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U.S. moves to shut bankruptcy "loophole’

By JOHN REVETT

and RICHARD BJORKLUND

VWASHINGTON-L egisla-
tion that includes a prison term
penalty for people convicted of
draining insurance companies and
concealing their holdings while
declaring bankruptcy has been
prepared and may surface in Con-
gress within the next few weeks.

The provision is in the draft of
a bill revising the entire federal
crirninal code. The draft has been
submitted to the chief counsel of
the Senate criminal law subcom-
mittee for a final check before its
expected introduction by Sen. John
L. McClellan (D.-Ark.), subcom-
mittee chairman.

Senate staff sources said there
is a good chance Sen. McClellan
will introduce the revised meas-
ure before the end of this month
or early in June.

The anti-plundering provision,
called for by Business Insurance

in editorials on April 10 and ear-
lier in April of 1970, is a one-
paragraph addition to the code
that reads:

"A person is guilty of a class C
felony, punishable by a maximum
of seven years in prison, if, with
intent to deceive a court or -its of-
ficers, or to harm creditors, he
knowingly... transfers or con-
ceals, in contempt of a bankruptcy
or state insolvency proceeding, his
own property or the property of
another.”

A SUBCOMMITTEE staff
member said this would "take
care of the bleeding of insurance
companies. It brings them back
into the bankruptcy framework
as far as fraud is concerned.”

Reportedly, Sens. Roman
Hruska (R.-Neb.) and Sam Ervin
(D.-N.C.) are considering co-
sponsoring the code revision.

At present, looting insurance

Nader cheers risk

men in their struggle

for professionalism

Ralph Nader addresses ASIM

Montreal risk management

conference.

By STEPHEN GILKENSON

MONTREAL-IN a speech that
began at 1:32 on a Wednesday
afternoon and ended 66 mint.1.
later when several hundred risk
managers pushed themselves away
from their luncheon tables and
rose to give him a standing
ovation, Ralph Nader, the con-
sumer advocate, told risk men to
pursue professional stature in or-
der to effectively perform what
should be their true corporate
role-that of an ombudsman be-
tween the seller and the buyer,
the employer and the employe.

That Mr. Nader should be in-

vited to address the annual con-
ference of the American Society
of Insurance Management here is

in itself a sign that the man has

had a piercing effect on corporate life in the past five years.
That he should get a standing ovation for what he said and

what he stands for, however, is even more telling.

To be sure, the response to Mr. Nader was not 100 % voluntary.

It was, nevertheless, spontaneous and moved through the audi-
ence like a wave, and when it was over very few of the 1,500
persons in the ballroom of the Queen Elizabeth Hotel were seated
-including many of those risk managers in corporations the
young Washington-based attorney has zealously attacked.

A RISK MANAGER for one such company told Business
Insurance after the session was over that he thought Mr. Nader
had successfully manipulated his audience by spewing forth a
few canned ideas and stringing them together with some things

risk men can relate to.

Continued on page 2

companies by systematic draining
of assets is virtually uncovered
by law. Under the McCarran Act
of 1945, insurance companies are
liquidated in state courts. State
laws generally don't make im-
pairing the solvency of insurance
companies punishable, and finan-
cial crooks moving into insurance
companies and investing compa-
ny assets in other holdings have
escaped prosecution.

Senate criminal law sub-
committee staff members see no
immediate threat to the provi-
sion's chances as part of the
criminal code revision, which
generally simplifies the code by
removing such obstacles to pros-
ecution as requirements that de-
frauding through the mails be
proved.

But there is

sonne concern

among Senate staffers that the

provision will be viewed as un-
desirable in some insurance in-

dustry circles, and they don't
rule out the possibility of delay
or pressure for rewording.

A SPOKESMAN for the Amer-
ican Insurance Assn., the largest
group of stock property-liability
insurers, said that AIA has not
had an opportunity to review the
pending legislation and could not
give an immediate opinion on
:where its members would stand.

James Faulstich, vp of the Na-
tional Assn. of Independent In-
surers, said NAIIl is "of course in
favor of any proposition" that
would be effective in stopping
insolvencies in their early stages.

He questioned whether the
proposed change in the federal
criminal code would have the de-
sired effect because the planned
provision "operates only in antic-
ipation of bankruptcy,"” according
to Mr. Faulstich, and also raises
the question of what enforcing

agency would act.

The NAII vp also said that the
National Committee on Insurance
Guarantee Funds has a subcom-
mittee at work studying preven-
tion aspects of insolvencies that
would involve change in state in-
surance codes.

AN American Mutual Insurance
Alliance spokesman said he had
no knowledge of the committee

proposal and refused to comment
on it.

SEN. WARREN G. Magnuson
(D.-Wash.), chairman of the Sen-
ate commerce committee, which
has held hearings on insurance
company insolvencies, said he is
in "total support” of the Business
Insurance proposal.

Sen. Magnuson, whose commit-
tee determined that 142 insur-
lance companies went bankrupt in
the 1960s, said, "Let me express

Continued on page 2

Meet McGowan, ASIM chief

By RICHARD BJORKLUND

MONTREAL-Ask a compli-
cated question of Bob MeGowan
and he is likely to take a short
puff from his pipe and scratch
out an outline of his answer just
to get his thoughts in order.

This methodical approach to
answering a question tells much
about the attitude and back-
ground of the 48-year-old corpo-
rate risk manager who has been
elected 1972-1973 president of
the American Society of Insur-
ance Management.

Mr. MeGowan, in attitude and
background, represents the "new
breed" of professional risk man-
agers who are fiercely proud of
their professional independence
and what it enables them to ac-
complish for their corporations.
Mr. MeGowan's "new breed”
background includes a graduate
degree and a substantial corpo-
rate title ( assistant treasurer).

IN MR. MeGOWAN'S case the
corporation is the 115-year-old
Rand-MeNally & Co., printers,
publishers and mapmakers based
in Skokie, Ill., near Chicago
where the company was founded
in 1856. Today Rand-MeNally
has 3,500 employes at eight U.S.
locations including Hammond,
Ind.; Versailles, Ky.; Nashville,
Tenn.; Ossining, N.Y: Taunton,
Mass.; Decatur, lll.; Sparks Nev.

Foreign Rand-MeNally loca-
tions include Toronto, Mexico
City, Stuttgart and Ascot, Eng-
land, a place Mr. McGowan
planned to visit during an ASIM
tour of Great Britaim.

Robert D. McGowan

At the sites, Rand-MeNally
widely divergent
range of products (mostly print-
ed) that go far beyond the mod-
est "printers, publishers and

produces r

mapmakers” that the closely held
company calls itself.

Among the operations whose
risks Mr. McGowan must manage
are book manufacturing for other
publishers, roadmaps for compa-
nies and state governments, edu-
cational textbooks, chiefly in his-
tory and geography, world globes,
banking directories and check
routing keys, tickets and time
payment books.

ONE OF THE MOST sensitive

operations is a Rand-MeNally
credit card manufacturing divi-

sion that requires high security.
In addition, Rand-MeNally oper-
ates three retail stores, outlets
for its own printed products.

Managing the risks of these di-
verse operations has been an ex-
panding responsibility for Mr.
McGowan since he joined Rand-
MeNally as chief accountant
nearly 20 years ago in June of
1953. At the time he joined the
company, Mr. McGowan had an
accounting degree from Chicago's
Loyola University and about six
years of accounting experience
with Ernst & Ernst and the Dean
Co., both Chicago-based firms.

Bob MeGowan enjoys telling
the unusual story of how he
came to join the company.

"l was getting tired of riding
old broken-down American Coach
buses into Chicago to work,” he
tells, "and in November, 1952,
when Rand-McNally moved into
a spanking new plant in Skokie, |
said to my wife, Dolores, 'Let's go
take a look at that new Rand-Mc-
Nally building.” " It turned out
that the company was rnoving in
that very day but, despite moving-
day chaos, he had a brief meet-
ing with the industrial relations
director, which led to his being
hired in June of 1953.

FOR BOB McGOWAN the
new job meant more than in-
creased business responsibility; it
meant a chance to work near his
home in a suburban community
where he was active in civic af-
fairs. Working for Rand-MeNally
afforded J. in an opportunity to

Continued on page 12
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Van Pelt urges formation of NAIC

group to eye legal plan regulation

WASHINGTON-Like many

people, state insurance commis-
forrmed

sioners haven't

any
strong opinions about prepaid le-
gal services.

However, questions of competi-
tive monopoly for designated law
firms have risen out of some
plans already in existence, and
many prepaid legal advocates
feel that insurance companies
will eventually play a major role
in the field.

As a result, insurance commis-
sioners should take a close look

at the subject, according to Sam-

insurance and employee benefits
complete analysis

we do not sell or

place insurance

CORPORATE
POLICYHOLDERS
COUNSEL. inc.

20 Nonh Wacker Drive
Chicago, lllinois 60606
Phone: 312-372-8225

uel Van Pelt, insurance commis-
sioner of Nebraska.

Speaking at an American Bar
Assn. prepaid legal services con-
ference here, Mr. Van Pelt urged
the National Assn. of Insurance
Commissioners to set up a joint
commission with the bar associa-
tion to determine where regula-
tions might be needed and how
far they should go.

MR. VAN PELT said he sur-
veyed about 75 % of all state in-
surance commissioners and found
that "most don't have a specific
point of view on whether or how
to regulate” prepaid legal ser-
vices, although plans are now in
existence in all but seven states.

Members of the bar associa-
tion, which strongly backs ex-
pansion of prepaid plans to make
legal services available to middle-
income Americans at low costs,
indicated that they had no objec-
tions to the VVan Pelt prop6sal and
said contact between the bar
group and NAIC is likely in the
near future.

While Commissioner Van Pelt's
comments-and those of most
speakers during the conference
—were aligned with rapid
growth predictions for prepaid
legal plans, some insurance com-
pany spokesmen didn't see pre-
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paid legal as the wave of the
future in sheir business.

C. Richard Carpenter of the
Continental National American
Group, Chicago, said a main rea-
son insurance companies "haven't
jumped in" is that the industry
"doesn't perceive a great enough
need or demand for an insurance
approach to the subject of pre-

paid legal services."

HE SAID that while prepaid
legal services are "obviously" not
an "ideal insurance application,”
this woul,in't rule them out en-
tirely. Maternity coverage "has
turmed out to be a Mmixture of
social insurance and household
budgeting rather than true insur-
ance," said Mr. Carpenter, "but it
works because there is a market
that is willing to support it."”

Questioning whether the same
will be true of legal service cov-
erage, Mr. Carpenter looked at
the subject "from the middle-in-
come guy's point of view. He
would see it this way: 'l am a
decent, law-abiding, hard work-
ing and reasonably intelligent
citizen and you just cannot make
me see the possible need for
these services to the extent that |
want protection against this con-
tingency and will pay my money

for it.

Proponents of expanded pre-
paid legal services included Wil-
liam N. Walker, deputy director
of the White House Office of
Consumer Affairs. He stated that
"too many Americans regard ef-
fective legal services as a right
only for the wealthy or for cor-
porations.” He said that in addi-
tion to prepaid legal service
plans there is a need for "speedi-
er, simpler procedures for resolv-
inmng complaints_" -

foopho/e

Continued from page 1

my total support for your pro-
posal of including as an offense
in Federal Criminal Code the
running of insurance companies
into insolvency.

"Although some action has
been taken to improve the insol-
vency problem by creation of
state post solvency assessment
funds, nothing has been done to
prevent insolvencies which occur
at the expense of the insurance
consumer and legitimate insur-
ance companies."

The Senate commerce commit-
tee, following its hearings on in-
surance company insolvencies,
drafted a federal post solvency
assessment fund bill to pay claim-
ants of insolvent insurers from
contributions from active insur-
ance companies. This bill has been
temporarily- put aside while Sen.
Magnuson and his committee re-
: view the operations of 46 state in-
solvency funds now in existence

and the legislative actions in those
states that have no funds.

ASIM keeps its
name - for now

MONTREAL-Directors of
the American Society of In-
surance Management Inc.,
voted by a narrow margin to
retain ASIM's present name.

Thirty-four directors voted
to change the name to Risk
and Insurance Management
Society Inc. A two-thirds
vote of 36 directors was re-
quired to accomplish the
name change.

Proponents of the change
said that the RIMS name
would reflect the society's
interest in risk management
and that it would eliminate
the word American from the
name to satisfy objections of
Canadian members.

Opponents of the name
change said that ASIM has
established itself as the or-

ganization representing risk

managers and that there
would be substantial costs
involved in making the
change.

Both sides agreed that the
name change is not a "dead
issue"” and may well be re-
vived at upcoming confer-

ences.
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Nader...

Continued from page 1

"Sure," he said, "all you have
to do is tell a risk man that he's
the most misunderstood person in
his corporation, tell him that he's
far more important than the styl-
ing engineer; and what do you
have? In an audience like this
you have a lot of guys nodding
their heads."” The risk man, 'inci-
dentally, was not from General
Motors.

Despite the suspicions of Mr.
Nader's methods and motives by
some, the vast majority of his
audience appeared to be truly
swayed by what he had to say.

"l think there is a genuine re-
spect among risk managers,"” an-
other said of his reaction to the
speech. "We are, after all, corpo-
rate consumers of a product that
has over the years been sorne-
what intimidating of its market.”

OF HIS REACTION to Mr. Na-
der's remarks, Douglas A. Bar-
low, just-retired corporate risk
man for Massey-Ferguson Ltd.,
and

Toronto, inlrmediate

president of ASIM, said:

past

"l think industry and business
are going to have to appoint their
own ombudsmen, and | wonder if
ASIM itself hasn't a role there.
The deep, fundamental principle
here is that unless industry is
self-disciplining we will inevita-
bly ' move toward greater and
greater governmental controls.
and that will lead to state capi-
talism.”

Mr. Nader blasted conglomerate
takeovers of insurance companies
as well as insurers themselves
and pointed to "cream skim-
ming” selectivity by insurance
companies that is leading to more
and more government-sponsored
insurance schemes. He knocked
unions. that have become sc
deeply enmeshed in hierarchy that
the leadership "has long forgot-
ten what it's like to work on the

line.” He called for "candid and

full disclosure” by insurance
companies, especially in product
liability matters.

He said that the insurance in-
dustry has an "excellent collec-
tion of information. But,” he
added, "It's got to learn to share
it.” Pointing to the most impor-
tant area of prevention, whether
it be industrial accidents, producf
defects or a host of other things
that have a negative effect on
human existence, Mr. Nader as-
s@rted that "the most potent
countervailing influence” in the
matter of prevention can be th€
insurance industry and the risk

man who works with it.

DEFINING A true professiona.
as "one who works against his
own material interest,” Mr. Nader
urged risk men to seek the status
within their companies that thes
should have.

"The styling engineer has had
the status in the automobile in-
dustry for years. The stylist
mind you, not the safety eng:er
who has had to subvert his engl
neering integrity for stylistic por-
nography.”

On this note the young attor-
ney suggested that the sam€
holds true for risk managers and
asked that they strive to rise
above it

At the same time, however, he
indicated that he is aware of the
personal dangers involved for
risk men.

"l would suggest,” he said:
"that you hold a symposium al
this conference next year. It
could be entitled '"The Risk O1
Being a Risk Manager.' You
could make it a play act where :
risk manager could say every-
thing he's always wanted to say
that would get him fired.” -



Risk men

By PATRICK THOMAS

MONTREAL-Though the
gathering was on the small side,
the anger and dismay of the few
risk men present at the ASIM
miniseminar called "Top Man-
agement-Their Personal Insur-
ance"” was readily apparent .as
they discussed means of extricat-
ing themselves from the position
of having to buy their bosses’
various personal coverages.

James Heinisch of Liberty Mu-
tual Insurance Co., the session's
moderator, summed up the ex-
perience of those present when
he said, "The degree of the risk
manager's involvement in this
type of thing varies, though the
chances are that he will eventu-
ally be asked to use corporate
leverage to place an executive's
personal insurance.”

Those in the seminar, all of
whom preferred to remain anon-
ymous in this report, concurred
with his statement and agreed
that about 75% of all risk man,,
agers had to put up with that
sort of thing. But they disagreed
about exactly how to get out of
doing it.

"We have a new chief execu-

tive at our company,” came a
voice from the rear of the room,
"and he has always had his com-
pany risk manager place his per-
sonal insurance for him. | tried
to send him to a local agent, and
a good agent at that, but he
would have none of it.”

"TTHE EXECUTIVES don’'t
want to worry about their insur-
ance, they just want it done for
them,"” groaned another voice.
"There's no way out of it. The
execs want to make a one-minute
phone call to the insurance de-
partment and forget it. They
don't want to deal with someone
they don't know."”

It was brought out that mass
marketing of such items as auto
insurance and homeowners' cov-
erage was, perhaps, one way of
taking care of the matter, but the
man who mentioned it went on
to caution, "Don't start a mass
marketing program just for your
executives.”

Another of the risk men pointed
out that his company had a cap-
tive agency which took care of
those matters and his disclosure
elicited envy from the others. Yes,
it was agreed, a captive agency
was a good way to alleviate the
problem but, like all the other sol-
utions discussed, it just wasn't al-
ways feasible.

The generally most discussed

Montreal conference

is worldwide event

MONTREAL-The growing
importance of the risk man-
agement concept was evi-
denced by international rep-
resentatives at the 10th an-

nual ASIM conference.

Eight insurance managers,
from England, France, Mexi-
co and Zambia, registered at
the meeting. They are J. E.
Bannister, Keith Shipton &
Co. Ltd.; James Seatter,
United Glass Ltd. and Roy
G. White, Shellmex & B. P.
Ltd., all of England; M. T. A.
Kiernan, Roan Consolidated
Mines Ltd., Zambia; J. E.
Ravier, Schlumberger Ltd.,
France; James E. Baudouin,
Kennedy & Hijo, A. P.; Car-
Los Casanueva, Kennedy &
iHijo, A. P. and Ernesto Meza,
Cellanese, all of Mexico.

Foreign insurance compa-
ny and brokerage represent-
atives were also registered.

LmT-
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tired o/ hand/ing bosses' ocwn coverage

solution was the use of a buffer,
probably a broker or agent, if
you could get top management to
agree to such a situation.

"THE PROBLEM has been
that the insurance industry has
become very complex,” noted the
only broker in the room. "The
executives don't understand it.
AnNnd the chances are that in the
past they have had to deal with a
direct writer, who forgot them,
or with an incompetent agent.
But you will have to convince
them that the buffer is needed in
any way you can.

"Quite frankly,” he continued,
"these fringes on fringes for exec-
utives will just keep growing.
For example, CPA firms are now-
pretty actively setting up tax
shelters for

their executives.

These requests to take care of

their personal insurance needs
are merely the tip of the iceberg.
You are definitely going to need
a buffer and that buffer will
probably charge a fee."

The broker also pointed out
that the p.-actice was not limited
to using risk managers to place
personal insurance. "From a bro-

ASIM Conference
Report

ker's point of view, it's the same
thing. | mean if you say to the
president of a company that you
are not going to cover his wife's
diamonds, I'll guarantee you the
account will go elsewhere.”

It was felt by rnost of the at-
tendants that the buffer chosen

should run in the same social

circles as the executives for
whom he is placing insurance so
much of the direct contact would

be outside the office.

ONE RISK MAN, however, ob-
jected to this aspect of the prob-
lem. "l object to being put in the
position where | have to recom-
mend things,"” he emphasized.
"And I resent it when my job is
in the balance because an agent
can say what he wants to my
boss on the golf course. There's
nothing to prevent him from say-
ing something like, 'Gee, Bob,
what do you want that coverage
for?"

So while it was generally
agreed that it was an ugly situa-
tion which would be difficult to
get out of, it was also admitted

that not all executives resorted to

using his corporate risk man in a
personal capacity.

"There are many execs who
don't do this,"” said one man,
"and there are a variety of rea-
sons why they don't. | think dis-
cretion is probably the biggest
reason. There are a lot of guys
who don't want their employes to
find out that Momma got a drunk
driving citation after an accident.”

But with all the problems and
all the discussion of right and
wrong, a risk manager who said
he spent "at least half a day a
week" working on the personal
insurance of his firm's 10 top
executives summed it all up:

"l just don't understand,” he
mused, "how a guy can run a
billion dollar corporation sue-
cessfully when he's such a baby

about his personal affairs." -
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washington watch

HEW malpractice group to explore
causes of error, legal possibilities

By JOHN REVETT

the. face of it seems simple and

VWashington edltesP! is malpractice itself. The

WASHINGTON-The Health,
Education & Welfare depart-
ment's commission on medical
malpractice is training its sights
on two possible areas of solution
to malpractice and its costs,
which are getting a large share
of blame for rising health care
and health care insurance costs.

A primary target-which on

commission is about to order a

series of "causation”™ studies to
find out what makes doctors slip
up and in what areas mistakes
that harm people occur most of-
ten.

In this effort, the commission
is hoping to get the help of medi-
cal organizations. It thinks it
wvill.

How much assistance it will

get is d question mark, however,

since the studies will proceed
from an assumption that medical
groups may find difficult to
swallow whole-that the sharply
increased number of malpractice
law suits (from about zero a year
at the turn of the century to
between 7 000 and 10,000 a year
now with the rate increasing
10% annually) may not be out of
proportion with instances of ac-
tual malpractice.

Eli P. Bernzweig, the com-

HerecomesPEG.

mission's executive director, goes
a step further, noting that there
may be substantially more acts of
malpractice than the number of
legal actions reflects.” He said it
appears there is "a sizeable num-
ber of people who might well sue
but for one reason or another
don't.”

In line with this, Mr. Bern-
zweig thinks the commission's
primary focus should be on
methods of preventing malprac-
tice rather than on speeding up
and simplifying the handling of
complaints. "Emphasizing the ad-
judicative part,"” he said, "is like
painting the front of the court-
house and putting in new seats
instead of getting at the real
problem.”

According to other commission
sources, insurance companies
may come in for some criticism
in the commission's report on
malpractice, due to be released

before the end of the year. The
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reason: lack of strong malprac-
tice prevention programs by in-
surers who, according to one
staff official, "wouldn't think of
letting this happen in other in-
surance areas. Look at their fire
prevention and safe driving pro-

grams.”

WHILE Mr. Bernzweig has al-
lies on the staff and on the com-
mission itself in pressing for ma-
jor emphasis on reducing errors
by doctors, it would be assuming
too much to say a majority is
with him-not, at least, to the
exclusion of other cost reduction
approaches.

There are 12 commission mem-
bers who are either medical doc-
tors or associated with medicine
or hospitals (compared to nine
from the insurance industry,. con-
sumer groups, and law firms that
represent malpractice complain-
ants), and most in this group are
understood to be particularly
concerned about testimony in
hearings to the effect that many
malpractice cases don't belong in
court and often get there as a
sort of gamble on the part of
complaint lawyers, who stand to
lose only their time. A number of
witnesses have also attributed
the growth ' of cases to an in-
creasingly "impersonal” relation-
ship between doctors and pa-
tients-generally the same prob-
lem that's reflected in jokes
about the difficulty of getting
doctors to make house calls.

But the lawsuits are viewed as
anything but a joke by those on
the commission who see the main
danger as a trend toward reluc-
tance on the part of doctors to
take on cases that might require
delicate handling or the use of
procedures in which even a slight
degree of risk is involved.

THEY FEEL that strong em-
phasis should be put on cutting
down the cases at the "adjudica-
tive" level, and they have al-
ready started the commission in
that direction. It has ordered an
$80,000 study by Bird Engineer-
ing Research Associates, Vienna,
Va., of two malpractice lawsuit
reduction methods being used in
a few states and localities. One
is arbitration-a contract agree-
ment between doctor and patient,
and in some cases hospital offi-
cials, before an operation or
treatment takes place. It rules
out a lawsuit in case of a claim
and calls for any disputes to be
settled by the two sides and an
arbitrator.

The company is getting help on
this phase of the study from law
professors and students at the
University of Virginia law school,
who are looking into whether the
various state arbitration laws
could be applied to malpractice
claims and what changes would
be required where they don't
apply.

The other method

being
checked out is the use of screen-
ing panels consisting of local
doctors and lawyers. Already in
existence in some 30 jurisdic-
tions, the panels are self-starting
groups that screen malpractics
complaints with local court ap-
proval. Their aim, according to a
Bird official, is to "keep innocent
doctors out of trouble and get
medical associations to approve
of members appearing as wit-
Nnesses in cases where a real
wrong has been committed.” He
added that screening panels re-
quire "a lot of cooperation” be-

tween the opposing sides.

BOTH approaches raise practi-
cal and legal questions, and the
company and commission staff
are aware that either method
might be construed as depriving
people of their right to sue.
About the only way one, the
other, or a combination of the

Continued on page 42



Touchy

Question#7

Prestige? I'm interested in price.Why should
| care about my business insurer's prestige?

. d. There
Because the prestige has been “*"°

is no other way to acquire prestige.
Let's be honest. All insurance carriers adver-
tise. Each advertises what they've got. They
stress their strong points, not their weak ones.
Because Employers of Wausau has a national
organization, an international reputation, a
staff of superlatively trained specialists, and a
bank of experience and solid skills accumu-
lated over more than sixty years in the field of
business insurance, we advertise these thinﬂs.

We claim them because we can prove them.
All of them.

What does the newcomer advertise - the
johnny-come4ately to the

business insurance market? b. >. 42
What have they got?

A fresh outlook? New
ideas? No argument. A fresh
outlook is the only outlook
possible to a fresh outlooker.
First ideas are always new

ideas.

Su(rg%nts-off startup rates?y, T°r

ecause they have

omts oy, LThere's areason.

deliver a sales pitch. If you have little or
nothing to sell your prospects, you have to
buy them.

éut the knowledgeable risk manager has
learned that in the long run his insurance costs
will be determined by his experience; that his
experience will be determined by the effective-
ness of his loss controls; and that the effective-
ness of his loss controls will be determined

by the quality of his insurance company's

We have fresh outlooks and new ideas, too.

We reﬁlace them every year. The best fresh
outlook grows from a long, long lookout. The
best new ideas are honed by
friction against the best old

;¥ ideas.

We wrote our first business
insurance policy on Septem-
ber 1,1911. It's s\i)\llin forge.

e Invite
you to look into that reason.
If you place your coverages

with us this year, there's an
* excellent chance that you'll

, be with us in the year 2032.
other ground from which to Employers Insurance of Wausau

We think insurance
ought to work for
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Hall president defends commission system

MONTREAL-IN a speech that
for some members of the Ameri-
can Society of Insurance Man-
agement took 20 minutes to get
to the real point of the matter-
the commission versus the fee sys-
tem relationship between corpo-
rate insureds and their insurance
brokers-a prominent New York
insurance broker steadfastly de-
fended the present system before
1,500 persons attending the annu-
al ASIM conference here.

Melvin A. Holmes, president of
Frank B. Hall and Co., rose to
the defense of his industry's
compensation system very late in
his speech at the Queen Elizabeth
Hotel and, when it was over, at
least one thing was certain: He
did not bore his audience, for
several risk managers later took
strong exception to the logic of
his remarks.

Said one particularly disturbed
risk man, who admittedly has
pushed for the fee system in re-
cent years:

"l am deeply disturbed that a
man of Mr. Holmes' position
would stand up there in front of
us and proceed to run through
such an obvious series of contra-

dictions.

"WHY," he said with unre-
strained provocation, "he stood
there and told us that he no
longer thinks of the broker as a
middleman between the buyer
and the insurer. He told us how
skilled a professional the new
broker is and then proceeded to
compare the profession with the
accounting profession-which has
never been compensated according
to the value of the assets and lia-
bilities it certifies-and then went
on to declare that in a monetary
sense the difference between com-
missions and fees is academic be-
cause a broker's remuneration has
taken a professional posture in
that it is related to service per-
formed.”

Despite a disclaimer that "l did
not wish my remarks to be in-
terpreted as meaning that | am
opposed to fees, for they do have
their place and the trend today is
toward a higher percentage of
the broker's remuneration com-
ing from fees,” Mr. Holmes did
comment that fees are being used
in only "a very small percentage"
of general insurance contracts. He
stuck to his belief that a combi-
Nnation of fees and cormnmissions
should continue to provide insur-
ance brokerage compensation.

"The commission method of
compensation, which has been
used successfully over the years
for the average buyer, including
personal insurances, | believe will
and should continue in the forsee-
able future,"” the Frank B. Hall
president asserted.

"Certainly," he added, "The fee
system would not be very prac-
tical and | see no other substitute

on the horizon.”

