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B Leasco officers have no

The $4 million hull of an Alaska Airlines Inc. 727 jet that crashed in Juneau, Alaska, early this month killing
all 111 persons aboard was insured by Associated Aviation Underwriters, Business Insurance has learned. Aviation

insurance sources also revealed that 'the bulk of the liability coverage'

was written in the London market.

The craft, enroute from anchorage to Seattle, with intermediate stops, slammed into 3,500-foot Mount Chilkat

as it was making an approach to Juneau Municipal Airport.

—Wide World photo

Court outlaws bank's life policy sales

NEW YORK-—A decision by a
state supreme court judge that
First National City Bank’s whole-
sale life insurance plan for sav-
ings depositors is contrary to the
state’s insurance code will be ap-
pealed by the insurance depart-
ment here.

The controversial plan, which
was challenged by the New York
State Assn. of Life Underwriters
in a suit against the bank, state
insurance department and plan
underwriter, Connecticut General
Life Insurance Co., was decided
by Judge Edward S. Conway.
(Business Imsurance, July 19.)

“It is the opinion of this court,”
Judge Conway said, *“that ‘Sav-
ings Plus Life Insurance’ is a
scheme of things that does consti-
tute a tie-in sale as contemplated
by Section 193.3 of the insurance
law.

“The application for insurance
can only be made if and when the
reguired deposit in the bank is
made. The insurance is issued by

the insurance company in return _

for premiums paid or to be paid
from interest earned by the de-
positor on his deposit,” he said.
“It constitutes a purchase and
sale of life insurance interdepen-

Late news

Compensation clarification

WASHINGTON—The President’s cost of living council was expected
last week to issue a series of questions and answers relating to rate
increases in workmen’s compensation policies to reflect legislated in-
creases in benefits. Sources within the Administration said that Presi-
dent Nixon's wage-price freeze order was not intended to force roll-
backs in workmen’s compensation benefits. Insurers of workmen’s
compensation say that while they intend to cooperate in every way
with the President’s freeze program, they would have to provide for
benefit increases in rates applying to workmen’s compensation insur-
ance policies issued or renewed during the 90-day freeze period.

ASIM no-fault parley

CHICAGO—Ofticials of the American Society of Insurance Manage-
ment met here last week with auto insurers to discuss provisions of
a proposed uniform state no-fault auto insurance law. One of the
stumbling blocks in the discussion was reported to be “penalty provi-
sions” that would surcharge insurance rates of commercial vehicles.
ASIM opposes provisions that distinguish between commercial and per-
sonal vehicles. James E. Bailey, ASIM's legislative counsel, said that the
group favors national no-fault standards enforced by the states.

dent with the deposit of funds in
the bank and is an inducement to
make the deposit. Making a de-
posit in a savings bank,” he went
on, ‘“is the only way you can
purchase or obtain the bank ser-
vice.”

Continued on page 2

| coverage for damages
to ex-Reliance owners

By PATRICK THOMAS

NEW YORK—A federal judge
here has held Leasco Corp., its
chairman and chief executive,
Saul P. Steinberg, and two other
directors liable for damages to
former stockholders of Reliance
Insurance Co. The computer leas-
ing firm does not have directors
and officers liability insurance,
Business Insurance has learned.

A source close to the company
said that Leasco had been trying
to obtain the coverage for its top
men for “about three years” but,

-thus far, had been unable fo get

it. “They are a young firm,” the
source said, “and it is difficult for
young, growth companies to get
d&o coverage. It is either not
available to them or it comes at a
price so high as to be prohibi-
tive.”

On the other hand, a spokes-
man for a large insurance compa-
ny which writes the coverage
pointed out, “To a certain extent
it’s a matter of maturity, but only
up to about five years. After a
company is five years old, it usu-
ally doesn’t have much trouble
getting the cover.

“THE PROBLEM with Leasco,
and many other of the younger
companies, is that they are trying
to be conglomerates,” he went on.

“And, quite frankly, conglomer-
ates concern us because of all the
diversification of companies.”

U.S. District Court Judge Jack
B. Weinstein ruled that Leasco
had made a material omission in
its registration statement with the
Securities and Exchange Commis-
sion when the firm offered to
acquire Reliance in 1968. He said
that Leasco had failed to include
in the statement an estimate of
the insurer’s “surplus surplus”
an amount he put at $100 million.

The suit which led to the ruling
was filed in 1969 by Dudley Feit,
a Reliance stockholder, on his
own behalf and the behalf of all
other shareholders who had ac-
cepted Leasco securities in ex-
change for their Reliance stock.

Judge Weinstein felt that omit-
ting the estimate had made the
registration statement “mislead-
ing in a material way.” His rea-
soning was that “while disclosing
masses of facts and figures, it
failed to reveal one critical con-
sideration that weighed heavily
with those responsible.

“THE DEFENSE that no one
could be certain of precisely how
much was involved in the way of
releasable assets is not accept-
able,” he said. “The prospective

Continued on page 2

Lloyd's shows profit of 5.3%

LONDON—Everybody at
Lloyd’s of London is happy these
days. The reason is simple. The
center for much of the world’s in-
surance risks has made a profit
for the first time in four years.

The figures, released to Busi-
niess Insurance, show that it made
a profit balance of 5339 on its
three-year accounting results,
which closed at the end of 1970.

Perhaps the only cloud on the
horizon is that because it is mov-
ing into profitability there is just
that little extra competition to
face from other risk carriers. As
one of ifts experts revealed, there
are signs of strong bids to get into
the aviation market, particularly
with the likely entrance of some
American life companies into all
sections of aviation insurance in
the UJ.S.

BUT SIR HENRY Mance, its
chairman, now believes firmly in
future prospects. In London, be-
fore he left for a visit to the U.S.,
he told Business Insurance:

“At Lloyd's we have good
grounds for a measure of opti-
mism. The tough line maintained

by underwriters on rating and
conditions has not prevented the
premium flow of business from
continuing and increasing in all
sectors of the Lloyd’s market.

“It is true to say that insurers
as a whole have now made this

LLoyDs PREMIUM

point clear to all classes of as-
sured. Insurance against risk is a
business which is subject to rising

costs in an inflatienary world.
“BSome sections of Lloyd's have
better prospects than others. But
Continued on page 52
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Legislation to introd uce

new food safety agency

NEWARK, N.J.—Pginting out
that loss of confidence by con-
sumers could become a threat to
entire industries, Rep. Benjamin
Rosenthal (D.-N.Y.) announced
that he would introduce a bill to
create a new federal Zood safety
agency.

Rep. Rosenthal told attendees

of the conferénce on product lia-

bility prevention here that the
new agency would take over the
food inspection authority now
shared by the Food and Drug Ad-
ministration and the U.S. Depart-
ment of Agriculture. He said that
both the FDA and the USDA had
been ‘“seriously derelici in carry-
ing out their responsibility to
protect the consumer from unsafe
food products.”

The fact that the USDA does
not maintain a weekly list of food
recalls for use by the news media
was termed “irresponsible” by the
congressman though he did say
that the FDA did make such a
listing and that it was “effective.”

“THE ARBITRARY division of
responsibility,” he noted, “between
FDA and USDA regarding food
inspection, which is based on the
percentage of meat in the prod-
uct, and the tragic inefficiencies it
creates, cannot be tolerated any
longer.

“It is my judgment, sand one
that I know many of you disagree
with,” he went on, “that the sur-
est path to product liability
avoidance, is that provided by re-
sponsible, but strict, government
regulation—not by industry self-
regulation.”

For that reason, Rep. Rosen-
thal, who is chairman of the
Democratic Study Group Con-
sumer Task Force, said he would
introduce a bill “which will re-
quire that the names of the real
manufacturers of all food prod-
ucts be prominently stated on the
label of all products produced for
other companies under private
brand.”

He said that the recent Bon
Vivant soup recall had been
greatly hindered by the fact that
the soup maker’s name could not
be found on many of the products
it had manufactured under sepa-
rate labels.

HE TOLD his audience, which
included many businessmen, that
the agency’s method of operation
would be fair to business as well
as to consumers and that it would
protect such things as trade se-
crets and confidential business
data.

“The Chamber of Commerce
attempts to paint a totally false

pictare of what -he new ‘agency
would do,” Eep. Rosenthal
claimed and pcinted out that the
defeat of his prcposed consumer
protection agency last year was
the direct result of pressure by
industry. @

-CouriL o

Centinued from page 1

The state high court judge also
cited another part cf Section 193
which says, “Nc¢ insurer 5
shall directly or indirectly . . .
participate in any plan to offer
or ¢ffect any kinds of life insur-
ance in tkis state as an
inducement to, or interdependent
with, the purchasz 2y the public
of any goods, securities, commod-
ities services.”

nder the plan, which has been
purchased by abous 1,500 bank
customers to date, life insurance
coverage in amcunts up to a
meximum of $15,000 based on a
customer’s age, savings balance
and raze of interest paid on the
zcecant, are offered to regular
First National City savings and
Golcen Passbook account custom-

“ers whose accoun:zs earn at least

$2.50 quarterly interest. The bank
cbtans the policy authorization
for ~he term coverage and remits
the premiums <o Connecticut
General on a quarterly basis.
cudge Conway did not issue an
injunction prohibiting the contin-
uance of the plan and his decision
will not be effective until a judg-
ment is entered on his order. =
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personal and commercizl coverage.
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Leasco...

Continued from page 1

purchaser of a new issue is enti-
tled to know what the deal is all
akout.”

It is difficult to ascertain
whether or not d&o would have
covered the company in this situ-
ation, though one broker told Busi-
ness Insurance, “I think a stand-
ard d&o contract would have cov-
ered them in this situation. I cer-
tainly don’t know all the facts in
the case but, there are only two
situations in this area that d&o
wouldn't cover. First, if the direc-
tors made the profit themselves
it would be a criminal act and not
covered but that is not the case.
Second, d&o would not cover any-
thing under Section 16B of the
Securities Act of 1933, which is
short-swing profit and that is not
indicated in this case either.”

Another insurance man was not
so sure. “It could possibly have
covered them, It's hard to say
without all the facts. There is
always the possibility that the in-
surance company could have
claimed a deliberate attempt to
conceal the information. I just
don’t know.”

Leasco’s chairman, Mr. Stein-
berg, issued a statement which
summed up his company’s posi-
tion: “We were disappointed in
the court’s conclusion that our
prospectus was deficient, since we
had omitted an estimate of Reli-
ance’s so-called surplus upon the
advice of counsel.

“AFTER CAREFUL considera-
tion after studying the opinion,
we will decide whether our dis-
agreement on the liability point
should be made the subject of an
appeal. However, our calculations

indicate that the amount of dam-
ages which we might become lia-
ble for in this matter is not mate-
rial.”

The judge, whose opinion set up
a complicated formula for figur-
ing the amount to be recovered
by the Reliance shareholders, said
that the three directors of Leasco
were liable because they had fail-
ed to make a reasonable investi-
gation to determine whether the
estimate should be included in
the registration statement. At the
same time, he ruled that two
other defendants, Lehman
Brothers and White, Weld & Co,,
the dealer-managers on the
transaction, were not liable be-
cause they had made an investi-
gation and had reasonable ground
to feel that the estimate’s omis-
sion was not a material one. =
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speaking of safety

INA international academy gears up
for occupational safety, health law

MACON, Ga-—In the wake of
the federal government’s Occupa-
tional Safety and Health Act en-
acted earlier this year, American
business has discovered it has an
enormous need for safety educa-
tion. According to insurance
sources, several colleges and uni-
versities have added courses in
this area to their curricula, some
encouraged by the hope of receiv-
ing federal funds like the recent
$750,000 grant awarded to New
York University.

An apparently unigue maove in
the private educational system
toward f{illing this need is In-
surance Co. of North America’s
foundation of the International
Safety Academy in Macon, Ga.
ISA was actually founded in April
1970, more than a year before the
occupational safety and health
law was passed but, according to
Frank E. Bird Jr, the academy’s
director, “industry’s need for this
kind of education was obvicus
long ago, just as the need for the
occupational safety and health
law was obvious. ISA and the
federal law developed from the
same problem.”

In an interview ‘with Business
Insurance, Mr.: Bird said that
once the government had acted,
the academy stepped up its pro-
grams of safety management edu-
cation and established permanent
headquarters and a training cen-
ter in Macon where INA already
had facilities. He also noted that
courses were added to the curric-
ulum dealing specifically with the
law’s content.

ACCORDING TO Mr. Bird, ISA
sees a need for two safety educa-
tion programs, one to train spe-
cialists who will direct and man-
age safety programs mandated by
the law and the other to dissemi-
nate education and resources for
all levels of management through-
out indusfry.

Towards these ends the acade-
my is organized into four func-
tional divisions, not all of which
are in complete operation at this
stage of the game. The conference
division actually presents courses
in management techniques of to-
tal accident control and in profes-
sional safety management meth-
ods. The products and services di-
vision will be responsible for an
international house organ, pro-
grammed learning safety and
audio-visual training materials.

“We envision a house organ in
five languages or more,” said the
academy’s director. “But that is
projected into the future for at
least 18 months.” However, ISA
will be sending out two newslet-
ters this fall-—one for small firms
and one for the corporate giants.
“These will be in America only,”
Mr. Bird said. “Our initial thrust,
of course, will be in our own coun-
try."

The academy press, the third
division, will prepare all manuals
and textbooks used in ISA cour-
ses. Publications will cover dam-
age control, environmental health,
pollution control, drug and alco-
hol dependency, rehabilitation
and product safety. The inde-
pendent studies division, not yet
in operation, will provide those
unable to attend conferences with
loss control information in texts
designed for home study.

“THE INDEPENDENT studies
division will be a project for one

of our Ph.D. educators during 1972
and will start in 1973,” Mr. Bird
explezined. “The division will of-
fer certified loss control manager
status to those who complete the
course. This is a type of certifica-
tion that will fill a great need. At
the moment someone in the safety
field can spend eight years study-
ing t> become an industrial hy-
gienist, or work for 18 to become
a certified safety professional.
There is obvious value in a home
study course that creates a new
category and gives a safety man

good grounding in a shorter
length of time.”

At the moment, according to
Mr. Bird, ISA is not receiving any
government funds. He pointed out
that written into the occupational
safety and health law is a provi-
sion for the financial support of
safety training but that the stand-
ards for such support were not
clarified. “It is not certain,” he
said, “how much government
money is to be provided or how
fast.”

At the same time, however, the

academy director noted that ISA
is one of the subcontractors pre-
paring a training manual that
will be used in industry country-
wide. “On Aug. 7,” he said, “the
Department of Labor announced
the award of six contracts total-
ing $354,700 to Rowland & Co.
Inc. of Hadenfield, N.J. ISA has
been picked as one of the subcon-
tractors to develop raw material
which Rowland will put into pro-
grammed increments in a manual
for use without an instructor.”

Mr. Bird appeared to be guite
happy about the assignment.
“This is a prestige coup,” he said,
“for a new organization like
ours.”

ANOTHER contract that will in-

volve ISA‘s director was awarded
to George D, Clayton & Asso-
ciates to prepare the third revi-
sion of a syllabus entitled “The
Industrial Environment—Its Val-
uation and Control.” The syl-
abus, whose environmental
health chapter will be authored

Frank E. Bird Jr.

by Mr. Bird, outlines the needs of
the 4.2 million establishments
that are affected by the oceupa-

tional safety and health law,
The academy’s main concern, of
course, iz to reach the people at
Continued on page 54
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washington watch

Optimists see 'vote before spring’ on
proposed U.S. no-fault legislation

By JOHN REVETT

WASHINGTON — House and
Senate leaders are returning fo
Capitol Hill with what is de-
scribed by some as “open minds”
toward differences over proposed
federal no-fault legislation.

Optimists who favor nationwide
no-fault for motor vehicles say
this could lead to rapid progress,
possibly to a vote before spring.

“One thing you don’t see any-
more is strong oppositior. to the
no-fault principle,” said a staff

member of the Senate commerce
committee. “The way seems to be
clearing a bit.”

(This h=ld up, or seemed to, in
a check with the American Trial
Lawyers Assn.,, whose Washing-
ton spokesman insisted: “We
didn’t lobby for it.” He was refer-
ring to “pain and suffering” cov-
erage tha: a House bill includes
as mandasory ard a Senate pro-
posal calls optional. Senate aides
had said ke trial lawyers pressed
hard for the mandatory provision,

wkick. ‘would permit court settle-
rment o2 claims in this cazegory.)

AT THE MOMENT. pain and
suffering considerations are at the
center of disparities batween the
kill sponsored by Sers. Warren G.
Magnuson (D.-Wash.) aad Philip
4. Hezrt (D.-Mich.) anc the House
kill of Rep. Bob Eckhard: (D.-
Tex.) and Rep. John E. Moss
(I.-Cal.). The Senat> sponsors
say there is no need to hit motor-
ists with a mancatocy extra

charge for what they feel lacks
immediate importance and have
incluéad optional pain and suf-
fering coverage where a provision
for suing for losses exceeding
$30,00) had been.

This eliminates a catastrophe
limit on first-party payments in
the original Senate bill, though in
cases involvirg law violations
such as drunk driving accidents
suits could be filed. Another
chang= in the Senate bill: no spe-
cial provisions for trucks, which
originally wer= to be assigned ex-
tra responsikility by weight for
accidents with cars. “It would
have been penalizing trucks,” said
one staffer. Another said it would
have been “just too complex.”

According to a staff analysis of
changes in the Senate plan, where
coverage that is “rot necessary
for the economic wellbeing of an
accident victim” is concerned, the
option to buy pain and suffering
coverage is there, and ‘“the con-
troversy over whether the public

r

*Dldest acquisition established 1864

107 Years* is a long time
for any Big Company to stay Smaill.

When PAIGE was established. we were a small firm by
any standard. But even in the beginning we were big . . . in ideas
... and in our conviction that only through dedication to hard
work, customer service and the highast standard of professional
ethics could we fulfill our responsibilities to our clients and
assure our own sSuccess.

Today we hardle the insurance or self-insurance needs of
many American corporations listed in the Fortune 500 Directory,
plus many many more.

Yet, throughout our growth, we have never lost sight of
those fundamental principles adopted when we were very small.

Another reason we'd like you to think of us as . . .

PAIGE. The big insurance broker
who stayed small.

BOSTON / NEW YORK / PORTLAND, EASTPOR™. HOULTON, and ROCKLAND. ME./ LOS ANGELES / ATLANTA / HARTFORD / MANCHESTER. N.H. / SAN FRANCISCO

wants to recover for intangible
losses (is) resolved by free mar-
ket forces rather than legislative
determination.”

Rep. Eckhardt contends that his
way avoids “a slot machine type
of reparation system that does not
take into account legitimate mea-
sures of damages related to per-
manent partial disability and pain
and suffering.”

IT’S UNDERSTOOD that Rep.
Eckhardt has told insurance men
concerned about developing rates
for his bill’s extra coverage that
no ‘“fixed formulas” will be ac-
cepted. The proposed Senate leg-
islation calls for uniformity by
classification and a “uniform sta-
tistical plan” under which insur-
ance companies would report
claims experience and rates “of
each class of risk in each rating
category within each coverage
provided under the bill.” This
data would be released to state
regulatory authorities (as “rele-
vant to the rate-making activ-
ity") and to the public.

The differences don't appear
insurmountable to sources in-
volved in preparation of the bills
though Rep. Eckhardt's forces
seem determined about mandato-
ry coverage over and above medi-
cal expenses, physical rehabilita-
tion and salary.

From the Senate side came an
opinion that joint committee
meetings would produce a com-
bined bill but that there would be
no quick passage without in-
creased public pressure.

Sen. Adlai E. Stevenson III
(D.-111.) has his doubts. The
Hart-Magnuson bill “may be the
only real solution,” he said, but
described himself as ‘far from
certain” about Congress’ mood on
passage. He then introduced a
no-fault bill for the District of
Columbia that eliminates tort ac-
tion in vehicle damage accidents
but permits it (above policy cov-
erage) in bodily injury cases. In-
jured persons would be able to
sue for up to $25,000.

IN THE VIEW of strict Con-
gressional no-faulters the Steven-
son proposal opens the courtroom
door too wide. They say only
Massachusetts and Florida have
real no-fault laws and groan at
the idea that a significant number
of states would enact effective
no-fault legislation.

But the Nixon Administration
continues to plug away at selling
this concept. The basis is what
Virginia H. Knauer, consumer af-
fairs assistant, calls experimenta-
tion in the “laboratory of 50
states.” There is no certainty out-
side the Administration as to how
serious it is about the approach.
Qualifications have been used—
the states “may produce formulas
better suited” to their own needs
—and, as Mrs. Knauer has said,
problems of high premiums, can-
cellations and inequities under
the tort liability system are “too
great to go unresolved.” There
have been statements that the
Administration might have tao
change course.

For now, though, it’s continuing
the state approach. The Depart-
ment of Transportation is. work-
ing with the National Conference
of State Governors and the Con-
ference of Commissioners on
Uniform State Laws on a model
state no-fault law. Completion is
expected sometime before the end
of the year.

“As far as we know it's not
something that would lead to an
Administration no-fault bill,” said
a spokesman. “It’s an attempt to
work up a uniform bill for the
states to enact.” The model is ex-
pected to have similarities to the
two Congressional bills. Pain and
suffering would reportedly be op-
tional. n
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assets Ing cash to of<set [ost profits and djrect costs
For €xample, one sych man might pe 4 0, What we want tq do right now is
chemist or metallurgist whose scientific know- Sit down and figure out who the people are

protection you need against
the loss of these indispens-
able people. And if we do
our job right, then that
leaves youy free to do your
Job right,

That’s the Wausay Story.,

the cost of finding ang train-
ingan adequate replacement,

Another could beanin-
novator. The designer, or
inventor, Or other idea map
whois keeping your business

¢

Employers Iurace of Wausay

We think insurance
ought to work for
a living,
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Suppose you make a product.

And something goes wrong with that product.

And you have to get it off the market. Fast.

You've got pains. Withdrawal pains. The kind that hurt
where it really hurts: in your wallet.

But today you can insure against these costly pains
with Product Withdrawal Insurance —a special kind of

protection pioneered by Fireman’s Fund.

It pays the cost of notifying all your customers. And

all their customers. It covers necessary overtime for
regular employees — and extra help to ease you through

of the soup:

the crisis. It even pays for tricky disposal problems,
such as getting rid of aerosol cans.

Product Withdrawal Insurance is available to
practically any manufacturer, for virtually any product.
There are no problems on limits. And you can save
money with our deductible and co-insurance features.
Want to know more? Just check the Yellow Pages for
the independent agent who represents Fireman’s Fund.
He’s souper.

Checking Product Withdrawal Insurance? Always
check the hat!
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'Risk perception’ is called vital to loss control

LONDON—Examples of “risk
perception” in corporate manage-
ment were given by Douglas Bar-
low, president elect of the Ameri-
can Society of Insurance Manage-
ment, when he acdresed a special
education seminar 22 Britain's
Assn. of Insurarce Managers in
Industry and Commelce.

He told his Londor aucdience:
“If a risk is to be prcperly con-
trolled it must be perceived, and
it must be appreciated for proba-

ity.

“Risk perception is tie respon-
sibility most special to risk man-
agement. Here ar= two examples
A company brings togzther in twc
airplane loads nearly a'l its deal-
ers and distributors frorn a cer-
tain country. It -hereby exposes
its gross profit from taat country

ble frequency and possible sever-

to a risk of substentel 123s.

“Another compsay makes a
special centract wvith the Zovern-
ment of a foreign cxuntry for set-
trg up a factory in :het country.
Sgecial machinery is o e sent
by ship, and customs duty is o be
veaived if the macainery arcives
Ly a certain date.

“The duty is at risk of any
aceident to the ship. perkaps =ven
o° heavy weather. Sachk cisks
should be perceivec by the risk
menager. It calls for knaowlzdzge
of the plans, whiclk. no outsider
wil have, and for a developec
ser.sitivity to risks.”

Dealing with otaer ro.es of risk
managers, Mr. Barlow, of TIMas-
sey-Ferguson in Torento, said:

“If the objectivas of risk man-
agement are to ke served, deci-
sions must take account >f the

company as a wholz. This princi-
ple hzs prime importarce far fire
loss prevention in the cass of a
company with several irterde-
pendeat factory and mair ware-
house locations.

“A PROPOSAL for, say. sprin-
klers “or one locaticn may -.ot be
justifizd upon tke figures fcr po-
tential loss at that locaticr. and
50 mayv be rejected by the mansag-
er of the location.

“But it may ke justiZiec when
account is taken of the dependent
earnings of the other locat.ons.
The risgx manager respcnsible for
risk managemen: tkroughout the
compaay is in a position te oring
this factor to kear upon th2 deci-
sion.”

Examples of special bu~dens
facing risk mancgers were Z.ven

by Mr. Eerlow, who said:

“The fizst :s the natural human
resistance o thought of future
azcidents, fires and the like. It
could be calledl a psychological
blockage.

“AS AN ILLUSTRATION, sup-
pose that a factory manager is
primarily concerned with produc-
ticn and its meny problems, and
wishes to use available funds to
increase production, or lower its
ccst. Aloag comes the risk man-
ager, with recommendations for
spending moner on measures to
prevent fires, waen the probabili-
ty of fire loss, as indicated by
premium rates, is of the order of,
sav, .2 of 1%.

“Unless the 1isx manager has
lins authority fcr loss prevention,
or is a convincing and persistent

Wee gofanew
“HE oo

We've spez clized in workmen's comp far £& v2as.
And today we're known as “the fastes” carrp in
the West.” But we're not just the fastest. Viere the

most flzxitle.

We did t by living up tz three litfle worcs: "~ee
comesPEG. ' More than just aslogan, itfsour dusiness
philoscphy:. It's hustle. Experience. Professicna ism.

Now we re strengenirg our position across e
country. We've got a new FEG beard. It's stategic-
ally covered with new cffices and stc ff2d with

experienced pros.

M

Prcduction and Undznwriting Coordinatoss for
the entire operation arz ‘wo of the best: Cruck ‘
Farris in the West, and Frzk Collins in the =ast. They
share the responsioility of keeping every FEG off c2
in the country up fo our performance standards.
From this point on, we want the whole country' to
think of PEG when fiev want wo<men's comp,
tailored to fit the neac’s of individual insureds. Waich
for us Before you know it, we'll have a pace-seting
PEG operaticn in every ma or market inthe country.

“"Here Comes PEG"

PACAC ENVPLOYEPRS INSURAMCE COMPANY
ar MNA CORPORATION comaany

missionary, and has firm support
from higher management, the
company’s risk management will
fall short of its objectives.

“The second special burden
covers risk management’s service
to the basic objective of the
‘losses that did not happen.” On
this score the risk manager can
only hope for understanding from
on high.”

Finally Mr. Barlow defined to
his British audience the nature of
uninsurable risks in his opinion.

AMONG THOSE he listed for
their attention were:

e Trade secrets that cost much
to develop, with the hope of good
profits, which are lost if they are
stolen.

e Markets which might be ov-
ertaken by a competitor’s im-
proved product.

e Shifts of population, or re-
zoning, which may reduce the
marketing utility of a location.

e Changes in tariffs or foreign
exchange which may reduce prof-
its.

e Production costs may be un-
derestimated, or consumer de-
mand over-estimated, through
clerical or computer error, or er-
ror in judgment.

e Business may be hurt or de-
stroyed by exorbitant demands of
a union, a prolonged strike, an
economic depression, or a war.

He suggested: “The risk man-
ager's skills are in risk percep-
tion. The extension of his func-
tion to uninsurable risks has a
prima facie obstacle in so far as
they may already be within the
responsibility of other depart-
ments. But department heads
might feel relieved to receive
help, and some of these risks are
such that he can contribute to
their control, bearing in mind his
company wide view, as well as
knowledge and skill.” L]

Reagan asks
health plan
compromise

SACRAMENTO—A Med i-Cal
plan closely tied to prepaid insur-
ance proposed by Gov. Ronald
Reagan as-a compromise revision
of California’s existing health
care program, has been approved
by the state assembly’s health
committee.

The measure was sent immedi-
ately to the ways and means
committee, which is expected to
also endorse the plan and send it
to the floor for vote. The compro-
mise, according to Gov. Reagan,
would save an estimated $100 mil-
lion a year in federal, state and
local costs.

The bill roused strong opposi-
tion from the California Medical
Assn., the California Welfare
Rights Organization and spokes-
men for Los Angeles, Santa Clara
and San Mateo counties, who
claimed the compromise would
“merely shift costs from the state
to the counties and lead to prop-
erty tax increases.”

The proposal carries a require-
ment that the California director
of health care services set maxi-
mum fees that physicians could
charge the California Medi-Cal
plan. It also includes development
of prepaid health care plans for
Medi-Cal recipients; a limit of 24
doctor visits a year or two per
month; co-payments by Medi-Cal
recipients.

The prepaid health insurance
providers would be similar to
group health plans but designed
specially for those too poor to pay
big medical bills. [ ]
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TAILORED TO YOUR UNIQUE SITUATION...
FROM Z-A ONLY!

Uniqueness of your needs is never a problem . . . because our
Top Security* Multi-Peril Policy puts a// commercial
hazards under the Z-A roof:

It offers basic protection—such as fire, lightning,
wind, explosion, sprinkler leakage, riot,
- civil commotion, robbery, vandalism,

“N BI and PD.

Optional coverages, too—
such as boiler and machinery
. In the same package. Need
product liability? You can have it.
Also glass coverage, collapse of building,
and business interruption . . . as well as broad

crime coverage, including fidelity bond.

Think of more? We can include them. Even sonic
boom and elevator collision. All in one Top Security package.

All in Z-A.

TOP SECURITY! Very comforting. Have your Independent Agent or
Broker call us about it—for YOUR security.

*T.M. (Not yet available in all states.)

AMERICAN GUARANTEE & LIABILITY INSURANCE COMPANY
ZURICH INSURANCE COMPANY

ZURICH LIFE INSURANCE COMPANY

ZURICH AMERICAN LIFE INSURANCE COMPANY

111 West Jackson Bled., Chicago, lllinois 60604, Phona: 922:3124

QFFICES IN: Mew York, Boston, New Haven, Butfale, Latham, N.Y.,
E. Orange. Philadeiphia, Pitisburgh, Bailtimore, Greensboro, Atlanta,
Richmond, Canton, Cleveland, Cincinnati, Toledo, Detroit, Grand Rapids,
Minneapolis, Milwaukee, Chicago, Jackson, New Orleans, Dallas, Houston,
S1. Louis, Kansas Cily, Denver, Portland, Sacramento, San Francisco,
Las Angeles, Phoenix.
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benefit tax slants

Non-qualified stock options could
offer employes tax-saving benefit

By JOSEPH S. ROBINSON

NEW YORK—When exercised,
the difference between tae option
price and market value of a gqual-
ified stock option is treated as an
item of “preference” under the
new tax act. If the executive has
enough other preferences, ne will
wind up paying the new mini-
mum 10% tax on some oI them.
And he may owe even more taxes
on his earned income. The new
maximum tax on earned income
will be 50% beginning in 1972.
However, for every dollar of
preferences over $30,000, a dollar

of earned income will be disqual-
ified and may be taxed at 70%.

Some companies have begun to
turn to non-qualified stock op-
tions. The executive owes tax on
ordinary income when he exercis-
es, but he can sell the stock im-
mediately. Total tax could be less
than for qualified options.

* & #*

PAYMENTS that are designat-
ed as “Christmas gifts” and com-
puted as a specific percentage of
salary are includable as part of
the employe’s wages. Internal
Revenue Ruling 71-53, states that

you must add these amounts in
when you figure income tax and
Social! Security withholding and
your unemployment-tax liability.
The fact that the ‘gifts” are not
based on performance or length
of service is deemed immaterial.

# *® &

ONE WAY to lsssen the tax
impact for an employe is for the
company to adopt as many as
possible of the fringe benefits
that are available on a tax-free,
no-withholding basis and that,
nevertheless, are deductible in
full by the employer.

Here is a checklist of such ben-
efits:

e Wage continuation payments
made to the employe because of
absence due to illness or injury
may be nontaxable to the em-
ploye when they satisfy the rules
of Code Sec. 105 (d). In such a
situation, they would also be ex-
empt from income withholding
and payoll withholding taxes. To
get the benefits, there must be a
company plan, but almost any
type of arrangement would seem
to qualify. It need not be writ-
ten, though knowledge of the
existence of a plan is important.

e Meals and lodging may be
tax free under certain conditions
if free living quarters are made
available to an employe whose
presence is required by the em-
ployer. Company meals may also
be tax free if they are furnished
for a substantial “noncompensa-
tory” reason.

e Holiday gifts of nominal
value, such as hams, turkeys, or
other merchandise (but not cash

The book that isn’t worth ared cent.
- Unless someone’s in trouble.

Free,

In case of fire, accident or other loss, this book
wili lead you right to the people who can help.

It gives you the address and phone number of the
UAC office necrest you.

There you'll find adjusters who ccn handle any
kind of insurance claim—automaebile, casualty. prop-
erty, marine, fidelity, surety, burglary, aircraft, acci-
dent & health, workmen's compensation, boiler, and

... you name if.

Underwriters Adjusting Company has been arouad
for a good fifty years. We've got offices all over
the country. And adjusters who've been working at
adjusting for one or two decades—or even more.

We're the Dial-A-Claim people: the people who

UNDERWRITERS ADJUSTING COMPANY
Executive Offices: 224 South Wacker Drive, Chicago, lllinois 60606

made it possible ior anybody, anywhere, anytime, to
get an adjuster to the scene of an auto accident in

a husry.

We'll come to your aid with the same urgency.
Just look us up. In the book that's worth its weight

in gcld when you need it.

