riskmanagement audits.. -n
Special projecis. 4%
Actuarial/accounting SENICes. ............ccoceveyerrerennnnen 4%
Starr
Total 29
Risk management professionals............ccccccceeiiiiiiiiiiin,.ld 22

Includes: 4 principal consultants, 10 consultants, 8 an-
alysts; 12 CP¢Us, 13 ARMS, 1 CSP, 6 CICS

Cilients
Total 317
Associations. 3

Minimum size. .None

Consulting since: 1956.

Services: Most risk management services.

Locations: Atlanta; Richmond, Va.

Compensation: By the project, on retainer, by
the hour: ptincipal consultant, $180 to $210; consul-
tant, $160; analyst, $90 to $110; defical, $50 $55.

Officers: William Yaeger, president; Al Fuller,
Mark Francis, Carter Whitley, senior vps; Sam
Booke, vp.

Meadowbrook Inc.

26600 Telegraph Road,
Southfield, Mich. 48076,

248-358-1100; fax: 248-358-1614
1997 revenues

Total gross revenues............c.ccceveieeeenennn _$39,8332,000
Risk management consulng revenues.. $4,522,000
Connuous consulting. 74%
Special projects. 20%
Actuarial/accountjng Services............cccceeeeiiiiiuiin 6%

Stafr

Risk management professionals.

Indudes: 3 principal consultants, )
tuag, 4 analysts; 14 CPCUs, 18 ARMs, 1 FCAS, 3
CSPs, 9 Clcs

Clients

Total.............. ., 119
Associaljons.

.45"
.366,000

Minimum size

Consulting since: 1985.

Parent: Meadowbrook Insurance Group Inc.

Services: Most risk management services.

Locations: Montgomery, Ala.; Cerritos, Calif. ;
Miami; Overland Park, Kan., Saginaw and South-
field, Mich., Bloomington, Minn.; Summit, N.J.; New
York; Bridgetown, Bart)ados; Hamilton, Bermuda.

Compensation: By the project, on retainer.

Officers: Merton J. Segal, chajrman; James Par-
ry Sr., Joseph Henry, Robert Cubbin, executive vps;
Daniel Gibson, CFO.

Contact: Jeff Bowlby, vp-marketing; 248-204-

8161.

' Estimate.

Medfacts Ltd.

1608 Route 88, Brick, N.J. 08724;
800-257-1463; fax: 732-785-9401

1997 revenues

Total gross revenues. $4,000,000
Risk management consuldng revenues., _$4,000,000
Continuous consulling ... .100%

Staff

Total 14
Includes: 1 principal consultant, 7 consultants

Cilients
Total.. 150

Consulting since: 1989.
Services: Consulting on design of risk manage-
ment information systems, daims consulting, expert

Continued on nert page



Continued from previous page

witness services.

Specialties: Utilities, government, professional
servioes.

Locations: Worldwide.

Compensation: By the project.

Officers: Martin H. Evans, president; Eileen No-
tomacola, executive vp.

Melanber Inc.

Box 1 CI, Rural Route #1,
Boutiliefs Point, Nova Scotia,
Canada, BC)J 1GO;
902-826-7579; fax: 902-826-7996

1997 revenues

Total gross revenues $148,000

Risk management consulting revenues $148,000
Cominuous consulting. 70%
Risk management audits,,. ...........c.cccooeiieiiinnn 15%
Speaal protect: 15%

Staff

B R ———— e — - ==

Indudes: 2 ptindpal consultants, 1 consultant

Clients
Total 10
Asscocimaticomns=s_ ___ __"1

Consulting since: 1978.

Services: Most risk management services.

Compensation: By the project, on retainer, by
the hour: prindpal consultant, $175; consultant,
$100.

SRMC member.

Officers: Mel J. Parsons, president; Beryl Shap-
ley-Parsons, secretary/treasurer.

Milliman & Robertson Inc.

289 Edgewater Drive,
Wakefield, Mass. 01880;
781-213-6200; fax: 781-213-6201

1997 revenues

Total gross revenues................c...oeeeeee. ___$35,000,000
Risk management consulting revenues_ ,.$9,250,000

Connuousconsuting 10%
Risk management audits. ---25%
Special projects.................. ---25%
ActuadaVaccounling servioes. ... 40%
Stat
Tow 52

Risk management professionals.

Inductes: 5 principal oonsultants, 8 consultants, 16 ac-
tuaries, 4 analysts; 1 CPCU, 2 ARMs, 18 FCASs, 4
ACASs, 1 CIC, 1 CMC

Clients
Total . ...1,1700
AssociabioNS. ., cco.oiiil oo 23

Consulting since: 1932.

Servioes: Most risk management services.

Locations: 24 offices nationwide.

Compensation: By the project, on retainer, by
the hour: principal consultant, $300: consultant,
$225; anajyst,$125; derical, $60.

Officers: Joel Chansky, Allen Kaufman, Bob Bri-
an, consulting actuaries, William Granahan, senior
consultant; Haralyn Isaac, claims consultant.

Muetterties, Bennett and
Associates (MBA) Inc.

36 Midvale Road,
Mountain Lakes, N.J. 07046-1330;
973-335-6448; fax: 973-335-9665

1997 revenues

Total gross revenues $800,000
Risk management consulting revenues $800,000
Special project: 25%
Aduarial/accounting services 75%

Stan

JLC2ANAL DS

Indudes: 1 CPCU, 4 FCASs

Clients
TOAL Lo e 15
MINIMUM SIZE.....ooiiiiiiiii e ......None

Consulting since: 1978.

Services: Consulting on design of risk manage-
ment information systems, expert witness services,
actuarial consulting.

Specialties: Manufacturing, finandal services,
utilities

Compensation: By the hour: principal consul-
tant, $200 to $300; consultant, $175 to $250; ana-
lyst, $75 to $125.

Officers: Charles F. Cook, president; John H.
Muetterties, executive vp; Regina M. Berens, Peter

A. Bennett, Mark J. Mahon, vps.
Contact: Mark J. Mahon.

e

National Property &
Casualty Services
45 Atlantic Ave., Second Floor,
Long Branch, N.J. 07740;
732-222-6100; fax: 732-222-8040
1997 revenues

Risk management consulting revenues._,,

OFPds._ 1.
Special Proi€cCts..........oouuiiiiiiiiiiiiiiciiee e - 5%
Stall

Risk Ianagemew

Indudes: 2 principal consultants, 1 consultant

Clients

Total....

Consulting since: 1995.
Services: Insurance coverage and limits analy-
sis, claims consulting, loss prevention consumng

Specialties: Manufacturing, retail, technology.

Locations: Long Branch, N.J.

Compensation: On retainer.

Officers: Stephen S. Levy, president; Steven
Sultan, executive vp

National Risk Services Inc.

1 Executive Drive, Suite 215,
Fort Lee, N.J. 07024; 201-944-7533;
fax: 201-585-0487

1997 revenues

Risk management consulting revenues \IA
Continuous consulting 30%
Risk management audits.

Special projects 30%

Staff

Total 6

Indudes: 1 principal consultant, 1 consultant; 1 CPOU

Consulting since: 1987.
Services: Alternative risk financing consulting,

Contact:

John Reynolds, Paul Murdcch
609.936.3000

800.679.0025

Fax 609.936.3058

Princeton Forrestal Village
136 Main Street, Suite 320
Princeton, NJ 08540-5735

environ@Kemperinsurance.com

claims consulting, expert witness services.
Compensation: By the project, on retainer, by
the hour: principal consultant, $285; consultant,
$180; analyst, $150; derical,$80.
Officers: Montgomery Gale, president.

Next Millennium

Consulting Inc.

7988A Old Georgetown Road,
Bethesda, Md. 20814;
301-986-8500; fax: 301-986-8504

1997 revenues

Risk management consulling revenues. NA
Risk management audits. --20%
Special projects 80%

Stali

Total 5

Risk management professionals... 5

Continued on next page
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RISK CONSULTANM INC

Highly Protected Risk Engineering & Associated Services
We do WHATEVER IT TAKES to excel in property loss control!

Matrix Risk Consultants, Inc., 3491 Newmark Dr., Miamisburg, OH 45342
Phone: 937/438-7200 FAX: 937/438-7220 matrix@matrixrc.com

redefined.

Kemper Environmental. It's the best of Kemper: its accessibility, flexibility, integrity, superior

Jinancial strength, and more,.reborn in a full line of environmental insurance coverages.

Terms and conditions carefully rejined to address distinctive needs. Experts focused on specific

business classes and innovative ways to reinvigorate each client's bottom line. Account teams,

including claims specialists, that reaffirm the Kemper commitment, with promises kept.

A Fortune 500 manufacturer seeking clean-up coverage and an engineer with E&O exposure;

a developer revitalizing contaminated properties and a contractor looking for performance

guarantees; a pharmaceutical association seeking the efficiencies of a group captive and a

Kemper Environmental coverages are underwritten by member companies of Kemper Insurance
Companies, and Kemper Environmental Limited, an INEX participant.

conglomerate in the market for finite risk solutions...

where do they all turn?

-11empeR

VWENVIRONMENTAL

Tthe elements redefined

Available limits of liability up to $150 million, and Kemper's A X1V
(Excellent) rating from A.M. Best for financial strength, further

illuminate our ability to deliver consistently.



RIskmanagenartp-otessicnals 56
Incluces 24 prinioal consultaits 7 :onsularts, 5 ar-

| *St3.2 CPCU:, 6 ARMs, 1 CSD, DC, 1 PE

Clients

Continued from previous page

indudes 2 pinctpal ccnsultants, 3 consultants

Clients

Totaj Tia- — CE

Minimum see $530 OOT)

Consulting since 1997

Services Insurance coverage and limits analy
ss, broker and vendor services analysts, Yea--2000
nsk management

Locations Bethesda. Md

Viririum &23

Con:ultina since 1972
Parent 4111,$ Corroon Group PLC
Services Most Ask management sepices
So.claities Manufactunng governiert gboal
Compensation 84 the hour pincipal consul mmoar,es
tant, $195 to $275, crn:ultant, $145 to $250, ala- Licalions Denver, Adelaicf, Ersbale, Hobart
lyst, $115 to $195, dencal, $50 to $75 Niclboume -elh and Sydrey Australia Fto ce
Officers Andrew Pegalis, president, Jchn D Janerc and Sao Paolo, 3-azil, Hcng Kng <Jaa
Stewart Jr, vp L.Jrrpu-, Mal-ysm, Auckia,d ard Wellingto, New
Zeataid S,ijapore, Wok,ng, Unrec Ki,Jdorr__
Compensat on By the p-oje=t on reta,ier, ty
' tte tic,ir prr<]Eal Donsultalt, $130b$250 ConSLI-
® iart, 49[ to $12) analyst 560 -c $100
Ofilcers -obel J Rell , presidenl, Acr-ran A
Alest, Pat H nliJht, Kathy 8-odh Charles J Valeto
senix vps-
Erin Oberly Conict Jernfer A Eiste,r, vp 330 637-8057
643 Bay St,
San Franciscc, Calif 94133,
415-885-5727

1997 revenues
Paragon Reinsurance Risk
40% .
63% Management Services Inc.
35CO W 90th St,
Winneapo Is, Mirn 55£31,
612-84£-3752, fax 512-896-464€

Risk management cons,ling revenues
Risk management audts
Speaal prgects

Sta#

Total 1

Risk management professionals 1
Indudes 1 pnnapal cc multant, 1 ARM

Praeventus. a unit

of Continental Casualty Co. Risk namage-en cons*wevenies

, S Wabash, 23 South,
Chimgo Il 606ES, 888-6001776:
fax 312-755-2070

siifr
TOBI .36
RIsk mar,agnien. poessionds ... - . _31

I,ducke 18 pincl ionsutar ts, 9 consultaits 4 an-
aysts 2 ARMs

Consulting since 1998

Services Mast ns managerrent servtces

Specialties Healj- care provdets

Locations Phoeni<, Durango, Coc Aianta,
Cricag, New fort

Compensation Bv the prolect

Otters" Denns Chockasztan, ciarmanCE,1
Bernie Hengestaug- CCO, Thonas Tay'or, pest-

1937 aevenies

Dontrujus Cocsk-111]no
Rs< management aGjus .
Spectal *cle* _

Stat

31%

Total 1

Rwk manage-Tent proesalonals ._ 1
na.Kies 1 pincipal Wnsulant, - CPOL, 1 ARM, 1
Clo

Cliens

Mni-run sce None

C®nsuting since 1963

Ser,ices Mcst isf nalagerrent service:

Compegsation Bvthepro Ed, tyti9 hour onn
apal Dinsultait, 1115 ti $175

SRMC member

Offbe-$ Car, F Ldstrcm

dent-:peciaty crerahons, James U Macd,la'd, Professional Risk

president-CNA -lea thPro, Bruce Dmyri N, senior
V}ICNA Healtt-Fro

Contact Bruce Eknytrow, 212-8224351

Professional Liability
Risk Management Ltd.
212 Bronso, Fload Suite 200.

Syracuse, N.Y 13219-1432,
800-323-7475, fax 313498-3963

1397 re ier,Les

IgLaI grossreve

agenen ccrs.| Hng revenues

CorW,Jous ccrs.,bg - -

Risk randgenenta-KiUs

Clients 1957:evenues
Specal p.olecs ——- - - - a9.
Total -37 RiskmanagenBr,t consulting reiguas VA StEf
Assoaations -4 Ccrtnucus consulting - - ,, 52%

Mnmum size None Speja proi-:*s - - =1 2o s1 6
Consulting since 1992 | Acitanal€x=:oliting semies 17% RIEk manage-nen pmessionals 2
Sennces Most nsk managemen services s f lidudes 1 pnlapd mnsdtant rorartart
Locations San Feic sco 1 Tita. - . . Clients
Compensation By the hour pincipal consul Incluces £4 CPCUs, 4 FCASs Toal

tent, $175 ASSODla-toi-.s 20

Consulting since 1994
Parent EW Blanch 1-cldngs Irc

Richard Oliver International Sarunes Kternativersk trarcing Dinsul ing
Bin..ulting on design of ns< nanagement rforma-

1717 Park St, Suite 200 tion:vstem: -einsurancE msl, imragerrent/azl-rin-
Naperv,lie, 111 60563, 630-637-1717, straion
fax 630-637-E003

Contact Enn Obery

alce

1997 revenues . .
vend .,calions Atlanta, C-licago vhnneapchs Ne,&

Yot, Cincinnati
‘bmpersation By the croled, M the lour
*llicers t/illiam P Windhcrs-, president la,c

Total gross revenues $5,530,00C
Risk management consulbng revenues $5,530,00(
s

Conhnuous consumng 3

Risk management audits G d
aay,

-7

Special proiects
Stalt

Contact Willam Winchorst
Total

Y-

< NI, *1

-6.1

S (BHST@. . - ty : SER&*

rf. . ,02N.-, T- N .r L,84*

o/,

-

Minimu-r size

Corsullingsince 1983

Services 1/cst ns; manalen-Ert se,vices

Spectahes Archtectsergreers

Ccm:,ensation: Ey the prolect, on retair€r by
the hcur yinipa cons-jitant 42(C, ccns-t tant,

Saecialties FUblic sector, asseatiD-8, reirair- $130 dencal, 525

Cortacl Eli Maifcson 111, presder

Professional Risk

Management Inc.

1kewn, T, Gampion..seneruis. Jatucia Get- 9979 Valley View nwed, Suta 255,

Eden Pratne, Mirn. 55344 3596,
612-829-8922,5 612-829-8924

TV,

- $232,948 R Bk manage'rentproesiorats
_--FCV CUE,

Management Consultants
393 Vanadium Road,

Prtstugh, Pa 15243,
412-49-3301, fa< 412-429-3210

1937 revenuesi

RIN< manage'lent cors-ilting r-evefues NA
Contnuous corsj,ling 15%
Rs, management audits . 48%
Special p ciests 45%

Stat

- a
3

ggﬁﬁlpmapal consuRants. 1 crnsuan, 3 ZP

Clems

Tctal

Consuling since 1983

Farrar Hellcwel Consi Ittng Group

Sé€r,ices Icst nsk -nanalerrert sevices
Specialties Manufacur,rig. inanctal ser, ces,

- - - 28 Euttic *cb

Compensat,on 6) the prjlect, on retaner, by

- $130,010 the 1)Jr 1:rticiipa cc,ra,ltant 518(}to SIBE, consul-

tait $125
C:onta:r Ticmas S Bat4. yesidert

RWL & Associates

dba RWL Group

1631 Doritester, Si de - 02.
Plano, -€)as 75075-6312,
972-985-3187, fax 972-596-304-

rtlili. |

1997 revenues

NA Risk management consumng revenues NA
Continuous consult,ng 40%
2% Risk management audits 30%
7% Speclat projects 30%
Starr
Total a
Rsk management professionals =2
Indudes 2 pincipal consultants
Clients
Total 350
Assocations 5
Minimum size None

Consulting since 1981
Services Most nsk management services
Compensation By the project, on retainer, by

he hour pnnapal consultant,$195
SRMC member

Officers Robert W L.azarus, president, Roberta

4 Lazatus, cotporate secretary
Contact Robert W Lazarus

Thomas C. Radziewicz Risk

Management Consulting
300 W Main St,

Northborough, Mass 01532,
508-393-6699, fax 508-393-6709

1997 revenues

NA
70%
15%
15%

RISK management consulting revenues
Continuous consulting

Risk management audits
Special projects

Staff
Total 1

Risk management professionals 1
Indudes 1 pnnapal consultant, 1 CPCU

lients

Total 30

viinmum see None

Consulting since 1994

Services Most rtsk management services

Locations Northborough, Mass

Compensation By the hour principal consul-
ant, $170

SRMC member

Officers Thomas C Radziewicz, pnnapal

Ron Rakich & Associates

25622 Dana Mesa Dnve,

San Juan Capistrano, Calif 92675-
4313,714-2484976,
fax 714-443-2204

1997 revenues

NA

Risk management consumng revenues

Continued on next page
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Continued from previous page

Continuous consulting -15%
Risk management audits.. 15%
Special project: 70%
Starr
1
Risk management professionals............................. A

Includes: 1 principal consultant: 1 CPCU. 1 ARM

Clients

Total......ocooea. 10
Associations. =

Minimum size None

Consulting since: 1985

Services: Most risk management services.

Specialties: Health care providers, transporta-
tion, public sector.

Locations: San Juan Capistrano, Calif.

Compensation: By the project, on retainer, by
the hour: principal consultant, $180; consultant,
$150 analyst, $100 to $125.

Officers: Ron Aakich.

Recon L.L.C.

9 Mott Ave., Suite 309,
Norwalk, Conn. 06850,
203-854-9962; fax: 203-866-3892

1997 revenues

Total gross revenues..... $750,000
Hisk management consulting revenues... $150,000
Staff

Ot L s
Risk management professionals.. ..2

Includes 2 consultants: 1 CMC

Clients

W <c>t=a0_ _ _ _ _ _ _ _ ________ - =
Minimum size None

Consulting since: 1993.

Services: Claims consulting, loss prevention
consulting. emergency response programs.

Locations: Norwalk, Conn.

Compensation: By the hour: principal consul-
tant, $125; consultant, $100; clerical, $40

Contact: Kenneth Kosinski, president.

Regent Consultants Corp.

544 Broadway, Suite 200,
Massapequa, N.Y. 11758;
516-541-0021;fax: 516-541-1964

1997 revenues

Risk management consulting revenues. NA
Continuous consulting . --95%
Risk management audit: 5%

Stafr

t - 1
Inl des: mal smitant 1 dlinsultant: 1 CPIU,
| ARM

Clients

Total 25

Consulting since: 1968

Services: Most risk management services.
Locations: New York

Compensation: By the project, on retainer.
SRMC member.

Contact: Philip Plater, president, 516-541-0021.

RISK Administration
& Management Co.

2300 Clayton Road, Suite 600,
Concord, Calif. 94520;
510-685-1600; fax: 510-685-1750

1997 revenues

Risk management consulting revenues. $842,276
Continuous consulting. e 90%
Risk management audits. .. 2%
Special projects 80/0

Staff

Toh 12

Includes: 6 principal consultants, 4 consultants, 2 PEs

Consulting since: 1982.

Parent: InsPro Corp.

Services: Most risk management services.

Locations: Concord and Hacienda Heights,
Calif.: Fort Mill, SC

Compensation: By the project, on retainer, by
the hour.

Officers: Garrett Allison, Charon Laura, William
Zerkle. Charles Cisco, Adrienne Ericson, adminis-
trators.

Contact: Garrett Allison or Adrienne Ericson

Risk Analysts Inc.

24 Greenway Plaza, Suite 1100,
Houston, Texas 77046-2401,
713-507-9400; fax: 713-507-9433

1997 revenues

Total gross revenues. ..$664.462
Risk management consulting revenues. .$495.462
Continuous consulting . 60%
Risk management audits.. 2%
Special projects. 26%
Actuarial/accounting Services. ............ovveviriecenen 2%
Starr
12
Risk management professionals............,.c.,oeeiiiiiiiiiiininns 12

Includes: 3 principal consultants, 7 consultants, 1 ana-
lyst; 3 CPCUs, 6 ARMs, 2 CSPs, 4 CICs

Clients
80
Associations 5
Minimumsize None

Consulting since: 1982

Parent: Wisenberg Insurance & Risk Manage-
ment.

Services: Most risk management services.

Compensation: By the project, on retainer, by
the hour: principal consultant, $250; consultant,
$175: analyst, $125; clencal, $60.

Officers: Joe L. Williams, president; Thomas
Francis, executive vp: Irving Pozmantier, chairman;
Nicholas Datby, director-risk control.

Contact: Thomas C. Francis, 713-507-4771.

Risk Concepts Ltd.

1800 Diagonal Road, Suite 600,
Alexandria, Va. 22314;
703-684-4475; fax: 703-548-9446

1997 revenues

Total gross revenues...........cccceeeeeeeeees .$679,687

Ris< management consulting revenues . $634,640
Risk management audits. .90%
Special project 10%

Starr

Tomi .4
lidudes: 3 principal consultants

Clients

Total.. 56

Consulting since: 1989.

Services: Risk management organization stud-
les, daims consulting, loss prevention consulting.

Specialties: Financial senvices, professional ser-
vices, global companies.

Locations: Asheville, N.C.; Alexandria, Va

Compensation: By the project.

Officers: Gene Eskildsen, president; James
Stewart, secretary/treasurer.

Risk Concepts
of Louisiana Inc.
P.O. Box 6455, Metairie, La. 70009;
504-885-7475; fax: 504-885-7445

1997 revenues

Total gross revenues. $250,000

Risk management consulting revenues .$200,000
Continuous consulting
Risk management audits.. 5%
Special projects..... ~10%
Actuarial/accounting services. 5%

Starr

Total 2

Risk management professionals................ ... 1
Includes: 1 principal consultant; 1 ARM

Clients

Total 6

Consulting since: 1992

Services: Most risk management services.

Locations: New Orleans.

Compensation: By the project, on retainer, by
the hour: principal consultant, $100 to $225.

Officers: Ralph L. Peterson Sr., president Joy
R. Dillard, vp.

Contact: Ralph L. Peterson Sr.

Risk Consultants Inc.
7506 E. Independence Blvd.,
Suite 100, Charlotte, N.C. 28227;
704-537-3400; fax: 704-532-2359

1997 revenues

Total gross revenues.. ..... $556,678
Risk management consulting revenues $218,973
Connuous consulting 85%
Risk management audits. -10%
Special projects.. 5015
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Staff

Total 10

Risk management professional 6
Includes: 2 principal consultants, 2 consultants, 2 ana-
lysts: 1 CPCU, 2 ARMs

Clients

Total 100
Associations 2

Minimum size None

Consulting since: 1969.

Services: Most risk management services.

Locations: Charlotte, N.C.