MR. HOLMES, who began his
presentation by tracing the rela-
tionship between the insurance
broker and the corporate client
over the years and noted that
"probably still one of the most
important functions of the broker
(is) assistance in marketing," re-
sponded to the fee versus commis-
sion system controversy which
has been brewing in recent years
by commenting in the past tense.

The implication has been that
commissions were excessive and
that the commission system was
closely allied to the sales interest
on the part of the broker which
did not permit him to act objec-
tively in the manner generally
associated with the time-honored

professions.

"Let me say at the outset,” the
Frank B. Hall man continued,
"that | would be the first to agree
that the commission system some
years ago could rightfully have
been attacked on both counts.
However, the business... has
gone through many changes dur-
ing the past two decades and
agents' and brokers' compensation
has been no exception.

"In a practical monetary sense
the difference today between
commissions and fees is academic
in My mind since a broker's re-
muneration has taken a profes-
sional posture in that it is related
to service performed. The buyer
rightfully has demanded this and
competition keeps it in balance.

"AS A RESULT," he continued,

"commissions are not excessive

in terms of the total function of

the broker and the product he
purchases and the service which
he performs for the client. The
broker is required to maintain a
broad range of services with pro-
fessional personnel on a wide
geographical basis not all of
which are required by every eli-

ASIM Conference
Report

ent all cf the time but which

must be available to many clients

at any time.

"While the broker basically re-
ceives his commission in connec-
tion with the marketing aspect of
his function, in reality this must

be alloca-.ed over the many spe-
cial services he performs, such as

risk analysis, safety programs su-
pervision, loss prevention, loss ad-
justment and other services,” Mr.
Holrnes asserted.

Pointing to the time-consum-
ina behind-the-scenes work a
broker must do for his clients
and noting that this has "been
taken for granted and goesrnost-
ly unnoticed,” the Frank B. Hall
president observed: "The com-
mission concept has allowed for a
spreading - of these costs among
all clients where under a strict
fee system it would be difficult.

"The contention that a broker

- cannot function in a professional
and obj ective fashion under the
commission system simply is not
a reflection on the facts as they
exist today. The major brokerage
firms have long since recognized
that their future was directly re-
lated to their ability to take on

the total professional mantle and
in my j udgment they are fulfill-
ing these responsibilities in keep-
ing with the highest professional
standards.

"Who is better qualified to
perform the role of advisor to the
risk manager than the major
brokerage firm today with its
broad background, in-depth ex-
perience, its professional special-
ists and its daily communication
with all segments of the insurance
industry?" Mr. Holmes asked.

To this point, another risk man-
ager commented: "l would say
that Mr. Holmes is vitally in-
terested in raising the brokerage
profession to the level of medi-
cine. But,” he added, "I think he
would still like the doctor to be
compensated according to the cost
of the' medicine he prescribes for

b = o W — > =air s _ ]

A New
NAME-

A New

HOME
A New
CENTURY

... but the fundamental dedication

to service and responsibility

has not changed.
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Safety director stresses humanitarian factors

By TERESA NORTON
MONTREAL-The personnel
safety workshop held at the an-
nual American Society of Insur-
ance Management conference
here included an unusual, and
sometimes sadly forgotten, view-
point-that of the humanitarian.

If $10,000 spent on safety meas-
ures will not reap more than
$10,000 in actual accident cost
savings, according to Walter
Fraser, the money will probably
never reach the safety director's
budget. Mr. Fraser is corporate
safety director for
Stores Inc., Oakland, Cal., and he

lays much of the blame for in-

Safeway

dustry's monetary attitude to-
ward human safety at the door-
step of the industrial revolution.

that when

During period,

incredible conditions prevailed as

far as work safety is concerned,
he said, when lives were lost in
the mines and factories "it was
the price to be paid for 'prog-
ress.” " This attitude was rein-
forced in the 19th Century, he
continued, when industry looked
at an employe as "just another
piece of nnachinery that had to
pay for itself and could be amor-
tized over a number of years.

. even though we have eor-
rected the worst abuses since
then, our attitude has been to put
things strictly on a monetary ba-

sis."

MR. FRASER named psychol-
ogists, today's youth and the Oc-
cupational Safety and Health Act
as three discernible forces that
have changed the safety climate.

Industrial psychologists em-
ployed by business "have shown

In 1972 we are beginning our second century
of service to American people and businesses.

We start it with a new name. "Employers.
Commercial Union Companies" has been shortened to,
simply,"Commercial Union Companies."

Easier to use ...

We start it with a new home

easier to remember.

--- the 40.story

building at One Beacon Street in Boston,
scheduled for completion this fall.

And we start it by remembering that
CU Companies, one of the largest insurance
companies operating on a world wide basis,
will continue to dedicate its second century
to serving you better through new ideas,

new products, new plans and techniques,
and a continued willingness to listen.
Call us. By our new name.

Commercial

us that many things motivate
employes more than money," he
told the workshop; safety and se-
curity rank second only to man's
physiological requirements in the
hierarchy of needs. The second
factor, the idealism of youth, has

ASIM Conference
Report

been, he believes, even more im-
portant in changing "our concern
with the very quality of life it-
self.” And now that OSHA has
been in effect for a year, he not-
ed wryly to the audience, "all of
a sudden we find there is plenty
of money available for safety-
millions of dollars, in fact. This
law has real teeth in it, as we all

know by now, and no employer
can afford to disregard it."

Of course, said Mr. Fraser,
there is no reason why a progres-
sive attitude toward safety would
Nnot or should Nnot result in in-
creased financial profits; in fact
it usually will. "However," he
nudged the ASIM members, "the
primary reason must be because
of our concern for our fellow
human beings and out of respect
for human dignity.”

New awareness of safety natu-
rally leads to new concepts in
providing safety services and
Gordon Lemke, vp of safety and
health services at Employer's In-
surance of Wausau, explained
what his company is doing.

SAFETY consulting is not new
to the company, he said, but one
of the most important things from

Union Companies

110 Milk Street, Boston, Massachusetts 02107
Starting a Second Century of Service

-9

its inception has been that the
service organization needs "to
know your company's business.”
Employer's uses a safety check
list when it "Taudits™ a client's
business, the objective of which
is to help the policyholder help
himself in establishing perma-
nent goals for work safety and
loss control priorities. The check
list includes these points:

- Management responsibility-
"Do they know what they want?"
- Control of safe working con-
ditions.

- Personnel protection.

- Record keeping and analysis of
data. (This is one area in which
Mr. Lemke believes OSHA is
weak.)

- Loss potentials.

From these checks a loss con-
trol guide is compiled for the
customer. Employer's service is
computerized and the informa-
tion is constantly updated, he ex-
plained, so that their own and
the client's performance can be
reviewed and improved.

The service is available to
those who do not have their cov-
erage with the insurer, he added,
on a fee basis.

ONCE SAFETY and health
standards are determined they
must be successfully applied to the
occupational environment and
James Schumaker, plant opera-
tions manager-safety for American
Telephone and Telegraph Co., told
the workshop that his company
has found that education of em-
ployes is the key link in safety

improvement.
VWhen it comes to retention of

safety training, he said, the class-
room method does not work.
AT&T has moved toward a new
approach, which he described as
"show-and-tell, hands-on, kinder-
garten-type stuff." A Red Cross
multi-media first aid course that
relies on employe demonstra-
tions, films, workbooks and prac-
tice is now being used to train
18,000 Canadian employes, he
said; and an advanced driver
training course that requires no
written or oral test but, instead,
changes driver's reactions to

stimuli, is also being effected.
This kind of training, he em-
Continued on page 44

We
Service
wnal we

DU¥.

Periodically, we'll review your in-
surance program to keep your
coverage current with changing con-
ditions. And in time of loss, we'll
help you get a quick, equitable
settlement. After we buy insurance
for you, we work even harder. Call
The Man From Latham-Stevens and
get service from an insurance

professional.
Latnam-Stevens

Comlany

HARRISBURG, PA. 17110
PHONE: (717) 232-6661

Buyers of Insurance for Commerce,

Industry and The Family
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Kansas City Star,

we want your insurance business.

As a leader in Kansas City's $3.2 billion growth boom,

The Star is typical of the outstanding clients we now

serve in our hometown.

RB.pNES INSURANCE

N.Y. to L.A.

27670-1

and strong in the middle, too.

IMPORTANT BOOKS FOR
YOUR INSURANCE LIBRARY!

An assortment ranging from the bright side to the business side,
all important additions to the collection of an insurance professional:

NO-FAULT INSURANCE

by Willis Park Rokes
A complete and impartial
analysis of this controver-

sial concept, telling what
it is and what it does...

the most comprehensive
and easily read reference
book on the market today.

416 pp., hardbound $12.50

2 MASS MERCHANDISING

OF AUTOMOBILE

INSURANCE

by Bernard Webb
A complete guide, includ-
ing history, explanation of
plans offered, list of com-
panies, advantages and

disadvantages to custom-
ers and much more.

309 pp., sonbound $10.00

INSURANCE ISA

FUNNY BUSINESS!
compiled by Hashmi
and Nordhaus

Al lavish collection of in-
surance-oriented humor...

hundreds of jokes, car-
toons and anecdotes re-

lating to every phase of in-
surance. Full-color cover.

139 pp., hardbound $9.95

INS}JNRDAugF[{EGé(égNCY PURCHASES

by Robert M. Morrison and David A. Bakst

The nation's largest-selling book on the
subject, including a thorough review of all
factors such as tax consideration, agency
value, etc.

215 pp., hardbound .............. $14.95

INSURANCE SALESEASE

by Jim Adams

The only book on -he
"how to's"” of sellin j
proper-y and casualty r-
surance, with hundreds of
tested methods of sell i-,2
...the "Bible" of propely
and casualty selling.

174 pp, hardbound $885

INSURANCE AGENCY

ADVERTISING AND
PUBLIC RELATIONS
by George Nordhais
Chocklull of useful adver-

tising and public relati=ns
ideas. .tells how to tic-

get, select ad media, c O-
ordinate promotions, etc.

238 pp., hardbound $4.95

INSURORS PRESS, Dept. TB-1 « P.O. Box 1430 * Santa Monica, California 90406

Please send me the important books listed below:

E Check enclosed.

Name

Firm

AMMN

City

=

Pleas€ bill us, plus $1.CO postage and handling.
(Ca ifornia residents please add 5% sales tax.)

7lp

All books will be sent regular Fourth Class Book Rate and will arrive in approximately four weeks. if faster service
(Air Mail or UPS Blue Label) is desired, add $1.00 for increased postage charges.

rT'Y o receive literature listed in Info for Buyers write
1 directly to the name and address accompanying each
item, mentioning that you saw the offering in Business

Insurance. Readers are welcome to submit items for

possible inclusion in the column. A sample of your
literature should be sent to Info for Buyers, Business
Insurance, 740 Rush St., Chicago, Ill. 60611.

* The 1972 edition of Analysis
of Workmen's Compensation Laws
has been released by the United
States. The 48-page book details
workmen's compensation laws in
the 50 states, District of Columbia,
Guam, Puerto Rico and Canada,
and outlines legislative changes
and judicial and administrative
interpretations of the laws through
1971. Copies are $1.50 and can be
obtained from the Chamber of
Commerce of the United States,
1615 H St., N.W., Washington,
D.C. 20006. Quantity rates are

available.

< Insurance Co. of North Amer-
ica has published its ninth edi-
tion of Ports of the World, which
describes port conditions, facili-
ties and cargo loss control
methods at 174 world ports. Cop-
ies of the 70-page book are avail-
able by writing Communications
Services, Insurance Co. of North
America, 8th floor, 1600 Arch St.,
Philadelphia, Pa. 19101.

* The publication and education
division of American Appraisal
Co. Inc. has made available its
Commercial Building Cost Guide,
including instructions, cost esti-
mating forms and simplified cost
tables. For price information, in-
cluding bulk rates, write the
company at 525 E. Michigan St.,
Milwaukee, Wis. 53201.

. Family Financial Planning
with Mutual Funds, a booklet ex-
plaining in everyday language
what mutual funds are and how
they fit into a family's financial
program, has been made avail-
able by Fund/Aids Inc. The bro-
chure includes information on
dollar-cost averaging, the mubial
fund prospectus, investment plans
and a checklist for buyers. Sample
copies are available for 25¢. For
further information and quantity
prices write the company at 1007
Fifth Ave., San Diego, Cal. 92101.

. The Legal Liability of Owners
and Operators of General Avia-
tion Aircraft is a summary of the
law from United States Aircraft
Insurance Group. The booklet
covers increasing activity and
hazards, extent of liability, de-
gree of care, collisions, proximate
cause, statuatory provisions and
vicarious liability. To order, write
USAIG at 110 William St., New
York, N.Y. 10038.

» Security for Business and In-
dustry is a comprehensive 300-
page book detailing how to pre-
vent losses due to burglary, em-
ploye theft, embezzlement, van-
dalism and fire. Written by
Charles F. Hemphill Jr., the book
is applicable to firms of all sizes.
For price information write the
publisher, Dow Jones-Irwin Inc.,
1818 Ridge Rd., Homewood, lll.
60430.

= A revised third edition of In-
surance for Contractors is avail-
able from Fred. S. James & Co.,
1 N. LaSalle St., Chicago, lll.
60602 at $3 per copy. The 109-
page booklet is of wide interest
to general, prime and sub-con-
tractors, owners, architects, engi-
neers and those charged with
properly insuring contract speci-
fication. A wide variety of topics

is discussed, including hold-harm-
less clauses, directors' and offi-
cers' liability, protective liability
and employe benefit liability.
Quantity prices are available from
the company upon request.

- A 35-page monograph on the
problem of professional liability
for insurance agents and brokers
has been published by the De-
fense Research Institute of Mil-
waukee. Written by attorney Jo-
seph R. O'Connor, associate
counsel for the State Farm In-
surance Co., the publication ana-
lyzes the nature of liability and
the responsibilities of practition-
ers in the field and examines the
defenses and the insurance pro-
tection available to an agent or
broker. Copies of Liability of In-
surance Agents and Brokers may
be obtained by non-members of
DRI for a handling fee of $2.00
each, prepaid, from the institute,
1212 W. Wisconsin Ave., Mil-
waukee, Wis.

» Guide to Property Conserva-
tion, a booklet produced by the
engineering staff of the combined
property department of Kemper
Insuranceis available free to
Business Insurance readers. The
pamphlet is applicable to almost
any plant situation and covers
such topics as plant security, cut-
ting and welding regulations,
problems of expansion, what hap-
pens when a loss occurs and what
to do in case of disaster. Copies
are available by writing the ad-
vertising and public relations de-
partment, Kemper Insurance, Long
Grove, Ill. 60049.

- Alexander & Alexander has
released a revised edition of its
brochure, Notes on Old Age Ben-
efits Under Social Security, based
on 1971 amendments. The pam-
phlet contains notes and tables
for calculating maximum prima-
ry old age Social Security bene-
fits at retirement for ages 55 to
70. Single copies are available to
Business Insurance readers by
writing the Consulting Actuarial
Division, Alexander & Alexan-
den 2 N. Riverside Plaza, Chica-
go, lll. 60606.

. The Investment of the 70's, a
booklet composed of various re-
ports on the projected growth of
the insurance industry as well as
the potential of insurance stocks
and the stocks of insurance-ori-
ented holding companies, has
been published by Span Publica-
tions. The life and fire and lia-
bility industries are reviewed in
reports by: Merrill Lynch, Pierce,
Fenner and Smith Inc.; Standard
& Poor's Corp.; Moody's Invest-
ment Service; First Boston Corp.;
A. M. Best Company and insur-
ance stock specialist Arthur Mil-
ton. Copies are $1, less in quanti-
ty. For information write Span
Publications. P.O. Box 3857 G. S.,
Springfield, Mo. 65804.

= The Mission Equities Insur-
ance Group has made available
Mission for the Seventies, a bro-
chure describing the company's
corporate set-up, coverages, of-
fices and officers with an intro-
duction by Mission's president.



Copies of the book are available
tromm David L. Arrillaga, Adver-
tising Manager, P.O. Box 60004,
Los Angeles, Cal. 90060.

. The Balance Sheet Approach
to Catastrophe Protection for
Banks is the topic of an address
delivered by Bernard J. Daenzer,
CPCU, before the annual meeting
if the National Assn. of Insur-
ance Agents. The speech suggests
a synopsis of all bank exposures
and methods of safeguarding
against catastrophic loss. Reprints
are available without charge by
writing Wohlreich & Anderson
Ltd., 55 John St., New York, N.Y.
10038.

» The provisions of the 1966 com-
prehensive general liability pro-
gram and proposed changes have
been compared and analyzed in a
booklet recently published by the
Society of Chartered Property &
Casualty Underwriters. The book-
Let includes a short historical note
and a summary of the changes and
their possible implications. Cop-
les are available from the Society
xf CPCU at $1.75 for members
and $2.75 for non-members. Bulk
Sliscounts are available. For cop-
Les or more information write
CGL Changes, Society of CPCU,
P.O. Box 566, Media, Pa. 19063.

- The American Society of In-
surance Management has pub-
lished a cumulative index of its
publication, Risk Management,
formerly The National Insurance
Buyer. Authored by Tom C. Al-
Len and Richard M. Dupall of the
University of Tennessee, the
book indexes by subject and au-
thor all articles appearing in ei-
ther publication from March,
1954, to October, 1971. The 103-
page, loose-leaf index is available
from ASIM, 500 Fifth Ave., New
York, N.Y. 10036 for $10. Re-
prints of individual articles may
be obtained from ASIM for $2.

- A Survey of Communications
Practices in 19 Major U.S. Banks
has been made available by
Towers, Perrin, Forster & Crosby
free to Business Insurance read-
ers by writing Joseph A. Banik,
Towers, Perrin, Forster & Crosby,
3 Penn Center, Philadelphia, Pa.
19102. The survey covers, in depth,
the goals, attitudes and practices
of banks throughout the country
in terms of internal employe com-

munications.

- The significance to manage-
ment of group auto insurance as
an employe benefit is explained,
in a new report entitted Automo-
bile Insurance on the Payroll De-
duction Plan. The report was
prepared for insurance execu-
tives, risk managers and benefit
plan administrators. Price infor-
mation is available by writing
Haig G. Neville, Haig G. Neville
Associates, One Northland Plaza,
Southfield, Mich. 48075.

- 501(c) (9Q) Trusts: A Way to
Reduce Employee Benefit Costs
discusses the use of an Internal
Revenue Code section 501(c) (9)
trust to finance employe benefits
as a possible new approach to
reducing the cost of employe
ibenefit programs. Prepared by
George B. Buck Consulting Actu-
aries Inc., the item is available
from George B. Buck Consulting
Actuaries Inc., 2 Pennsylvania
Plaza, New York, N.Y. 10001.

- Problems of a Foreign Rein-
surer in the United States and
Canada, a speech made by Dr.
Gottfried Berger, president of the

Cologne Life Reinsurance Co., at
an American Life Convention
medical section meeting and re-
printed from the International
Insurance Monitor, is available
from the Cologne Life Reinsur-
ance Co., P.O. Box 300, Stam-
ford, Conn. 06904.

Seminar members debate liability
methods for international trade

TORONTO, Ont.-A decision
this summer probably will deter-
mine whether simplified docu-
ments developed for internation-
al trade will embody the Canadi-
an idea of one-party liability in
intermodal transport, or the split
liability promoted by European
land carriers and insurers, mem-
bers attending the Canports Sem-
inars here were told.

Bernard Wheble, a director of
British freight forwarders Brown,
Shipley and Co. Ltd. of London,
explained the European view in-
cluded in the "Rome draft” of the
rules that have been prepared for
international adoption. He said
the real question is not whether

the split-liability method is best,

but "do we go ahead to meet the
commercial need for a liability
system, or do we wait and take
the chance that absolute chaos
Will result?”

Mr. Wheble said that while
most international trade docu-
ments are still handwritten, this
is the electronic age, and if adop-
tion of an international conven-
tion is delayed, there is a danger
that individual countries and
companies will go ahead with
computer-based methods of their
own that will be hard to change.

DAVID AGNUS, a Montreal
lawyer, opposed the immediate
adoption of the Rome rules as
an interim base, noting that the
Hague rules that govern the lia-

bilities of ocean carriers were the
result of 15 years of discussion,
but still have areas of conflict.

As for improving the Rome
draft after adoption, he cited as
an example amendments proposed
for the Hague rules in 1968 that
are still not adopted by any sig-
nificant number of the world's
trading countries.

The problem arose with the
advent of shipping large volumes
of international trade in contain-
ers. On the journey from the
manufacturer's plant to the con-
signee'p warehouse, the contain-
ers pass through a number of
hands-from the trucker, the
railroad and the terminal compa-

ny to the ocean carrier on both
sides of the water.

Introducing STAG.
The shape-it-any-way-you-want-it
retirement plan.
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In handling the contaihers, the
tendency is for one party to
quote door-to-door rates and for
that party, often the ocean car-

rier, to assume responsibility.

HOWEVER, Mr. Agnus noted
that legislation, based on the old-
er methods of transport, has not
caught up with this concept and
the result, both nationally and in-
ternationally, is a tangle of con-
flicting, outdated rules based on
split responsibility.

In Canada, these should be re-
viewed immediately, he suggest-
ed. Interprovincial- trucking, with
10 sets of regulations, is one ex-
ample.

Mr. Wheble acknowledged that
the Canadian idea of uniform or
blanket liability "makes a lot- of
sense"” and may be the ideal, but
the draft convention, based on
making each carrier liable for
damage occurring in his section

of the journey, recognizes "the
commercial facts of life.” m

At last there's a reti rement plan that makes sense for a

company like yours. Because at last there's a plan that you can
shape to the very individual problems-and benefits- of your

company and your employees.
STAG (Savings, Term And Growth) gives you a bundle of

options to work out the whole thing however it's best for you.

* A reti rement plan.

» A protected savings plan.

A profit-sharing plan.

 Lump sum payments.

Annuities.

innovation of our own - The Estate Bui/der Option.

pension or profit-sharing plan.

keeping chores.

And in addition to these standard options we offer an

STAG is new. It's low cost and can helpyou save on taxes.
You can even use it to supplement an already existing

We do all the record keeping, so you have fewer book-

And of course, you benefit from The Hartford's own pro-

fessional experience and success in pension plan investment

management.

to your business...The Hartford can help.

Insurance by Y
THE HARTFORD31!'L

Yes, lamdnterested and wish-todaae more information on:

Please forward information to:

Name

Addreg

City

7ip

Richard G. Hight, Group Sales Dept.

Hartford Life Insurance Company

Hartford Plaza, Hartford, Conn. 061

If you're looking fora plan flexibleenough to reallyshape
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following the funds

Socially desirable investments held
by some to be'the only game in town'

By TERESA NORTON

MONTREAL--Two speakers at
the annual meeting of the Amer-
ican Society of Insurance Man-
agement here fearlessly laid their
cards on the employe benefits ta-
ble and tried to establish some
rules for what they believe will
soon be the only game in town.

The name of the game is so-
cially desirable investments and
Dempsey Travis, president of
Sivert Mortgage Corp. in Chica-
go, and Daniel Martin, senior

partner, MeKenzie, Cabell, Mar-
tin and Greene, were talking to
corporate benefits administrators
because such executives have
some control over pension fund
investment. And they were at the
podium because, in the words of
the program co-chairman, Don
Currie, "A relative question asked
in time can lead to a profitable
re:ponse.”

"There is a social input that
has to be made by corporations,”
said Mr. Travis, whose company
has invested in $250 million of

These were the words a professional man used to
describe a harrowing experience-the recent kid-
napping and ransoming of his son. But "Hell"

commercial office buildings and
housing in Chicago. "P ension
funds have a social responsibil-
ity,” he told ASIM members, but
he made it eminently clear that
he is a firm believer in the "capi-
talist game” and that his idea of
social responsibility is to invest
pension funds in projects that will
make a profit for those they were
instituted to benefit and, simul-
taneously, improve the health of
society in general.

Mr. Travis spoke parzicularly

of the needs of the black corn-

MANAGEMEN

b' v I'SI Y IRAVIS DRJOHN MARLIN [KNIEL Mill O

A par:el d scussion of socially desirable investments ot the American
Ecciety cf Insurance Management annual conference -aised important
questionE about tie evolution of social investment standards.

m.Inity k America and the ripe-
ness of tte area for good returns
cr pension fund investments. He
repeatedly stressed the fact that
he zonsiiers himself a business-
man, not a socialist, and that his
six-:1igur€ annual income attests

the means, it could represent a ' ifetime of hard
work and sacrifice down the drain. GONE!

Extortion attempts are increasng. We at Leo B.

might be putting it mildly. Ever thought it could
happen to you, your neighbors, your friends? Imag-
ine, for example, your daughter abducted while at
a summer camp, your grandson whisked away from
his friendly school bus stop, or your wife vanishing
into thin air while on a shopping tour. It could
happen.

And the ransom? Maybe the asking price in
"small denominations” is $100,000 - $250,000
-$500,000. How would you raise it? Whatever

Menner & Co. have perfected an l.nusual Kidnati/
Ransom insurance to cover everything from banks
and financial institutions to a wide range 04 busi-
ness enterprises. There are many -mportenl options
and extensions with high limits. Premiums range
from $250 to $25,000. If you want a higrly salable,
imaginative coverage for your business prospects
and clients, try Kidnap/Ransom insurance. It ties
in with other important forms of protecion. Write
today for applications, policy forms and business-
building literature.

LEO B MENNER & COMPANY,INC.

(LEO 8. MENNERIN WISCONSIN.ING.)

(LEO B.MENNER INKENTUCKY, INC.)

REINSURANCE-E XCESSANDSURPLUS LLIN ES

e — 2O b =UE,&S— h

Exceptional Fire Vand Casualty Facilities for Agonts and Brokers

Hartford Building - 100 S. Wacker Drive - Chicago 60606 - (312) 782-1636 - Telex 2-5261

- "America's Outstanding nsurance Ma-ket"

to that.

"Investing in a social issue that
loses money is just welfare,” he
said; "l want you to have ‘risk-
les s' investments.” Financially
sound social investments can be
made, he insisted: and criteria for
determining fin ancial stability
can be established.

This, of course, puts the bur-
den on fund investment counse-
lors and Mr. Martin faced the
problem of social responsibility
standards (or lacc of them) head
on.

"Standards are evolving-there
is no sufficient detail yet,” he
said, and mutual funds, institu-
tional investors of all kinds and
individual investors will all play

a part in the evolution.

MR. MARTIN helped to orga-
nize and represented the First
Spectrum Fund, one of the first
new "corporate responsibility”
mutual funds cleared by the Se-
curities and Exchange Commis-
sion. Investment :heory is coming
more and more, he said, to the
belief "that companies which
comply fully wi-.h their legisla-
tive and adminis:rative responsi-
bilities in areas of corporate so-
cial concern can at the same time
be financially profitable and a
sound investmen: selection-ap-
ital growth can be achieved
through investment in companies
which contrfbute to the enhance-
ment of the quality of life.”

Law is one of the tools that can
be used to prom ite standards of
social responsibility, he said, "but
law usually dev 3lops only after
society recognizes and approves
a practice that should be codified
or a need that should be satis-
fied. The protecton, preservation
and encouragement of business
corporations thas demonstrate a
broad sense of 'c xporate respon-
sibility’ can becime one of the
aims of law.”

Benefits men in the audience
expressed concern that share
prices could respond not only fa-
vorably but alsc unfavorably to
the pressures of socially respons-
ible investment-that is, lack of
investment in a company could
put a stigma on -t that would not
only force its stock price down but
could close dowr a company and
cause economic loss to a commun-
ity.

John Marlin, assistant profes-
sor of economics and finance at
Baruch College of the City Uni-
versity of New York, and moder-
ator of the meeting, responded to
this fear by saying, "The respon-
sibility of today is the law of
tomorrow.” He encouraged ASIM
members to invest in responsible
companies rather than those that
may be forced into tragedies by
having to pay for their social
mistakes of the past.

ANOTHER ramification of the
investment problm Nas added to
the picture by Gordon Rice,
manager of benefit planning and
personnel research in Nabisco
Inc.'s corporate personnel rela-

Coninued on page 48



All you need
is three employees
to qualify

your business
for low- cost
group insurance . . .

Three butchers, three bakers or three can-
dlestick makers will do. Barbershops. florist
shops. bookstores, jewelers, or most any retail /
service business with at least three employees
can qualify for Group Life, AD&D, and Major
Medical through a multiple employer trust.
Three types of coverage, three total protection
amounts available; the same low rates and flex-

ible terms you'd normally expect only for a
larger employvee group.

Bankers’ MET plan will help a small busi-
ness compete for topnotch personnel and set
employee morale sailing.

Bankers’ MET plan is all you need for a
successful launch, so give us a call or write
today.