Fer your copy end a description of our services call
our Dial-A-Claim number direct
write to: Underwr.ters Adjusting Company, 224 South
Wacker Drive, Ch cago, Ill. 60606.

b _ Directory
of Service
 Locatnons

UHNDERW
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AITERS ADJUBTING

(800-447-2200) or

OMBRANY

or gift certificates) are nontaxa-
ble to the employe and income
tax withholding is not required.

e Group term life insurance
premiums paid by the employer
are not taxable to the employe for
life insurance coverage of up to
$50,000. The proceeds also are tax
free to the employe’s. beneficiary.
The premiums paid for coverage
of more than $50,000 are taxable
but, here too, no withholding is
required.

¢ Reimbursed moving expen-
ses to an employe and his family
for household goods, personal ef-
fects and traveling (including
meals and lodging) may be in-
cluded in the employe’s gross in-
come. However, the employer does
not have to withhold on them if
the employe is entitled to deduct
them under Code Sec. 217, as lib-
eralized by the new tax law.

e Reimbursements for busi-
ness trips and meals and lodging
on the way and returning are not
taxable to the employe—even if
he incidentally ties the trip in
with a vacation (at the same lo-
cation). Thus, the travel portion
of the vacation is deductible by
the company and tax-free to the
employe. To insure the company
deduction, adequate accounting
must be made. Reimbursement
arrangements on a per diem or
mileage basis may be considered
“adequate accounting.” Per diem
allowances not over $31.25 (125%
of the maximum government
rate) are acceptable, Mileage al-
lowances of 15 cents per mile are’
also acceptable. @

Pan Am,
Boeing sued

SAN FRANCISCO—A $7.5 mil-
lion suit has been filed in superi-
or court here on behalf of Daisoo
Lee, 34, a Los Angeles engineer
who lost his right leg in the July
Pan American 747 crash at San
Francisco Airport on the takeoff
of a flight to Japan.

The suit was filed by Alameda

' attorney Daniel L. Mitchell against

Pan American Airways and the
Boeing Aircraft Co.

Mr. Lee alleges the plane was
overloaded when it took off on a
short runway and that Pan
American knew this fact. The suit
asks for $2.5 million for perma-
nent injuries and $5 million puni-
tive damages.

THE LEGAL action was filed as
a National Transportation Safety
Board hearing on the accident got
underway in the Federal Building
here.

During the hearing F. R.
Keithley, Pan American dispatch-
er, accused the Federal Aviation
Administration airport control
tower personnel with having giv-
en “the wrong information” about
length of the runway on which
the plane departed. m

Business shifts

Cornwall & Stevens Co. Inc,
New York-based insurance bro-
kers with offices in Atlanta, Tex-
as and Oklahoma and a total staff
of 77, has assumed the business of
Rushton Peabody & Associates
Inc. Rushton Peabody’s president,
Herbert T. Allen, will serve as a
vp of Cornwall & Stevens, and
three other members of the Rush-
ton Peabody staff will now oper-
ate out of Cornwall & Stevens'
New York office. Richard P. Ma-
grath, president of Cornwall &
Stevens, told Business Insurance
that neither firm specializes in a
particular line of insurance but
acts as a general insurance bro-
ker.



ISSUED EVERY NOW AND THEN(WHEN THINGS GET QUIET AT MIDLAND INSURANCE CO.)

NSURANGE GAME RATTLES INSURANGE BIZ!!!

ALL KIDDING ASIDE-
INSURANCGE 1S NOT
OUR GAME.... IT’S
OUR BUSINESS

CHICAGO BROKER

Chicago:

Mildehap, will need several days of complete bed-
rest to “unwind” from his fierce “FUTILITY"
session. The six hour confrontation left the game
little broker completely in knots. Except for sever-

It is reported that Broker, George E.

s

FUTILITY BREAKS RISK MGR.

New York: RISK MANAGER,
Charles M. Goodfellow, breaks
down after landing 27 times on
space ““You accept your associ-
ation’s invitation to speak on
‘the changing role of the risk
manager during a capacity crisis
and his alternatives in self-insur-
ance and captive carriers to meet

the challenge of the 70's and the
even larger demands of inner and
oufer space that we must face if
we are to support the concept
that there can be a twenty-first
century only il we attract new
capital to our industry’. Lose
three turns while you try to be
original™.

operating room,
rules! Today ‘FUTILITY"

JAULED IN MARATHON

al minor kinks, doctors expect him to fully recover
in time for the nex! tournament.
Mildchap was overheard to say on the way to the
“Next time I'll even get past the

The spunky

tomorrow the World.”

FUTILITY CHAMP 1S
TOAST OF SECAUCUS
JET SET !!!

Secaucus, N.J.: Ben Mongoose,
All-Time “FUTILITY” cham-
pion plaver, is shown arriving for
a 2-week sojourn in this pictur-
esque village. He was awarded
the all expense paid trip follow-
ing his defeat of Tom the Turk
in the * FUTILITY" Las Vegas
Tournan:ent. Many of the“smart
money” boys consider Ben to be
an outstending contender for the
“FUTILITY” Super-Bowl World
Champicnship scheduled for Feb:
ruary 72 at the ASIM Meeting
in Montreal.

All kidding aside, insurance is
not our game - it’s our business!
And we're totally serious about
it - all of us, Risk Manager,
Broker and Midland.

Our aim is to keep on getting
together with the corporate and
brokerage people who are inter-
ested primarily in a “partner-
ship” carrier - one that com-
plements its partners strengths
and avoids duplication of effort.

A “partnership” predicated upon
the reasonable assumption that
each party is entitled to a prof-
it. That the participants are not
competitors - they're partners

whose basic responsibility is the
protection of corporate assets by
the most economical and effi-
cient means possible.

GAME INVENTOR
APPLIES GENIUS
T0 CHALLENGING

NEW CAREER

Hoboken, N.J.: Recent photo of
Smedley Maelstrom, inventor of
“FUTILITY” {the game nobody
should play) hard at werk at h1s
newest endeavor.

And we all know the most “eco-
nomical and efficient means”
doesn’t involve “buying insur-
ance” from the ground up for
every foreseeable loss. Today’s
Risk Management means a whole
lot more than that.

Want to learn more about us -
just call, we’ll take it from there.

The game “FUTILITY>*???Mere-
ly something we put together for
your gmusement only - to be
played strictly at home in your
spare (?) time.

If you’re the only guy on your
block who doesn’t already have
“FUTILITY, the Game of Buy-
ing and Selling Insurance - the
Game Nobody Should Play” -
complete and mail the coupon.
We’ll rush you a copy of our

only amusement device.
[ el |

MIDLAND |

INSURANCE COMPANY

29 BROADWAY
NEW YORK, N.Y. 10006
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following the funds

IBM in flashy, but brief, retirement
option; fund investments jump in UK

ARMONEK, N.Y.—International
Business Machines Corp. will dip
into its more than $500 million-
asset pension fund to ‘“correct a
temporary imbalance in our per-
sonnel resources,” it was disclosed
late last month.

The company has instituted a
flash-in-the-pan early retirement
option for all employes. It's
termed thus because it expires
Dec. 31 and is designed to quickly
trim the work force while keep-
ing things voluntary and making
it somewhat attractive for work-
ers on the brink of retiremant.

Under the program, IBM em-

ployes with 25 years of service
who are 55 years of age or over
will receive early retirement ben-
efits (an option that has bezn
available for some time at IBM)
as well as a tvyo—years' salary
bonus that will be distribut=d
over a 45-month period. Em-
ployes with 25 years cf service,
but under age 55, may also take
advantage of the program. How-
ever, their pensions are actuarial-
ly reduced according to the vest-
ed pension rights accumulatzd
during their employment at IBM.

IBM said that there will be a
limitation on the amount of sala-

v vnder the bonus plan, but de-
clina¢ to say what it is.

The computer giart is one of
t-e few companies in its industry
t-at has not laid off workers dur-
izg :he present slump in the elec-
tronic data processing business.
Tae temporary retirement option,
glthough company execs aren’t
grecicting how many IBMers will
gvail themselves of the chance to
go Zishing early, is designed to
rare the company’s work force.

* ® #

PRIVATE PENSION funds in
t-e Tnited Kingdom invested

$816 million during 1370, accord-
ing to figures released by the De-
partment of Trade and Industry.
The figure represents a whopping
$110.4 million increase over the
year before, when fund invest-
ments increased only $14.4 mil-
lion.

While new investments contin-
ued to be substantial, the Depart-
ment of Trade and Industry fig-
ures raveal that there was a net
disinvestment of $70.8 million in
public sector securities during
1970. The figure is the highest
recorded since the department
began keeping tabs on invest-
ments in 1963.

Investment in ordinary shares
by funds in the United Kingdom
was put at $396 million last year.
This figure is more than double
the level in 1969, but still $24
millicn below a peak recorded by
the department in 19€8.

For the second year in a row
there ‘was also a small net invest-
ment of $9.12 million in preferred
shares by the private pension

What business insurance

plan helps you keep
money working?
Michigan Mutual’s
Multi-Gard.

Multi-Gard wraps up all your
business insurance requirements

~Th
policy beh
our policies
makes the
difference.

§

e
hind

in one package. And this is unique:
Your annual premium may be paid in as many as
_tar instaliments. No interest, carrying, or
service chargzs. And we help you choose
just the coverages you need—no more,
no less. It's all part of our
special policy: to be the very best
in business insurance.

Michigan Mutual
Insurance Group

Michigan Mutual Liability Company
Associated General Insurance Company

Home Office: Mutual Building * Detroit, Michigan 48226
Regional Offices: Detroit, Grand Rapids, Indianapolis,
New York, St. Louis, St. Petersburg

funds.

THE OVERALL net investment
in company securities during 1970,
the Department of Trade and In-
dustry notes, was $525.6 million,
or 62.8% of the total net invest-
ment. In 1969, investment in com-
pany securities accounted for
61.3% of total net investment.

The department’s figures alsc
reveal that net investment in
property trust units was $43.2
million, or about one-fifth below
that of 1969, while net investment
in land, real property and ground
rents at $134.8 million was $52.8
million below the high level re-
corded in 1969.

Figures released by the depart-
ment also show that there was s
considerable build-up of cash and
short-term assets during 1970 by
the pension funds. These, together
with a fall in short-term liabili-
ties, represented 25.6% of total
net investment in 1970 compared
with 21.1% in 1969.

In terms of total assets of Unit-
ed Kingdom private pension
funds, the level estimated for the
end of 1970 is $11.057 billion, an
increase of 3.1% at end of 1969
when total assets were estimated
at $10.723 billion. This, however,
is still somewhat lower (about
1%) than the 1968 level, which is
the highest recorded by the De-
partment of Trade and Industry, m

State tries
jobless pay
experiment

SACRAMEN TO—A unique
new method of paying unemploy-
ment insurance benefits has been
started here as an experiment de-
signed to “stimulate California’s
economy.”

Benefit payments will be made
through direct deposits to a job-
less worker’s bank account.

“The direct deposit system” ex-
plains Sigurd I. Hansen, deputy
director of the department of hu-
man resources development, “will
eliminate handling of cash in the
branch offices and will end the
outdated method of having claim-
ants line up for their insurance
check instead of being out locking
for a job.

“PERHAPS the greatest meri
of the experiment,” Mr. Hansen
added, “is its potential as a stim-
ulus to the economy. In making
payments directly to bank ac-
counts, the system will produce
an increase in the banking sys-
tem’s reserve of money for loans
and such loan money should con-
tribute to faster economic recov-
ery.”

The pilot program is underway
in Avalon, a small community on
Catalina Island in southern Cali-
fornia, selected because it has
only one bank. :

Mr. Hansen said if the plan
should be expanded throughout
the state it could result in direct
deposits of more than half a bil-
lion dollars each year in unem-
ployment insurance payments and
the program could eventually in-
ject $5 to $7 billion into the econ-
omy each year. []

Contract bond secured

Albert G. Ruben & Co., Inc,
Beverly Hills, Clason & Lee,
Brooklyn, and Lucie, McNiece &
Bull, New York, have negotiated
an $85 million dollar contract
bond for the construction of a New
Jersey freight terminal for the
United States Postal Service. Par-
ticipating sureties are Great
American Insurance Co. Mary-
land Casualty Co., Seaboard Sure-
ty Co, and Argonaut Insurance
Co.
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Opponents agree on product liability prevention

NEWARK, N.J—The American
Trial Lawyers Assn. (ATLA) and
the Defense Research Institute
{DRI) are traditional, and formi-
dable, enemies so it could be con-
sidered something of an occasion
when, within a period of about
two hours, executives of the two
groups agree with each other
about something.

The subject that created all the
amity was the prevention of
product liability claims. The for-
um was the second annual con-
ference on product liability pre-
vention at the Newark College of
Engineering, at which the two ex-
ecutives were the opening speak-
ers. Those in the audience who
could smell blood as first one
spoke, then the other, were soon
disappointed. Their speeches were
essentially the same.

Both Richard M. Markus, presi-
dent of ATLA, and Dr. James D.
Ghiardi, research director of DRI.
felt that a concentrated team ef-
fort at quality control was at the
heart of the matter. And both of
them said that no matter how
much control was exerted, there
would be mistakes made that
would result in claims.

“YOU MUST maintain high
guality in the product and in the
warnings about the product,” Mr.
Markus told the assembled manu-
facturers, insurers and attorneys.
“You must exercise caution in
your advertising and you must
expect some liability.

“There are bound to be mis-
takes,” he went on. “And when
there are, don't take the ‘It can’t
happen to me’ attitude and don’t
feel that it is degrading fo admit
to an error.”

“When an accident occurs,
don’t wait for a claim,” Dr.
Ghiardi emphasized; “Investigate
it immediately. Get hold of the
product and test it.

“If there is a claim, cooperate
completely with your defense
counsel. Let him learn everything

Excessiveness is in

eye of beholder

NEWARK, N.J—Richard
M. Markus, president of the
American Trial Lawyers
Assn.,, had been telling his
audience at the produect lia-
bility prevention conference
here that product liability
suits were the coming thing.

He had said that the old
maxim ‘“‘caveat emptor” (let
the buyer beware) had
changed to ‘“caveat vendor”
(let the seller beware) and
that he doubted whether the
pendulum would swing back
to the side of the manufac-
turer. “In fact,” he had not-
ed, “I think we will see
manufacturers, who are now
subject to strict liability
rules, subject to absolute lia-
bility. That is not immedi-
ately foreseeable but it is
possible.”

He had told those assem-
bled, many of whom were
manufacturers themselves, of
the growing number of mil-
lion and multi-million dollar
settlements being granted by
juries around the country.

Through it all they had lis-
tened politely.

When his speech conclud-
ed, Mr. Markus was asked by
a member of the audience
why he thought juries were
awarding so many “exces-
sive” settlements.

The reply was pointed:
“Because of the excessive
damage being done to peo-
ple.”

there is to know about the prod-
uct. These cases can be defended.
The burden of proof is on the
plaintiff so don’t hold back from
your defense counsel.”

DR. GHIARDI listed a number
of steps in putting together a pro-
gram to avoid product liability
cases:

e Identify the problem area
—includes the history of similar
cases, standards applied to the
product, new products in the
same area and changes in old
products.

e Quality control—there must
be quality control procedures
during every phase of production.

e Safety codes—be aware of
them.

e Records keeping—the begin-
ning of every proper defense, re-
cords should be kept for as long

as possible, kept on every aspect
of the produet and kept on com-
petitors.

e Claims handling—adopt a
reasonable policy.

“DESIGN IS YOUR area of
greatest exposure,” Dr. Ghiardi
said. “You must design out a po-
tentially dangerous aspect of the
product or, if it cannot be de-
signed out, at least guard against
it. Consider the misuse as well as
the use of the product.”

He said that design was useless
without effective quality control.

Insurance coverage was anoth-
er area touched on by Dr. Ghiar-
di. “It is essential that your com-
pany’s insurance manager or your
insurance broker understand your
potential exposure and work with
your insurer to develop coverage
which will adequately fit your

helping
New York
improve its skyline whensomstingrea

big looms on the horizon, chances are it's backed up by a Chubb surety
bond. One of our bonds is guaranteeing the erection of the steelwork in
New York’s World Trade Center—90,000 tons in each of its twin 110-story
towers. This important addition to New York's skyline, which rises 1,350 feet,

le’re

needs,” he said.

He felt that liability was not
the only thing to be considered in
the insurance set-up. Also to be
noted were recall, nuisance
claims, counsel and adjustment.

MR. MARKUS made a list of
his own, which touched on and
went beyond some of the aspects
listed by Dr. Ghiardi:

e Design and assembling were
both considered important.

e Labeling—very important and
“the most overlooked.” Labeling
should not be over assertive of
the product’s usefulness (the han-
dle of “the cold-handle frying

pan” had better stay cold to avoid
claims.)

e Packaging must contain the
product safely and not create any
problems itself.

¢ Warnings

and instructions

tion projects throughout the world is an important phase of our business.

—should be in the simplest possi-
ble forms, meaning large letters,
signs and whatever else it takes
to warn consumers of potential
dangers.

® Testing—the finished prod-
uct should be tested as well as its
components.

® Recall—a product must be
recalled if knowledge of any de-
fect in it exists (knowledge on
the part of the manufacturer).

BOTH SPEAKERS mentioned
the importance of advertising in
keeping liability claims to a mini-
mum.

“In many cases,” Mr. Markus
said, “your advertising manager
is your most severe enemy. There
is war in many companies between
the engineering department and
the sales force. The ad man wants

Continued on page 19
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Electric brownouts add unforeseen
risks for company using computer

CHICAGO—Electricity does
everything for the modern Ameri-
can business from sounding tones
on alarm clocks waking employes
up on time to printing 3 pm” on
their time cards at day's end, yet
the average company is only just
beginning to stop taking it for
granted. )

While a power failure means
only a darkened lobby to a recep-
tionist and some unexpected free-
dom in the typing pool, in your
company’s computer center it can
‘mean data loss or error, the pos-
sibility of damage to some partic-
ularly expensive eguipment, and
a long, long wait to get back “on

the air”

Though the failure means lost
mankours, it can also bring about
another form of lost dolars: lia-
bility losses because of computer
errors or an expensive lawsuit,
probebly with some substantial
dzmages, on a performance claim.

‘MENTION POWER fzilure to
aryone who lived in the North-
east in 1965, and you are sure to
hear thair favorite stories of what
happenad to them on Black Tues-
day, November 9. A massive fail-
ure such as that, prolonged by its
own massiveness, cannot happsn
again, according to the Federal

Pawer Commission (FPC). The
commission is not, howsaver, say-
irg the troubles are over. They
are pradicting- the exact opposite.

An FPC member, Carl E.
Bazge, says the country is experi-
encing a “national power crisis”
brcugkt on by the utilities’ failure
to xeep generating capacizy up to
the demands for pcwer and by
the critical shoriage of coal, the
frel scurce of more than 50% of
electrieal generation in this coun-
try Mr. Bagge says that while
blackouts are gone, bzownouts are
going to be common in this coun-
try. a nation which consumes ap-
proximately one-third of all -he

electricity generated in the world.

The FPC backs up his claims.
In a recent survey, the commis-
sion indicated that of the 3,500
electric utilities in the country,
349, of them did not have reserve
generating capacities of 15% (the
FPC says a percentage of 15% to
209 meets standards for adequa-
-¥), and that 15% of the 3,500
utilities had no reserves at all.
The commission is saying there
~ould be “potential systemwide
and companywide problems in
avery section of the country.”

The Office of Emergency Pre-
saredness (OEP) says the com-
mission is hitting nails squarely.
DEP says that the West has the
Sest chance of staying well lit,
and the Southeast the worst.
Close behind the Southeast is the
northern Midwest. Cities like
New York, Chicago, St. Louis,

Who wins?

You do, because your independent
insurance agent will choose the most
inventive coverage available

Indepencent insurance agents work for you—not us. They look for more
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and Minneapolis-St. Paul the
OEP picked out for special trou-
bles without even considering
problems like New York's Consol-
idated Edison’s mechanical trou-
bles with their Big Allis—the Al-
lis-Chalmers-made generator that
keeps breaking down.

BROWNOUTS—a reduction in
the amount of power that a utili-
ty sends out to its customers—are
means the power companies are
taking to prevent overloading
their facilities. It can dim a light
bulb, but it-won’'t turn it out. It
will keep a tape drive in the com-
puter center running, but it will
slow down the revolutions per
minute and alter the data being
sent to the computer. The nation-
al service manager of Data Action
Co., an EDP peripheral equip-
ment manufacturer, said that
with his company’s equipment a
power reduction could affect
computer logic. “A number one,”
he said, “could become a zero and
would be sent to the computer
incorrectly or not sent at all. A
five-figure number could be en-
tered as a three-figure or a two-
figure number and the decimal
point might not even show.” Thus
the figure 24.89 (five figures to a
computer) could become 2.89, 2.9,
or any combination imaginable,
including both the difficult and
the easy to recognize as errors.

An IBM spokesman said that
his equipment would shut down
automatically at a power reduc-
tion, but added that ‘“some ecir-
cuitry could be damaged.”

Honeywell/General Electric
said that their equipment would
do approximately the same as
IBM—shut down with possible
circuitry damage, and Univac said
their equipment would shut down
without damage but that there
could be a loss in memory, espe-
cially if the power reduction
came in the middle of a cycle of
information processing.

With the country short of
electrical power, brownouts are
surely possible everywhere and
happening already in some areas.
The brownouts, the computer
hardware people say, .can cause
some damage and some data er-
ror. That brings up the subject of
the dreaded “what if's.”

IS THERE liability if a com-
puter center can’t complete a
contract job for a second party
because the center's equipment
received damage from a brown-
out? How about the costs mere
lateness could bring about? A
survey of attornies in Chicago
and in. New York indicated that
the reliability of electrical power
would not be a mitigating factor.
“I'm afraid that there has been
enough public knowledge con-
cerning electrical failure,” a Chi-
cago lawyer said, “that would
make that position of innocence
untenable.” A New York attorney
recommended a hold harmless
clause for situations “‘arising from
an identifiable and proveable
power failure or severe reduc-
tion.”

“There are no (Supreme) Court
decisions as yet,” said an attorney
in Albany, N. Y., “but precedents
are being established where culp-
ability has been placed on situa-
tions of computer-generated error
—especially in the areas of com-
puterized credit or billing.” He
said that he was not aware of a
situation in which the error was
caused by a voltage reduction,
but added “that would not neces-
sarily substantially affect matters
except to, perhaps, introduce the
utility company to litigation.

“Which,” he said, smiling,
«would make for the promise of a
most interesting suit.”

In these times of a difficult
economic environment, more and
more corporate computer opera-

Continued on page 50
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Diabetics: There is
group cover for you

SAN FRANCISCO—A low-cost group hospital insurance plan
for many of the nation’s 4 million diabetics has been developed
by Fireman’s Fund American Life Insurance Co.

Previously, diabetics could, at best, only purchase policies at
premiums considerably higher than standard premium rates and
then with restrictive benefits.

Jon W. Hall, Kansas City insurance agent with a personal
history of diabetes mellitus, conceived the new plan. He reasoned
that diabetics, as a group, are good risks “because they follow
a strict diet, must exercise adequately and have frequent medical
checks which detect other disorders early.”

Diabetics seeking coverage under the plan may apply during
the open enrollment period beginning in May of 1972. Applica-
tions are now available at any local diabetes association or from
Mr. Hall, at 6544 Troost Ave., Kansas City, Mo. 64131.

Fireman’s has created a diabetic group insurance trust to
handle the new insurance program.

COMPLETE INSURANCE MANAGEMENT
and ADVISORY SERVICES

Professional - Objective

Herbert L. Jamison & Co.

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

City will

retain cover | When youte shooting for

with Blues

NEW YORK—The city of New
York, which had announced it
was dropping Blue Shield medical
insurance for 112,000 municipal
employes now covered by con-
tracts because of a huge premium
boost, has reversed its decision
and will continue the coverage.
However, at the same time city
fathers also said benefits would
be cut to help balance the pre-
mium jump.

The higher rates go into effect
Oct. 1, which is a delay of three
months over rates asked by the
insurer earlier. This, said Arvid
Anderson, chairman-of the office
of collective bargaining, ‘“‘elimi-
nates any additional cost to the
city.” The city and unions have
also agreed to reduce benefits
that will save the city the total
needed to cover added surgical
insurance costs.

The increased premium rate
was to have gone into effect, as it
did for other policyholders in the
city, on July 1, the beginning of
the city’s new fiscal year. The
city requested, and got, a two-
month delay to study other alter-
natives, however.

HERBERT L. HABER, who
heads the city’s board of collec-
tive bargaining explained savings
for the rest of the 1971 to 1972
fiscal year:

“There will be a saving in the
hospital part of the coverage, and
this saving will make it possible
to meet the higher surgical cover-
age without seeking new funds.
That was the city’s major concern
when we thought we would have
to cancel Blue Shield.” -

When the city said it planned
to drop Blue Shield early this
month, a spokesman said the ac-
tion was necessary because the
rate increase would cost $2.67
million more for the current fis-
cal year.

. City workers are protected by
three health insurance programs
in addition to Blue Shield. The
other two are Group Health In-
surance, or GHI (for 110,000 em-
ployes) and Health Insurance
Plan, or HIP (for 144,000). All
three programs cost the city $107
million annually. ]

School wants no cover

The Salem, Ore., school district
finds it cheaper to repair vandal-
ism than to carry insurance to
cover it, said Joe Drake, plant
manager for the district’s 44
schools. He noted the cost for
insurance would have been about
six times that of repairs last year.

better pension fund earnings,

A )

w44

runs up the score.

Putting a dozen fast points on the
board is nice, but maintaining a con-
sistent scoring percentage is the way
to win ball games. And to post a win-
ning record over the seasons.

At AEtna, we think successful pen-
sion fund management calls for the
same kind of maximum long-term
performance. Our team is trained to
deliver it.

There are other special advantages
/tna can offer. Pension fund manage-
ment is a field where experience
counts. Our 40 years in the pension
field pays off for you in every move
we make.

The dollars we manage—over $3
billion in pension assets—reflect the
confidence buyers have in us. They
know we've long since learned how
to tailor our game plan to the ups and
downs of the economy.

We also have facilities nationwide,
not just regional. That's why we can
shoot from any part of the court.

And we know how to be flexible.
That's why we offer pension fund
managers a complete line of pension
products with flexibility in combining
equity with fixed dollar investments.
And important fixed income guaran-
tees.

The next time you review your pen-
sion plans, call an £Atna Group and
Pension representative. Or have your
own broker or consultant contact us.
After you take a good look at the
record, we think you’ll know why
we're rated so high in our league.

‘
OUR CONCERN IS PEOPLE | 9 I

LIFE & CASUALTY
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J&H jumps into national health insurance pot

NEW YORK—In a rather unu-
sual move for an insurance bro-
ker and employe benefit plan
consultant, Johnson & Higgins
has jumped into the hot political
national health insurance pot.
The broker has come up with a
national health scheme of its own.

The J&H proposal most closely
resembles the Health Insurance
Assn. of America (HIAA) and the
Nixon Administration bills now in
the Senate. However, it makes no
bones about saying that there are
shortcomings in these plans that
it seeks to rectify.

“Quite simply,” szi¢ John H.
McEown, the J&H director most
familiar with the proposal, “we
do favor the HIAA and, even
more, the Nixon proposal. But we
still think there are deficiencies
in these plans. They don’t have
sufficient claims controls built

into them, they depend too much
on general revenues for funding
and they do not make enough use
of the existing health insurance
system.”

THE J&H PROPOSAL, Mr.
McEown told Business Insurance,
was drawn up by a committee of
employe benefit experts at the
firm during the past six months.
Reaction just a week after it was
announced had been good, he
said, with several Congressional
aides calling for copies of the
plan. An inquiry was received
from the Department of Health,
Education and Welfare. The
White House has also received a
copy of the proposal.

J&H, one of the largest in-
surance brokers in the country,
proposes tha: a new government
agency responsible to Congress be

created to administer the entire
svstem of national health insur-
ance, including the regulation of
state insurance corporations that
would be set uo o protect those
persons not covered under private
plans funded Sy employer-em-
ploye payroll taxes.

Called Health Care Commission
{HCC) by J&H, tke agency would
administer the entire program,
recommend a level of minimum
benefits, develop cost controls,
erphasize preventive health pro-
grams and generally approve the
delivery for hea.th care.

Under the J&H scheme, indi-
viduals not protected under pri-
vate plans such as those provided
by employers will be covered un-
der broad provisions of the HCC.
In each state, for example, all
agencies writing health insurance
business will participate in a pool

and underwrite and administer
benefits for those not covered un-
der a private plan. This, of
course, would eliminate the need
for Medicaid.

A MINIMUM benefit standard
would be established by an act of
Congress, suggests the proposal,
with HCC recommending the de-
tails and estimating probable
costs.

Johnson & Higgins has pro-
posed the following minimum
benefits for HCC participants as
well as private plans:

e Ward care accommodation
until release or transfer to a con-
valescent facility. This would be
subject to a deductible expense of
the full charge for the first day of
confinement.

e Payment of 75% of regular
charges for expenses other than

Borrow the premiums from Afco. (You'll love our low
interest rates.) Pay us monthly or quarteriy, out of curren:
income. You don't need a compensating bank balance,
you dor't need to disturb your other lines of credit.

And we're sure you'll be able to think up a way of using
that extra working capital. Ask your insurance agent

or broker about Afco. Now.
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all that cash
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room and board while confined to
a hospital and 90% while not hos-
pitalized.

e Fixed schedule payments
for surgery, obstetrics, X-ray and
diagnostic tests. Schedules may
vary by state and region and
would aim to cover about 75% of
customary charges at the time the
schedules are set. Doctors would
be permitted to charge HCC par-
ticipants, or those not covered by
private plans, up to one-third oi
the scheduled rates.

e Payment at fixed daily rates
for convalescent inpatient care,
aimed at 759, of the customary
charge when the rate is set.

e Payment of $15 annually for
a multiphasic screening check-up,
or a $15 allowance toward
charges made by a doctor for a
physical checkup.

e Payment of 75% of the cost
for these services after a deducti-
ble of $100 for an individual or
$200 for a family: prescription
drugs and appliances, doctor’s
visits in hospital, at home or of-
fice, subject to a limit of one visit
a day and 12 home visits a year,
and other necessary health ser-
vices prescribed by a doctor.

THE J&H proposal calls for a
national health insurance pro-
gram that would be largely self-
supporting through four channels.

First, the regular premiums
paid for insured plans, Blue
Cross, other funding media for
private plans and prepaid “health
maintenance organizations.”

Second, for those not covered
by regisiered private plans, a
payroll tax on earnings up to a
$10,000 maximum is prescribed.
The tax would be paid by both
the employer and the employe di-
rectly to the private insurance
corporation insuring the state
HCC plan. The employe tax
would be 2.5%. The employer
would pay an amount sufficient
to cover the balance of the cost of
HCC benefits for an employe
earning $10,000 and Johnson &
Higgins has estimated that an
employer tax under this scheme
would amount to about 3.5%.
Self-employed individuals would
pay 5% of the first $10,000 of
annual earnings.

The third funding channel
would be a 6% tax on all pre-
miums for private plans. For
self-insured or minimum pre-
mium plans, the tax would be on
1109% of claims or an amount
equal to 6.6% of claims. This pre-
mium tax, J&H notes, will be the
primary means of covering HCC’s
costs of regulation and it, along
with a portion of the payroll tax,
will also be the means for the
general public to share in the
costs of benefits for the indigent.

The fourth funding channel
would be an appropriation from
general revenues. J&H estimates
that this will amount to about
what is now being spent by the
government on Medicaid.

ACCORDING to Mr. McEown,
Johnson & Higgins has jumped
into the heated issue of national
health insurance with the most
honorable intentions. The firm is
not an insurance company, he
notes, has no political ax to grind
and thus, with its proposal, is
offering legislators and others the
benefit of nearly 50 years’ experi-
ence in health insurance and em-
ploye benefit planning.

“T puess,” he told this maga-
zine, “the reason we put the time
and effort into this is the realiza-
tion that at some time in the near
future national health insurance
is inevitable. Once you realize
this you must strive for the best
possible system.” L
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Hearts
checked by

telephone

MILWAUKEE, Wis.—The
hearts of employes at Allis-Chal-
mers here are being tested via
long distance telephone and a
computer in Chicago.

The Milwaukee company claims
to be the nation’s third industry
to join the system, for which it
pays Telemed Corp., Chicago, $150
a month. The other two firms us-
ing the computerized electrocar-
diograph are Western Electric and
the Bell System, an Allis-Chal-
mers spokesman said.

The machine can process 12
employes per hour, according to
Dr. Carl Zenz, director of medical
services for Allis-Chalmers, The
device is used primarily for pre-
employment, periodic and exten-
sive travel physical examinations,
he said.

To operate the device, a techni-
cian attaches 10 electrodes to an
employe’s chest, arms and ankles
and connects the machine via tel-
ephone to a recorder-analyzer at
Telemed. The computer can pro-
vide a standard electrocardiogram
20 seconds after receiving the in-
formation, Dr. Zenz said. An
analysis of the findings is sent
to Allis-Chalmers as a printed
record, he said. Duplicates are
kept at Telemed and in the com-
puter itself,

Allis-Chalmers has about 10,-

_ 000 employes at several Wiscon-
sin plants. [

Opponents ..

Continued from page 135

to say something about the prod-
uct to make it sell and the engi-
neer must consider the conse-
guences of his saying it.

“For instance,” he added and
read from a newspaper, “here is
an ad for a dishwashing liguid. It
says ‘absolutely safe for your
hands.” It had better be, because
when the lady who is in the one-
seventh of 1% who could get der-
matitis from it comes in with a
claim, she’s right.”