Compensation: By the project, on retainer, by
the hour: principal consultant, $100, consultant,
$100; analyst, $50 clerical, $20.

Officers: Richard C. Canovai, president; Teresa
P. Deaton, David R. Lively, vps, J Lanny Goode,
vp-sales; Beverley D. Ratcliff, assistant vp.

Risk Consultants Inc.
6969 Carey Lane,

Maple Grove, Minn. 55369,
612-425-4040; fax: 612-425-4038

1997 revenues

Total gross revenues. ...$140,000

Risk management consulting revenues. $140,000

Continuous consulting ..5%

Special projed: 95%
Starr

_2

Risk management professionals.................... |

Indudes: 1 principalconsultant, 1 analyst

Clients

Associations 11

Consulting since: 1978.

Parent: Risk Management Inc.

Services: Insurance coverage and limits analy-
sis, claims consulting, expert witness services.

Compensation: By the hour: principal consul
tam, $300; consultant, $200; analyst, $100; clerical,
$30.

Officers: Andrew F. Whitman.

Risk Consulting Group
23120 Alida Parkway, Suite 200,
Mission Viejo, Calif. 92692;
714-583-1161; fax: 714-583-0245

1997 revenues

Risk management consulting revenues. NA
Continuous consulting ..50%
Risk management audits.

Staff

Total.......... 12

Risk management professionals.............................
Includes: 2 principal consultants. 3 consultants,

3 analysts; 1 CPCU, 1 ARM, 1 CIO

Clients

Total..oovoeeeas 55
Associations. 6
Minimum size None

Continued on next page
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SRMC member.
Contact: Jerry L. Brecke, president

Continued from previous page

Consulting since: 1976.

Services: Most risk management services.

Locations: Franklin Lakes, N.J.

Compensation: By the project, on -etainer.

SRMC member.

Officers: Bob Ford, Pat Kelly, mincipals. Kevin
Michaels, Mary Finch, Austin Weldon, managers.

Contact: Bob Ford.

Risk Control Strategies
170 Great Neck Roac,
Great Neck, N.Y. 11021;
516-466-0750; fax: 516-466-0997

1997 revenues

Risk Control Inc. Total gross reverues. $300,000

Risk management consulting reven Jes., ....$300,000

216 Water St., Condnuous consulng. 50%
Excelsior, Minn. 55331 ; Soecial project3 50%
612474-5204 Starr

1997 revenues Irdudes. 2 princ®al consultants. 2 consultants,

3 analysts; 1 CPCO, 4 ARMS

Risk managementconsulting revenues... NA
Conunuous consulang. =96 Clients
Risk management audits. Total
Special projects. 7% o
Staff Consulting since: 1980

Parent: Leorard R. Friedman Risk Management
Inc

T E s = E——
Indudes: 3 plinc®al consultants, 1 consultant; 5 ARMs

Clients Services: Claims consulting, loss prevention

consumng, loss settlement assistance.

Compensation: By the project, on retainer, by
the hour: prindpal consultant, $185; consultant,
$153, analyst,$35; derical,$50.

SRMC member.

Officers: Susan G. Kaufman,president; Alice B.
Weiss, vp

Contact: Susan G. Kaufman.

Associations 4

Minimum size_ . ,, __$50,000

Consulting since: 1978
Services: Most risk management services.
Compensation: By the project, or retainer, by

the hour: principa consultant, $125; consultart, $90,
derical,$25.

Don't listen if they try

to tell you that there's
nothing new under the
sun. New ideas are being
born all the time at

First State. New products.
New services. New
combinations. Ideas born
out of a great diversity of
experience in professional
liability that span the
gamut from - architects

& engineers to EPLI,

from financial services
to miscellaneous E&O.
Wonder what's new?
Take a closer look at

First State.

FIRST
STATE

NOTHING NEWW?

Risk International Services Inc.

320 Springside Crive, Suite 250,
Akron, Ohio 44333; 330-666-2556;
fax: 330-666-0842

1997 revenues

Risk management consjitinc revenues NA
Lonnuous consuning........... .92%
9isk management audits,__ -3

-Special pro.eds.........

Sta#

63

Ris< management professior.als.......-—_, . 48
Includes: 15 principal cons.litants, 12 consultants,
1 acuary, 20 analysts; 3 CPCUs, 1 ARM, 1 -CAS

Clients

Toal. 40

Consulting since: 1986.

Parent: tv'illennial Assurance Services Inc.
Services: Most risk malagement ser-Jices.
Locations: Philadelphia Houston, Salt Lake

Compensation: By the project, on retainer, by
the hour: plincipal corsul:ent: $110 to $200; consul-
tan-, $85 to $125; analyst, $60 to $90; derical, $25
to 145.

Officers: Del R. Jcnes, chairman/CEO-Millenni-
al Assurance Services Inc.; David C. Hatch, presi-
de-t/COO-Millennial Assurance Services Inc.; Ter-
fell E. Hunt, president-rsk; Douglas L. Talley,
vp,counsel; Michael D Davis assistant vp.

Contact: Michael D. Davis.

Risk Management
Affiliates Ltd.

515 Rockaway Ave., Suite 411,
Valley Stream, N Y. 11581;
516-561-7177; fax: 516-825-2384

1997 revenues

Riskmanagement corsumnE reventes. NA
Contiruous consultig .. 80%

Risk managementaidits 10%
10%

StaH

Indudes: 2 principal Donsu tants, 2 consultants;
1 CPCU 1 AAM

Clients
Total 25
Associations. 3

Consulting since: 1991

Services: Most risk management services.

Specialties: Heath care providers, public sedor

Compensation: 9, the project, on retainer, by
the ho-r: principal Zonslitant, $150; consultant,
$125, cletical, $40.

Contact: Reynoic M. Com, pesident

The Risk Management
Center Inc.
P.O. Box 207,
Manakin-Sabot, Va. 23103-0207;
804-784-0394 fax: 80+784-0396

1997 revenues

Risk managementconsulting revenues. —.NA
Continuous consulting.
Risk management audits. 20%
Special projects. .....309

Staff

Risk management professionals .
Indudes: 1 principal consultant, 1 consultant; 1 CPCU,
2 ARMs, 1 CSP

Cilients
Total .25

Associaons.

3
$980,600

Minimum size.

Consulting since: 1993.

Services: Most risk management services.

Specialties: Transportaljon, public sector, asso
ciations.

Locations: Richmond, Va.

Compensation: By the project, on retainer, by
the hour: principal consultant, $100; consultant, $75,
derical, $30.

SRMC member.

Contact: Richard F. O'Hare, president.

Risk Management
Consultants Inc.
1621 E. Flamingo Road, Suite 15-8,

Las Vegas, Nev. 89119;
702-369-7475; fax: 702-796-7475

1997 revenues

Risk management consumng revenue:
Condnuous eonsutting

Staff

Total 3
Risk management professionals....... e 1
Clients

Total BT
Minimum size. ...None

Consulting since: 1986.

Services: Most risk management services.

Locations: Las Vegas.

Compensation: By the project, on retainer, by
the hour: principal consultant, $150.

Contact: K Steven Kawa, president.

Risk Management
Consulting Associates

400 W Main St., P.O. Box 39,
Wyckoff, N.J. 07481;
201-847-0200, fax: 201-847-9244

1997 revenues

Total gross revenues. $725,000

Risk management consumng revenues.. .$725,000
Continuous consulting . 90%
Risk management audits. 5%
Special project: oD%

Starr

Aisk management professionals .3
Indudes: 3 pincipal consultants; 2 ARMs

Cilients
Associations >

Consulting since: 1980

Services: Most risk management services.
Compensation: By the project, on retainer
Officers: Gary D. Salt, president.

Risk Management
Dynamics Inc.
77 Cameron Drive,
Holland, Pa. 18966;
215-364-4404; fax: 215-364-2890

1997 revenues

Risk managementeonsulting revenues. NA
Continuous consulting 90%
Risk management audits. 5.14

5%

Starr

6

Risk management professionals................cccccocoiiiiiiins 2
Includes: 2 principad consultants; 2 CPCUs, 2 ARMs

Cilients

Total )
Associatiomns._._. .."1

Consulting since: 1987
Services: Most risk management services.
Compensation: On retainer, by the hour: panci-

pal consultant, $200; derical, $35.
SAMC member.

Officers: Alvin E. Mangold, president; Bernice L.
Mangold, secretary; David T. Mangold, vp

The Risk Management Group
160-A Keaa St., Hilo, Hawaii 96720;
808-961-6752; fax: 808-961-3995

1997 revenues

Risk management consulting revenues. $150,000
Continuous consulting . 50%
Risk management audit: 50%

Staff

Total =

Indudes: 1 principal consultant, 1 consultant
Clients

Total 15
Associations.

Consulting since: 1980.

Services: Most risk management services.

Specialties: Health care providers, education,
associations.

Compensation: By the project, on retainer.

Officers: M R Walden, president; E. Walden,

secretary/treasurer.

Continued on page 48

Directory terms explained on page 21.
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(EMPLOYMENT PRACTICES LIABILITY INSURANCE CREATED: MARCH 12,1992)

After the Federal Employment Discrimination Laws under Title VIl were expanded in 1991, Lexington was among the very first
insurers to understand the need for Employment Practices Liability coverage. And we've been the industry leader ever since. As workplace
discrimination, workplace sexual harassment and wrongful termination suits continue to rise in frequency and severity, Lexington continues
to work with the companies we insure to help identify and reduce potential employment problems. Call your agent or broker to find out how

the largest U.S.-based excess and surplus lines underwriter can help you, or call 617-772-4586.

LEXINGTON INSURANCE COMPANY 7:0;:flij 101 REVOLUTZ::Am' 307 513 i
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Risk Management Services Inc.
1319 Dexter Ave N, Suite 300,
Seattle, Wash 98109-3541,
206-282-6077, fax 206-282-5939

1997 revenues

Risk management consumng revenues NA
Conbnuous consulting 60%
Risk management audits 20%
Speaai projects 20%

stan

Total a

RIsk management professionals 3
Includes 1 prinapal consultant, 2 consultants

Clients

Total 14

Minimum size None

Consulting since 1990

Services Insurance coverage and limits analy-
sis, daims consulting, installation of nsk manage-
ment informabon systems

Specialties Marmme Industnes, law firms

Compensation By the project, by the hour pnn-
Gpal consultant, $125 to $175, consultant, $75 to
$100

Special projects 50%
Staff
Total 1
Indudes 1 pnnapal consultant, 1 ARM
Clients

Total 17
Mimmum s,ze $1,000
Consulting since 1989
Services Most nsk management services
Locations Newport Beach, Cal,f
Compensation By the project, on retainer, by
the hour pnnapal consultant, $150
Contact Shella P Roberts, president

O

SRG Strategy & Risk Group
P 0 Box 1778,
Sun C,ty, Anz 85372,
602-583-4107, fax 602-583-4108

1997 revenues

Officers Roger Phillips, president, Elizabeth Risk management consulting revenues NA

Seymour, manager
Contact Elizabeth Seymour

Risk Resources/Corporate
Policyholders Counsel
185 S York St, EImhurst, 1l 60126,
630-617-5100, fax 630-617-5128
1997 revenues

Total gross revenues $1,000,000
Risk management consulung revenues $1,000,000

Continuous consulting 70%
Risk management audits 15%
Speaal protects 15%

Stall

Total 6

R[sk management professionals 4
Includes 2 CPCUs, 2 ARMs

Clients

Total 100
Assoaanons 10

Consulting since 1992
Services Most risk management services
Compensation By the project, cn retalner, by

Risk management audits 50%
Special projects 50%
Staff
Total 2
Risk management professionals 2
Indudes 2 pnnapal consultants, 1 CPCU
Clients
Total 63
Assoclabons 5
Minimum size None

Consulting Since 1987

Parent Ralph Kom & Associates Inc
Services Most nsk management services
Locations Sun City, Anz , Laguna Hills, Calif
Compensation By the project

SRMC member

Officers Ralph Kom, pnnapal

Seaver, Rudolph
& Associates Inc.

1001 E Main St, Sutte E,

St Charles, 111 60174,
630-443-0020, fax 630443-6439

the hour pnncipal consultant, up to $210, clencal, 1997 revenues
$40

SRMC member
Officers Steven A Coombs, president, Robert
J Trompeter, executive vp, William Leinhelser, se-

nior vp
Contact William Leinheiser

RiskCap
1655 Lafayette St, Suite 200,
Denver, Colo 80218,
303-388-5688, fax 303-388-5585

1997 revenues

Total gross revenues $1,845,000

Risk management consumng revenues

Continuous consumng 79%
Risk management audits 6%
Speaal projects 15%
Stan
Total 21

Risk management profesgonals
indudes 1 onnapal consultant- 6 consultants, lana-

lysts. 4 CPCUs, 2 ARKIIs, 1 CIC

Total gross revenues $400,000

Risk management consulting revenues $400,000
Conunuous consulting 30%
Risk management aud,ts 45%
Speaal projects 25%

stan

Total 5

Risk management professionals 3

Indudes 2 pnnapal consultants, 1 analyst, 1 CPCU 1
ARM

Clients
Total 50
Minimum size None

Consulting since 1898
Services Alternative nsk finanang consulting, in-

$965,500 surance coverage and limits analysis, expert wit-

Locations- Neshkoe, Wis
Compensation By the project, on retainer, by
the hour

Officers Ronald E Seaver, presidenutreasurer,

14 Richard G Rudolph, senior vp. Laune K Fillpinski,

vp/secretary/office manager

Clients
Total 47 Sedgwick Risk Services
Assoctabons 5

Consulting since 1976
Services Most nsk management services
Locations Detroit, Grand Cayman

3401 West End Ave, Su,te 180,
Nashville, Tenn 37203,
615-783-2500, fax 615-298-1120

Compensation By the hour pnncipal consul- 1997 revenues

tant, $175 to $200, consultant, $150 to $175, ana-
lyst, $125, dencal, $35

SRMC member

Officers Michael Murphy, pnncipal consultant,
Sherlyn Farrell, J Lawrence Lawson, senior consul-

= tants, Rrhad Pohng, onna HGIsVV, cunsuitants

Circle the numbers below that correspond to the companies
listed on our Advertiser Index for the March 16,1998 issue

Cards with more than 20 items circled will not be processed
This card expires May 11,1998
123456789 1011 12 13 14 15
16 17 18 19 20 21 22 23 24 25 26 27 28 29 30
31 32 33 34 35 36 37 38 39 40 41 42 43 44 45
46 47 48 49 50 51 52 53 54 55 56 57 58 59 60
61 62 63 64 65 66 67 68 69 70 71 7273 74 75
76 77 78 79 80 81 82 83 84 85 86 87 88 89 90
91 92 93 94 95 96 97 98 99 100 101 102 103 104 105
106107108109110111 112113114115116117118119120
121 122 123 124 125 126 127 128 129 130 131 132 133 134 135

136 137 138 139 140 141 142 143 144 145 146 147 148 149 j 50

Please print clearly

Name
Title

Company

Address

City State ZIp

Phone()

Contact Michael Murphy

RiskSolutions

1151 Greenwood Ave, Sulie 100,
San Carlos, Calif 94070,
650-592-8000, fax 650-592-4366

1997 revenues

Risk management consulbng revenues $300,000
Cormnuousconsult,ng 25%
R,sk management audits 20%

Spectal prgects
Actuanal/accounting services

Staff
Total

Risk management professionals
Includes 2 pnnapal consultants, 1 CPCU, 1 ARM

Clients
Total a2
Associations a

Minimum size

Consulting since 1996

Services Most n:k management services
Locations San Carlos, Calif

Compensation By the project
Contact Bruce Codding, president, or Bnan
Gagan, executive vp

Roberts Resources Inc.

1048 Irvine Ave, Suite 61,

Newport Beach, Calif 92663,
714-5154750, fax 714-574-9845

1997 revenues

Risk management consulting revenues NA
Conbnuous consumng 20%
R[sk management audits 30%

Risk management consumng revenues $23 500,000

Conbnuous consumng 50%
Risk management audis 20%
Spectal projects 25%
Actuanal/accounting services 590
Staff
Total 190

indudes 55 pnnapal consultants, 110 consultants. 5
actuanes, 20 analysts, 10 CPCUs, 36 ARMs, 2 FCASSs,
41 CSPS, 4 ACAS, 7 PES

Clients

Total 1,200
Assoaaions 6

Minimum size None

Consulting since 1976

Parent Sedgmck Group PLC

Services Most nsk management services
Locations Los Angeles, San Francisco, Atlanta,

45% Chicago, Boston, Detrort, New York, Portland, Ore,
10% Philadelphia, Columbia, SC, Memphis and

Nashvlle, Tenn, Dallas, Seattle
Compensation By the project, on retalner, by

2
2 the hour pnnapal consultant, $175 to $295, consul-

tant, $135 to $190, analyst, $110 to $145, dencal,
$50 to $100

Officers Jane Hill Fleming, senior vp-risk ser-
vices, Sedgw,ck Inc, Richard M Duvall, president-

None financial/actuanal consulting, Charles W Kahsen,

director-dalms consulting services, Joseph Labem,
director-nsk control consumng
Contact Jane Hill Fleming

Self-Insurance Specialists Inc.

6909 S Holly Circle, Sutte 204,
Englewood, Colo 80112,
303-741-5683, fax 303-741-5639

1997 revenues

Risk management consumng revenues NA
Conbnuous consulvng 65%
Risk management audits 5%
Speaal] projects 5%
Actuanal/accounting services 25%

Continued on page 50



Continued from previous page

StaH

Total 2

Risk management professionajs ..... .......ccocceeuiinnn. 1
Indudes: 1 principal consultant, 1 CPCU, 1 ARM

Clients

W eo>t=al_ _ _ _ _ _ _ _ o a- =
Associaons. .3

Consulting since: 1991.

Services: Most risk management services.

Specialties: Education, government, public sec-
tor.

Locations: Denver.

Compensation: By the project, on retainer, by
the hour.
Contact: Sally A. Arnold. president.

Shelter Island Risk
Services L.L.C.
P.O. Box 568,14 Tarkettle Road,

Shelter Island, N.Y. 11964;
516-749-1535; fax: 516-749-7885

1997 revenues

Total gross revenues $342,294

Risk management consulting revenues.. ..$273,812
Confinuous consulting ..40%
Special projects . --50%
ActuariaVaccounting services 10%

Staff

Total 4

Risk management professionals...................... 4
Indudes: 4 principal consultants: 1 CPCU

Clients

Total 16

Consulting since: 1994.

Services: Alternative risk financing consulting,
consulting on design of risk management informa-
von systems, software consulting.

Locations: Atlanta; Ramsey, N.J.; New York
and Shelter Island, N.Y.

Compensation: By the project, on retainer, by
the hour: prindpal consultant, $150 to $200; consul-
tant, $115 to $150; analyst, $90 to $115; clerical,
$25.

Officers: Richard F. Denning, president; Richard
L. Aman, Ira L. Skop, Roger H. Dunkin, regional di

rectors.

Richard E. Sherman

& Associates Inc.

415 Williamson Way, Suite 5,
Ashland, Ore. 97520;
541-488-0331 ; fax: 541-488-7759

1997 revenues

Total gross revenues. ............c.cococovveveenen. $480,000

Risk management consulting revenues... ...$215,000
Actuarial/accounang services.. ere.100%

Stan

Tol 5

Risk management professionals.
Indudes: 1 principal consultant, 2 actuaries; 1 FCAS

Clients
Totd 33
Associations. 8

Minimum size...

Consulting since: 1991.

Services: Alternative risk financing consulting,
expert witness services, actuarial consulting.

Locations: Ashland, Ore.

Compensation: By the project, by the hour: prin-
dpal consultant, $175 to $370; analyst, $50 to $70.

Officers: Richard E. Sherman, president.

SIGMA Risk Management Inc.
400 Third Ave. S.W., Suite 1400,
Calgary, Alberta, Canada T2P 4H2;
403-264-8244; fax: 403-264-8248

1997 revenues

Total gross revenues ..$400,000

Risk management consulting revenues.... ...$400,000
Conunuous consuling. 30%
Risk management audits..... --50%
Special project: 20%

Stall

Total 4

Risk management professionals.............cccccceviiiiii 2

Indudes: 1 principal consultant 1 consultant, 1 ana-
lyst; 2 ARMs, 2 PEs, 2 CMCs

Clients

Associations...

Consulting since: 1992

Services: Most risk management services.

Specialties: Financial services, utilities, petro-
chemical industries.

Compensation: By the hour: principal consul-
tant, $200; consultant, $125; analyst, $50.

SRMC member.

Officers: JM Gordon, president.

Simsco Consulting Services

14825 St. Mary's Lane, Suite 130,
Houston, Texas 77079;
281-496-3056; fax: 281-538-5338

1997 revenues

Risk management consulting revenues -NA
Continuous consulting. REPA
Risk manapment audits.... -10%
Special projects. 30%

StaH

Total 1

Risk management professionals. 1
Indudes: 1 principal consultant

Clients

Total 15
$1,000

Minimumsize............ .

Consulting since: 1995.
Services: Insurance coverage and limits analy-
sis, broker and vendor services analysis, expert wit-

ness services.

Locations: Houston.
Compensation: By the project. on retainer, by

the hour: principal consultant, $150.
Officers: J. Carlton Sims.

E.W. Siver & Associates Inc.
dba Siver Insurance

Consultants

P.O. Box 21343,

St. Petersburg, Fla. 33742;
813-577-2780; fax: 813-579-8692

1997 revenues

Total gross revenues. ....$1,492,000
Risk management consulting revenues.. ....$1,044,400
Continuous consulbng. 20%
Risk management audits. -10%
Special projects.... 60%
Actuarial/accounhng services. .. 10%

.10
Rsk management professionals..............ccccceeeieeinnnnn. 5
Indudes: 2 principal consultants, 3 consultants, 2 CP-
CUs, 2 ARMs

Clients

ASSOCIAVONS.....oociies e
Minimum size <-eeo..:NoONE

Consulting since: 1970.

Services: Most risk management services.

Specialties: Health care providers, government.
law frms.

Locations: St. Petersburg, Fla.

Compensation: By the project, on retainer, by
the hour: principal consultant, $200 to $300; consul-
tant, $100 to $200; dericaJ, $35 to $45.

SRMC member.

Officers: Edward W. Siver, presidenVsenior con-
sultant; James Marshall, executive vp/senior con-
sultant; Robert F. McBumey, senior vp/senior con-

sultant; Jean A Comillaud, corporate secretary.
Contact: Edward W. Siver.

Smith Consulting Group
1150 Foothill Blvd.,
La Canada, Calif. 91011-3248;
818-790-0573; fax: 818-790-0576

1997 revenues

Risk managementconsulting revenues.. NA
Continuous consulting 75%
Risk management audits.............. -10%
Special projects.................... 15%

stan

Risk management professionals. 1
Indudes: 1 principal consultant

Clients
Total 14
Minimumsize.. ..None

Consulting since: 1985.

Services: Most risk management services.

Compensation: By the project, on retainer, by
the hour: principal consultant, $165 to $225.

Officers: Dick Smith, principal.

C.J. Spivey Associates Inc.
6813-8 Fairview Road,
Charlotte, N.C. 28210;
704-364-6187; fax: 704-362-7143

1997 revenues

Total gross revenues. ..$630,444
Risk management consulting revenues... $327,841
Convnuous consuling. 62%
Risk managementaudits. --23%
Special projects. 15%

stan
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Risk managementpidessionals 1
Indudes: 1 ptincipal consultant;'1 ARM

Clients
LT P 7
Associations.. -1

Minimum size.

-.$100,000

Consulting since: 1981.

Services: Most risk management services.

Specialties: Health care providers, education,
government.

Locations: Charlotte, N.C.

Compensation: By the project, on retainer, by
the hour: principal consultant, $150; consultant,
$100; derical $40.