Leaders in Insurance for Better Living,

CONTACT YOUR NEAREST BANKERS GENERAL AGENT OR WRITE:

Bankers Security Life Insurance Society, Executive Office, 1701 Pennsylvania Avenue, N.W., Washington, D.C., 20006 = Home Office: New York
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Raymond Cox, Cleft) a man who has been active in the American Society
of lisurcnce Management since 1950, receives -he society's highest

McGowan ...

Continued from page 1

devote additional time to his ex-
tra-curricular interests including
Boy Scout work and the Skokie
American Legion post.

Mr. MeGowan, who served 23
months as an infantryman in the
Pacific during World War Il, is a
past cony-ander of the Skokie
post, spondors of the former na-
tional champion 4rum and bugle
corps, the Skokie Indians.

It's understandable that Bob
MeGowan placed a premium on
the opportunity to work for
Rand-MeNally in his home town.
Mr. MeGowan was-and remains
-a neighborhood type, born in
Chicago, educated there and ded-
icated to his family and local

friends.

northwest side.. His father died
when he was six and his sister
was nine, leaving Mrs. McGowan
with responsibility for keeping
the family together by selling "a
bread and a milk" to the neigh-

bornood youngsters who came
into the little store.

THE MOTHER of the new
ASIM president is still active and
living with Bob's sister in Ne-
vada City, Cal.

Holores and Bob MeGowan
continue to live in Skokie, though
their twin 22-year-old sons, Pa-
trick and Michael, are on their
own in radio and television work
in Houston and St. Louis. Their
20-year-old daughter, Mary Mar-
tha, a junior at Loyola Universi-
tv, will soon enter ni-"sing school.

"When Patrick and Michael

were born,” Bob MeGowan re-

Mr. McGowan began his busi- lates, "they put a message on the

hcror-the President's Award-from.retiring ASIM President Doug as A. ness experience as a helper in a :eletype at my company that
Bc rlow. 'Ar. Cox, corporate insurance manager of Zi-y Stores Co., New Mom & Daughter & Son grocery  said: We've got a new Pat and

York, oversees ASIM daily f iancial transactions.

store on Chic- «'s working-class Mike story in the home office.” -

Michigan Mutual

serves your
business insurance

Nneeds from
twenty-five >.*
metropolitan f

centers.

Michigan Mutual is able and ready to serve your company's The
business insurance needs, almost anywhere.

Staffing our network of regional and branch offices . .

is a team of experienced business insurance profes- pOIICy behlnd
sionals-safetyconsultants,underwritersandadjusters our pO“C'eS
-well qualified to provide the answers and seryic

you need. We are licensed to do business in 50 states makes the
and have service facilities throughout the country.

want lo be the best in business insurance: Meeting your dlfference
requirements with local service is part of that special policy.

Michigan Mutual
Insurance Group

Michigan Mutual Liability Company
Associated General Insurance Company
Hone Office: Mutual Building « Detroit, Michigan 48226

Recional Offices: Detroit, Grand Rapids, Indianapolis,
New York, St. Louis, St. Petersburg

McGowans

ASIM plan

MONTREAL-Bob McGowan
is not hesitant to tell how. he
plans to run the American Socie-
ty of Insurance Managennent
during 1972-1973. "l plan to run
it well," he says with character-
istic confidence.

Expanding on that flat state-
ment, Mr. McGowan, who suc-
ceeded Douglas Barlow as ASIM
president during , the ASIM risk
management conforence here,
says that his two chief objec-
tives are broad education for risk
managers and long-range plan-
ning for the society.

"We intend during this year to
get an educational program orga-
nized by encouraging chapters to
develop programs and select
speakers to help risk managers
know their jobs' better," he said
in an interview with Business In-

suranee.

"WE HAVE budgeted for a
director of educational services
to serve on our headquarters
staff in New York, and this staff
assistance should do much to for-
ward the 10-year educational
plan developed so well by E. W.
Altstaetter Il, our vp-education."”

Mr. MeGowan added that part
of the ASIM educational program
will be directed at informing risk
managers of legislative issues
that affect the profession and the
meaning of these legislative is-
sues to the corporate membership
of ASIM.

"Another key part of our broad
educational program,” he contin-
ued, "will be to develop commu-
nication channels with top man-
agement to help them to better
understand the risk management
function and its impact on the
financial security of our compa-
nies."

Mr. MeGowan emphasized that
the educational program requires
funds to be successful, and he
also said that it must be evaluat-
ed regularly to determine wheth-
er it is meeting the "marking
posts” set up by Mr. Altstaetter
last year.

CONCERNING long-range
planning for ASIM, Mr. Mc-
Gowan said that he believes that
a business or voluntary associa-
tion must know where it's going
and how it plans to get there.

"We plan to hold working con-
ferences of ASIM officers and
directors to discuss openly and
in-depth our plans for future risk
management conferences, staff-
ing of the society office, member-
ship growth and a wide range of
plans for keeping ASIM on the
move," Mr. MeGowan asserted.

He said that an example of
long-range planning subjects is
the matter of how to arrange risk
management conferences to ac-
commodate burgeoning ASIM
membership and the interest the
members have evinced in em-
ploye benefits and nitty-gritty
discussion sessions on industry-
by-industry risk management
problems.

"Maybe," he mused, "we'll
want to sponsor industry sessions
at different times of the year in
various cities."”

The new society president em-
phasized that the industry session
proposal is just one idea that has
been suggested by ASIM direc-
tors.

"l believe that Iong-range
planning requires a willingness
to take a fresh look at a lot of
things,” he added, "and it re-
quires also that we look carefully
at all responsible suggestions that

would stimulate the growth of
ASIM."
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Risk men not satisfied with outside services

By PATRICK THOMAS

MONTREAL-Though he may
have looked too small to recog-
nize to some people in the back
of the huge ballroom, Frank X.
McCahill
like

nonetheless sounded

someone filled with the

righteous indignation of those
who have been wronged most
foully.

Mr. McCahill was the lead
speaker as the ASIM general ses-
sions got underway in the Queen
Elizabeth Hotel here. His subject
was "Purchased Services-Is the
Risk Manager Satisfied?" His an-
swer was a rather well-put "No."

He set the tone for his speech
as he referred to some of those
with whom he, and the other risk
men present, must deal. "There
are brokers and there are bro-
kers," he said. "There are risk
managers and there are risk
managers. There are consultants
and there are consultants. And
there are underwriters and there
The audience

are bankers."

laughed knowingly.

MR. McCAHILL, director of

insurance and safety for the
Bristol-Myers Co., pointed out
that underwriter and broker serv-
ices fell under four maj or areas
of risk management concern: the
prevention of injury to company
personnel; the prevention of
damage to corporate property;
the prevention of any situation
that causes the company to be-
come legally liable; and the es-
tablishment of the best programs
to take care of the trouble if one
of the first three breaks down.

"The broker must meet all the
needs of the assured,” Mr. Mc-
Cahill stated. He then noted that
the risk manager had room for
doubt in his mind if the only way
he could tell his broker from his
underwriter was if they wore
name tags.

He felt that many of the prac-
tices used by brokers should ac-
tually be called disservices. As
examples, he used the fact that
many times a deal is closed by
the broker's "first team,” which
then disappears. After the deal is
closed, the risk manager often
has to deal with people who are
unfamiliar to him.

ANOTHER COMPLAINT he
registered was irritation suffered
when the risk manager supplies
the necessary underwriting in-
formation to the broker three
months in advance of policy re-
newal time and gets a quote from
the broker a grand total of two
days before the renewal date.

"The risk manager values serv-
ices of a broker today to the
xtent that they are aimed at
jetterment of the risk manager's
entire function-not services
aimed at merely a segment of
that function,” Mr. McCahill said.

"The model broker has an en-
gineering department that initi-
ates recommendations for loss-
free operations," he continued,
"it is not confined to translating
the underwriters' recommenda-
tions. It has a claims department
that has the objective of collect-
ing the loss, not negotiating a
compromise. It has a legal de-
partment interested as much in
drafting insurance coverages as
in interpreting them. It has an
underwriting department that
accrues and formulates the infor-
mation that is to be presented to
the prospective insurer; it does
not see its function as confined to
the role of a conduit.”

He then turned his attentions
to underwriters.

Noting that some of the prac-
tices employed by underwriters
did much to weaken the position of

the risk manager within his own
company, Mr. McCahill stated,
"The muscle of the risk manager
is weakened when a new recom-
mendation or two appears for the
first time on a report covering a
plant where conditions have not
changed for a dozen years. A risk
manager can appreciate the eager-
ness of a new insurance inspector
with' his fresh approach but the
personnel in the corporation who
receive the list of recommenda-
tions most often do have an al-
together different outlook.

"It is not a comfortable feeling
for a risk manager to exert his
all to guarantee that his insurers
will be in on the new construe-
tion from the moment the first line
is drawn on the plans up to the
moment when the key turns in
the lock and manufacturing be-
gins. And,"” he added, "to find on

the first set of recommendations
covering the completed plant an
item that should have been in-
cluded in the planning stage, es-
pecially if that item just happens
to add a couple of hundred thou-
sand dollars to the budget.”

ASIM Conference
Report

While he acknowledged that
insurance companies should not
become the victims of adverse
selection, he felt that reciprocity
should not be limited to the risk
manager doing everything for the
insurer.

"That reciprocity has dimin-
ished of late,"” he charged, "to the
point that a schedule of 30 or 40
highly protected risks does not

deter some underwriters from
demanding prohibitive premiums
for, or relief altogether from, the
three or four plants in the sched-
ule that are substandard.”

HE THINKS that risk manag-
ers were not really asking too
much of their insurers when they
express a desire to be in on revo-
lutionary policy changes. Refer-
ring to the changes in compre-
hensive general liability policies
a few years ago, he asked, "Is it
reaching too far to suppose that
if the same completed CGL pack-
age had been reached after con-
sultation with risk managers that
the acceptance would have been
more graceful?”

Mr. Mc6ahill admitted that
risk managers should do their
part to make sure their rieeds are
met. "It can't be any secret that

Let Self Insurance
unlock your capital ...

and put it to work.
The Hewitt, Coleman way !

In the next thirty seconds, you're going to discover how our

Premium Retention Plan can make a tidal wave in your

cash flow.

the completeness and quality of
service largely are dependent on
the completeness and quality of
the information describing the
need,” he said. "The engineer
does not call up the equipment
company and say, 'Give me some
stuff for a bridge.' The risk man-
ager does not call up the broker
and say, 'Give me three quotes
on a crime policy: "

He asked that his audience co-
operate with the brokers and in-
surers by letting them know such
things as financial information
and corporate contracts because
a good job could not be done
unless the need is fully under-
stood.

"Today," he concluded, "the
risk manager is rare who wants
to depend upon one direction
finder. Most of us are too much
aware of our limitations.” m

Our plan has produced dramatic savings for employers -'.
throughout the nation with reinsured self insurance for

Workmen's Compensation.

But why stop there? Now, Health Care Bendits and your
General Liability costs can produce the same

cash flow savings ! Here's how it

works...

With our Premium Retention

Plan, you retain in your work-

ing capital 75 to 90% of your

present annual premium costs.

Instant Money." And suddenly 1

your cash picture looks a lot
brighter. Still interested? Read , .

<.

Any part of the balance not ex-

pended for claims is retained as savings

and profits. Your savings. Your profits.

But the benefits don't stop there. Keep reading.

With our Premium Retention Plan, you're as-

sured of better loss control and more effective claims

PT#

handling-plus a dramatic reduction in your overall costs.

With the profit squeeze getting tighter, isn't it time you
unlocked your capital and put it back to worki) Think about it.
Then when you're ready, just say the word, and we'll hand

over the keys.

If you want to make waves with your cash
flow, just call collect ...

o4

HEWITT, COLEMAN & Associates, Inc. -
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Greenville, S. C.
803/2424350
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Orlando, Fla.
305/425-8912

William D. Alcott, Vice President
18301 Eight Mile Rd.
East Detroit, Mich.
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Kansas City Royals,
we want your insurance business.

As a leader in Kansas City's $3.2 billion growth boom,
the Royals are typical of the outstanding clients we now

serve in our hometown.

R.B. JONES INSURANCE

N.Y. to LA.

and strong in the middle, too.
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Bank' s risk woman wins

communications prize

MONTREAL-A bank insur-
ance administrator from Seattle,
Mrs. Mabel Weiss, won the Amer-
ican Society of Insurance Man-
agement's third annual communi-
cations competition.

Mrs. Weiss, who heads the in-
surance department at Seattle
First National Bank, the city's
largest and the 24th largest com-
mercial bank in the country, won
the award from among more
than a dozen ASIM members.

Entrants in the competition
were invited to submit a commu-
nications device used to effec-
tively transmit to their top man-
agement the risk management
function in the company. Mrs.
Weiss' entry was a report on the
bank's entire insurance program

(exclusive of employe benefits)
she submitted last fall to Seattle
First National's top management.

"Essentially," Mrs. Weiss said,
"l inventoried all risks to which
the bank was subject, reviewed

the way these were being han-
dled at the time and made rec-

ASIM Conference
Report

ommendations for future
changes." The report took her
about two months to complete
and was one of her first tasks
after joining the bank last year.
Formerly she had been an ac-
countant, although she has been
an insurance agent and has
worked in insurance offices
throughout most of her career.
Second prize in the contest went
to Frank Eaton, insurance man-
ager of Rinker Materials Corp.,
West Palm Beach, Fla. Third prize
was taken by Thornas Jones of
Wyle Laboratories, El Segundo,
Cal. The three prizes brought cash
awards of $150, $100, and $50. -

Investment
policy move

at Yale

NEwWwW HAVEN,
University has announced plans to
become actively involved in policy
decisions regarding non-financial

Conn.-Yale

matters in companies in which it
owns stock and has voting power.
It is a move that some pension
funds are considering or will soon
have to consider.

The university, which has an
endowment fund containing as-
sets of about $500 million, has
taken the position that large in-
stitutional investors must assume
corporate responsibility for ac-
tions that may be harmful to so-
ciety taken by companies in
which they invest.

Formerly voting only on issues
pertaining to financial matters,
the university decided to initiate
its investment policy change fol-
lowing a year-long seminar on
stockholders' corporate responsi-
bility and the subsequent publi-
cation of a book detailing invest-
ment guidelines.

THE BOOK, "The Ethical

Investor,"” is intended to serve as
a guide for a proposed comrnittee
to be appointed by Yale president
Kingman Brewster with respon-
sibility for making recommenda-
tions concerning stock investments
and voting decisions.

The committee will report to
the Yale Corp., composed of the
governing board of trustees,
which has the power to direct
and control the fund's portfolios.

Although the policy change
represents a radical departure
from Yale's neutralist position in
the past, the new activism will
probably not entail the university
initiating stockholder proposals.

According to Yale law professor
John G. Simon, one of the authors
of "The Ethical Investor," the uni-
versity will most likely limit its
involvement to voting on issues
raised by other stockholders.

Yale trustees agreed to initiate
the program on an "experimental
basis” in order to allow the uni-
versity to revise its stance if the
transition should prove too diffi-
-_— — wm = Em m —_
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Remember that kid

| who could never get
""" = ““enough sandlot baseball

W who carried his
T glove with him all year
- and who now is first

baseman in the big leagues?

We're sort of like that.
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We're in the big leagues now.
We've grown from a small around-the-comer insurance firm into a large international

concerrr.

~ We've done it by carrying our glove year round: .
P/y providing the best service in conventional areas such as Commercial Insurance,
arine Insurance and Employee Benefit Consulting.
And by providing creative service in specialized areas such as Loss Probability
Studies, pioneering techniques in Self Insurance Funding and Communication Programs.
Today We carry on business just about everywhere.

Today we're an around-the-corner insurance firm around corners all over the world.
We're Insurance Brokers and Consultants.

We deal in big league insurance.
éng we_bqlé Ve 8 company that's able to do more, in more places, will never

 INGRAV ARMISTEAD, WALLAGE. NG,
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editorial opinions

An interesting sleeper bill

D MPLOYE BENEFITS managers in
-12 New York expressed surprise when
the state assembly passed a measure
that would require private pension
plans to fully vest workers in their
plans at age 45 or after 15 years of em-
ployment. The bill, which would make
these vesting requirements effective in
January of next year, would reduce
the employment period for full vesting
to 10 years in 1976.

Nobody in, the pension industry,
whether they are employe benefits ad-
ministrators or consultants to private
pension plans, should be dismayed that
the New York legislature is acting to
protect the pension rights of workers in
the state. Similar proposals now pend
in Congress, and the sponsor of the
New York measure acknowledged that
his bill is designed to do on the state
level the same thing that Sen. Jacob K.
Javits (R.-N.Y.) is trying to accomplish
on the federal level.

Perhaps there is reason to be sur-
prised about the New York action in
the sense that it is a wonder that states
have not taken action earlier to regu-
late private pension plans. The plans,
which have assets in excess of $130
billion nationwide, constitute the larg-
est amount of unregulated money in
the U.S.

Advocates of state regulation of in-
surance have zealously guarded the
"right" of states to hold sway over
property-liability insurance and life in-
surance. There has been no such move-
ment in the private pension area, a
vacuum that led to the introduction of
reform legislation by Sen. Javits and
others in Congress.

When a question arose about the ac-
tuarial soundness of the barber's union
pension fund, officials of the State of
Wisconsin intervened to check the fund
on behalf of the barbers of that state.
No other state then had a law that
permitted its insurance authorities to
investigate private pension plans de-
spite the enormous amounts of money
involved in the funds and the impor-

tance these funds hold for the future

financial security of plan participants.

Business Insurance commended the ac-
tion of the Wisconsin officials in check-
ing the barbers' pension fund, a fund
so loosely operated that some of its
trustees were later indicted and jailed.

We continue to believe that there is
strong need for state action in the area
of pension fund regulation. Vesting
provisions are key elements in the New
York proposal, but states might also
properly require some combination of
funding, reinsurance, fiduciary respon-
sibility and possibly even portability,
though portability is generally regard-
ed as unpalatable to operators of pri-
vate pension plans because it undercuts
their reason for being.

Despite massive efforts on the gart of
Sen. Javits and Sen. Harrison Williams

(D.-N.J.) to publicize the need for pri-
vate pension regulation, the issue has
not quite caught on with voters and
pension plans participants. One obvious
reason for this is that while unions or-
dinarily wield a heavy sword on behalf
of working people, organized labor in
this instance has been lukewarm to
pension reform plans because nearly
every plan carries within it fiduciary
responsibility requirements that union
leaders do not want. Hence, the power
of the unions has been stayed while
Congress has debated pension reform.

We think the New York pension pro-
posal, whether or not it passes, is an
interesting attempt to exercise state
control over a vital but unregulated
industry.

New strength for ASII M

T HE AN erk'!;é'ﬁf&§Amean§rggometJ

of Insurance Management, just con-
cluded in Montreal, gave fresh evi-
dence of the growing strength of the
society and of the risk management
concept. Instead of listening at lunch-
eon sessions to insurance industry
spokesmen lay down their party line,’
risk managers now hear the likes of
Ralph Nader, world's champion con-
sumer advocate.

Risk managers are clearly coming
into their own within their companies

"and as factors to be reckoned with in

the insurance community. Their grow-
ing importance is demonstrated by the '
numbers of insurance carriers and bro-
kers who now come, more or less with
hats in hand, to attend the risk manage-
ment conference to rneet the kind of
men and women who spend about half
of the nation's insurance premiums.

It is a demonstration of ASIM
strength that the organization sees far
beyond the bounds of property-liability
insurance and now interests itself in
employe benefits and a widening range
of subjects of financial concern to the
nation's corporations. And there is a

gratifying amount of talk among
ASIMers about their responsibility to
help police personal lines insurance as
well as corporate coverages.

One intriguing demonstration of so-
phistication and perhaps affluence
among risk managers is that more than
100 ASIM members took a post-confer-
ence trip to London to learn about risk
management and insurance in Great
Britain.

Robert D. MeGowan, assistant treas-
urer of Rand-MeNally and Co. and new
president of ASIM, is a symbol of the
growing strength of risk managers and
risk management. Mr. MeGowan joined
Rand-McNally as chief accountant and
moved to his present corporate title by
taking on a broad range of corporate
financial responsibilities as the compa-
ny manager of administrative services.

Mr. MeGowan and his associates in
the rmnanagement of ASIM start a new
year from a base of greater strength, a
position risk managers have gained by
being intelligently independent of an
insurance industry that can no longer
ignore the concept of serving their com-
panies thrpugh risk management rather
than by mere insurance buying.

business INnsurance

for buyers of emplove, property and liability protection,

pension investments, financial services
S. R. BERNSTEIN, President
RANCE CRAIN, Editorial Director

G. D. CRAIN, JR., Chairman
ALFRED MALECKI, Publisher

RICHARD C. BJORKLUND, Editor

STEPHEN D. GILKENSON, Eastern Editor
Associates. Chicago-TERESA NORTON, LESLIE MURRAY. New York-PATRICK

Advertising

District managers: New York-CHARLES A, HORVATH, THOMAS J. O'MARA
Chicag-ROBERT L. NIESSE
Los Angeles-DENNIS KOCH

Production manager: Chicago-OHN JAMKA

A. THOMAS, LYNN M LATHAM. Washington-JOHN REVETT. Editorial Assis-

Manager, marketing services: New York-DAVID E. COHEN
Assistants to publisher: New York-RONNIE DRACHMAN

Chicagi-GIGI SIEGEL

tant: Chkag- ANDREA SUCHERMAN. Art Director: JOE FARAC
Col-Tespondents: San Francisco: KENNETH R. MACDONALDé 15- 474 -8532). Min-
neapntis: ROBIN SUHRBIER (612-786-5483). Hartford: ALLEN M. WIDEM'(203-
232-3101). And in al principat cities.

Contributing Editors: ROBERT ABRAHAMSON. insurance manager. Control Data
Corp.. Minneapolis. J. E. BENOIT, J. E. Benoit & Assoc., St. Leonard, Quebec.
DONALD BERRY, vice president, C.B. Lllly{(lnc East Oran dge N. J. WARREN G.
BROCKMEIER, director-western region, risk management dept.. Ebasco Services
Inc., Chicago. HAROLDA CLARK. senior consultant, Peat, Marwick, Mitchell &
Co., Newark, N. J. BION H. FRANCIS, insurance consuitant, Milford. Conn.
JOHN W. GILES, attorney at law, Washington, D. C. JOSEPH GULLO, vice
president of insurance, D. H. Overmyer Co., New York. NORMAN HOFFMAN,
corporate insurance director, National Industries Inc., Louisville, Ky. PAUL C.
JOHNSON, insurance division, U. S. Maritime Administration Washington, D. C
ROBERT J. KAMIN, partner, Gofen & Glossberg Investment Counselors,
Chicago. CHARLES LE:VINSON. director of insurance, United Brands Co., New
York. NED MILLER, vice president, Compensation Planning Corp., New York.
J. P. OLSEN. assistant counsel, Ingersoll-Rand Co, Woodcliff Lake, N. J. HOWARD
L. PECK, partner, Hewitt Assoc., Deerfield, lll. WELIAM H. RODDA, president.
Marine Insurance Handbook Inc., Chicago.

Published by Crain Communications Inc., Chicago. publisher of Advertising Age.
Industrial Marketing, Advertising & Sales Promotion.
M. A. HARTENFELD, executive vice-pTesident: RANCE CRAIN, KEITH CRAIN,
J. J. GRAHAM, J. V. O'GARA. S. E. COHEN, D. J. CLEARY, JR., LOUIS F.
DEMARCO, ALFRED MALECKI, WILLIAM STRONG. utce-presidents. G. R.
CRAIN, secretary and tream,rer. RICHARD M. DAUGHERTY, controtleT.

Cable address: CRAINCOM

Published at 740 Rush St., Chicago 60611 (337-5200). Offices at 630 Third Ave., New
York 10017 (YU 6-5050); National Press Bldg., Washington, D.C 20004 (Re 7-7659);
6404 Wilshire Blvd., Los Angeles 90048 (OL 1-3710). 45 cents a copy, $10 a year
in U.S., Canada and Pan America. Elsewhere $4 a year extra. WIILIAM STRONG,
circulation director. ROGER DIGREGORIO, subscription manager. Four weeks'
notice required for change of address. Address all subscription correspondence

to subscription manager, Business Insurance, 740 Rush Street, Chicago, lIl.
60611.

I —
Mj)er of B!iness Public%mrtmﬂation . .

letters

(This column is a readers' for-
um. Letters are welcome. Address:
Letters to the Editor, Business In-
surance, 740 Rush St.,
1. 60611.)

Chicago,

Survey 'commendable’

To the Editor: Your survey of
the attitude of insurance buyers
toward workmen's compensation
"reform" and subsequent presen-
tation to the national commission
was commendable.

Resistance to improving bene-
fits, coverage and administration
(many people rebel at the word
"reform"”) does not stem from our
large employers, but from the
multitude of small employers.
Significantly, they have more in-
fluence at the grass roots than
the large corporations.

Have you calculated, on the
basis of your survey, what percen-
tage of the total number of em-
ployers in the country your re-
spondents represented?

Has anyone ever made a sur-
vey that Was a true cross-section
of employers-the Mom-and-Pop
businesses, the hammer-and-saw
contractors, the farmers who hire
a few seasonal hands, and so on?
There are many more small em-
ployers than large employers, and
the former are always ignored
whenever a plan is mapped and a
program launched to improve our
social and economic structure.

This is basically the problem
facing us who are working to
improve the state systems of
workmen's compensation. | would
hate to think this can only be ac-
complished by federal edict.

Russell H. Miles

Agency Chairman for Tennessee

to Improve State Workmen's

Compensation, Kingsport, Tenn.

Phase 11 blues

To the Editor: In reading the
article concerning the plight of
major insurance companies under
Phase Il appearing in your
March 27th issue, | sit arnazed at
the near-sightedness of the Price
Commission.

In essence, by allowing such
premium increases based on the
reasons given, the Price Commis-
sion has accomplished two blun-
ders at one time:

By accepting the insurance
companies' prediction of future
increased costs as indicated by
their actuaries, the Commission is
admitting it cannot control the
elements it is supposed to control
-those elements that constitute
.cost".

The insurance company is to-
day the major source of revenue
for hospitals and doctors. Through
their actuarial statistics the carri-
ers are admitting doctors and hos-
pitals will charge more for services
rendered. The increase will be
passed on to the insurance con-
sumer, and the Price Commission
bestows its blessings.

If allowed to continue, how can
the administrators of a national
health plan expect to come to
terms with the medical delivery
system in this country? And they
will have to.

Edward Sanzo

Backs blood drive

To the Editor: Just one small
note that | wish to add regard-
ing your very excellent article
of Apr. 10. On December 1st,
1971, as you mentioned, the Vil-
lage of Skokie put in their blood
assurance plan and of course it
is running very successfully. But

Continued on page 29
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That's 6<commercial umbrella:' In Turkish.

We can also say it in more than twenty other languages.
Because we were the first American group to provide com-
mercial umbrella on a worldwide basis. t'

And now -through the combined, facilities of AlG
domestic companies and American International Under-
writers overseas - we provide this vital coverage in more
than 130 countries and urisdictions. |

doesn't simply mean we write worldwide.

Much more. We'll settle claims worldwide, too. Because our

people are tramed {o understand your ne needs And
hey're given t authority to satisfy t

On the spot. So that you can get fast actlon.

One more thing: When you've been around as 8
long as we have - and worked in so many countries - m-P
you see (and try) just about everything. So you'll probably

f find ustobe a bit more flexible than the next fellow. And
S ready to consider a wide range of special risks.

There's simply no other insurance group in the world
that can assure you of this kind of total, truly /oca/ service.
Which is probably the regson ----—-—-—- ">~~~

A H C f New Y k
these AIG cornpanies h ave | American Interational Lnderwrters GorpoLarion |

Member companies of |

serviced more umbrella business Amerlgap !memau a| GI’OUp
th a n a n yo n e e I Se = Please send me j:Ltr (;c:r(:tpIir:le:tnat:":r‘cm::vre::s:tibi:;ozour worldwide |

commercial umbrella services. 1

Send for our free bro k// _— -
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Appraisals 'essential to good risk management’

Editor’s note: This article pre-
pared by Marshall and Stevens
Inc., Los Angeles, is an answer to
the one published March 27 in
Perspective, written by Risk Man-
agement Consultants Warren, Mc-
Veigh & Associates entitled “‘No
need’ for the accuracy of profes-
stonal property appraisal.”

WELL DESIGNED apprais-
A al is worth every cent it
costs.