He did, however, note that ad-
vertising agencies were no longer
exempt from liability suits them-
selves and that independent test-
ing laboratories had also been
sued.

THEY ALSO AGREED that
product liability suits were be-
coming more popular and that
awards being granted by juries
were increasingly more expensive
for the manufacturer.

Mr. Markus pointed out that
the manufacturer was at a disad-
vantage when it came to the suits.
“The manufacturer can't predict
where the action will be brought
against him,” he said. “There are
51 jurisdictions and the manufac-
turer doesn’t know which set of
laws will be used in the case.
Because of this, he should protect
himself with the lowest common
denominator. In other words,
guide himself on where he can
get hurt most.”

Dr. Ghiardi admonished his
- audience to “take no chances”
when it came to product liability.

Mr. Markus put it somewhat
differently.

“Pirst, the manufacturer must
remember that he is dealing with
consumers, not other manufac-
turers,” he said.

“Second, this consumer is not a
lawyer, not an engineer, not a
quality control expert. He might
be unsophisticated, uneducated.
uninformed and unwary. And if
the product is not for him, if is
not for anybody.” =
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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 McElroy-Minister Company
OKLAHOMA, Oklahoma City; Ancel Earp, McEldowney &
Associates, Inc.
OREGON, Portland; Jewett, Barion, Leavy & Kern
SOUTH CAROLINA, Columbia; Boyle-Vaughan Agency
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
WISCONSIN, Milwaukee; Carney-Rutter Agency, Inc.
PUERTO RICO, San Juan; Barros & Carrion, Inc.
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ARGENTINA, AUSTRALIA, BELGIUM, ECUADOR,
ENGLAND, FRANCE, GERMANY, IRELAND, ITALY, JAPAN,
NETHERLANDS, NEW ZEALAND, PERU, VENEZUELA
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Giles on the law

Move for recovery rights for prenatal

injuries gathering momentumin states

WASHINGTON—If your truck
causes a prenatal injury to a
child, are you liable? Formerly
the law generally was that there
could be no recovery for prenatal
injuries, but now all is changed.

Today 27 jurisdictions allow re-
covery and federal district courts
have permitted it in other juris-
dictions. Only Alabama denies re-
covery. A common law right of
action for negligently inflicted
prenatal injuries is held to exist
in California, District of Colum-
bia, Georgia, Illinois, Maryland,
New Hampshire, New Jersey,
New York, Ohio, Oregon, Penn-
sylvania, Rhode Island and Wash-
ington.

Wrongful death actions have
been permitted, on the rationale
that a foetus that was viable at
the time the injury occurred,
could recover under the wrongful
death act in Delaware, Kansas,
Kentucky, Louisiana, Mississippi,
Missouri, South Carolina, Tennes-
see, Texas and Wisconsin. In
Connecticut, Minnesota and Ne-
vada it has been held that an
injured unborn child would have
been able to bring a common law
negligence action had it survived.
A recent case in Michigan, allow-
ing recovery, adopted this lan-
guage from a New Jersey deci-
sion: “Justice requires that the
principle be recognized that the

child has a legal right to begin
life with a sound mind and body.
If the wrongful conduct of anoth-
er interferes with that right,
damages for such harm should be
recoverable by the child.” (Mich.
Sup. Ct., Womack v. Buchorn.)
* * &

YOU MAY OR MAY NOT re-
call the case in California that
held that an insured was entitled
to punitive damages for emotional
distress resulting from the bad
faith refusal of his insurer and its
claim supervisor to pay disability
benefits.

The award was for $180,000
punitive damages. The plaintiff,
insured, was 41 years old, mar~

ried 20 years and the father of
eight children. The children
ranged in age from 8 to 19, and
seven attended school. The plain-
tiff had a fourth grade education.
Prior to his disability, he was a
scrap operator for a rubber com-
pany. He was earning about $290
a week by working 70 to 80 hours
per week.

He purchased his disability in-
surance in 1963. The policy pro-
vided for $150 a month for total
disability from sickness or injury.
The plaintiff paid the premiums
regularly, and the policy was in
force in January, 1965.

At that time, the plaintiff was
injured while lifting a 361-pound
ball of rubber. He developed a
hernia and was injured in the
lower back and legs. He was off
work until June, 1965. When he
returned to work he had contin-
ual trouble with his back. He was
fired by his employer on June 28,
1965, Many doctors who exam-
ined the plaintiff said his disabil-
ity was due to a back injury. In

again.”

Sometimes it’s too late. Unless you have Protection Mutual full coverage. We can put it back
together again. Even better, we can keep it together with preventive insurance. If your plant

is worth $1,000,000 or more, we can offer you “Pre-Engineered Protection.” A complete corporate
insurance coverage plan tailor-made to fit your specific requirements. A Protection Mutual
engineer will conduct a detailed inspection of your plant, establish employee educational
programs and show you ways to increase property protection and decrease premiums.

Because the bigger they are, the harder they fall. And that’s why you need us. Protection Mutual.

Now.

“All the king's
horses and all the
“king’s men can't put it
back together

Call or write for our booklet “Property Conservation.”
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late 1965, he was hospitalized.

HE FILED a claim with his
insurance company, which paid
him $150 a month under the sick-
ness provision of the policy. After
June, 1965, the insurance compa-
ny was informed that the disabil-
ity was due to his back injury.
The insurance company continued
the monthly sickness payment to
July 29, 1966, when it stopped all
payments. The company then ob-
tained the credit reports on the
plaintiff.

The defendant then sent a let-
ter to the plaintiff stating that the
policy would not have been is-
sued if the true facts about the
plaintiff’'s health had been
known. The letter acused him of
misrepresentation, denied liability
under the policy and asked for a
refund of benefits. All this was
referred to the plaintiff’s attor-
ney, and after a series of letters
some further payments were
made by the company.

The California court said that
the insurance company, without
probable cause for believing that
the plaintiff had made material
misrepresentations or that his
disability was due to anything
other than the injury in January,
1965, engaged in concerted con-
duct to induce the plaintiff to
surrender his policy and his
rights, by means of false and
threatening letters. In approving
the decision of the trial court, the
court of appeal named the es-
sential elements for intentional
infliction of emotional distress:

e Outstanding outrageous con-
duct by the defendant.

e The defendant’s intention of
causing or reckless disregard of
the possibility of causing emo-
tional distress.

e The plaintiff suffering ex-
treme or severe emotional dis-
tress.

e Actual and proximate caus-
ation of the emotional distress by
the defendant's outrageous con-
duct.

e It must also appear that the
defendant’s conduct was not privi-
leged.

The court held that the duty of
a liability insurer to act reason-
ably, and in gaod faith, to settle
liability claims of the third per-
son against the insured applies
equally to a disability insurer,
and such insurer may not threat-
en to or actually withhold pay-
ments, maliciously and without
probable cause, for the purpose of
depriving the insured of the poli-
cy benefits. This case may have a
far-reaching impact on the insur-
ance world. (Fletcher v. Western
National Life Insurance Co., 89
Cal. Repr., 7/8/1970.)

* * *

IF YOU ARE an undertaker in
Mississippi, you are not liable if
your apprentice improperly em-
balms a body and causes great
mental anguish to the widow.

The husband died and the wid-
ow retained the mortician to at-
tend the embalming and prepara-
tion of the body for burial. The
work was left to an apprentice.
The licensed embalmer reviewed
the work. The body was then
shipped to Dallas and the licensed
embalmer there noticed a condi-
tion of gas gangrene in the body.
The family was informed and told
that the body was not suitable for
viewing. The widow suffered a
severe mental breakdown requir-
ing psychiatric treatment and
hospitalization.

The court said that this was
simple negligence and not wilful
and wanton negligence. The case
arose in Mississippi and the rule
there is that there can be no re-
covery for the mental pain and
suffering from the mere negligent
act of another, unaccompanied by
physical or bodily injury. The
court said that there would not be

Continued on page 50
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Full commitment to product liability
loss control must be major priority

NEWARK, N.J—“There is no
questiocn but that the current in-
surance premium pricing adjust-
ments and underwriting restric-
tions being made by carriers
represent somewhat of a panic
reaction to the product liability
loss problem,” said Gerald Maat-
man, president of the National
Loss Control Service Corp. (NA-
TLSCO), to an audience at a con-
ference on product liability pre-
vention here.

“Nevertheless, their underwrit-
ing losses in this line of coverage
since 1966, coupled with what can
be seen on the near-term horizon,
certainly gives them ample cause
for pessimism.”

On that note, Mr. Maatman
outlined the factors involved in
making a manufacturing compa-
ny’s product liability risk look
“more palatable” to an insurer.

THE FIRST, and most impor-

tant, point that insurers would
consider was commitment to loss
control.
s with most other corporate
and objectives, its
chance for success is directly de-
pendent upon the relative priority
given to it throughout all levels of
your company,” he noted. “This
means that your top management
has to include it among its select
number of high priority goals and
the program goals must be defined
in measurable terms and reviewed
at regular intervals.”

He said that middle manage-
ment and supervisory personnel
must look at loss control in the
same lofty terms or the program
will be given “lip-service” and
little else. At the same time, mid-
dle management must believe
that top management really cares
about the program.

“Unless your casualty insur-
ance underwriter can obtain a
reading of a dedicated, high level,
continuing commitment to your
program, there’s no question but
that he is going to lecok at the
remainder of it with somewhat of
a jaundiced eye.”

HE POINTED OUT that many
times a committee was formed to
implement a loss control program,
which brought him to point num-
ber two.

Committees were a great way
to get nothing done, in his opin-
ion, but “no matter what the
mechanism wused, the primary
need is to provide someone within
your organization who has the
authority to cut across lines to
insure that each line and staff
funetion continues to fulfill its
respective role in the corporate
product safety program.”

In other words, the effective-
ness of the program depends on
the establishment of “clear lines
of authority, responsibility and

accountability.”
Clear and well-defined chan-
nels of communication, point

three, were a must for the success
of the program. “Inadequate com-
munications represents the area
of most common failure ranging
from inadequate feedback on cus-
tomer complaints to design engi-
neering all the way to failure to
adequately inform the purchasing
department on required quality
control specifications for compo-
nent parts and production materi-
als.”

HE FELT THAT maximum
feedback on product liability
claims and customer complaints
was another factor in the success
of any program. He said that his
organization had found instances
where customer complaints re-

garding design had never been
forwarded to the department in
charge of product design.

“On the subject of customer
product complaint feedback
mechanism, which is a difficult
problem, I think that the recent
trend of large consumer product
manufacturers to establish special
telephone complaint handling fa-
cilities is an important step in the

‘rightdirection,” he said. “Al-

though the motivation has been
largely one of improving custom-
er relations, this approach can
greatly expand the manufacturer’s
data base on possible product de-
fects, failures and misuses and thus
effectivly improve the direction of
its defensive ¢ 1a i m planning ef-
forts.” :

The final important point he
mentioned was that of “continu-
ing emphasis on all aspects of
defensive product liability claim
planning which entails the main-
tenance of adequate records
across the entire product profile.

“Defensive c¢laim planning ob-
viously involves the ability to be
able fo reconstruct the entire pro-
file if the particular product in
guestion, starting with its re-
search and development and de-
sign development phases, tracing
it through its various production
quality control stages and then in
its travel into the marketplace.
Thus, the maintenance of ade-
quate product records is of criti-
cal importance throughout the
product profile.”

HE INDICATED, along with
most of the other speakers at the
conference; that the squeeze on
business by product liability was
far from over, or even peaking.
Liability in the drug and auto
industries about 10 years ago
opened the door and the last five
years had seen the market for the
coverage virtually dry-up. Pre-
miums have risen from 100% to
as much as 700% in that time and
deductikles have become increas-
ingly more gargantuan.

And, he added, a good record
will be of little help when the
underwriters come around. “In all
too many cases, the insurer is
asked to make an underwriting
decision primarily on the basis of
only past loss history and a
sketchy description of your vari-
ous product lines and loss control
program. It’s no small wonder
then that he prefers to err on the
conservative side.”

He told those in attendance
that the use of an independent

third party would be desirable.
An outside consultant would both
add a “fresh viewpoint” and de-
velop a comprehensive report
which could be utilized by the
risk manager in his negotiations
with the insurance company.

“The subject of product liabili-
ty loss problems will be with us
for the foreseeable future and
their solutions may very well be
ultimately dependent upon the
willingness of the legislative and
judicial branches of government
to grant legal relief to manufac-
turers and sellers of products,”
Mr. Maatman concluded. “How-
ever, until that time comes, it is
obvious that a total commitment
needs to be made to product safe-
ty loss control if your companies
are to survive as viable business
entities.” ]

Fair plan in Oregon

Oregon Gov. Tom MeCall has
signed a law creating an Oregon
FAIR Plan Assn.

“lo err 1s human”

Accidents will happen . . . that’s why you

carry insurance. But not all accidents are

inevitable . .. and not all of them have to

be so serious. Employers-Commercial

Union has proved it time and again,

with a loss control program that

helps minimize both the frequency
and severity of accidents. Our
engineers examine and

analyze your operation.

Because of their broad
experience, they recognize
hazards you may not

Employers-Commercial Linion Companies

110 MILK STREET, BOSTON, MASSACHUSETTS 02107
FULL SPECTRUM FINANCIAL SERVICE

even be aware of.

Their finished study

will present you with

a series of ideas, and rec-
ommendations for improving
systems, procedures, even equip-

ment . . . for training your people to better
safety practices. Because Employers-Commercial
" Union offers a full line of such services to some

of the biggest companies in the country, they

have a lot more to offer smaller ones as well.

Why not talk with your ECU agent about

first aid for your safety program.
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Unintended results

T NOW APPEARS clear that the first play in President Nixon’s
Inew economic “‘game plan” was designed to stop every inflationary
force cold and then listen to the complaints, greasing those wheels
that squeaked most.

Perhaps this was the best way to cool off a super-heated economy,
but there have been some results in the insurance area that were
surely unintended.

Those charged with executing the President’s plan announcd that
there would be a 90-day freeze on fringe benefits to match and
complement the freeze on wages and prices. Part of the reasoning
presumably was that if fringes were not frozen some employers would
use substantial increases in benefits to circumvent the wage freeze. We
think this result is unlikely because increases in benefits generally
commit the employer to maintaining and later extending the higher
benefit level.

Yet the way in which the President’s order has been interpreted has
had the effect of shufting down the operations of group life insurers
who design and underwrite group life, key-man coverage and insured
pension plans.

“We've got nothing to do,” lamented one life insurance company
executive, “but sit here and contemplate our navels until the freeze
ends in November. To sell anything now would violate the President’s
order, or at least violate the narrow interpretation issued by admin-
istrators of the order.”

A similar freeze has been imposed on profit-sharing plans, which
cannot be instituted during the period of the freeze. It is understanda-
ble that the Administration would impose an embargo on cash
profit-sharing payouts during the freeze period because such payouts
would be equivalent to wage increases and flow directly into the
economy Mr. Nixon seeks to insulate. But deferred profit-sharing
plans should be allowed to operate as usual, and those employers who
planned to institute such plans ought to be allowed to carry out their
intentions.

Another dilemma for insurers and insureds not yet solved by
Administration pronouncements is the question of whether workmen’s
compensation benefit increases passed by state legislatures should be
allowed to stand and be reflected in higher premium rates.

We believe it would be an absurd denial of the very principle of the
President’s economic stance to cancel immediate increases to work-
men’s compensation recipients. Some of them are on fixed incomes
and are the very people who were hurt the most by the inflation Mr.
Nixon opposes.

Insurance companies cooperated with President Nixon by agreeing
to freeze insurance rates and by announcing internally that there
would be no wage increases until the Administration lifts the lid. And
why not? Insurers are double victims of inflation, first through rising
settlement costs that eat into the premium dollar and second through
the fact that inflation effectively reduces the value of insurance com-
pany investments.

husiness insurance
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CRIMES AGAINST PROPERTY 1966-1970

percentage increase over previous year in parentheses

ROBBERY BURGLARY LARCENY
1966 157,320 (+14%) 1,387,200 (+10%) 894,600 (+13%)
1967 202,050 (+28%) 1,605,700{+16%) 1,047,100 (+17%)
1968 261,730 (+30%) 1,828,900 (+14%) 1,271,100 (+21%)
1969 297,580 (+14%) 1,949,800 (+ 7%) 1,524,600 (+19%)
1970 348,380 (+17%) 2,169,300 (+11%) 1,746,100 (+15%)

Crimes against property increased 119 in 1970, the smallest rise
in the past five years. Risk managers whose companies are relo-
cating away from cities should bear in mind that last year robbery
and burglary increased at a greater percentage rate in suburban
and rural areas than in cities of more than 250,000 population.
Total property loss due to robbery was $82 million, and that due to
burglary was $672 million. According to the Federal Bureau of
Investigation, robbery, burglary, embezzlement and other thefts
have accounted for property losses of about $9.5 million a day in
recent years anc only 50% of the stolen property is ever recovered.

Source: Federal Bureau of Investigation

Corporate insurance buyers are only too eager to cooperate with
President Nixon >y negotiating all the harder for reductions in
custom-rated insurance programs. They have the prospect of easier
negotiation with irsurers if the President’s program works and infla-
tionary pressures on insurers are relieved.

What all the confusion, comment and countercomment mean is that
next time the Administration changes its “game plan,” there ought to
be extensive consultations between the powerful triumvirate of gov-
ernment, business and labor before such all-encompassing freezes are
put into effect.

Perhaps, though, we ought to take comfort in the observation of one
wry fellow who said, “Oh well, they ought to have most of the
questions answereé¢ by November 13 when the freeze is scheduled to
expire.”

Tune in and turn on

FRIGHTENELDL Chicago insurance agent has launched a shrill
A campaign to deny the protection of homeowners insurance to
those students who run for and, God forbid, win election as “mayor,
alderman or whatever” of the communities in which their colleges are
located.

His campaign runs directly counter to the spirit of court decisions
announced last week in Michigan and California, whose supreme
courts protected students’ rights to vote—and therefore hold office—in
their college communities. California’s ruling held that to do otherwise
would abridge the rights of students who would be compelled to travel
to their parents’ districts to register and vote, or to register and vote
as absentees.

We would be interested to know what the experience has been in
homeowners policy claims for property of college students not living
at home. We'd like to know, also, what efforts the insurance industry
has made to make parents and students aware of the fact that off-
premises provisions of homeowners policies extend coverage to campus
losses.

Conventional thinkers among insurers now want to use the eco-
nomic power of homeowners policies to stop students from winning
municipal offices. One representative of the insurance trade press
soberly advised that “most court cases have hinged upon the intent of
the particular student to return to the home of his parents.” And an
Illinois legislator who endorses the Chicago agent's campaign an-
nounced that one house of the Illinois legislature “has passed a law
preventiing student voting in their campus communities.” Let's see
what the Illinois suoreme court has to say about the law in view of
the Michigan and California decisions.

The absurdity of all this lies in the mistaken idea that people’s
actions are motivated or inhibited by the existence of insurance.
Drivers do not decide to insure themselves against liability because
part of their premiums are tax deductible. Nor will the mass of
drivers be more reckless under no-fault plans, chiefly because the
present system is already “no-fault” so far as the driver is concerned.
Workers are not more or less careful because their employers have
workmen'’s compensation, fire and liability insurance. The care they
exercise depends upon supervision and their own pride.

College students typically possess few items so valuable that the
cost of replacing them would be a deciding factor in the choice
between the right to run for office in their school’s towns and the
right to enjoy the shelter of their parents’ homeowners insurance.
Most students living away from home are in dormitories or furnished
apartments. Their valuables are their books and clothes, and perhaps
typewriters and stereos. Those interested enough in their communities
to run for a public office will certainly not be deterred by the dubious
threat of losing some insurance protection—and they are probably
smart enough to scrape together the price of a premium and buy their
own coverage.

Students of the nztion, arise. You have the 18-year-old vote. And :

you have nothing to lose but your book bags. We are sure that the
future student mayors of Berkeley, Champaign, Cambridge, Austin
and maybe even New Haven will gladly forswear the protection of

their parents’ homeowners policies, whose protection was probably the -

agents’ little secret. Meanwhile, the courts have told young student
voters to go ahead and exercise their franchise—whatever the thoughts
of the conventional insurance thinkers.

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

Fair play in no-fault

To the Editor: I recently read
the editorial in your issue of July
19 regarding no-fault insurance
It is well written and, I am sure,
attempts to be fair and objective
in discussing a complicated sub-
ject.

I do, however, want to point
out one area in which we believe
it overlooks an important fact
with respect to commercial vehi-
cles.

The bureau of motor carrier
safety of the Department of
Transportation has published a
pamphlet entitled “1969 Acci-
dents of Large Motor Carriers of
Property.” This pamphlet dem-
onstrates that 3.17 vehicles oper-
ated by Class I ($1 million and
over annual gross revenue) and
Class II ($300,000 but less than
$1 million annual gross revenue)
for-hire motor carriers were in-
volved in accidents per million
miles driven.

On the other hand, figures
published by the Department of
Transportation (Highway Statis-
tics, 1969, Table VM-1, p. 73),
and the National Safety Council
(Accident Facts, 1970 Ed., p. 56),
indicate that 26.9 passenger cars
were involved in accidents for
every million miles driven, This
being so, it seems to us inherent-
ly unfair to consider only the size
of commercial vehicles, and
based on this thinking, to con-
clude, as does your editorial, that
“they have a greater potential for
damage.”

Would it not be fairer, and
more realistic, at the same time
to recognize the much greater
likelihood that a passenger car
will be involved in an accident
than a vehicle operated by the
for-hire motor carriers referred
to?

We commented on what your
editorial calls an “equalizing lia-
bility factor” in our testimony on
the various federal no-fault bills
considered in both the Senate
and House in the current session,
as follows:

The proposal is indeed a

paradox—on the one hand,

operators of commercial ve-
hicles are told that no matter
how negligent automobile
drivers may be, they bear no
responsibility when they
cause an accident in which
the operator’s trucks are in-
volved, but the truck owners
will be assessed a major
share of the cost resulting
from the very same acci-
dents! Technically, this may
be “no fault” insurance:
practically, it is insurance

which arbitrarily assigns a

great majority of the blame

(cost) to operators of com-

mercial vehicles involved in

accidents.

We have no desire to overreach
and obtain an unfair advantage
in the area of no-fault insurance;
we do have what we hope is a
fair attitude in that we believe
all factors—favorable as well as
unfavorable—of the operation of
commercial wvehicles should be
considered in determining their
liability under such plans.

W. A. Bresnahan

President, American Trucking

Assns. Inc., Washington, D. C.

No improprieties
To the Editor: The implication
of improprieties in obtaining
Continued on page 43



“I could sue the president
of the advertising agency paying me

to write this ad”

I work for a New York advertising
agency. And my boss, the president of the
agency, likes me.

Last Christmas, “to reward my loyalty
and hard work”~those were his words—he
made me a stockholder in the corporation.

While working on this ad, I realized 1
could turn around and use the stock he gave me
to sue him. And every other officer and director
of the corporation, too, for that matter.

The agency I work for, probably not un-
like your company, is small enough so that, if I
just keep my eyes and ears open, I can know
everything they’re doing or are about to do.

I can sue if I think my boss is spending
too much time away from the office. And not
enough with clients. Or if I think some public-

ity he got endangered the value of my stock.

Or if I think the financial reports we
stockholders have been getting are inadequate.
Or any other of a hundred reasons.

By the time I got through with it, the
small agency I work for would be a lot smaller.

But even more than I like my stock, I like
my boss. So I'm not going to sue him. Not now
anyway. The point is I could.

Every director and officer of a small cor-
poration needs protection against his stockhold-
ers. Even more than the president of General
Motors needs protection against his. Because if
you're sued, the legal fees alone could wipe you
out. Even if you win.

Yet until recently, there was no protec-
tion you could get.

American Home Assurance Company

A member company of American International Group.

American Home Assurance Company,
already the country’s largest insuror of directors
and officers of large corporations, is now mak-
ing Directors & Officers Liability Insurance
available to small corporations, too. Those with
assets of $7.5 million or less. Public, private, or
family-owned.

And the premium is surprisingly low. A
minimum of $5,000 for three years for a limit
of coverage of $1 million.

Send for our booklet. Write: American
Home Assurance Company, Dept. A-14, 102
Maiden Lane, New York, N.Y. 10005. Then
talk it over with your insurance agent or broker.

You should protect yourself against your
stockholders for the same reason my boss has
protected himself against his.
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tica Mutual
proudly announces
insurance by
Security Mutual.

Life. Health. Accident. Group and pension insurance. No, Security’s superior protection is based on
Look at them again. Because where insurance is expertise. And attention to individual needs. All the
concerned, you're concerned with people as people. years of acquired know-how. Of applied experience.
And as part of your business. And Security Mutual Through hundreds of thousands of policy situations.
protects both. Fully. In all these significant areas. Different situations. Because people are unique. And so
Not just by being around for 80-plus years. Any ar2 businesses. And when your protection amounts to

elephant can lumber along that long. And not simply by almost a billion dollars in people’s policies, they can
grinding out carbon-copy policies for its clients. Nothing  open their portfolio to you, a prospect, and show you why
beats parrots for parroting. eva-ything comes out right as can be. With conviction. . .

INSURANCE THAT STARTS WITH YOU.

UTICAMUTUAL

UTICA MUTUAL INSURANCE CO.
PRINCIPAL OFFICE: UTICA, NEW YORK
ALSO GRAPHIC ARTS MUTUAL

Insurance
main topic

at AMA

CHICAGO—The American
Management Assn. will hold its
National Insurance Conference in
the Drake Hotel here Nov. 8, 9
and 10.

The conference, described by
an AMA spokesman as “the best
program to date,” will offer a
veritable smorgasbord of topics
and speakers to anyone with a
concern for insurance and/or em-
ploye benefits.

Among the featured speakers
will be Gov. Richard B. Ogilvie of
Illinois; Federal Insurance Ad-
ministrator George K. Bernstein;
and George Guenther, assistant
sec, Occupational Safety and
Health Act, U.S. Dept. of Labor.

MAJOR TOPICS on the insur-
ance side of the program will in-
clude fraud and white collar
ecrime; pollution and contamina-
tion; captives; seli-insurance; ca-
pacity from a buyer-producer
viewpoint; products liability; and
rating broker service in a cost-
conscious, consumer-oriented mar-
ket.

Some of the topics to be dis-
cussed on the other side of the
program—employe benefits—will
be alcoholism and drug addiction;
employe health maintenance; fi-
nancing and funding of employe
plans; and changes in Internal
Revenue Service regulations.

Highlighting the conference will
be panel discussions and presenta-
tions concerning no-fault automo-
bile insurance, legislation affecting
pension plans and the implications
of the Occupational Safety and
Health Act. And Gordie Howe,
star hockey player from Detroit,
will spaak on ecology.

Chairmen of the conference
will be Harold C. Pearce, senior
vp. of the Blue Cross Assn. of
Chicago and Edward P. Lalley,
insurance manager of Kraftco
Corp. and vp. elect of the AMA
planning council.

For further information con-
cerning what should be a most
informative conference contact
the American Management Assn.,
Insurance Division, 135 West 50th
St., New York, N.¥. 10017. L]

Continental
will insure
Mesa group

MESA, Ariz—Continental Life
and Accident Co. will carry the
group health insurance program
for the city employes of Mesa,
Ariz., under the Foundation Med-
ical Care plan at an increased
cost of $31,400 for the year, the
city council has decided.

The ecity’s total cost will be
$86,000, including an 18% rate
increase for employes and depen-
dents, according to George Sa-
ville, assistant city manager.

Zurich-American Insurance
Co., which handled the group
program last year, had advised
the city that rates would be hiked
$49,000 if it carried the policy
another year.

Mr. Saville noted the founda-
tion recently instituted a certified
hospital admission program that
will reduce hospital charges. It
also increased payments to doc-
tors 10%, he added.

He also pointed out the advan-
tage of the foundation plan for
city employes was that an insured
person treated by a member phy-
sician ean expect all medical
charges to be accepted and paid
by the insuror. ]



business insurance, September 13, 1971/23

Legislation
would protect
contractors

SACRAMENTO, Cal.—Legisla-
tion has been introduced here to
protect building industry contrac-
tors, designers and preduct in-
stallers against “open end” liabil-
ity related to their work.

Two of the proposed new Cali-
fornia laws, senate bill 901 and
senate bill 905, and assembly hill
2742 were prepared in collabora-
tion with such industry groups as
plumbing, heating and air condi-
tioning contractors and the Cali-
fornia Builders’ Couneil.

“This type of legislative protec-
tion is urgent”” the legislators
were told by Paul M. McCarron,
executive vice president and gen-
eral counsel for the home build-
ers’ organization, “because of re-
cent court decisions in wvarious
parts of the U.S. applying the
doctrine of strict liability to cases
arising out of alleged design and
building materials and construc-
tion defects.

“IN EFFECT,” Mr. McCarron
added, “the application of this con-
cept has made the designer and
the builder liable for a lifetime.”

Senate bill 901 would establish
a four-year time limit after “the
substantial completion” of any
improvement or construction. A
claimant would be given addi-
tional time in which to move if
damage, injury or death as a re-
sult of the “patent deficiency”
should occur sometime within the
fourth year but this pericd would
expire no later than five years
after completion.

Senate bill 905 would set six
years as the period of limitation
“for bringing actions to receive
specified damages arising out of
latent deficiencies.” ]

Insurer ups
major med
maximums

HARTFORD—Hartford Life In-
surance Co. has announced a sub-
stantial boost in group major med-
ical maximums as a result of what
the company called “the rapid
rise in medical care costs.”

Hartford Life’s increase from
the previous $50,000 ceiling to a
new pre-disability limit of $100,-
000 is designed to provide more
adequate coverage, a spokesman
said. ;

The new maximum is available
with Hartford Life major medical
programs written for groups of 36
persons or more, and is applicable
to either the calendar year or to
per-disability deductible contracts.
It covers new disabilities that arise
subsequent to the effective date of
a policy’s maximum benefit change.

CONTRACTS written for groups
of less than 35 persons will be
limited to a $50,000 maximum, an
increase of $25,000 over the pre-
vious possible benefit.

Increased maximums apply to
all previously covered medical
claims, with exception of mental
infirmities. New mental illness
maximum is set at $10,000.

Lawrence J. Rupp, vp and group
actuary, said that the Hartford
Life’s increased major medical
maximums are made possible by
a switch to the “pooling” concept.
Such a technique, he added, has
the built-in benefit of permitting
Hartford Life to offer high limits
at relatively low cost while avoid-
ing substantial premium boosts be-
cause of sizable claims. [ ]

vice-versa.

...the same conviction we at Security feel about
coverage provided by Utica Mutual,

In casualty insurance. In property insurance.
Offering a real security blanket. For heavily possible cost, ;
responsible businessmen. That's why Utica and Security have teamed up.

The kind of blanket again woven partly by time. By ~ Have complemented each other’s lines in an acrangement
a half-century of thorough knowledge in their field. that together provides coverage in all areas cf insurance.
And the always-mindful needs of each businessman. All of which gives you, person and businessman, what
Individually. really works when you try it-the best of both possible worlds.

sy

i ‘\\ SECURITY MUTUAL LIFE

S INSURANCE COMPANY OF NEW YORK

A combination of expertise and attitude bolstered by
a forward-looking management. Investment-conscious.
And intent on the fullest protection at the lowest
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Industrial fire brigade helps keep

the hazard down for Cyanamid plant

PEARL RIVER, N.Y.—When-
ever flames menace personnel
and/or property at industrial sites
around the country, the chances
are that the first group of people
to take the risks involved in com-
bating the blaze wil: be members

of a company-based volunteer
fire brigade.
“Local conditions determine

what kind of z brigade is neces-
sary at a speciZic location,” states
the Factory Irsurance Assn., “A
small property, having hazards of
low order in a large city with an
excellent publiz fire department,
may need only a simple brigade
trained to provide self-inspec-
tions, restore p-otection and start
salvage work a’ter a loss. A large

oroperty, naving severe hazards
:solated beyond puklic protection,
will regquice a highly developed
Jrigade providing the equivalent
of a full-ledged public depart-
ment "’

Resfing comfortably somewhere
between tnose two descriptions,
though prcbably closer to the lat-
ter, i5 Ames=rican Cyanamid Co.’s
Lederle Laboratories,

LOCATED NEAR the hamlet of
Pearl River, which is approxi-
mately 20 miles northwest of New
York City, Lederle is one of the
country's ilargest manufacturers
of pharmaceutical and bioclogical
products. The firm employs 3,500
ceople wh> are engaged in all

—

paases of the manufacture and
d.stribution of pharmaceuticals ia
huandreds of package fcrms.

The manufacturing complex,
which sits on a 350-acre tract, is
virtually a city in itself. Lccated
on the grounds are 50 differert
buildings, 18 miles of streets ani
sidewalks, employe social .clubs
and recreational facilities, as well
as a dispensary anc¢ an ambu-
lance service. And to protect it all
from the ravages of fire is a 56-
man volunteer fire brigade.

The nucleus of the fire protec-
tion program at Ledecls is a force
of five men, known as fire
inspectors, who work full-time a:
maintaining and manning tae
firm’s fire-fighting equipment on

Industrial ire brigade members wearing close-proximity suits prepare
to ride the platform of a municipal fire truck in a mutual aid drill at
American Cyanamid Co.'s Lederle Laboratories as part of training.

a 24-hour-per-day, seven-day-
a-week Lasis. This continuous
vigilance is necessitated by the
fac: that the plant operates on the

“Right! Insurance policies are a lot alike.
But American Mutual’s people protection
coverage idea adds up to a coordinated,
personalized program for us. That’s why
we’ve stayed with them for 26 years.”