Officers: C.J Spivey, presidenVtreasurer; B.R.
Spivey, vp/secretary.

William H. Stemburg
& Associates Inc.
125 Greenleaf St.,
Quincy, Mass. 02169;
617-773-6672; fax: 617-479-7563

1997 revenues

Risk management consulting revenues.. .$320,000
Connuous consulting. 95%
Risk management audits 2%
Special prolect: 3%

stan

L_J _—— W = B -_—
Risk managemeni pi61essionals .2
Indudes: 1 principal consultant, 1 consultant; 1 CPC!

Cilients
Total.. 45

Consulting since: 1991.

Services: Most risk management services.

Compensation: By the project, on retainer, by
the hour: principal consultant, $175 to $200; consul-
tant, $150; derical, $65.

Contact: Emily F Schabacker, president.

Stogniew & Associates

12225 28th St. N.,

St. Petersburg, Fla. 33716;
813-572-7400; fax: 813-572-7459

1997 revenues

Total gross revenues.......... ...$815,000
Risk management consulting revenues... .$650,000

Continuous consulting 75%

Risk managementaudis. -15%

Special projects. 10%
Staft

13

Risk management prolessionals........... )

Indudes: 2 principal consultants, 7 consultants

Consulting since: 1980.

Services: Insurance coverage and limits analy-
sis, daims consumng, expert witness services.

Specialties: Financial services, health care
providers, professional services.

Locations: Los Angeles.

Compensation: By the project.

Officers: Gerald F. Stogniew, executive director;
Rosemary Stogniew, secretary/treasurer: Kristen J
Stogniew, general counsel.

Contact: Gerald F. Stogniew

Strang & Associates

5396 Maricopa Drive,
Simi Valley, Calif. 93063;
805-522-1725; fax: 805-522-1973

1997 revenues

Risk management consulting revenues... - NA
Con6nuous consulting........... ..... ..Sy/.
Risk management audits. 300/4
Special prolects. 10%

Duatic{566 -fitauw/Uitle,

Sta

TOwW. 1
Indudes: 1 principal consultant

Clients

None

Consulting since: 1991.

Services: Most risk management services.
Specialties: Manufacturing, aviabon.
Locations: Simi Vadley, Calif.
Compensation: Bytheproject on retainer.
SRMC member.

Officers: James P. Strang, principal

TU Partners Inc.

P.O. Box 12979,
Jackson, Miss. 39236;
601-364-7308; fax: 601-366-1815

1997 revenues

Risk management consulting revenues ---NA
Continuous consulting. 97%
Special projects. 3%

Starr

Total 2

A¥lalell LU, -Le:10 /7 1A

Risk management professionals
Includes: 2 principal consultants: 2 CPCUs, 1 ARM

Clients

Consulting since: 1997

Services: Most risk management services.

Locations: Jackson, Miss.

Compensation: On retainer.

Officers: Thomas L. Joyner Jr., Leland H.
Rogers

Contact: Thomas L. Joyner Jr.

D.L. Tibbals Risk

Management Consulting Inc.
990 Hammond Drive, Suite 310,
Atlanta, Ga. 30328;

770-395-3850; fax: 770-395-3852

1997 revenues

Total gross revenues $358,187
Risk management consumng revenues... .. $358,187

Con6nuousconsulting 60%
Risk management audits. 10%
Speaal project: 30%
Starr
Total.

Risk management professionals 1

Continued on next page

CPCU PREFERRED.

“At Mirage Resorts, we seek out the most qualified

individuals in every aspect of our business. This includes

the insurance professionals whom we contract with.

| consider the CPCU designation to be an indicator of

superior qualifications."

James E Pettis - Risk Manager i

Golden Nugget Risk ManagementCorporation

Even when the risksdon't include dolphins ora $90 million

volcano, they demand the insurance and risk management expertise

that is synonymous with CPCU, the property and casualty insurance

business's premier professional designation.

The American Institute for CPCU confers this prestigious

designation. Itsignifies extensive knowledge of the insurance mechanism

and the business environment in which it operates.

CPCUs who join the CPCU Society have access to a network of

other insurance professionals who promote and support continuing

education, professionalism, and industry and community service.

There is no substitute for CPCU.

SOCIETY

AlCPCU
/7 1 _ __

FORGC.Im.= PROPERTY

CASUALTY UNDERWRITERS

For more info, call (800) 644-9101 (AICPCU)or(800) 939-CPCU (CPCU Society).
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Rsk management profesgonals
Indudes 13 pnnapal consultants, 18 cons,mants,
9 actuanes, 15 analysts

Continued from page 48

Clients

Clients
Total 50

Total 790
$15,000

Consulting since 1987
Services Alternative nsk finanang consumng, In-

Minimum size

Consulting since 1946

surance coverage and limits analysis, broker and
Parent Towers Pemn

vendor services analysis

Specialties Health care providers, technology,
hospitallty

Compensation By the hour pnncipal consul-
tant, $200 to $250, dencal, $60

SRMC member

Services Most nsk management services

Locations 29 offices worldwide

Compensation By the project, by the hour pnn-
cipal consultant, $325 to $450, consultant, $190 to
$385, analyst, $130 to $185, clerical, $78

OHicers Randy Hindman, Charles Lee, Jerry
Miccolis, Hugh Rosenbaum, John Yonkunas

Contact John Yonkunas

Officers David L Tibbals, pres,dent

Tillinghast-Towers Perrin
175 Powder Forest Dnve,

Weatogue, Conn 06089,
860-843-7000, fax 860-843-7001

Tweedy Risk Consulting Inc.
P O Box 372,
Bamngton, R 1 02806,
401-245-0805, fax 401-245-2838

1997 revenues

Total gross revenues $69,700,000

. . 1997 revenues
Risk management consulting revenues $27,500,000

Continuous consulting 5% Risk management consulbng revenues - NA
Risk management audits 5% Cormnuous consulbng 40%
Special projects 610% Risk managementaudits 5%
Actianavaccounang servres 30% Special projects 55%
Staff stan
Totaj 394 Total 1

MARINE INSURANCE
PROBLEMS?

No Prohibited Class Of Business
All Classes Of Manne Insurance Available

- Over 40 years of experience
« A & A+ rated companies
- $25,000,000 in-house capacity

for liability LAAMGAI®

600 Maritime Bldg - New Orleans, La 70130
Phone (504) 588-9044 - Fax (504) 588-9397

CISM Marine

GaNv GalNv GalNM GKINM GaNv Gaiwu

A SERVICE OFFICE FOR AGENTS AND BROKERS

55 Riskmanagementprofessionals 1

Indudes 1 pincipal consultant. 1 CMC

Clients
Total 11

Assoaahons 3
Minimum size None

Consulting since 1996

Services Insurance coverage and limits analy-
sts, consulting on design of nsk management infor-
mabon systems, daims consulting

Locations Barnngton, R |

Compensation By the hoir pnncipal consul-
tant, $200 to $250

Officers- Dawd A Tweedy, president

UIC Inc.

11 Hamstown Road,
Glen Rock, N J 07452,
201-444-3888, fax 210-444-9335

1997 revenues

e

Warren, McVeigh & Griffin Inc.
1420 Bnstol St N, Suite 220,
Newport Beach, Calif 92660,

Weil & Son Inc.
1127 Euclid Ave, Suite 1050,

Cleveland, Ohio 44115-1695,
216-781-1300, fax 216-241-8267

1997 revenues

Rsk management consumng revenues
Conbnuous consumng
Risk management audds

Special projects 15%
714-752-1058, fax 714-955-1929 Stafr
1997 revenues TotaJ 6
Risk management professonals 5
Risk management consumng revenues NA Indudes 1 pnnapal consultant, 3 consultants,
Conbnuous consulbng 45% 1 analyst, 1 CPCU, 1 ARM
R,sk management audits 20% Clients
Special projects 30%
AduanaVaccounbng services 5% Total 23
Staff Minimum s,ze None
Total 8 Consulting since 1985

Includes 2 prinapal consultants, 3 consultants
2 analysts, 3 CPCUs, 3 ARMs

Cilients
Total 150

Assoaatgons 2
Minimum size None

Consulting since 1968

Risk management consumng revenues NA Services. Most nsk management services
Conhnuous consulting 95% Compensation By the project, on retainer, by
Special prolects 8% the hour pnnapal consultant, $190 to $245, consul-

Staff tant, $150 to $185, analyst, $100 to $125, clencal,

Total 25 $50

Risk management professionals 12 SRMC member

Clients Officers C C Giriffin, president, Gary W Gnffin,

Total sa8 senior vp, Don Huff, Jim Bukowski, Robert Jones,

Minimum see

$200,000
Consulting since- 1978

Services Most nsk management services
Compensation On retainer

Contact Thomas Kovatch, president

Risk management services include al-
ternative rtsk financing consulting, Insur-
ance coverage/limits analysts, broker/ven-
dor services analysts, consulting on de-
sign of risk management information sys-
tems, organization studies, claims consult-
ing. loss prevention consulting, expert wit-
ness services, loss settlement assistance

and actuanal consulting

- - irG-"Atbal
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Accident

When America's insurers and regulators need answers to
their compliance questions-it's no accident that
they turn to INSource.

INgource delivers all

the information

Complete statutory and regulatory information
for your choice of 54 U.S. Jurisdictions, on a single
CD-ROM, updated monthly.

Make no mistake

4#"/312,

O

State terminology is slippery-it seems that each state speaks a different
language! That's why every INSource document is consistently Indexed. So you
can answer complex, multi-state research questions quickly and confidently.

When the question involves compliance. INSource delivers all the answers.

No other service even comes close.

Call today for a FREE Trial

1-800-428-5910

wWwww_nils.com

INSource is a product of NILS Pubbshing Compony Serving the information needs of nsurance professionais for over 50 years

senior consultants

Waters Risk Management
7300 Park St N,
Seminole, Fla 33777-4601,
813-397-8665, fax 813-397-3585

1997 revenues

Risk management consulting revenues NA
Continuous consulting 20%
Risk management audds 20%
Special projects 60%

Stan

Total 3

Risk marnagement protessonals 2

Indudes 1 prnapal consultant, 1 consultant,
2 CPCUs, 2 ARMs

Clients
Total 35
Associations 2

Consulting since 1978
Services Most nsik management services
Specialties Government
Locations Seminole, Fla
Compensation By the project, by the hour pnr,
clpal consultant, $130, consultant, $120, clencal,
25
SRMC member
Officers Al Waters

@

Watson Wyatt Worldwide
6707 Democracy Blvd , Suite 800,
Bethesda, Md 20817-1129,
301-5814600, fax 301-581-4688

Services Most nsk management services

Compensation By the project, on retainer, by
the hour pnncipal consultant, $225, consultant, $90
to $150, analyst, $60, dencal,$40

Contact Michael R Wed

R.A. West Associates Inc.

2865 S Eagle Road, Suite 359,
Newtown, Pa 18940,
215-860-5026, fax 215-860-0883

1997 revenues

Total gross revenues $400,000

Risk management consulbng revenues $240,000
Conhnuous consumng 28%
Risk management audms 10%
Special projects 60%
Actuanal/accourfng services 2%

Starr

Total 3

Risk management plofessionals 1
Indudes 1 pnnapal consultant

Cilients

Total 60

Minimum size $50,000

Consulting since 1991

Services Claims consulting, loss prevention
consulting, expert witness sennces

Locations Newtown, Pa

Compensation By the project, on retalner, by
the hour pnnapal consultant, $110, consultant, $55
to $98, analyst, $45, dencal, $32

Officers Robert A West president, Maureen A
West, secretary

Contact Pamela Eutsler

Robert L. Wilkinson

15524th Ave, Suite 5,
San Francisco, Calif 94121,
415-387-5522, fax 415-387-0771

1997 revenues

Rsk management consumng revenues NA
Contlnuous consulting 75%
Risk management audits 20%
Special projects 5%

Staff

Total 1
Risk management professionals 1
Indudes 1 prinapal consultant, 1 CPCU, 1 AAM

Clients
1997 revenues
Total 39

Total gross revenues $18,800,000 Assoaaons 5
Risk management consulting revenues $18,800,000 Minimum size None

Continuous consulting 15% X .

Risk management audits 5% Consulting since 1994

Speaal projects 4390 Services Insurance coverage and limits analy-

Actuanavaccounbng services

Staff

Total 95

Risk management professionals 95
Includes 19 consultants, 30 actuanes, 39 analvsts,
5 CPCUs, 8 ARMSs, 5 FCASs, 5 ACAS, 2 CICs, i PE

Clients
Total

Assoaations

Minimum size

Consulting since 1973

Services Most nsk management services

Locations San Francisco, Phoenix, Stamford,
Conn, Honolulu, Chicago, Wellesley Hills, Mass,
Southfield, Mich, Minneapolis, New York, Dallas,
Washington, DC, Toronto, Netherlands, London

40% Sls, broker and vendor services analysis, expert wn-

ness services
Locations San Francisco
Compensation By the project, by the hour pnt,
cipal consultant, $150 to $250
SRMC member

14& Willis Corroon Advanced Risk
None Management Services

26 Century Blvd ,
Nashville, Tenn 37214,
615-872-3200, fax 615-872-3254

1997 revenues

and Surrey, U K Risk management consulhng revenues NA
Compensation By the hour consultant, $200 to C_c’”“”“"“s consuit.ng _ 50%

$500,.analyst, $75 to $225, dencaj, $40_ to $_105 S;Zgla;':)?:g:m audits 2;:2’
Officers James A Swarlke Jr, practice director, Aduanal/acoounang se,vices 29%

Mitchell Cole, northeast regional practice director, Staff

James A Rech, southwest regional practice direc-

tor, Paul Van Zuiden, midwest regional practice di- Total RR

rector, Ward Ching, west regional practice director,

Jeff Jordan, Boston practice leader, Jim Gordon, 7 actuangg,u 9 analysts, 4 CPCUs, 9

Phoenix practice leader

WEB Insurance

Consultants Inc.

23 Tindall Road, P O Box 4065,
Middletown, N J 07748,
732-671-9455, fax 732-671-2820

1997 revenues

R,sk managementconsuting revenues
Conbnuous consulung

Risk management audits
Speaal projects 1%

stan
Total 3
Risk management profesgonals

Indudes 1 pinapal consultant, 1 consultant, 1 ARM

Clients
Minimum see None

Consulting mnce 1981
Services Most ns) management services

Risk management professionals
I des 11 pnnapal consultants, 28 consultants.
Ms, 4 FCASs,

3 ACASs, 1 CIC, 2 PEs

Clients

Total 400
Assoaabons 15

Minimum size None

Consulting since 1976

Parent Willis Corroon Group PLC

Services Most nsk management services

Locations Los Angeles, Chicago, New York,
Nashville, Tenn

Compensation By the project, on retainer, by

NA the hour pnncipal consultant, $240, consultant,

799 $190, analyst,$95, dencal, $40

Officers James V Daws, chairman/CEO, Bill
Panning, president/COQO, Jonathan Davis, Ed Dav-

enport, Dave Wisniewski, managing directors
Contact Amber J Grunden, 615-872-3401

R.P. Wittuck & Associates Inc.

5727 Schultz Road, Ene, Pa 16509,
814-825-0525, fax 814-825-1598

Compensation-By the project, on retalner, by 1997 revenues

the hour

Officers Wilham Brengel, president, Barbara
Benedetto, vp

Contact- William Brengel

Risk management oonsumng revenues NA
Cont,nuous consuling 96%

Continued on next page



Continued from previous page

Risk management audits.................

Staff

Indudes: 1 principal consultant, 1 consultant, 2 ana-
lysts

Clients

Minimum size... ..None

Consulting since: 1991.

Services: Most risk management services.
Locations: Ene, Pa.

Compensation: On retajner.
Officers: R P Wittuck, president; V.A. Wittuck,
secretary.

e

YMCA Services Corp.
10 S. LaSalle St.,

Chicago, 111. 60603; 312-578-1090;
fax: 312-578-1095

1997 revenues

Total gross revenues $2,113,814
Risk management consulting revenues $1,014,630
Continuous consulting. 99%
Special projects 1%

Staff

e > % =—= 8 _ _ _ _ _ _ _

Risk management professionals..............cccccceeiiiiiiiinns o 2
Indudes: 1 principal consultant, 1 consultant.

aients

Total 362
Associa5ons. ...161

Minimum size None

Consulting since: 1987.
Services: Loss prevention consulting, risk man-
agement program design and training.

Specialties: Associations, non-profit organiza-
tions

Compensation: By the project, on retainer.
Officers: Marvin E. Reinke, president; William
Smith, vp

Business
Insurance ®

- SERVICES -

ON-LINE SERVICES

Now you can find Business in-
surance on the World Wide
Web. 8/'s home page includes
many important departments, in-
cluding ... UPDATES for late-
breaking news posted each Fri-
day ... INTERNET ARTICLES
from past issues ... a DATE-
BOOK of searchable industry-
wide meetings and events ...
WEB LINKS listing Sites on the
web of interest to risk and bene-
fit managers ... ONLINE FO-
RUMS for users to exchange in-

formation ... and much more:

www.businessinsurance.com

REPRINT SERVICES
Brs Reprint Department can
provide reprints, in quantities of
100 or more, of any article ap-
pearing in the weekly news-
magazine. Legal permission,
complying with U.S. copyright
laws, also can be provided to
companies wishing to reprint on
their own, material appearing in
the newsmagazine. For informa-
tion, call or fax:

312/ 649-5319
Fax: 312/ 280-3174

ARTICLE FAX SERVICE

For article photocopies sent by
fax on the same day, call us with
your credit card information,
specify Bl issue date and article
headline. The charge is $7.50 per
copy/per article. In-publication
directories are not available by

fax. For article photocopies call:
312/649-5398

SINGLE COPY SALES

To order any current or back is-

sue of Business Insurance, call

the single copy sales division of

8/'s Circulation Department:
313/446-1609

LIST RENTAL

Portions of 8/'s subscriber

database are available to quali-
fied companies for list rental. For
available titles and a price quote,
call our list broker:

800/678-9595

The Zigmund Co. Ltd.
2319 Walnut St.,
Harrisburg, Pa. 17103;
717-232-7551; fax: 717-232-7552

1997 revenues

Risk management consulting revenues... —NA
Conunuous consuling..
Risk management audit:
Special projec.

10%
2%

Staff

Risk management professionals.
Includes: 2 principal consultants, 2 consultants; 1
CPCU, 2 ARMSs, 1 CIC

Clients

55

Minimum size. e ‘None

Consulting since: 1982.

Services: Insurance coverage and limits analy-
sis, broker and vendor services analysis, expert wit-
ness services.

Locations: Harrisburg, Pa.

Compensation: By the project, on retainer, by
the hour: principal consultant, $85 to $150; consul-
tant, $85 to $125, derical, $45.

Officers: Ruth A. Moraski. ~

Contact: Joseph Zinobile. lai

The listing below was omitted

from the Directory of Employee
Benefit Information and Claims

systems in the March 2, 1998 is-
sue of Business Insurance.

Eldorado Computing Inc.

5353 N. 16th St., Suite 400,
Phoenix, Ariz. 85016:
602-604-3100; fax: 602-604-3115
Benefit systems since: 1984.
Software systems:

- HEALTHpac.

Price: $80,000 to $200,000. Quoted individ-
uadly.

System requirements: 486, Pentium, DEC
Alpha or RS/6000 PC; DOS, Windows 3.11 or
above, UNIX or AIX platform; 16MB RAM,
500MB hard disk; VGA or SVGAvideo; single
or multiple user; network operating systems
supported include Novell Netware, Windows
NT and UNIX; database management sys-
tems supported indude DE3/C Databus.

Internet/intranet access.

Customization optional.

L.=666/(606 1.6.=U . UNKS,

First Installation: 1984.

Total installations: 25 in employee benefit
departments.

Benefits managed: Flexible benefits, dis-
ability, COBRA, group health plans, dental, vi-
sion, prescription drug.

Features: Enroliment, eligibility verification,
daims management, multi-option processing
for coordination of benefits, aggregate/specific
tracking, fund accounting, hour banking, case
management, utilization review, EOBs, ac-
cepts user-defined and multiple-standard usu-
al and customary fee schedules, batch
checks, ad hoc report generation.

Optional modules: PPO claims repridng,
provider contract management, medical code
unbundling, MICR encoded laser check, opti-
cal character recognition scanning.

» MCSpac Managed Care System.

Price: $80,000 to $200,000. Quoted individ-
ually.

System requirements: 486, Pentium, DEC
Alpha, HP, or RS/6000 PC; DOS, Windows
3.11 or above, UNIX or AlIX platform; 16MB
RAM, 500MB hard disk; VGA or SVGA video;
single or multiple multiple user; network oper-
ating systems supported indude Novell Net-
ware, Windows NT and UNIX; database man-

CNA HealthPro remains dedicated to providing

creative solutions for our healthcare customers We

respond to the complex needs of healthcare systems

anaged care organizations, advanced medical technology

companies and long term care facilities In addition we

offer leading products for medical practitioners

*f dentists and optometrists. It's all supported by Carona . O . 5 .*4

. 'claims management company providing

solutions for the self-insured healthcare client. And our

newest creation is Praeventus, providing fee-for-service

global risk management strategies. Now more than

ever, we're serving the needs of the healthcare industry. To

learn more, contact National Marketing atmGOO—HPRO.

CNA HEALTHPRO

This program is underwritten by one or more of the CNA companies. CNA is a registered service mark and trade name of CNA Financial Corporation.

A¥IAI 11 1-U, TUUO /

agement systems supported include DB/C
Databus.

Internet/intranet access.

Customization optional.

First Installation: 1995.

Total installations: 7 in employee benefit
departments.

Benefits managed: Group health plans.

Features: Allows claims input from EDI or
manual input sources, contract repricing of
professional or facility claims, automatic adju
dication, complete PCP/referral processing,
patient encounter tracking, capitation process-
ing, integrated case management, output rout-
ing system, user services subsystem.

Optional modules: Medical code un-
bundling, MICR encoded laser check, optical
character recognition scanning.

User support: User groups/meetings, on-
site training, online support, telephone assis-
tanoe eight hours per day.

Staff: 30 total, 20 professionals.

Clients: 139 total. Sold systems to 22
dients in 1997.

Officers: Zane Bell, presidenVCEO.

Contact: Robert A. Hass, vp-marketing,
ext. 285.

, - Corporation, a TPA medical malpractice.ld/I-

Ji
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lfyou're
considermg a Captive,

you must consicer
Mic_ancs.
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When you're consideringforming a captive, you want
market support that is not only financially stable but

understands your needs and can tailor products tofit
those needs.

At Midlands we're specialists in Self-Insurance
programs and don'tjust dabble with Captives, we work
with them every day. We know the importance Of being
able to react and innovate. That 's why we have products
in the areas of Excess Workers ' Compensation, Excess

Employer's Liability, General Liability and Insurance
Agents E&O and are poised to create a new pmgram
that will fit your unique situation.

Call us today. We can help.

MIDLANDS MANAGEMENT

CORPORATION

Supporting America's Agent System WiIth Innovutive Products.

RO. Box 22778 » Oklahoma City, Oklahoma 73123
405-840-0074 - 800-800-4007 - FAX 405-840-5432

©1997, Midlands Management

Levin

Continued from page 2

already exhibits efficiencies in the
blurring of barriers between insur-
ers and other financial services
companies, Mr. Levin said.

For example, in the United States
the fastest growing sellers of annu-
ities are banks, the most successful
innovators in the property/casualty
market are brokers, and a relative-
ly new form of corporation-the
health maintenance organization-
dominates the health insurance
business, he said.

Insurers have contributed to the
blurring by un-
bundling services,
such as loss con-
trol services and
claims administra-

tion, and then

said.

Insurers, too, have been tentative
in embracing the new bonds, he
said.