This statement is true regard-
less of whether the purpose for
the appraisal is fire insurance,
income taxation, purchase or sale
of a business, purchase or sale of
assets, Medicare reimbursement,
condemnation, estate or gift tax-
ation or many other compelling
reasons for third-party valuation
work.

The this

primary purpose of

article is to clear up any misun-
derstanding that the readers of
Business Insurance might have
as to the value of an appraisal. A
secondary purpose is to clear up
confusion caused by the title of a
recent article appearing in this
column.

THE ARTICLE “ ‘No need’ for
the accuracy of professional
property appraisal” was, if read
completely, one of the finest en-
dorsements for the use of proper-
ly prepared appraisals that has
appeared in an influential publi-
cation in some time. However,
because the title appears to say
otherwise, we felt duty bound to
amplify and eclarify some of the
concepts expressed by accentuat-
ing the positive. The article indi-
cates the use of professional ap-
praisals is the most accurate

method of determining an inher-
ently ambigtous figure. The in-
sured is directly advised by the
article to “obtain the best possi-
ble source data, whether it be the
original cost, a contractor's esti-
mate or the determinatior. from
published costs per square foot
for the type of building con-
cerned. Each important building
should be represented by a file
showing the source data and each
addition or deletion, as well as
annual factors applied for con-
struction cost changes.”

The essence of this quote is
similar to the functions per-
formed in an appraisal kept up to
date througk Annual Valuation
Service. We could not agree
more, such a procedure is essen-
tial to good risk managemer.t.

The article properly raises the
question of tae apparent conflict

of interest of the insurance agent
in wanting higher wvalues for
higher premiums, To prevent this
the insured should retain the re-
sponsibility for maintaining in-
surable values. By so stating, the
article assumes the insured has
the capability to inventory and
value his property correctly. This
capability usually does not exist
within the insured’s staff. Such
value determination frequently is
biased on the low side. The risk
of under insurance makes it more
difficult for the insurance man-
ager to properly protect what is
usually the largest asset on his
balance sheet. This is particular-
l¥ true when coinsurance is in-
volved.

The coinsurance clause is a
bargain which the insurance
companies offer the prudent buy-
er. While it enables the policy-

Healthy
appetite
for new

The Reliance marketing program calls for actively
expanding our business. .. the business of providing
quality protection to quality insureds through

quality agents.

That means new property and casualty volume. New life
and health insurance. New premium financing through
our own Cananwill Consumer Discount Company.

New, professionally minded agents to broaden our

agency plant.

Sound interesti

Let's chew on it together.

RELIANCE

INSURANCE COMPANIES

The Performance Plus People

>

YOUR
Insuronce ff AGENT
i e

holder to purchase insurance at a
reduced rate, it places a tremen-
dous burden on the policyvholder
to determine the value of the
insured property and ecarry the
required percentage of insurance.
Though the article touches light-
ly upon this impeortant area of
coinsurance, it does describe
accurately the role of the ap-
praisal: “To eliminate coinsur-
ance penalities, a ‘stipulated
amount’ agreement can be reached
with underwriters, if reasonably
supportable figures are used and
revised annually, as they should
be.” Our Annual Valuation Serv-
ice provides exactly this function
at a minimum cost.

NO ONE CAN argue with the
article’s statement “Even the
precise legal mind boggles a bit
when it comes to insurance re-
quirements.” Further, the in-
creasing use of the “broad evi-
dence rule” in the settlement of
losses makes it mandatory that
the insured have a supportable
basis for his insurance placement
to assist in the preparation of
proof of loss. The insured must
also have a program for main-
taining this supportable basis as
changes occur within the proper-
ty and as labor rates and materi-
al prices fluctuate. It seems rea-
sonable that in the one area
where a precise answer can be
obtained, waluation, we should
turn to the professional apprais-
er.

Warren G. Brockmeier, direc-
tor, Western region risk manage-
ment department, Ebasco Ser-
vices Inc., has written an inform-
ative and authoritative article
entitled “How to Settle Losses Be-
fore They Occur,” available from
Marshall and Stevens Inec., 1645
Beverly Blvd., Los Angeles, Cal.
90026, This article indicates: “In
resolving most questions of the
extent of loss, good records will be
beneficial. This means good stock
inventory records and a detailed
inventory of machinery, e quip-
ment, furniture and fixtures, pre-
ferably in the form of an ap-
praisal.” In this advice to man-
agement on the gentle art of
staying in business despite a ma-
jor fire, Mr. Brockmeier says:
“The replacement cost of dam-
aged property can best be settled
before the loss by appraisal of
permanent items, such as struc-
tures, machinery, equipment and
furniture, and by agreement as to
valuation of inventories or mer-
chandise.”

This recommendation becomes
even more meaningful when cou-
pled with this thought-provoking
statistic: As a matter of record,
two-thirds of the companies ex-
periencing a major fire never re-
open their doors. As we review
the “No need” article, we find
our only area of major disagree-
ment to be the statement: “Ap-
praisals cost too much.” They
cost too much in comparison to
what?

In-house appraisals can be ac-
curate—generally, however, they
cost more and are less timely.
The key to reasonably priced
valuation service is a correctly
designed appraisal. An expen-
sive, detailed “nut and bolt” in-
ventory of all assets is rarely
made today. Rather the profes-
sional appraiser analyzes the de-
gree of accuracy required in or-
der to provide supportability in
the given situation. While we are
discussing the cost of appraisals
for fire insurance purposes only,
it is important to remember that
such an appraisal can provide in-
formation to serve many other
business needs. In so doing the
actual cost of the appraisal for

Continued on page 33



Students tell risk men: Benefits

to play major role in iob selection

MONTREAL--A panel of 11
college students at the annual
conference of the Amrican Socie-
ty of Insurance Management told
an employe benefits session that
benefits will definitely play a de-
termining role in job selection
when they enter the business
world.

Some of the stipulations made
by the students, however, in-

volved areas not

previously
thought within the realm of em-
ploye benefits and many, they
said, will involve re-education of
both management and those who
will make up the labor force.

Martin Rosen, a New York
University student who hopes to
teach at the college level, be-
lieves that division and speciali-
zation of labor has resulted in "a
psychologically debilitating situa-
tion"” for workers, leading to
strikes, absences and low produc-
tivity. He views a more demo-
cratic structuring of the work
environment as a benefit that
will give the worker "a sense of
satisfaction and participation” not
yet achieved.

"WORKERS have served long
enough as advisers," he told the
benefits session, "and now they
must have an actual vote and
voice within their companies.”
The change of attitudes of work-
ers and management necessary to
build a participatory framework,
he readily admitted, means re-
education. "Workers must learn
more about business,"” he said,
"and management must respect
workers. The fulfillment of social
objectives does not have to be
anti-profit.”

The fact that applications to
law and medical schools have
been soaring in recent years,
while applications to business
schools have suffered a decline,

Surplus lines
export up

$5.5 million

SAN FRANCISCO-Total vol-
ume of insurance business ex-
ported through the California
Surplus Line Assn. increased last
year by $5,585,316 as compared
with 1970.

The total exported increased
from $35,895,716 in 1970 to $41,-
481,033 last year, with five gen-
eral classes of business showing
decreases in exportations and 14
recording increases.

Lines no longer sent abroad
during either year because the
domestic market absorbed the
demand included credit insur-
ance, public livery, taxicabs,
truck rental, guarantee of lease
rental payment, logging equip-
ment, druggist malpractice, plas-
tic surgeon malpractice and life
insurance.

Exportations for excess work-
men's compensation dropped
from $94,163 to $69,513 and um-
brella coverage exported dropped
from $3,650,512 to $2,915,087.

Malpractice coverage on den-
tists rose from $190,476 to $195,-
337 and on X-ray specialists
from $3,997 to $4,775 and on all
other specialists from $318,989 to
$409,541.

Exportation of earthquake busi-
ness also decreased during the
year, from $182,628 to $171,221,
primarily as a result of a drop in
exportations of excess of admitted
market coverage. This fell from
72,179 to $25,157. -

was given by Rex Mason as a
sign that young people today "feel
they can't make a significant
social contribution in business.”
Mr. Mason, a student at Harvard
University who plans to study for
a nnasters degree in business ad-
ministration, spoke of corporate
community involvement as a
benefit that would carry weight
with future job applicants.

"Business and community in-
terests are often totally contra-
dictory,"” he said, and a company
that tries to solve these differ-
ences and encourage its employes
to become involved in communi-
ty projects will appeal to the
younger labor force.

Unions, as defenders of the

working man, were given some-

what of a knock by Mark Haus-
mann, MeGill University, who
said, "Unions associate worker's
control (within a company) with
a loss of power. They feel that
management and worker inter-

ests can never be the same.”

ASIM Conference
Report

PRESENT managerial decision-
making techniques are not work-
ing, he said; they alienate work-
ers and reduce efficiency and
loyalty.

Satisfaction increases with the
worker's personal decision-mak-
ing power, said Mr. Hausmann,

and unions "aren't very helpful”
in this area so it is left to the
emploYer and employe to estab-
lish and define this new benefit.
The traditional maternity ben-
efit, according to Betsy Sommers,
Smith college, needs a drastic
overhaul, both in its administra-
tion and approach. "If business

hires married women," she point-
ed out, "it must realize that ma-
ternal time ( time-off for matern-
ity leave) is very small compared
to time spent seeking success.”
Marriage is a possibility for all
women, said Miss Sommers, and
they must choose their employers
by the benefits they offer. Equal
health and retirement benefits
should be provided women after
marridge and, she believes, reas-
sessment of the position of the
post-maternity-leave woman is

Nnecessary.

SHE PRESENTED several ap-
proaches toward re-integration of
the working mother returning

business insurance, May 8, 1972/21

fronn nnaternity leave:

- She can be returned at the
same level at which she left.

- A program can be devised to
educate her to changes made in
her absence.

- She can be returned at the
higher level to which she would
have advanced had she not had a
leave.

- She can be returned slightly
below her original status, with
avenues of advancement left
open to her.

The last alternative, in Miss
Sommers' opinion, is the most
equitable and feasible.

"Business must make accom-
modation for the working moth-
er,"” she told ASIM members,
and this means a basic attitudi-
nal change toward the require-
ments of mothernocod. "If wom-
en leave the work force for ma-

ternal reasons,” she reminded
the management representatives,
"companies must rehire and re-

train-and that costs money." -

" It is not strength, but art, obtains the prize.
And to be swift is less than to be wise.

'Tis more by art, than force ofnumerous strokes."

Alexander Pope

Words for the golf professional to live by, but all the pros aren't
on the course. For 114 years Fred S. James & Co. has been an
insurance pro. It has been concerned with the conservation of the
basic assets of business- men, money, materials and goodwiill.
We have studied hard, kept abreast of time and change, found new
and better ways of managing risks in every type of industry. Next

time you seek professional performance . . . remember James.

James

Fred. S. James & Co., Inc.

Insurance Brokers and Consultants Since 1858

Boston -

in major cities throughoutthe world

Los Angeles -
International Service through associates

Hartford - New York - Jersey City - Newark « Philadelphia - Harrisburg - Pittsburgh - Washington, D.C. « Chicago
Palm Beach - Fort Lauderdale - Columbia - Atlanta - Little Rock - Dallas - Oklahoma City - Tucson -
San Francisco - Boise - Portland - Spokane - Seattle -

Fresno
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TELEPHONIC CLAIMS SERVICE

24 Hour Countrywide Service.
FOR CASUALTY COMPANIES
AND SELF-INSUREDS.

SAVES: Time; Expense

AVOIDS: Paper work; Travel
PRODUCES: Immediate results

Licensed and bonded in New York State

A Division ot

CLAIMS SERVICE BUREAU

of New York inc.
A Fully Complemented Office and Field Staff Organization

21 HEMPSTEAD AVENUE, LYNBROOK, N Y
(212) TW 5-2400 (212) AX 7-5522 (516) LY 3 2440

Washington' s King County adopts
risk management department plan

SEATTLE-King
preparing to exert more control

County is

over its insurance and safety-en-
gineering programs by establ'sh

ing a risk management section 'n
the office of property and pur

chasing.

Legislation to establ'sh the sec
tion was recommended by the
county counc'l operat'o and ju
d'c'ary comm'ttee.

Cbunty execut've John Spell
man subm'tied the leg'slation to
council.

Joseph McGav ck, county ad-

min'strator, sad in c'al sav
ngs m'ght result through com

bining the insurance, safety and
damage-claim functions, now

dispersed in various county of-
fices.

PERSONNEL in the section
would include Donald Lehman,
now a safety engineer in the pub-
lie works department, and Joseph
Gaidys, county insurance officer,
who has been coordinating the
county's extensive insurance pol-
‘cies ard assisting with the proc-
ess'ng of claims involving the
county.

Creat'ng the section would be
an attempt to minimize county

GREAT AMER CAN FIRES NO. 2

Fire consumes the Woonsocket Clipper!

Disaster on the

Pywacket Reef.

In the ear y mo ning hours of May
16. 1869, fire of mysterious or'gin
broke out aboard the Woonsocket
Clipper, as it beat its way down the
treacherous Pywacket coast. Laden
with a cargo of whale b ubber anD
maccassers and Hungaran St vov tz
the vessel was quickly engu fed 'n
flames and burned to the waterline.

AN enigma ...

does Light Water Affect the

Palatability of Slivovitz?

Could Ansul have prevented this
historic marine disaster?

Probably!

Had we been asked to conduct a
professional hazard analysis we would
have first made sure that a proper sea
water cooling system was installed.

Then we wou d have recommended a

000 Ib. drv chemica hand hose ne
system to p otect the deck akeas and
cargo ho ds. We would have seen to it
that f rst aid hand portable extin.
gushers we-e strateg ca ly located.
Our Foray multi pu pose dry chemi-
cal would have afforded excellent pro-
tect'on for the whale blubber anc the
antimaccassers.

The Slivovitz, a delicious but
reputedly highly flammable liquid was
stored in large tanks on the Aft Deck

. . and here we might have recom.
mended a Light Water Sub-Surface
systern.

Deleterious Effects

of Salt Spray.

Moreover. we'd have- made sure
that all equipment was spoxy coated
and equipped with special fittings so

that it remaned operable in the cor-
rosive sa t water atmosphere.
We would have proposed that the

captain and some of his mates attend '

our Advanced Fire Training School,
to make sure that they were able to
react quickly in the event of a fire
emergency. And, of course, the fire
equipment would have been checked

out regularly at ports-of-call by repre-
sentatives 6f our worldwide service

network.

Whether it's a clipper ship or a

multi-million dollar offshore platform,.

Ansul approaches fire protection prob-
lems in just one way-professionally.
We make fire extinguishers, but we
sell total fire protection. The Ansul
Company, Marinette, Wisconsin 54143

THE ANSUL SYSTEM.

risks of loss and risk costs,
through use of deductibles and
self-insurance, where this could
be done without jeopardizing fi-
nancial stability.

The county has delegated most
of its insurance program to the
Independent Insurance Agents &
Brokers of King County and to
Fred. S. James & Co., selected by
the association to place insurance
with carriers.

The ordinance states that the
risk management section will be
responsible for:

« Arrangement and adminis-
tration of corporate insurance,
loss retention and deductible re-
tention programs.

* Supervision, control and co-
ordination of claims processing,
safety engineering and the provi-
sion of management-support serv-
ices of the county insurance pro-
gram.

A five-member committee of
private executives,
formed almost two years ago to
advise the county, suggested that
a risk management section be es-

Tabli=sms=hhaed . [

insurance

ob injuries
in Pa. still

'dep o able'

HARRISBURG, Pa.-The state
labor and ndustry department
has reported that on the-job ac-
c dents n Pennsylvan'a indus-
tr'es cla’'med 578 rves during
1971 while 93,474 workers sus-
ta ned injur'es that kept them off
the job for at least e'ght hours.

Paul Sm'th, department secre-
tary, said the fatalty total was
the lowest 'n 10 years and that
the 'njuies f'gure was 5,000 be-
low the total for 1970.

'Although 't m'ght seem that
there's been some 'mprovement
n the situat on, the fact remains
t's stll deplorable,"” Mr. Smith
sa'd. ' Far too many people con-
tnue to be K'lled and injured
wh'le working. In too many
cases, working conditions .are
smply not safe enough.

"THESE STATISTICS underlie
why the department's top priori-
ty now is the strengthening of
the safety laws and regulatfons
that we are responsible for im-
plementing.”

Mr. Smith said the department
was revising its safety standards
and would propose legislation to
make the necessary changes in
laws.

He said that in January, 1972,
there were 55 fatalities and 7,312
injuries reported in Pennsylvan-
ia. This meant, he said, that two
of every 1,000 workers in the
state suffered work-loss injuries
in January.

The highest rates in January
were in the beverage industry
(8.5 injuries per 100 workers),
iron and steel foundries (7.6),
meat products (6.8) and lumber
and wood products (6.7). -

$150,000 in damages

Fire damage has been estimat-
ed at $150,000 at the Sun Oil Co.
Ltd. refinery in Sarnia, Ontario,
a company official said. Paul
Turner, administrative services
manager, said operations were
back to normal at the refinery. A
fracture in - a $500,000 furnace
was blamed for the fire.



GgWhat we needed was an ideal combination of

Workmen's Compensation insurance plus Group
Life, Health and Disability, all at a fair cost.
This took ingenuity. American Mutual did it,

withtheir people protection prog ram."

Shirley B. Braselman, President
American Creosote Works, Inc.
Chemically treated wood products

New Orleans, Louisiana
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American insurers making inroads
into Britainfs aviation stronghold

LONDON-The British insur-
ance market is facing intense
competition for airline business
from U.S. companies which are
now extending their activities
into the field.

Ray Jeffs, a director of Avia-
tion and General, a leading avia-
tion insurance firm, told Busi-
ness Insurance, "The battle has
been going on for some time, and
it comes mainly from American
life companies. It is clearly com-
petition which the London mar-

ket now realizes it must face. It
is too early yet to say what the
outcome will be, or how we will
finally tackle it."

He named Prudential of Amer-
ica and Metropolitan Life as
among the U.S. insurance compa-
nies making inroads into this
class of business. Equitable Life
is also providing capacity, as dis-
closed in Business

Feb. 28.

Insurance,

However, in his opinion Lon-
don will remain the world center

for aviation business and is capa-
ble of stayi ng that way. World
airline premiums top $650 million
a year, of which nearly $400 mil-
lion, or 60 % , goes through Brit-
ain, shared between Lloyd's and
U.K. insurance companies.
QUALITY CONTROL opera-
tions approved by Lloyd's Regis-
ter of Shipping have cut produc-
tion costs at the Peoria and Moss-
ville, lll., plant of the Caterpillar
Tractor Company. Congratulatory

messages on the scheme have
been sent to London by the plant,
which was listed in 1970 for the
certification of -batch and line”
produced machinery for oil en-
gines and allied marine gearing.
The savings have been passed on
to- customers, according to a re-
port to Lloyd's Register, which
has agreed to keep quality con-
trol procedures under constant

review.

MORE THAN 150 different
firms make theft-alarm systems in
Britain for use in business and
industrial plants. All are being
invited to join a national associa-
tion which would check that
proper standards of efficiency
and security are achieved in the
interests of insurance companies.
Desmond Callaghan, director-
general of the new group, the
National Supervisory Council for
Intruder Alarms explained, "We
intend to evaluate the suitabil-

ity 6f plant and manufacturing

TheteethinOSHA

can take a%$1,000,000

bite out of your
company.

That's why Marsh & McLennan is offering
an exclusive booklet exploring this tough,
complex law. Facts you must know to safe-
guard your employees. protect your company
from stiff penalties.
This free guide tells you what you must do.
How standards are set in your industry. The
duties and rights of employees. Violations that
can even shut down your plant.

This booklet is a service of M&M Protection

Consultants, our specialists in loss prevention
programs that help prevent accidents. lower
your insurance costs. No matter what industry
you're in, or the size of your company.

For a free copy of our exclusive "A Status
Review" of OSHA, contact A. C. Rand. vice-
president. M&M Protection Consultants, 1221
Avenue of the Americas, New York, NY. 10020.

MARSHAMeLENNAN

Industry's leading insurance brokers

methods, and promote the ethical
standards of the alarm industry.”

LAWYERS took so long to pur-
sue a damage suit brought by Mi-
chael Vaughn, 32-year-old scaf-
folder, against his employers that
he lost his chance for a $100,000
award in the British courts. Now
he may sue them for negligence
because they failed to act quickly
enough over his claim for conn-
pensation after an accident which
paralyzed him seven years ago.
However, in the same court a
seventeen-year-old girl won a
$150,000 award for brain damage
after, a road accident. Her law-
vers had lodged the claim in time
for it to be entered in the court

lists five years ago.

MODEL Carol Ryan slipped
from an auto hood at Britain's In-
ternational Motor Show and lost
her vital statistics.

She had just had a surgical
operation, with the aid of silicone
implants, to give her a better
figure. Her left breast deflated as
she fell, so that the other had to
be deflated to balance it.

She ended with a smaller bust
than she began with, but lost a
lawsuit to receive damage com-
pensation for loss of work. Judge
Stevenson held that the fall was
her own fault, even though she
finished with a 33-24-36 instead
of a 36-24-36 figure. m

insurers

form systems

association

TORONTO-A group of 10 auto
and casualty insurance compa-
nies has formed the Insurance
Systems Assn., to develop and
promote the use of uniform com-
puter-based information systems
in the general insurance indus-
try.

Its purpose is "to provide tech-
nical assistance to members and
member-companies and to inves-
tigate and report on systems de-
velopments and costs,"” according
to chairman Walter Sutherland,
manager of policy services, Ca-
nadian Surety Group of Toronto.

Other corporate members in-
clude: Canadian General Group,
Travellers Group, Zurich Insur-
ance Co., Pearl Assurance Co.
Ltd., Shaw and Begg Group, Sun
Alliance and London Insurance
Co. and General Accident Group.
The companies are all based in

Toronto.

OTHER COMPANIES involved
in the association are SDI Asso-
ciates Ltd., a Toronto-based in-
surance systems consultant firm,
and IBM Canada Ltd. of Toronto,
which marketed the insurance
systems program, called PACIS,
used by rnost of the inernber corn-
panies.

Mr. Sutherland said the asso-
ciation plans to expand through
invitations to non-member com-
panies.

"Through the group we hope to
get mere sophisticated investiga-
tions and recommendations of
ideas and procedures. We hope to
see improvements in such areas
as costs, training, agency contact,
forms design, systems design,
problem research, organization
and others," he commented.

R. M. Jamieson, Canadian
manager of Zurich Insurance,
whose company was one of the
first to implement PACIS, says
the system is not intended to de-
velop statistical data but to auto-
mate a number of clerical pro-
cedures, such as policy renewals,
rating information and policy
changes and endorsements. -



\When IS an Insurance man

ke a bartender ?

enhe Company
E‘)amlllar with thde bark 1
@J@M e oSSRk chans

o oner

behmd Nnm%om&n%andles 3" Wﬂﬁm@ﬁﬁﬁﬁ&e
beau\ 3h0 S, dp artmené or se\;%r%lfﬁmhﬂusand olia
e e
bus\&i ses alover the coury, mf L ro Ihe T eomes 5

andne Company benind him is Bsp reYFH RP And we can

You see Consoldated has heen |t Come 0 vk ornerycyvhen
@%&?ﬁ%ﬁ%@@%ﬁé‘% ¥ e
R OO b“‘?r!";égg M’E‘éﬁa%%

s ﬁpw% l




26/business insurance, May 8, 1972

Insurer aims group life at needs
of middle-income bracket families

CHICAGO-Most life insur-
ance companies "have not been
particularly interested” in de-
veloping the middle-income
bracket, says Robert E. Vander-
beek, president of League Life
and League General Insurance
Cos., and have urged their agents
to concentrate on sales to higher

income people.

Pension
is issue in
bus strike

IRVINGTON, N.J.-One of the
main reasons for a nearly two-
month-old strike by 4,500 mem-
bers of the Amalgamated Transit
Union against Transport of New
Jersey is a demand for increased
pension benefits, according to
Frank Armenante, president of
Local 819 of the transit union.

The strike, which has shut
down major bus routes through-
out the state, has prompted Gov.
William T. Cahill to ask the bus
company to show cause why its
routes should not be reassigned
to competitors.

Besides increased wages and a
job security provision, the strik-
ers are seeking a guarantee for
retirement benefits in a new con-
tract. The present pay-as-you-go
non-contributory pension plan
allows a worker to retire after 20
yearsof service for reduced ben-
efits at age 60 or full benefits at
age 65.

"His pension is calculated by
taking 1 % of his salary for the
best five years of his last 10
yvears of service and multiplying
that by the number of years he
explained Mr. Ar-

has worked,
menante. "However, he has no
vested rights and no guarantee
since the plan is unfunded.”

TRANSPORT of New Jersey
made a proposal to establish a
funded contributory plan with
employer-employe contributions
of 9.5% and 4.5% . The parent
company, Public Service Electric
& Gas Co., N. J., also agreed to
guarantee present pensions up to
$76 million.

Under the new pension plan,
an employe would have vested
rights after 15 years of service
and would be eligible for early
retirement at age 50 or normal
retirement at age 55.

"We feel this proposal is basi-
cally unacceptable,” said a spokes-
man for the union. "We would
prefer an employe contribution of
3 %% -but the major reason for
turning the offer down was that
the company wanted to remove
other benefits in the exchange.”

According to the spokesman,
Transit of New Jersey wanted to
establish a three-day waiting pe-
riod for sick leave benefits for
salaried workers and to pay them
a flat benefit of $85 a week. Cur-
rently, salaried employes receive
full pay when sick.

The company also proposed to
eliminate vacations for those em-
ployes who had accumulated 60
days of sick leave in one year. i

New account official

Herb Friedlander has been ap-
pointed as an account executive
at Seitlin & Co. in Miami. Mr.
Friedlander served as risk man-
ager for Lum's Inc. for three
vyears and for the city of Miami

Beach for 13 years.

Mr. Vanderbeek told an Amer-
ican Management Assn. session
on mass merchandising and equi-
ty product sales in the insurance
industry that his company be-
lieves there is a need for addi-
tional life coverage for people of
modest income, "not only on the
bread winner but also on his
family.” And, he added, because
League Life is a wholly owned
subsidiary of the Michigan Credit
Union League, it has access to 1.5
million people in Michigan alone,
most of whom are in the mid-
dle-income range.

The company has no agents
working on a commission and,
therefore, no skilled agency force
to sell life insurance, said Mr.
Vanderbeek, but they do have

titb t 1%,

Robert E. Vanderbeek

5/i///B,*441,«L al

"the advar.tage" cf being owned
by a strang trade association,
which, .n turn, works closely
with credit unions; and most of

these credit unions have a pay-

Big Macs
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roll deduction privilege. This
privilege allows a member to au-
thorize his employer to make a
deduction from his pay and have
it put in his credit union share
account, and it was "only natu-
ral,” Mr. Vanderbeek said, "to
develop programs where the in-
surance premium was collected
from the member's share account
in his credit union.”

LEAGUE launched its first
mass-merchandised program, fam-
ily group life, with an offer of
$2,000 of life coverage for the
member, $1,000 for the spouse
and $1,000 for each child in 1963.
The premium was $6.50 per
quarter regardless of whether the
member was age 16 or 64, ex-
plained the company's president,
and because younger members
were attracted to the family ben-
efits, the program was actuarial-
ly sound.

Today nearly 1.5 million people
are insured under the prograrn,

he added, almost 50 % of those
eligible to enroll.

In 1968 League offered an ac-
cidental death and disability in-
come program to enrollees in the
family group life plan. "About
85,000 members have enrolled in
this program, which we call ADD/
Income,” Mr. Vanderbeek told
AMA members.

The insurer uses an annual
re-enrollment campaign in each
of the 1,100 credit unions to at-
tract the "new and young mem-
bers" that help keep the program
sound, he said.

During the 1960s League Life
had the fastest growth rate of
any insurance company in the
U.S. according to Best's, Mr.
Vanderbeek pointed out. The
company moved from 386th place
to 68th, with a volume of $3.214
billion. Of that volume 99% is in
group insurance, he said, with
50% being family group life and
40% loan protection and life sav-
iNngs insurance. M

1:¢7
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Claims health benefits are retirees’ -orst prob/em

MONTREAIr-A retiree can

make adjustments and compro-
mises in learning to live on a
reduced income but there are no
acceptable adjustments or com-
promises when he is faced with
reduced medical benefits.

These opinions were expressed
by George Mearns, a retiree who
is the fornner director of corpo-
rate insurance and employe ben-
efits for Sunshine Biscuits Inc., a
division of American Brands. Mr.
Mearns told the opening employe
benefits session of the annual
American Society of Insurance
Management conference here, "We
can adjust to reduced income-
we've done it all our lives through
the Depression and then World
War Il.