Wm. Joshua Barney, Jr.
Chairman of the Board
W. J. Barney Corporatios
General Contractors

New York, N.Y.

’\-\ -

= JAmerican

MAvutual

INSURANCE COMPANIES, WAKEFIELD, MASS. 01880

“same, endless routine.

The fire inspectors run a busy
schedule of daily, weekly and
monthly routes over the plant in
an effort to search out potential
fire hazards and inspect equip-
ment,

AMONG THE many duties of
the fire inspectors are the check-
ing of literally miles of sprinkler
systems and hose lines in build-
ings, blanket containers in labo-
ratories and  hallways and
hundreds of fire doors. They are
responsible for the maintenance
of the 1,500 fire extinguishers lo-
cated throughout the plant, as
well as the maintenance of the
company’s two fire trucks and the
equipment on them.

Also listed among their respon-
sibilities is keeping a close and
constant check on the water level
in the plant’s 100,000-gallon water
tower. Fourteen separate hy-
drants in the complex receive
their water from the tower while
an additional 33 hydrants are
connected to city water supplies.

The fire inspectors are assisted
by the crew of 56 wvolunteers.
These volunteers are recruited
from various working shifts so as
to have from six to 12 on hand
during each of the separate shifts.
Many of the volunteers at Lederle
are also members of volunteer
fire departments in the communi-
ties surrounding the plant.

The wvolunteers meet twice a
month for training sessions and
special drills conducted by the
fire inspectors and the Lederle
fire chief, Lester Shuart. The vol-
unteers also present instructional
programs for other employes on
the basic concepts of coping with
fire emergencies.

IT MIGHT BE added that the
man in charge of all this, Chief
Shuart, is right in his element. He
has been with the firm for close
to 35 years and has been a volun-
teer fireman since age 18. He is
or has been a member of many
different associations and boards
in the fire protection area, and is
a vital link in the liaison with
neighboring community fire de-
partments that provide mutual
aid assistance for the plant.

“It is recognized that in indus-
trial fire protection,” again says
FIA, “both private and public
fire departments play important
roles. The better the two are co-
ordinated, the more effective the
work of each will be.”

Local fire companies participat-
ing in mutual aid drills and tak-
ing tours of the plant are regular
features of Lederle’s fire emer-
gency plans. Designed to acquaint
the municipal fire departments
with the problems faced in bat-
tling an industrial blaze, the drills
and tours are held periodically at
different locations in the com-

plex.
These sessions include: orienta-
tions on hydrant locations;

Continued on page 28
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THE TRAVELERS

The Travelers Insurance Companies
Hartford, Connecticut

Saving money is hard work. Most people can’t seem to
manage it by themselves. That’s why our Group
Department offers The Travelers Employee Savings &
Investment Program.. . to help you help your people

‘save money.

You get a new, attractive and competitive employee
benefit program at a low and predictable cost to your
company. B

Your employees get a convenient way of saving money,
as well as an attractive investment program, with impor-
tant tax advantages.

Employee acceptance is high. And our computer-
accurate reports to employees reinforce their accept-
ance and emphasize your support of the plan.

Find out more about this new Travelers benefit pro-
gram. Call your Travelers Group man today.
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Claims teacher group has unauthorized policy

M I A MI—Florida’s insurance
department has charged that
members of the giant Dade Coun-
ty (Miami) Classroom Teachers
Assn. have been insured for six
years by a firm unauthorized to
do business in the state.

State insurance officials an-
nounced that they will bring
charges against Classified Insur-
ance Corp. of Milwaukee, Wis.,
for selling a professional liability
insurance policy to cover the as-
sociation’s 7,000 members.

“We're not soliciting business in
Florida,” answered Francis J.
Holton, president of Classified.
“We sold it in Milwaukee and
they paid for it in Milwaukee.”

BUT CHARLES Anderson, in-
surance department attorney,
contends that “the test is whether
the subjects of the insurance are

located in Florida.”

“I consider it very strange, in-
deed, that after six years of this
coverage there's suddenly all this
interest in it,” said Pat Tornillo,
the teachers’ association’s execu-
tive director. Mr. Anderson took
the position that Mr. Tornillo
might have violated state insur-
ance laws by “aiding and abetting
an unauthorized insurer.”

Under state law, Classified
could be fined $1,000 for each
violation of the state insurance
code. If the department decided
to prosecute Mr. Tornille, and a
court agreed with its position, he
could be subject to a $1,000 fine,
six months in the county jail or
both.

“We do not wish to be in viola-
tion of any insurance law of Flor-
ida," said Mr. Tornillo, who ac-
knowledged that he learned three

years ago that the company
lacked a license to operate in the
state.

Mr Tornillo said ths CTA’s at-
torney, Tobias Simon, also thought
that the association's policy was
proper since the coverage was ne-
gotiated through the mails.

“I was under the -impression
that you could do business with
an unauthorized carrier but that
you took the risk that, if the com-
pany defaulted, the state insur-
ance department wouldn’t back
you,” said Mr. Tornillo.

State insurance officials take
the position that the association,
by collecting the teachers' insur-
ance premiums, is in 2ffect acting
as Classified’s agent. Mr. Tornillo
agreed that the CTA would can-
cel the policy if its position is
found to be incorrect.

Three years ago, Classified failed

to win a Florida license because
its paid-up capital and surplus fell
short of the state’s $1.25 milion
requirement.

Mr. Tornillo said the CTA first
turned to Classified because lia-
bility insurance was not available
for teachers in Florida.

He maintained that, when he
learned about the company dur-
ing an out-of-town convention,
insurance companies were al-
lowed to conduct business
through the mail.

Mr. Anderson confirmed that
the law was not changed until
1967 to make it illegal for firms
not licensed in Florida to sell in-
surance through the mail. He said
the state’s case will be considera-
bly weakened if Mr. Tornillo’s
account is true and that he never
met with Classified agents to
transact business.

Occupational Safety & Health Act

A NATLSCO in-depth survey will help determine
exactly what your company must do.

Complying with the new

isn't as hard as it looks.

Many companies will be overwhelmed just trying
to figure out what they must do to comply with the
new Occupational Safety & Health Act. And if your
company is engaged in interstate commerce, you.
must comply with the several thousand require-
ments spelled out in the law’s 1,750 pages.

The National Loss Control Service Corporation
(NATLSCO) can simplify the task for you. One of
our three-man survey teams will help you to evalu-
ate your facilities and operations in relation to the
new law. Each survey team member concentrates
in the area of his professional specialty—industrial
hygiene, fire protection, industrial safety.

Gerald L. Maatman, President

National Loss Control Service Corporation

4750 Sheridan Road
Chicago, lllinois 60640

Please send more complete information about your rew

NAME

They’ll provide you with a written point-by-point
comparison of how they feel your company meas-
ures up to the new law. Recommendations which
will help you to bring your facilities and operations
into compliance—at the least cost—will be included.

NATLSCO’s new survey service can also include
assistance in establishing or revising your record-
keeping systems in the area of accidents and ill-
nesses to meet the federal requirements expected
to be established in these areas.

For more information about these new services
of NATLSCO, an affiliate of Kemper Insurance,

please return the coupon.

COMPANY

ADDRESS

r
|
|
|
|
|
: NATLSCO OSHA Survey Service.
|
|
|
|
|
|

National Loss Control
Service Corporation

Mr. Tornillo said that the CTA
policy runs through December
and that the teachers will remain
covered.

MR. ANDERSON agreed with
Mr. Tornillo that liability cover-
age for teachers has been difficult
to secure in the state.

On July 13, the department
sent Mr. Tornillo a ‘‘cease and
desist” order telling him to stop
negotiating with the unauthorized
insuror and, on July 30, Classified
again applied for a state license,
citing a capital-and-surplus total
of $1.3 million on December, 1970.
That license is expected to take
several more weeks to process,
however.

The policy costs CTA members
85 cents a year—which is includ-
ed in their annual dues—and
covers legal costs and damages up
to $200,000 for suits filed against
a teacher acting in the line of
duty.

Based on the association’s 7,293
members, the annual premium
for the 12 months ending Dec. 31,
1971, is $6,199.05. [

Industrial . . .

Continued from page 26

sources of emergency water sup-
plies (there is a series of ponds
in the complex’s water cooling
system that can be used as water
reserves); communications drills
in which the Lederle fire brigade
uses the local fire radio network
to call for mutual aid from the
community volunteers; hose-lay-
ing and ladder-raising drills and
actually fighting simulated fires
in and around various buildings
and storage areas on the grounds.

THE LEDERLE brigade, among
its other equipment, maintains
two pumper trucks, one with a
500-gpm capacity, the other with
750 gpm. The trucks carry a total
of 2,500 feet of 1.5- and 2.5-inch
hose, foam for fighting solvent
fires and two-way radios tuned in
to the frequency of the local
county radio alarm system. If any
fire at the plant were to require
massive aid, the radio network
could bring responses from as
many as 26 local fire depart-
ments.

In addition to the water tower,
Lederle’s brigade has a 350,000-
gallon ground level tank which
provides water for a 2,000-gpm
stationary pump and a 1,000-gpm
pump. Also at their disposal are
two 750-gpm automatic pumps
which get their water from local
city supplies.

The firm has a smoke detection
system located in areas of the
complex that might warrant spe-
cial precautions as well as a 24-
box alarm system.

Though Lederle has not had
any serious fire emergencies in its
history, the volunteer brigade has
been called on to fight fires in
several wooden structures at the
plant. All of these fires were easi-
ly extinguished with the help of
firemen from two nearby ham-
lets.

THE COMP AN ¥Y'S good fire
prevention record, according to
Chief Shuart, is attributable to
the vigilance of the men in his
department and to the company’s
educational program. The pro-
gram, conducted on a year-round
basis by Lederle’s accident pre-
vention and fire department,
brings to the attention of em-
ployes the importance of being
aware of potential fire hazards.

The company’s fire protection
program brought it a certificate
of commendation from the Na-
tional Fire Prevention Assn. in
1970. u
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For the man who has more of everything

..tolosel

If you’re a man at the top...living way up there in the higher
echelons can get pretty scary sometimes.

More than likely the responsibilities of a high social, economic
or professional status make you more conscious of the liabilities
of prestige.

That'’s why the Top Brass Policy from The St. Paul Companies.

A Top Brass Policy protects you in case of personal injury
including bodily injury, mental anguish, libel, false arrest (heaven
forbid)—and many other unpleasantries we’'d rather not mention.

You’re even protected under oral and implied contracts with
a Top Brass Policy.

Additionally, in most states, the Top Brass plan contains
an excess major medical feature not available as a separate

coverage. Based on a $10,000 minimum deductible, you're
entitled to excess coverage up to $25,000.

The St. Paul offers limits of $5,000,000 per occurrence
(in excess of personal liability already owned); and you must
own at least $100,000 or so of personal liability just to be eligible
for a Top Brass Policy!

If you could use a little extra peace of mind, a quiet chat
with a St. Paul agent will fill you in on all the details.*

He’s in the Yellow Pages.

*Ask a St. Paul agent about a combination plan of high limit
personal and business insurance protection— Top Brass and
Umbrella Excess insurance in one package!

The St. Paul Companies Inc., recognized by quiet, distinguished
service for 118 years.

THE ST. PAUL

COMPANIES, INC.

St. Paul Fire and Marine Insurance Company, St. Paul Mercury Insurance Company, The St. Paul Insurance Company.
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Ad agency benefits shift puts it on receiving end

NEW YORK—When Ted Bates
& Co., the nation's fifth largest
advertising agency, shifted a ma-
jor portion of its employe benefit
program from the John Hancock
Mutual Life Insurance Co. to the
Prudential Insurance Co. of
America early this year it did so
with characteristic aplomb.

Bates, as other agencies, has
established a reputation for itself
of vying for business more flam-
boyantly than, say, a firm that
manufactures radiator steam
valves. So when the company de-
cided to make some major im-
provements in its life, hea'th, ma-
jor medical and disability insur-
ance programs—as well as auto
and homeowners insurance in
payroll deduction (see related
story on page 41)—for mere than
1,000 employes in this country it

went about it from the ground up
and reacted as an advertiser look-
ing for a new agency.

For Donald M. Zuckert, senior
vp in charge of such things at
Bates, it was an interesting
switch. Ad men usually find
themselves on the mound pitching
for business. This time Mr. Zuck-
ert and Bates were behind home
plate doing the catching.

MR. ZUCKERT explaind that
Bates began the project by sur-
veying numerous advertising
agencies, including the top ten, to
find out just was being done in
the area of employe benefits. The
results, he said, were predictable.

“Unfortunately, the agency
business is not terribly secure
business. And,” Mr. Zuckert add-
ed, “unlike many major indus-

tries we just don’t have the bene-
fits to match. I saw some sort of
disaster brewing within the com-
pany and the decisicn was made
to dc something abeut it.

“In every case I would say we
tried to go beyond what was be-
ing done in the indusiry,” he said,
allucing to the result of the sur-
vey. “But,” he added emphatical-
ly, ‘we are not using benefits as
an inducement to hire or retain
people. I just don’t think benefits
mear. that much to a guy when
he’s making a job decision, at
least not in this business.”

Bates’ vp and director of per-
sonnel, Edward J. Rogers does
not necessarily agree. Sitting in
on tke interview, Mr. Rogers said,
he feels benefits do indeed influ-
ence a job decision. “It becomes a
reinforcing factor,” he said.

THE NEW BATES benefit plan
was worked up by Marsh & Mc-
Lennan Ine., New York insurance
brokers. That firm was chosen
from among eight top brokers in-
vited to submit proposals a year
ago. Seven firms—Johnson &
Higging, Fred. S. James and Al-
exander and Alexander among
them—responded to the invitation.
An eighth broker declined for a
rather interesting reason.

In May, 1970, at about the same
time Bates began looking for
someone to revise its benefits
program, the ad agency had won
the Prudential Insurance Co. ad-
vertising account and with it
about $5.1 million of commission-
able dollars to spend. The broker
that declined, Mr. Zuckert said,
did so saying it felt its efforts
would be wasted because Pruden-

Does your company
fie up sizable reserve funds
to pay for possible
osses?

major property |

_ A special kind of insurance from INA
does it better. Protects you against catastrophic
losses. Frees up your cash so you can put it to

profitable work.

. Some call it “excess insurance.” INA
calls it Capital Assets Protection, because that's

what it is.

Acknowledged expertsin this business,

INA leads the pack with 20 years of Capital
Assets Protection experience. We feel good
about that. And so do many large—and not so
large—companies all over the country, who put their cash back to work

with INA help.

£

underwriti

Big or small, you can get these benefits toc. Our executive
ng team can develop a Capital Assets Protection Program to
meet your needs, your desires, your budget. To free up your

reserve funds for more profitable use.

Ask your INA agent or your broker. Or send us the coupon now.

Insurance Company of North America,/ o~ in4 corrorarion compeny

16th and Parkway, Phila., Pa. 19101

el

Mr. Marvin DeHeus

| Protection Program.

Insurance Company of North Ameriza
16th and Parkway Philadelphia, Pa. 19101

| Please send me information on Capital Assets

Name
Address
City State Zip Code
My insurance agent or broker is
i Address

tial would likely get the business
for political reasons anyway. In a
business where one hand washes
the other more than occasionally
it was a natural assumption to
make, Mr. Zuckert admitted, but
completely untrue. -

“Prudential got ouremploye
benefits business because it came
up with the best proposal. Both
Aetna Life & Casualty and John
Hancock (who was handling the
business at the time) were in the
running, but Prudential offered us
the deal that most fit our needs,”
the senior vp said.

(Prudential, incidentally, also
writes a group insurance package
for members of the American
Assn. of Advertising Agencies. As
a member of the Four As, Bates
was under some pressure to join
in this program but declined in
favor of a tailor-made plan with
broader benefits, Mr. Zuckert
said.)

THE MAJOR changes to the
Bates benefit program are:
e Life insurance: Program for-
merly provided a benefit of
roughly one times annual earning
for everyone, from the chairman

" of the company on down to file

clerks. It has now been changed
to two times annual salary, with a
maximum of $200,000.

e Major medical and hospital-
ization: The major medical maxi-
mum had been $15,000. This has
been increased to $100,000. Hospi-
talization goes from $30 a day
with a 70 day maximum to full
semi-private care for 70 days.
The surgical allowance has also
been upped from $500 to $720, as
has the deductible provision. Un-
der the Hancock program the de-
ductible was $100 per disability.
That has been changed to $100
per calendar year, with a maxi-
mum $200 family deductible.

e Short-term salary continua-
tion: Self-insured by Bates, bene-
fits are determined by length of
service. Employes with less than
six months’ ser vice receive one
week; five years of service re-
ceive 10 weeks; 10 years of ser-

Continued on page 41

Credit union

members get
mass cover

STRATFORD, Conn—Some
3,500 members of the Avco-Ly-
coming Federal Credit Union are
now able to buy insurance
through a mass marketing pro-
gram offered by the Connecticut
General Insurance Corp. of Hart-
ford.

The program offers a broad
range of personal coverage—in-
cluding automobile—to the credit
union membership at the Awvco
Corp.'s Avco-Lycoming division
here. Enrollment is voluntary and
premiums can be paid by payroll
deduction.

In addition to automobile in-
surance, the new program offers
personal and liability coverage
from household insurance to all-
risk policies on such things as
jewelry, furs, cameras and pleas-
ure boats.

Each poliey is being individual-
ly underwritten by Century In-
demnity Co., an affiliate of Con-
necticut General’'s Aetna Insur-
ance Co.

Auto coverage guarantees con-
tinuation of coverage for five
years for a licensed driver with-
out regard to age, number of ac-
cidents or number of “moving"”
traffic violations. It rewards good
drivers with lower rates. =



- Why were dropping our
first, middle, and Last stials,

MEFB. These three initials stood for to miss. It stands for full capability Providence Corporation, Under-
tops in industrial property insur- in both multiple-line and special writing Manager for Affiliated F M

ance. Yet down they go. Why? risks underwriting. Which means:  Insurance Company and Appa-

- Because we’ve given ourselves a Allendale remains your one sure lachian Insurance Company.
new name — Allendale Mutual source for total, tailored property ‘
Insurance Company. protection. Allendale Mutual

On a building - or in the Yellow - Insurance Company, Providence,
Pages! - this name is too important R.I. 02904 Affiliates : New Allendale Insurance
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While they fished
the cannery burmed.

~ On the first of the month, while the fishing fleet was
at sea, the owner of the local canne-y insured his property through
The Hartford for a mi'lion and a hal” dollars.

About one week later, while the flest was still at sea,
the entire cannery operation was gutted by fire. Everything needed
to preserve and process the catch —the source of the town’s
livelihood —was destroyed.

But, w thin 60 days, while the fishing was still going on,
The Hartford advanced the owner a half million dollars. It was enough
to get things going again. And hopeiully before the fleet arrived.

A few weeks later the boats were in, their holds bulging with
fisn. Arrangements had been made 1o process this bountiful catch.
Everything was ready. Thanks to The Hartford.

That's the way we do business with business. Whether
it's advancing you money quickly when you're in trouble or
helping you with your everyday operations. We're the insurance
company you should know. Just ask any agent or broker, he'll
tell you...we want to keep your business in business.

- The Hartford Insurance Group, Hartford, Connecticut.

Insurance by

THE HARTFORD.
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We'd like
to tell

For instance . . . there's a lot more

to “pey” than just wages. We're
talking akout your employee
benefit program . . . and the impact
full understanding can have upon
your employees, Based on national
averages, we'd guess your
emplcyees have had a 30 %
“increase in pay'' all along,
compensation they didn’t even
know about!

More thar 300 major businesses
have used our individualized,
accurate, complete reports to close
the benefit communications gap.
Fill oLt the coupon beiow . .. and
we'll “ill you in on our valuable
service.

[
& ®

BENEFACTS, INC.
2225 Nortt Charles Street
Baltimore, Maryland 21218

.--------------------------------------
] BENEFACTS, INC.

Sales Department Bl

2225 North Charles Street
Baltimore, Ma-yland 21218

Please send me your free brochure today.

Name

Title

Company

Address
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]
|
]
I
]
1
]
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City State Zip

Info for Buyers offers ma-
terial that Business Insurance
believes will be of value to
its readers. The complete
name and address of each sup-
plier of information is listed
so that readers can write di-
rectly to the publisher, simply
saying that they saw the item
in Business Insurance.
Readers are invited to sub-
mit items for inclusion in this
column. A sample of the lit-
erature should be sent to:
Info for Buyers, Business In-
surance, 740 Rush Street, Chi-

cago 60611.

e Making Our Cities Insurable
Again, a brochure describing the
Consolidated Insurance Compa-
nies new Consolidated Claims
Limited, is available from the
company at 345 Adams St.,
Brooklyn, N.Y. 11201. The booklet
outlines CCL’s claims handling
services, loss prevention pro-
grams, pre-underwriting investi-
gations, company oriented audits
and personnel training, all avail-
able to property-liability carriers
and self-insureds in metropolitan
areas.

e Pictorial Publishers, Inc. has
published the Retirement Re-
hearsal Guidebook by Elmer Otte,
a complete retirement preparation
tool for the soon-to-be retiree and
his family. The book discusses fi-
nance and leisure time planning, as
well as other topics which usually
cause pre-retirement apprehen-
sion, Advertising Age newspaper
has said, “Mr. Otte wittily discus-
ses the endless ramifications of re-
tirement problems he has reached
for 10 years.” Copies are available
for $6.95 from Pictorial Publish-
ers, 1718 Lafayette Rd., Indianap-
olis, Ind. 46222,

e The Mission Egquities 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
from David L. Arrillaga, Adver-
tising Manager, P.O. Box 60004,
Los Angeles, Cal. 90060.

e A 173-page book covering the
proceedings of the 1970 Public
Employees Fringe Benefits Con-
ference has been published by the
National Foundation of Health,
Welfare and Pension Plans. The
book includes sections on trustee
responsibility, investments, fi-
nancing and methods of health
care programs, contributory and
non-contributory pension pro-
grams, national health insurance
and communications and pre-re-
tirement counseling. Non-mem-
bers of the foundation can pur-
chase the book for $3.75 (less in
quantities), members for $2.75.
For copies or more price informa-
tion write the foundation, P.O.
Box 898, Elm Grove, Wis. 53122,

e Towers, Perrin, Forster &
Crosby has published The Invisi-
ble Paycheck—Its Role in the To-
tal Compensation Package. The
booklet deals with, among other
related areas of total compensa-
tion, the role of the benefit func-
tion and organizing responsibil-
ities. Send requests to Joseph A.
Banik, Towers, Perrin, Forster &
Crosby Inc., Three Penn Center,
Philadelphia, Pa. 19102.

e Marshall and Stevens Incorpo-
rated/Appraisals has released a

]
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]
]
]
]
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reprint of the article Settling

Losses Before They
Warren G. Brockmeier on how
not to cook your corporate goose
with inadeguate or unnecessary

property
discusses the importance of inde-
pendent appraisals for acceptable
proof of loss. For a copy write
John Heath, Vice President, Mar-
shall and Stevens Inc./Appraisals,

Occur by

insurance coverage. It

1645 Beverly Blvd., Los Angeles,

Cal. 90026.

e SPAN (Supporters for Politi-
cal Action Now)—Political Ac-
tion Kit is being offered by the
Harleysville Insurance Cos. The
kit is designed to aid and assist
anyone who is interested in get-
ting involved politically in the
areas of insurance legislature
both on a local and national level.
According to the kit, about 4,000
insurance bills were brought to
the attention of state legislatures
during the past year. The kit is to
help ‘bridge the information gap
with your legislators.” The kit
lists the duties of the various po-
litical jobs on the local level,
shows how to write your legisla-
tor, and how to obtain a personal
record of your congressional rep-
resentatives. The kit is free by
writing Lee J. Felbinger, Coordi-
nator, Sales Promotion, Harleys-
ville Insurance Cos., 355 Maple
Ave., Harleysville, Pa. 19438,

e The American Credit Indem-
nity Company of New York has
published How’s Your Sight, an
interesting direct mail piece giv-
ing 11 short statements describing
the company, and Bouquets, a
small folder with letters enclosed
giving experience of users of the
American Credit Insurance Co.
For free copies direct requests to
E. F. Kane, American Credit In-
demnity Co. of New York, The
Arlington  Building, 201 N.
Charles St., Baltimore, Md. 21201.

e Intermatic Electrical Control
Produets is a general catalog pub-
lished by the International Regis-
ter Co. The catalog describes
their complete line of electrical
time switches and photo controis
for alarms, lights and machines.
For a free copy write Kathleen S.
Inglehart, International Register
Co., 4700 W. Montrose Ave., Chi-
cago, I1l. 60641.

e AFA Protective Systems, Inc,
519 Eighth Ave., New York, N. Y.
10018, has released a brochure
describing its 24-hour monitoring
system protection sprinkler and
flow of water against such typical
hazards as closed shutoff valves,
water supply failure caused by
freezing of outdoor gravity tanks,
failure of power supply and ab-
normal air pressures in sprinkler
systems. Greater Protection, AFA
Sprinkler Services Supervisory
and Water Flow is free by direct-
ing requests to Reginald Miller at
AFA.

e Some Suggestions for Reduc-
ing Securities Thefts from Stock
Brokerage Firms deals with the
security officer, personnel, treas-
uries, negotiable bonds, electronic
data processing, vault count, re-
placement and reporting missing
securities and messengers. The
booklet is prepared and offered
by Marsh & McLennan Inc. Di-
rect requests to E. A. Diemand,
Advertising and Sales Promotion
Manager, 231 S. LaSalle, Chicago,
111. 60604.

e Risk Control is a book pre-
pared to assist managers to de-
velop a practical program of risk
control in plants, buildings and
operations they supervise. The
book shows how to identify risks,
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how to eliminate or avoid them
and how to deal effectively with
emergencies. The Financial Group
of the Kennecott Copper Corp.
prepared the book. For more in-
formation write George V. Austin,
Manager Insurance Division, 161
E. 42nd St, New York, N.Y.
10017.

8 The Mardix Security Systems
Co. has made available informa-
tion on their electronic entrance-
automatic control of personnel
and vehicle traffic. Electroguards
take the place of human guards
or of Mardix videoguards when
fully automatic entrance and exit
control of personnel and vehicle
traffic is required. Electroguards
of two types, stand alone and
central computer control, are op-
erated by the use of coded cards
and ten-digit keyboards. For
more information write R. C. Hix,
Mardix Security Systems, 900
Stierlin Rd., Mt. View, Cal. 94040.

e National Loss Control Service
Corp., part of the Kemper Insur-
ance Group, has prepared a book-
let describing its Occupational
Safety & Health Act Survey Ser-
vice, Available at no charge, the
item contains a summary of ini-
tially adopted standards of the
1970 federal act and future prob-
able standards. It also contains
requirements for recording and
reporting of occupational injuries
and illnesses and sample report-
ing forms. For a copy of the
booklet write: National Loss Con-
trol Service Corp., 4750 Sheridan
Rd., Chicago, IIl. 60640.

e What Is the Color of Safety is
a l16-page booklet describing and
illustrating the use of daylight
fluorescent color for safety appli-
cations. Areas covered include
drivers of slow-moving vehicles,
factory workers, highway work-
ers and utility workers. The
booklet 1is available, free of
charge, from the Day-Glo Color
Corp., 4732 St.,, Clair Ave., Cleve-
land, Ohio 44103.

e What’s All This About Self-In-
surance? is a brochure describing
the services offered by Employers
Self Insurance Service, such as
claims, information and engineer-
ing services, and a coordinated
rehabilitation program. For a free
copy write the firm to the atten-
tion of the Public Relations Dept.,
4050 Wilshire Blvd., Los Angeles,
Cal. 90015.

e The Transport Indemnity Co.
releases quarterly news letters
dealing with such items as drugs
and alcohol and management and
security problems. The newslet-
ters are available free of charge
to insurance buyers, risk manag-
ers, safety officers, financial ex-
ecutives and administrative exec-
utives. For more information write
the firm to the attention of Dick
Houston, vp, 3670 Wilshire Blvd ,
Los Angeles, Cal. 90005.

e The June ANNALS of the So-
ciety of Chartered Property and
Casualty Underwriters, Box 519,
Media, Pa. 18063, is a re-
view, analysis and critique of the
U. S. Department of Transporta-
tion’s DOT study. The ANNALS
* has condensed the 3400-page
study to 84. The issue will be free
to all new subseribers. New sub-
scriptions are $6 for one year and
310 for two years. Direct orders
to the society.

e The Insurance Information In-
stitute has published a pamphlet
for clergy and laymen charged
with ehurch management entitled
A Guide to Property and Liability
Insurance on Churches. The book-
let is a comprehensive guide to a
complete insurance program for
churches, with wvaluable hints on
safety and maintenance programs.

Copies are 50 cents each from the
institute, 110 William St, New
York, N.Y. 10038.

e Airkem SOS Directory 1970-71
contains the names, addresses,
and day and night phone num-
bers of Airkem Division of Air-
wick Industries Ine.’s representa-
t:ves throughout the world, Air-
kem removes odors professionally
after fires. For a copy write Law-
rence J. Mulcahy, Market Manag-
er, Smoke Odor Service, Airkem
Division of Airwick Industries
Inc, 111 Commerce Rd. Carls-
tadt, N. J. 07072,

e The American Appraisal Co,,
525 E. Michigan St., Milwaukee,
Wis., 53201, offers a brochure dis-
cussing the constantly changing
values of property and the prob-
lem of providing updated insur-
ance cover. In Property Values,
Change Is Constant is free of
charge by writing the firm.

~

Keep an updated appraisal handy.
In case of fire, it could keep you

in business. And provide the basis
for a fast, fair settlement. Write for
“Settling Losses Before They Occur’
Marshall and Stevens Incorporated,
Dept.K2,1645 Beverly Blvd.,

Los Angeles, California 90026.

How not to
cook your
corporate
g00se.

appraisals by
Professional appraisal service to

A UNIONAMERICA COMPANY

I business and government through
K an evens fully statted offices in principal cities.

We've got living proof to back this statement.

Fenwal explosion suppression systems in
many of the nation’s more hazardous plants are
stopping explosions on an average of one a week!
Leaving entire plant areas clean, sound and ready
for reuse, with scarcely any delay. _

And Fenwal can do as much for you. This
system literally defuses an impending blast before
internal pressures reach destructive force. It snuffs
out sparks, suppresses pressure buildup and inerts
an area all in milliseconds, before damage is done!

FENWAL

We’ll stop explosions
even after they start,
before damage is done.

Based on safety parameters determined at
Ferwal’s Explosion/Fire Test Site, Fenwal engi-
neers can design an explosion suppression system to
meet your precise needs, supervise its installation
and service it as required.

To see this system in action, write or call Mr.
George Grabowski, Division Manager, to arrange
for a showing of the color film, “The Anatomy of an
Explosion.” No obligation, of course. Fenwal In-
corporated, Ashland, Mass. Phone (617) 881-2000,
A Division of Walter Kidde & Company, Inc.
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london line

Jumbo jet crash experiment reveals
a real crash could cost $250 million

LONDON—Civil defense work-
ers planned an experiment to as-
sess the cost of a jumbo-jet crash
on a typical approach path to
London airport or on a take off
with a full fuel load. They chose
the suburban town of Richmond,
on the Thames in Surrey County
five miles from the airport, popu-
lation 40,000.

They estimated that if it hit the
area on Saturday night when
crowds were in cinemas and tav-
erns, or even just at home watch-
ing television the catastrophe
could kill 800 people and injure
another 1,400.

This was on the assumption
that it ploughed into populous
streets in the heart of the town-
ship and could not forceland in
public open spaces nearby, such
as the royal park that Henry VIII
and his wives used several centu-
ries ago two miles away.

The damage to property and
lives could hit the $250 million
mark if the worst happened, it
was estimated.

Insurance loss adjuster David
Harper, who organized the exper-
iment with the aid of an emer-
gency disaster group, said, “We
made the ‘disaster’ as bad as we
could envisage, by suggesting the
plane drop on a cinema, but that
does not mean it couldn’t ever
happen.

“Public departments, such as
fire and ambulance service ought
to arrange pre-disaster planning
with the use of full-scale opera-
tional exercises to be able to be
ready for such emergencies.”

*® * *

PLANS FOR Britain’s Labor
party members to sell auto insur-
ance have been frozen after they
ran into administrative difficulties.
The scheme had been heralded as
a new political move that would
swell party funds by $250,000 a
year, or even $500,000 if it became
a success.

The idea was that party work-
ers in 600 political precincts
throughout the nation would per-
suade their friends and neighbors
to renew their auto policies, or
take out new risk cover, with a
selected firm of insurance brokers.

The head of this firm, a keen
Labor supporter, promised to do-
nate 10% of the premiums to par-
ty funds as an inducement to get
the scheme going. Users of the
scheme would largely have been
private motorists, on individual
ratings, as there was no intention
at this stage to extend it to facto-
Iy groups.

But a Labor party spokesman
has now told Business Insurance:
“The scheme has been suspended
indefinitely, and so will not be
put into operation.”

* * &

HONG KONG’S typhoon Rose
caused extensive damage, includ-
ing casualties in the capsized Ma-
cao ferry boat, but sources in
London say that the British in-
surance market does not expect

governmeat on the amoun:
compansation thay heve o pdy,
as it i3 hoped some will come
frorm public funds,
#* * ®

COMMERCIAL Union Assur-
ance Co., of Lordon, reports im-
provez results from U.S. business
in the first six months this year.
Premium: income cf its pool with
Employz:ss’ Grous Associates was
$292 llion comparec with $277
million for a similar pericd in
1970, and statutory underwe.ting
loss was $6.6 million, against

$18.7 million.