But with the continued mergers
in the reinsurance industry, that is
changing, Mr. Levin said. Reinsur-
ance buyers are recognizing that
with fewer reinsurers to choose
from, they may have difficulty in
obtaining reinsurance when the
market hardens. To avoid this diffi-
culty, more and more reinsurance
buyers are establishing alternatives

to reinsurance now to take full ad-

vantage of them in the future, he
said.

The catastrophe risks that will be

'Perhaps we will look back on 1998 as the
watershed year, when a few transactions

layers would then be placed with
the capital markets through an in-
vestment bank or brokerage, he
said.

"Perhaps we will look back on
1998 as the watershed year, when a
few transactions occurred which
defined the new paradigm for the
insurance business,” Mr. Levin
said.

Those transactions will not be
limited to securitization deals.

Already this year, USF&G Corp.
announced it will merge with The
St. Paul Cos. Inc. even though
USF&G had become a healthy
company, said Mr. Levin (Bl, Jan.
26). As insurers around it grew big-
ger, USF&G
was left with
the prospect of
either concen-
trating on spe-
cialities and

competing with occurred which defined the new paradigm shrinking orbe-
reofiidersatoeuip- for the insurance business,' Alan Levin says. lar2cf'd;iju

ply those services,
NN

Cat bonds are

the latest development in the in-
creasingly homogenized financial
services market, he said.

"The transactions hold appeal to
the capital markets because institu-
tional investors are constantly on
the prowl, looking for assets to in-
vest in that offer a higher yield with

little or Nno increase in risk " Mr.
Levin said.

The cat bonds not only offer at-
tractive yields but also are usually
unrelated to other assets in an in-
vestment portfolio. Therefore, they
broaden the spread of an invest-
ment risk and grab the attention of
institutional investors, he ex-
plained.

"Naturally, when (an institution-
al investor) is first confronted with
the strange concepts involved, such
as first-loss triggers, self-insured
retentions and so on, they may be
reticent to commit funds, but as
these securities have become more
commonplace, the willingness to
buy them has increased," Mr. Levin

| Iy — ) Ve L an | = =—aicd _

taken on by investors in the future
will be the most profitable types of

he said.
Similar fae-
tors have influ-
enced Argonaut Insurance Co.,
which is rumored to be up for sale,

business where the risk manager is he said.

prepared to invest in loss control,
Mr. Levin said.

"By far the most severe implica-
tion for insurers is the potential for
profitable business to be absorbed
by the supplier with the cheapest
form of raw material-capital-
which is the capital markets,"” he
said.

Currently the capital markets-re-
lated deals are more expensive than
traditional reinsurance due to the
soft pricing in the reinsurance mar-
ket and the expense of putting to-
gether unique capital-markets
deals, Mr. Levin noted.

When the capital-markets prod-
ucts take off, insurers may find that
they will be marginalized into han-
dling only run-of-the-mill business,
Mr. Levin said.

More complex business would be
largely retained and handled by
third-party specialists. The excess

arvi

Menlo Park, Calif.-based Arg-
onaut had focused its business in
areas such as workers compensa-
tion, where its expertise gave it a
competitive edge, but now even
that business faces cutthroat com-
petition, Mr. Levin said.,

"The simple truth was that Arg-
onaut had become a very nice divi-
sion for another company but, quite
possibly, not viable as an indepen-
dent company," he said.

All insurers face the difficult task
of specializing enough to differenti-
ate themselves from other insurers
but at the same time having a book
diverse enough to support a critical
mass, Mr. Levin said.

"We have, therefore, come to be-
lieve that in the insurance business,
virtually every company is either a
buyer or a seller. The time has come
that you no longer can avoid the
choice,” he said. m
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Analysis of strategy key in ratings, S&P says

By GAVIN SOUTER

ORLANDO, Fla.-It takes more
than just number-crunching to de-
termine the most secure insurers,
says a group of Standard & Poor's
Corp. analysts.

Short-term growth or shrinkage in
premiums can be deceptive, and a
more thorough analysis of manage-
ment strategies is necessary to deter-
mine ratings for insurers, they say

One of the key parts of any rating
is determining whether an insurer
has a competitive advantage over its
peers, the analysts say.

Such an advantage can help se-
cure long-term growth, a stronger fi-
nancial advantage and thus a better
rating for insurers, they say.

They were speaking in Orlando,
Fla., last week at S&P's insurance

seminar on "Growing an insurance

business in a low-growth environ-
ment: Is growth important?"

In answer to that question, the an-
alysts said growth is important but
that it must be well-controlled
growth.

Insurers’' chief financial officers
often ask, "We can grow our busi-
ness at the flick of a switch, but is
that the right thing to do in a soft
market?" said Mark Puccia, a man-
aging director of S&P.

With the soft property/casualty
insurance market, which showed
real premium growth of only 1% last
year, many insurers are taking the
view that, for now, premium growth
is not necessarily the most important
goal, he said.

it all has to do with strat-
egy...and when we meet with man-
agements, we make critical judg-
ments,"” Mr. Puccia said.

For example, the analysts will try

to determine whether an insurer is
driven by market share goals or fi-

nancial goals and whether those
goals are achievable, he said.
S&P also willlook at factors such

'"Top-line growlh for the

sake of growlh is not really
viewed aslhe answer for

a higher rating...,"' says S&P

director Klislin Brooks.

as how an insurer compensates its
employees. For examole, if an insur-
er states that it wili not grow for
growth's sake but then compensates
its employees based on the number

You may be heading into danger.

of sales they make, there is an obvi-
ous contradiction, Mr. Puccia said.

Unfocused growth does not lead to
stronger insurers, agreed Kiristin
Brooks, an S&P director.

"Top-line growth for the sake of
growth is not really viewed as the
answer for a higher rating, and
sometimes it can prove detrimental,”
she said.

However, profitable growth is im-
portant, she said.

While there are certain points in
the insurance cycle when an insurer
should scale back its premium
growth, in the long term, strong in-
surers need to show growth or face
losing out to competitors and be-
coming weaker, Ms. Brooks said.

"If the market you are in isn't
growing, you'd better find a way to
make it grow...over the long term, if
a company cannot achieve prof-
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itability it will ultimately sap its fi-
nancial strength," she said.

The past decade offers examples
of insurers that have, in a low-
growth market, managed to increase
premiums and generate strong prof-
its, Ms. Brooks said.

The ability of companies to differ-
entiate themselves and low operat-
ing costs have been the two main

drivers of that profitable growth, she
said.

Insurers find it difficult to differ-
entiate themselves through prod-
ucts, as they are easily and quickly
copied by competitors, so usually
they differentiate

through superior service, Ms. Brooks

said.

themselves

One example of a company that
has achieved growth and profitabil-
ity through reducing its costs is
Cincinnati Insurance Co., said
Matthew Coyle, an S&P director.

The property/casualty insurer has
lower operating costs than many of
its competitors mainly because it
only operates from one office, its
field personnel work out of their
homes, and the insurer relies on
agents to be the spokesmen or repre-
sentatives for the company, he said.

Cincinnati then uses the cost sav-
ings to help it pay contingent com-
missions based on volume and prof-
itability, and the combination of low
costs and higher commissions results
in higher profits and premiums, Mr.
Coyle said.

"Year after year they outperform
the industry in terms of annual
change in net written premium
growth," he said.

Another company that has man-
aged to show strong growth in the

current soft market is Zurich Insur-

ance Group, said Rob Jones, a direc-
tor in the London office of S&P.

Through a series of acquisitions
and a concentration on market sec-
tors where it believes it has a com-
petitive advantage, Zurich has
grown in recent years from a largely
Switzerland-based company to a
global insurer, he said.

"It is highly focused on profitable
growth. It doesn't aim to be all
things to all people; it focuses on
market segments and product
groups,” Mr. Jones said.

Zurich does not rely solely on tra-
ditional insurance products in its
strive for profitable growth. Over
the past several years it has become
a significant asset manager, he said.

However, in 1996 S&P did down-
grade Zurich to AA+, as it felt it was
working its capital harder than it
had in the past, Mr. Jones noted.

Another element S&P increasing-
ly includes in its analysis of insurers
is strategy for dealing with the Year
2000 computer problem, said Robert
Partridge, an S&P director.

For property/casualty companies,
S&P is interested to see whether the
insurers will be able to function im-
mediately after Dec. 31, 1999, and
also what liabilities they face, he
said.

Currently, S&P asks insurers how
much they have spent on remediat-
ing the problem, when they are due
to test their systems and what the re-
sults have been of any tests, Mr. Par-
tridge said.

S&P also is developing an expo-
sure-based system to try to assess
the exposures insurers face as a re-
suit of Year 2000 loses, he said.

"But there is no case law, and
there is no firm idea of what those
exposures might be," Mr. Partridge
said.

Another new assessment tool S&P
is introducing this year is its earn-
ings adequacy model, he said. The
model will incorporate investment
income and the inherent risks differ-
ent lines of business have, Mr. Par-
tridge said.

The model is being tested but will
be introduced as a rating tool later
this year, he said. ini



Global Briefs

Fmnish Insurer Pohjola Group has em-
barked on an expansion drive to expand
its business in the Baltic Rim countries of
Estonia, Latvia, Lithuama, Poland and
Russia It now has tmy shares of the mar-
kets in those countnes but is aiming for
its non-life market share in those coun-
tries to grow 15% to 20% annually Po-
hiola currently holds a 29% share of the
Finnish market and is looking to those
neighboring countries for future devel-
opment and investment Bermuda-
based ACE Ltd and New York-based
Capital Re Corp have formed a ioint
venture, ACE Capital Re Ltd., a Bermu-
da-domiciled reinsurer that w11 special-
ize primanly in financial risks The com-
pany, which has paid-in capital of $20
million, will write traditional and cus-
tom-designed programs covermg finan-
cial guarantees, mortgage guarantees
and a broad range of financial risks
Dawd A Buzen, Capital Re's chiefhnan-
cial officer, said ACE Capital Re is a sue-
cessor to Capital Global Underwriters
Ltd, a joint venture between Capital Re
and Bermuda-based GCR Holdings
formed in 1996 (BI, Feb 10, 1997) GCR
Holdings was acquired by X L Insurance
Co Ltd last year (BI, May 12, 1997)
ACE purchased X.L 's shares in Capital
Global for an undisclosed amount, said
Mr Buzen Occupational pensions in
Japan likely wall be overhauled after the
announcement by the ruling Liberal
Democratic Party that it w111 consider in-
troducing 401 (k)-type defined contribu-
tion plans Japanese businesses have
been calling for the option of providing
defined contribution plans for their em-
ployees, and the idea is being reviewed
by a ministerial study group looking at
pension reforms U K loss adjuster
Crawford-THG last week warned bum-
nesses to be prepared for a renewal of
mainland terrorist attacks by the Irish
Republican Army in the wake of intelli-
gence reports that the IRA has been car-
rymg out "dry" bomb attacks m London

In the wake of the recent economic
crisis m Southeast Asia, Japanese insur-
er Mitsui Marine & Fire Insurance Co.
Ltd. IS considering inlecting funds into
failed broker Sanyo Secuntles Co Ltd to
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Record profits for Lloyd's??

By SARAH GODDARD high returns m the next few years due to soft-
ening rates and market condihons
LONDON-Prehminary hgures Indicate The latest estimates remain exactly that,
that Lloyd's wall post record profits of more however, because certam synchcates had been
than £12 bilhon m the next few weeks gwen extenmons to the official deadlrne
Lloyd's dechned to comment on which syn-
global result for the 1995 year of account in dicates received a reportmg ectenmon, but they
are generally expected to mclude the so-called
"orphan" syndicates, which have no successor

I I v S
OY D syndicate year of account into which to close )
Profit

theirhabilities

As synchcate figures have poured in, the lat- (in billions
est estimates exceed previous profit predicttons of pounds)

May, under its three-year accounting system, of about £1 bilhon ($1 65 bilhon)
last Monday was the hling date for mdividual

Diminishing returns

Estimated returns on capacity at Lloyd's of
London are expected to decrease as the effect

Although the market officially wnll report its of softening rates take hold

1995*1996 1997 1998

£1.06 0.69 0.41 0.29

Mark Hewlett, managing director of Syndi-
syndicate reports, and analysts pounced on the cate Underwnting Research Ltd, explained
accounts to start calculatmg their final esti- that "peak insurance rating levels m most bum-
mates ness classes, combmed with low loss mcidence

While 1995 year profits may be a record, an- and high utillzation of capacity, pointed to_ Source Syndicate Underwriting Research Ud
alysts warn that Lloyd's w:111 not see similar

Yoreturn

on capacity 10.4% 69 40 2.9

See Lloyd's on next page

Service to resolve
Research may spur
more injury claims

RSI can be measured: Study
By CAROLYN ALDRED

unclaimed assets

about £77 bilhon ($12633 bilhon)
Mr Hollender estimated the

By EDWIN UNSWORTH
LONDON-A new company amount as much lower, though stll
may ease U K employers' burden in excess of £6 billion ($9 84 bilhon)

and expense of locatmg former em- Around £1 bilhon ($1 64 bilhon) of

ployees who are entitled to pension this is from undalmed penmon ben-
benefits

Dr Bruce Lynn, a neurophysi-
4 ologist, and Jane Greening, a
LONDON-Newly published k,physical therapist, used a 100-
ehts and £500 mdhon ($820 4 mil- research may help mjured #Ork-+hertz vibrator to test sensation on
The new company, Unclaimed hon) m unclaimed life insurance ers and their employers by slled- the hands and arms m a group of
Assets Register Ltd, was created by benefits, he said ding hght on the effects of repdti- patients diagnosed with RSI and
Aon Risk Services Ltd to help indi- The first service to be established bve strain miuries a group of "at nsk" office work-
viduals or their heirs track down by the UAR will help chents track Whlle an organization repre- ers over a two-year period
assets, such as pension benehts, down unclaimed hfe insurance ben- senting UK labor unions pre- The research team discovered
that have not been claimed, either efits Mr Hollender expects this dicted the findings would lead to that the abillty to sense small
because the nghtful owner has for- service to be available by the end of thousands of claims against em- threshold vibration was greatly
gotten about or is unaware of their this year ployers, Insurers and employers rediced among RSI patients, who
existence Other assets that wlll be The UAR wall begm with this ser- noted that plaintiffs st:111 must Idquired a vibration of nearly
tracked by the new company in- vice because life msurance compa- prove inlul'les were work-related /bAnce as strong as that for an age-
clude life Insurance policies, stock nies have good, relatively up-to- Researchers at Umversity Col*matched control group
dividends and government bonds or date records that, in many cases, lege in London found sigmficw* In contrast, vibration mcreased
other savmgs are computerized While he and his differences in sensitivity to vibra-: to a strong level produced pain in
Once operational, the UAR for a team are stlll visitmg hfe insurers to tion in patients with RSI com-"' 14 of the 17 RSI patients This
fee wlll conduct searches of the as- sollcit their cooperation in provid- pared with people who do not scenano of reduced Initial sensi-
set database for individuals and mg mformation to the UAR, Mr suffer from the disorder There- tivity but mcreased responsive-
employers Hollender said no one has so far re- sults of their study, published last ness to stimuli once they can be
The new company is the bram- lected the proposal The Insurers, he month in the London-based In- felt is similar to the situation in a
child of Keith Hollender, a consul- said, "are also aware that if they ternational Archives of Occupa- number of painful neurological
tant to Aon who convinced the don't make very thorough efforts to tional and Environmeatal conditions, according to the re-
company of the financial and pub- trace these people (with unclaimed Medicine, show there is a mN- searchers, who concluded that

create a new securities broker, which licity advantages of forming the pohcies),they could be critacized by surable sensory deficit m RSM- the findings strongly indicate a

could mark the first foray of a non-life
insurer into the Japanese seculnties sec-
tor U S insurer Chubb Corp has
bought Venezuelan insurer ltalseguros
International .U K accountant Coop-
ers & Lybrand has been appointed
to manage the scheme of arrangement
for Fremont Insurance Co (UK)
Ltd. Gross premiums written m the
Malaysian insurance market rose 14 4%
to 11 1 billion ringgit ($2 83 billion) last
year over 1996 volume, according to fig-
ures released last week by Bank Negara,
the mdustry's regulator Dunng 1997, the
Malaysian government enacted new in-
surance legislation designed to protect
policyholders in the wake of the failure
of motor insurer Mercantile Insurance
Sdn bhs m 1994 Following its
planned acquisition by Trenwick Group
Inc, SOREMA (UK) Ltd 's AA- claims-
paying ability rating from Standard &
Poor's Corp has been placed on S&P's
CreditWatch with negative imphcations
At the same time, the London rating
agency has assigned an A rating to Re-
liance National Insurance Co. (Europe)
Ltd A milltary investigation into the
events surrounding last month's cable
car accident in Cavalese, Italy, in which
20 people died when a Marine Corps
plane hit a cable (BI, Feb 9), has con-
cluded pilot error was to blame The Pen-
tagon investigation found that the let
was flying too low and too fast for the
terram and blames both the pilot and the
crew for the tragedy This decision could
lead to the U S government being re-
sponsible for liabilities arising from the

accident

register, of which he is now direc- their regulator " ferers nerve-related cause of RSI
tor He says he knows of nothing

like it anywhere else m the world

Mr Hollender also noted that the This discovery could lead to an Symptoms of RSI include burn-

service benefits the msurer, as most oblective test for RSI, helpmg ing, soreness, stiffness, numbness

A 1996 study by London-based life companies continue to pay in- employees wm compensation and and cramping m the hands
market researcher Mintel Interna- terest on unclaimed pollicies In ad allowmg compames to monitor The study, sponsored by the
tional Group Ltd concluded that dition, the hfe insurance industry employees at nsk for developing non-profit medical research
the total amount of unclaimed as- has faced criticism in certain past RSI, the scientists claim
See UAR on page 57

See RSI on next page
sets m the Umted Kmgdom was

U.K. pension plan investments shrink

By EDWIN UNSWORTH of plan liabihties, as set out in crease, whereas the median re- the stocks traded on the London
the Pensions Act Introduced last turn over the last nme months of Stock Exchange, Bacon &
One in four U K employers April, according to Bacon & 1997 was only 11% Woodrow said a more objective
that sponsor pension plans may Woodrow As a result of this situation, measure would be based on
need to contribute more money "If the MFR funding level con- the actuallal firm says it is lob- gilts, or government bonds
to meet fundmg requirements tinues to fall, some companies bying to change the basis for
following shrinking investment will have to make significant calculating the MFR The law is changing the MFR formula as a
returns durmg 1997, a recent re- contributions to make up the Inflexible because it requires result of the effects of the aboh-
port says shortfall,” said Penny Webster, compames to make short-term tion of tax credits on dividends
An analysis released last week a partner at Bacon & Woodrow contributions to their pension earned by pension funds, though
by actuanal consultants at Lon- She said any pension plan that plans if the MFR falls below It has no timetable for imple-
don-based Bacon & Woodrow invested in domestic and over- 90%, the firm said Bacon & menting any such changes
eltes two mam reasons that the seas equiities is hkely to have un- Woodrow advocates amending
performance of pension plan m- derperformed the MFR by eight the MFR to give a longer period, Assn of Pension Funds pub-
vestments were adversely affect- percentage points The shortfall possibly five years, over which lished the results of a survey
ed last year could be greater for those that variations could be corrected of prwate and public pension
First, the government abol- mvested more heavily in Far Also, the MFR measures equi- funds showmg the effects of
ished tax credits last July on East markets, where shares fell ty-hnked habilities against gross the abolltion of tax relief on div-
dividends paid to pension finds, sharply in the final quarter of dividend yield on the All-Share 1dends and the increased costs
and second, both U K and over- 1997 Index, and Bacon & Woodrow of administering pension funds
seas equities underperformed Bacon & Woodrow says an questioned whether equities re- due to the Pensions Act The
against the statutory minimum "average" pension plan, with main the correct measure for ac- survey found that more U K
funding requirement about 60% of 1\([FR liability tive liabilities Although the All- employers are switching to de-
As a result, up to 25% of U K linked to equiities, required an Share Index is the major bench- fined contribution plans from
corporate pensions may have investment return of about 17% mark for U K fund managers, defined benefit plans (BI, Feb
failed to meet the MFR of 100% to match its MFR hability in- covering about 98% by value of 23)

The government is considering

Last month, the National
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Lloyd's
Cont:nued from previous page

bilhon" for the 1995 year of account

INTERNATIONAL

cates writing short-tall manne busi-

"Some are closing with surpluses,

ness had substantial reserves for the but many w11 close with a deficit," he

1993 and 1994 account years, which added It is expected that several of

may have boosted mvestment income the orphans-particularly those that

wards global profits in excess of £1 for 1995 Mr Hams said
Mr Hams' estimates include all loss business in 1993 and 1994-willl

wrote personal accident excess-of-

"At this early stage, It looks most charges, including a 1 5% special levy remain openforanotheryear atleast

hkely that this hgure unll be sur- toward the market's reconstruction

passed "

Mr Maidens agreed with the view

and renewal program, but they don't that 1995 was a particularly low year

Since December, SURL has upped Include members agents' fees and for losses but noted that humcanes
its estimate for the 1995 result to a their profit commissions

profit of at least £1 17 bilhon from
£106 bilhon (to $193 billion from
$1 82 bilhon)

This figure almost matches last

year's £1 18 bilhon ($2 02 bilhon),

though it actually produces a better
rate of return smce the capacitj
available to Lloyd's underwriters
dropped to £10 2 bilhon from £10 9
bilhon in 1994

Other analysts are more bi 11 lish

Tony Hams, managmg director of
SWB Insurance Research Ltd, has

Lloyd's 1995 year profit

be repeated for many
years,' says Chatset

Director Charles Sturge.