"Naturally, everyone of us liv-
ing on fixed income benefits
would be happy to receive an

increase periodically but, surpris-
ingly enough, the concensus of
opinion is that the spiraling cost
of medical and hospital care is
truly the retiree's greatest con-
cern and not the fact that they
are living on a fixed income.”
That assertion, he said, is based
on research he did among 100
residents, age 55 to 85, of his
Florida retirement community. "I
have found no bitterness, but
only concern in most instances
that retirement income and med-
ical expense benefits are fixed
and consequently becoming more
and more inadequate in the face
of our inflationary economy. Most
of those 'with whom | have talked
realize that the benefits afforded
by their corporate prograrn were
geared to the economy at the time
of their retirement or, indeed, ear-
lier, as well as to their company's

financial ability to underwrite the
cost.”

MR. MEARNS, who has been
retired for two and a half years,
referred to the retirement syn-
drome as the "monetary meno-
pause” and counseled that in-
creased voluntary and involun-

ASIM Conference
Report

tary early retirennent of the past
10 or 15 years has added a new
dimension to the problem. "The
early retiree obviously has a
more protracted and critical peri-
od of economic concern since his
Social Security income is less, or

not yet payable. Unless his com-
pany's benefit program affords
continuity of adequate medical
expense protection, at least until
he is eligible for Medicare, his
problem is compounded,” he said.

The early retiree is, therefore,
many times left in the position of
having to pr ivately purchase
medical benefits, said Mr. Mearns,
and "more frequently than not,
these plans are highly restric-
tive as to coverage and amounts
of protection and for a relatively
high premium.”

His survey of retirees showed,
he said, that given hindsight,
most people would. have been
"more than willing” to pay the
Nnecessary premium to continue
receiving the protection afforded
under their company plans; there
would have been some assurance

that the benefits would have been

Running a business is complicated enough without

a host of insurance policies. That's why retailers,

wholesalers, distributors and service businesses

choose the Business Owner's Policy from The Home.

Amongthem are morethan 1600 McDonald's

restaurants, each with its own customized B.O.P.,

and Ralph Crutchfield's sporting-goods store

in Spartanburg, South Carolina.

The Home was the company that pioneered the

business owner's policy. And who's better

at perfecting an idea than

the one who originated it?

Discover The Home's approach

yourself. Contact your broker. Or

look for your local Home agent

N THE

HOME

OFINSURANCE

in the Yellow Pages.

THE HOME INSURANCE COMPANY

59 Maiden Lane, New York, N. Y. 10038

Affiliates: The Home indemnity Company

City Insurance Company

Federal Life and Casualty Company

Peoples-Home Life Insurance Company of Indiana

Seaboard Surety Company

commensurate with the premium
cost and such action would have
afforded them continuity of pro-
tection, especially with respect to
pre-existing conditions. "The fact
that they have deemed it neces-
sary to purchase primary or sup-
plemental protection at a rela-
tively high premium cost,” he
pointed out, "would seem to bear
out the sincerity of their willing-
ness to pay."

A HIGH percentage of compa-
ny plans of those Mr. Mearns
surveyed provided for continua-
tion of substantial amounts of
group life insurance. "The atti-
tude reflected,” he told ASIM
members, Vis that adequate
amounts of group life insurance
serve a good purpose during the
employes' active years of ern-
ployment when they are raising
families and there is a concern
should the breadwinner die. How-
ever, after retirement, when fami-
ly responsibilities diminish or
cease, there is rnuch less value or
need for this type of protection
than there is for catastrophic
medical expense care."”

George 1%learns

Group life insurance, he em-
phasized, was never intended to
create an estate to be left to
children or friends of the em-
ploye, for whom a company has
no moral obligation. "Every dol-
lar of group life insurance con-
tinued after retirement is a con-
tracted liability and a cost which
must be borne by the company
plan since death is inevitable,”
Mr. Mearns stated. "I dare say
that many companies would be
shocked to know what their total
contracted cost is, especially
those whose plans permit a high
percentage to be continued for
retirees.”

When premium cost control is
a factor in developing a company
plan, as it always is, he noted,
some of the money spent to cre-
ate estates might be spent more
effectively to provide adequate
protection for retirees against po-
tential major medical expenses
-which obviously are of para-

mount concern.”

GORDON RICE, Nabisco Inc.'s
manager of benefit planning and
personnel research, emphasized
the need for an all-encompassing
program that fulfills a company's
obligation to the employe. Mr.
Mearns wholeheartedly agreed
with him, adding that this protects
the employe’'s life savings and
helps his family.

If retirees are faced with the
choice of having half of their life
insurance taken away, and re-
placed with the opportunity to
purchase group medical cover-
age, asked Don Currie, manager
of employe benefits for the Singer
Co., will they buy? "Yes," an-
swered Mr. Mearns, to which
another benefits manager added,
"Our people are very happy to
pay the premiums in order to get
coverage continuity.” =
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Bus crash victims file claims for

$2.5 million against school district

NEW  YORK-Attorneys for

three Nyack, N.Y., high school
students inj ured when a school
bus collided with a Penn Central
freight train ( Business Instr(mee,
April 10) have filed notices of
claims against the school district
for $2.5 miillion for punitive and
compensatory danlages.

School officials were unavaila-
ble for comment concerning lia-
bility coverage for the accident.
"We expect the school district to
turn down the claims, though,
and then the matter will go to
court,” explained an attorney at
the firm of Speiser, Shumate,
Geoghan & Krause, which is rep-
resenting the students.
needed to clarify this situation
before we could name the other

parties who will be enjoined in
the suit.”

Five students were killed and
44 inj ured when the collision oc-
cured at a private railroad cross-
ing, which, according to officials,
was not marked with an X-
shaped warning sign on the day
of the accident.

Investigative hearings under-
way by the National Transporta-
tion Safety Board have revealed
that the driver, Joseph Larkin,
was sometimes lax in observing
driving regulations requiring bus
drivers to stop and look for trains
at all grade crossings. Several
students have testified that Mr.

"We Larkin failed to stop before the

collision, and that he accelerated
in an effort to clear the tracks

Therek a betterway
to keep youremployees

happy TheAEtna
MUTIVESTOR

Fun is fun, but money is the name
of the game. So we designed the ftna
MULTIVESTOR-the most flexible

package of services developed by

an insurance company to help employees

build capital. And the.easiest to take on.

It can improve any profit sharing,
thrift or money purchase pension plan
your firm has going. Or it can go hand

in hand with the installation of a new one.

The big MULTIVESTOR edge:
options on top of options, on top of

when he realized the train was

approaching.

"WE ARE definitely going to
sue both the bus line and the
driver who was apparently hired

by them,"” noted the attorney.
Nyack school district leases buses
from Rockland Coaches Inc.,
which carries liability coverage
with the Continental Insurance
Cos., New York.

"We are also in the process of
determining what other parties
are involved," he said. "One ma-
jor question regarding the acci-
dent is who should be held re-
sponsible for the inadequate
warnings at the crossing.”

According to the superintend-

ent of highways, stop signs were

posted after local residents had
complained about the dangerous
crossing in the past. The town
board, however, failed to act on
requests to install a crossing gate.

The superintendent also re-
ported that the state public serv-
ice commission turned down re-
guests for the gate, claiming that
the volume of traffic did not
warrant it. A spokesman for the
state department of transporta-
tion, which assumed the respon-
sibilities concerning grade cross-
ings from the public service com-
mission a year ago, told Business
Insurance that they had no rec-

ord of any such demand.

“WHEN IT IS determined that
warning equipment is necessary,
then the cost is usually split be-
tween the railroad and the state.
Since it is on railroad property, it
is their responsibility to design,
erect and maintain whatever
equipment the state deems neces-

sary. But we have no record of

more options. All kinds, for you and your
employees both. More ways to invest
money, to make changes, to receive benefits,
and to take advantage of the swings

of the economy.

Talk to your local kEtna group
representative about MULTIVESTOR.
Or your own broker or consultant.

If there's a better way to make your
plan work harder, we haven't heard of it.

OUR CONCERN IS PEOPLE

LIFE&CASUALTY

complaints concerning this cross-
ing," he commented.

The law firm is considering
pressing charges against both the
stateand the city of Clarkstown
in which the collision occured.
"It is under advisement, but there
will probably be claims against
the State of New York because the
public service commission did not
rectify the hazardous situation and
against the municipality respon-
sible for the roadway," said the
attorney.

Clarkstown also carries liabili-
ty coverage with Continental.
The state, however, self-insures.

Penn Central, which will be
named as a defendant, according
to the attorney, has insurance
spread among 40 different com-
panies.

The three separate claims filed
with the school district are for
$1.1 million, $750,000 and $600,-
000 and include $500,000 each in
punitive damages. "We certainly
hope the students recover fully
without any problems, but in the
suit we must cover any eventual-
ity which may occur. The initial
claims may be lowered, but we
can't raise them once they are
filed if difficulties arise," he said.

The law firm has been retained
by two other injured students’
families to represent them in

-_——— - wm m . —_—

GE must pay expense

of faulty pacemakers

MILWAUKEE-The cost of
transplant replacements of
nearly 487 electrical heart
pacemakers recalled by Gen-
eral Electric Co. is not insur-
ed, according to a company
spokesman. "We don't have
recall coverage," he noted.

A defect which causes the
pacemakers to speed up dan-
gerously was reportedly found
in about 4 % of the 487 de-
vices manufactured in a three-
month period in 1971.

Not all of the pacemakers
had been implanted when the
operational fault was noticed;
however, most were in use,
the spokesman said. Arrange-
ments have been made for
corrective transplants for 92 %
of the patients.

"We had a direct data bank
on each patient using the de-
vice and his physician, so we
were able to send notification
immediately,"” explained the
official. "We were worried
about alarming the patients,
so the notification was strictly
through the doctors involved.
First they received a register-
ed letter and then they were
contacted by our men in the
field.™

General Electric estimates
the replacement cost for each
patient to be about $1,500.
"The device itself costs $750,
and we expect surgical and
medical fees to be around

$750," he commented.

Announce rate hike

At least 10%, or 33,640 North-
ern California Blue Cross medi-
cal insurance subscribers, are
about to have their rates in-
creased an average of 20%. Blue
Cross president George C Lucas
said the rate increase will be for
people in groups of fewer than
100 and are required "because of
inflation and a significant in-
crease in use of hospital services
for diagnostic purposes.” Amount
of increase will vary from group
to group, depending on type of
coverage. The increase covers the
area from the Oregon border of
California to Monterey and Fres-

no counties.



Drug-iniured
painter gets
$465,000

SAN JOSE, Cal.-Phillip D.
Malone, 46, former spray painter,
has been awarded $465,000 by a
Santa Clara County superior
court jury after a 17-day trial of
charges involving cortisone.

Mr. Malone, an industrial
spray painter working for a Cu-
pertino painting contractor, had
sought treatment from Dr. How-
ard G. Diesner and the Sunny-
vale Medical Clinic for a skin

allergy developed from his work.

HE CHARGED that he suffered
severe physical and psychological
ailments after having been
treated by cortisone which, he
claimed, caused the loss of his
teeth, severe stiffness in his
hands and arms and loss of bone
building ability.

Several psychiatrists testified
that Mr. Malone also suffered
frequent lapses of memory in-
duced by the cortisone treatment.

A California workman's com-
pensation board earlier has given
Malone a 100% disability rating,

following the allegedly faulty
Trr e tr xry a3t _ -

Jury awards
$130,000 in
work death

BUFFALO-A supreme court

jury has awarded $130,000 to a
Buffalo woman as a result of an

industrial accident that claimed
the life of her husband.

Mrs. Earlene Brown sued as
administrator of the estate of her
husband, Arthur Brown, who
was fatally injured on July 27,
1968, at the Lackawanna plant of
Bethlehem Steel Corp.

Defendant in the lawsuit was
Kaiser-Nelson Steel & Salvage
Corp. of Philadelphia that was
doing work at the plant under a

demolition contract.

Mr. Brown drowned when he
fell into a drainage ditch con-
taining rmore than four feet of
water as a result of negligence
by the contractor, counsel for the
plaintiff alleged.

They claimed Mr. Brown ei-
ther fell into the ditch as a result
of debris not picked up by Kai-
ser-Nelson or as a result of a
weakened cover placed over the
ditch thhat broke . -

letters

Continued #om page 18

just as important, they are
spreading the "gospel".

Niles Public Library is organiz-
ing a similar drive for the resi-
dents of Niles. And as | under-
stand it, most of the other sur-
rounding communities are at
various degrees of similar plans.
This is basically due to the
"evangelism" of Bob Moore, the
editor and publisher of the Sko-
kie News, who is also chairman
of the Skokie Blood Drive. It is
men like Mr. Moore who make
something like this work. | would
hope in the near future that in-
stead of a Skokie Blood Drive or
a Niles Blood Drive, it would be
an areawide blood drive.

Sidney H. Brandt

District Manager, Equita'ble

Life Assurance Society of the.

United States, Chicago, lll.

$%4

'‘An.114<241 .|
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66When | was 5,

| ran away for ever.
Until dark”

41

"This year we'11 insure hotels for
12 million travelers" Keith Reid is a vice president
in Johnson & Higgins' Seattle office One of our
specialists in hotelkeepers' in,urance «The secret of a
gleat hotel is attention to detail;' says Keith
"That F our secret, too"
What's true in hotels is true in your industry
John,on & Higgins has offices in major cities here and abroad.
Call us. We'11 make your insurance work for you.

Johnson & Higgins

the hotel industry's insurance broker
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California cracks down on disability cover ads

SAN FRANCISCO-New and
specific standards to govern the
advertising and promotion of
disability rnay be
adopted by California's depart-

ment of insurance.

insurance

Public hearings on the pro-
posed new rules and regulations
were held here recently. The
new regulations will be applied
to all disability insurance compa-
nies, fraternal benefit societies
and to nonprofit hospital service
corporations as well.

"Present insurance commission
regulations as well as other Cali-
fornia law," it was explained by
Insurance Commissioner Rich-
ards D. Barger, "prohibit adver-
tising in such a manner as to
deeeive or to mislead the public.

"Provisions of California's in-

surance code," Mr. Barger added,

"establish only general standards.
Now we plan to adopt very spe-
cific standards for advertising re-
lated to individual, group, blan-
ket and selected or franchise
disability insurance.”

The new regulations, when
adopted, will define "an adver-
tisement"” as printed and pub-
lished material and descriptive
literature of an insurer used in
newspapers, magazines, radio
and tv scripts, outdoor and simi-
lar displays.

THEDEFINI T ION also in-
cludes descriptive literature and
sales aids of all kinds issued by
an insurer for presentation to the
public, including circulars, leaf-
lets, booklets, depictions, form

letters and illustrations.

Included also are prepared

sales talks, presentations and
material for use by agents, bro-
kers and representations made
by agents and brokers.

The regulations will provide
that advertisements in general
"shall be truthful and no: mis-
leading in fact or in implication.”
Words or phrases- which are clear
only by implication or by famil-
iarity with insurance terminol-
ogy, may not be used.

To be banned underthe pro-
posed rules will be such words
and phrases as: all, full, complete,
comprehensive, unlimited, up to,
as high as, this policy will pay
your hospital and surgical bills or
this Policy will replace your in-

come.

"SUCH WORDS or phrases,

"Mr. Barger asserted, "may not

If only you had

AFC(Ys extra line
of cred It.

be used so as to exaggerate any
benefit beyond the terms of the
policy. They may be used only in
such manner as to fairly describe
benefits.”

Policies covering only one dis-
ease or a list of specified diseases
may not be advertised so as to
imply coverage beyond the terms
of the policy.

Any limiting conditions relat-
ing to benefit payments also
must be "clearly disclosed” and
phrases such as "this policy pays
1%$1,800 for hospital room and
board expenses" will be consid-
ered incomplete without indi-
eating the maximum daily bene-
fit and the maximum time limit
for hospital room and board ex-
penses.

The proposed regulations also
will slash at the heart of the

Then you wouldrit

have to tie up
all that cash

for insurance
premiums.

Borrow the premiums from Afco. (You'll love our low

interest rates.) Pay us monthlyor quarterly, old of current

income. You don't need a compensating bank balance,

you don't need to disturb your other lines of credit.

And we're sure you'll be able to think up a way of using
thatextra workingcapital. Ask your insurance agent

or broker about Afco. Now.

NEW YCRK: 108 JOHNSTREET, NEW YORK 10038

ATLANTA BALTIMORE

BOSTON

CHICAGO

COLUMBUS, O. EAST ORANGE HEMPSTEAD, N. Y.

KANSAS CITY

NEW YORK

LOS ANGELES
SAN FRANCISCO

MIAMI

SEATTLE

CANADIAN AFFILIATE: CAFO

HALIFAX MONTREAL

EDMONTON

TORONTO

VANCOUVER

testimonial, a long favored ad
technique.

TESTIMONIALS used in ads
"must be genuine, represent the
current opinion of the author, be
applicable to the policy adver-
tised and be accurately repro-
duced.”

Any insurance company, in us-
ing a testimonial, would "make
as its own all of the statements
contained" within the testimoni-
al.

An offer in an ad of inspection
of a policy or offer of a premium
refund will not be considered "a
cure for misleading or deceptive
statements contained in such ad-
vertisement”.

One proposed rule, reminiscent
of - advertising in other areas of
business: particularly automotive,
will prohibit an ad from "directly
or indirectly making unfair or
incomplete comparisons of poli-
cies or benefits or otherwise
falsely disparage competitors,
their policies, services or business
methods.™

The proposed regulations also
would establish a 90-day period
between enrollments before new
offerings could be made and this
rule would apply to all advertis-
ing media.

Advertising in magazines and

newspapers printed and pub-
lished in other states and circu-

lated in California would be re-
quired to comply with the 90-day

rwm wm e ——

Two Oregon

firnms fined

SALEM--Oregon Insurance
Commissioner Cornelius Bateson
has announced fining the Home
Life Insurance Co. of New York
and Elmer K. Edvalson of Mil-
ton-Freewater for violation of
the state insurance code.

Home Life was fined $250 for
compensating an unlicensed agent
in connection with the sale of life
insurance.

Mr. Edvalson was fined $200
for accepting a premium for fire
insurance without providing cov-
erage.

Mr. Bateson also suspended the
licenses of Glenn D. Wulf of Hills-
boro and Ronald Eugene Davis,
Oregon City, for misappropriation

of premiums in connection with
E>==ail oo racd == _ -

In Texas,
Workmen's

Compensation
Insurancemay

pay you back !

In Texas, many large
compalies have found that
placing Texas Workmen's
Compensation separate from
national programs can be
financially rewarding. Last
year over $8,000,000 was
returned to our policyholders
as premium discounts and
dividends. Sound interesting?
Give us a call and see if it'll

work for you.

Texas Ermplovems’

‘NSuRYance”

Dallas, Texas 75221

Employers Insurance of Texas:

Texas Employers' Insurance Assn.
Employers National Insurance Co,
Employers Casualty Co.

Employers National life Insurar-o ro.



Food processors felt
few ill effects in 71

MONTREAL-Food processors
attending an industry session at
the American Society of Insur-
ance Management's annual con-
ference here have not felt any
ill _.effects from food recalls of
the past year. They are, never-
theless, more vitally interested
than ever before in product re-
call and destruction policies al-
though few are willing to pay the
price for them.

This is one broad conclusion
that can be drawn from the
two-day, shirt-sleeve session held
in a meeting room at the Queen
Elizabeth Hotel. Twenty-five risk
men from the food processing in-
dustry attended the session led
by D. D. Alexander, insurance
manager, Consolidated Foods.

Mr. Alexander told Business
Insurance after the session, which
was closed to the press, that dis-
cussions of product recall and de-
struction forms of insurance

"highlighted" the meeting. Anoth-

er subject turned over at length,
he said, was captive insurance
companies and their possible ap-
plication.to the product recall sit-

uation.

"IT WAS suggested,” the Con-
solidated Foods risk man said,
"that the- industry consider form-
ing a captive along these lines.
But no conclusions were reached.

ASIM Conference
Report

The thing is that most companies
don't want to divulge their qual-
ity control methods." He noted
that divulgence was one road-
block to a captive scheme.
According to Mr. Alexander,
two of the 25 food processors
attending the session have prod-

uct "Several

recall coverage.

other people said that they had
investigated the coverage, but
had declined it-mainly because
of the limited market,” he said.
The only markets now actively
quoting on product recall cover-
age are Lloyd's and Fireman's
Fund American. Others do write
the business, Mr. Alexander
pointed out, but prefer to include
it in with a total insurance pack-
age. Insureds who had their gen-
eral liability covers in other mar-
kets, therefore, are discouraged
or refused coverage altogether.
"The general concensus,” Mr.
Alexander said of the meeting,
"was that product recall and de-
struction forms of coverage will
become more predominent.” He
intimated, however, that Lloyd's
and Fireman's Fund are asking
premium prices for the coverage.

TURNING TO the product lia-
bility situation among food proces-
sors, the Consolidated Foods man
noted that the subject was dis-
cussed at length "in relation to
quality control” methods. "There
was also the question of 'how

much (c overage) should one
have?' " he said.

Last year's case of botulism

Baseball impasse ends, players get
$500,000 more for pension fund

NEW YORK-After a 13-day
strike by baseball players for in-
creased pension benefits, a short-
er season is underway-some-
what to the satisfaction of the
American League, which has been
seeking a reduced playing sched-
ule, and considerably to the sat-
isfaction of the players who wiill
receive about an 8.5 % pension
hike.

The players had requested that
an existing surplus in the pen-
sion fund of over $1 million be
used to increase retirement
benefits to offset a 17% cost-of-
living increase since the plan was
negotiated three years ago. Both
sides settled on a $500,000 allot-
ment.

Negotiations for a pension set-
tlement, which had reached an
impasse, gained momentum when
President Nixon urged a meeting
between players association rep-
resentative Marvin Miller, own-
ers' representative John Gaherin
and Curtis Counts, director of the
Federal Mediation and Concilia-
tion Service.

uUntil this time, the owners had
refused to allow any surplus
monies in the present retirement
fund to be used for increased
benefits. They claimed that an
actuarial report by the Philadel-
phia firm of Towers, Perrin,
Forster & Crosby Inc. showed
that such a move would be "im-

prudent.”

THE PLAYERS Assn., how-
ever, said that calculations by
John Gabel of Retirement Plans
Inc., Cleveland, who has been the
actuary for the plan for both the
owners and the players for 17
years, verified the financial
soundness of the proposition.

After a Washington meeting
with Mr. Counts, the owners of-
fered a $400,000 increase and the
players reduced their demand to
$600,000. When both sides agreed
to a $500,000 allotment and a set-
tlement was in the offing, a dis-
agreement over the missed games
extended the strike for three more
days.

The clubs felt the players
should play certain rescheduled
games without pay. They offered
to pay the players for separate
admission make-ups but not for
games rescheduled as part of a
single-admission double-header.

The National League was ada-
mant about playing all 162 games
of the series, although the Amer-
ican League wanted to forget the
games and resume the schedule
at its present point. Finnlly. both
sides agreed to eliminate missed
games from the season, with the
championships being decided on
a straight percentage basis.

AS A RESULT of the new

one-year contract, the clubs will
contribute an extra $490,000 an-
nually to pay increased premium
costs for players' health benefits
for a total annual contribution of
$5.94 million for all benefits.

The announced

owners also

that the health care package was
being transferred from the Equi-
table Life Assurance Society of
the U.S. to Blue Cross, although
the benefits would remain essen-

tially the same.

The group annuity contract for
the players' retirement benefits
is still being handled by the Eqg-
uitable. The bulk of the assets
for both the health plan and the
pension program are consolidated
in one central trust at First City
National Bank, New York. -

New carrier chosen

The Washington State Employ-
ees Insurance Board has an-
nounced selection of a new car-
rier for the two statewide health
insurance plans available to state
employes, according to Leonard
Nord, chairman. Apparent low
bidder was Blue Cross-Washing-
ton Physicians Service. The cur-
rent carrier is New York Life.

Mr. Nord said benefits of the
plans will remain the same when
Blue Cross takes over July 1.

poisoning and subsequent recall
of Bon Vivant vichysoisse, as
well as other extensive food re-
calls last year, had "almost no”
effect on the product liability
market, he asserted.

"It was brought out that for
the millions of products this in-
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dustry puts out annually the fre-
quency of claims is extremely
low, as is the cost of these claims,"
Mr. Alexander said. There were
no complaints, he added, that un-
derwriters may be "overreacting'
to one or two serious product lia-

BEility clairms_. i

We have a head

for

solving
problems.

Ebasco's Risk Management men provide experienced
professional assistance in creating or revising sound, ade-

quate insurance programs.

They act solely as consultants and advisors. Not as insur-
ance agents or brokers. That's why their advice is frank,

realistic and objective.

Ebasco's Financial men have a long history of providing
financial counsel to industry, governments and institutions

inthe services of valuations,

raising capital, financial plan-

ning, profit and operational planning, buying, selling or
merging, and integrating operations.

Whatever your problerrs

are in Risk Management, Fi-

nance, Employee Benefits, Marketing & Planning, Pension

& Actuarial, Tax Valuation,

or Organization & Personnel

Management... contact the Management Consulting Group

of Ebasco Services.

We have a head for solving problems. Write Dept. Mi
today for our big "E" brochure.

I'n1larltj SERVICES INCORPORATED
CONSULTANTS - ENGINEERS - CONSTRUCTORS

2 Rector Street, New York, N.Y. 10006 -

a Boise Cascade Company

(212) 344-4400

<WA/Ned&#fid,/fow. s..

+\7T'LTWohireich & Anderson, Ltd. «-New York, N.Y.

NEW WAREHOUSEMEN's LEGAL LIABILITY FACILITY AVAILABLE AT W& A

Many warehousemen, freight for-

warders, packers and wharfingers have

been forced to do without proper coverage

and/or with inadequate limits either for
want of market or due to exorbitant pricing.

W&A has been successful in putting to-

gether an "In-House" facility with capacity
in excess of $1,000,000 for qualified risks.

NEW YORK

55 John Street

New York, N.Y. 10038
(212) 349-3020

PENNSYLVANIA
570 DeKalb Pike
King of Prussia, Pa. 19406
(215) 265-6210

The rating approach will be flexible and all
classes of risks will be considered. The right

pricing will depend upon the submission of

complete information and

compliance with

safety precautions as recommended.

Details on this new program can be ob-

tained at local W&A offices

or from our Com-

mercial All Risk Department, W&A New York.

W&A deals exclusively through Agents and Brokers

PRINCIPAL OFFICES

NEW JERSEY
1 Grand Union Plaza

(201) 991-5611

North Arlington, N.J. 07032

OHIO
662 Hanna Building
Cleveland, Ohio 44115

(216) 241-2917 (202) 223-1E96

CORRESPONDENTS IN ALL OTHER STATES

WASHINGTON, D.C.
1735 Eye Street, N.W.
Washington, DC 20006

NEW ENGLAND

One Boston Piace
Boston, Mass. 02108
(617) 723-5770
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Insurers seek more lead time on construction risks

MONTREAL-The afternoon
meeting of the construction in-
dustry session at the ASIM con-
ference provided construction in-
dustry risk managers a chance to
get down to basics with two rep-
resentatives of the insurance in-
dustry.

David S. Forsyth, director of
Euings Ltd. of Toronto, a Lloyd's
broker, and Robert Sanborn, of
the Commercial Union Cos., first
delivered short speeches before
the actual questioning began.

In his talk to the risk men, Mr.
Forsyth briefly told the history
of Lloyd's involvement in and
subsequent abandonment of the
construction industry as a risk.
"However," he noted, "Lloyd's is
returning. The market is now
there.”

He pointed out that Lloyd's
all risk coverage specifically ex-

cludes faulty design but will
damages resulting

cover any
from faulty design. He said that
the testing coverage was avail-
able but would be rather limited.

Regarding other coverages, he
said, "Some of the Lloyd's under-
writers will write contractor’'s
equipment coverage but, quite
frankly, the terms might well be
unacceptable.

"In summing up,” he contin-
ued, "l would like to say that
Lloyd's has been ignored the past
few years as a market for con-
struction risks. The time has
come to test it every now and
again. At least keep your fingers
on the pulse; you might see some
changes."

Mr. Sanborn came directly to
the point. "This is an age of con-
sumerism and the emphasis is on
performance," he said. The prob-

lem is that you, as construction
industry risk men, expect us, as
insurers, to perform on the basis
of your own sometimes exotic and
sophisticated new designs and
equipment.'1

ASIM Conference
Report

AS AN EXAMPLE, he pointed
to certain new construction prae-
tices such as drop tubes and us-
ing explosives to demolish build-
ings sitting between other build-
ings.