Clzims ratio was 70.2% _com-
par2C¢ to 52.5%) 1o earnzd pre-
mitvms, anl expense ratio 30.2%
("c-mpc-_red to 32%) to written
premiams, giving operating ratio
of 10).£% (compared to 104.5%).
World resalts detzriorated else-
wheres, mainly because of poorer
resulzs in Western Europe.

* . &

LEADING reinsurers are tak-
ing first steps in Britain towzrd a
lerze _cas iaformation service that
will give vital stat:stics on -najor

risks. It will try to collate world-
wide propertry losses, covering
fire material damage and conse-
qguential loss, from $1.2 million
gross upward

A spokesman for the Reinsur-
ance Offices Assn. told Business
Insurance: “We will shortly be
writing to ovarseas members ask-
ing if they wil. be good enough to
supply us with information of
lcsses occurring in their particu-
lar territory.

“The information will be sup-
p-ied to us in zonfidence under a
code number, and no reference
will be made to the supplier of
the information at any time.

“In reinsurence the need for
statistics is as essential as in any
underwriting activity. To build
up a kackground of loss informa-
tion ir. certain difficult classes in
which we work: is one of the basic
serv.ces this association can offer.

“Feference las repeatedly been
mad2 to the nzed for assembling
gross loss information of major
claims to enakle underwriters to

study the frequency patterns of
the more important losses in both
property and liability fields. The
need to provide a loss information
service to our members has been
widely recognized for some t.me.”

Domestic casualty claims in
Britain for auto, public liakility,
and employers liability from
$120,000 gross upward will be in-
cluded in the service, to susple-
ment the worldwide loss data on
$1.2 million for property business.

* # &

THE ULSTER governmert in
Belfast, Northern Ireland, hzs set
up an emergency fund to help
traders and businessmen whose
premises have been badly dam-
aged or destroyed in the civil
troubles there.

Insurance firms have virtually
declined to issue riot cover for
more than two years because they
feared violence might break out
on a massive scale.

Continued on page 42

its commitments to be very
heavy. It will take several weeks
to assess the total insured dam-
age.

The shipment made t across the water in great
shape. But on the way inlard, it got caught in a wreck

When the dus- settled, the whole thing was a total
loss. Yet when vcu aut in your claim, ~here was nothing
to cc'l=ct.

In the dark. Unless you're right on top of things, it's
tougn to know exactly what protection you've goat or
where vour insurance attaches or terminates. If it's not

the warehouse-to-warehouse coverage you would 1ave
placed yourself, a wreck like this could throw you off the
track completely.

Russian roulette. There are countless ways you can
hurt ysurself by placing your cargo insurance overseas.
For instance, an “all-risks” policy often doesn't mea- the
same abroad as itdoesathome. Unpredictable exchange
rates may depreciate the value of a loss payment and

* # *

DAMAGE totalling more than
$2.5 million was caused to the
printing plant of the London Dai-
ly Mirror in Belfast during the
riots in Northern Ireland. It was
covered under fire risks for riot
and civil commotion, but insurers
will now negotiate with the Ulster
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City of Hartford awaits reaction
to first crime insurance policies

HARTFORD—This insurance
center is watching reaction and
response to issuance of Connecti-
cut’s first crime insurance policy
under a new federal program
with more than passing interest,

The federal program became
effective Aug. 1.

A businesswoman, Mrs. Pear-
lene Gibson, based in the so-
called ghetto area of Hartford’s
north end, has purchased com-
merical crime coverage from Aet-
na Life & Casualty for a beauty
salon, Enchanting Beauty Bar, in-
cluding burglary, robbery and
vandalism protection.

AETNA IS coping with the
complexities of applying the fed-
erally sanctioned plan in'six of the

10 areas designated as high-crime
situations—where crime insur-
ance coverage is either unavaila-
ble or simply too exvensive.

The six are Connecticut, New
York, Massachusetts, Ohio, Mis-
souri and the District of Colum-
bia,

Robert Mackle, Aetna secre-
tary, who negotiated the contract
with the federal insurance ad-
ministration, heads the newly-
crezted crime program for his
firm.

He remarked that the Congres-
sioral measure, passed last Janu-
ary. spelled out a plan to benefit
smzll businessmen and individu-
als of moderate income. The limit
of coverage for a commercial or
business policy was set at $15,000,

and the limit for a residential
policy set at $5,000.

THE NEW program provides a
federal subsidy on an indirect ba-
sis for those who qualify. What
happens, in effect, is that the fed-
eral government absorbs the dif-
ference between premiums paid
and actual administrative costs.

The whole concept, to Mr.
Mackle’s view, is to make in-
surance available at “affordable
rates.”

The tab, as a result, is less than
that to be carried in the volun-
tary market—that is, if the appli-
cant is successful in obtaining
coverage.

Significantly, the policy limita-
tions are based in Federal Bu-

reau of Investigation tabulations
of crime frequencies, coupled with
such elements as gross receipts
and type of business.

AND HARTFORD, in which
two-scor¢ insurance companies
maintain home offices, has been
characterized as ‘an’ average
¢rime area.”

In a typical liquor store in
Hartford. for example, with a
gross of, say, $20,000, the owner
would be expected to pay an an-
nual premium of $540 for $5,000
crime insurance coverage. And, as
in all contracts, the owner would
pay a 5% deductible.

Taking the application process
into another area. Business Insur-

.ance was told that a grocery store

owner ir. a “low crime” area (and
this means most of the smaller
cities across Connecticut) would
expect to pay $900 for $5,000 in
crime coverage. if he grossed, say,
$125,00C,

Residential crime insurance in

make it impossible for your buyer to get enough collars
for a replacement. What's more, if your buyer isuncertain
about his loss liability, he may not authorize payment of

Your cargo
took off for the warehouse,
but your customer’s insurance

drafts on lost or damaged goods.

Changing the odds. You and your company are ob-
viously in a better position to control the unex-
pected when you control your own insurance.
At MOAC, we've been writing cargo insurarce

stayed back at the port.

for years. And because we write it over here, you know
there won't be any surprises should anything happen
over there.
For more information, write Manager of Marketing
Services, Marine Office » Appleton & Cox Corporation,
123 William Street, New York, New York 10038.
Aviation insurance is available through Associ-
ated Aviation Underwriters.

Marine Office < Appleton & Cox Corp.

Hartford itself encompasses a $40
tab for $1,000 coverage, payments
scaling upward to $70 for maxi-
mum $5,000 coverage.

MR. MACKLE expects the
small businessman—the -fellow
who runs a grocery store or gas
station—will benefit most mark-
edly from the new program. Pre-
viously, these same interests
might not have been able to qual-
ify for prevailing crime coverage
—or would have to had to “go”
for charges characterized by fed-
eral sources as “unaffordable.”

The new federal plan calls for
applicants to state that they have
met federal regulations for prop-
erty protection—such as jimmy-
proof door and window locks.

No inspection is conducted be-
forehand, but an inspection is or-
dered once a claim is submitted.
And the policy is voided if the
policyholder is found to have
been negligent in meeting basic
requirements.

Moreover, if the insurance car-
rier subsequently learns that the
applicant submitted a fraudulent
application, this is to be reported
to federal sources.

Mr. Mackle commented that
Aetna Life and Casualty has been
subjected to considerable queries
about the new plan and has ad-
vised people to contact the agent
normally handling their coverage
—whether or not the agent hap-
pens to handle Aetna Life and
Casualty.

The applicant, working with his
regular agent, is provided with
help in filling out necessary
forms, with explanation of the
protection requirements, and with
assistance on claims.

The tab is the same, but the
policy price implies use of an
agent. n

A&A sets up
European
subsidiaries

NEW YORK—A string of eight
jointly-owned subsidiary broker-
age firms has been established in
Europe by Alexander & Alexan-
der, Inc. .

Combining all of A&A’s bro-
kerage and benefit consulting
services with some of Europe's
home-grown insurance talent
(they already know the language,
requirements, laws and customs
of their countries), the A&A con-
trolled firms will serve new busi-
ness as well as old.

This kind of structure is far
preferable, according to an A&A
spokesman, to the commonly used
“correspondent” arrangement,
wherein U.S. corporations have to
rely on independent European
firms to protect their overseas as-
sets.

A&A plans to establish a cen-
tral European coordinating office,
probably in Paris. The present
Paris staff will form the nucleus
of a complement of insurance and
benefits specialists whose sole
function will be to provide the
entire overseas network with ad-
vice and technical information.

In conjunction with the set-up
overseas, the A&A International
Division here will be reorganized
to work more closely with the
new operations. It will be decen-
tralized, with its staff working
where needed in the field.

Also, the company will set-up
regional international desks in
strategically located offices, These
desks will serve as the communi-
cations link between the Europe-
an subsidiaries and A&A’s U.S
clients with overseas operations. =
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37, was shot down during a dis-
pute »n. Feb. 17, 1970, in the
parkirg lot of Mizmi's Yellow
Cab Co., then being struck by its
drivers,

A jury Feld the city responsible
in Mr Jiminez' death, although
police witnesses argued -hat Ron-
ald Claytoa, a police officer, “was
pursuing lis duties to tke best of
his akility at the time of the
shooting.” Officer Clayton was
not named as a defeandant in the
action. Tre policerman testified
that Mr. Jiminez, one o the cab
drivers, raised a pistol while
standir.g alongside another man
who had just fired a: him. Other
witnesses claimed that Mr. Jimi-
nez aciually was trying to stop
the other man from shooting
again.

City attorneys speculated that
they would appeal the wrongful

death verdict, prosably tae larg-
est ever made against the city.

Razor blade suit

fellows Personna ad

SAN FRANCISCO—A sample
~azcr olade distributed last Mazch
as part of a hig newspaper ad-
vertising campaign has produced
a $1,050,000 suit in superior coart
here ageinst Arerican Szfetv Ra-
zor Co., Philip Morris Inc., znd
the _os Angeles Tirnes.

The suit, filec by atterney Jchn
L. Erenaan, charges that the -a-
zor dlade was chewed and nsa-ly
swallowed by two-year-old Mor-
gar. Deegan, son of John Deegan.
The ckild aceording to Mr. Bren-
rar, got his hands on a Personna
74 blade included as a sample
wita the March 7, 1971, issue of
tae Los Angeles Times. As a result
of playirg with it the suit alleges
the child “suffsrec severe cuts and
wounds about his face and heac.”

The suit asks for $59,000 genzr-
al camages anc $1 million in pu-
nilive damages

American Safety Razor is a di-
vision of Philir Mcrris, In a pre-
vious story (Eusiness Insurance,
March 29) the ccmpany said thair
liability insurance is written by
Aetna Casualty & Surety but Aet-
na did not cover the -azor situa-
tion because it :nvelved a special
pro_ect. They acded hewever, that
tkey are “well-insured.”

Ex-policeman.gets
first federal crime

insurance policy

WASHINGTCK—The first poli-
cy issued under zae feceral erime
insurance program, which became
zfiective Aug. 1, went to a former
solceman who now operates a
radic-television store.

William Early, owner of AIDA

At Reliance, we believe in letting agents counsel us.

Over the years we have developed a unique approach that
brings our head office Senior Executive Conference officers
to the agent’s home grounds for planned discussions,
conducted on a no-holds-barred basis. To cover the 1970
schedule these senior officers visited and listened to

over 100 producers across the country, representing a
cross section of our agency plant. And the
ideas advanced were translated into action.

It's another reason why, in agency after agency,

Reliance is rated tops on the list of companies

most valued by the agent.

May we lend you our ears?

TV Sales and Service, received the
poliey frcrm Sec. George Romney
of the Department of Housing and
Urban Development and George
K. Bernstein, federal insurance
adrministrator.

Mr. Early was the first appli-
cant for ccverage under the fed-
€ral program. He had had no dif-
fevlty gesting fire insurance but
could not meet the robbery and
turglary coverage requirements
recesgary in purchasing consign-
ments of merchandise from sup-
pliers. He is now covered for hoth,
un to a limit of $5,000. Federal
crime insurance is available up
to a maximum of $15,000.

Sends work comp bills

back for detail work
SPRINGFIELD, Il1l—Gov.
Rickard B Ogilvie has returned
two bills :‘ncreasing workmen's
comdensation benefits to the gen-
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eral assembly. He noted that, if
his recommendations are accepted
workmen’s compensation and oe-
cupational disease benefits in Il1-
inois will still be higher than in
the five bordering states and. in
some categories, the highest of
any industrial stace.

Although the bills were vetoed.,
Gov. Ogilvie approved a 20% in-
crease in payments for death or
injury on the job and the addition
of miners suffering from pneu-
moconiosis (black lung) to work-
men’s compensaiton cover begin-
ning in 1973, as required by fed-
eral law. Both bills were returned
for detail changes and can come up
again in the October session.

The governor also approved an

increase in burial benefits, dis-
approved a new death and dis-

ability minimum benefit schedule,
and vetoed a 50% limit on the
amount employers can recover
from awards if there is later re-
covery from a third party. L]

Geneen
named new
risk man

JERICHO, N.Y.—Lawrence Ge-
neen has been named corporate
insurance manager of Instrument
Systems Corp. here. He will be
responsible for the ecompany’s
overall insurance program, pur-
chase of coverage, claims settle-
ment, and loss prevention and
safety, reporting to Stan Roth.
ISC’s financial vp.

“My biggest problem,” Mr. Ge-
need told Business Insurance.
“will be keeping a program that
is flexible enough to meet the
different needs of ISC’s 40 or so
subsidiaries.” Mr. Geneen said
ISC is a manufacturing and dis-
tributing company with holdings
in electrical, aerospace and plas-
tics products and over 70 facilities
countrywide.

“We are starting a new and
sophisticated safety program
now,” he added. “Manufacturing
operations, of course, are always
safety oriented, and we've had a
good program, but we want to
give it more emphasis.”

ACCORDING to Mr. Geneern,
Lumbermens Mutual Casualty Co.
writes property coverage for ISC.
and Employers Insurance of
Wausau writes liability. “We
self-insure relatively minor busi-
ness risks,” he said, “and have
some deductibles. Right now we
are negotiating to increase the
deductibles. But otherwise I don't
foresee any large changes—the
program is basically sound and is
insured with sound companies.”

Before his appointment at ISC,
Mr. Geneen was with Spartan In-
dustries, Ine. for three years as
director of corporate insurance,
served as an insurance analyst for
C.I.T. Financial Corp. for four
years and was a claims supervisor
for Commercial Union Insurance
Co. (now Employers Commercial
Union Ins. Co.). Mr. Geneen said
he expects to receive his degree
from the College of Insurance,
New York City, within the next
year. -

Name insurance head

Dennis Prozinski has been
named insurance manager for Ri-
viera Motors, headquartered in
Beaverton, Ore., and distributor
for Volkswagen, Porsche and
Audi automobiles in the Pacific
Northwest. Mr. Prozinski, former-
ly an independent insurance
agent, will coordinate and man-
age the entire insurance program
of Riviera and its 80 dealers in
five states, including Alaska, said
C. LaRue Todd, vp of the compa-
ny.
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Payroll-deducted auto
selling well at Bates

NEW YORK—About 400 em-
ployes of Ted Bates & Co., adver-
tising agency, have signed up for
either auto, homeowners or per-
sonal excess liability insurance
since the payroll deduction pro-
gram went into effect June 1
according to the company’s insur-
ance broker, Marsh & McLennan,
which is administering the entire
new employe benefits program
for a fee.

Ellsworth Colliton, a Marsh &
McLennan assistant vp, told Busi-
ness Insurance that the response
to the payroll-deducted fringes
has been significant in the first 60
days of the program.

The auto cover, homeowners
and personal excess packages are
written by Chubb & Son in most
U.S. offices of Ted Bates. The
only exception is in the San
Francisco office where Insurance
Co. of North America is carrier.

QF THE 400 participating in the
program, however, most are here
in the New York office and most
are auto policies, which is proba-
bly due to the dried-up auto in-
surance market in the Empire
State. Rates, Mr. Colliton said,
are “about 15% lower than the
Insurance Rating board figures
and are competitive with direct
writers such as Allstate and State
Farm, but a little higher than
companies like GEICO (Govern-
ment Employes Insurance Co.).
We expect they will continue to
be competitive with direct writers
while still offering employes the
advantages of a broker,” he add-
ed.

The personal excess policy of-
fered to Bates employes by
Chubb carries limits of $1 mil-
lion to $5 million above the pri-
mary homeowners and auto in-
surance, the Marsh & Mac man
explained. The excess is written
above primary layers of $100,-
000/$300,000 on auto and $50,000
on homeowners or there is a de-
ductible of $250 for the policy-

Ad agency...

Continued from page 30

vice receive 16 weeks at full pay
with four weeks at half pay, and
up to 16 weeks at full salary and
16 weeks at half pay for employes
with 15 years or more.

e Long term disability: Major
change here is an increase in the
maximum from $2,000 per month
(up to 60% of salary) to $2,500
per month. LTD kicks in at the
16-week period and because of the
revisions in the short-term disa-
bility plan at Bates the gap has
been reduced for employes with 10
years or more of service. Union
Mutual Life insurance Co. insures
this plan, which is available to
employes on a contributory basis.

e Accidental death and dis-
memberment: A new all-risk pol-
icy has been made available to
employes on a contributory basis.
Employes may elect coverage
ranging from $10,000 to $150,000
in multiples of $10,000. If the em-
ploye elects family coverage, the
spouse is also covered for an
amount equal to 40% of the em-
ploye’s benefit and each child can
be covered for an amount equal
to 5% of the employe’s benefit. If
there are no eligible children, the
spouse’s benefit increases to 50%.
Continental Insurance Co. under-
writes this plan.

e Business travel/accident:
Underwritten by Insurance Co. of
North America, this is the only
benefit that remains unchanged.
The benefit is two times annual
earnings with a minimum of
$25,000 and a max of £250,000. =

kolder ($10,000 in Texas).

Donald M. Zuckert, Bates' sen-
ior vp, revealed that when the
new employe benefit package was
being worked up the company
also wanted to offer employes a
dental package on a contributery
basis but that “there was nat suf-
ficient interest” from employes.

“We just couldn’t get the em-
ployes to go for it,” he said, ad-
mitting that the disinterest was
probably due to the class of em-
ploye advertising agencies have
on their payrolls “These people,”
he said, “are more likely to have
been able to take care of ftheir
early dental preventive care and
probably could not see a dental
package as paying off for them in
the long run.” m

Agents and brokers,
this is for you.

Albert G. Ruben & Company, Inc., leading
U.S. broker specializing in all coverages related
to the entertainment industry, announces
T.A.P., a new, complete program of protection
against non-appearance risks.

In addition to the T.A.P. Non-Appearance
Program, Albert G. Ruben & Company, Inc.
specializes in Cast Insurance (Film Producers
Indemnity), and Pre-Production Cast Insur-
ance; Props, Sets, Wardrobe and Miscellane-
ous Equipment (“‘All Risk’); Extra Expense;
Third Party Property Damage; Negative In-
surance; Faulty Stock; Camera and Processing;
and Errors and Omissions (Producers Liability).

If you have entertainment clients, whether
talent, agents or promoters, it will pay you to
call us about the T.A.P. Non-Appearance Pro-
gram, as well as other coverages.

In New York, call Bob Jellen, 212 755-9600;
in Beverly Hills, call 213 273-1101, and talk
with Scott Milne, Don Cass or Ernie Scanlon.

LA Gr

Albert G. Ruben & Company, Inc. %
9601 Wilshire Boulevard, Suite 627
Beverly Hills, California 90210

112 East 61st Street, New York, N.Y, 10019
International service offices:

London, Mexico City, Rome & Jerusalem INSURANCE

“Automatic” Sprinkler
Inspection and Maintenance
Service

protects your investment

in future profits

Already have an automatic sprinkler system? Great. You've
invested in the best fire protection money can buy.*
You made the investment — an intelligent decision — to protect

your people, facilities and inventory.

But what are you doing to protect your investment?
To protect your protection system? To realize maximum insurance
savings? We have the service that answers your needs.

“Automatic” Sprinkler Inspection and Maintenance Service

is designed to keep your system’s effectiveness as close to 100% as
humanly possible. As a world leader in fire protection, we offer a

full range of services, including system inspection, maintenance,

upgrading, redesign and installation.

For complete information, send for our free brochure:
“Automatic” Sprinkler Inspection and Maintenance Service.
Call or write Mr. R. L. Pardee, Manager of Marketing Services,
“Automatic” Sprinkler Corporation of America, Box 180,

Cleveland, Ohio 44147. (216) 526-9900.

*The National Fire Protection Association rates automatic sprinkler systems
with a 96.2% satisfactory performance record since 1925. It also points out
that . . . above all, sprinkler systems must be maintained in good

operating condition.”
(Fire Journal July 1870, Vol. 64, No. 4)

® ‘Za !ia"! i aiéoslbz -l éééi

CORPORATION OF

AMERICA
P.0. BOX 180 « CLEVELAND,

OHID 44147

Division of A-T-0 Inc.
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lllinois repeals dram shop liability
while California judge upholds it

CHICAGO—Illinois and Cali-
fornia have taken opposite steps
in defining the liability of a pur-
veyor of aleoholic beverages for
the acts of those who drink them.

An Illinois dram shop liability
law, an effect of the Prohibition
era, that held bar owners liable
for up to $35,000 if a person they
served became drunk and injured
or killed someone has been re-
pealed by the legislature in
Springfield. The repeal has been
signed by Gov. Richard B. Ogil-
vie. The old law placed equal lia-
bility on each tavern to have
served an intoxicated person in-
volved in a damage suit.

Walter Obos, treasurer of area
nine of Illinois Retail Licensed

Beverage Assn. told Business In-
surance that the repeal should ef-
fectively reduce dram shop liabil-
ity insurance premiums by limit-
ing the number of defense law-
yvers involved in a case and,
therefore, the amount of legal
fees paid by insurers. Opponents
of the bill’s repeal, however,
claimed that removal of the
$35,000 liability limit would raise
premiums for tavern owners be-
cause, under common law litiga-
tion, much higher damages could
be awarded.

THE OLD DRAM SHOP law
placed the burden of proving in-
nocence on the tavern owner,

whereas the repeal places the

burden of proving guilt on the
person seeking damages.

Insurance premiums for Cali-
fornia bar owners are expected to
increase as a result of a California
supreme court ruling that a bar
owner who serves an obviously
intoxicated drinker who then in-
jures someone can be sued for the
injuries.

The unanimous opinion also es-
tablished a national precedent by
overturning a long-standing judi-
cial rule in California that bar
owners were not responsible for
such injuries, based on the com-
mon law principle that only the
drinker is responsible for the
damages he may inflict. Chief
Justice Donald R. Wright wrote,

“This rule is patently unsound.
Selling a drunken customer a
drink may very well be the cause
of injuries he might later inflict
on someone.”

The ruling resulted from a suit
against William A. Sager, owner
of the Buckhorn Lodge located
atop Mount Baldy in San Bernar-
dino County. In the suit Miles
Veseley charged that Mr. Sager
and his employes continued to
sell drinks to a customer, James
O’Connell, “long after the cus-
tomer was intoxicated.”

THE SUIT further charged
that the bar owner and barten-
ders “knew the customer would
have to drive down a narrow
winding road after he left the
Buckhorn bar. When he did, his
automobile struck Mr. Veseley’s
car.” a

The Veseley case initially»was
dismissed by a lower court but
the supreme court ordered it

Now there’s a manageable way

to protect physical assets against loss.
And Honeywell has it in a new
master protection center!

We analyze your total protection needs.
Then, develop a unique, cost-gffective
solution to reduce your assumed risks.

As systems people, with no vested
interest in any specific types of devices, we
range freely over 2/l the options. Fire,
security, patrol tour, intercom, card
readers, critical equipment monitoring,

CCTV.

Pick just the equipment you need, no
more. Then, put it all together in our new

you change.

Alpha uses a single transmission cable
and can tie all your buildings together

via leased lines.

With a single reporting format and
command keyboard that give your security
personnel instant information they can
see, hear, understand, and act upon.

One-source responsibility, too!...from
Honeywell, G5246, Minneapolis,

Minn. 55408

Honeywell

The Automation Company

UCCT,

Alpha 3000...2 master protection system
that can grow as you grow. Change as

reinstated and Chief ' Justice
Wright ruled that “bar owners
have a duty to protect the general
public against injuries that migh?
be caused by their customers.”

“California law,” Chief Justice
Wright continued, “provides that
every person who sells, furnishes
gives or causes to be sold, fur-
nished or given away, any alco-
holic beverages to any habitual or
common drunkard or to any ob-
viously intoxicated person, is
guilty of a misdemeanor.”

The supreme court did not de-
cide two other related questions
—whether the drinker can sue
the bar owner for his own injuries
and whether the same liability
would extend to a package store
owner or to a host at a private
party. =

London line

Continued from page 36

But they are honoring any riof
cover issued before 1969, although
they are showing underwriting
losses as a result.

£ #* *

SHELL International Marine is
including an oil pollution clause
in all future charters. They have
notified shipowners and brokers
that they will want a warranty
that any vessel they charter is a
participating tanker in TOVALOP
(Tanker Owners Voluntary
Agreement over Liability for Oil
Pollution).

They will also insist on their
legal right to take preventive
steps themselves to avert threat-
ened pollution in the case of oil
escapes unless the vessel’s owner

promptly fakes the necessary
measures,

L] *® =
NOTTINGHAM is the city

where Maid Marian and Robin
Hood held sway in mediaeval
times. It has a festival during
which the citizens celebrate their
memory. But even the present
holder of the office of Sheriff of
Nottingham, who has inherited a
centuries-old tradition that fasci-
nates tourists, cannot guarantee
fine weather for the occasion. So
the city advertised for a witch
doctor to keep the rain away.

It would have been simpler, in
these modern times, to have tak-
en out insurance against the risk
that people would not attend the
festival and turn it into a loss-
maker,

As a matter of truth, the adver-
tisement for a witch doctor was
an astute device that clearly pub-
licized the festival—for the near-
est witch doctor who can cast
spells over rain is probably in the
heart of Africa, where Stanley
met Livingstone.

BUT IT spotlighted the fact
that insurance is available in
Britain against all types of
weather hazards. As far as most
people are concerned, the pluvian
department of Eagle Star Insur-
ance, one of the world’s biggest
insurers against bad weather, is
prepared to meet claims for
“washouts” of many sporting and
business events every summer.

It has specialized in this kind of
risk for many years. Promoters of
out-of-doors events take advan-
tage of it. So do vacationers.

Its business weather insurance,
on premiums carefully geared by
years of experience, covers any
open-air event, and is transacted
in many parts of the world.

Vacationers can take out indi-
vidual policies at the rate of $5 a
week, and in return get $12 a day
for “loss of comfort” after the first
day if rainfall exceds a specified
amount, usually one-tenth of an
inch a day. It certainly puts witch
doctors in the shade. [
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generator set contracts or in
supplying faulty generator sets,
mentioned in the article “Arms
firms may not need product lia-
bility cover” carried in the Aug.
16 issue, has absolutely no foun-
dation.

We deny that Consolidated
Diesel has been involved in any
wrongdoing. Our generator sets
were built under government
specifications and under govern-
ment supervision. Every genera-
tor set, before being shipped, was
subjected to rigorous and lengthy
tests witnessed by representa-
tives of the defense supply agen-
cy, an independent government
agency. No matter how well the
equipment is built the perform-
ance of the generators is heavily
dependent on how they are
stored, handled, used and main-
tained in the field. It generally is
known that the government has
had problems handling and
maintaining equipment with un-
trained personnel in the field.

All Consolidated Diesel con-
tracts were obtained through ad-
vertised, competitive, sealed bid
procedures. All contracts were
subject to review by the general
accounting office. We were not
involved in any improprieties in
getting the contracts. The matter
of use of credit cards did not
involve Consolidated Diesel but
rather another company.

Consolidated Diesel’s files and
personnel were made available to
the committee prior to the hear-
ing. We too are in favor of con-
tinued improvement in procure-
ment practices. It is regrettable
that no Consolidated Diesel exec-
utives were called to give testi-
mony at the hearing. Our compa-
ny has a record of producing
first-class equipment and serv-
ices for all the armed forces
since 1942. It has received many
commendations for its perform-
ance and the performance of its
eguipment.

Condec is reviewing avenues
open to it to obtain a complete
investigation since it is confident
that such an investigation will
completely support its statement.

Al Sackler

Vice President, Consolidated

Diesel Electric Co., Greenwich,

Conn.

Broad front attack

To the Editor: Your editorial
“0Old Satch is right,”” and the
statement that many risk manag-
ers actively support, but do not
participate in the Insurance Insti-
tute of America, rather intrigued
me.

Corporate industrial risk today
is considered from the standpoint
of conventional insurance, captive
insurance organizations, tax ave-
nues and relief, self-insurance re-
serves, self-assumption by high
deductibles or no insurance, and a
number of other methods. It
thereby becomes a financial de-
partment subject as to what
course is most attractive to follow
for that particular corporation.

Among my acquaintances are
some of the ranking figures in the
national insurance industry and
with the exception of one, all are
biased towards the use of some
sort of a conventional insurance
vehicle. This presumably is so be-
cause their income is based upon
commission dollars and no income
is derived from advice concerning
the other avenues.

I wonder if the Insurance Insti-
tute of America is attacking the
risk problem on this broad a
front?

I prefer that my name not be

used in any public comments that
you may make, since long ago I
served my stint with the ASIM,
AMA and MAPI and very frank-
ly, I enoy reading Business In-
surance and watching the coming
generation develop and mature,
An Illinois insurance manager

Who hit whom?

To the Editor: Regarding your
front page in the Aug. 16 issue
showing the picture of the colli-
sion-damaged leading edge of the
wing of Continental Airlines 707
Jetliner, this interested reader
couldn’t help wondering why
your caption recited the standard
news release to the effect that “a
small private plane struck its
wing.” One look at the picture
and you can tell that the little
plane did no such thing. After

eful investigation by FAA vir-
::;1]; e:’e:ys ,ﬁdf&?ﬁ cﬁllisionviﬁ- SEND FOR ® Workmen's Compensation e Public Liability
Continued on page 44 OUR FREE e Accident Control Specialists since 1923
BROCHURE 120 East 23rd St., New York, N.Y. 212-777-4210

'ROBERT F.(COLEMAN INC.

A FEW WORDS ABOUT ALL
THAT INSURANCE MONEY
YOU GIVE AWAY.,

You do it all the time. You do it whenever you pay your pre-
miums on Workmen's Compensation or Public Liability. You give
your money to somebody else and they work with it. Self Insur-
ance will eliminate all that. It generates cash flow, there’s no
advance payment for primary losses, and your cash is used only
when necessary.

Does this sound like found money? That’s exactly what it is and
you should have your insurance buyer or broker contact us
right away.

Before you give away more money call:

Y

You can offer rates as low as group life on
an individual policy basis to schools, unions,
membership associations or employer
groups.

No employer contribution.

Minimal administration expense once
payroll deduction is set up.

And for you, 10 year commissions on
each individual policy sold — plus liberal
conversion options and commissions.

Sound worth looking into? We hope so.
It's our Preferred Economy Term life plan
(PET].

PET can make from $5000 to $100,000
of additional coverage available on an em-
ployee pay-all basis . . . a worthwhile and
substantial supplement to your client’'s
established group life programs.

How’s this for an
easy sale?

A policy
that provides
employee benefits
without adding
to employer
premium costs.

School administrators, for example, can
offer expanded teacher benefits without
adding to the district's costs.

Return the coupon for full information.

NORTHWESTERN NATIONAL
LIFE INSURANCE COMPANY

20 Washington Avenue So., Dept. BI-6
Minneapolis, Minn. 55440

Name

Company

Address
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Continued from page 43
volving an airliner and a small
plane turns out to be much like

this one in which the private
plane was slammed out of tae air
by the jetliner streaking in or out
with a big payload guided by al-
most blind, preoccupied pilots.
This corrected version doesn't re-
ceive much publicity so the
wrong public impression persists.

Did you ever wonder how any-
one can see out of a jetliner from
the pilot’s seat? The answer is:
You really can't, especially if

Let PRICE
determine your
COST!

BOILER AND MACHINERY
INSURANCE CONSULTANT
A New and Unique Approach
Recommendations offered fol-
lowing policy analysis, physi-
cal surveys and annual audits

PRICE CONSULTANT SERVICE

750 Dalrymple Rd:, Suite K-5
Atlanta, Georgia 30328

you're not looking.
When you see the front of an

airliner damaged in a collision,

remember that your kid runs into
a fire plug with the front of your
car, not the side.

If you’re in the insurance busi-
ness, awards involved in midairs
can be sizable enough to spoil
your whole day, so you might just
take a look at how FAA and air-
lines handle their precious cargos.
You might like to make some
long overdue suggestions rather
than continually increasing rates.

Traffic around major terminals
could be handled more safely
than the present system that fa-
vors a nihilistic scramble from
wherever a jetliner happens to be
to wherever the pilot would like
to be in the least possible number
of seconds. Anything set up along
these lines concedes that we're
going to lose a few planeloads
every now and then.

J. P. Brebner

Brebner Machinery, Caterpillar,

Green Bay, Wis.

Crash protest

To the Editor: I must protest
the implication in the text accom-
panying the picture of the wing
of a Continental Airlines wing on
the front page of Business Insur-
ance for Aug. 16.

The text, among other things,
states: *“ . . . the jetliner was ap-
proaching the field when a small
private plane struck its wing.” If
you will think a moment, you
must realize that this is impossi-
ble. A small privaze plane—in
this case a Cessna _5(0—couldn’t
ever strike a jet except by the
greatest of co-incidences. A plane
with 2 maximum speed o 120
miles an hour cannot possibly
catch and “strike” a jetliner that
has a minimum controllable speed
of at least 180.miles en hour.