Luis, Opal and Manlyn had affected
certaln non-manne syndicates
Ironically, the highest estimated
profit comes from analyst Chatset
Ltd, once a thorn m Lloyd's side inth

'iIS a result not likely to what turned out to be particularly ac-

curate estimates dunng the market's
major loss years Not counting the ex-
tra Central Fund levy on corporate
members, Chatset predicts Lloyd's
unll post £1 26 bilhon ($2 08 bdlion)

in profit The final result after an es-
timated £150 million in members

Sedgwlick Oakwood Lloyd's Un- agents' fees and profit commissions

increased his December 1997 profit derwnting Agents Ltd is expecting a will be around £1 1 bilhon, accordmg
forecast to £1 25 bilhon from £1 1 bil- margmally lower profit, at £1 22 bil- to Chatset Director Charles Sturge

hon (to $2 06 bilhon from $1 88 bil-

hon ($2 01 billion), and it calculates

But Mr Sturge warned, "This is a

hon), based on the results he had re- members agents' profit commission result not likely to be repeated for

ceived by the middle of last week

to reach about £55 million ($90 8 mil- many years

Part of the profit stems from hon)

Lloyd's implementation of Inception

Compared with the
12 4% return on capacity for 1995,

Corporate members of Lloyd's also the return for the 1996 account year

date allocation in 1995, which "could face an additional Central Fund levy likely w111 be halved as market condi-
have had a significant effect,"hesald totaling £22 milhon ($36 3 milhon) on tions continue to deterlorate, he said
Inception date allocation means that, their final distnbutions

for the first time, premiums for poll-

issues the policies

Chatset estimates a maximum re-

The orphan syndicates’' results may turn of 4% on 1997's £10 3 bilhon ca-
cies are allocated to the year m which reduce the market's overall earnings pacity, and Mr Sturge warned that
the nsk IS wntten rather than the by £25 million to £40 million ($41 3 "the market is very concerned about
year the Lloyd's Pohcy Sigmng Office milhon to $66 milhon), said Phihp premium levels for 1998 "

Maidens, SOLUA's director of syndi-

In addition, several large syndi- cate research

RSI

Continued from prev:ous page

SBW's Mr Hams is estimating the
return for 1998 business as 2 5% m

companies to settle valld claims board users and on computer manu-

promptly and fairly, while weeding facturers and employers to warn key-

out false RSI claims, he said RSI board users about the dangers of ex-

claims, hke back-injury claims, may cessive or inappropriate use
group Action Research, also looked at not be work-related and can be diffi- It also calls for research fundmg
a group of 29 office workers who used cult to prove or disprove, he noted

bodies to step up research into RSI

téfgruglgng'lg%] pyern?tg’:anrleqdok at

tion with the vibrameter, many chemical company Courtaulds PLC, other tests of nerve function in RSI
showed a reduction m sensitivity m agreed "It would be great if we could patients and examine median nerves

the hand

detect vulnerablhty to RSI and pre- by magnetic resonance imaging to 10-

"The use of vibration testrng, which vent any condition from developing," cate the site of nerve inlury

"Anything that identifies "The new study 11 proved valld,
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PYRAMID CLAIMS & RISK MANAGEMENT SOLUTIONS
CUSTOMER-BASED SOLUTIONS FOR PERFORMANCE-DRIVEN COMPANIES

The Pvramid Svstem Pvramid SupDort Services
Pyramid Training Center

Highly Skilled Support Staff

Risk Management

Claims Administration

Policy Administration/Rating Customer Support Tracking

Medical Case Management Electromc Bulletin Board

Medical Bill Review

Disability Management Account Executive Program

800 Claims Reporting

Numerous On-site Alternatives

Document Imaging Quality Survey Program

WINDOWS - DOS - ORACLE - SYBASE - SQLSERVER NT

Pyramid Services, Inc. An AON Company

Call Our Corporate Office: (203) 743-6000 x262

For advertising Information contact Cheryl Adeszko,
Classified & Services Guide Advertising, 740 North Rush Street, Chicago, lllinois 60611
Telephone (312) 649 5340 - Fax (312) 649 7937

Greenmg in a statement "The unex- However, the Trades Umon er, a partner with law firm Irwin
pected finding of clear changes 111 Congress, which represents U K la- Mitchell, based m Sheffield, England

—ff|> >«
»» fe.s> many office workers also opens up the bor unions, welcomed the findings, He noted that judgments to date have

possibility of providing early warning claiming they will help thousands of been mixed in lecognizing RSI as a

for them If detected early, changes m RSI sufferers prove thelr condition work-related Injury

k practices can then be made and was work-related

can be greatly reduced "

A spokesman for London-based m-

.Di hopefully the risk of developmg RSI According to the TUC, about surer Commercial Union PLC said

100,000 keyboard users in the United the research has "raised awareness of

RSI is often"misdiagnosed because Kingdom suffer RS| symptoms and the condition and could lead to more

symptoms are vaned and non-specif-
ic m nature, with no obvious sign of

injury or inflammation The pam suf-
fered is often attributed to stress or a

A more scientific basis

claims bemg filed " But he noted that

a plambff still must prove he or she
has a medical condition that has been

caused by working conditions

poor state of general health," she said to detect RSI 'will work in Derek Howle, an underwriting

This study, however, shows that a
"key feature of (RSI) appears to be
mmor nerve damage, especially to the

favor of the employee

and the employer,’' says

manager with London-based Eagle
Star PLC, does not agree with the

The Pyramid User Association director general of Action Research

TUC that pubhcation of the research

median nerve, which is the major Kevin Charlesworth. w111 lead to "thousands more claims”

nerve in the hand,"” said her state-

He points out that proving an RSI
ment claim against an employer is a com-
"These findings should not only plex and expensive issue, Involving
help doctors and physiotherapists to about as many workers develop RSI considerable medical expertise

establlsh and monitor effective treat- from other repetitive tasks, including

ments but should also help to improve checkout operations and assembly- nies, particularly m high-risk indus-

Mr Howle added that most compa-

acceptance of RSI by professional and hne work Last year, the TUC won tnes such as electronics, have a much
laypeople alike," said Anne Luther, compensation for more than 2,000 greater awareness of the RSI problem
RSI sufferers and are managing the risk better

"There are obvious repercussions The research w11 help estabhsh an Oscar Tempest, a claims manager

for the medical and legal professions objective medical test for RS| and for London-based Iron Trades Insur-

as research such as this highhghts RSI persuade employers to improve con- ance Co Ltd, does not think the study
to be a real medical condition," said chtions for people working at key- wlll increase claims m the short term
Ms Luther

boards, the TUC said m a statement "The study was based on a very small

Risk managers say the research "Tens of thousands of sufferers can sample of people, and more research
may help settle RSI claims more take some comfort today from this ev- needs to be done on the biological as-
quickly and illustrate possible pre- idence proving that their pain iS pects,”

ventwe measures

he said
real-the product of intensive key- He noted that RSI claims have not
"If there was a more scientific basis board use," said TUC General Secre- increased dramatically m recent
to determine the extent of the condi- tary John Monks in a statement "The years, as some observers had predict-
tion, it w111 work in favor of the em- dangers of computer overuse should ed Part of this is due to employers
ployee and employer," said Kevm now be clear to employers and their taking more preventive measures, he
Charlesworth, controller-casualty insurers, and they must take urgent said Recent court cases also have

nsk management at London-based steps to ensure that the work they are demonstrated the dificulties involved
Bntish Telecommunicabons PLC

"It wtll detect genume claims and

giving their staff is safe"

in establlshing a claim and proving an

The TUC is calhng on employers to RSI injury easts and is work-related,

the extent of the injury," enabling reassess working conchtions for key- he noted [al



UAR

Continued from page 55
cases for not doing more to find the

rightful beneficiaries of policies they
had underwritten.

Life insurers welcome the idea of
the UAR, he said. Once a system for
searching for life insurance benefits is
set up, the UAR will add other asset
search services, such as unclaimed
dividends or pension benefits.

Pensions is one area where the inci-
dence of unclaimed benefits will only
worsen without something like the
UAR, said Mr. Hollender.

Personal pensions have been avail-
able in Britain only since 1988. As
people who bought these pensions re-
tire, the problem of matching benefits

Texas

Continued from page 2
FacilitybetweenMay 1, 1991, through
1992, years when the fund generated
surpluses.

An estimated 2,000 to 4,000 policy-
holders would be entitled to share in
the settlement amount, said Scott M.
Clearman of the law firm McClana-
han & Clearman L.L.P. in Houston.

The refunds come atop amounts al-
ready ordered by the Insurance De-
partment related to surpluses record-
ed by the fur2d in 1993 and 1994 (BI,
July 28, 1997; July 14, 1997).

The Insurance Department esti-

IRS

Continued from page 1
$35,000, and in most cases would be
far less, if any.

"The overall message the IRS is
giving employers is to self-review and
self-correct," said Seth Tievsky, a
partner with Ernst & Young L.L.P. in
Washington. Such programs are vital
for a pension system governed by
complex and ever-changing laws and
regulations, despite recent congres-
sional efforts at simplification,

In addition, the potential for mis-
takes in administering their plans is
high for many other reasons. Employ-
ers with far-flung operations, for ex-
ample, may not receive the demo-
graphic data needed from all units to
run required non-discrimination tests.
In other cases, employees may inad-
vertently contribute more than is al-
lowed into a 401(k) plan, and the mis-
take may not be caught in time.

These and other mistakes and pen-
sion rule violations can be corrected
under the new revenue procedure.

The most significant change--from
a financial standpoint-involves the
Walk-In Cap. This program affects
pension plans that were not being op-
erated according to their terms or
forms. One example would be a 401 (k)
plan in which employees were al-
lowed to borrow against their account
balances even though plan documents
lacked loan provisions.

Under the Walk-In Cap, the em-
ployer acknowledges the mistake and
seeks IRS approval for a specific
means to fix the problem. Previously,
IRS agents also could seek a "compli-
ance correction fee" equal to 40% of
the maximum payment amount.'lhe
maximum payment amount refers to
how much revenue the IRS would
gain if the plan were disqualified.
When a plan is disqualified, highly
compensated employees are taxed on
vested benefits, and the investment
income earned by the plan is taxed.

As a result, for large pension plans,
a compliance correction fee could
amount to millions of dollars.

"The IRS started out with a huge
and often unreasonable penalty as its

initial negotiating position," said

and beneficiaries likely will grow.

The Occupational Pensions Adviso-
ry Service, an independent organiza-
tion partly funded by the government,
agrees the problem is likely to worsen.
The agency said a search register will
help in tracking down individuals en-
titled to personal pensions.

The UAR also expects to aid
Britain's about 200,000 employer-
sponsored pension plans in finding
missing beneficiaries. When plan
trustees cannot find participants us-
ing their own records, trustees turn to
the Letter Forwarding Service of the
U.K. Department of Social Security.
This service carries a charge and is
successful in only about 50% of cases.

If the DSS service fails, trustees can
use private credit-checking agencies,
whichcharge about£15 to£30 ($25 to

mates the refunds total about $200
million for all four years.

Texas law requires the residual
market to return surpluses to retro-
spectively rated policyholders, but in-
surers may assess those policyholders
to make up deficits. Insurers had ar-
gued no payments should have been
ordered for 1991 and 1992 becausethe
Insurance Department had set the
factor for assessments at zero. The
factor should apply equally to rebates
for that period, insurers claimed.

The settlement would end the af-
fected insurers' suit, filed last sum-
mer, to block the Insurance Depart-
ment order to make the payments.

Not all employers are happy with

Kwasha Lipton's Ms. Scott.

Under the revamped program, cor-
rection fees generally would range
from $2,000 for the smallest pension
plans-those with 10 or fewer partici-
pants-to up to $35,000 for plans with
at least 1,000 participants.

"This is a dramatic change," she
said of the scaled-back penalties for
the Walk-In Cap program.

Other programs involved in the new
revenue procedures and the changes
the IRS has made include:

» The Voluntary Compliance Reso-
lution Program, or VCR. This deals
with certain operational mistakes,
such as failure to cover certain eligible
employees in a pension plan. In this
program, the employer proposes a
remedy and agrees to pay fees-de-
pending on the size of its pension
plan-from $500 to $10,000.

The most significant change to the
VCR program gives employers more
time to fix problems-150 days, up
from 90 days-and reduces the num-
ber of details employers must submit
to the IRS about corrective actions.

= The Administrative Policy Re-
garding Self-Correction. This pro-
gram also involves operational errors.
In this program, the employer simply
fixes the problem after uncovering it.
It does not notify the IRS of the prob-
lem or the remedy.

Underthe new revenue procedure,
IRS agents-if they later audit the
plan-will have less discretion to re-
ject employers' corrective changes.

"If you do everything right, they
have to apply relief to you," Mercer's
Ms. Grace said.

« The Audit Cap. This program in-
volves situations where IRS agents
audit plans and uncover operational
and plan document errors.

While sanctions still will be a nego-
tiated percentage of the maximum
payment amount, the sanctions will
not be, in the words of the new proce-
dure itself, "excessive and will bear a
reasonable relationship to the nature,
extent and severity of the failures."”

Factors the IRS will consider in set-
ting a sanction would include the
number of employees affected and the
extent to which the employer tried to
fix the problem before IRS auditors
stepped in. [al

INTERNATIONAL

$49) per participant.

One of the UAR's aims is to stop the
growth of so-called bounty hunters.
Currently, six or seven such compa-
nies in Britain--compared with many
more in the United States-troll
through public records such as share
registers, then track down the unwit-
ling owners of those assets and charge
thema fee of 25% ormore of whatev-
er they help recover.

The UAR is not intended to be used
as a tool to help these bounty hunters
get richer. Persons wanting to use the
register will have to prove theiriden-
tities and show some link with the ob-
jects of their search. Mr. Hollender
said the details still are being worked
out. However, he expects that most
searches would be made by executors.

In fact, he believes executors will be

the agreement.

The settlement calls for insurers to
pay 87 cents for every dollar of re-
funds owed to policyholders. Of that
amount, 9 cents-or 10.34%-goes to
policyholder attorneys in the case. If
the settlement reaches $85 miillion,
that would amount to $8.8 miillion.

Judge Dietz's preliminary approval,
however, states the fees are not ex-
pected to exceed $8.5 million, which
would mean the total payout could be
slightly lower than $85 mijllion.

A group of policyholders filed an
objection, claiming Mr. Clearman un-
necessarily intervened and therefore
was not entitled to such a hefty fee.

"Our interests were being repre-
sented by the Texas attorney general”
in his capacity as attorney for the

Texas Department of Insurance and
Insurance Cornmissioner Elton
Bomer, said James E. Green, risk
manager at Justin Industries Inc. in
Fort Worth, Texas.

Policyholders withdrew their objec-
tion last week when it became clear it
would be too costly to fight longer and
that their chances of lowering the fee
was slim, he said. "We still believe

very strongly that Mr. Clearman's fee

gjti-—5 |
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the UAR's bread and butter, as "once
we've got a register of this kind in
place, executors would almost be
obliged to search it. If they didn't, they
could be deemed negligent.”

Pricing has yet to be decided. The
cost to the user will depend on
whether he or she wants to search the
whole register or just one element of
it, such as pensions listings. Pricing is
also complicated by the U.K.'s Data
Protection Act, which means that the
UAR will not be able to keep certain

information within its database and

may only be able to steer users to 10-
cate that information themselves.

Aon expects the UAR to be prof-
itable. It has no other shareholders in
the UAR, though there will be busi-
ness partners on a contractual basis
for computer and data input services.

is grossly out of line," Mr. Green said.

Mr. Clearman said the 10.34% fee
"is about as low as you will find any-
where" for such legal work. He noted
his intervention included a request for
the payouts in 1993 and 1994, which
insurers paid without a fight and on
which he collected no fees.

Two other attorneys worked on the
case and will share in the fees, he said.
They are Mark Perlinutter of Perl-
mutter & Reagan L.L.P. in Austin,
and Charles Silver, an attorney and
professor at the University of Texas.

Mr. Clearman sought class certifi-
cation for his suit in May 1997 on be-
half of Sandwich Chef of Texas Inc.
He said many of the plaintiffs think
the fee for the case is not out of line.

He stressed that the $85 million set-
tlement figure is not firm, because in-
surers haven't calculated the refunds.

Several Texas insurers did not par-
ticipate in the settlement. According
to Judge Dietz's order, non-partici-
pating insurers already should have
sent policyholders refunds for all the
contested years.

Liberty Mutual Insurance Co. is one
that refused to participate and said in
a statement that it has complied with

Mr. Hollender says the principal
reason it has taken so long to offer this
service is that establishing the
database is complex, and various par-
ties possessing the data may not agree
to cooperate.

Aon also has experience with insur-
ance-related databases, such as the
Art Loss Register, which helps trace
lost or stolen artworks, and the
Equipment Register, which helps
trace lost or stolen construction

equipment.

ate background. He has worked as a
merchant banker, a publisher of a
business magazine and a seripo-
philist-an expert in old documents.
He even advised the U.K government
on ver*ying the authenticity of pre-
1917 Russian bonds. irl

the department's order and paid th€
refunds. As for the 1991 and 1992 re-
funds, the insurer is "seeking a judi-
cial determination regarding the va-
lidity" of the rule for those years.

The insurer said it paid the amounts
related to 1991 and 1992 subject to its
right to "re-collect" the money if the
rule is found invalid for those years.

Liberty Mutual said because it is a
mutual company, "we believe those
particular funds should have been re-
tained as policyholder surplus for the
benefit of all our customers.”

A spokesman said Liberty Mutual
has refunded about $18 million to ret-
rospectively rated Texas policyhold-
ers insured from 1991 through 1994.

The Texas Workers' Compensation
Insurance Facility stopped writing
coverage at the end of 1993 and is
running off its business. It had a sur-
plus for 1994 for policies that expired
in 1994. The Texas Workers' Compen-
sation Insurance Fund replaced it in
1994 as the residual market.

Insurers received $718.5 million in
residual market refunds for 1991-
1994: $253.9 million for 1991, $315
million for 1992, $132.4 million for
1993 and $17.2 million for 1994. <11

ADJUSTERS

Founded in 1957

650 advertised locations to provide
professional multi-line services for you

Frontier offices are operated hy independent owner-operators
doing business under ike Frontier name exclusively under
franchise or license agreements

NATIONWIIDE TRUCK LOSS HOTLINE

800-426-7228

Adjusters available 24 6....- = day - 7 «lays a week

Home Office Phoenix, AZ

800-528-1187
Fax: 800-553-4799

E-Mail: frontier@frontieradjusters.com
TVeb Site: www.frontieradjusters.com
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The Professional Marketplace

RATES AND CLOSING TIME:

Rates: Displayclassiftedis $17100 per column inch, minimum ofone inch Straight class,ted Closing: Published every Monday. Copy must be m typewritten form by 5 00 Tuesday, 6 days
ts $15.50 per hne, minimum of 5 hnes Count 34 characters per hne (include each space and preceding publishing date No verbal phone copy accepted Most major credit cards accepted

punctuation as a character) Additional $25 00 chargefor all blind box ads Only those responses Mail ads to, Cheryl Adeszko, Classified Advertising, 740 N Rush St, Chicago, IL 60611

which fit into a bus:ness size envelope will beforwarded. Responses areforwarded daily

HELP WANTED HELP WANTED HELP WANTED

"Where Professionals Insure Their Careers”

EXECUTIVE RECRUITERS NATIONWIDE

0 Risk Management O Insurance Brokerage
O Safety & Loss Control 0 Risk Management
0 Claims Management Consulting

SENIOR VICE PRESIDENT/PRODUCER

U.S. Multinational Operations

Dynamic/fast growth multinational risk
management services firm seeks
entrepreneurial, hands on individual to
develop/manage U S operations Candi-
dates should possess

« 14+ years of multinational broker/
underwriter sales, program design,

marketing, program implementation Also Ask About Our Temporary Opportunities

« "Can do" attitude/Well organized

15 James Street, Main Level, Florham Park, NJ 07932
- Large as well as emerging multi- Call 201-765-9000 - Fax 201-765-9009

national account experience

« Great client presentation skills

n|,a RICHARD MEYERS

= A reputation for client service/
satisfaction

E-mail resume or letter of interest to
INTLBRKER@AOL com ALL INQUIRIES

WILL BE HELD IN STRICT CONFIDENCE Cadeszko@craln -com

HELP WANTED

For more information call 312-649-5340, FAX 312-649-7937, or e-mail cadeszko@cram com

BUSINESS OPPORTUNITY LEGAL NOTICE LEGAL NOTICE

1
Rebate Program Offered to
TPA/ASO/IVIGUSs

UNITED STATES BANKRUPTCY COURT
SOUTHERN DISTRICT OF NEW YORK
IN THE PETITION OF DAVID LLEWELLYN MORGAN AND
MARK W.R. SMITH, AS JOINT PROVISIONAL UQUIDATORS

OF STOCKHOLM RE (BERMUDA) LTD., Case No. 95-8-40543 (PCB)

NOTICE IS HEREBY GIVEN thai on March 9,1998 an order was entered by the Unit-
ed States Bankruptcy Couit tor the Southern Distnd of New Yofc (the "Bankruptcy Coutf') m Con-
nection with the caseliled with respect to Stockholm Re (Bermuda) Ud (the"Company") pursuant
toll USC §304 (the"Order")

Med-Corp will rebate percentage

of savings achieved on every claim
reviewed back to TPA/ASO/MGU.

For more information contact

Mary or Ron at 908-688-1100.

HELP WANTED

1 Enloining all pusons and entaties Irom (a) translefflAg, mlinquishmg or dispos-
Ing olany property olthe Company m the Untled States, or the proceeds of such properly, to third

UNDERWRITERS Barnes, (b) commencmg or conhnuing any action or other legal proceeding (including, without lim-

* ASSOCIATEEK IMC - —Established and growing MGA with a ma- liation. afbitration of any judicial, quas™-ludicial. administtative or fegulatory adion. proceedmg or
trix of underwriting authorities seeks re- process whatsoever) against the Company, or any ol Its property m the United States or any pro-
suits oriented "Underwriters" to join ceeds thereot, (c) enforcing any judicial, quasi-judicial, administrative or regulatoty judgment, as-

iLr team If you have a "producer follow- sessment of order or afbtration award against the Company, and commencing or continuing any
ing" and wish toalign witha progressive actor action orolher legal proceeding (including, without limitation, arbitfation, or any judicial,

management team, we should be talking
Candidates must be highly motivated, or-
ACT[JARY

FOR 1998 RATES AND EDITORIAL VICEPPEenENTIEVEL S ooraona) aommerieation kite
CALEN DAR CALL 3 1 2_649_5340 Managlng General Agency, 200 million 68)((1'

caoable of "thinking outside the
Send confidential resume to P O
annual premium, seeks actuary to head
Actuanal and Product Development De-
partment The ideal candidate will have
ACAS or higher with a minimum of 5 to
7 years personal lines experience Must
,- possess strong management and commu-
nication skills Compensation package
includes medical, life, Long Term
Di ablllty ajd vacation 401(k) plan
and ncenive borus plan Send
and salary history to. ATTN. Person-
nel-Code ACTVP, P O. Box 141150,
Gainesville, FL 32614-1150.