"You want us to perform in a
short period of time,"” Mr. San-
born commented. "Granted,
sometimes you are under the gun
yourself but there are other

times when you just have waited
to the last minute to inform your
insurer of anything new. | can
only warn that the shorter the
lead time, the greater the prob-
lems.”

He told those assembled that
insurers were really not con-
struction experts. "We need all
the help we can get," he said and
then listed some of the things
risk men could do to make their
insurers' lives a bit easier.

He thinks that the insurer
should have more lead time and
that risk and insurers
should spend more time and ef-
fort talking to each other. Insur-
ers, according to Mr. Sanborn,
should always be informed of
any alternative methods being
considered by the construction
company. He also thinks the in-
surer should know if the job

rmen

VWe're here to
Keep you Iin power.

Since long before the steam-Fowered fire engine, we've been in business
for lust one reascn: to keep other companies in power. In production. In profits.
Today, we're America's leading spec alist in insuring all forms of power equipment.
With 700 inspectors and engineers who protectonethird of all the insured power
equipment in the USA. We'rethatbig becauseweknow a lot about power equipment.
We know a lot about power equipment because we're so big in it.

If you depend on power, you can depend on us. We're here to keep you in it.
The Hartford Steam Boiler

Inspection and Insurance Company,
Hartford, Connecticut.

By the way, the photo shows
Boston Fire Department Engine
No. 35, a self-propelled steamer
builtbythe Amoskeag Company
in the early 1890s. Though its prim-
itive chain drive was a perennial
problem, it functioned well enough
to get No. 35 to the famous

Brighton Stockyards Fire
on -une 22,1912.

1868

would have a safety superintend-
ent and, if so, just what his au-
thority would be.

EMPHASIZING the importance
of what he was about to say, he
asked the risk men that they tell
the insurer just how serious they
are about the bid made on any
job.

"There are times when your
company will bid on a job it
doesn't want and when that hap-
pens, wheels spin,"” he noted.
"We do the work that has to be
done regarding any bid and
nothing happens because you
were not serious about the bid in
the first place.”

One of the risk men present
said that he, himself, would like
to know about the seriousness of
any bid. He pointed out that risk
managers did not make those de-
cisions and that it is not their
fault if a bid is half hearted.
"We do not like to spin wheels
any more than you do," he said.
"There is no intent on our part to
spin wheels. Our time is as valu-
able as yours."

MR. SANBORN urged the risli
managers to purchase higher pri-
mary limits "because the um-
brella market is turning around
and it won't be long until your
insurer asks you to. There are
three or four markets now which
want higher primary limits and
the others will probably follow
suit. It would be to your advan-
tage because the price might be
better now than later.”

As the risk men aired their
grievances it was agreed that the
construction industry has the pe-
culiar problem of running into
extremely wide variations when
underwriters make quotations on
the same job, the same way
many construction firrns wVill
vary widely as to how much they
want for the same job.

Among other
were discussed was cancellation

points which
of policies.

MR. FORSYTH said that a no-
tice of cancellation from Lloyd's
was not actually A notice of can-
cellation but rather an invitation
to renegotiate the policy. The risk
men wondered what the differ-
ence was. Mr. Sanborn said that
his company never cancelled
mid-term and that there were
other ways of handling a prob-
lem risk, like imposing a deducti-
ble or implementing more strict
loss control measures.

It was then brought out that
the reinsurer had a great deal
of control over cancellations in
that if the XYZ Insurance Co. ap-
peared on the policy but only
wrote 20% of the risk, the rein-
surers could control him. He
would have to cancel if they
pulled out.

During this discussion, Earl
Novell, risk manager for the Per-
ini Construction Co., spelled out
what was perhaps the theme of
the meeting. "When the risk goes
bad,"” he said, "and it is the fault
of your company, this is where
you earn your money. Your risk
man's sense can save you every

time.”

Sign North Sea pact

Representatives of 12 European
countries meeting at The Hague
have signed a convention to pre-
vent further pollution of the North
Sea. Statutory moves are planned
to stop ships dumping waste prod-
ucts in the northern part of the
Atlantic Ocean. A "black list” of
banned materials is being drawn
up, but there will also be a "grey
list" of other products that may
be dumped under safety condi-

tions.



Regulator says insurers
have Vow credibility’

SAN FRANCISCO--The insur-
ance industry currently has a
"very low threshold of credibil-
ity" with the public, in the opinion
of Lawrence C. Baker, chief dep-
uty California insurance commis-
sioner.

"Public unhappiness with the
industry,” Mr. Baker told the In-
surance Company Managers
Assn. of Northern California, "is
behind present legislative activ-
ity which will eventually result
in a complete re-structuring of
insurance concepts."”

Mr. Baker, who has headquar-
ters in Los Angeles, said, "Truly
vast changes lie ahead for the
insurance ind u s t ry; some the
normal result of progress but
mostly due to demands the public
is making for legislative correc-
tion of what the consumers con-
sider to be practices not in their
best interests.”

Mr. Baker cited the increasing
pressures for automobile insur-
ance reform and predicted "Cali-
fornia will get a modified no-
fault auto insurance program this
year, although it will not be the
Oregon-type program.

"TNO-FAULT AUTO insur-
ance,” Mr. Baker said, "has be-
come a significant political issue,
not only in California but literal-
ly throughout the nation, because
the public has become so vocifer-
ous in its complaints over the
cost of car insurance in relation
to returns.”

He added that "whatever type
of no-fault program is adopted
this year by the California legis-
lature, the industry should be
aware that this will not be the
end of reform attempts."”

Mr. Baker predicted that na-
tional health insurance "will
probably be a reality in the U.S.
no later than 1974.

"When national health insur-
ance finally is adopted," he said,
"it may very well result in doing
away with private health insur-
ance programs.”

Perhaps the "biggest concept
change," according to the insur-
ance regulator will come in mass
merchandising of insurance.

Appraisals

Continued from page 20

insurance purposes is reduced by
these additional business bene-

fits.

SUMMARIZING our thoughts
on appraisals for fire insurance
purposes:

- Contemporary techniques of
the professional valuation con-
sultants deliver supportable,
low-cost, current values to to-
day's management.

= Through the use of Annual
Valuation Service, an appraisal
can be kept up-to-date as to
property covered and its value.

- Professional appraisals are
expressions of unbiased opinion
(supportable estimates of cost
and value) which can and do
stand up in court if needt be.

- Professional appraisals serve
as a basis for many management
decisions.

In spite of the title of the "No
Nneed” article and some offhand
references to the "non-essential”
qualities of the professional ap-
praisal, we appreciate the concise
expression of the essence of the
need for a correctly designed ap-
praisal. We know of no other
practical way for a responsible
risk manager or company to ar-

rive at "reasonably supportable
fis

ires. reviRpri AnNnliAllv " =

"The legislature at Sacramento,
as well as in other states,” he ex-
plained, "is becoming very inter-
ested in advancing the cause of
true group insurance programs.

"The first phase,” he added,
"may well come in auto insur-
ance, with organized workers
being able to purchase their car
insurance as a group, with their
ernployers paying part of the
premiums and with the plan
geared to the lowest rated risk of
the group.

"This,"” Mr. Baker said, "will
produce a vast expansion of mass
merchandising efforts in all per-
sonal line insurance and it will
have a significant impact on both
the agency system and 'direct
writers."
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EMPLOYEE BENEFITS

SHOULD BE REVIEWED EVERY YEAR

Our Specialists will give you up-to-date,

objective advice on coverage and cost.

Herbert L. Jamison & Co.

90 Park Avenue
New York, New York 10016
Area Code 212 - Oxford 7-6678

.S Herel

GROUP
LEGAL

INSURANCE

Worldwide Financial Management has arranged with a large and financially sound
Insurance Co.,an excellent program for group legal insurance.

Coverages Offered

* PREVENTIVE LAW (Consultation with attorneys)

« CRIMINAL LAW (Misdemeanors, Felonies, Juvenile, Traffic)

- LEGAL COSTS

- CIVIL ACTION

* GENERAL LEGAL EXPENSES (Bankruptcy, Family Law, etc.)
- SELECT YOUR OWN LAWYER

Three schedules of benefits available.

Each group individually underwritten.

ow

Rating based on size of group, territory of
group, occupation of group and schedule

of benefits selected by group.

Application for

GROUP LEGAL INSURANCE QUOTATION

(NO OBLIGATION)

city
s F— F ma<c<c—> r a

State (or States) Group Is Employed

Principal Occupation of EmployeAR

Estimated Number of Employees in Grn,ri

1 Estimated Number of Married EmplnywAR

Single EmploypeR

WORLDWIDE FINANCIAL MANAGEMENT, INC

(A DELAWARE CORPORATION)

801 NICOLLET MALL, SUITE 620, MINNEAPOLIS, MINN. 55402 1

C&S 1 —=>D>D ==5—1 1 == 1

-
1
1
Specific Name of Group
Addreqq
ey o = ——
Name of Employer
Average Hourly Pay Grale
L

-
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the best place to
start a captive

iNsurance

company?

/fj #0 55 54"\ it,

At 102 Maiden Lane, in New
York City-headquarters

ty. of American Internationa.
P Group.

As one of the world's targ-

estinsuranceorganizations,we

2 aren't necessarily advocating
ra captives. But, if you've mace

the decision to form a captive
company - offshore or onshore-we have information anc
insights you can use to your advantage.
. That's because American International has been managirg
all kinds of insurance companies for more than 50 years.

Along the way, we've developed just the kind of broad ex-
perience and skills you need when you start a captive companl
Global engineering strengths. Claims settling services. Under-
writing expertise. Inspection facilities. Trained and knowledge-
able people in all areas of insurance administration and account-
ing. And extensive insurance capacity.

Which means we can help you to plan a captive company.
Or manage it. Furnish locally admitted coverage. Take care ol
the reinsurance. And work with your broker to round out your

risk management program.

We .an do all that for you virtually anywhere, because our
organization is located in 50 states and 130 different countries
and jurisdictions.

So, as soon as you tell us what you need-and where -
we'11 tell you how Just ask your agent or broker to call Michael
J. Twomey at 212-344-9200. Oir, if you prefer, use the coupon
to send for our free brochure. Do it today.

American International Group
Companies

Dept A, 102 Maiden Lane, New York, N.Y. 10005

Please send me information about American International facilities for

captive companies.

Name
Tile
Company
Address

CcK State 74
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Cooperation with underwriters
can settle profits controversy

"1 seriously doubt that the underwriter's profit or loss will
concern you or affect you any more than that of your paint

supplier or your manufacturer of machinery or your vendor
of rubber bands or paper clips."

\ I../Alir 1

BY PAUL C. JOHNSON

special assistant to the chief,
division of insurance,

U.S. Department of Commerce,
Washington, D.C.

TS NOTONY. 900d to ses e mat:

tested in Business Insurance but it is good
to see a bit of the bare knuckle finally
showing through the kid gloves used for
so long in treating this subject publicly.

| should like to set forth a point of view
developed from experence:

The essence of the insurance transac-
tion is the transfer of risk, not losses.

This transfer occurs because the insured
recognizes a risk that he cannot bear. He
therefore seeks out a professional risk
taker and having paid his premium is re-
lieved from the alternatives of not being

able to do business at all or of maintaining
reserves suitable to meet losses as they
may arise. Any other application of in-
surer's facilities or of insured's use or abuse
thereof is something other than insurance
and should be recognized as such.

Of course it is - possible to churn over
losses through an insurance company, and
the insurance company management can't
really be expected to do this without net
compensation. In most liability insurances
this is what happens. It always amuses me,
however, to hear how badly insurance com-
panies handle these claims.

The question comes to mind: "Why in
the name of loyalty to one's own firm

doesn't the insurance manager do the job
himself?”

| AM fascinated at the many $20,000
cases that should have been settled for
$10,000, the implication being that insured's
personnel would have properly settled the
claims. Indeed, | am altogether amazed
that insurance companies get any "loss"
business at all judging from the incredibly
generous manner in which the "insured's
money" is doled out by insurance adjusters.
( Please don't mention private automobile
physical damage repair adjustments. It
hurts my head.) Obviously all insurance
managers should settle their own claims.
The savings would maintain the most mag-
nificent loss adjusting staff possible!

Now to get to my point.

Sterling J. Tooker, formerly president of

one of our largest underwriters once wrote
an article called "Insurance, product or
partnership?”-1 think it is a fitting
thought.

IF YOUR PREOCCUPATION as an in-
surance manager is to obtain your insur-
ance as cheaply as is possible, without re-
gard to the consequences upon the under-
writer's profit or upon the well-being and
future career of his employes, you are mak-

ing several assumptions, all of which are.

wrong: You are smarter at the risk business
than the underwriters. You are a better
claim adjuster than the underwriter. The
underwriter needs you more than you need
him. The underwriter is willing to do busi-
ness on the same terms with an insurance

, manager who has the business ethics of a

street-corner huckster as with a profession-
al insurance man who is not only willing
but able to do his share in the prosecution
of the insurance partnership.

The partnership is effected to the com-
mon good of both insurer and insured when

the insured:

* Does all possible to eliminate or mini-
mize risk.

« Does all possible to avoid loss.

* Does all possible to minimize loss.

* Accurately describes the risk to the
underwriter.

. Rides herd on all liability losses, espe-
cially those over $5,000, not to teach the
underwriter how to do it but to make sure
that the ordinary weakness of human beings

Two buying alternatives:
Competitive bids or bargaining??

"The work you put into competitive bidding can be a serious factor in encouraging the

best efforts of the insurance company you ultimately select.”

BY BION H. FRANCIS

insurance consultant,
Milford, Conn.

This is the sixth of a series of articles
by Bion Francis on bttying corporate in-
surance. Mr. Francis discusses the prob-
lems to be expected, how to recognize them
and how to surmount them.

OW YQU HAVE. werked qut-the haz-

you have decided to buy insurance. How
do you go about the purchase of this
insurance? In general, you have two ma-
jor alternatives. You can ask for competi-
tive bids or you can place the insurance
by direct negotiation with an insurance
company or broker. If you decide to have
competitive bidding, there are two ways
in which you might do this.

You can select a broker and have him
conduct the competitive bidding among
the insurance companies that he selects.
This method may work out satisfactorily,
but there can be disadvantages. You may

not have access to the portion of the
market represented by the direct-writing
mutual companies. Also, if the broker's
business develops unsatisfactory experi-
ence, you may be grouped with this un-
satisfactory business in the eyes of the
insurance companies.

The alternative is competitive bidding
run by yourself, the insurance buyer. If
this bidding is done properly, it involves
considerable work. However, if you do it
at all, you should do it properly. Anything
else will hurt your standing as an insur-
ance buyer and insurance manager, to-
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does not affect his losses.

- Does all possible to motivate insurer's
local adjusters and head office executive
claim personnel when, in his opinion, a
claim is going badly or the local perform-
ance is poor.

* Does all possible to motivate insured's
own branch managers to cooperate with
local insurance adjusters and report back
in detail on all losses immediately.

* Follows through for detailed loss in-
formation internally and matches informa-
tion with the insurer so that loopholes may
be plugged and misunderstandings avoided.

- Takes the fullest advantage of insurer's
loss prevention facilities and helps improve

them.

ONE CAN go on and on, but | think the
point is made.

At renewal time competitive quotations
are brought in and, having been active
in the partnership with your underwrriter,
you will now judge him not on his premium
dollar figure or rate but on the total net
cost of risk, loss and insurance to the firm to
whom you owe your greatest loyalty-your
employer. | seriously doubt that the un-
derwriter's profit or loss will concern you
or affect you any rnore than that of your
paint supplier or your manufacturer of
machinery or your vendor of rubber bands
or paper clips.

Certainly the insurance company's profit
is the problem of its management, not
yours. It should also be their preoccupation,
not yours. Yours is, of course, to supply the
expertise necessary to keep the risk, loss
and insurance costs of your employer at
the lowest level possible over your working
life and a reasonable time thereafter. -

Paul C. Johnson is presently a special
assistant to the chief of the U.S. Maritime
Administration insurance division. Raised
in Prince Edward Island, Canada, he
studied at the Petit Seminaire de Ste-
Therese, Quebec, the U.S. Merchant
Marine Academyv, Georgetown School of
Foreign Seruice and Temple University.
Afte- serving as a naval officer, he became
a marine underwriter for Insurance Co.
01 North America and later director of
insurance for Sea-Land Service Inc. Of
Elizabeth, N.J. Mr. Johnson is a member
of the American Maritime Law Assn.

gether with your corporation's standin* a5
a buyer of insurance.

IF YOU ARE going to have competitive
bidding, you -should prepare an under-
writing exhibit to give the broker or in-
surance company the information needed
to prepare a bid. This exhibit should con-
tain she following:

- A description of the property or op-
eration for which the insurance is wanted.

« A description of the insurance you
want, including such pertinent details as
policy limits, deductibles and any other
special policy features.

- rhe loss experience for the last five
years should be given including, if avail-
able, annual premiums, losses and rates.

- Either a statement of the claim,
inspection and other services that you
want, or an invitation to the broker and/-
or insurance company to describe the serv-
ices they will provide if you buy insurance
from them.

- Anything else you feel is necessary.
Keep in mind that the underwriting ex-
hibit should contain the information need-
ed - ty the underwriter to approve the
insurance.

The underwriting exhibit should be sent

Continued on following page
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Buying...

Continued from preceding page

to brokers and insurance companies with a
covering invitation to bid. What do you put
into the invitation to bid? This can depend
on your personal philosophy as to how bid-
ding should be handled. Let me suggest the
following items to be included in the invi-
tation to bid:

= The invitation should state that it is
your intention to award the insurance to
the bidder with the most favorable bid,

Risk management notes

but that you do not bind yourself to do so.

= In particular, you should include a
statement that you will not transfer fhe
insurance from the broker and/or insur-
ance company that now has the insurance
unless there is a substantial advantage in
cost or service by doing so.

- The invitation to bid should also
contain a commitment to the effect that, if
insurance is awarded as a result of the
bidding, it is your intention to keep this
insurance in force for a minimum period,
such as three years or five years, if cost
and service remain satisfactory. The peri-
od can be changed of course to whatever
period you consider satisfactory. If :he

Require contractors
to carry liability cover
with you included

BY WARREN, MCVEIGH & ASSOCIATES

risk management consultants,
San Francisco-Los Angeles

HEN CONTRACTORS o

or you, it s goo
require them to carry

olhers.d

pra
liability insurance,
whether or not you have a hold-harrnless
clause in the contract. Also, to be sure you
will be protected by your contractor's pol-
icy, it is desirable to have his policy name
you as an additional insured with an en-
dorsement issued to evidence this fact.

With regard to following up on contrac-
tors to be certain of compliance, many
companies spend a considerable amount of
clerical time reviewing policies or certifi-
cates of insurance and following up to see
that the endorsement showing additional-
named-insured is issued.

One large California utility company
made a study of the situation and found
that the most desirable results were
achieved by requiring the additional-
named-insured endorsement and following
up closely whenever it was not received to
be certain that it was issued before work
began. Though it requires clerical time,
they feel that savings in defense costs
alone of cases which would not have to be
defended by them or their insurer made
the procedures worthwhile. In this regard,
it should be noted that public utility com-
panies have special problems since hold-
harmless agreements are generally less ef-
fective for them than for others because of
their size and strong bargaining position.
In addition, they are not faced with strong
financial incentives to reduce "justifiable"
costs since their rates are based on a

cost-plus investment return formula.

ON THE OTHER HAND, many large
corporations feel that the administrative
expense of such police work is not propor-
tionate to the results. In order for some-
thing to go wrong in the absence of such
policing, it would be necessary for five in-
dependent events to occur:

+ A claim must be incurred naming both
contractor and owner.

= The contractor failed to comply with
contract terms.

= Your hold-harmless clause is inade-
quate.

= The contractor's insurance is insufficient
in amount of coverage.

» The contractor must go bankrupt.
These are the conditions relating to the
contractor's sole negligence, though where
joint negligence is imputed, or where you
are concerned about possible defense costs.
only the first three events must occur.
contractor's sole negligence, though where
have somewhat different situations. In or-
der to make a decision to police or not
police, it may be desirable to make two
calculations. The first would be the total
cost to the company of clerical work in-
volved in following all such certificates.
The second would be the potential defense
and indemnity costs estimated to follow
from failure of administration. This in-
volves judgment and the use of a proba-
bility factor which must be estimated.
Nevertheless, even though the estimate is
not highly accurate, it is better to use this
calculation than no analysis at all.

Captive Insurance Companies

The use of off-shore captive insurance
companies by large American corporations
and associations has become so widespread
that some U.S. states are attempting to
liberalize their insurance laws to allow the
formation of captives in the states.

As of February 8, 1972, a bill was ap-
proved in committee in one house of the
State of Colorado to establish a climate
favorable to the formation of captive com-
panies. This is House Bill No. 1041 titled
the "Colorado Captive Insurance Company
Act."”

Specifically, it would allow a company
or association to create a captive insurance
company in Colorado free of all taxes
except a single tax of 1 % of gross pre-
miums. Minimum required capital is
$400,000 and required surplus is $350,000,
which may be cash, securities or irrevoca-
ble letter of credit. Minimum gross pre-
miums must be $500,000 for a company
captive and $1 million for an association
captive. The company is further liable for
costs of state examination and it must
comply with the investment requirements
for other insurance companies.

This is an interesting development but
since the requirements are still much Stif-
fer than those of Bermuda (no premium or
income tax and $120,000 minimum capital
plus freedom of investment and regula-
tion) we wonder whether any compa-
nies will want to choose Colorado as a

domicile.

brokers or insurance companies have a
degree of assurance that they will retain
the business for some minimum period of
years. this will encourage them to submit
the most favorable bid they can.

- If the amount of insurance is large.
some brokers and/or insurance companies
may have difficulty in placing the entire
amount. You can, if you wish, include a
statement that if the broker and/or insur-
ance company wishes to submit a bid only
on a portion of the total, such a bid will
be considered. Obviously, the value of the
bid will be reduced if it is only a portion
of the total requested. You could reserve
a similar right to place only a portion of
the total.

* The closing date should be indicated.
In setting this date, you should allow
adequate time for the insurance compa-
nies to make any inspections that might
be necessary if they are going to offer a
serious bid. If you don't allow enough
time, you are giving an advantage to the
broker and insurance company who now
have the insurance, and who are presum-

ably familiar with the properties and op-
erations involved.

NOW THAT YOU have worked out the
nature of the underwriting exhibit and
invitation to bid, to whom do you send
them? The specific selection of brokers
and insurance companies for this purpose
will be taken up in the next article of this
series.

You may protest that all of this is a lot
of work. Of course it is. But consider that
you are asking an insurance company to
make a serious bid. If you represent a
large corporation with many plants, a se-
rious bid by a major insurance company
with proper inspection of all major plants
could run to several thousand dollars of
expense. Why should an insurance com-
pany do this for you if the work you put
into it indicates that you do not regard
the whole thing seriously?

The work you put into the competitive
bidding can be a serious factor in encour-
aging the best efforts of the insurance

-—— - e = s m ~S— _ —

RISK MANAGEMENT
SCORE SHEET

How well does your company rate with the ideal risk or insurance manage-
ment program? While risk management as a discipline is still evolving there
are at least a few generally accepted principles that are indicators of a good

risk management program. Or are they?

It probably will be some time before we have the set of common standards
by which to measure risk management but, as a starter, we have prepared the
following list of questions. They are hardly all-inclusive; some certainly are

subject to question.

Yes No =7

1. Has the organization adopted a formal written
policy on risk, insurance and benefit man-

agement?

2. Is there a written guide to the maximum
amount of loss which can be self-assumed, in
either a single year or in a single event?

3. Is there a risk or insurance manual?

4. Has a risk manager been named?

5. Does he have authority to implement changes

in self-insurance and insurance?

6. Is an annual report prepared on risk and in-

surance?

7. Has a true fee system replaced the commission
system for agents and brokers serving the

organization?

8. Has the organization considered self-insurance
or self-administration for such areas as work-

men's compensation or employe benefits?

9. Does the risk manager meet at least annually
face-to-face with major insurance company

underwriters?

10. Is a fresh evaluation of exposures to loss made

annually?

11. Are premiums paid to insurers directly rather

than through agents and brokers?

12. Does the agent or broker submit an annual re-
port, covering insurance, cost, losses and pro-

jections for the future?

Yes = 10 points No = minus 5 points

? = 0 points

TOTAL SCORE:

120
100

We'll take lessons from you.

119 Top 1 % in rfsk management organiza-

tion.
70 99 Not bad.
50 69 Some real problems.
o 49 Time for an overhaul.

The Risk Management Score gheet has appeared as part of the third supple-
ment of the Risk Management Manual co-edited bv H. Felix Kloman, president,
and James O. Matschulat, up, Risk Planning Group Inc.
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The Hidden Inflator

It comes when you're trying to attract good
employees. Or keep them.
Because fat fringe beneftt packages can cost

E*plode it.

CNA offers a lot of fringe benefits that
*-: 9--: --can be payroll deductible.
Your employees are satisfied. They're
4 paying less than they would on their own.
And you're not inviting the Hidden Inflator.
He's just one way your insurance can lag
behind your business.
And just one ot the Insurance Lags we can
help you beat.
Contact your CNA agent. Or write us.

>CNA/insurance
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British ruling hurts robbers in their pocketbooks

LONDO N-Crime-conscious
Britons have welcomed moves to
make robbers Day out of their
own pockets for any harm they
do to their victims. Government
law enforcement officers plan to
accomplish this by rules which
will enable trial courts to order
forfeiture of a thief's property.

It is hoped this will cut down
crime losses and ensure that no
one gains by theft, expecially if

it involves violent attacks on in-

nocent people. Limited powers
already exist to force thieves to
compensate people for the value
of stolen property. But with
crimes of violence on the in-
crease, there will soon be laws to
make offenders pay damages for
personal injuries sustained by
the public.

Big-time fraud operators and
petty swindlers may also be
forced to repay victims out of
their private bank accounts, but

ODOOoO

One or more of these new concepts could

improve your insurance position and con-

trol costs, conserve cash:

NON-INSURANCE
SELF-INSURANCE
REINSURANCE

CAPTIVE COMPANIES
PRE, OR POST, LOSS FUNDING
RISK RETENTION

All are part of Risk Management Planning as de-

veloped and practiced by Management Services
Division, Cameron and Colby Company. And all

are evaluated for cost effectiveness in relation -to

individual needs for loss protection.

,&WIAIO ®@1*rif 9@QD {InalmIN571*

If you are interested, we'll be glad to discuss these

concepts further and submit proposals - without

obligation. Our fees, defined in advance, begin

only when feasibility studies are authorized or we

are retained.

As consultants we work with all resources but are

solely responsible to (and compensated by) client

management. For information...

Albert R. Dow, Vice-President

MANAGEMENT SERVICES DIVISION

CAMERON COLBY CO.

AN OPEN CIRCLE COMPANY

60 Batterymarch Street. Boston, Massachusetts 02110 - 617/357-8400

——
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FOR WHAT IT'S WORTH!

the main aim is to curb violent
criminals. In extreme cases it
will be possible to make a robber
bankrupt and seize all his prop-
erty, even if only part of it

cornes froni the proceeds of
crime.

SO FAR the only benefit to peo-
ple hurt during bank hold-ups and
other - crimes comes from public
funds. These, in the past seven
years, have paid out more than
$20 million cash to 22,000 people,
usually after the expiration of
normal social security payments
to the victims if laid off work or
hospitalized.

The highest payment to date is
just over $100,000 to a forty-
two-year-old bachelor hurt so
badly in a mugging that te will
be hospitalized for the rest of his
life. Social health funds will pay
for his medical treatment, so that
when he dies his relatives will
benefit from the award.

The award was made to mark
the severity of his inj uries, as the
fund, controlled by the criminal
Board,

has to assess its payments as if

Injuries Compensation
there were a private lawsuit in
the courts against the assailant.
The fund has been in existence
for seven years. Since, obviously,
Nno insurance company could in-
sure robbers against the eonse-

quences of crime, the state
stepped in to create the fund
with public money, staffing the
scheme with lawyers and investi-
gators to determine the amount
of injury payments it is entitled

to make.

OFFICIAL government rules say
that the board can rmnake pay-
ments in cases of personal injury
directly attributable to a crime of
violence, including arson and
poisoning, or to civilians hurt
while going to the aid of police
trying to make an arrest.