If you will take another look at
the picture you will also see that
in this case the damage is to the
leadir.g edge of the liner's wing.
This doesn’t look lixe the wing
had been struck by the smaller
plane, but that, on the contrary,
the liner clearly struck the
smaller plane.

Someone was not watching
what they were doing. I suspect
that it was the pilot, the co-pilot
and the flight engineer that were
so busy with their “desk work”
that taey didn’t have time to look
out tae windows to see where
they were or whether there were
any hazards that they should
have seen and avoided. There is
also a question as to :ust what the
liner was doing at an altitude
lower than normally specified for
planes of this class. I believe it is

particularly their duty to be on a
watchiul alert zt times when they
are at an altitude that might be
occupied by small planes.

The main point is that your
copywriters have fallen into the
fallacious propaganda that a
small plane can run into a jet.
Even deliberately it would take a
highly skilled pilot to do so.
Without deliberation, I believe it
is almost impossible.

Next time, check your copy and
be sure that the statements match
the facts.

John M. West

Fergus Falls, Minn.

Not aware of course

To the Editor: Your editorial
“Ql' Satch is right” (Opinions,
Aug. 16, 1971) raised the question
“why aren’'t more risk managers
and assistant risk managers tak-
ing the course?” The answer
could be that many risk versonnel
are not aware that such a course
is offered. I believe your article
will create considerable response.

I am the assistant risk manager
for a public utility. The risk man-
agement course you refer to
would probably be of great help
to me in my job.

Could you have the proper of-
fice furnish me with more infor-
mation concerning this course,
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such as contents, cost and enroll-
ment procedures?
Arnold D. Norman
Shreveport, La.

Educational info

To the Editor: As a new sub-
scriber to Business Insurance, I
would like you to know that I
find your publication very in-
formative and interesting. Please
accept my thanks for sending
Business Insurance to me.

Please send me information re-
garding the study course in risk
management given by the Insur-
ance Institute of America re-
ferred to in your Aug. 16 edition
in your Opinions column,

I would also be interested in
receiving information about the
American Society of Insurance
Management.

Louis C. Kocsis Jr.

DeLaval Turbine Inc., Prince-

ton, N.J.

Editor’s Note: For information
on the risk management course
write Insurance Institute of
America, 270 Bryn Mawr Ave.,
Bryn Mawr, Pa. 19010. Informa-
tion on the American Society of
Insurance Management may be
obtained from their mational of-
fie at 500 Fijth Ave., New York,
N. Y. 10038.

Syracuse
schools drop
vandal cover

SYRACUSE, N.Y.—School
buildings here are no longer
covered by vandalism and mali-
cious mischief insurance under
new policies taken out by the city
last month.

The annual premium for the
vandalism coverage would have
been $25,000 while claims for
vandalism damage last year
amounted to $24,897. The proper-
ty control administrator for the
Syracuse school district said that
the damage figure did not include
the cost of glass broken in van-
dalism sprees.

The city’s broker, Kenneth C.
Knopp, said that cities and mu-
nicipalities all over the country
were dropping vandalism and
mischief coverages because of the
ever-increasing cost of such insur-
ance. He also pointed out that
many insurance companies no
longer wrote vandalism policies
on schools.

Mr. Knopp said that the city
staged a 10-month search for in-
surance coverage, during which
time 30 companies were consult-
ed. 10 of the 30 were finally se-
lected to write the business.

Fire and extended coverage
will cost the school district about
$75,000. =

School risk
pool asked

SACRAMENTOQ, Cal—The State
Assembly here has passed and sent
to the senate legislation based in
large part on a report by Warren-
McVeigh Associates, San Francis-
co, to permit school districts of
California to organize a state-guar-
anteed insurance pool to cover
their risks.

The bill must clear senate com-
mittees on finance and financial
institutions before it can be heard
on the floor.

The proposed law, introduced by
James W. Dent, Concord Repub-
lican assemblyman, is being op-
posed by both insurance industry
associations and producer groups. ®



business insurance, September 13, 1971/45

300 employes get

MORRIS PLAINS, N. J—The
fact that multiphasic festing is
pecoming a popular form of pre-
ventive medicine can hardly be
argued. As a demonstration of the
burgeoning possibilities of this
form of testing, Warner-Lambert,
a° diversified drug company here,
has devised a method of deliver-
ng the test center to your front
door,

Still in the pilot stage, the War-
ner-Lambert Health Care-A-Van
has demonstrated its usefullness at
the Owens-Illinois Kimble Prod-
ucts plant in Vineland, N.J. More
than 300 salaried employes of the
plant were tested, at company ex-
pense, over a three-day period.

John Brigham, industrial rela-
tions director at the plant, told
Business Insurance, “I would say
it was a successful effort. We
have had no negative comments
except for small technical things,
like one of the machines failed to
test one person correctly. But this
thing is new, so you have to ex-
pect a few problems. I definitely
think we will do this again.”

WHAT, THEN, is the Health
Care-A-Van? Basically, it is a
trailer, 10-by-45 feet, equipped
to administer an almost amazing
amount of multiphasic tests, con-
sidering the somewhat cramped
quarters. It is set-up to give the
tests to, large groups in different
locations.

Inside the trailer, the test pro-
cedure consists of a brief medical
history, a vision test, a tonometry
test for glaucoma, blood pressure
measurement, lung function tests,
chest X-rays, hearing test, elec-
trocradiogram test and 21 bio-

chemical tests are run on a blood
sample taken in the wvan. The
blood tests and six different urine
tests are run by Elizabeth Bio-
chemical Laboratories, a War-
ner-Lambert subsidiary.

The Health Care-A-Van is
staffed by ten registered nurses
and X-ray or blood chemistry
technicians, two stand-bys and a
van supervisor. All of them must
complete a training course before
they work in the van. They can
test 100 people a day.

After the tests are completed,
the employes’ physicians receive
a two-page folio report of the test
findings including the results
from computer analyses. NMr.
Brigham reported that the doctors
received the results in {wo weeks,

ONE OF THE strong points of
the mobile unit is that it can be
adapted to meet specific company
needs. For example, if the plant’s
noise levels are quite high, the
company can arrange to have ex-
tensive audiometry testing. O, if
the plant employes work with
toxic chemicals, the lab director
at Elizabeth Biochemical can
adapt the testing procedure to
search out ' contamination or
infection.

checkups in three days

) |

L. |4

The digitizer rapidly stores timed
volumes and flow rates from the
lung. The colculator automatically
compares measured norms to pre-
dicted norms based on age, sex
and height, for timed forced ex-
pired volume and vital capacity.

Results of the tfests can also
prove beneficial to the company
utilizing the van. If a potentially
hazardous health pattern were
developing at a plant, the screen-
ing results would show the pat-
tern and the hazard could be at-
tacked.

One man's security system:
If 'ya can't beat ‘'em, hire ‘em

LONDON—Store thefts by cus-
tomers are becoming so prevalent
that one businessman has adver-
tised for professional shoplifters
to join his firm and tell him how
he can cut down his trading

At Adams and Porter, we plan business insurance
programs. Since 1907 service-after-the-
premium has become a byword.

Today everybody talks about doing his own
thing. At Adams and Peorter our thing is
to provide a competent business insurance
planning service at the lowest possible

cost 10 you.

One of the ways we provide experienced
service is through our Claims Department.
If damage does occur, this department

is staffed with knowledgeable professionals
who can process your claim fast.

Servicing what we sell is a must at Adams and
Porter. If you're not receiving the attention you
want, give an Adams and Porter account
executive a call and let him take care of your
business the way you think it ought to be.

Adams & Porter

Houston: Cotlon Exchange Bidg. (713) 227-5181
Mew York: 30 Church St. (212) 349-5900
Also in Los Angeles and San Francisco,

ice

&l

losses.

He got almost 100 applicants,
including a 75-year-old man who
claimed he had been convicted
for theft scores of times in the
past 50 years, but was now re-
formed from crime,

Petty pilfering is now reckoned
to be costing supermarkets and
small-town shops in Britain more
than $600 million a year. Much of
it is put down to enthusiastic am-
ateurs, such as local housewives
who steal consumer goods worth
a dollar or so for the fun of out-
witting store detectives.

BUT HEAVY losses are also
caused by employes in big stores
who think it is part of their
“rights” to take part in petty pil-
fering from their employers
Hence, the ingenious approach by
the businessman who felt that ex-
pert advice by retired criminals
might help him to track down
weaknesses in his security set-up.

But this is only one of the meas-
ures adopted by big firms to cut
their trading losses. Television
cameras and one-way mirrors are
the most popular security devices,
Psychologists blame the shop-lift-
ing menace on eye-catching sales
displays and other advertising
gimmicks, which lure people into
stores and give them an impulse
to acquire goods. So they do it by
theft if they cannot afford to buy.

Serious warning for the future
was given by Prof. Michael Ban-
ton, a sociology expert from Bris-
tol University, who told a nation-
al congress: “Many workpeople
seem to accept a certain level of
theft as one of the perquisites of
their job, and this outlook gains
hold in the sphere of people's
lives. It will spread to others if it
is not checked, for employers of-
ten close their eyes to petty thefts
as it will cause ineconvenience to
prosecufe over them.”

He instanced a business firm
that employved a security expert
to check thefts from its stock-
rooms. When he found workpeo-
ple were taking goods away se-
cretly in their autos, he moved
the parking lot. The workers
went on strike in protest and the
firm sacked the security man
rather than interfere again with

production, ]

For example, one plant's results
showed audiometry (hearing) ab-
normalities in over 40 percent of
the workers tested. The plant has
since stepped up its hearing pro-
tection program. Similarly, the
tests at Vineland showed that
40.8% of the eraployes tested suf-
fered from faulty wvision, includ-
ing those tested while wearing
their own glasses or contact len-
ses.

The price, according to a
spokesman for Warner-Lambert,
is “$30 per person. The same tests,
if you were to have them done on
your own, wottld cost somewhere
in the neighborhood of $85 or
$100.”

The. test prcgram at the Ow-
ens-Illinois plant was preceded
by a promotion program. Em-
ployes were sent two letters, four
and five weeks before the wvan
arrived. The first letter was sent
with a booklet explaining the ele-
ments of the program. The second
letter was accompanied by a reg-
istration form. Posters showing
the wvan’s interior were also
placed in the plant.

The Vineland test was not the
only one, however. Alfred Rei-
chart, manager of multi-phasic
services at  Warner-Lambert,
pointed out, *“During the first
quarter of 19%1, we screened as
many people as during all of
1970. Since we began the Health
Care-A-Van ojeration on a pilot
basis in June, 1970, we have
screened rougialy 7,200 to 7,300
-people. 2,000 of those were
screened in a seven-plant out in
Rhode Island.”

Though a d=cision has not yet
been reached regarding the ex-

pansion of the program, Warmmer-
Lambert officials feel that the
mobile unit should have wide ap-
plication in health departments,
the military educational institu-
tions, private industry and labor
unions. (]
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This man is rebuilding
his marine engine
with company parts.

Ingenious thieves working inside a plant have
devised some interesting ways of smuggling val-
uab.e parts, tools and merchandise out for them-
selves. The old “throw-it-in-the-trash-and-pick-
it-up-later” trick, for example.

Burns International Security Services has
trained its professional guards to watch for all
these dodges —and to stop them. It's a fact that
professional security can substant:ially cut parts,
products and materials “shrinkage’ caused by
employees. A Burns guard with his professional
training, smart appearance and objectivity can
be more effective than a *‘company’ guard. And

i

what's equally impor-tant, he costs vou lsss, ro0.

See for yourself, without cost or obligation. We’ll
be happy to make a security analysis at your plant
and suggest professional security prccedures.
Whether it involves guards or the most sophisti-
cated electronic devices, we can provide it. Write
for free booklet to Mr. Ashley W. Burner, Burns
International Security Services, Inc., Briarcliff
Manor, N.Y. 10510.

(Y[ ¢
In today’s world, security is Burns. “I"““b
Burnsinternational

Security Services,Inc.




business insurance, September 13, 1971/47

business insurance/ perspective

Here's what risk men face when it
comes (o mass-marketing programs

by lon M. Kirkbride,
Marsh-& Mclennan Inc.,
Philadelphia, Pa.

HERE IS AN INDULGENCE of the
imagination that will illustrate what
corporate management (risk and employe
benefits management in particular) is fac-
ing today in atlempting to formulate any
position on “mass” or “consumer group”’
marketing programs: -

Let's pretend that we have just been
told about a new government report. We
learn that the report (prepared for the
Labor department by the CIA, Army In-
telligence Civilian Surveillance, Time-Life
Inc. and Playboy) is titled the “United
States Government Investigation of the
Mass-marketing Evolution USGIMME—or
simply ‘“us-gimme”—more commonly re-
ferred to as the “gimme” report. (We
learn further that the Labor department
subcommittee that prepared -the report in-
cluded Ebenezar Scrooge, Shylock, John L.
Lewis and Don Quixote, and was chaired
by Humpty Dumpty-—more commeonly re-
ferred to as the “gimme” committee.)

The stated purpose of the “gimme” com-
mittee’'s work was “to make a determina-
tion of the feasibility of mass marketing as
a means of satisfaction for the public in
insurance purchase problem areas.” We
suspect, however, that the real purpcse of
this work is to provide any politician run-
ning for any office with enough ammuni-
tion to get elected.

WHY HAS MY IMAGINATION hit
upon a “government” report (and the La-
bor department, at ‘that)? Why did the
committee’s report title come up GIMME?
How do politics sneak in? I can only
assume that my mind (and even my sense
of humor) is tempered by my conscious
theught on the very real and serious con-
siderations of what’s happening today in
everyone’s mind concerning consumer
group (or mass) marketing of insurance.
My observation of the consensus view has
led me to the “GIMME theory” conclusion
that I have treated humorously here. But
the facts (and their implications) are seri-
ous indeed, and are worthy of the particu-
lar attention of American Society of In-
surance Management members because
what is happening will involve corporate
risk management, and employe benefits
management, to as great an extent as any
other sector of American business.

On Feb. 24, 1971, four new bills were
intfroduced into the U.S. Senate by Sen.
Philip A. Hart and Sen. Warren Magnu-
son. I now gquote Sen. Hart from the Con-
gressional Record-Senate, that day: ** . . .
today I come before congress as a suppli-
cant. My plea is for a commitment fo
reform the auto liability insurance sys-
tem.”

The first of these four bills is described
in the Congressional Record as ‘‘firs: par-
ty, no-fault system.” Sen. Hart’s no-fault
auto plan would preserve tort liability “in
cases of catastrophic harm,” which is de-
fined in the bill as “permanent and total
disability, permanent and partial disability
of 709 or more and permanent, severe
and irreparable disfigurement.” The insur-
ance will cover the insured, occupants of
his car or pedestrians injured by his car
for personal injury only (no property
damage) on a first-party, direct pay basis.

There is provision for exemption from
tort liability in all cases except for cata-
strophic harm. In that case recovery for
economic loss is available in excess of the
provisions of the bill, The coverage would

‘So there we have just what it's all about—group no-fault
avto insurance as an employe benefit, federally regulated.’

be compulsory for all car owners with
criminal penalties for failure to maintain
insurance. Companies eannot refuse to sell
to qualified people (those with a wvalid
driver’s license) nor can they cancel or
refuse to renew once the policy is in force.
An assigned claims plan would take care
of hit and run wvictims. The policy must
also contain an optional liability cover for
catastrophic harm coverage with minimum
limits available of $50,000 per person and
$300,000 per accident. There are no limits
on coverage for medical; rehabilitation ex-
penses or “other losses” (such as house-
keepers and baby sitters) but earnings loss
is limited to 85% of earnings or $1,000 per
month (whichever is less) up to 30 months
or a $30,000 maximum.

A VERY INTERESTING aspect of the
bill is that subrogation is allowed to the
insurer of an “ordinary passenger vehicle”

if involved with a “larger than ordinary”
vehicle, In other words, the “larger” vehi-
cles will pay a percentage of the loss .of
those people in “ordinary passenger” ecars.

The other three bills that Sen. Hart intro-
duced simultaniously with his auto no-
fault bill are significant. I again quote
from the Congressional Record: “The re-
maining three bills I introduce today
would clear the way for lowering insur-
ance costs without lessening total compen-
sation. These bills are aimed to encourag-
ing the sale of group auto insurance poli-
cies—conservatively estimated to bring
down premiums by 15%.

“The first would overturn laws and
regulations in the thirty five (35) States
which now prohibit the sale of group auto
policies. The second would give the same
beneficial tax treatment to employers’
contributions now given to similar contri-
butions to accident and health premiums.

“The third would clear the road for
labor groups to bargain for group auto
policy contributions as a fringe benefit—
which, naturally, would lower consumer
costs for this insurance further.”

So there we have (guite clearly, 1
think) just what it's all about—group no-
favlt auto insurance as an employe bene-
fit, and federally regulated. And, Sen.
Hart is not kidding.

WHAT HAS ALL OF THIS to do with
consumer-group marketing and the corpo-
rate risk manager, and ASIM in particu-
lar?

In April, 1969, Ken Huston had just
stepped down as national president of
ASIM. I had organized a one-day CPCU
clinic in Philadelphia entitled “The Con-
sumer, Government and Insurance.” I
asked him to address the clinic on the
topic “Problems of the Corporate Buyer of
Insurance.” In his thought-provoking (and
well presented) paper, he said: “One of
the most perplexing battles faced by the
insurance buyer is his governing power or
legislative guidelines. The Federal govern-
ment is constantly alerted to inequities

Continued on following page

Applying behavioral science
fo the corporate safety effort

by Thomas G. Briggin,

Consultant, Risk Management Department
Ebasco Services Inc.,

San Francisco, Cal.

Thomas G. Briggin

SUBSTANTIAL EFFORT has been ex-

erted over the past several decades to
reduce industrial accidents. However
strong this effort has been and however
strong the convictions of those expending
such effort, it has for the most part been
designed around classic loss control activi-
ties. This etfort has, with few exceptions,
included wunrealistic measurement pro-
grams for evaluating accident experience,
inspections of facilities, publications and

‘Most traditional measurements are not sensitive or accurate
enough for serious appraisal of employe performance.’

distribution of newsletters. Today, many
corporations are still using only these
techniques—disciplines developed 10 or
more years ago. Yet in spite of the exten-
sive use of these techniques, results still
are not satisfactory. Disabling injury fre-
quency continues to show an upward
trend. Perhaps the greatest disappoint-
ment observed today is that currently rec-
ognized practices of successful manage-
ment, including the application of behav-
ioral theory and concepts, are practically
nonexistent in the safety effort of many
corporations.

While it is recognized that the problems
of loss prevention are many, it does not
necessarily follow that these problems
must be approached from every way pos-
sible. Only too frequently consultants ob-
serve the drastic problem of overstaffing
or program over-kill in major corpora-
tions. Companies essentially employ every
conceivable method of attacking the acci-
dent and loss problem. Eventually one
arrives at the realization that they are
performing functions which have not
proven to be effeetive. It becomes obvious
that the benefit derived from the eifect is
not sufficient to justify the cost of many

program activities.

In the design of a loss prevention pro-
gram, one of the needed elements is meas-
urement tools that will indicate experi-
ence so that a company has a means of
approximating performance. However,
most traditional measurements are not
sensitive or accurate enough for serious
appraisal of employe performance. The
Z16. 1 Code used for recording and meas-
uring work injury experience has been the
most widely recognized guide for uniform
evaluation of performance. This code was
designed to measure experience on a
broad naticnal basis and it serves this
purpose reasonably well. Through the
years, practitioners have adopted the stand-
ard to reflect individual plant perform-
ance and for this purpose it is grossly
inadequate. Before offering a workable
measurement tool, it might be well to
briefly review some concepts of behavioral
theory and the environment,

WHILE BEHAVIORAL psychologists
have been studying the work environment
and employe attitudes for years, only re-
cently, and on infrequent occasions, have

Continued on following page
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and irregularities by which gaps exist in
state insurance programs. This gives rise
to accelerated legislation within the states
to fill voids and to counter any attempts at
federal intervention.”

He further said: “Insurance legislation is
difficult only following its enactment, sel-
dom in the proposed stage. Therefore, the
insurance manager should be alert to pro-
posed bills, be acquainted with his legisla-
tors and have a ground level rapport with
his commissioners of insurance to protect
the right to buy that commodity best for
his company

Perhaps we can agree with Mr. Huston
that an alert buyer does have some degree
of control over his own company’s insur-
ance destiny, and that an informed and
concerted effort will produce the desired
results.

At that same clinic, another of the
speakers was Dean Sharp, then assistant
counsel for the Senate antitrust and mo-
nopoly subcommittee, who said: “I’'m sure
that you need not be reminded that in our
impersonal and institutionalized society
the individual consumer is pitted against
powerful vested interests. It is with these

interests that he must match wits in the
marketplace daily. It is necessary that his
interests be fully represented anc protect-
ed. In our free and open society, his repre-
sentatives—political bodies, news media,
and concerned individuals (like Ralph Na-
der)—act as countervailing forces.”

THERE IS NO QUESTION in my mind

“that if the ASIM is to be an effective,

countervailing force in the insurance mar-
ketplace it must act positively, boldly and
decisively in squarely facing the issues of

e It is as sound as any existing mar-
keting method but, in addition, it has im-
portant advantages not enjoyed by indi-
vidual marketing techniques.

e It is not only practical and desirable
but it is urgently needed to help solve
many of the problems facing the insur-
ance-buying public.

e It is now in strong demand by em-
ployes, employers, unions and other con-
sumer groups, and the demand is going to
grow much stronger in the future.

The objections to mass marketing do not

‘. . . an alert buyer does have some degree of control

over his own company’s insurance destiny . ...’

no-fault auto, group casualty insurance
and federal regulation.

Let’s tie these remarks a liitle more
closely to mass marketing. Although called
by many names, and taking many forms,
the essence of the approach is the satisfac-
tion of a common insurance need by a
more direct and more economical method
than those now generally employed. I can
summarize my views on consumer group
(mass) marketing quickly:

e It is practical and desirable from the
public’s point of view.

corae from the consumer. He seems firmly
cor.vinced that the advantages of cost re-
duction, increased perscnal service, safety
encouragement, broader coverage and con-
venience far outweigh the disadvantages
alleged (ie., unfair rate discrimination,
threats to state regulation and destruction
of the independent agency system).

S0 what does all of this mean to the
corporate buyer of insurance? In my view
it is not so much the acceptance of the
inevitability of consumex’ group insurance
programs as a fact of life, but rather the

need to act now to help formulate compa-
ny policy and position that will lead to the
best possible working relationship between
management and labor and provide a sol-
ution taat will be of the greatest benefit to
everyone.

To reinforce my view on the inevitabili-
ty of mass marketng, let me quote Dr.
Herbert S. Denenberg, perhaps the coun-
try’s outstanding insurance scholar, and
presently insurance commissioner of
Pennsylvania: “Consumerism is emerging
as the overriding factor propelling insur-
ance regulation to alter its basic objectives
and its manner of operation. Insurance
commissioners are responding not only
with new rhetoric but more and more with
new administrative and legislative ap-
proaches.”

In the March 15, 1971, edition of Busi-
ness Insurance a front page article asks:
“Mass marketing: How fast will it catch
on?”’—significantly, not if but when.

Whether we wish to think humorously
about a “GIMME" committee or a “gimme”
report on whether we give serious thought
to currently pending federal and state legis-
lation, we must accept the fact of consumer
group insurance programs dominating our
activities in the insurance community in
the months and years immediately ahead.
How the buyers, sellers and regulators ap-
ply themselves to the monumental task of
reforming an admittedly “sick™ situation
will only be judged in history. L]

Applying...

Continued from preceding page

attempts been made to apply their con-
cepts and theories to industrial loss pre-
vention. While corporations have been
spending considerable sums of money on
management training programs, problem
solving and decision-making designs, and
participation training, very little effort has
been given to adapting these tools to the
measurement and control of accidents.
Perhaps, also, many individuals who are
directly responsible for accident preven-
tion and control are unfamiliar with these
management devices and, therefore, are
unable to “push” for application of these
tools to their particular problem areas.

Behavioral theorists such as Frederick
Herzberg, Rensis Likert, Chris Argysis,
and Abraham Maslow have shown
through significant research that the envi-
ronment and the satisfying of real motiva-
tors, not “hygienic” factors, zre the keys to
employe goodwill. By the term “goodwill,”
we mean the establishment of a work
environment that acknowledges the moti-
vational needs of the worker, including
recognition, responsibility and achieve-
ment. One recent study conducted by our
firm showed in dramatic fashion the high
correlation between goodwill and safety
effort. When goodwill (i.e., favorable envi-
ronmental condition) increases, accidents
decrease. Closely allied with this inverse
correlation was the substantiated evidence
that when the work environment is poor,
absenteeism and turnover rates increase,
the accident rate correspondingly in-
creases.

These correlations would appear in part
to wvalidate a premise that good saféty
results are firmly allied to the degree of
participation an employe has in a loss
prevention program. How can effective
participation be obtained? It can be ob-
tained by holding highly participatory
safety training talks, by actively soliciting
safety suggestions and taking immediate
corrective action on all sugzgestions that
are judged to be practical, and following
up by voluntarily informing the employes
of the status of such proposals or sugges-
tions; and if the results of the safety effort
are satisfactory, by seeing that this
achievement is reflected in significant re-
wards—rewards that the employe feels are

- worthy of receiving. *

It is acknowledged that good safety re-

cords result from continuous training pro-

grams for employes. However, when there
is continuous training and the safety per-
formance remains poor, it can usually be
attributed to lack of true support, lack of
adequate input—visuals and techniques—
and lack of adequately skilled trainers. It
is doubtful that a continucus training pro-
gram will meet with much success unless
there exists a supportive attitude on the
part of management and the program de-
sign appears motivationally satisfying to

second is continuous and automatic feed-
back of corrective action to change inade-
quate experience. When measurement cri-
teria used are not significant indicators of
performance, it becomes imperative that
a company develop a procedure for meas-
uring performance which will open up &
new avenue for employes to obtain recog-
nition for producing good results. They
will receive censure only when their expe-
rier.ce is significantly pocr.

‘One recent study showed in dramatic fashion the high
correlation between goodwill and safety effort.’

the worker. An essential element to the
success of a training program is that group
decision efforts are used to determine
what the goals of the program will be and
when they will be accomplished.

TO RETURN TO THE AREA of meas-
urement, it is evident that it is not satis-
factory to assess loss experience alone.
There must be an implicit controller that
will supply two wvital needs. The first is
continuous and automatic comparison of
some behavioral characteristics of the pro-
gram with an established standard. The

It is realized that formulating and exe-
cuting this type of measurement program
may not be simple. Information must be
produced which will be accurate and ac-
ceplable within defined limits. An in-
depsh study should be made of the past
experience of each major location division,
and the company itself. Deviations should
be determined and means established. Ob-
viously it may be necessary to use elec-
tronic data processing in order to make
this economical, accurate, and capable of
providing results within a minimum time
limit.

After mean performance is determined
for each location, control levels should be
established. These control levels can be
decided from a review of past experience.
They will ultimately become decision-
making parameters and their location will
largely be influenced by the weight of the
proposed decision that will be taken if the
given units exceed their parameters. Ulti-
mately a company should not offer recog-
nition unless it is reasonably certain that
the improved performance is exceptional,
Conversely, a company should take defi-
nite action when it is indicated that per-
formance has significantly deteriorated.

If a company properly designs the pro-
gram and uses good communications in
introducing it, it will be welcomed by
those whose sincere intent is to do a good
job. Such employes will clearly see an
opportunity to demonstrate achievement
and obtain their deserved recognition
through the ability to control loss. L

Thomas G. Briggin is a consultant in the
risk management department of Ebasco
Services Inc., a general management con-
sulting firm. Mr. Briggin holds a B. A.
degree from Rutgers University, and a
M.B.A. degree from Columbia University.
He is clso a member of the American
Society of Insurance Management, Nation-
al Fire Protection Assn. and National
Safety IManagement Society.

Risk management notes

Don’t leave

prepared by Warren, McVeigh & Assoc.,
risk management consultants,
San Francisco—Llos Angeles, Cal.

E RECENTLY REVIEWED an um-
U v brella liability policy covering a major
insurance company that excluded liability
arising out of the insured’s own report ex-
amination or engineering or inspection
service. Without such protection, there is
a serious question as to how actively the
insured (insurance company) will carry
out loss prevention functions. Ever since
tht Nelson case, in which an insurance com-
pany was held liable because a safety in-
spector did not discover an elevator cable
defect, insurers have been extremely wary
of doing anything that might expose them

fire safety to insurer

to such suits. Their recommendation re-
ports generally have a disclaimer to the
effact that they do not pretend to make a
coraplete or professional analysis of the
subject.

This understandable conservatism on
the part of insurers brings out an impor-
tant message for their insureds. As stated
by the National Fire Protection Assn. in
its pamphlet number six, “It is fundamen-
tal that no outside agency, such as an
insarance company, should be depended
upon to provide all of the planning and to
make all of the decisions on fire loss
prevention. Loss prevention is one phase
of plant or multiplant management and
shculd be treated as such.” This might be
further amplified to state that loss preven-
tion decisions must be made by manage-

ment, but on the basis of complete analy-
sis of all pertinent factors. The analysis
submitted by insurance company employes
should be recognized as being influenced
by their desire to aveid any position that
could be interpreted as anything short of
complete protection.

In short, they tend to overdesign, be-
cause the money they are recommending
be spent is not their own but prctects their
own.

Corporate management, on the other
hand, is continually making decisions based
on complete cost-value analysis, conscious-
ly assuming well considered risks. This re-
sponsibility cannot be delegated to an out-
side party, such as an insurer, as is often
done when projects are designed “subject
to ABC approval.” [



A Creeping Doubt is enough to keep o
any company from self-insuring. Even
ones that should.

All you have to do is think about self-insurance. t P
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With answers from a business insurance expert. CNA.

If you're thinking about self-insurance, we'll help you
clarify your ideas.

By working with you to decide the services you'll need,
we can help you identify your problems and opportunities.

CNA is the insurance company with the guts to halt the
Creeping Doubit.

But he's just one of the ways insurance can lag behind
your business.

And just one of the Insurance Lags we can help you beat.

Contact your CNA agent. Or write us.
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QU Ulbo Litod oWl Wi, DTPLCILIIDLL  4Ad,y

A 1 4

Giles . ..

Continued from page 20
a recovery because of simple neg-
ligence alone, However, this may
not be followed in other jurisdic-
tions. (Miss. Sup. Ct., Daniels
v. Adkins Protective Service,
5/10/71.)
* * *®

IF YOU DIE of a heart attack
while changing a tire, are you
covered by a group accident poli-
cy? The beneficiary of a group

When
.are two
insurance

policies
better than

? In Texas,
one often! Many
* companies
have found that placing Texas
Workmen's Compensation sep-
arate from national programs
can reap handsome savirgs. Last
year over $10,000,000 was re-
turned to policyholders.

Will it work for your company?

There's only one way to find
out. Give us a call.

meuemn TEMNAS EMPLOYERS!
INsuRance
ASSsOCciIaTion
@ P. O. Box 2759
Dallas, Texas 75221

Employers Insurance of Texas:

Texas Employers’ Insurance Assn.
Employers National Insurance Co.
Employers Casualty Co.

Employers National Life Insurance Co.

‘accident insurance policy brought
the action to recover the proceeds
of the policy. While on a business
trip, the insured died of a heart
attack as he was changing a flat
tire.

The policy provided coverage
when the insured was traveling
on authorized business.trips
against “loss resulting directly
and independently of all other
causes from accidental bodily in-
jury.” The policy excluded cover-
age if the loss resulted directly or
indirectly from sickness or dis-
ease. The master policy was
signed and executed in the state
of New York. A certificate of the
policy was delivered to the in-
sured in New Mexico.

The question was whether the
insured’s death resulted from ac-
cidental bodily injury within the
meaning of the policy, or whether
the death resulted from sickness
or disease within the exclusion
clause in the policy. Which law
should be applied—New York law
or the law of New Mexico? The
trial court said New York law
applied and the cause of the
death was not within the scope of
the policy. The appellate court
said the law of the place where
the contract was made should ap-
ply. Therefore the law of New
York applied and the death was
not covered by the policy. (Pound
v. Insurance Co. of North Ameri-
ca, US. Court of Appeals 10th
Cire., 3/19/71.)

® *® *

WHAT IS THE “unusual
pathological result doctrine’” in
workmen'’s compensation law?
Generally speaking this doctrine
permits recovery by an employe

when there is accidzntal injury to
the employe while doirg his reg-
ular work without unusual exer-
tion. whereby some internal or-
gan of his body is damaged,
which was not affected hy any
pre-existing disease.

In a recent case in Pennsylvan-
ia, this doctrine was held not
applicable, since the hospital rec-
ord o2 the deceased emplove dis-
closec. a statement by the em-
ploye that he had experienced
chest pains for almost two years
prior to the date of his death,
whick statement was confirmed
by the autopsy report. Here, the
deceased employe was hired as a
salesman. The emp.oye's job en-
tailed traveling in an automobile
to the customers of the employer
to sell bottled and cenned foods.

On Feb. 19, 1964, the decedent
left for work in good spirits and
without any apparent iilness, but
returred home at ncon, complain-
ing of pains in his chest. Cn the
same date he was taken to the
hospital where he dizd on Feb. 20.
(Scan<ella v. Salerno Importing
Co., 275 t. 2nd 907, 4/13/71.)

* * =

THE TEXAS supreme court,
overruling a prior decision, has
held that it is no lor.ger necessary
in Texas for an insured, suing his
former liability insurer for al-
leged negligence for failure to
settle a claim resulting in a judg-
ment against the insured in ex-
cess of policy limits, to have pre-
paid the judgmeni{. The court
ruled that the insured’s cause ac-
crues on the date that the excess
judgment becomes final and that
the stztute of limitations begins to
run from that date (Hernandez v.