Box 1024, Manhasset, NY 11030

Business Insurance®
HELP WANTED

LEGAL NOTICE LEGAL NOTICE

National Wholesale Insurance Brokerage lifm,
providing nationwide services and a broad range

of oroducts, seeks ambitious properly and casualty
bmkers

UNITED STATES BANKRUPTCY COURT
CENTRAL DISTRICT OF CALIFORNIA
IN THE PETITION OF CHRISTOPHER JOHN HUGHES AND
PHILIP JOHN SINGER, AS JOINT PROVISIONAL LIQUIDATORS OF
FREMONT INSURANCE COMPANY (UK) LIMITED
Case No. Bk. No. MI-00139-TD

We offer 3 competitive salafy and bonus potential

excellent lenems package

PLEASE TAKE NOTICE that on February 26,1998, a Permanent
Injunction Order (the "Order") was entered by the Bankruptcy Court pursuant
to 11 USC §§ 105 and 304(b) providing (1) that the Scheme of Arrangement RISK MANAGER W
dated October 24, 1997 (the "Scheme") between Fremont Insurance Y

- +
Company (UK) Limited (the "Company") and its Scheme Creditors (as $90K $1 10K + Plus Bonus
defined in the Scheme) shall be given full force and effect and is binding on Our client, a New York Metro Area For-

and enforceable against all Scheme Creditors in the United States, (li) that all tune 100 consumer products company
persons are permanently enjoined and restrained from taking certain actions seeks a nak management professional to

against the Companies, their property, the Pre-Scheme Parties and the Scheme
Parties (as those terms are defined in the Order), and (iii) other related relief

Swett & Crawford Group
Hum311 ResoJICES

21650 0=d Stteel, Suite 1600
Woodland Hills, CA 91367

Fax 818 2213498

asume the duties and responsibilities of
International Risk Manager Ideal candi-

(o506 PROPERTY & CASUALTY BROKERS fangement mwhich e

quastiudicial, administrative of regulatory action, proceeding of process whatsoever) to create,
perfect or enforce any lien, seloff or other claim against the Company, or any of Its propelly In the
United States, or any proceeds thereof, Including, mthout limitation, fights wilder famsurance of
retrocession contmots, and (1) drawing down any latter 01 credit established by, on behalf or at the
request of, the Company, Of withdrawing from, setting oil against, or othetwise applying pmpefly
Ihal is the subject of any trust or escrow agreement or similar arrangement in which the Company
has an interest, in excess of amounts expressly authorized by the terms of the contend and any re
lated trust of escrow agreement pursuant to which such letter 01 credit, trust, escrow, or similar af-
rangement has been established, except, however, no drawing against any letter olcredit shall be
made in connection with any commulation unless the amount has been agreed in writing with the
Petmoners or permmed by further Order of the COUFI,

2 Requinng all pemons and entities thalare beneficiarles of Ietters of Credit estab-

alf or at the re uetofth ny of mes an QW Or similar ar.
ompany has an nterest, 10 (3] rovide notce to the Bionem United

States counsel of any dewdown on any letter ol ciedil established by, on behalf or at the request ol,
the Company, Of any withdrawal from, setoll against, of other application of propelly that is the sub-
led of any trust of escrow agreement or similar anangement in which the Company has an Interest,
together with mformation sufficient to permit the Pelitioners to assess the propnely of such draw-
down, withdfawal, setoffor other application, including, without limitation, the date and amount of

based on new and renewal bumness and an suchdrawdown, withdfawal, setollorotherapplication and a copyolanyagieement pursuant to

which such drawdown, withdnwal, setoff, of other application was made and provide such notice

IATESIMC hislo rS;Of%Bsideration, mail or lex resume with salaty and otherinformation contemporaneously therewith, and (b) tum ovef and account to the Petition-

ers for all funds resulting from such dfawdown, withdrawal, setoft, or other application In excess Of
amounts expressly authorized by the terms of the contract any related trust of other agreement puf-
suantto which such letter of credit, trust, escrow, or similar arrangement has been established,

3 Requmng evetypersonand entity thathas a clatmotany natureorsourceagainst
the Company and thal is a patty to any aclion of other legal proceeding (including, without limita-
lion, arbitration, of any judicial, quasi-judicial, admmistrative or fegulatoty action, proceeding or
process whatsoever) m which the Company is or was named as a party, or as a result of which a lia-
bility olthe Company may be established, to place the Petitioners' United States counsel on lhe
master service list ol any such adion or other legal proceeding and to take such other steps as may
be necessafy to ensum thal such counsel receives (a) copies of any and all documents senved by

nterested parties may obtain a copy of the Order by writing to date will have a strong background m

United States counsel for the Scheme Administrators
safety loss control, property loss conser-
CHADBOURNE & PARKE LLP
601 South Figueroa Street
Suite 1600

Los Angeles, California 90017

programs An MBA m Finance is a plus
For more information please contact Bill
Perry, Bany Citron or Abe Altschule at
Attention jonathan F Bank LOGIC ASSOCIATES INC.
67 Wall Street - Suite 2411

New York, NY 10005

vation and Property/Casualty insurance ,,

' thepafties tosuch action orotheflegalptoceeding of issued by the court, arbitrator, administrator,
' regulator or similar official having jurisdiction over such action or legal proceeding, and (b) any

and all correspondence, or other documents circulated to parlies listed on the master service list,
.- and

HELP WANTED

ADMINISTRATOR/CEO 4 Providing, wilh respecl to any claim, action, arbitration of other proceeding thal

may be commenced Of become known to the Petitioners in the future, or the entitlement Of alleged
Be Lommaa Haffte Buildets Asmciation Self [mumfs entitlement of any beneliciary olany letter of credit established by, on behallorat Ihe request of, the
Furd, a wo,kels' compenmon pmvider locoted m Company, or ola parly to any trust or escrow agreement or similar artangement m which the Com-
latin [ouge, LA, eels an Admmstmtor/CEO (006 pany has an Interest thal Is identlhed by the Petitioners m the luture (each a "Subsequent Claim"),

LEGAL NOTICE LEGAL NOTICE

IN THE SUPREME COURT OF
BERMUDA CIVIL JURISDICTION
IN THE MATTER OF SCOTTISH &
COMMONWEALTH INSURANCE
COMPANY LIMITED

IN THE HIGH COURT OF JUSTICE
CHANCERY DIVISION

IN THE MATTER OF SCOTTISH &
COMMONWEALTH INSURANCE
COMPANY LIMITED

and

IN THE MATTER OF

THE COMPANIES ACT 1985

and
IN THE MATTER OF
THE COMPANIES ACT 1981

TAKE NOTICE that by Orders of the Supreme Court of Bermuda and High
Court in England on the 20th and 23rd of February, 1998 respectively, the
Scheme of Arrangement between Scottish & Commonwealth Insurance
Company Limited and its creditors approved at a meeting of creditors held on
the 2nd of February, 1998 received sanction The Scheme besame effective
on 2nd day of March, 1998 In accordance with the provisions of the Scheme
the Bar Date for all Scheme Creditors to file their claims is the 3rd day
of April, 1998

Scheme Creditors who have not submitted their claims should forward them

to the following address

Scottish & Commonwealth Insurance Company Limited
Craig Appin House

Wesley Street

Hamilton, Bermuda

Attn Jennifer Woods
DATED this 2nd day of March, 1998

CLIFFORD CHANCE

200 Aldersgate Street
London ECI A 4JJ

CONYERS, DILL & PEARMAN
Clarendon House,
2 Church Street,

Hamilton, Bermuda HM CX United Kingdom
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Meh 31,1998, aid motled to SEARCHCOMNIME,
© PO BOX 3519, MMEVIUE, LA113613519

Looking lora candidate
to fill tile job?

The most talented men and women in
the Insurance Industry know where to
turn when they want to make their moves

Business
bsumnce

Call Cheryl Adeszko at 312-649-5340
for advertising details

that

(a) when informedola Subsequent Claim, counsel for the Petitionefs shall Serve upon
the holder ol such claim a copy of the Summons and Petition, and the most recent Injunc-
lion ordef entefed by the Court, and
(b) on such notice to counsel for the Pelltioners as the Court may require, the holder of
a Subsequent Claim may llle a motion seeking an ordef ollhe Court vacating or modifying
the injunction entered in this proceeding with respect to such Subsequent Claim Othef-
wise, the holdm Of a Subsequent Claim may file objections and be heard by lhe Court in
accordance with the terms 01 any order ol the Court providing for a hearing in the future on
the relief sought by the Petlitoners in this proceeding
The Order shall remain in elled pending a heanng scheduled to be held on June 18,
1998 at 2 300'clock p m (the "Retum Date"), below the Honouble Prudence Carter Bealty, United
States Bankruptcy Judge, m the Alexander Hamilton Custom Home, One Bowling Gmen, New York
New York 10004 All papers submitted loflhepurpose of opposing continuation olthe Order shall
be filed with the Court with a copy to the Chambers of the Honorable Prudence Carter Beatty, and
served on Cadwalader, Wickersham & Taft so as to be received at least fourteen (14) days prior to
the Return Date Any parly-In-mterest thal has not feceived a copy ofthe Pelition and SUppO rting

Pagers and/or the Order should contact counsel for the Joint Liquidators In wflting at the address
below

CADWALADER, WICKERSHAM & TAFT
100 Maiden Lane
New York, New York 10038
Tel (212) 504-6000 « Fax (212) 5044666
Attention: Ken Coleman
Usa C. Dorr

Wed&on-the-1»yr

Business liGurance-Online!
www . businessinsurance.com



Analytical tool can measu re management efforts

By MEG FLETCHER Mr Victor said that the first set of compo- turn and the worker's abillty to recover his or meeting passengers' vanous needs, whether

nents in defining disability management are her level of earnings that is helpmg them avoid motion sickness or
CAMBRIDGE, Mass -Employers that want six busmess processes They are -Participant satisfaction taking time for bathroom breaks
to accurately assess the impact of disability - Worker functioning and productivity, The simple statistics Mr Victor recommends
and medical management efforts on their - Direction of the injured worker to net- both m work and non-work activities as "dashboard measures of busmess process-
workers compensation programs might con- work providers Currently, companies focus on measuring es are percentages of workers with attorneys,
sider adopting a newly created analytical » Case management "triage," in which an only the first two outcomes-the cost of the claims reported within two days of injury, and
framework overseer deter- claim and the return to work-without consid- cases referred to speciahsts for overnight hos-
mines the type of ering participant satisfaction or worker func- pitalization and for therapeutic surgery
treatment each in- tiomng and productivity Those two outcomes, Mr Victor said other process measures
WC R I jured worker however, are "important in the public policy worth tracking are the network penetration
should receive arena," and wlll be considered in future WCRI rate, the ratio of medical costs paid to those
- Management research, Mr Victor said charged, and the case loads of adjusters and
of the claim He also recommends that companies using case managers
the new framework analyze their workers
comp programs keep simple statistics-which comes components are percentages of wage-
Companies need a new theoretical frame- Defining disability management also re- he calls "dashboard measures"-as general m- loss claims, return to work at 30, 90 and 180
work because "there is a lot of innovation go- quires considering a second set of components, dicators about the company's performance on days, and worker satisfaction with medical
ing on, especially in the disability manage- the outcomes, according to Mr Victor The both sets of key components care, wage-loss benefits and the claims pro-
ment arena," and there is "great variation" WCRI considers the study of four outcomes es- Mr Victor said such simple measures are cess
among the programs, which are constantly sential to its research They are important because a company's goals for its
evolving, said Mr Victor » The cost of the claim, mcludmg the loss of workers comp program are like those of a tracking are total and average claim costs, In-
While companies want to measure out- wages and medical and administrative costs young family on a car trip-a successful trip cluding medical and wage-loss costs, and
comes, they are frustrated about how to do it, * The return to work, mcluding the time up requires more than gettmg a properly main- workers' average scores on a post-injury func-
he said to the initial return, the persistence of the re- tained car to its destination It also requires tioning test, which the WCRI is developing IM

States try different ways to resolve disputes

By MEG FLETCHER

- Early notification of the injury

The new framework, which identifies six
"business processes" and four outcomes as es-
sential components in defining disablhty man-
agement, was developed by Richard A Victor,
executive directorof the Workers Compensa-
tion Research Institute m Cambndge,Mass He
presented it at the WCRI's annual issues con-
ference March 4 and 5 m Cambndge

* Network construction and management The indicators he recommends for the out-

* Process mtegration

He said other outcomes measures worth

tions among msurers, employers and workers seven hours managed care and medical treatment, and
For example, fewer than half the jurisdictions In hearmgs, lurischctions differ on how med- safety and dispute resolution
CAMBRIDGE, Mass -A workers compen- automatically send information to workers leal evidence is mtroduced About two-afths of Ms Fox found that councils typically have
sation researcher donned a nver guide's outfit But among the minority of lunsdictions that do states use only reports, and an equal number less direct contact with governors But increas-
to highlight the many ways state workers keep workers informed, fully three-fifths re- use depositions with or without reports Very ing contact with governors may increase the
comp administrators cope with contested cas- port that routine intervention solves problems few junsdictions use live testimony or some impact of the council, she said, as governors of-
o= In addition, three-fourths of all jurisdictions' combmation of these approaches ten play a key role in determining which bills
"If you consider disputes as a river and the staffs have computer access to agency claim In addition to dispute prevention and reso- become law
formal hearmg process as a dam, the historic files, which speeds communication among par- lution, WCRI researchers explored other ap- The malority of councils have responsibili-
response to a rising river is to build a higher ties when questions anse proaches policy-makers can consider as tools ties beyond serving m an advisory role, mclud-
dam-that is, hire more }udges," Duncan S About half of all Jurisdictions hold annual to improve their workers comp systems mg reviewing the staffing, budgeting and man-
Ballantyne, a semor analyst with the Workers training sessions for employers and insurers One popular approach is to establish work- agement of administrative agencies
Compensation Research Institute in Cam- But only one-fourth of all jurisdictions provide ers comp advisory councils, accordmg to On the other hand, the jurisdiction's admin--
bridge, Mass, said at its annual issues confer- annual tralmng for workers, and just one-flifth Sharon E Fox, a WCRI pollcy analyst Ms Fox istrative agency has primary responsibility for
ence on March 4 and 5 of the jurisdictions analyzed the results of a mall survey answered council operations for about two-thirds of the
regularly conduct by 26 of the 34 advisory councils now operat- survey's 26 respondents, Ms Fox found For
annual training mg m the Umted States example, in about seven states an agency rep-
for both employ- That survey, to be published later this year, resentative chairs the council
ers and workers found that most councils are less than 10 years
shcker and lanyard whistle "They may be old, with 14 having been formed during the spective workers comp agencies for staff assis-
Mr Ballantyne's presentation, which he missing a good op- 1990s Data suggest, Ms Fox found, that tance and funding Ms Fox said the fact most
dubbed "Return of the City Slicker," was portunity,” Mr Ballantyne said, though his "turnover is hkely," because almost half of all advisory councll budgets are tied to their re-
based on a national mventory he conducted on analysis does not discuss the effectiveness of counclls hadpredecessor orgamzations spective agencies for funding and have few in-
dispute prevention and resolution activities in these approaches The size and composition of the councils dependent resources may have"imphcations for
all 50 states and the Distnet of Columbia The Mr Ballantyne said that though mediation is vary widely, Ms said, from five members in a councll's autonomy and mdependence"
mventory w111 be avallable m May a common form of informal resolution used in South Carohna to 39 in lowa "Size may have
Mr Ballantyne's novel approach stemmed about 24 jurisdictions, he found that outcomes an impact on operations and decision-mak-
from a popular 1991 slat he used to present vary Eight jurisdictions issue recommenda- mi" she said For example, a larger group may
similar data from seven jurisdictions tions, and four issue decisions that must be ei- require more resources and a more-formal
Overall, "public pohcy-makers and system ther granted or rejected
participants debate about how to make work-

However, states also are exploring a variety
of "upstream" solutions to prevent disputes as
a way to divert water before It reaches their
dams, he said, wearung a river guide's hat,

VWCRI

Furthermore, most councils rely on their re-

About 200

attend

meetmg structure
Half of the jurisdictions use mformal forums Ms Fox found that two-thirds of the coun-
ers compensation systems be more self-execut- to discuss single issues, Mr Ballantyne found clis distinguish between voting and non-voting
ing," he said In such model systems, "benefits And he learned that administrative determina- members About half of the councils follow a
are dellvered and disputes are resolved wilth- tions are used primarily to discuss medical is- "pure business-labor model," which gives vot-
out recourse to mvolvement by the publle sues, while conferences are used pnmanly for ing power only to those representatives, while
agenCy" rehabilitation issues
His key findings attest that most Jurisdic-
tions fall short of that self-executing model

CAMBRIDGE, Mass -About 200 peo-

ple gathered at the Workers Compensation
Research Institute's annual issues confer-

other councils allow attorneys, the agency it-
A typical jurisdiction holds a formal heanng self and other stakeholders to vote

that lasts for only one session, Mr Ballantyne
Mr Ballantyne found that lunsdictions vary said His research determined that about 70% workers comp agencies and their state legisla-

considerably in their use of dispute-prevention of the jurisdictions use smgle-session hearmgs tures Key areas where councils have input in-

strategies, begmnmg with good communica- that range m length from about 10 minutes to clude insurance and rating issues, benefits,

Councils primarily advise jurisdictions' ence March 4 and 5 in Cambndge, Mass
The assembled group heard researchers
discuss a variety of topics
In addition, two broader panels dis-
cussed dis-
abillty man-
- = - - agement and
7 key cost prediction factors: Economist micaraes
benefits
CAMBRIDGE, Mass -Predicting when pets of these factors, Mr Victor said back, he said, mdicatmg a movement toward
workers compensation costs w111 nse requires For example, state legislative activity prew- more pro-worker legislation
analyzing seven key factors, a leading ously responded to benefit madequacies In Also, the backlash agamst managed care
economist says many states by mereasmg worker access to the techniques, used to control general medical
Richard A Victor, executive director of the system and compensation But, he said, those benehts, could limit the opportunities and
Workers Compensation Research Institute, mcreases drove up workers comp costs Insur- tools available m workers comp, he said
discussed those factors at the annual issues "Innovation in workers comp could be one
cutting capacity, of the saving graces," Mr Victor said The key
especially m is to measure the outcomes of these Innovative

VWCRI

from a van-
ety of per-
spectives
The WCRI is a non-proht research group
that analyzes issues but does not take po-
sitions on them Its work is funded through
contributions pnmanly from insurers, em-
ployers and individual workers comp ad-
ministrative agencies in the United States
and the Umted Kingdom
WCRI researchers are m the process of
establishing a large database of workers
compensation claims, which w:11 make it
easier for them to analyze public-pohcy is-

ers responded by
conference sponsored by the Cambndge,
Mass -based WCRI on March 4 and 5

The factors affecting workers comp Costs In-
clude such broad developments as general

states where they programs to quantify their efficacy to employ-
thought rates ers and workers ahke
were madequate But Mr Victor said he is concerned about

Conditions

VWCRI

economic conditions, changes in medical costs
that spill over into workers comp medical backsliding, as employers' attention to return

costs, and the prevalent social attitudes that now generally to work and safety efforts wavers now that the

favor or discourage workers' willingness to are good, and workers comp costs are not a workers comp cost cnsls Is over

claim benefits Additional factors that influ- problem Managers of workers comp programs can
ence costs are state legislative activity, the de- But, Mr Victor said, "it's mevitable that help he said, by advising their companies to
gree of innovation used m the handhng of things wtll change =~ We only hope that they avoid shortsighted decisions about return to
workers comp cases, the pnority given to re- won't happen at the same time," he said, be- work and safety He also urged workers comp
turn to work and safety, and Insurance market cause it's "pretty dificult" to manage
capacity

managers to encourage the measurement of
program outcomes so that pubhc pollcy-mak-
Recent legislative enactments to tighten ers have something more credible than just
started m the mid-1980s, was caused oy "the benefits to workers may have "overreached " anecdotes on which to base their decisions

harmonic convergence" of several negative as- The pendulum already has begun to swing -Bv Meg Fletcher

Some change already is under way
The last major market tightening, which

sues in the future The database is expect-
ed to include 3 milhon clauns by June and
6 milhon within a year Researchers esti-
mate the database will eventually include

25 milhon claims

The WCRI's plans for its next annual is-
sues conference are not available For m-
formation about the organizabon, contact
the WCRI at 101 Main St, Cambridge,
Mass 02142,617-494-1240
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HMOs

Continued from page 2
this year, many observers say.

"l would expect the commercial
margins to continue to improve," said
Mark Jamilkowski, an HMO analyst
with Hartford, Conn.-based Conning
& Co. "The pricing environment is
still very supportive of that," he said.

"l believe that the entire market-
place of managed care companies is
poised for very needed increases this
year," said Greg Baird, senior vp of
group sales for Woodland Hills, Calif.-
based Blue Cross of California, a sub-
sidiary of WellPoint Health Networks
Inc.

"There's an increasing recognition
out there that the era of zero premium
increases is over...that in fact we had
a lack of a pricing rationalization in
this industry” and there are probably
going to be a couple of "makeup"
years going forward, Jay M Gellert,
president and chief operating officer
of Woodland Hills, Calif.-based Foun-
dation Health Systems Inc., said dur-
ing a conference call to analysts last
week.

Arun N. Kumar, a director at Stan-
dad & Poor's Corp. in New York, said
1998 renewals by managed care com-
panies are resulting in 5% to 15%
price increases Based on that and the
"pretty decent fourth-quarter operat-
ing performance" reported by several
companies, S&P has "cautious opti-
mism" about 1998, he said.

Among financial results reported

+ CIGNA Corp.'s employee life and
health benefits segments, which in-
cludes its HMO and indemnity opera-
tions, reported $510 million m operat-
ing income in 1997, up 2.6% over
1996. Within that segment, HMOs'
operating income was flat at $211
million, before a $75 million 1997
health care restructuring and integra-
tion charge. CIGNA acquired U S

Healthsource in June 1997.

* Minneapohs-based United
HealthCare Corp. reported $460 rnil-
lion in net earnings for the year, up
17.3% from 1996, excluding non-re-
curring charges.

- Woodland Hills, Calif.-based
Wel}Point Health Networks Inc. re-
ported $453 million in 1997 openting
income, up 14.3% from 1996.

- Aetna U.S. Healthcare, part of
Hartford, Conn.-based Aetna Inc, re-
ported $383.9 million in 1997 operat-
ing earnings vs $20.8 million in 1996,
when the segment reported a $214.1
million fourth-quarter loss.

* Louisville, Ky.-based Humana
Inc. posted $173 million in net income

in 1997, up 13.8% from 1996 before
special charges.

+ St. Louis-based RightCHOICE
Managed Care Inc. reported a $24
million net loss for the year, compared
with a $2 million net loss in 1996.

- Santa Ana, Calif.-based Pacifi-
Care Health Systems Inc. reported a
$22 million net loss for the year vs. $76
million in net income for 1996. The
$22 million loss reflects $155 million
in pre-tax charges.

» Los Angeles-based Maxicare
Health Plans Inc. posted a $35.1 mil-
lion net loss compared to 1996 net in-
come of $19.4 miillion Its $11.4 million
fourth-quarter loss reflected a $3 mil-

lion charge for management restruc-

"Some did well, some did not, de-
pending on what part of the under-
writmg cycle they were in," he said.

"It's been a difficult year for a lot of
companies," said Douglas L. Meyer,
an analyst with Duff & Phelps Credit
Rating Co. in Chicago. "I think the
biggest surprise from expectations
was Oxford,”" he said.

All the HMOs have "taken their
turn in reporting disappointing re-
sults at one time or another for the
most part,” said Mr. Meyer. "Oxford is
one of the last ones to do it, but they
did it in a spectacular fashion."

Conning's Mr. Jamilkowski said,
"In the fourth quarter we started to
see some of the signs that the turn in

'1 think that the fourth quarter holds out
some promise for 1998. Overall, I'm

encouraged by what | saw,’' says analyst
Mark Jamilkowski of Conning & Co.

turmg costs and a $7.5 rrjllion charge
to increase health care claims re-

« Foundation Health reported a
$187.1 million net loss for the year
compared with an $84.2 million profit
for 1996. For the fourth quarter, it re-
ported a $114.3 million net loss vs. a
$102.1 million loss forthe same quar-
ter in 1996. However, if losses from
discontinued operations are excluded,
the company reported $30.3 million
fmm continuing operations vs. a $97.2
million loss in 1996

"l think '97 was a mixed bag in
terms of the results for the compa-
nies," said Bernard McDonagh, vp-in-
vestor relations for United Health-
Care. "l think we were able to see
medical inflation kick up in '96 and
reacted in pricing our products pretty
aggressively in '97, and | think we
benefited from that" Mr. MeDonagh
said United HealthCare has been rais-
ing its rates "north of 6%" this year.

However, he added, "l think some
companies lagged in their ability to
get premium increases, and their
earnings suffered as a result. In addi-
tion, you had the results of some com-
panies clouded obviously by acquisi-
tions that they made, and some of
those didn't work out as smoothly as
they anticipated.”

Richard Shaw, an analyst with
AM. Best Co. in Oldwick, N.J., said, "I
think '97 was somewhat of a recovery
year, but nowhere near historical
earnings."
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the pricing cycle we've been expecting
for nine months" has finally material-
ized, resulting in relatively stable or
improved margins. "l think that the
fourth quarter holds out
promise for 1998," he said. "Overall,

sonne

I'm encouraged by what | saw."

This year"looks much more favor-
able than'97 for the managed care in-
dustry," with competitors realizing
they have been able to save as much
as they can on costs and now must
raise rates, said Best's Mr. Shaw.

However, "Business remains tough,
business remains sluggish," said
Michael LeConey, an analyst with
National Securities Corp. in New
York. "It's slow going, and the
turnaround in the industry is clearly
only slowly beginning to occur and
will take quite a while."

Rob Mains, an analyst with Advest
Inc. in Albany, N.Y. said, "There's
still a lingering concern abut HMOs'
ability not only to control medical
costs, but to control their own infor-
mation systems." There is also some
evidence that results of the HMOs’
cost containment efforts are not as fa-
vorable as might have been hoped.

But, he added, the companies still
may do well becausethey are "facing
a much more forgiving environment"
for premium increases.

However, some observers point out

that rising health care costs may re-
strain the benefit HMOs derive from

rate increases.

Patrick Finnegan, senior vp at rat-
ing agency Moody's Investors Service
Inc. in New York, said he believes
competition will constrain companies’
ability to raise rates. "As a result, the
biggest factor in determining whether
or not companies hit their talget mar-
gins is really the cost side of things."