Payments can also be made to
victims of rape, and sexual as-
sault, both for shock and for ex-
penses of childbirth, but there is
Nno provision for maintaining any
child born in this way except
under normal welfare rules.

Traffic offences are excluded
from the scheme, unless there
has been a deliberate attempt to
run the victim down. But police-
men injured on duty are covered
by it. In the event of any victim
dying from his injuries, his de-
pendents can claim.

Last year more than $5 million
was paid out in awards to 5,000
citizens, and the cost has been
rising ever since the scheme be-
gan in 1964. Costs of running the
plan equal about 10% of its an-
nual expenditure.

Just over $65,000 was paid
last year to a 38-year-old woman
disabled in the brain after assualt
and battery, but most payments
are in much smaller sums to
meet lesser injuries. Compensa-
tion is confined to crimes of vio-
lence.

Other successful claimants in-
clude a woman of 62 who must
wear a wig after being struck on
the head and robbed of jewelry
in the street, a street-car opera-
tor who went to the aid of a
bank messenger during a hold-up
and was shot in the foot, and a
16-year-old shop worker who
was raped in a wood near her
home.

The value of the plan was sur-
veyed by Walker Carter, com-
pensation board chairman, who
told government officers in his
latest report, "The prompt pay-
ment of compensation does much
to prevent emotional disturbance
among victims of criminal as-
saults. It removes financial bur-
dens that may have accrued while
they are under hospital care, and
makes them realize that their mis-
fortunes have not gone unnoticed.

"Receipt of this compensation
helps victims to put their trou-
bles behind them," he added,
"and to make a new start and

forget their harmful experi-
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Alberta drivers now compelled
to obtain public liability coverage

EDMONTON, Alberta AiE=bilipypliclairnms are conrn-—

ta is Canada’'s fifth province with
compulsory, no-fault auto insur-
ance laws.

All motor vehicles-in theory,
at least-may not be operated
unless their owners have public
liability endcrsements providing
a minimum coverage of $35.000.

Again in theory, the Unsatis-
fied Judgment Act went out of
existence. Under this act, people
injured in accidents involving
uninsured cars could claim for
compensation from a fund set up
by the provincial government.
The maximum amount of claim
was $20,000.

Under new laws, enacted in
spring, 1971, and effective April
1, 1972, there is an automatic fine
of $250 for anyone caught oper-
ating an uninsured motor vehicle.
The driver of such a vehicle is

also on his own where ultimate
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APPRAISALS TO ESTABLISH INSURABLE VALUES MIGHT BE WORTH
A LOT MORE THAN YOU THINK......AND COST A LOT LESS!

IF YOU HAVEN'T HAD YOUR VALUES REVIEWED LATELY, THERE'S
NO BETTER TIME THAN NOW.
CALL US TODAY FOR A PROFESSIONAL REVIEW OF YOUR
INSURABLE VALUES!

INDUSTRIAL APPRAISAL COMPANY

NATIONWIDE SERVICE
HOME OFFICE: 222 BOULEVARD OF THE ALLIES, PITTSBURGH, PA. 15222

EXECUTIVE OFFICES: CHICAGO - NEW YORK - LOS ANGELES

cerned.

AS OF APRIL 1 this is the pie-
ture:

Driver A, properly insured, is
cruising along when he's struck
by Driver B, who is also properly
insured. Result:

Both drivers, if they are so se-
riously injured they cannot work,
are entitled to benefits of $40 to
$50 per week up to a maximum
of 104 weeks. Loss of limb or eye-
sight ranges from $2,500 to $5,000.
Loss of life pays $5,000. If the in-
jured or dead driver is a house-
wife, she is entitled to $50 per
week for up to 26 weeks to cover
household expenses. Thus, both
parties are protected for the pe-
riod between accident and litiga-
tion.

Now, let's assume that Driver
Al is properly insured, but Driver
B is not. Result:

Neither driver has to worry
about the economic position of
his family. Driver A's insurer
will take care of both families for
the period designated in the poli-
cies. After that, Driver B will
probably spend a good part-if
not all--of his lifetime, paying
the penalty of not having insur-
ance.

Almost all major casualty com-
panies, in the past few months,
have added riders to existing
policies to ensure that their
clients are properly covered.

In general, cost increase has
been slight. Some companies ap-
proximate their rates increase at
5%; others say their rates for
"safe drivers” have been reduced.
Overall, the premium cost is about
7 % above what it was a year ago,
when something like 13,000 of
Alberta's 921,000 motor vehicles
were not insured at all.

Many underwriters have used
riders to adjust to the new legis-
lation but many others have not.
Several maj or companies operat-
ing in Alberta say they have no
intention of adjusting rates until
individual policies run out. Ac-

cording to one spokesman, "The

new legislation is basically good.
It will cut dowvwn the number of
uninsured drivers on the highway,

and many people in our business
think that a small number of

drivers have caused insurance
costs to swell.”

No-fault insurance has in vari-
ous forms been introduced into
Ontario, British Columbia, Mani-
toba and Saskatchewan. Alberta's
plan-a late comer-may be a
promising hybrid. -

Provinces

weigh health

costs motion

OTTAWA, Ont.-The
inces are still considering a fed-
eral proposal for a new financial
agreement on health costs, and
Health John

prov-

Minister Munro
doesn't anticipate legislation on a
new formula in the near future.

Mr. Munro said none,of the
provinces has accepted or reject-
ed the federal proposal.

The proposed five-year agree-
ment would limit increases in the
federal per capita contributions
for provincial medical and hospi-

tal care programs to the annual -

increase in the gross national
product. A federal "thrust fund”
over and above the per capita
payments would be used to fi-
nance provincial efforts aimed at
saving costs and improving ac-
cessibility.

Provincial health representa-
tives coerced changes in the pro-
posal from the federal govern-
ment last December, but no
agreement was reached.

Mr. Monro disputed an argu-
ment that the proposal would
mean provinces would carry
more of the burden .of health
costs. The plan was based on the
provinces reducing the escalation
of their costs in proportion to the
reduction in the escalation of

Ffederal costs._. -



ASIM again endorses
federal no-fault rules;

Nader asks for safety

MONTREAL-Directors of the
American Society of Insurance
Management reaffirmed the or-
ganization's support of uniform
federal no-fault auto insurance
standards at the ASIM risk man-
agernent conference here.

The directors voted to call upon
Congress to enact standards for
state auto victim compensation
laws that would provide for
first-party payments to auto vic-
tims to eliminate some of the
heavy cost of attorneys' fees and
insurance overhead in the present

systenn.
ASIM said that no-fault laws

should meet these standards:
= They should provide for

"intelligent integration of bene-
fits™ from all sources to meet vic-
tims' economic losses.

= They should not "discrimi-
nate" against commercial vehicles
by providing for any percentage
liability, absolute liability or dis-
crimination based on size, weight
or commercial character of vehi-
cles.

. They should include proper-
ty damage under no-fault provi-
sions in the same way as bodily

inj uries are covered.

ASIM Conference
Report

After the ASIM no-fault posi-
tion was adopted, a somewhat
different view of no-fault propos-
als was put forward by Ralph
Nader, the consumer advocate
who was a luncheon speaker on
the ASIM program.

IN RESPONSE to a press con-
ference question from Business
Insurance, Mr. Nader said that
he believes that no-fault proposals
now under consideration in Con-
gress and state legislatures are
"unilateral” in that they attack
the problem of the judicial han-
dling of auto victim compensation
without getting at the root prob-
lem of reducing casualties.

"These no-fault plans treat cas-
ualties after they occur,” Mr. Na-
der said.

"Once in a generation we take
a look at our auto victim repara-
tions system, and we ought to
seize this opportunity to make a
dual advance by getting at the
root problem of eliminating cas-
ualties.

"l don't approve of no-fault

proposals that ignore safety and

N.Y. pension
bill passed

ALBANY, N.Y.-The New York
state assembly has passed and s...t
to the senate a measure that
would protect employes in private
industry against losing all their
pension rights if they are laid off
or if the company transfers oper-
ations after long years of service.

The bill would give an em-
ploye rights to a retirement ben-
efit after 15 or more years of
continuous employment or as a
member of an employer plan
maintained by the employer or
union.

In a drive to defeat the bill, the
state AFL-CIO bulletion to its
members and law makers warned
that the plan could jeopardize
benefits to current pensioners be-
cause it provides no source of
funds for the expected new de-
mands on the systems. -

loss prevention,” Mr. Nader as-
serted.

-Meanwhile in Washington,
backers of national no-fault in-

surance - gained a victory in the
Senate cornrnerce committee
when Sen. Norris Cotton (R.-
N.H.) withdrew a motion to post-
pone committee consideration of a
federal law until state-by-state
no-fault has been given more
time. This paved the way for the

committee to begin hammering
out a final version of federal no-

fault standards set forth in the
Nno-fault bill of Sens. Warren
N[agnuson (D-Wash.) and Philip
H=art (. —NMNich o). -
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Kansas City Chiefs,
we want your insurance business.

As a leader in Kansas City's $3.2 billion growth boom,
the Chiefs are typical of the outstanding clients we now

serve in our hometown.

RBJONES INSURANCE

N.Y. to LA.

and strong in the middle, too.
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King Arthur had it with his round table.

King Richard had it with his crusaders.
Even Old King Cole had it with his
Fiddlers Three . . . The Group Problem !

Sooner or later one of your clients may

run into it. If that happens, remember us.

LIFE AND ACCIDENT

We help brokers solve The Group Problem.
6 GROUP DEPARTMENT / CHATTANOOGA

_V_

u

'"12,<--)"The Group Problem”
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ASOMeys enjoy

M ont reci 11 after five
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R. M. Price, Aetna Insurance Co.; k:eph R. Gulli, D. H. Overmyer Co.; Art Tatum, Johnson & Higgins; William E. Brown Jr., Fuqua Industries Inc.; Mrs. Brown; bbert S. Spencer,
Marcel Masson, Gerard Par}zeau bee. Fuqua Industries Inc.; Mrs. Spencer.
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R. S. Schmict, Corrocn & Black-Alexander & Co; Daniel J. Osko, Cliw Corp; Richard J. Buiwit, Edward
Hines Lumbe-; R. E.We sch; Northwest Industries; John OConnor, Corroon & Black-Alexander & Co.; R. J.
Loewenthal, Corroo, & Blxk-Alexinder & Co.

D. R. Scimidt, Employer's Insurance of Wausau; Mrs. Boettcher; R. F.
Boett=he-, Geo. A Hormel & Co.

Elli .Hair, Rollins, Burdick, Hunter; Gregory Meeks, VSI 'Corp ; Mrs. Meeks; Roy Archer, Rollins, Burdick, 8. A. Elwell, R. 6. Jone:; Fred B. Gillette, Interstate Br,inds; Kenneth
Hunter; Mrs. Kohar,; Lcne Koian, r:oper Corp. Buller, U.S. Home Corp.; Mrs. Buller; M. L. Thcmpson, R B. Jones.
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Manufacturer's Output Policy even covers
the warehouse you haven't built yet.

That's not double talk. Just an impressive way of
emphasizing the thorough and flexible coverage The
St. Paul's Manufacturer's Output Policy provides. If
your business is booming, chances are inventories are
expanding. You're making changes. Increased pro-
duction usually means the need for increased protection.
The St. Paul's MOP keeps you covered. It expands to
fit a growing business-keeps insurance worries and
decisions out of sight and out of mind.

The St. Paul's MOP covers everything you need to
keep business production chugging. (All incoming and
outgoing property: machinery, raw stock, equipment,
salesmen's samples and the outgoing products, to name
just a few.) One simple contract, once written, is all a
businessman handles. No incessant renewals as you
expand. No deposit premium. Once a year you make a
total property value report to a St. Paul agent. Pay as
you go. Frankly, The St. Paul MOP is just plain
practical and adjustable.

Along with the consolidated and comfortable cover-
age MOP provides, The St. Paul's service is as thorough
as the policy it supports. That's what The St. Paul is

THE ST- PAUI_ all about.

CONMPANIES Think about the necessity of a Manufacturer's Out-
put Policy. It's an investment your business can't out-
grow. A St. Paul agent can be at your service with more

1 ., information on MOP as soon as you call him. You
Ve 1.\ can find him in the Yellow Pages.

Serving you around the world... around the clock The St' Pau' Companles recognized by qUiet’ diS_
St. Paul, Minnesota 55102 tinguished service for 119 years.

St. Paul Fire and Marine Insurance Company, St. Paul Mercury Insurance Company, The St. Paul Insurance Company.
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Study says average U.S. worker
Is well protected by group insurance

NEVW YORK-A report, pre-
pared for the federal government
by the Health Insurance Assn. of
America, which details the levels
of benefits received by American
workers from private health in-
surers has stated that the aver-
age worker in this country is
well protected against inj ury and
illness.

Lauded by HIAA president
Leslie P. Hemry as showing "how
the health insurance business has

responded to the health needs of
the nation's breadwinners," the
report cites some rather interest-
ing statistics.

For example, the study re-
vealed that more than 75% of the
with

workers group coverage

provided by insurance connpanies
paid for very little of that cover-
age themselves. Employers picked
up the total premium bill for 50%
of those workers and another 25%

of the workers paid for le55 than

When a corporation matures to the extent that it can
enjoy the cash flow advantages of self insurance,

it's only a matter of time. And, ESIS believes that this
is a generally unfulfilled opportunity for the broker

or agent.

ESIS, the world's largest and most comprehensive
administrator of self insurance programs, welcomes
the continuing liaison between the broker or agent

and his corporate client. ESIS maintains this philoso-
phy because it is supremely suited to offer its services

to the client through the broker or agent. The
relationship is fundamental and ESIS respects it.

The broker or agent's farhiliarity with the client makes

him most qualified to tailor the ESIS program to

best suit the client's individualized needs. To facilitate

this ESIS offers a position of total flexibility in
administrating all kinds of programs including work-

men's compensation,

general liability, products.

one-q uarter of their insurance
premium costs.

At the same time, less than
10% of those covered by group
insurance had to pay the full cost
of their insurance bill on their

own.

THE STUDY also showed that
more than 75 % of the workers
had maximum medical expense
benefits of at least $15,000 and
that 90% had maximum benefits

in excess of $10,000. On the high
end of the scale, it was brought
out :hat nearly one worker in
every four had benefits of $50,000

Major medical insurance cov-
erage providing paymehts for
both in- and out-patient hospital
treatment bills, also covering
drugs and
charges, was held by more than
80 % of the group insureds.

Of those workers with no sup-

special nursing

plemental major medical plan,
more than 40% did have a daily
room and board benefit allowing
full coverage for ward or semi-
private accommodations within
their hospital expense policies.
More than 50% of those with

and automobile liability; malpractice, accident and
health and all other employee benefits coverages.

ESIS urges the broker or agent to write for the full

explanation about how he can benefit when he
self-jnsures a client with ESIS.

ESIS Home Office: 4050 Wilshire Blvd., Los Angeles,
Calif. 90010 (213) 381-2577.

ESIS Regional Offices: 244 Pine Street,
San Francisco, Calif 94104 (415) 788-8714.
167 West Jackson Blvd., Chicago, 111. 60604

(312) 427-0839.

1010 Executive Center Drive, Orlando, Fla. 32803

(305) 894-4641.

P. O. Box 7728, IVB BIdg., Philadelphia, Penna. 19101

(215) 241-3416.

Robert F. Coleman, Inc.: 551 F fth Avenue,
New York, N.Y. 10017 (212) 986-9550.
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major medical had this benefit.

OTHER aspects discussed by
the report were:

- Approximately 33 % of the
covered workers had hospital ex-
pense insurance lasting 365 days
or nnore.

- When the medical bills ar-
rive, most employes are responsi-
ble for about 20 % of the pay-
ment with the insurer picking up
the remaining 80%.

- One of every two employes
with maternity benefits had a
maximum benefit in excess of
$300; one in five had benefits in
the $300 to $499 range and one in
three had maternity coverage of
$500 or more.

Another aspect of the study
highlighted the fact that, at the
start of 1971, more than 107 mil-
lion people in the U.S., under the
age of 65, had some form of
health insurance provided by in-
surance companies. The over-
whelming majority of that cover-
age was provided by group con-
tracts.

The report also said that more
than 28 million persons were
covered either by more than one
type of insurer or more than one
insurance company as last year
B ae— <3 —=—a »m m _ n

Arizona
school rates

to iNncrease

PHOENIX-Insurance rates
for school districts in Arizona
wvill continue to increase in
1972-1973 even though private in-
reportedly

have had one of their best prof-

surance companies
it-making years.

Mel Dunton, chief deputy
director for the state insurance
department, said rates will rise
again for schools because they
have been "notoriously below
what they should have been for
years." Dramatic increases in
school insurance costs first hit
the state three years ago, on the
heels of disturbances nationwide
which left many school buildings
badly damaged, it was reported.

For example, in the Phoenix
Union High School District, the
total fire and extended coverage
premium for 1969-1970 was $49,-
000. This year it is $151,000 and
district officials expect a boost of
$25,000 next year, although most
of that hike will be caused by
coverage of new buildings and

eguuip>rmacert. -

VWash Watch

Continued from page 4

approaches could be put into full
effect with legal backing would
be if an extensive national health
insurance law were passed by
Congress, thus providing a basis
for federal law on handling mal-
practice claims.

The Bird study, to be submit-
ted to the commission in July,
may not go as far as suggesting
passage of the Kennedy-Griffiths
national health package to meet
this end, but the company ex-
pects to provide some interesting
figures on the performance of
"settlement mechanisms" as com-
pared to "traditional use of the
law" to decide malpractice com-
plaints. It may also help the
commiission find out if some form
of no-fault insurance for doctors
could bring down malpractice
liability costs and thus health in-
surance premiums. Whatever is
determined from this research
and from the "causation" studies,
commission officials say legisla-
tive recommendations are sure to
be in the commission's final re-

e s S —



for the record

Bethlehem reports large
iobless benefits iump

BETHLEHEM, Pa.-According
to Bethlehem Steel's 1971 annual
report to employes, unemploy-
ment benefits paid rose from
$2,279,000 in 1970 to $18,100,000
in 1971. Those receiving benefits
numbered 13,758 in 1970 as op-
posed to 42,788 last year.

Bethlehem, in its report, cited
plant shutdowns due to customer
stockpiling in anticipation of a
threatened July strike as one
cause for the jump in unemploy-
ment. "Steel shipments in Au-
gust,” the report stated, "were at
the lowest level they have been
since the Depression months in
the 1930s." The company also
stressed that foreign steel im-
ports ( a record 18.3 million tons
by the end of 1971) had further
weakened steel demands.

The company reported $1,-
318,584,000 in employment costs,
with $363,416,000 of that spent on
employe benefits.

LIFE INSURANCE, sickness
and accident payments amounted
to $24,338,000 with 25,070 em-
ployes or beneficiaries receiving
benefits. Hospital, surgical and
medical benefits totaled $48,-
946,000. In 1970, 29,399 Bethle-
hem employes and beneficiaries
received payments, with $25,-
016,000 spent on life insurance,
sickness and accident payments
and $43,622,000 paid for hospital,
surgical and medical benefits.

The report noted a slight de-
cline in overall employment costs
between 1970 and 1971 and at-
tributed this to the general de-
cline in employment throughout
the company's operations.

Payments to pensioners in 1971
came to $67,503,000 compared to
$57,430,000 the previous year.
Bethlehem reported 28,804 pen-
sions in effect in 1971, with 3,737
new pensions as opposed to 26,-
578 pension recipients in 1970.

Also mentioned in the employe
report was a 4% drop in the
company's overall accident fre-
quency rate between last year
and the previous year. Disabling
injuries (per million man hours
worked) declined from 1.94 in
1970 to 1.87 in 1971. Bethlehem's
injury severity rate also dropped
4% . The company reported 17
fatal injuries in 1970 and 15 in
1971.

Blue Cross denied

rate increase in Mass.

BOSTON-Massachusetts in-
surance commissioner John G.
Ryan has turned down a Blue
Cross request for an average
29.5 % hike in rates charged to
some 360,000 nongroup health in-
surance subscribers in the Bay
state.

Mr. Ryan remarked that the
proposed increases would have
been "excessive by two separate
tests-one measuring them against
a continuation of all present prac-
tices and procedures by Blue
Cross and providers of care (hos-
pitals), and another measuring
them against new cost contain-
ment programs and a new Blue
Cross hospital contract.”

At the same time, commission-
er Ryan emphasized that projects
for increases in the use of hospi-
tal services "contemplate no new
programs (to control costs) and
Nno new contractual relationship

( with hospitals). The evidence,"

he continued, "shows that Blue
Cross has identified a series of
programs that can cut the use of
hospital services without jeopardy
to the health of subscribers.”
The decision can still be ap-
pealed to the state supreme judi-
cial court, and Blue Cross can
also refile another request with

Mr. Ryan's office.

The commissioner conceded
that evidence does warrant some
increase to offset inflation in
hospital costs. He said that he

Continued on page 47
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Kansas CityPower& Light,
we want your insurance business.

As a leader in Kansas City's $3.2 billion growth boom,

KCPL is typical of the outstanding clients we now

serve in our hometown.

RB.JONES lraﬁ ﬂ%\ m
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4 ASSU rex

9/L-7 INTERNATIONAL

CAN THIS UNIQUE ORGANIZATION
IMPROVE YOUR INSURANCE POSITION?

| It's worth looking into!]

Assurex International differs in that it is a privately held corporation owned by
seventy independent brokers. Function-provide owners’ clients with multicity or
multinational services... the benefit of global research and marketing facilities
. . . and the security inherent in insuring through an office in one of the world's
largest brokerage organizations.

In brief, insure through an Assurex office and you will receive the care and atten-
tion of the finest independent broker in your area. One who is capable of
attracting, and holding, top talent. You will have direct access to on-the-scene
management. And you will be assured of continuity-our offices are successful,
in business to stay as integral parts of their business communities.

The owners of Assurex are listed below-the firm near you will be glad to tell you
more. Or if you would like to look over a brochure-write David S. Butler, Execu-
tive V. P., P. O. Box 1270, Wheeling, West Virginia 26003

RISK MANAGEMENT, INSURANCE AND RELATED FINANCIAL SERVICES
THROUGH OFFICES EVERYWHERE.

ALABAMA, Mobile; Than-es & Batre
ARIZONA, Phoenix; National-Heard Insurance
ARKANSAS, Little Rock; Rector-Means and Rowland, Inc.
CALIFORNIA, Los Angeles; Kindler, Laucci & Day

San Francisco; Clifton & Company
CANADA, Manitoba, Winnipeg; Ryan Agency Limited

Ontario, Toronto; Tomenson, Saunders Limited

Quebec, Montreal; E. A. Whitehead Ltd.

Saskatchewan, Regina; Ducketts Limited
CONNECTICUT, Hartford; Allen, Russell & Allen, Inc.
DISTRICT OF COLUMBIA, Washington; Howard & Hoffman Inc.
FLORIDA, Miami; D. R. Mead & Company
GEORGIA, Savannah; Palmer & Cay, Inc.
INDIANA, Indianapolis; Robert N. Bowen & Associates, Inc.
IOWA, Des Moines; LaMair-Mulock-Condon Co.
KENTUCKY, Louisville; Nahm, Turner, Vaughan and Landrum, Inc.
LOUISIANA, New Orleans; Gillis, Hulse & Colcock, Inc.
MAINE, Portland; Morse, Payson & Noyes
MARYLAND, Baltimore; Riggs, Counselman, Michaels &

Downes, Inc.

MISSOURI, St. Louis; Lawton-Byrne-Bruner Insurance Agency Co.
NEW JERSEY, Millburn; Donnelly Brothers
NEW YORK, Buffalo, Laverack & Haines, Inc.
New York; Reid & Carr, Inc.
NORTH CAROLINA, Charlotte; James J. Harris & Company
OHIO, Cincinnati; A. W. Shell & Company
Cleveland; The W. F. Ryan Corporation
Columbus; The McEIroy-Minister Company
OKLAHOMA, Oklahoma City, Ancel Earp, McEldowney &
Associates, Inc.
OREGON, Portland; Jewett, Bartor, Leavy & Kern
SOUTH CAROLINA, Greenville; The Furman Co.
TENNESSEE, Memphis; E. H. Crump & Company
TEXAS, Houston; Langham, Langston & Dyer
UTAH, Salt Lake City; Ed. D. Smith & Sons
VIRGINIA, Richmond; DeJarnette & Paul, Inc.
WASHINGTON, Seattle, LaBow, Haynes Company, Inc.
WEST VIRGINIA, Charleston;
McDonough-Caperton-Shepherd-Goldsmith

MASSACHUSETTS, Lowell; Fred. C. Church, Inc.

MEXICO, Mexico; D. F. Kennedy & Hijo, A.P.
MICHIGAN, Detroit; General Underwriters, Inc.
MISSISSIPPI, Jackson; Fox-Everett, Inc.

ARGENTINA, AUSTRALIA, BELGIUM, ECUADOR,
ENGLAND, FRANCE, GERMANY, IRELAND, ITALY, JAPAN,
NETHERLANDS, NEW ZEALAND, PERU, VENEZUELA
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Tax ruling on oil industry captive
looks 'favorable; says Cockshott

MONTREAL-OIl
Ltd. ( OIL), the industry-support-
ed captive in Bermuda, has been

Insurance

scrutinized by the Internal Rev-
enue Service in recent months,
and the hope has been expressed
here that a favorable ruling
might be forthcoming from U.S.
tax authorities.

"There have been some major
changes made in OIL in the past
six months with an eye toward
getting a favorable ruling from
the IRS,"” John V. Cockshott, sec-
tion head, risk management divi-
sion, Standard Oil (N.J.) Co., told
Business Insurance. Mr. Cockshott
led a two-day skull session for oil
industry risk men at the American
Society of Insurance Management
conference here.

Mr. Cockshott further predicted
that Internal Revenue will rule
favorably and allow tax deduc-
tions on premiums pumped into
OIL by U.S. oil companies.

"OIL IS now operating more as

a commercial insurance company.

Its structure has been changed in
the past six months so that there
NnNow is a maximum premium
payable on a risk. It is no longer
a funding arrangement that mere-
ly provides for the payment of
losses by one's own company over

a period of years. There is now a

ASIM Conference
Report

transfer of the risk to OIL and it

is on this basis that we hope to get
a favorable ruling from IRS,"” Mr.
Cockshott said.

According to the Standard Oil
man, another maj or concern of
the dozen oil industry risk men
who gathered in closed session is
Britain's entry into the Common
Market and the possible effect it
might have on the availability of
underwriters at Lloyd's of Lon-
don.

"Britain's entry into the Com-
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That hard-to-handle
"hot spot"” needs a
Cardox Halon 1301 system.

The advantages of Halon 1301 as a specific or supplementary extinguish-

ing agent are multiple: It's fast-acting. Nonconductive. Low in toxicity.

And efficient.

But more important to your peace of mind are the specialized, long-

term experience and skill behind a Cardox-engineered Halon 1301 sys-

tem. Such things as an on-site hazard analysis to determine the best

means of protection. Followed by specific recommendation of a high- or

low-pressure system or single cylinder modular units.

Cardox sales engineers can pinpoint discharge nozzle locations. Recom-

mend the rates of discharge. And specify the detection and actuating

devices best suited to your needs. In short, each and every factor that

contributes to a custom designed installation.

Halon 1301 is just part of our comprehensive range of extinguishing

agents and delivery systems (including foam and CO:). Get the facts

from your Cardox representative. Or write for Folio 9-2.

Chemetron Corporation, Cardox Division, 840 North Michigan

Avenue, Chicago, lllinois 60611.

©1971 Chemetron Corporation

CHEMETRON

* TRADEMARK

CHEMETRON CORPORATION | CARDOX DIVISION

mon Market, particularly from
the standpoint of the availability
of insurance w U.S. buyers and
more particularly to the oil in-
dustry in the states which must
utilize the world insurance mar-
ket, is of great concern to oil risk
men," Mr. Cockshott asserted.

"THE QUESTION arises as to
what might happen to Lloyd's
capacity when entry into the
Common Market is finalized,”" he
said. "Well, that question hasn't
been answered yet. Discussions
are still going on among the 10
European Economic Community
countries. But,"” he added, some-
what disappointedly, "the mood
seems to be that perhaps under-
writers like L.loyd's might have
to create reserves in each of the
Common Market countries. This
could have the effect of decreas-
ing Lloyd's capacity, for it's ob-
vious that insureds’ interests are
best served when the insurer is
allowed to keep all its money in
one pot. We hope some method-
will be found so that Lloyd's ca-
pacity to underwrite risks will
not be inhibited by restrictions.
We also hope," Mr. Cockshott.
said of the thoughts expressed by
the dozen oil risk men attending,,
"that the Common Market nego-
tiations will not result in any
other restrictions. We feel Lloyd's
should have the freedom of under-
writing policy and be able to con-
tinue to write coverages to suit
the risk and be free from restric-
tive regulation.”