Marine coverage

can be triCKY You just don’t order it out of the
rate book. Coverage recommendations, to be practical, always
required wide experience, and today thev must also be
imaginative. As a leading marine underwriter we specialize in
helping to solve the increasingly complex marine problems of
your multinational clients. So when you need a quick answer

_right on target, contact us.

TALBOT, BIRD & CO., INC.

Marine Underwriters and Managers

156 WILLIAM STREET, NEW YORK, N.Y. 10038
A Subsidiary of (SmaNp Corporation

Great American Ins. Co. of New
York, 2/24/71, 461 S. W 2nd 91.)

* * *

IF YOU OWN a restaurant, you
may be faced with this question:
Is a “parkway authority” protect-
ed by sovereign immunity? The
appellant was the proprietor of
the Oak Beach Inn, an apparently
too successful young adult night
spot located at Oak Beach.

On April 4, 1970, he was ad-
vised by the chief engineer and
general manager of both the com-
mission and the authority that the
parking lot adjacent to the prem-
ises of the inn had too many peo-
ple in it. The chief engineer stat-
ed that as a preventive measure
for the future, the Long Island
state parkway police would see to
it that only a reasonable number
of cars would be permitted to
park adjacent to the inn. Begin-
ning on April 4 the parkway po-
lice instituted the following ac-
tions: The police used between 5
and 7 police cars with red lights

HEW picks
malpractice
study group

WASHINGTON—Health, Edu-
cation and Welfare Sec. Elliot L.
Richardson has announced creation
of an 18-member commission on
medical malpractice to probe the
“entire range of problems” asso-
ciated with medical malpractice
claims against health care provid-
ers and institutions.

Sec. Richardson said the com-
mission will try to pinpoint “the

fundamental causes behind the ris-

ing number of malpractice claims
and their effects on the health
care system, the legal system, the
insurance industry and the general
public.”

A series of public hearings is
being scheduled out of which the
commission will compile a report
with recommendations for HEW.=

Electric...

Continued from page 16

tions are selling both time and
services in an effort to turn these
expensive operations into viable
commodities earning reasonable
profits. This move is producing
income dollars, but it is also add-
ing risks to doing business that
have not been seriously consid-
ered. Brownouts are here, and are
here to stay. Summer is tradition-
ally the time for them, and the
electric men are content to let
that myth persist. They take ex-
treme care not to mention the
thousands of miles of wire pulled
down each year by winter's ice
and snow.

Nor are the miracles of the
atomic age—the nuclear power
plants—going to bridge the ever-
widening gap of electrical need
and demand. Most experts agree
they have come too late and too
few. Coal is scarce and is going to
be scarcer as the mines blame the
government and the ecology-
minded for “air pollution control
requirements beyond the reach of
current technology.”

Natural gas provides no fuel
salvation for the electric indus-
try. The gas companies are low,
blaming their state on the gov-
ernment’s pricing structure,
which prohibits them, they say,
from exploring for new, rich sites.

There may be no wisened old
bookkeepers sitting in candlelight
next to what once were working
computers, but the risk manager
must remember that the electri-
cally powered computer can add
risks to his operations that he
might not have seen—because the
lights were still too bright. (]

flashing to bar the exit from the
Jones Beach parkway, which
leads ultimately to the inn and
adjacent parking lot, and thereby
cut off virtually all surface vehic-
ular access to the inn via the
parkway; personnel at the toll
booths on each of the parkways
feeding into the Jones Beach
parkway enroute to the inn told
potential patrons that the inn was
closed and that no purpose would
be served by continuing on, as
they would be unable to get into
the inn.

Notwithstanding this advice,
several persons went to the inn
where they were confronted at
the parking lot adjacent to the
inn by the parkway police, whose
cars with the red lights flashing
blocked the entrance to the lot.
The police advised them that the
lot was temporarily full—when,
in fact, it was only half full—and
if the patrons did not move on,
they would be ticketed.

When the commission was sued,
it pleaded sovereign immunity.

The court said that the defense
of sovereign immunity on the
part of Jones Beach Parkway Au-
thority was not tenable. As a
matter of federal law this New
York public benefit corporation is
not an “alter ego” of the state of
New York. Accordingly, the court
held that a cause of action would
lie. (CA2-Matherson v. Long
Island State Park Commission
5/5/71.)

IF YOU OWN a department
store and your security officer
makes a false call of danger to
the police, and a policeman riding
as a passenger in the responding
police car, is injured in a traffic
collision, is your store liable? You
say “no,” I would guess. But the
court said “yes.” It is an interest-
ing situation.

The plaintiff, the police officer,
sued the department store and
the car owner who collided with
the police car. The supreme court
of Kings County noted that the
security officer of the department
store wilfully and wrongfully re-
ported to the police that four pa-
trolmen were being beaten at the
department store. The opinion
notes that there is no precedent
for this case but the action of the
security officer was sufficient to
permit the inference that the al-
leged misconduct of the defend-
ant security officer was in appar-
ent furtherance of his employer’s
business and was an intentional
and wilful tort. The resulting ac-
cident and injury was legally
foreseeable,

The complaint stated a cause of
action against the defendant se-
curity officer and the department
store employer. The court said
not every casual response, not
every idle word, however damag-
ing the result, gives rise to a
cause of action. Liability in such
cases arises only when there is a
duty, if one speaks at all, to give
the correct information. There
must be knowledge or its equiva-
lent that the information is de-
sired for a serious purpose; that
he to whom it is given intends to
rely and act upon it; that, if false
or erroneous, he will, because of it,
be injured in person or property.
(Daas v Pearson, 319 N.Y. Supp.
2nd 537.) L]

Public pension unit

Washington Gov. Daniel J. Ev-
ans has reappointed five persons
to the state public pension com-
mission. Named to two-year
terms were Anson H. Blaker, an
executive for Boeing Co.; Burle
D. Bramhall, financial consultant
with Bramhall & Stein; Percy
Lockitch, certified public ac-
countant; Richard B. Wyman, an
executive with Safeco Insurance
Co.; and G. Eldon Marshall, su-
pervisor for the city of Olympia.
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New data may bring a review of
proposal for truck and trailor guards

WASHINGTON—The Depart-
ment of Transportation says it's
“not being passive” about the
controversy developing around
information—or the lack of it—
that resulted in shelving a pro-
posed rule to protect motorists
from ‘“under-ride” accidents with
trucks.

“There's a chance it will be
reconsidered if we get new data,”
said a spokesman for the depart-
ment's national highway traffic
safety administration.

The administration shelved the
proposed rule, requiring ftrucks
and trailers to have rear guards
18 inches above the ground, stat-
ing that data indicated the cost of
the guards would have been too
much for the number of lives
saved annually. About 50 to 100
lives might be saved “at an annu-
al cost to the consumer of ap-
proximately $500 million,” said
the administration.

Investment
measure
considered

HARRISBURG, Pa—The
Pennsylvania senate has ap-
proved legislation that would per-
mit the investment of the assets
of the State Public School Em-
ployes Retirement Fund in pre-
ferred or common stock of do-
mestic corporations.

The proposal was sent to the
house for further action.

With the exception of the stock
of banks or insurance companies,
the stock must be listed or traded
on the New York Stock Exchange
or on an exchange approved by
the state banking secretary.

THE BILL provides that no
more than 25% of the assets of
the fund may be invested in com-
mon stock. A limit of 5% of the
assets of the fund is placed on
investment in common stock in
any one year.

No more than 2% of the fund
assets can be invested in a single
stock, and no more than 5% of a
company’s issued and outstanding
stock can be held by the retire-
ment fund.

The bill would prevent a sit-
uation where a change in the
value of stock would force sale
because maximum percentages
are exceeded.

Any reinvestment of funds re-
alized from the szle or transfer of
common stock is not subject to
the percentage limitations. ]

School bus standard

Maryland has become the first
state in the nation to adopt a safe-
ty standard aimed at strengthen-
ing the structures of school buses.
The National Transportation Safe-
ty Board said that the structures
are unsafe because they break
apart into sharp edges that act
like “cookie cutters” in crashes.

New AIRCO chief

M. R. Greenburg, president and
chief executive officer of the
American International Group
Inc. (AIG), has been elected
chairman of the board of Ameri-
can International Reinsurance Co.
by its board of directors. Ameri-
can International Reinsurance
owns 64% of the common stock of
AlIG.

IT SAID THE estimate was
based on information from the
Cornell Aeronautical Laboratory
autormnotive crash injury program,
the University of Michigan’s
highway safety research institute,
the National Safety Council and
the Transportation department’s
bureau of motor carrier safety.

The decision was agreeable to
organized truckers and truck
manufacturers but came in for
severe criticism from the Insur-
ance Institute for Highway Safe-
ty, which compared it to ignoring
dangerous roadside “booby traps”
such as non-yielding light and

sign poles and spear-ended guard-
rails.

Moreover, said an institute offi-
cial, the information on which it
was based ‘“was, if not spurious,
then invented. It came off the top
of somebody’s head.”

He said a main point the traffic
safety administration failed to
consider was the cost “to the
public and insurance companies”
of fatalities and injuries from ac-
cidents in which passenger cars
under-ride rear-ends of trucks,

“WITH GUARDS there would
be a savings to insurance compa-

nies, and thus drivers and truck-
ing companies on rates,” he stated.

Touching on the possibility of
further consideration of the rule,
the institute noted that “no truck-
ing group had gone so far as to
ask that the safety administration
completely abandon its rule-mak-
ing efforts.”

Stating that “at this time we
simply weren’t able to establish a
strong enough safety payoff,” the
safety administration contended
that it is “not just waiting for
someone to bring us more infor-
mation on the costs and savings
involved. We're logking for data
ourselves.” The transportation
department’s motor carrier safety
unit, which keeps track of truck
accidents and causes, and the
safety administration’s “acecident
investigation teams” were said to
be assisting in the hunt. ]

Certifications awarded

The National Committee for
Motor Fleet Supervisor Training
has announced that five fleet
management men have earned
professional certification ratings
in the areas of safety and driver
training. They are: Joseph P. Ash-
enbrener, safety supervisor,
T.I.ME.-DC Inc., Lubbock, Tex.
—director of safety; Robert D.
Hannigan, director of safety,
Kroblin Transportation Systems,
Waterloo, Towa—director of safe-
ty; Edward R. Ponche, safety di-
rector, The Willett Co., Chicago,
Ill.—director of safety; William
F. Morgan, Woods Industries Inc.,
Oklahoma City, Okla—safety
supervisor; Marvin Fowler, Con-
tinental Safeway Trails Inc.,
Washington, D.C.—driver train-
er.

r

GREAT AMERICAN FIRES NO. 2

Fire consumes the Woonsocket Clipper!

Disaster on the

Pywacket Reef.

In the early morning hours of May
16, 1869, fire of mysterious origin
broke out aboard the Woonsocket
Clipper, as it beat its way down the
treacherous Pywacket coast. Laden
with a cargo of whale blubber, anti-
maccassers and Hungarian Slivevitz,
the wvessel was quickly engulfed in
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 would have recommended a
1,000 Ib. dry chemical hand hoseline
system to protect the deck areas and
cargo holds. We would have seen to it
that first aid hand portable extin-
guishers were strategically located.
Our Foray multi-purpese dry chemi-
cal would have afforded excellent pro-
tection for the whale blubber and 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
system.

Deleterious Effects

of Salt Spray.

Moreover, we d have made sure
that all equipment was epoxy coated
and equipped with special fittings so

that it remained operable in the cor-
rosive salt 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 of 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. .l
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Highlands offers cover
for offshore oil industry

HOUSTON—Highlands Insur-
ance Co. is now providing world-
wide umbrella and excess liabili-
ty coverage for the offshore oil
industry. It now offers up to $5
million ecapacity coverage off-
shore, plus the usual umbrella
and excess coverage for the
land-oriented risk.

The limit for onshore coverage
is also $5 million.

“This is much-needed cover-
age,” a Highlands spokesman
said. “The domestic insurance in-
dustry has shown little inclination
to provide umbrellas and excesses
for the offshore oil industry.
Highlands has been providing
primary insurance for the off-

shore industry for quite scme
time and the provisions of um-
brella and excess liability round
out our facilities for insuring the
offshore oil industry casualty
risks.” This type coverage has
formerly been available, with few
exceptions, only in the London
insurance market, he added.
Highlands believes it is one of

_ the largest casualty insurance

writers of offshcre coverage for
the oil industry.

Business Insurance was tcld
that Highlands’ clients include
drilling firms and offshore work-
over companies.

The new umbrella and excess
liability coverage for the offshore

oil industry is to cover the entire
market. “It is not confined just to
drilling barges or vessels,” a
spokesman said.

Luther C. Fuqua is assistant vp
and handles this special risks de-
partment. J. A. Terry is the
Houston-based firm's sehior exec
vp and manager. President and
chief executive officer is Herbert
J. Frensely and George R. Brown
is board chairman.

Highlands began operations in
1958 with financial control owned
by Brown & Root Inc. of Houston.
Halliburton Co., a Dallas-based
diversified 0il well engineering
servicing and manufzctuaring com-
pany, acquired Brown & Root, and

. is present owner of Highlands.

Highlands was originally orga-
nized to write workmen’s com-
‘pensation, general and automobile
liability coverages and surety
bonds in behalf of Brown & Root
and its subsidiaries. The original
sponsors are now one of the ac-
counts. ]

Asks Massachusetts
auto premium rebate

BOSTON—Gov. Francis W. Sar-
gent has asked C. Eugene Far-
nam, state insurance commissioner,
to determine the possibility of a
premium rebate for motorists cov-
ered by compulsory liability insur-
ance under the new Massachusetts
no-fault law.

Mr. Farnam has been told to
order the insurance industry to set
aside a special reserve fund from
which the rebates could be paid.

No rebates may be possible,
however, he indicated.

The governor had previously
announcd that the insurance indus-
try, during the first half of this
year, paid out 78% less for li-
ability insurance under no-fault
than during the first half of 1970.

The Governor remarked that a

-When you get used to James,

you’re spoiled for
anyone else...

Insurance Brokers and Consultants Since 1858 J a mes

Fred. S. James & Co., Inc
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« Tucson « Fresno « San Francisco « Portland  Spokane « Seattle « London « International

It has often been said that the most important
investment a business can make is in men with.
creative ability. We at Fred S. James & Co.

practice this awareness.

For example, a competent insurance
brokerage and risk management company
makes available to its clients proved and
measurable techniques—which, when applied
to any phase of their business or industrial
operation, usually result in increased

effectiveness and lower costs.

The ultimate effectiveness, of course, is
determined by people—good people, skilled
people, knowledgeable people, professionals.
As insurance becomes more sophisticated
and discerning, the importance of employing
creative and resourceful people increases.

At James we recognize this fact and prove it in

our day-to-day operation.

That’s why we like to think that when you
get used to James, you're spoiled for

anyone else!

Service through Associates in Major Cities throughout the World

rebate is “legally dubious.” The
law, he said, is unclear and an
insurance industry challenge, via
the courts, is likely. “While the
approach is worth trying,” he add-
ed, “it might be regarded as hav-
ing only limited chance of suc-
cess.” :

At the same time, Gov. Sargent
disclosed filing of state legisla-
tion to enable Mr. Farnam to con-
sider “a windfall” the industry
may get in a year when he com-
putes rates for a following year.
The measure, according to the
governor, would permit review
of results for 1971, for example,
and build into rates for 1972 an
appropriate credit or adjustment
that could lower premium costs.

“If this bill passes,” he said,
“then motorists will share in no-
fault success, even if the rebate
approach fails.” '

Mr. Sargent was pre-empted
by the Democratic legislature; on
a 216-2 roll call, the state house
passed and sent to the state sen-
ate a bill to do virtually the same
thing as the governor’s proposal.

The governor is also urging ex-
tension of no-fault concept to pro-
perty damage coverage. [ ]

Lloyd's...

Continued from page 1

we have had a very large in-
crease in applications for mem-
bership, and I have every confi-
dence that an increase in capacity
is in the hands of responsible un-
derwriters who will maintain our
reputation for initiative and
skill.”

THE FIGURES cover the year
1968, which, under the three-year
accounting system wused by
Lloyd’s, finally closed its books
{or its claims-to-premium ratio
operations on Dec. 31, 1970. On a
premium income in 1968 of $1.6
billion there was a profit balance
in the end of $85 million. This
compared with losses the previous
three years of 1965, $90 million,
1966, $45 million, and 1967, $4
million.

Peter Foden-Pattinson, who
heads the Non-Marine Under-
writers Assn. at Lloyd’s, told
Business Insurance:

“This firm reversal of the last
few years shows the start of an
era of increased profitability in
this section of the market. The
1969 and 1970 accounts look at
the moment like being even bet-
ter, in spite of claims like those
from Hurricane Celia.”

C. D. D. Gilmour, Aviation Un-
derwriters’ chairman, supports
this forecast, with loss ratios for
1969 and 1970 in aviation better
than the two previous years, so
far. Premium income for aviation
market risks in the technical “first
year” of the 1970 account was
$100 million, a big hike from $60
million for the relative period of
the 1968 account. But it looks as
if this plateau is now beginning
to level off.

Mr. Gilmour said: “Growing
competition for business in the
aviation market, with consequent
pressure on rates, seems likely to
increase. It is exacerbated by the
airlines’ current lack of profita-
bility owing to worldwide over-
seating capacity.”

Henry Chester, who heads the
marine market, repeated his
views that there has to be at least
a 12% to 159, hike in premiums
in this area to cover rapidly ris-
ing repair and shipbuilding costs.
He also warned that increasing
crime may affect ratings. ]
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No money to repair Florida's 500
bridges in ‘poor or critical’ shape

TALLAHASSEE, Fla—A state-
wide survey of bridges in Florida
nas disclosed that 500 are in poor
or  critical condition—but the
state’s department of transporta-
ion says it can’t afford to correct
the situation.

The bridge study was prompted
oy the fatal collapse of the An-
zlote River bridge in Tarpon
Springs several years ago.

According to Edward Mueller,
ransportation secretary, the
leath of a motorist in that trage-
dy led to the establishment of
‘one of the best inspection pro-
arams in the country’’—but not to
sufficient funding fo repair all
the bridges found to be deficient.
He said that 37 of the 500 suspect
bridges are in such guestionable
condition that highway engineers
must check them frequently to
assure that they aren’t in immi-
nent danger of collapse.

IN ALL, according to the study,
needed bridge repairs carry an
estimated cost of $277.7 million.

“We can't have a bridge fall
down,” Mr. Mueller said. “But it’s
going to take resources beyond
what we have. We're going to
have to get the legislature to help
us.”

State Rep. Tom Stevens of
Dade City, chairman of the house
transportation committee, has of-

Jury awards
$11 million

to American

NEW YORK-—The loss arising
out of an incident in which a
large airliner was damaged six
years ago has resulted in Ameri-
can Airlines receiving one of the
largest jury awards ever given in
an airline negligence suit—$11
million.

The incident occurred when a
DC-8F belonging to Trans Carib-
bean Airways was heavily dam-
aged by fire when it was being
inspected and overhauled by
Eastern Airlines, Trans Caribbean
has since merged with American
Airlines, which accounts for the
award going to American.

Lloyd’s and other British insur-
ers were said to have sustained
about 95% of the loss with the
remainder paid by American un-
derwriters.

AMERICAN Airlines will ac-
tually only receive $2,717,839. The
remainder will go to the United
States Aviation Insurance Group
(USAIG), Trans Caribbean’s in-
surers at the time, They have
already paid the bulk of the loss.
USAIG will get $7.77 million
while $502,000 will go to Lloyd’s
for loss of use coverage, which
was paid years ago.

The plane was almost entirely
destroyed by fire on Nov. 25,
1965, while in the possession of
Eastern Airlines and being
worked on by an Eastern crew.
Eastern was found negligent in
March of 1970 after ten days of
trial.

THE PLANE had been worth
approximately $8 million when it
was burned but had been sold for
salvage at a cost of $1,752,480 and
the jury termed the net award to
be nearly $6.25 million. $2 million
was added to that total for loss of
use of the aircraft.

The rest of the award, some
$2.75 million, was interest. =

fered a committee investigation to
seek funding for the bridge proj-
ect. Mr. Stevens said that state
transportation funds for years
have been directed toward at-
tracting federal matching funds
for major projects such as inter-
state highways, leaving smaller
jobs begging.

“I think the situation is ap-
proaching a crisis,” he said.

“WE'VE EITHER got to read-
just our priorities for expendi-
tures or find new sources of reve-
nue.” He suggested tolls on the
state’s major bridges as one alter-
native.

According to the transportation
department study, there are 5,087
bridges in the state, some dating

back as far as 1911.

The Courtney-Campbell Cause-
way over Tampa Bay recently
had to be closed for major repairs
because of deteriorating supports.
Costly repairs permitted the
bridge to be reopened, but state
authorities theorize that it will
have to be replaced within a few
years by a new bridge.

Other bridges around the state
—including the famous Overseas
Highway that links the Florida
Keys—are also in serious need of
rehabilitation, Mr. Mueller be-
lieves.

No federal funds are available
for bridge repair jobs, he noted,
although matching funds can be
secured to replace bridges that
are beyond repaair. ]

Let us help control
your insurance risks.

There are risks that should be eliminated and risks
that should be reduced. Some should be borne and
some should be passed on to a professional carrier.
These are just four important considerations that
can make or break a comprehensive insurance
program. The Man from Latham-Stevens can help
formulate a professional, corporate insurance policy.
And there's no extra cost for the service. Call the
Man from Latham-Stevens today.

Harrisburg, Pa.- (717) 232-6661

Latham-Stevens Company

ol insurance for Commerce, Industry and The Family
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The insurance costs alone can verify it.....
secur-lite pays for itself. '
The advantages of secur-lite over plate glass are simple:

1) Laminated for positive protection, safety and security.
2) U.L. listed.
3) Reduced insurance premiums, up to 25%.

4) National service and immediate replacement.
5) Guaranteed to perform.
6) 5 year warranty.

If you're an insurer, you can do service to clients by recommending
Secur-Lite be installed wherever standard glass is now. If you’re the
insured, you can do service to yourself and your business by installing
protection that pays for itself and gives you peace of mind.
In addition to providing protection in any type of glass front, show-
case, or divider, secur-lite is especially suited for jewelers, clothiers,
drug stores, discount stores, department stores, supermarkets, banks,
and savings and loan companies. Telephone companies, telephone
booths, schools, computer firms, financial institutions, hotels/
motels, and office complexes have found secur-lite glass to be
most universally applicable glass for all areas where protec-
tion and security are foremost.
For sure security, lower insurance rates, and more
time to direct toward making your business prosper,
install secur-lite, the: positive protection
security glass.

Details, information, and costs can be secured by writing to:




54/business insurance, September 13, 1971

American Insurance cancer policy
didn't get this mayor's blessing

HOLYOKE, Mass.—Mayor Wil-
liam 8. Taupier of this industrial
city has reaffirmed his refusal to
give his blessing to a cancer insur-
ance package being offered to city
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employes by the American Insur-
ance Co. of Columbus, Ga.

Mr. Taupier told Business In-
surance: “I dont recommend it.”

The package was submitted to
his office for approval to be solic-
ited within city departments, the
plan to work via pavroll deduc-
tions.

Holyoke insurance agents are
selling an American Insurance Co.
policy that covers cancer ex-
clusively to city employes at the
rate of.about $45 a month. If the
policy were purchased without
payroll deductions by the same
employe, it would cost about $60
a month.

MR. TAUPIER feels the policy
is too costly. Refusal to allow in-
surance—or any other type—sales
personnel to solicit city employes
on the job is a standard city pol-
icy, adhered to assiduously to eli-
minate waste-of-manpower hours,

Mr. Taupier doesn’t like the
American Insurance proposal since
it does not contain a lower group
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rate for Holyoke’s 1,200 employes.
Meanwhile, American Insurance
agents here are offering the plan
on an individual basis, with the
city asked to withhold the pre-
mium payments via payroll de-
ductions.

According to Mr. Taupier, the
25% reduction for the city with-
holding the cos: of the policy
from employe salaries is not a sav-
ing for employes. Rather, it’s a
reccgnition of the city functioning
as collection agency.

Mr. Taupier commented that the
insurance policy would cost the
city nothing in terms of dollars
and cents, as the payment rests
entirely with the iasured.

The policy, he ieels, does not
contain any great merit, but if
Holvoke employes want it on their
own, he will not try to hinder
outside purchasmg less payroll de-
duction.

AFTER REVIEWING the policy,
he said, he found it covers only
cancer and the policy failed to
meet his approval since, he feels,
it is not in the best interests of city
employes.

Mayor Taupier remarked he re-
fused to allow insurance agents to
solicit since this would be tanta-
mount to city approval. Under
Massachusetts state law, the may-
or is “responsible” for this form
of solicitation.

He added that the insurance
may be violating state law, since
it is not presently cffered to state
employes as well as zity. B

Francis A. Kornegay (left), director of Golden State Mutual Life Insurance
Co.. and Ivan J. Houston (right), president, met with Ford Motor Co.'s vp
and treasurer, John Sagan, to finalize placement of $90 million of Ford's
group life cover. A source at Ford noted that other firms, such as Michi-
gar Bell, Detroit Edison and Kresges, have also been responsive to the
black community by placing insurance with black firms.

Ford reinsures group
life with black firm

DEARBORN, Mich.—The Ford
Motor Co. will reinsure $90 mil-
lion. worth -of its employe group
life insurance with Golden State
Mutual Life Insurance Co., a
black-controlled firm based in
Los Angeles. The move is effec-
tive Oect. 1. ‘

According to J. K. Shelton, in-
surance manager at Ford, Golden
State will not be involved in the
plan's administration, which is
handled in total by the John
Hancock Mutual Life Insurance
Co.

“This is a straight reinsurance
deal,” Mr. Shelton told Business
Insurance.
change at all for the individual
employe.” He added that the $90

“There will be no-

Safety.

Continued from page 3

industrial establishments who can
profit by the training ISA has to
offer. Scheduled for 1971 are
courses in basic safety manage-
ment, advanced saZety manage-
ment, foremanager training in
safety and upper management
safety training. While many of
the sessions will be held at acade-
my headquarters in Macon, others
are scheduled for Los Angeles,
Des Moines, Philade_phia, Atlanta
and London.

“We have one- and two-week
variety courses,” Mr. Bird told
Business Insurance, “but I am
submitting a progposal to the
academy for a six-to-eight-week
advanced course to give official
certification as an environmental
health technician. Hopefully the
proposal will pass and the course
will be introduced by January.”

WLile the Macon headquarters
will be the center of ISA activi-
ties, Mr. Bird said that in-depth
training for small glants around
the country will invalve regional
teams near the plants, each team
consisting of two educators and
an assistant.

“WE’RE STARTING out this fall
with 10 to 15 regional teams,” he
said. “We hope to add 10 teams
each quarter until there is a min-
imum of 50.” The idea behind
these regional teams is that the
small plant owner cannot afford
to serid a man to Macon. “Room
and board become a factor on a
small budget,” the cdirector said,
“so education must be within
driving distance. Thais fall we
hope to be reaching at least 250 to
300 establishments per week and
within a year we hope to be
reaching 1,000 to 1,500 per week.”

The academy is staffed by 40
people, two-thirds of whom are
educators. “We will be recruiting
more peaple continually,” Mr.
Bird said, “especially as we see

the first guarter response.” The
response so far has been good
considering that there have been
no mailings. ISA is sending mate-
rial out over the next few weeks.
“We have had 300 inquiries from
Des Moines alone, probably be-
cause there has been considerable
mention_of our name at business
meetsngs ! said the director.

Apparently the academy in-
tends to work hard to deserve the
“international” in its title. A dele-
gation of South American safety
leaders will arrive in Macon in
October for training and ISA peo-
ple may be teaching at the Uni-
versity of Chile by November:
One of the educators now on the
staff is from the United Kingdom
and attending a June 28 Atlanta
press conference that heralded
ISA’s stepped-up program were
the director general of the British
Safety Council and the managing
director of the Inter-American
Safety Council.

“ISA has contacts around the
world,” said Mr. Bird. “Safety
problems differ from country to
country, but there are commonal-
ities. We intend to take those
commonalities—a sort of skeleton
of safety management—and hang
colloguial differences on the
frame to suit each country.”

In summing up his goals for the
ISA, Mr. Bird said that “for years
industry’s condemnation of edu-
cation has been the ‘ivory tower’
aura of teachers who have no
grounding in practical experience.
Certainly I think the biggest need
today is presentation of the safety
message by the credentialed per-
son with the necessary academie
qualifications but who has also
been there, who knows the prob-
lems from the side of experience.
Organizations with a balance of
the practical plus the academic
will be able to reach business
establishments and teach things
that must be changed or adjusted
immediately to meet safety stand-
ards, and also to provide on-
going education about new prob-
lems.” L]

million figure represents a very
small percentage of group life in-
surance for Ford’s hourly em-
ployes.

Mr. Shelton said the move was
“part of our company position of
doing business with black firms.
Business in general is trying to be
responsive to the black communi-
ty. Chrysler has reinsured with
Golden State and with North Car-
olina Mutual Life Insurance Co.
and Michigan Bell, Detroit Edison
and Kresges have made similar
moves,"

The insurance manager also
said that Ford deals with black
vendors when possible, and has
worked with Lewis & Thompson
Agency Inc, a black brokerage
firm in Detroit, since 1969, L

Form safety
education

group

CHICAGO—Construction indus-
try personnel who want to comply
with the new Occupational Safety
and Health Act might follow the
lead set by 25 Chicagoans.

With membership from such
diverse areas as construction, in-
surance, material suppliers, ar-
chitects, engineers, government
and organized labor, the group
has formed the Construction
Safety Assn. of America, which
they hope will expand to a na-
tional organization with affiliated
chapters. '

The primary goal of the asso-
ciation is to educate workers in
the avoidance and prevention of
construction-related everyday ac-
cidents. It does not intend to com-
pete with groups such as the Na-
tional Safety Council in the edu-
cation of management.

THE GROUP is planning a se-
ries of 10- and 30-hour courses
developed by the Department of
Labor. The only prerequisite is an
interest in construction safety and
graduates will receive certificates
from the Department of Labor.
These certificates, or “green
cards,” have an important practical
benefit: When department inspec-
tors check construction sites for re-
quired safety standards, they will
first check on the number of work-
ers holding green cards to gauge
the general level of safety con-
sciousness of the contractor.

Persons interested in develop-
ing chapters of the Construction
Safety Assn. may write to Steve
B. Logan at the National Loss
Control Service Corp., Kemper
Insurance Group, 4750 N. Sheri-
dan Rd., Chicago, Tll. 80640. [ ]
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Retirement funds will
back up student loans

HARRISBURG, Pa—Gov. Mil-
ton J. Shapp has announced a
new secondary money market for
higher education loans—two state
retirement funds.

Believed to be the first such
program in the nation, Mr. Shapp
said, the new reserve market
would expand the existing student
loan system, which cannot meet in-
creasing demands.

Money for the new market will
be derived from the state em-
ployes Retirement Fund, which
offered $411,700 of its $815 mil-
lion assets, and the $2 billion
State Public School Employes Re-
tirement Fund, which made an
initial offering of $1,188,300.

THE TWO retirement funds will
turn the money over to the Penn-
sylvania Higher Education Assist-
ance Agency (PHEAA), which
guarantees student loans.

There are now some 1,400 lend-
ing institutions, mostly commer-
cial banks, participating in the
college loan program. Since it be-
gan in 1964, $260.8 million in
state loans have been issued to
154,813 students. The average
loan is $1,082 per year.

Gov. Shapp said the new mar-
ket would provide additional col-
lege loans this fall,

“I am extremely pleased that
Pennsylvania is setting the pace
for the nation in finding new
ways and means to help students
meet the skyrocketing costs of
post-high school education,” the
governor said. “The important

New work
comp law
in Colorado

DENVER, Col—A change in
the Colorado workmen’s com-
pensation act has had an impact
on thousands of small business-
men.

“Most of those involved don’t
even know the amendment was
passed by the 1971 legislature,”
said Wes Schoelzel, vp of the in-
surance department of Van
Schaack & Co., realtors. “But the
state industrial commission says,
in effect, that ignorance of the
law is no excuse.”

He was underlining the fact
that any businessman who hires
even one employe is required by
law, with penalty for inaction, to
carry an adequate workmen’s
compensation policy to cover on-
the-job injuries or death, it was
reported. Until the change, the
requirement for coverage was
limited to firms or businesses that
had more than four employes.

ONLY FARMERS and employ-
ers of part-time domestic help are
exempt. And in many cases, the
farmers will be coming under the
law on Jan. 1, 1972.

Mr. Schoelzel said lawyers,
doctors, plumbers, photographic
studios and partnerships will be
involved most in the law change,
along with small service stations
and even ma-and-pa restaurant

operations with a dishwasher or -

one waitress.

To conform, employers can ac-
quire coverage for their em-
ployes(s) through a workmen’s
compensation policy issued by the
Colorado state compensation in-
surance fund, a branch of the
state industrial commission. Or
they may elect to choose a pri-
vate insurer. ]

thing is that these funds will not
only help students in colleges and
universities, but those attending
community colleges and technical
schools who qualify for loans from
private lending institutions.”

THE LEGISLATURE passed a
bill in 1969 allowing insurance
companies, union and college
trust funds, retirement funds and
other trusts to make investments
in student loans.

Gov. Shapp noted that the in-
vestment by the two state retire-
ment funds was voluntary, and
that they have made an initial
pledge to buy up to $8 million in
student loans through the second-
ary market.