"l guess it remains to be Seen
whether the price increases in '98,
while higher than they were in '97,
will be sufficient to cover medical cost
increases in '98," said Duff & Phelps’
Mr. Meyer. "We're still a little skepti-
cal.”

"l think it will be a tough year," said
Mr. LeConey "Earnings will be pen-
odically disappointing throughout the
industry.” At best, he added, there
will be indications of prices rising
faster than costs late in the year, "but
right now, there's not really much
good to talk about.”

In addition to the problem of rates
keeping up with rising costs, "l think
enrollment is beginning to be impact-
ed," along with acceptance of the
products HMOs sell. "The consumer is
voting with his feet," he said.

The negative feelings that have de-
veloped toward HMOs require man-
aged care companies to invest a lot of
time and energy on remarketing and
restructuring their products "and
generally just reorganizing in some

way," said Mr. LeConey.

Blue Cross' Mr. Baird said, "There's
a lot of mystery out there about
what's going to happen” in light of
proposed "oven-eactive" anti-man-
aged care legislation that could in-
crease the cost of health insurance
and make it more difficult to admin-
ister, "especially if states go in differ-
ent directions.”

Meanwhile, some observers expect
merger and acquisition activity to
continue at an active pace. Earlier this
month, there were market reports for
instance that Aetna was interested in
buying New York Life Insurance Co.'s
NYLCare Health Plans Inc. ma $1
billion deal (BIl, March 9)

"It's still going to proliferate
throughout the industry,” said Mr.
Shaw of M&A activity.

"There'll be some significant deals,"
agreed Duff & Phelps' Mr. Mayer.

"l think you'll continue to see con-
solidation within the industry. We're
far away from being an efficient in-
dustty,"” said Mr. Jamilkowski.

However, said S&P's Mr. Kumar,
"Most of the large managed care com-
panies still are digesting transactions
that they entered into the last 18
months" and are "taking a little bit of
a breather.”

Said Mr. LeConey, "l think there
will be relatively little" M&A activity.
"T*ically, you don't see a lot of M&A
activity in years when the industry is
doing poorly. That tends to occur
when the business is doing great,"” he
said.

Pointing to publicly traded compa-
nies, Advest's Mr. Mains said, "The
problem is that even though a number
of HMOs had difficulties in '97, there
aren't really many cheap stocks out
there, and consequently, | think any
acquirers are going to be reluctant to
pay up.”

However, there may be mergers
among privately held HMOs, said Mr.

Mains. "You could see some HMOs

simply cease to do business" as well,
he said.

"It's hard to say" what the level of
M&.A activity will be, said United
HealthCare's Mr. McDonagh. "We've
been on the sidelines through all of
'97. We just felt valuations were ex-

cessive, and our view is they're not
much better right now, so I'm not sure
you're going to see any major activity
from us in the short term,"” though the
company may buy local or isolated
health plans in existing markets, in
contiguous areas, or for strategic rea-

sons.

Some observers think risk-based

capital guidelines could increase the
level of M&A activity, though it may
also lead in particular small HMO op-
erations to seek capital infusion from
additional partners or raise debt.
Under financial filing rules devel-
oped by the National Assn. of Insur-
ance Commissioners, beginning with
this year's statutory filings, managed
care organizations, including HMOs,
must meet capital requirements that
are based on the individual compa-
nies' assets and liabilities, including
their underwriting risk (Bl, March 2).
"Some of the smaller, single-site
HMOs may end up consolidating” as
a result of these rules, said Mr. Shaw,
who noted there are still about 7,000
HMO organizations in the United
States. Other options include seeking
outside capital or reinsuring the bal-
ance sheet. "There are different ways

the company could do it," said Mr.
Shaw.

"l think that will drive M&A activi-

ty," said Mr. Meyer of the risk-based
capital guidelines. "It'11 also probably
drive some increased capital raising
within the industly."

"Capitalis something the HMO in-
dustry has always been pretty sue-
cessful in attracting,” said Mr.
LeConey, who said he does not believe
the guidelines will have a significant
impact on M&A activity.

The combination of the risk-based
capital guidelines along with the Year
2000 issue "could very well pose an

insurmountable obstacle for some of

the smaller plans," said Conning's Mr.
Jamilkowski.

"There may be some large plans
that don't fare too well" also, added
Mr. Jamilkowski. "There are some
companies that I'm sure would like to
be in a better monetary position than
they are money-wise. They are going
to have to find partners to meet the re-
quirements" or issue debt. Eli

HMOs' performances
In market could vary

The performance of publicly
traded health maintenance orga-
nization stocks this year will de-
pend heavily on the cornpany,
say observers.

Through March 13, the eight
publicly traded HMOs tracked
by the Business Insurance In-
dustry Stock Report improved
22% year-to-date, compared
with a 13.7% improvement for
all stocks. However, Foundation
Health Systems Inc. was added
to the list of HMO stocks BI fol-
lows just last week.

Last year, the stocks dropped
7.9%, compared to the 32.2%
advance in stock prices enjoyed
by insurers and reinsurers and
brokers' 36.5% advancement.
Most notably, the stock of Nor-
walk, Oxford
Health Plan Inc. plunged 73.4%
in 1997 as a result of its reported
financial problems (BI, March
2).

"I think that stock market per-
formance is going to be directly
correlated to operating perfor-
mance," said Rob Mains, an an-
alyst with Advest Inc. in Albany,
N.Y. Even considering HMOs'
growth rate is less robust than it
was, HMOs still are underval-

Conn.-based

ued, he said.
"Provided that they can main-

tain the margins and profitabili-
ty that investors are looking
for-and some of them are al-
ready reflecting that, but not all
of them-that's why there's still
an opportunity to make money
on the group.

"But you have to be very selec-
tive," Mr. Mains added. While
overall the HMOs will trade up
on Wall Street, "there's likely to
be a pretty wide disparity be-
tween the top performers and
the bottom performers."

"l would think the stocks in
general will perform obviously
much better than they did in '97,
but | think the good performance
will be isolated to the quality
players," said Mark Jamilkows-
ki, an analyst with Conning &
Co. in Hartford, Conn.

"The stock market perfor-
mance has been terrible at best,"
said Michael LeConey, an ana-
lyst at National Securities Corp.
in New York. "l think it will be
lackluster in the current year,"
he added. "It's one of the few
groups with disappointing earn-
ings. . .where people are even
concerned about the long-term
outlook for HMOs," he said,
adding, "A pretty bleak picture
has developed.”

-By Judy Greenwatd
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Safety incentives
show concern

for workers' health
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agency's explanation Finally, an- down implementation of regula-
other important facet of the bill iS tions, he said
reliance on sound methodologies-
meaning both economics and sci- introduce the administration
very detailed explanations as to ence,"” he said
Mary Bernhard, senior manager rules require that any amendments
In addition, the cost/benefit anal- of environment policy for the U S be received at least 24 hours before
ysis and risk assessment required Chamber of Commerce in Washing- a committee markup in order to be
for proposed major rules would ton, said, "We look at this as a pro- considered Instead, Sen Lieber-
have to undergo outside peer re- cess bill, in the sense that this is man said he would like the amend-
view, and as a final step before be- providing consistency in providing ment considered by the full Senate
ing implemented, rules could have cost/benefit analysis and making
to undergo judicial review to ensure that part of the record”

Rules

Cont:nued from page 61

Sen Lieberman, however, did not

amendment, because committee

why alternatives weren't chosen

Sen Thompson, on the other
hand, was not pleased with the ad-

"You're taking all the fun away,” my husband has been all steps in the process had been Susan Eckerly, chief Senate lob- mmstration's move

known to say as | hand him his protective ear muffs for properly undertaken

mowing the rather large lawn at our second home
He loves riding his John Deere mower, contemplating
who-knows-what as he perfects his art of mowing and

throwing the cut grass so it mulches the lawn and does federal government has an impor-

byist for the National Federation of "l don't appreciate receivmg this
Sen Levin, one of the more liber- Independent Business in Washing- at the lith hour," he said, adding
al members of the Senate, explained ton, said the bill builds on past reg- that the White House has had plen-

his support for the bill by saying ulatory reform legislation and is one ty of time to work out differences

that lawmakers who believe the with the committee The committee

chairman said he hoped "this is not

not need to be caught and disgosed of otherwise He says tant regulatory role have a "special 'With few legislative days some indication that they intend to

now that with the ear muffs,
groan or the blades chip and crunch

It occurred to me that his statement, "You're taking all
the fun away"-as in the noise that accompanies
this chore-echoes the sentiments of many workers who

oblect to the safety gear their employers ask them to form proposals, drew praise from
wear. It gets in the way of what they are risk managers and business groups

trying to do, or it makes them feel less

in touch with what they are doing
Indeed, | am guilty of the same sort of

emotional reaction when my husband

e can't hear the motor responsibility” to make sure rules

give lip service" to reasonable regu-

and an election year, latory reform and then make it "vir-

work effectively

"It does not do us good to regulate that's not a good recipe tually impossible" to implement re-
wastefully,"” he said form

The measure, though not as for qUiCk floor passage!'
sweepmg as previous regulatory re- says Susan Eckerly.

Sen Lieberman assured him that
the White House remains commit-
ted to regulatory reform but fears
the possibility of "regulatory retreat
"l would have a hard time argu- or regulatory gridlock"

Another amendment hkely to be

introduced when the measure

ing against anything that would step further in easmg the regulatory
make regulatory agencies more re- burden on small business

sponsible for their actions,"” said "But | think it's going to be tough reaches the Senate floor would cir-

Dave Holcombe, chairman of the m a year with a small number of cumscribe the ability of agencies to

tells me to put on my safety harness Risk & Insurance Management So- legislative days to bnng a bill to the promulgate maior rules Sen Sam
when standing watch at night on our clety Inc 's Governmental Affairs floor when there's not an over- Brownback, R-Kan, said his

sailboat in the middle of a perfectly Committee and rlsk manager of In- whelmmg number of Democrats on amendment would require that

calm sea

"You're taking all the fun away,"” |
think, as | strap on the harness that re-

stricts my movement in the cockpit pnvate enterprise has to "

when | see no need for it. He reminds me while the sea

may be calm, there are any number of obstacles floating latory reform bill

in the sea, both alive and inert, that the boat could hit
and throw me overboard

So | put on my safety harness and he puts on his ear
muffs, because we both know the other is acting out of
concern and is right Nor do we want to argue

ternational Speedway Corp in Day- board and the administration and Congress approve all regulations
tona Beach, Fla "It would be mee to environmentalists are opposed to that generate costs m excess of $100
have agencies to have to go through the bill, which equals a lot of floor million, as determined by cost/ben-
the same cost/benefit analysis that time and tough votes,"” she said eht analysis

"With few legislative days and an Consumer groups and environ-
RIMS has not endorsed any regu- election year, that's not a good mental organizations took an even
recipe for quick floor passage " dimmer view of the bill than chd the

Ms Eckerly also noted that the White House
For example, the Washington-

based National Environmental

"The purpose of this legislation,
as Sen Levm has pointed out, is not House of Representatives has not
to Kkill necessary regulations but to taken up the matter
allow the public to know the rea- Clinton administration questions Trust blasted the measure m a writ-
soning behind an agency decision about the bill may also stymie pas- ten statement as "an anti-food safe-

and what the decision rests on," sage Dunng the committee debate, ty, anti-consumer measure left over

It seems to me that this is a simplistic yet effective ap- said Lawrence Flneran, assistant vp Sen Joseph Lieberman, D-Conn, from the so-called Contract with
proach to safety programs in the workplace If rrlanage- of resources, environment and reg- said he had received an "omnibus America "

ment will simply exhibit ItS concern for worker health
and safety, provide the needed protective gear and then
nag a little as would a good husband or wife, the pro-
grams will work

ulation for the National Assn of amendment" addressrng the admin-
Manufacturers in Washington
"They don't have to accept the fewer than 24 hours before the com- founded by Ralph Nader, also

Public Citizen, the Washington-
istration's concerns with the bill based consumer-activist group

most cost-effective regulation, but mittee markup Among other weighed m against the bill, claiming
if they don't, they have to fully ex- things, the administration IS COn- d "would tie agencies up in red tape

I may be a little naive here, because my respect for plain why The bill also allows the cerned that the bill's requirement of and in court, dramatically slowing
safety precautions and gear was ingrained during child- pubhe all the necessary information independent peer review of the already too-slow rulemaking

hood My first memory of a safety product IS of Dad's
steel-toed shoes that | could stand on without crushing
them, or his toes | also remember the safety prizes that
Dad would bring home because the plant had been acci-
dent-free for the required time The popcorn maker was
my favorite such prize It may not sound like much now,
but that was the early 1960s

Dad was a research scientist for DuPont for his entire
career, and he always spoke with pride of the company's
commitment to the safety of its workers | didn't really
appreciate what a pioneer DuPont was in safety until |
ioined Bus:ness Insurance and started reporting on some
companies' strong commitment to safety programs and
some companies that Just didn't seem to get it

I'm also still unconvinced by the arguments against
safety prizes that safety prizes can encourage people not
to report accidents so as not to cost the team or the plant
the prize, thereby hiding an unsafe condition, or that the
worker who has an accident and blows the record is then
ostracized by fellow workers

The value of safety prizes goes way beyond the points
earned toward a popcorn maker or a trip, and lies more
in management's clear commitment to encouraging safe
work habits and the use of protective gear

Someone has to say and show that he or she believes
the person's health and safety are all-important

We buckle up on an airplane because the flight atten-
dant is watching, wear a safety harness at sea because
the skipper says to and wear protective ear muffs while
mowing because the wife says to

After a while, we can hope that we all do it out of good
habits, but we first did it because someone cared enough
to say we should

Publzsher and Ed:tonal Dzrector Kathryn J. Mcintyre

and Ed:tor Paul D Wznston wnte columns on alternat-

;Nng weeks

to assess the reasonableness of the cost/benefit analysis would slow process

from the rapid growth of Fairfax losses as a result of old msurance
through acquisitions, a Duff & liabillties, Xerox decided to sell its

Sale

Contmued from page 1

Phelps statement said insurance business and reorga-
However, "the acquisition agree- nized Crum & Forster as seven
Odyssey Reinsurance Corp , head- ment provides significant down- principal units under the holding
quartered in New York, Pans- side risk protection to Fairfax as company Talegen Holding Inc
based Compagnie Trancontinen- the purchase pnce represents an It started sellmg off the units
tale de Reassurance, and several approximate $200 milhon discount piecemeal, unloading Constitution
Canadian property/casualty insur- to book value, and Fairfax will Reinsurance Corp in April 1995
ers that wnte commercial and per- benefit from $400 million in rein- and Viking Insurance Co of Wis-
sonal lines, including Toronto- surance coverage," the statement consin in July 1995

based Lombard Insurance Co and said Then m January 1996, Xerox an-

Lombard General Insurance Co of A M Best Co in Oldwick N J nounced it would sell the remain-

Canada, Toronto-based Markel In- left its ratmgs of the companies un- ing five units to leveraged buyout
surance of Canada, and Montreal- changed, noting that the deal re- firmm Kohlberg Kravis Roberts &
based Federated Insurance Co of moves the longstandmg uncertam- Co for $2 7 billion However, that
Canada ties surrounding the ownership of deal fell apart later that year, and
Last year, Fairfax bought Crum & Forster Xerox resumed the sale of the mch-
Sphere Drake Holdings Ltd and "In addition, (Crum & Forster's) vidual units (BIl, Sept 16, 1996)
merged it with Odyssey profitabillty is expected to Improve With the sale of VWestchester

The addition of Crum & Forster considerably rn the absence of pn- Specialty to ACE Ltd for $333
met with mixed reactions from rat- or year earmngs drag and contin- million in September 1997, the
1ng agencies ued expense reductions that wtll only remainmg umt was Crum &
S&P put Crum & Forster's A likely accelerate under Fairfax's Forster (Bl, Sept 22,1997)

claims-paying ability on Credit- ownership," a Best statement said In February, after it had started
The sale of Crum & Forster negotiations with Fairfax, Xerox

because it wlll now become part of marks the end of Xerox's foray mto announced it had filed for an IPO

Watch with negative imphcations

a group with an A- rating
S&P also put Fairfax on Credit- rox shll owns two reinsurers, Ridge
Watch with negative imphcations Reinsurance Ltd and Oak Re Life Crum & Forster, so the IPO was

the active Insurance busmess Xe- for Crum & Forster (Bl, Feb 16)

Xerox was determined to sell

because it is taking over a compa- Insurance Co , which are not wnt- filed as an alternative if the negoti-
ny that has had faced problems in ing any new bumness ations with Fairfax broke down, a
recent years, and that company Ridge Re provides some coverage Xerox spokesman said
will account for a significant por- to insurance companies formerly After assuming debt for some of
tion of Fairfax's premiums, said owned by Xerox Xerox wlll take a the Talegen units, Xerox received
Matthew Coyle, a director at S&P $200 million writeoff for the first $2 7 billion for its insurance units
is New York quarter of 1998, which should cov- But over the 15 years it owned

Duff & Phelps Credit Rating Co er these commitments, a Xerox them, Xerox pumped more than $2
in Chicago also put Fairfax on spokesman said

Watch-Down The action results In 1993, after suffering huge their reserves, the spokesman said

bilhon into the units to strengthen
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At the heart of NCCN is the behef This month, NCCN announced it
that utihzation management, long the had signed agreements with two m-
mainstay of cost control among man- surers, which has the potential of in-
aged care organizations, wlll be re- creasing use of the NCCN's member

The conference was attended by placed by analysis of clinical out- hospitals New York-based managed
about 525 oncologists, nurses and oth- comes data, Mr MeGivney said And care company NYLCare Health Plans
the new tools, m the hands of doctors Inc and Hartford, Conn -based Hart-

Cancer

Continued from page 1

er health care professionals

Employers are hungry for data to and other scientists rather than ford Life, which writes, among other
guide them in therr search for effec- HMOs, wlll be accompanied by an busmess, stop-loss reinsurance for
tive yet affordable cancer care, Mr awareness among Insurance compa- health plans, agreed to a non-binding
McGivney said But there isa marked mes of which hospitals are most effec- affillation with the NCCN that glves
lack of cancer-treatment outcomes m- tiveat treating certain cancers

formation available from most health

the health plans access to NCCN
"We're gomg to have better, specif- treatment mformation and facilitates
care providers ie measures of quality in a way no one contracting with NCCN hospitals
Cancer care by large, well-estab- else has," said Mr McGivney "More One reason the NCCN formed in
lished centers shouldn't be a hard sell, and more, the system is moving to- 1995 was to compete more effectively

said Dr Robert Young, chairman of wards data for cancer patients at a time when

NCCN, an oncologist and president of Eventually, outcomes data collec- many HMOs hesitated to approve
Philadelphia-based Fox Chase Can- lion wtlllet employers and managed treatment outside their networks At
cer Center care networks select cancer care logi- present, however, the NCCN's rela-
Fox Chase is one of the 16 NCCN cally and even to analyze the care re- tionship with managed care is cooper-
members The others are the Arthur ceived by individual employees "if the ative and pragmatic
G James Cancer Hospital & Research patient's confidentiahty can be pro-
Institute at Ohio State University m tected,"he said MeGivney said "We certainly have
Columbus, Ohio, the City of Hope Na- So far, five of the network's hospi- our strengths, and managed care has

tional Medical Center m Los Angeles, tals are collecting data on breast can- made contnbutions to the health care

"There must be cooperation,” Mr

the Dana-Farber Cancer Institute in cer treatment in a pilot study Breast system You just can't keep enticizing
Boston, the Fred Hutchinson Cancer cancer represents about 15% of all each other "

Research Center m Seattle, the Hunts- cancers Mr McGivney, m fact, joined
man Cancer Institute at the Universi- Later, other cancer-treatment out- NCCN m 1997 after leaving Aetna
ty of Utah in Salt Lake City, the Johns comes data wlll be added by the Health Plans Inc, where he was vp of

Hopkins Oncology Center in Balti- NCCN, with more hospitals partici- clinical and coverage policy and fre-

Updates

Protective buys United Dental

Contmued from page 2
indemnity msurance to 600,000 other customers However, Protective
also provides a vanety of other financial services and investment prod-
ucts

Protective will pay $9 31 in cash and 0 14465 shares of its stock for
each share of United Dental, accorchng to a Joint statement the compa-
mes issued Protective's offer represents a 40% to 50% merease in value
over what United Dental stock had been trading for pnor to the an-
nouncement, a Umted spokesman said

Umted Dental's Dallas office is expected to contmue operations as a
major service center

EMLICO liquidation talks stall

BOSTON-Massachusetts Insurance Commissioner Lmda Ruthardt

has hit a dead end m talks with partners of Coopers & Lybrand LLP
over a possible joint hquidation of Electric Mutual Liabihty Insurance
co

In a hearmg last week before U S District Judge Douglas P Wood-
lock, a lawyer for Ms Ruthardt said talks about an international hqui-
dation "protocol" had stalled and would not be helped by mediation
Judge Woodlock had ordered the talks in an effort to resolve each julls-
diction's role m hquidating EMLICO, a longtinie General Electric Co
hability Insurer

J David Leshe, Ms Ruthardt's lawyer, said Massachusetts regulators
insisted on a "co-equal” role with the Bermuda-based joint hquidators,
while the hquidators mmsted that Massachusetts act in an ancillary role

Ms Ruthardt has asked Judge Woodlock to remand to state court a

more, the University of Texas M D patlng Close to 50% of all cancer quently was responsible for deciding hquidation petition that she filed against EMLICO and that the iomt

Anderson Cancer Center m Houston, types willl be In the network's whether Aetna would pay for expert-
the Memonal Sloan-Kettenng Cancer database by 1999, Mr MeGivney said mental cancer treatments

Center m New York, the Northwest- The NCCN w11 have to prove to
ern University/Lurie Comprehensive employers and managed care organi- was enthusiastic about the NCCN's
Cancer Center in Chicago, theRoswell zations that high-quality care, in the work

"Sophisticatedpirchasers of health
the St Jude Children's Research Hos- the plan sponsor because of a lower care, large corporations and health