According tc the Standard Oil
man, another topic of considera-
ble interest to his conferees is
legislation passed in Colorado
last month that allows the for-
mation of captive insurance corn-
panies there.

"THE COLORADO law finally
recognizes that the captive insur-
ance business is different from
the

usual insurance arrange-

ments of commmercial companies.
Insurance regulation in this
country has heretofore been de-

signed to protect the policyholder

Safety ...

Continued from page 7

phasized, must be followed up by
employe interviews to ascertain
and evaluate safety knowledge
and observation of work opera-
tions to determine the level of
employe competence. Also im-
portant, said Mr. Schumaker, is
on-the-spot corrective action to
reinforce employe safety aware-

"All these things are good and
true,"” Frank Green warned the
workshop, "but if you don't un-
derstand it, you can't use it." Mr.
Green is manager-loss preven-
tion, Marsh & McLennan Ltd.,
and reminded participants that a
company safety program like any
other program, must be measured
for effectiveness.

Programs must be periodically
verified by specified individuals,
he said, because a safety director
must have not only the statistics
of what is happening, he must
know why it's happening.

Supervisors are the people who
must put a safety plan effective-
ly into practice, said Mr. Green,
and their participation must be
verified. "Supervisors often fail
to realize that the causes of acci-
dents are also the causes of pro-
duction interruption,” he said,
and their involvement in safety
and use of the information they
receive from- top management is
T~ E e ——m u —_
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Oil industry risk men participated in a two-day miriseminar at the | Oth
annjal American Society of Insurance Management conference in Mont-

real.

and has therefore been very re-

anne.

strictive. But,” Mr. Cockshott '

added, "CoE orado has recognized
that there is a vast difference
between :he ordinary insurer and
the insurer set up to write only
those risks of its own.”

The Colorado law also allows
assoziaticn captives, and Mr.
Cockshot. did not rule out the
possibility :hat the oil industry
might find one of these attractive
for domestiz oil risks in the fu-
ture However, he pointed out,
Oil Insurance Ltd. is "working
very smoothly" and will be even
more attrac-Ave if a favorable :ax
ruling is firthcoming. He also
observed that the conventional
insurance markets have loosened
in recent mc,mhs.

"l think things have eased
somewha: in the past 12 months.
The past year seems to be free of
major (CIL) losses and there is
nothing 1.k€ a little profitability
to improve t.he state of the insur-
ance industiy," he told this mag-

ANOTHER SUBJECT pushed
round the table in a meeting
room at the Queen Elizabeth Ho-
tel here, the risk man noted, was
the Water Quality Insurance
Syndicate (WRIS).

The syndicate, formed a year
ago by a group of stock property
and casualty companies, insures
pollution clean-up costs shippers
can be liable for under the U.S.
Government Water Quality Im-
provement Act.

Noting that the syndicate has
not become a particularly viable
and needed market for compa-
nies such as his own and other
large movers of petrochemical
products, Mr. Cockshott re—
marked, "l think it was too little
too late. But," he continued, not-
ing that he did not intend to
demean the srndicate's existence:
"the facility is there if it is need-
ed. And it is needed by smaller

==hirprproer = _ -_—
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Southern Marine is there with skill, resources
and the abilitv to meet unusual risks!

SOUTHERN
MARINE &
AVIATION

UNDERWVWRITERS,

INC.

61[ POYDRAS ST, [504} 524-4131, NEW ORLEARIS 70130
Branch Offices in LOS ANGELES / HOUSTON / AT.ANTA / TULSA

Serving insurance agents and brokers only - nc direct business



Personne/ and communication best

rein on employe benefits claims cost

MONTREAL-Quality person-
nel and proper communication of
benefits availability and coverage
were cited as the most effective
means of claims cost control by
employe benefits administrators
during a workshop at the annual
conference of the American Soci-
ety of Insurance Management
here.

About 20 corporate benefits
men participated in the session

and the executive who rrlost

highly espoused the hiring of
knowledgeable, well-trained per-
sonnel nearly lost his right-hand
assistant. Upon announcing that
he had hired a licensed claims
adjuster to aid in administering
his self-insured group medical
program, and that the cost to his
company was $15 to $17 per
month, per employe lower than
an insurance company bid he had
received, half the room wanted
the assistant's name and phone
nunnber.

Correct benefits communica-
tions, not only to employes but
also to doctors, is an under-uti-
lized cost control technique, ac-
cording to many administrators.
"Actively promote your person-
nel department as a check point
for employes to clear their prob-

lems with,” counseled one par-
ticipant, and train the staff to
know the material they are dis-

seminating.

INFORMATIONgainedbya
company through handling work-
men's compensation claims can
be drawn on to obtain current
hospital and physician rates, not-
ed a benefits administrator. Price
guideline books are also available
from several insurers, among
them the Blues, Aetna, Travelers
and Connecticut General.

When medical treatrment
charges seem higher than usual
in a particular area, ASIM mem-
bers were advised that another

type of communication is in or-

Pension fund
mishandled,
says union

NEVV YORK-T rustees of
North
Brunswick, N. J., which repre-

Teamsters Local 701,

sents 3,500 members, have filed
suit for $5 million against the
Bankers Trust Co. here for mis-
management of the union's $13
million pension fund.

Under the bank's control from
1959 to 1969, the fund averaged
less than a .7 % rate of return for
a total gain of only $400,000, ac-
cording to Stewart Schlesinger of
the law firm of Julien, Glaser,
Blitz & Schlesinger, representing
the local. "This is incredibly low.
Especially when you realize that
this was a time when the average
return was quite high, ranging
from 6% to 10%," he noted.

The suit charges Bankers
Trust, a subsidiary of Bankers
Trust New York Corp., with neg-
ligence and acting in bad faith
"One of

the factors that resulted in the

regarding investments.

poor return was major invest-
ments in low yield stocks," Mr.
Schlesinger explained. "The,bank
also bought stocks in companies
in which they had voting rights
to enhance their own position
without regard to the effect on
the fund.”

Attorneys for the local claim

the fund should have returned $5
miillion over the 1 N VAAr nAri.,1 .

der-directly with the hospital or
doctor involved.

A Florida benefits expert told
the group that his
maintains area medical rate in-

company

formation and when an excep-
t.onally high bill comes in, the
company informs the doctor that

ASIM Conference
Report

it will pay a percentage of the bill
or discuss the reasons for the
charge with him personally. "It's
surprising how reasonable they
become in many cases," he added.

Controlling claims costs for

psychiatric treatment was viewed
by many at the workshop as a
difficult and sensitive task. The
approach used by one benefits ad-
ministrator, which he said has
proven successful, is to have his
insurance plan worded so that
psychiatric coverage is not spe-
cifically mentioned as included.
"That way, the only claims we
have gotten have been from
those people who really needed
it

TWO SUGGESTIONS for cut-
ting down on unnecessary hospi-
talization, a common claims dollar
drain, evolved from the work-
shop:

Pre-admission testing can cut
hospital stays -by two to four

Do you have a GRIP on the situation?

CROWN your efforts with success using G RIP -
Crown Life's Group Retirement Investment Policy -
a triple-threat package which gives you the growth
potential of an equity fund, the stability of a
mortgage fund and the return of a bond fund!

We can help you determine the proportions of each
that best meet your needs and how and when to

adjust them to make the most of changes in the

investment climate.

Crown provides the professional investment
management you need, and we'll take care of your

=7
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John J. Ryan, assistant treasurer of Celanese Corp. (right at table), as
chairman of the benefits cost control methods workshoo, brought bene-
fits men with mutual problems logethe- to seek solutions.

days, it was noted, and can be
covered under a group plan
without defining it as an in-hos-
pital benefit.

Emergency room treatment
need not necessarily be carried

out in an emergency room. Peo-

14

ple don't like to go to the hospital
but it is often the only way to
collect on a benefit plan. Em-
ployes can be permitted to collect
f,ir emergency trEatment by their
family physiciars, thereby cut-

ting down on hospital cost. -

010

actuarial and administrative requarements, too. if you

want us to.

Our investment track-record is impressive anc the

charges we make for what we do are minimiz.d to
give you maximum flexibility in the operation of

your plan;

. No charges for transfers between the Dond,

equity and mortgage funds.

. No surrender charges.

. No charge for expert investment counselli ic.

If you're after big-league handling of your pEnsion
investments, you'll do well to get in touch with us.

PLEASE SEND US INFORMATION REGARDING GRIP:

GROUP MARKETING DEPARTMENT
CROWN LIFE INSURANCE CO.
120 BLOOR STREET EAST

TORONTO 285, ONTARIO

*This plan is not yet available for sale in all States. For information,

NAME:

COMPANY:

ADDRESS:

CITY:

please send in this coupon.

PROV.
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speaking of

safety

Overmyer insurance vp impressed

by fire and smoke detection device

NEW YORK-Joseph Gullo, vp
and director of insurance at the
D.H. Overmyer Co., sounded like
he was doing an impression of
astronaut-turned-advertising per-
sonality Buzz Aldrin the other
day when he said, after a pause,
"I'm impressed.”

What impressed Mr. Gullo was
a fire detection mechanism he
has had installed at a number of
Overmyer's warehouse facilities.
The device, Pyr-A-Larm, manu-
factured by Pyrotronics, Inc., is
billed as an early warning fire
and smoke detection system that

doesn't need an

appreciable
build-up of smoke or heat in
order to trip it.

"We ran some tests in one of
our warehouses,"” Mr. Gullo not-
ed, explaining that Overmyer has
standardized buildings so that if
the test worked in this ware-
house, it would work in any other

one. "We installed the devices in

the ceiling, which is 30 feet high.

"THERE ARE 40,000 square
feet of space in the building and,

during one of the tests, we
burned less than 10 ounces of

4%'1-\

-—/*3

%

paper,"” he continued. "The device
picked up that tiny fire and went
off in 37 seconds. There has been
absolutely nc change in ceiling
temperature when it triggered.”

He said that the devices would
be hooked into a central fire sta-
tion at the Overmeyer facilities
in order to warn the local fire
departments but "the thing can
do just about whatever you want
it to. You can set it to close doors,
set off sprinklers or, in the case
of computer rooms, it can dump
Halon or foam.”

Pyr-A-Larrn, according to a

—j -13 3

m 1970 M New Yorker Magazine, Inc.

«But «part from the justice involved, think of the prestige. The Al-st
jury in history to make an award of one billion dollars!"

8 BLARDOUS E

- U ntll yOU ConSider today's increasing jury awards. When it's a

catastrophe loss you want to be absolutely sure of both the coverage and the claim

spokesman at Pyrotronics, "meas-
ures the products of combustion
in the air. It is basically a radio-
active device, mounted in the
ceiling, which measures the con-
ductivity of the air.

"When a fire starts," he ex-
plained, "these products of com-
bustion are given off into the air.
They are invisible to the human
eye but they upset the pattern of
particles in the air and the re-
sulting imbalance triggers the de-
vice. Unlike most smoke detec-
tors, it doesn't work on the ob-
scuration principle. It can some-
times take quite a bit of smoke to
break that light beam.

"THE THING doesn't involve
heat,” Mr. Gullo noted. "You
could light a cigarette or a match
in the room and nothing would,
happen. It's not that sensitive. If'
a lot of people lit cigarettes at the
same time, | don't know."

He pointed out that Overmyer,
the nation's largest warehousing

service. Our exceptionally broad coverage provides as many as ten provisions not

ordinarily found in other policies. If you want Personal Umbrella protection at competi-

tive rates plus service-think Chubb. Call your agent or broker for further information.

CHUBB/PACIFIC INDEMNITY GROUP

Subsidiary of The Chubb Corporation, 90 John Street, New York, N.Y. 10038

CHUBB & SON INC, Manager Federal Insurance Company - Vigilant Insurance Company « Great Northern Insurance Company
- The Sea insurance Company Limited - The London Assurance - Alliance Assurance Company Limited = Sun Insurance Office
Limited - The Sumitomo Marine and Fire Insurance Company, Limited - Affiliated with Pacific Indemaity Group through The Chubb

CcCHUBsS

Corporation * The Colonial Life Insurance Company of America -

Insurance throogh Associated Aviation Underwriters.

United Life and Accident Insurance Company -« Aviation

concern, would install the devices
only in warehouses with high
burnability factors or where
there was a questionable supply
of water.

"These things are so fast that
the fire department could get the
alarm, rush to the warehouse and
stamp out the fire before your
conventional sprinkler

would be activated,” Mr. Gullo

systenn

said. All Overmyer warehouses
have sprinkling systems.

He felt that the Pyr-A-Larm
system would be especially help-
ful where "you're storing cotton
bales or tires, things that are apt
to smolder for a long time rather

than burst into flame.”

OVERM¥ER'S fire insurance is
placed directly in the excess
market with Chubb & Son Inc.

Mr. Gullo did not think that
the fire detection system would
have any effect on his insurance

rates because "underwriters do
not give credit for the Pyr-A-
Lai-m system.”

Why then did he have the sys-
tem installed?

"Right now, they will be only
in the warehouses where | need
them, though they could be in-
stalled in all our facilities if the
need arises," he said.

"l installed them because |
only have a 1% fire loss ratio and
I don't necessarily want to learn
from experience.” -

Urling named

as workmen's

comp head

HARRISBURG, Pa.-C. John
Urling, the new director of Penn-
sylvania's workmen's compensa-
tion program, says his "prime
objective” is to get more of the
workmen's compensation dollar
back to the injury victim.

Mr. Urling also pledged that a
backlog of 13,000 unresolved
cases before referees would be
sharply reduced. "This has been
an extremely costly insurance
system in terms of what's paid in
and what actually goes to claim-
ants,” the former insurance ex-
ecutive said. "But we're reorgan-
izing the system now and our
aim is to cut costs and to make
sure claimants get a better deal.
Of course, we also intend to meet
the goal set by the governor of
cutting the case backlog in half
by the end of this year.”

ACCORDING TO Mr. Urling,
ohly about 45 % of the millions
paid in annual premiums by Penn-
sylvania employers reaches in-
jury victims, while the nation-
wide average is estimated at 50%.

Mr. Urling, who was a work-
men's compensation specialist
with Liberty Mutual Insurance
Co. for the past 10 years, is di-
reeting reorganization of the bu-
reau and its procedures under a
new law which represents the
first major change in the system
in Pennsylvania since the pro-
gram was created in 1915 (Busi-
ness Insura'nce, March 13).

The basic aim of the new law
is to accelerate claims settlement,
and one new provision is that
insurers are required to begin
paying compensation within 15
days of the injury. "This and
other provisions will give us a
more efficient and more econom-

ical system,” Urling said. "In
particular, costs will be cut by
reducing the amount of litigation
before the referees and by get-
ting more control of medical ex-
penses. We also intend to press
for increasing the rehabilitation
of injured workers," he added. -
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Continued from page 43

had not yet made a decision on a
request for increases of lesser
amounts, submitted by Blue
Shield, since further information
on that organization's expenses
use of medical services was still

required.

Public agencies form

council of self-insurers

LOS ANGELES-A new Coun-
cil of Self-Insured Public Agen-
cies has been established here,
with offices at 2235 V. Beverly
Blvd., 90057.

The council consists of public
agencies legally uninsured. Mem-
bers include the cities of Glen-
dale, Long Beach, Los Angeles,
Palo Alto, Pasadena, Sacramento,
San Diego and Torrance.

Counties holding membership
are Los Angeles, Orange, River-
lide, Sacramento, San Diego,
Santa Barbara and Santa Clara.

Other members are Los Ange-
les department of water and
power; San Diego Transit Dis-
trict; Southern California Rapid
Transit District.

Stewart H. Marsh is the first

chairman of the council.

Vehicle thefts draining

Californians' pockets

SACRAMENTO-Theft of mo-
tor vehicles, costing Californians
$100 miillion a year, now is in-
creasing more rapidly in Califor-
nia than in the U.S. as a whole.
At the same time, recovery of
stolen vehicles has declined and
theft cases cleared up by arrests
have dropped from 33% to 13%
in the past decade.

The statistics have been com-
piled by the California business
and transportation agency in a
vehicle study authorized by the
1970 state legislature. The study
was conducted for the California
highway patrol by Arthur Young
& CO.

Frank J. Walton, secretary of
the business and transportation
agency, said the $72 million loss
from motor vehicle theft is in
insurance costs, with government
agencies sharing the remaining
$28 miillion. "Actually,” Walton
said, "it is a drain on the pocket-
books of almost every person in
California since they provide the
insurance premiums and the tax-
es that pay these costs."

HOW TO ORDER
B.1. REPRINTS

Readers may now order low-
cost reprints of articles that
appear in Business Insurance
directly from this magazine.
Articles are reprinted on 814
x11 inch sheets and carry the
Business Insurance credit line

and issue date.

Quantity Price*

E—X @b TS S Y
100 $8
Additional 100's $ 2
1,000 $20

* For articles requiring
more than one page, multiply
the price by the number of
pages needed. Two-page re-
prints furnished on one sheet,
back to back. Shipping extra.
information

For additional

contact:

David E. Cohen

Business Insurance
630 Third Avenue
New York, N. Y. 10017
(212) 986-5050

The study report recommends
that statutory responsibility for
statewide coordination and as-
sistance in prevention and con-
trol of vehicle theft be assigned
to the California highway patrol,
and that a statewide vehicle theft

advisory committee be created.

Colorado rules on

mass merchandising
DENVER-Regulations

by the state governing mass mer-
chandising property and liability
coverage contain a provision re-

issued

quiring insurers to maintain sep-
arate records for all classifica-
tions in mass marketing plans
which result in premium differ-
ences.

Designed to prevent mass mer-
chandising costs from being borne
by insureds covered under sepa-
rate plans, the regulation applies
to insurance issued to both groups
and individuals.

Under the new rules, which

went into effect April 1, mass
merchandising coverage must ap-
ply to all participants in a group
plan and may vary only in the
amount of the insurance and the
liability limits. Certain optional
coverage such as collision insur-
ance is allowed in auto insurance
prograrns.

Colorado also requires each
participant in a group plan to be
issued a separate policy or a sep-
arate certificate under a master

policy. To qualify for such a

group plan, an organization must

have at least 50 eligible members
of which 25 agree to participate.
No eligible member of the group
can be refused coverage.
Colorado's regulations regard-
ing individual coverage on a
mass marketing basis, however,

do not specify a minimum mem-

bership limit. According to the
rules, all eligible members must
receive individual policies with a
premium rate based on their spe-

cific classification.

Ever feel

Farwest finds default
with Bankers security

PORTLAND, Ore.-A $2.7 mil-
lion civil suit filed in U.S. district
court here by Farwest Assurance
Group Inc. charges Bankers Se-
curity Life Insurance Society,
New York, and United Services
Life Insurance Co., District of
Columbia, with default on an
agreement to purchase three sub-
sidiaries of the Oregon insurance
combine.

Farwest formerly was known
as Far West Insurance Invest-
ment Group Inc. It charges
breaches of agreement twice, fol-
lowing negotiations to purchase
the International Health and Life
Insurance Co. for $1.3 million
and National Hospital Associa-
tion and National Health Assur-
ance Inc., both for $770,000.

All are wholly owned subsidi-
aries of Farwest, which was to

continue servicing policies of the

like youfhe talking 130

a brick wall?

Perhaps you've had the experience.

There you stand, presenting a great business insur-
ance proposal to a potential client's top brass. As your
presentation unfolds, you sense you're not getting
through. The audience appears to be losing interest.
It's almost like an invisible brick wall has been built

between you and those around the conference table.

Could be you need a more interesting way of pre-
senting. 3M can help. We have insurance presenting
to business down to a system-the powerful 3M Visual
Communications System. It's a proven system to help
you command and hold attention better. Communi-
cate with greater impact. And put across complex in-
surance plans with new clarity.

This, in turn can lead to a better understanding of
your proposals by the people you present them to.
Which can lead to the closing of more sales on your part.

3M has put together a presenting sampler that shows
exactly what we mean. It's free. Call your 3M Business
Products Center (see Yellow Pages). Or mail the coupon.

Show what you say-the 3M Visual way.
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transferred companies for three
years for a fee equal to 12% of
the gross annual premiums col-
lected by the defendants.

The suit seeks damages of $2.7
miillion for the first breach of
agreement and $1.7 million for

Thiree sSceeaccoracd o [

Car dealers examined

Several Northern California
new car dealers have recently
been "informally audited” by
inspectors under the Occupation-
al Safety & Health Act. No cita-
tions were issued, but the dealers
report they were asked to correct
violations which included: im-
properly marked exits, an em-
ploye found using a grinding
wheel without goggles, the tops
of hoists not painted yellow,
questionable ventilation in the
service area, improperly located
fire extinguishers and slippery
floors.

Viaual Products Division

3M Company,

3M Center, Dept. WAU-52, St. Paul, MN 55101.

E O.K,,I'm interested. Bring the free sampler and
demonstrate the 3M Visual Communications

System.
[3 Please send information.
Namp-
Pogitirtn-
Firm-
Aririrp.q-
City-
State-
7ip-

For appointment. call

me st-
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tions department, and chairman
of the benefits meeting.

The brightest students today,
those who are concerned with
having successful careers, are in-
terested in companies with the
greatest social responsibility, he
said, "and Mr. Travis is here
showing us there's profitability
in social good." Carrying this to
its logical conclusion, he pointed
out that there would seern to be
an indication from these facts as
to what companies will attract

AFRA|D TO ASK quality personnel and prosper fi-
E nancially and, thereby, be good

investments.

*BUT WER

Mr. Martin summed up the sit-
uation, as it presently stands,
when he said, "It is possible to
argue that there is a new stan-
dard of corporate responsibility
which must be considered along
with traditional investment stan-
dards. It can also be argued that
the corporate responsibility stan-
dard has been here all along, but
simply hasn't been iden:died
clearly enough. In either event
much work remains to be done

I've got to ha-,e your new
Sprirkler Systsm Guide.
Sena it quick.

Name

Crimpany N R
and it behooves all investors to
e aware o e corporate re-
Add rm. b f th t
sponsibility movement.”
THI VII<NG COIPORATION City Perhaps this particular em-
210 V INDUSTRI,1 IKRK ROAD ploye benefits seminar did not
HASTINGS MO, lISA 49058 State

establish any rules for the game
of sound social investment. But it

did name the players and set the
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IRM

For Sprinklered
oF Non-Sprinklered Risks

Capacity to fit yo.Ir nesds - that'; the IRM story. We write qualified
commercial risks on an indi./idual tasis, whether they are sprinklerec
or non-sprinklered, prctected Or inprotected, ccmbustible or non-

combustible.

Our facilities cover orcoer. es frorr $150,000 - with capacity in the
millions available wl-en yo«, reed it

When you want prompt s€rvice a id individual attention on specific
underwriting proolerr 1, *t in .ouch with one of our member

companies.

IMPRO'JED RISK MUTUALS

15 NOFTH BROE DrAY - WHITE PLAINS, N,Y. 10Eol

Branch Offices: Atia i-:a « l:ncago « Dat-oil * Los Angeles * San Francisco

CONTACT A MEMBER COMPANY: Americzn Ma-ufactunis « Cer:tral Mutual « Consolidated Mutual « Employers
MUI tjal Casualty - Grain Dealers - Indlia-m Lt,Tb.3rmens ¢ lowa Kemper « iowa National « Lumbermens Mutual
Casalty - The Lumbermens Mutual - Merclarrts Mut-£1 « Michigan Miller: - Michigan Mutual Li2bility <
The Millers Mutual « Pennsylvania LumierrEns - Pen,sylvania Millers « Unigard Mutual « Utica Mutual

classified advertising

SAFETY

DIRECTOR

An individual experienced in safety
procedures, to have responsibility for
safety program for all plant person-
nel of large metal furniture manu-
facturer in Northern New Jersey. No
traveling, understanding of OSHA
required.

Salary commensurate with qualifica-
tions and experience.

Send resume with salary reqd

Box 243, BUSINESS INSURANCE
740 Rush St., Chicago, 111. 60611

An Equal Opportunity Employer M/F

MISCELLANEOUS

WORCESTER, MASSACHUSETTS

If your Company is looking for space in the THIRD
largest Cit, in New England, look no more! Air
Conditior.ed 8500 square foot building ready to set
up partitions, plug in equipment and do business !
Parking for 12.5 ears. 1 mile from City Hall on
State  Highway. DON'T HESITATE Il gy

Meservey. Broker, 212 Fairmont Ave., Worcester,
MA 01604

GET
RESULTS

HERE

ASSISTANT CORPORATION
INSURANCE ADMINISTRATOR

A $150 million, 6500 employee corporation with 150 worldwide
facilities, headquartered in suburban Boston, has an excellent

growth position in its Corporate Insurance Department.

You will assist in the administration of group, property and
casualty insurance, and pension plans. This includes insur-
ance valuations, premium levels, divisional expense alloca-
tions, and policy & claim file maintenance. It involves contact
with the insurance industry and with intracompany personnel

at home and abroad.

You should have a bachelors degree and 1-3 years of insur-
ance experience. Starting salary $10-13,COO with an excellent

fringe benefit package.

Please forward resume, with current salary, in

strict confidence to:

Box 241, BUSINESS INSURANCE
740 Rush St., Chicago, 111. 60611
An Equal Opportunity Employer

WANT AD ORDER BLANK

RATES AND CLOSING TIME: $2.00 per line, minimum charge $8.00. Cash with order.
Figure aJl cap lines (maximum-two) 30 letters and spaces per line; upper & tower case
40 per line. Add two lines for box number. Replies are forwarded daily. Closing deadline:
Copy in written form in Chicago office not later than noon, Monday 7 days preceding publi-
cation dete. Published every other Monday. Display classified takes card rate of $18.00 per
column inch, and card discounts on size and frequency.

Mail ads to Business Insurance, 740 N. Rush St., Chicago, lllinois 60611.

Number of Insertion.
Issue Alle.-

Name-

Company:

Ar#tr-trA<q.

C/ip and Mail This Form To:

Amn,int Enclosed $

WANT AD DEPARTMENT

business insurance

740 Rush St., Chicago, lll. 60611



ALL APARTM *T
USES AR
CREAT EQUAL

And that's why their fire insurance pre-
miums shouldn't all be the same either.

If your apartment house has been well-
constructed, we say it deserves a lower pre-
mium than the apartment' house that isn't
well-constructed.

If your maintenance is better, your pre-
mium should be lower. And if you've built in
specific modern improvements, you shouldn't
be saddled with old-fashioned insurance
practices.

Trouble is, most insurance companies
use class rates for apartment houses-and
that's that. Cut and dried. Everything
formularized.

Not at Commerce and Industry.

We think differently, because we are dif-
ferent. For almost a half-century now, we've

been operating as a preferred risk company.
Today, exclusively through agents and brok-
ers, we insure more than $20 billion of
commercial properties-providingspecial
benefits to all sorts of businesses that
qualify for preferred risk status. Depart-
ment stores. Shopping centers. Wholesalers.
Manufacturers.

And we see to it that apartment houses
get the same advantages, too, if they meet
the standards.

Does your apartment house qualify? It's
simple enough to find out. Just send for our
new, complimentary brochure on Commerce
and Industry's Preferred Risk Apartment
House Program.

Yours could be the first preferred risk
on the block.

Commerce and Industry
Insurance Company

A company in the American International Group

Dept. A, 125 Maiden Lane, New York, N.Y. 10038

Please send me copy(ies) of your new

free brochure on C & I's Preferred Risk Apart-
ment House Program.

NAMF
TITLF
COMPANY
ADDRFSS

cITY STATE 7P
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"l run 1425 trucks and | need a quote

on fleet insurance in a hurry.

How would Allstate handle it?"

Avall,SUe m MLY.i -tates.
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We',1 ask for an 8:45 A.M. appointment.

At AUstate, we know we have to move
fast. We're out to become the biggest and
best in the commercial insurance »field and
we've got n lit of ground to make up.

Insurance B as competitive as your
bildmess, so we are capitali/ing on our
advantages.

Erf 51 blistli'. an aggressive: jubt-let-ils-
quote atitur ¢ A nianagement that thinks
an insuzance company's service should bend
to suit the :i st,imer instead <,i' the other
way .-ur 1 --\ liti the largest full--.ime staff
of clainis s i,e.:1111+ iii the business.

And Lhe rri e" That's right-very
conipetiti e

Blli clon't. I.'ike our word for ai* *'is.

Put us to inf test.

Ask us to quote. AI Istate

BUSINESS INSURANCE