One corporate health care executive

Park Cancer Institute m Buffalo, NY, long run, usually means savings for
pital in Memphis, Tenn, the Stanford relapse rate, Dr Young said care coalltions, have been shown to
University Medical Center in Stan- Furthermore, some cost statistics one, want the data, and two, under-
ford, Calif, the University of Alaba- used to evaluate prowders can be de- stand the data," said Dr Wayne Bur-
ma at Birmingham Comprehensive ceptive, he said Although Fox Chase ton, corporate medical director of
Cancer Center in Birmingham, the may have higher pnces than some Chicago-based First Chicago NBD
University of Michigan Comprehen- other area hospitals, for example, its Corp

sive Cancer Center m Ann Arbor, and average length of stay is flve days-- Outcomes data from the NCCN mil
the UNMC/Eppley Cancer Center at half as long as other hospitals in supplement the data already generat-
ed by First Chicago NBD and its
Contracts with managed care orga- HMOs and could be mstrumental as a
Large, self-insured employers that mzations probably wlll be easier to benchmark in companng providers,

the University of Nebraska Medical Pennsylvania, he said

Center m Omaha

must keep an eye on their health care obtam for the NCCN than direct he said

The NCCN "is important and wil
cated disease wlll be treated at less ers, he said "We're doing both, with a be used by employers in making decl-
cost and more effectively if handled completely open mmd," he said "We sions," Dr Burton said, arguing that
by top experts who watch the case don't have a feeling that our future leading cancer-research hospitals
contmually, Dr Young sald

costs wall find that a chrome, comph- agreements with self-rnsured employ-

lies exclusively with the direct negoti- have a special role in treatmg uncom-
In addition, the collection of out- ations with large corporations, nor mon and difficult cases

comes data, which shows how well a with managed care organlzattons. "Quality and value are foremost in

particular treatment succeeded, "wlll Stlll, he said, "We're pretty happy our mind," he said "Many cancers

be enormously useful"” for benefit with what we've accomphshed with can be treated m the community, (but)

managers who are shopping for high- managed care companies Now we're uncommon cancers may require ter-

quality providers, Dr Young said

turning ourattentlon to employers " tlary care"

symptoms or conditions specified in The plaintiff committee's motion

Dow

the settlement plan asking for the right to file an alter-
The plan also preserves the right native plan Includes some of the fol-
Continued from page 2 of all women to seek a Jury trial lowing details of its proposal
their plan with the news media be- However, there would be a common « Compensation
The plaintiffs want a total of $3 8
billion, $25 bilhon to be paid up
"We only knew of this plan be- But attorneys representing wom- front, followed by an additional
cause of a call we received from the en with silicone breast implants $1 3 billion if the company fails to

media to comment on this new pro- were dissatisfied with Dow Corn- prove at the causation trial that lin-

fore they even received permission issue causation tnal if the court

from the court to file it” confirms the plan

posal," Mr Anderson said in a mg's latest proposal and Med a mo- plants cannot cause or worsen sys-
statement responding to the "re- tion in the bankruptcy court last temic lliness, symptoms or immune
ported proposal” released March 10 Wednesday seeking permission to system dysfunction
Under Dow Corning's reorganiza- submit a counterproposal Dow's settlement proposal of $3
"Dow Coming's plan offers in- bilhon would be paid over a 16-year
court last month, the manufacturer jured women too httle too late and period, thus decreasing its present
has offered to pay $3 billion to re- would keep the courts tied up in value
solve implant claims, up from $2 4 decades of litigation," Mr Blizzard
billion proposed m an earlier plan asserted
unveiled last August (BI, Feb 23,
Sept 1, 1997) expediting payments would be "un- proper admmistrative mechanism
In addition, the company would realistic,"” adding that women told has been established Women who

ton plan submitted to bankruptcy

= Timeliness

Claims could be processed as soon
But a company spokesman said as the plan is finalized and the

set aside $14 bilhon to satisfy com- the company they wanted more-- choose to pursue the top level of
mercial claims, up from $1 3 billion not less-time to make decisions
earmarked in the August reorgani-

compensation for disease claims
"They told us that and that's one would have to walt until resolution
of the reasons we crafted our plan of a summary judgment motion on
The new plan also offers women the way we did," the spokesman whether implants are linked to sys-
more than 15 settlement choices, told Business Insurance "VWe be- temic lliness

zation plan

depending on the nature of their lieve we have the best plan and - Explantation

claims, with payments ranging from there's no need for a competing All women would be able to have
$1,000 to $200,000 Additional plan”

funds have been earmarked through

their implants removed, or be com-
An April 6 hearing date has been pensated if they've already been re-
the year 2014 for women who have set for the Dow Corning plan moved They may also still pursue
unmsured medical bills that exceed Meanwhile, it is possible that Dow their claims against Dow Coming

their settlement payment

Corning's attorneys may file a mo- * Due process

A "Second Chance" fund would tion seeking to preserve the compa- Women who are dissatisfied with
allow women who settle immediate- ny's exclusive right to file a reorga- the options available under the
ly to quallfy for additional payment nization plan, the company committees' plan may pursue indi-

should they later develop other spokesman said vidual jury trials mm

hquidators had removed to federal court The Judge did not rule on Ms

Ruthardt's motion last week

Judge Woodlock also ordered thejoint liquidatons to file afhdavits de-
scnbing any fees they earned on work for EMLICO before the insurer
moved to Bermuda m 1995 Massachusetts regulators have cited the pn-
or relationship as an indication that EMLICO may have deceived regu-
lators about plans to hquidate m Bermuda

Meanwhile, EMLICO reinsurer Kemper Remsurance Co has asked
the Prlvy Council in London for a ruimg on whether EMLICO's redo-
mestication was permissible under Bermuda law m hght of a Mas-
sachusetts high court rulmg that the redomesticatlon was mvalld

The Pnvy Council was already set to hear Kemper Re's appeal of a
Bermuda court order denying it permission to seek ludicial review of the
Bermuda government orders allowmg EMLICO's move

The Pnvy Council hearing is scheduled for March 23

Mercer exits DC recordkeeping

NEW YORK-Wdliam M Mercer Inc unll completely exit the defined
contribution plan recordkeeping business as part of its strategy to con-
cent:rate on consulting rather than administrative services

Most defined contnbution plan recordkeepmg cher*s of New York-
based Mercer already have stufted to a new benefit outsourcing alhance
Mercer established last year with Automatic Data Procesmng Inc , based
in Roseland, N J About 200 employers, though, remained with Mercer
for a transitional period, and many of them now are expected to move
to the alhance, known as Administratlve Solutions Group

RIMS takes issue with PARCA

NEW YORK-The Risk & Insurance Management Society Inc is
strongly criticizing the Patient Access to Responsible Care Act

PARCA, introduced by Rep Charles Norwood, R-Ga, would subject
managed care plans to numerous new regulations and expand their lia-
biltty RIMS, while holding that "legislation and regulation do serve a
purpose m the operation of managed care plans by striking a balance
between providmg the best quality of care for consumers and making
care accessible," offered three specific criticisms of PARCA in a posi-
tion paper released last week

Accordmg to RIMS, PARCA would raise health care costs for employ-
ers and individuals, place an unnecessary layer of regulation over east-
ing state laws with no appreciable beneht, and hmit employers' health
care choices by restnctmg self-Insured plans that operate under the pre-
emption from state regulations granted by the Employee Retirement In-
come Secunty Act of 1974

RIMS is the latest employer group to weigh in against PARCA, which
has about half of the members of the House of Representatives as co-

sponsors

Briefly noted

No date has been set for the full House Transportation and Infrastruc-
ture Committee to consider the Superfund Acceleration, Fairness and
Efficiency Act, also known as the SAFE act Another GOP-backed bill
m the House that enjoys some bipartisan support as well as a measure
backed by the Senate GOP leadership have not even moved past the
hearing stage yet, raising the possibility that Superfund reform w]11 fail
again this congressional session The Health Care Financing Admin-
istration is kicking off a major communications campaign this week to
educate retirees on the new options they willl have, effective next year,
to the traditional Medicare program Those options, offered by providers
who contract with Medicare, w11 mclude preferred provider orgamza-
tions, traditional indemnity plans and tax-favored medical savmgs ac-
counts hnked to high-deductible indemnity policies Health mainte-
nance organizations, an existing option, will continue to be avail-
able A presidential commission last week recommended the estab-
hshment of a new pubhc panel to set goals for an improved health care
system. The commission, though, did not make any recommendabons-
as health care activists had sought-to make it easier for employees to
sue employers when medical care is improperly provided or is denied
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John Alden purchase strengthens Fortis  ®i'nsuranes index

By ROBERTO CENICEROS tls Inc Fort:is Health also provides coverage for foho to SunAmerica Inc and announced it :::Zz
individuals would restructure to reduce staff and focus on
NEW YORK-Fortis Inc woll buy John Fortis also wlll acquire North Star Market- ItS health busmess The company also targeted :';Zz
Alden Financial Corp to strengthen its posi- ing Corp, a John Alden sales unit, and Alden some preferred states while leaving others '
tion m the group health market for small em- Risk Management Services, which underwntes At year-end 1997, John Alden provided 1.660 -
ployers stop-loss coverage health coverage for 110,000 employer groups, 1,640
Fortis and Miami-based John Alden are ma- A M Best Co immediately placed its A- (ex- down from 183,000 a year earher, according to 1.620
Jor players in the group health market for small cellent) rating of John Alden Life Insurance the company's World Wide Web site 1,600
compames, typically those with 50 or fewer Co under review after the announcement of Both John Alden and Fortis have marketed 1,580

employees The deal wnll consolidate the cover- the purchase "As with many other health care their products to state-sponsored purchasmg 1.560
age of about | milhon people and result in an providers, John Alden has expenenced deten- groups for small businesses such as Florida's 1,540
estimated $2 bilhon m annual revenues for the oration in its medical loss experience penodi- Community Health Purchasing Alhance (BI, 1 520

larger Fortis cally over the last few years," the announce- Feb 28, 1994) 1 500
The preferred provider contracts of John ment from Oldwick, N J -based Best said John Alden left the California small-group 1 480
Alden's group health plans are considered But the combination of Fortis and John market about a year ago, Mr Simond said One 1/23 1/30 2/6 2/13 2/20 227 3/6 383

"high-end products," said Jim Simond, a ben- Alden "wlll create a leading marketer of both possible problem for the company may have

. . . . . . . Base.100 on Dec 29,1978
efits broker for Arroyo Insurance Services in mdividual and small-group medical coverages been its lack of contracts with health mainte-

Source Nordby International Inc (nordby com) Boulder, Colo

South Pasadena, Calirf that wlll benefit from the integration of admin- nance orgamzations m a state where even

Mr Simond said he thinks it's bad for the istrative functions, distributions sources, actu- small employers offer their employees an HMO
marketplace to lose John Alden anal expertise, customer service and informa- choice

"For the small employer, it speaks to the fact tion technology " Best announced Nationwide, John Alden contracted directly PCS catastrophe options
there are fewer and fewer choices,” Mr Si- John Alden officials did not return repeated with about 190 preferred provider networks, As .1 March 13
mond said of the announced purchase "When telephone calls accordmg to Fortis Fortis offers preferred Call Price Call Price
you have less choice, it's not necessanly a good Placing an insurer's ratmg under review af- provider network contracts through Private i‘p:::al An:::a:gg z::‘:::;i:zrw%
thing We are seemg prices shoot up for the ter its purchase is standard practice, a Fortis Healthcare Systems Inc, which Fortis partial- 20160 oo/ 20160 1523
fIrst time m three years That is affecting not spokesman said But John Alden had built up ly owns in partnership with other insurers 60/80 65/75 150C 18/30
only large groups but small groups " its health busmess m anticipation of rising vol- Strengthening its small-group health busmess 80/100 45/60

Fortis Inc isa New York-based unit of For- ume that never materiallzed, he added Like to compete with HMOs is one of Fortis' goals, Eastern September 1998 Western Annual 1998
tis AG of Belgium and Fortis AMEV of The most other msurers m the small-group market, the company said jz;‘z zsz ;‘ZT‘;DD , :’2:
Netherlands, an Insurance, banking and in- John Alden was stung by state legislatures Im- Health care companies need size and scale to 1500 2;30
vestment group The Fortis parent compames posing laws on Insurers' risk selection prac- be competitive, particularly in the small-group Southeastern September 1998 Florida September 1998
w111 buy all outstanding common shares of tices, the Fortis spokesman said market, the spokesman said Several compa- a0/60 25/33 a0/60 1a/24
John Alden Fmancial Corp for about $600 Recent legislative mandates have caused mes with undersized units speciahzing in Northeastern September 1998
milhon in cash, at $22 50 a share, and assume companies to leave some states and thus limit- small-group health coverage are trymg to spin 100/150 o4
some debt They will redeem all preferred ed their ability to tap new busmess "Without off those unlts Total volume 287 Total open interest 18,633
shares, accordmg to a statement from Fortis new groups coming in, you don't have anythmg Several other Fortis Inc unlts operate In the

Pendmg regulatory approval of the deal, to moderate the loss ratios," the Fortis United States, including Fortis Benefits Insur- For information on PCS cat options, call the Chicago Board of
John Alden's operations will be folded into spokesman said ance Co, which offers group disability, group Trade at 312-435-3674
Fortis Health, a Milwaukee-based umt of For- In 1997, John Alden sold off its annuity port- hfe and group dental coverage Source Chicago Board ot Trade

Centre Solutions sets up bond coverage British Issues

Price P/E Div Yield 52-week

HAMILTON, Bermuda-Centre Solutions the Zurich Group pal is at risk Companies pence pence % high-low
(Bermuda) Ltd has set up a catastrophe bond The bond was sold to mvestors through Trm- The 572 milhon in coverage is part of an $80

to obtam $72 milhon in retrocessional coverage 1ty Re Ltd , a Cayman Islands-based special- milhon layer over $45 million provided by Somml Union 1101 21 1 32 § 30 1170-630

for Flonda wmdstorm exposures purpose reinsurer set up by Centre Solutions Centre Solutions for the unnamed Florida in- SenlAccident 1370 95 375 35 1840-77=2

The cat bond will cover Centre Solutions, The $83 6 milhon offenng consists of $22 surer Gdn Royal Exch 466 69 11 5 26 495 257

Legal & Gen 665 164 127 25 775377

formerly known as Centre Re, through the end milhon of Class A-1 floating-rate defeasance The deal mcludes a feature that limits in- Royal & Sun 775 194 228 30 825429
of the 1998 humcane season notes, paying a coupon of LIBOR-the rate at vestors' exposure should the underlymg insur-

It also contams a provision to protect m- which prime banks operatmg in the London er's book grow significantly between the m-

vestors in the bond against any signihcant in- Eurocurrency market offer Eurodollar de- ception date of March 3 and any loss prokers

crease in busmess written by the underlying posits to other prime banks-plus 1 82% The Mr Tmbrell would not reveal the cost of the Lmbrt Fenchurch 112 75 84 10 O 138 101

insurer between inception and any loss whole prmcipal wlll be returned in the event of bond but said it was competitive compared to Lloyd Thmpson 180 NA 10 O 74 202-151
The bond was establlshed to provide Centre a loss, but over several years, which wall limit the traditional market The cat bond unll help Sedgwick Grp 162 129 70 43 171 115

Solutions with an estabhshed alternative to the the present value of that principal Centre Solutions offer long-term stabillty to its Vvillis Serreon 158 12 6 66 £3 164 116

retrocessional reinsurance market m the event The remaining $615 million of notes are customers in the event of a capacity crunch

Note Pnces are March 13 dosings, other numbers from March 12
of a large loss, said Richard Timbrell, head of class A-2 floabng-rate notes that pay a coupon and pnce mcrease after a large loss, he said

Centre Risk Advisors, the securitization unit of of LIBOR plus 4 36% where the whole prmci- -By Gavin Souter Source Nordby /nternat/ona/ /nc (nordby com) Boulder, Colo

B Industry Stock Report MARCH 9,1998, THROUGH MARCH 13, 1998

Weekly Year to date Year to date Weekly Year to date Year to date Weekly Yeartodate Yeartodate
BROKERS Pnce 96 change F change High Low Vol (000) Pice % change % change High LOW VOI (000) Price % change % change High Low Vol (000)

Aon Corp NYS 64.38 510 os1 65.00 40.25 1259 Enhance Financial Sennces NYS 64.50 320 8.40 6575 37.63 147 ALI Corp NYS 5263 0.24 5.65 5300 3050 23
E W Blanch Holdings Inc NYS 36.56 os52 6.17 37.13 2150 127 Everest Reinsurance NYsS 37.88 o83 8.18 43 00 26 75 2200 St Paul Companies NYS 9206 308 12.19 9225 63 00 1545
Gallagher Arthur J & Co NYS 42.88 103 24.50 43.19 30 38 204 Executive Risk Inc NYS 71.75 2.14 2.78 7575 4325 346 scor NYS sas0 6.73 1414 55.75 3825 °
Hilb Rogal & Hamilton NYS 1781 -625 777 1963 13.13 54 EXEL Ltd nNys 71.25 1.60 1243 7256 3900 757 SAFECO Corp NDo s288 1.62 846 5538 38 50 2276
Kaye Group Inc NDO 700 .27 s.66 9.00 ass s Fremont General Corp NYS soss 1.59 °.36 60.25 26.38 161 SCPIE Holdings Inc NYS 3075 603 626 32.25 19.13 NA
Marsh & McLennan NYS 91.25 557 22.38 92.50 5650 1848 Frontier Insurance Group NYS 2569 249 1230 39.25 2000 o84 Se,bels Bruce Group NDO 763 167 1.67 894 s88 a6
Poe & Brown NYS 3800 o.00 27.73 3850 1700 az Gainsco Inc NYS 7.94 155 6.62 10.19 7.88 211 Selective Ins Group NOoO 27.13 o0.70 oae 2863 1975 313
Sedgwick Group PLC NYs 13.13 ooo 660 1388 o3s 117 General RE Corp NYS 21800 1.84 2 83 221 25 151.50 533 Terra Nova Insurance Co Ltd NYS 2894 1.54 1024 3000 1800 az
Wims Corroon Corp NYS 13.13 7.69 6.60 13.50 o075 620 Gryphon Holdings nNoo 1488 442 1119 17.75 1388 21 TIGHoldings NYS 26.94 ooo 1883 3656 2456 790

BROKERS AVERAGE osa 11.48 Harieysville Group NDO 2463 199 260 2750 1531 a8 Tokio Marine & Fire NDO 5788 oes 0.22 66.00 41.25 83

Hartford Steam Boiler NYS 65.00 1.56 1778 65.56  44.00 155 Torchmark Corp NYS 45.06 190 e81 a7se 26 25 1434

INSURERS/REINSURERS HCC Insurance Holdings NYS 22.13 381 4.12 aze0 1563 s=2o Transatlantic Holdings NYS 7638 oss 682 77.75 5338 175
ACE Ltd NYS 3481 589 823 3525 19.19 1476 ING Groep N V/ NYS 5544 266 31.02 5544 3888 312 Travelers Property NYS 4263 3.a9 313 4606 31 38 1385
Acceptance Insurance Cos NYS 23.63 233 233 28.63 1778 274 IPC Holdings Ltd NDO 31.13 2.05 330 3288 22.38 211 Travelers Corp NYS 60.38 830 1206 60.75 30 88 14465
AEGON N v NYS 121.31 346 3536 121.31 c388 135 Hartford Financial Services NYS 10288 204 o995 10350 6813 1999 Trenwick Group Inc nNDOo 3488 279 731 39.63 31.88 54
Aetna Life & Casualty NYS 84 31 1.28 19 49 118.13 66 31 2287 LaSalle Re Holdings Ltd NYS 3650 1.35 3.18 3800 27.25 113 Unco American Corp NDQ 16.25 152 3265 18.13 263 138
AFLAC Inc NYS 64.69 350 26.53 sass 3750 713 Ute Re Corp NYS 6925 562 623 6938 37.38 2057 United Fire & Casualty NDQ 4338 206 198 a700 3000 1
Allied Group Inc NYS 32.38 115 13.10 3575 2263 241 Lincoln National NYS 8356 206 696 8450 4900 613 Un.trin NDo 925 1.82 7.6 71.44 48 50 ase
Allstate Com NYS 96 81 375 698 9700 58 63 5025 MAIC Holdings Inc NYS 2963 1.22 10.60 30.38 1506 46 UNUM Corp NYS 52.56 182 -3 33 54.63 33.63 1571
AMBAC Indemnity Corp NYS 5663 272 23.10 5675 3100 450 Markel Corp NYS 176.50 341 13.05 17750 10250 16 USF&G Corp NYS 25.19 1.77 14.16 2550 1563 3100
American Bankers Ins nNpQ 6200 -0.20 34.97 6238 2a3s 1618 MBIA Insurance Group NYS 72.13 077 795 7381 45 44 1325 Vesta Insurance Co NYS 5300 375 1074 64.75 3275 620
American Financial Group NYS 4194 136 403 4925 32 38 405 Meadowbrook Insur Group NYS 2969 104 1391 31.25 21.50 27 Zenith National Ins NYS 2781 2.30 801 28.75 24.50 81
American General NYS 61.19 1.45 13.18 62.75 3650 2955 Mid Ocean Ltd NYS 6331 a22 1671 6675 44.13 652 INSURERS/REINSURERS AVERAGE 121 776
American Heritage Life Ins NYS 2081 320 1563 2194 11.75 91 MMI Cos Inc NYS 2356 -os3 622 27.88 20.75 204
American Indemnity/Fin | NoQ 11.88 2.8 1441 1550 os0 19 Mutual Risk Mgmt Ltd NYS 33.19 212 10.86 3400 1675 399 HEALTH MAINTENANCE ORGANIZATIONS
American International NYS 12419 2.a2 1420 124.19 75.13 3082 NAC Re Corp NYS 4981 1.24 205 5381 3538 221 Foundation Health Systems Inc NYS 2850 s06 2809 3393 22 06 5913
Argonaut Group NDO 3650 1.39 775 38.13 2675 1905 Navigators Group NDQ 20.00 1263 6.49 2250 1575 125 Humana Inc NYS 26.38 5.24 27.11 2650 18.44 aazo
AXA UAP Group NYS 40.04 2.70 2804 a0.04 29.25 313 Nobel Insurance Lid ~NDo 1325 o9s oes 1538 123 36 Oxford Health Plans ~NDo 1688 3as sa3 8900 1375 5440
Baldwin & Lyons Inc NDO 2088 -6.18 1347 2875 1738 23 NYMagic Inc NYS 2088 021 EES) 3006 1838 ' Pacificare Health Sys NDO 6925 s.55 37 81 8438 675 182
Berkley W R Corp NDO 45.13 o.00 2.85 4638 3119 452 Ohio Casualty Corp NBQ 4894 4.12 o66 51 00 3550 473 Safeguard Health Enter NOO 9.00 1.37 3333 14.88 7.50 51
Berkshire Hathaway Inc NYS 5930000 os1 2891 62000 00 3000000 = Old Republic Int 1 NYS 4400 188 1832 4413 2463 495 Sierra Health Services NYS 3938 553 17.10 4163 2375 358
Capital RE Corporation NYs 6531 1.85 524 seas 3875 107 Orion Capital Corp NYs 5194 159 1184 52.13 3088 246 United Healthcare Corp NYS 6556 2.44 3195 67.13 a2 44 saes
Captto! Transamenca Corp NAS 2050 1.23 381 28.13 1925 21 Partner Re Ltd NYS 4750 -o78 243 5025 30.75 169 Wellpoint Health Networks NYS 66.63 1365 5769 6825 37 50 2539
Centris Group Inc NYS 1200 0.00 756 1294 894 209 Penn America Group Inc NDO 22.13 oss 793 2300 1125 30 HMOs AVERAGE 507 21.86
Chartwell Re NYS 3050 os3 963 3625 2450 127 Pennsylvania Manufacturer s Co NDO 1850 3.27 10.45 1938 16.25 94 ALL COMPANIES AVERAGE 2.27 13.70
Chubb Corp NYS 7975 -055 545 81.04 5113 2001 Philadelphia Cons Holding NOO 20.00 2.56 1268 2325 1400 6o
CIGNA Corp NYS 19606 272 13.74 200.75 136.94 1390 PXRE Corp NYS 3050 101 8.10 3525 24.75 24
CNA Financial Corp NYS 149.88 144 17.32 150.63 2638 79 Reliance Group Holdings NYS 1763 181 2478 1775 10.13 694
CNA Surety NYS 15.69 195 1.62 1650 1288 141 Rehastar Financial Corp NYS 47.00 162 14.11 4875 2863 1336
EMC Insurance Group Inc NDO 1294 417 236 1500 1075 507 RenaissanceRe Holdings Ltd NYS 4488 139 170 5000 34.13 39
ESG Re Limited NDa 27.63 s24 1755 2888 20 88 1054 Risk Capital Holdings NDO 2350 157 562 2400 1600 597

Top advancing issues. Wellpoint Health Networks, Navigators Group, Travelers Corp Leading decliners Hilb, Rogat & Hamilton, Baldwin & Lyons Inc, Gryphon Holdings Most active issue Travelers Corp The 8/Index rose 2.5%; the Dow Jones 30
Industrials gained 0 4%; the S&P 500 Increased 1 2% and the NYSE Composite gained 1.4% Average P/E- Brokers, 204; Insurers/reinsurers, 47.4, HMOs, 26.0.
Source Nordby international Mc (nordby com), Boulder, Colo