These loans, which are insured
by the federal and state govern-

ments, make possible a yield of
from 7% % to 9% % on invest-
ments for the fund boards—com-
pared to the 5% % average yield
now received from all other in-
vestments.

The Pennsylvania program has
grown from $3.5 million a year in
1965 to $61.2 million during the
last fiscal year. Participation is
projected at $90 million for the
current scholastic year.

CURRENTLY the program re-
serve to create the repayment of
student loans is $7.5 million, cre-
ating a loan capacity of $339.8
million.

Similar concepts are embodied
in a number of bills now before
the U.S. Congress.

Gov. Shapp said the money
borrowed from the retirement
funds will allow participating
lending institutions to turn stu-
dent loan notes into cash, which
can then be reissued in the form
of more student loans. L]

Governor's pension fight

SALEM, Ore—A petition filed
seeking tc prevent the Oregon
governors’ pension law (see Busi-
ness Insurance, July 19) from
taking effect has been ruled out
of order.

Herschel L. Soles, Portland,
filed the petition in an attempt to
refer the measure passed by the
1971 legislature to next year’s
general election ballot. But Lee
Johnson, attorney general, said
the bill zarried an emergency
clause and it became effective
July 1.

The state constitution prohibits
referring measures to the ballot if
they take effect less than 90 days
after adjournment of the legisla-
ture.

MR. SOLES or anyone else
could file an initiative petition to
abolish the new law. However, he
would have to start over and
would need twice as many signa-
tfures f{o get the measure on the

ballot. Referral of a measure re-
quires 26,656 signatures of regis-
tered voters; initiative, 53,312.

The governors' retirement law
at present affects only former
Gov. Robert D. Holmes of Port-
land. Ex-governors become eligi-
ble at age 62 to receive each year
a amount equal to 45% of their
salary at the time they served.

Mr. Holmes became 62 this
year and will receive his first
retirement check for $650, in Au-
gust, it was reported.

Under provisions of HB 1728,
Gov. Tom McCall would receive
sabout $13,000 annually when he
reaches 62, [ ]

Lane named to board

Robert S, Lane, counsel for the
Mobil Oil Corp., has been appoint-
ed to the board of directors of the
Association of Private Pension
and Welfare Plans, Inc.
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California’s health delivery—$1 billion at stake

SAN FRANCISCO—Last year
perhaps the hottest debate in
Congress was between the AFL.-
CIO sponsored national health in-
surance bill and the health-secur-
ity program recommended by the
Committee for National Health
Insurance, established by the late
Walter Reuther, United Automo-
bile Workers president.

A somewhat similar committee
in California, the Council for
Health Plan Alternatives, orga-
nized in 1967, has steadily been
influencing the state’s health de-
livery system or, as Mr. Reuther
once characterized it, the “non-
system.” The council attempts to
find new ways of buying insur-
ance and ways of improving
health benefits purchased.

At stake are about $1 billion a
year in union plan premiums for
health insurance covering Cali-
fornia’s 1.5 million union mem-
bers and their families.

THE COUNCIL is directed by
Einar O. Mohn, director of the
Western Conference of Teamsters,
who serves as its chairman. The
two vice chairmen are Sigmund
Arywitz, executive secretary of
the Los Angeles County Federa-
tion of Labor, and Lou Goldblat,
secretary treasurer of the Inter-
national = Longshoremen’s and
Warehousemen's Union. Members
of the executive committee in-
clude representatives of all sec-
tors of California’s organized la-
bor.

Dave Williams, Carpenters’
State Council trustee, is the ad-
ministrative secretary and Thom-
as Moore Jr., is executive direc-
tor. The council maintains offices
in Burlingame and Los Angeles.

The importance of the council
to the nation’s insurance carriers
is perhaps best reflected in the
objectives outlined in its bylaws.
Among these are:

e To secure the best possible
health care for the monies negoti-
ated through collective bargain-
ing.

e To use the united collective
bargaining strength of council af-
filiates to develop health pro-
grams that go beyond the mere
collection and disbursement of
funds.

e To work for adequate medi-
cal care at regional, community
and neighborhood levels.

e To provide an effective con-
sumer voice in dealing with the
providers of health care.

e To develop its own health
programs and alternatives.

e To provide objective evalua-
tion of current health programs
established under collective bar-
gaining agreements.

AT THE TIME of its establish-
ment, the council estimated that
the trade union movement was
spending approximately $750 mil-
lion a year on health care in Cali-
fornia. “This "made union labor
the state’s largest single customer
of health services,” Executive
Director Moore pointed out, “and
one of our first efforts was to
evaluate what the unions were
getting for their money.”

Mr. Moore and the council
officers considered this essential
to development of any solution to
“the problem of continued rounds
of negotiations for higher pre-
miums simply to buy the same
amount of health care,” and the
result was a health plan grading
system.

Dr. Lester Breslow, professor of
health services administration at
the University of California at
Los Angeles school of public
health, assisted by Shirley Rich
and Donald Procter, and Don Vial
and Bruce Poyer of the universi-
ty’s center for labor research and

education, Institute for Industrial
Relations, at Berkeley, worked
out the system for the council.

gram” according to Mrs. Rich,
who is an associate in public
health.

what each local received for its ity to the union local member-
health and welfare dollar. “Near ship.”

a total of 1,000 points

system allots weighted
to various aspects of a

identical expenditures,” Mrs. Rich

Mrs. Rich, Dr. Breslow and the

USING the grading system she
and welfare program. evaluated two union local health
insurance programs and discov-
represent “an ideal pro- ered “a great disparity” between

said, “bought startlingly disparate council officers now seriously

health plans, illustrating clearly question justification of the bro-
how some brokers sell plans on ker role in obtaining health in-
the basis of profitability to them- surance. “Some brokers are ethi-
selves rather than maximum util-

Continued on page 57

* Top-name Faculty

* Personalized Instruction

* All-new Material

Sharpen Your Promotion Skills!
Take Your Choice of These
5 ‘Total Immersion’ Courses

This is a unique program of five high-intensity training
sessions in whichyou may selectonly one—orasmany ses-
sions as you'd like to attend. For each course, you spend
one night (7 to 9:30 p.m.) and the following day (9 a.m.
to 5 p.m.) with a top-name expert who saturates you thor-
oughly in your subject including the latest cost-saving
steps, new result-getting ideas, mistakes you can avoid,
and practical problems to solve. This total-immersion
teaching technique enables you to absorb, in just 8 hours
of concentrated instruction, a vast amount of knowledge

Direct Mail

Sunday/Monday: Nov. 14-15

Instructors: Chris Stagg, president, and
Bob Dale, chairman, Stagg, Dale & Archer

Mr. Staggis Advertising & Sales Promotion's
regular columnist on direct mail. He has

STAGG DALE

more than 13 years' experience in advertis-
ing and promotion, much of it as a copy-
writer. He once served as group head for
direct mail at J. Walter Thompson Co.

Bob Dale for more than 15 years was a
principalin Creative Mailing Service, Garden
City, N.Y. He's a frequent speaker at Direct
Mail Advertising Assn. conventions and has
conducted American Management Assn.
seminars on computers and direct mail.

Messrs. Stagg and Dale (see their com-
plete course outline at right) tell how to
improve your direct mail thinking . . . make
your direct mail ‘more accountable on the

bottom line . . . pinpoint and understand
your markets . . . write more appealing and
informative copy . . . use graphics to com-

municate . . . work with suppliers . . . coor-
dinate production and mailing schedules . . .
test lists and copy . . . get more inquiries . . .
and evaluate results.

Note:

Premiums

Monday/Tuesday: Nov. 15-16

Instructor: Owen H. Klepper, sales
promotion director, RCA Corp.

From Owen Klepper and his team of experts
you'll learn the art of successfully merchan-
dising premium/incentive programs . . . in-
cluding fitting premiums to your needs . . .
how to plan, buy and implement . . . how to
incorporate premiums/incentives into ad
and promotion themes
... setting realistic
goals and measuring
results . . . putting
more fun and excite-
ment into programs
. . . setting up worry-
free fulfillment opera-
tions . . . and what to
do when a program is
overly successful.
Mr. Klepper: has
sales promotion re-
sponsibility for nearly KLEPPER
a score of RCA divisions and subsidiaries.
His career has gone from field sales and
sales promotion to headquarters advertis-
ing and promotion management with
Faberge, Philco-Ford, Singer and to vp of
National Union Electric. Mr. Klepper has
constructed prize programs for 20,000 retail
salesmen as well as travel incentive activities
for as many as 5,000 dealer winners. His
innovative programs have received special
recognition from premium trade associations.

that otherwise might take years to learn! You go home
with more than enough valuable information to repay
your participation many times over. But...the number
of participants in each course is limited, so applicants
are urged to enroll early! You can take advantage of the
special “‘early bird"' registration price by mailing the en-
rollment coupon today . . . or you may register by phoning
collect from anywhere in the U.S. to Bernice Stelter,
course registrar, at (312) 337-5200. Courses are held
at Playboy Towers, 163 E. Walton St., Chicago.

Point-of-Sale

- Tuesday/Wednesday: Nov. 16-17

Instructor: George T. Donahue,
merchandising manager, Schieffelin & Co.

George Donahue’s total-immersion course
goes deeply into planning, control and
evaluation of point-of-sale, plus: The
buyer/supplier relationship (what is it?)
including ethical trade practices . . . how to
buy better and smarter. .. the best methods
to distribute point-of-sale materials . . . how
to stimulate consumers, including the influ-
ence of displays on brand switching . . . and
what helps are available to point-of-sale
managers. Each participant also will work
with a small discus-
sion group to plan,
develop, control and
evaluate a point-of-
sale program, and the
groups will be assimi-
lated into a master
plan,

Mr. Donahue is re-
sponsible for the mer-
chandising and sales
promotion of 14 alco-
holic beverage brands.
His experience also DONAHUE
includes pharmaceuticals and agricultural
products. He is A&SP’'s regular columnist
on point-of-sale.

All AZSP total-immersion courses will be conducted in the Penthouse suite of Chicage's
newest meeting facility, The Playboy Yowers, 163 E. Walton St. Participants are expected fo
register prior to the 7 p.m. opening night session and aiso attend the 9 a.m.-5 p.m. session
the following day. Tuition includes 8 hours of personalized instruction, pius special course
materials covering student's workbook, one continental breakfast, one iuncheon and two
tockiails. Hotel accommodations, not included in the fee, should be arranged directly with

Playboy Towers.



business insurance, September 13, 1971/57

Californid’s
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cal and competent,” explained
Mr. Arywitz, “and some can pro-
vide ftremendous service with
their expert knowledge. But some
do little more than function as
cashier windows, with the cash
going one way.”

One of Walter Reuther’s last

speeches before his death, at the
New England Hospital Assembly,
pointed out: The country “chan-
neled $13.5 billion into the hands
of private insurance companies in
the last fiscal year and they took
more than $1.7 billion as their
cost of doing business.” In line
with this, the California council
contends that approximately 25%
of all money spent by union-em-
ployer health trust funds ‘“‘goes

for insurance company reserves
and expenses, which include bro-
ker commissions, taxes and ad-
ministrative costs.”

Council Chairman Mohn has
declared flatly that “the time
has come for us to radically alter
the way we buy health services.”
California unions, he warned,
“will go self-insured and deal
only with the providers of health
insurance services. This may be

the only way we can use that
25% going to insurance firms and
brokers to provide actual care for
our members.”

IN ADDITION to fighting the
cost factor, the council is worry-
ing insurance carriers by attack-
ing the quality of health care

provided, accusing insurance:

companies of ‘failure to insure
beneficiaries that the doctors and

We want to attend the following A&SP Total Immersion course(s):

O All 5 courses (Nov. 14-15, 15-16, 16-17,
e o b ) L o e )

[ Direct Mail (Nov. 14-15)...............c.c0oinnnn
[0 Premiums & Incentives (Nov. 15-16)........ ...

Count us in!

Rate (See schedule, right)

0 Point-of-Sale (Nov. 16-17).............covinnins ;
0O Publicity (Nov. 17-18)............ccocveniinninns — Anyone
1 Agencies (Nov. 18:19)............. S e LS B S

Total Payment: $. Each additional
O Payment enclosed FOLENS ST

O Bill my company ALL 5
COURSES.......

| 0 e O O S O O 5

Mail to: Total Immersion Courses, ¢/o Advertising & Sales Promotion, 740 North Rush Street, Chicago, 60611

Total Savings
Advance Regular if You
Rate Rata Rea'i:tor

Tuition (Per Person)

Througsh Aftar
Oct. 2

bafore
Oct. 25 Qct. 25

$ 90..... $125 .- $ 35

i
BO:2n 110...... 30 E

Hotel reservation card will be sent automatically with registration acknowledgment.

Publicity

Wednesday/Thursday: Nov. 17-18

Instructor: A. R. (Pete) Roalman, vp,
CNA Financial Corp.

Getting a free mention in the press is often
a complicated, diplomatic task—and some-
times a costly one. But good press lends
credibility and valuable support to your
sales promotion program at a fraction of
usual space costs. Pete Roalman and his
staff show you how to evaluate your publicity
operation . . . the ingredients of a successful
steps and money
necessary for “free’” mention . . . how to
handle a pr crisis . . .
how to set up and
manage a successful
pr operation . . . how
to evaluate results.. . .
and the most efficient
way to work with a pr

product promotion . . .

agency.

/

ROALMAN

standing professional achievement.

Mr. Roalman han-
dles CNA Financial's
complete corporate
communications pro-
gram. Previously he
served 13 years with
a pr firm working on State Farm Insurance
and the 3M account. His work earned him
a Silver Anvil, the top award given by the
Public Relations Society of America for out-

Name Title Name. Title :
Company. Company.
Address. Address
City. State Zip City. State Zip
T 5 T U5 7 T 1 e 5 T 0 A T T O o O D

Agencies

Thursday/Friday: Nov. 18-19

Instructors: Eugene S. Mahany, vp, senior
account director and director of
merchandising, Needham, Harper &
Steers, and William A. Robinson,
president, William A. Robinson Inc.

ggf

MAHANY ROBINSON

A&SP columnists Gene Mahany and Bill
Robinson explain how to work with an adver-
tising and marketing/sales promotion
agency to evaluate ideas and create more
successful promotions. They cover:

Promotion “hits and misses'""—30 promo-
tion case histories with panel and evaluation
(you will vote on effectiveness of the promo-
tions) . . . Promoting package goods—cur-
rent and coming—including a review of more
than 100 current promotional ads . . . the
changing consumer: why he buys and how
he thinks . . . consumerism and its effect
on promotion . . . the changing retail arena
.. . agency compensation methods . . . how
a marketing/sales promotion agency works
. . . research techniques in evaluating and
testing promotions . . . plus‘*'hot box" panels
for which you're invited to submit actual or
imaginary promotion problems well ahead
of the session . . . and more!

Refund g“arantee' if your plans change and you cannot attend, your
B  entire payment will be refunded if you notif
Advertising & Sales Promotion, 740 N. Rush St., Chicago 60611, in writing at least one weel
before the session is schedulad, A $50 service charge will be applied for cancellations after
that deadline, but no refunds can be made if notification is not received by A&SP prior to
the date of the meeting. Also, because of the intensive nature of the course teaching, A&SP
raserves the right to limit attendance to afford personalized instruction for each session.

A Sample of
What You'll Absorb

These are course highlights for the
Direct Mail total-immersion session
scheduled for Nov. 14-15. The other
four A&SP courses are equally com-
prehensive and instructional.

OPENING NIGHT

Welcome and Introduction: Intent of the
seminar. Course analysis. Needs of parti-
cipantsin the seminar. General discussion.

/hat is Direct Mail? How to think about
direct mail as an advertising and promo-
tion tool. Its uses and abuses. The lessons
of good and bad direct mail. The rifle shot
approach to advertising, selling, and pro-
motion. The personal medium. Why and
how it differs from other media. What jobs
it can do best—and why. How to Use
Direct Mail: What are you trying to do?
Definition of your problem. Leads for
salesmen. Direct-to-you inquiries. Support
for salesmen's activities. What direct mail
{ahgci;is are available for these and other
asks?

FOLLOWING DAY

The Creative Aspects of Direct Mail: The
integrated direct mail effort. Copy, design,
headlines, offer, pictures, repil\_: card. The
total concept in terms of the specific
market or audience, for the task needed
to be done. Direct Mail Cop{: What are
the ‘‘standard’ copy approaches? What is
good (or bad) about '‘nuts and bolts”
copy? Blue sky copy. Humor in direct mail
copy. ‘‘Watch your language.” How to
state an offer—ask for a response. How to
write a computer letter. The Design of
Direct Mail: What are the physical formats
available for direct mail purposes? What is
the ‘"typical"’ package? Letters, circulars,
reply cards. Is a post card direct mail? The
use of “'seif-maiiers.”” How to design and
use envelope stuffers. How to Stimulate
Direct Mail Response: The use of pre-
miums, free offers. How to hold a contest.
The FIC rules, Easy response mecha-
nisms. "What's the gimmick?’ The Direct
Mail Market: Your mailing list. Where do
the names come from? How to build and
maintain a list, What you need to know
about addressing systems, mechanical,
manual, or computer=The use of outside
lists. How to work with list brokers and
compilers. The Creation and Preparation of
Direct Mail: Do-it-yourself vs. outside help.
The use of free-lance writers and artists.
The role of the full-service agency. The
role of the specialized agency. Good Direct
Mail Ideas: A rapid-fire, non-stop presen-
tation of 50 ideas in 50 minutes. Solving
Direct Mail Problems—Questions and An-
swers: Participants will offer problems for
discussion and possible solutions. Open
discussion and question and answer period.

hospitals used are of the best
quality.

“Instead,” the council has de-
clared, “insurance companies pay
almost any provider who sends
them a bill, without regard to
quality or even whether the care
paid for was needed.”

Mr. Moore cited the two union
local plans, evaluated by Mrs.
Rich, that were placed by one
broker but with different insur-
ance carriers. One plan rated 50%
better than the other under the
health plan grading system, al-
though it cost only $3 a month
more. Services under both plans
were provided by the same, doc-
tors, using the same hospitals.

The entire council asked, “Why
should this happen? And why
would one broker place the busi-
ness for the two union locals in
such a different manner?” The
answer, they were told by Dr.
Breslow and Mrs. Rich, “involves
the manner in which commissions
are paid brokers, as well as other
factors related to the secretive-
ness with which insurance firms
and brokers guard data used to
set premium rates.”

CONVERSELY, G. Frank
Purvis Jr., chairman of the
Health Insurance Assn. of Ameri-
ca, has asserted ‘“the insurance
industry is working hard on an
all-out effort to help improve the
nation’s health care system.”

The National Assn. of Insur-
ance Commissioners also has at-
tempted to enforce its code of
ethics and its commission rate
schedule, which ranges from a
maximum of 4.1% commission for
a premium of $20,000 a year to a
maximum of .4% for a plan with
a yearly premium of $5 million.

In spite of these protestations
of industry effort, Sen. Abraham
Ribicoff (D.—Conn.) has de-
manded a study “to evaluate and
grade the 1,200 health plans pro-
vided by private insurers.”

Late last year, four Californisa
life insurance companies formed
a joint venture to provide the
state systems administration of
California’s Medi-Cal program, af
a cost of $5.7 million. The Cali-
fornia department of health care
services justified the expenditure
with the statement that “Califor-
nia will be able to save this
amount many times over in im-
proved operations.”

MEANWHILE at San Francis-
co, the American Assn. of Medical
Clinics was told by Robert Patri-
celli, deputy undersecretary, US
Department of Health, Education
and Welfare, that the Nixon Ad-
ministration will propose a $4 bil-
lion “package of health laws to
replace Medicaid.”

The asscciation includes nearly
250 group practice clinics with
8,500 doctor members and 17 mil-
lion patients. The groups range
from small-town teams of family
doctors to the single specialty
clinics and such operations as the
huge Kaiser Permanente prograrm
with its 2,100 doctors and 2 mil-
lion member-patients.

“The national medical care
program planned by the Adminis-
tration,” Mr. Patricelli said, “will
rely heavily on such group prac-
tice plans because of the economy
they provide, the built-in control
of overusage and their use of
auxiliary medical personnel.” He
added the hope of coupling the
national health program with
large cash outlays to finance
medical schools and the training
of large numbers of paramedical
specialists.

“If,” Mr. Patricelli pointed out,
“the average hospital stay could
be cut by only one day per pa-
tient and if occupancy of hospi-
tal beds were kept near capacity,
the saving would approximately

Continued on page 60
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November 23

Reach and influence the ex-
ecutives who buy insurance
and financial services for
36 million employes and
their dependents.

Circulation: 36,000 (BPA
audited). Includes in depth
coverage of financial and
employe benefits execu-
tives in 14,500 leading
U.S. corporations.

St., Boston, Mass. 02110.

SAN FRANCISCO—Procuc: lia-
bility risk exposures are keing
reduced by Kaiser Industries
throuagh extensive showings to
Kaiser employes of a training Zilm.

The film was skown by Robert
Parry of the insurance depart-
ment of Kaiser Aluminura and
Chemical Corp. to a packed mieet-
ing her2 o the northerr. Cal.for-
nia chaster of the Amerizan Soci-
ety of Insurance Management.

The program was devotzd o a
three-member pangl discussion of
product liability as “a fer_t)ile field
for risk management.” *

For more information on
this special opportunity,
write or phone your nearest
Bl office:

New York: 630 Third Ave. 10017
(212) 986-5050

Chicago: 740 Rush St. 60611
(312) 337-5200

L.A.: 6404 Wilshire Bivd. 9C048

(213)651-3710

PANEL MEMBERS included

o

General
Aviation
Facilities

Special &
Risks%;@;. |

For o'der low valued aircraft,
crop dusters, float planes...
all handled in a streamlined
manner using strong,
reliable domestic markets.

AVIATION
OFFICE OF
AMERICA

For all light private, pleasure
and business aircraft.

BIG
CAPACITY
Facilities

For industrial aid fleets
and aidines.

For Excellence in Underwriting

Ask your Agent to fird out more cr. .. wiite to us. We'll tell
you where the nearest athorized £OA Agent can be reached.

October 11-13, Society of Chartered Property and Casualty Under-
writers 1971 Annual Mest:ng and Seminars, “Space Age Impact,”
featiminz the impact of wo:old trends on the ever-changing insurance
.ndustry, Houston, Tex. For more information write CPCU, Penn State

Oxtober 13-15, American Management Association seminar, “Mod-
ernizing Your Approaca to Workman’s Compensation Costs and Cov-
erages,” AMA headquarters, New York. For more information write
the ATMA, 135 West 50th St., New York, N.¥. 10020,

O2tober 14, Michigan chapter, Society of Fire Protection Engineers
“Fire Techno:ogy and the Architect,” IRaleigh House,
Soutktield, Mich. For mor2 :nformation write Robert C. Davis, Chev-
rol2z Motors Division, Persennel, General Motors Corp., Central Of-
fice, Warran Annex, lst floor west, 300007 Van Dyke Ave., Warren,

= = Mich. 48090.
Financial R .
= Qetaber 21-22, Council of Profit Sharing Industries, 24th annual
Serv|ces cor-fererce, Huntington-Sheraton Hotel, Pasadena, Ca:. For more in-
forr.eticn write COPSI, Suite 722, 20 N. Wacker Dr., Chicago, Ill.
€0606.
Coming: October 25-28, National Safety Congress and Exposition, Chicago,
I1l. For more information write National Safety Congress and Exposi-
December 6 tion, MNational Safety Counecil, 425 N. Michigan Awve. Chicago, Ill.
€0611.
Closing:

Qctober 27-29, Americen Management Association seminar, “Mod-
ernizing the Pension Plan,” AMA headquarters, New York. For more
information write the AMA, 235 West 50th St., New York, N.Y. 10020,

Ncvember 16-18, Nat.onal Fire Protection Association Fall Confer-
ence, Sheraton Cleveland Hctel, Cleveland, Ohio. For more informa-
t.on write the National Fire Protection Association, 60 Batterymarch

Employe education film
stresses product liability

Mr. Perry; A. F. Sundquist, in-
surance department, FMC Corp.,
and John J. Prendergast, insur-
ance manager for Hewlett-Pack-
ard Co.

Steps taken by Kaiser, as out-
lined in the training film, are:
education to develop awareness of
the seriousness of the problem;
new product safety review; estab-
lishment of risk criteria; control
of warranties, advertising and re-
lease of technical information;
improved complaint and claims
procedure; completz records re-
tention schedule ani product lia-
bility audits.

Mr. Sundquist told the ASIM
members in attendznce that FMC
also uses a checklist for product
control, including a complete haz-
ard analysis of each design prob-
lem to determine all safety haz-
ard possibilities.

Mr. Prendergast ~old the audi-
ence that “the electronic products
of our firm in the past have been
used almost exclusively by skilled
technicians and eagineers and

there have been no serious prod- -

ucts liability problems.

“NOW THAT we have entered
both the medical electronics area

‘and the electronic data processing

field,” Mr. Prendergast added,
“we recognize that our products
are subject to abuse and misuse
by unskilled operators and we are
developing a formal products lia-
bility program.

“This program,” he said, “will
be centrally controlled at each
division by a group appointed by
top management, representing re-
search and development, manu-
facturing, marketing, advertising
and servicing.

“Design,” he said, “is the key to
minimizing losses. One basic
premise must be recognized and
that is that safety and reliability
must be created in the design
stages. This cannot ke created by
manufacturing, marketing, serv-
icing or advertising.

“These functions can reduce
losses, but their efforts are mostly
wasted if the product is poorly
designed,” he concluded. =

" A $185,000 check is presented to Howard Johnson's motor lodge li-

censees that participated in the property and liability insurance program
of the Howard Johnson's National Operators’ Council. The program,
which provides comprehensive property insurance coverage to 128 group
members is underwritten by the Insurance Co. of North America and
has paid dividends averaging nearly 30% of premiums during the
first three years of operation. Shown are James D. Rogers (left), insur-
ance consultant fo the council, Donald M. Herr ( center) insurance com-
mittee chairman for the council, and Donald J. Fleishaker (right), council
chairman.

That “special-area”

fire hazard needs a
Cardox carbon dioxide
extinguishing system.

Carbon dioxide continues to be one of the most versatile extin-
guishing agents available. Especially where “conventional”
agents can’t handle the assignment. But CO, is only as good
as the system that puts it to work,

Here’s where Cardox comes in—with an on-site hazard
analysis to determine the “where” and “what” of your pro-
tection problems. Cardox sales engineers use all their experi-
ence and skill to find the answers.

Perhaps you need a low-pressure CO, system with a large-
volume storage unit for multiple hazard coverage. Or maybe
a high-pressure cylinder-manifold system is the most practical
answer. Cardox also helps plan the location for discharge noz-
zles and the appropriate method of detection and actuation.

Part of total-range Cardox protection may be supplemen-
tary CO, equipment. Such as hose reels and mobile transitank
units. All ready for deployment at a moment’s notice.

Ask Cardox to consult on your fire extinguishing system.
Not only for carbon dioxide, but for Halon-1301, foam, or
other extinguishing agents as well.

Check the Yellow Pages for your local Cardox representa-
tive. Or write for Folio 1-1. Chemetron Corporation, Cardox
Division, 840 North Michigan Avenue, Chicago, Illinois 60611.

©1971 Chemetron Corporation

fBHEMETHDN/

CHEMETRON CORPORATION B CARDOX DIVISION




Arkansas agents have no-fault
proposal to offer 1973 assembly

LITTLE ROCK, Ark.—A type
of no-fault automobile insurance
will be offered to the 1973 Arkan-
sas general assembly by the Ar-
kansas Assn. of Insurance Agents,
according to Richard Herget of
Little Rock, executive vp of
AATA.

A task force of agents has de-
veloped a no-fault plan, and sev-
eral other legislative bills that
deal with insurance. Mr. Herget
said the proposed legislation,
which he called “inevitable,” has
been worked out with the excep-
tion of dollar limits.

“We feel that present insurance
laws are not responsible to the
needs of the customer,” he said.
“The modified no-fault plan will
make insurance more equitable as
far as the victim is concerned.”

THE AVERAGE ‘“threshold
limit” of the five states that now
have no-fault insurance is $7,000,
Mr. Herget said. He said the gen-
erally accepted rule is: The
higker the limit, the better it is
for the customer. He said that
accepting no-fault would be man-
datory for consumers if the loss
did not exceed the threshold lim-

it.

Mr. Herget said the limit could
be set at any amount but he
thought that a limit of $10,000
would be acceptable in Arkansas
for such items as medical bills
and time lost from work. Of
cousse, he said, a person would be
advised to carry liability in case
an accident crossed the threshold
limit.

He said a no-fault plan would

be a healthy, competitive happen-
ing in the state.

“The competitive-rating legis-
lation would have the same effect
on insurance that the repeal of

" the fair trade liquor law had on

liquor,” Mr. Herget said. Until
this year, Arkansas had a law
that fixed liquor prices at a spe-
cific wholesale and retail level.
With revocation of the price-fix-
ing law, liquor prices on the retail
level dropped 10% or more.

MR. HERGET said that a no-
fault plan would also have a sta-
bilizing influence on rising insur-
ance cost. .

He said that attorney fees for
accident lawsuits accounted for 20
cents to 25 cents of every insur-
ance dollar that was paid for a

business insurance, September 13, 1971/59

claim. Lawyers may voice opposi-
tion to a no-fault plan because it
would hurt them financially, but
the courts would benefit immedi-
ately by the heavy drop of acci-
dent cases they must dispose of,
he said.

He added, however, that there
was no organized opposition in
the state against no-fault.

Mike Barrier, Arkansas Gazette
columniston government and
politics, put it this way: “There
were some stirrings in the last
session of the Arkansas general
assembly in the direction of auto-
mobile insurance reform and in
1973 there will be a full-dressed
fight over whether the state
should adopt the no-fault ap-
proach.

“If the current trend continues,
the legislature may be holding
that debate under the shadow of
an ultimatum: Adopt a genuine
no-fault plan that conforms with
federal guidelines or surrender
automobile insurance regulation
to the federal government.” ]

Says mass marketing cuts premiums

HOUST O N—Mass-marketed
payroll deduction plans are help-
ing reduce premium costs, Aetna
Life & Casualty chairman Olcott
D. Smith told local businessmen
here.

He explained that high insur-
ance rates reflect not only the
general condition of inflation but
the sharp rise of medical and auto
repair costs.

“One way Aetna and a few
other companies are ftrying to
slow the rise of premium rates is
by exploring more economical

distribution methods,” Mr. Smith
said. “Mass-marketed payroll de-
duction plans, in states where
they are permitted, are enabling
us %0 reduce the cost of coverage
significantly.”

MRE. SMITH also admitted cov-
erage is hard te buy in Some
states. “When premium rates are
regulated by law rather than by
competition and claim costs are
rising, insurers have no choice
but to become more selective in
underwriting,” he said. “A grow-

INVENTION
for LOSS
PREVENTION

EBASCO RISK MANAGEMENT consultants apply creativity
as well as competence to loss prevention education.

In safety training we use systems approaches in
designing service tailored to our clients’ needs. We
develop and present many-sided programs,
using case studies, preparatory reading,
problem-solving role playing, and management
games. We prepare programmed learning

courses critically refined to your
specific objective.

In the loss prevention field, EBASCO
consultants carry out research studies

of many kinds, exposure appraisals,
administration reviews, problem
analysis that defines the loss control
problem. Assistance is offered for
solving these problems by organiza-

tional planning, establishing controls,

motivation; design engineering and
systems disciplines.

EBASCO Specialists Provide Services. No Insurance Sold.

EBASCO S%WIGES INCORPORATED

CHICAGO
100 South Wacker Drive
Chicago, lllinols 60606

NEW YORK
100 Church Street
New York, New York 10007

(212) 344-4400 {312) 346-3438 (415) 433-2930
WASHINGTON CANADA BERMUDA
1625 Eye Sirest, N.W. 250 Bloor Street East P.O. Box 1617

Washington, D.C. 20006
(202) 737-3240

Taronte 5, Onlario
{416) 923-0921

SAN FRANCISCO
44 Montgomery Street
San Francisco, Cal. 84104

Hamilten, Bermuda
Telephone: 1-3973

ing number of states, nearly half,
have enacted laws which permit
competition to regulate rates
rather than requiring prior ap-
proval of a state insurance de-
partment for rate changes.

The Aetna executive said com-
petition can prevent profit mar-
gins from becoming excessive
while assuring that coverage is
readily available.

“What Aetna has done is to
take advantage of pricing flexi-
bility to develop what it calls the
‘all driver plan,’’ said Mr. Smith.
“Under it we can offer coverage
to all licensed drivers by closely
matching rates and risks. Most
drivers pay less than they would
under our other plans and all
drivers have access to protection.

“The all driver plan was intro-
duced experimentally in three
states last fall and proved to be a
runaway bestseller. It was intro-
duced in Illinois this year and we
are planning to introduce it soon
in other open competition states.”

MR. SMITH said that although

the most visible problems are in
the areas served by health and
motor car insurance, buyers of life
insurance have also been con-
fronted by a serious problem.

“It is the erosion by inflation of
guaranteed, fixed-retirement in-
come and life insurance benefits,”
he said. “For more than 20 years
the insurance business did little
more than lecture Washington on
frugality.

“In recent years it wrenched its

thinking free of traditional pat-
terns. Today it sees inflation as
another financial problem it can
help the public solve. It was
around the mid-60s that life com-~
panies began entering the mutual
fund business to enable policy-
holders to share in economic
growth and pgain protection
against inflation.

“Taking a slightly different
tack, Aetna, which also markets
mutual fund shares, took the
variable annuity route into the
equity field. Soon we will begin
marketing variable life insur-
ance.” L]

Fireman's exec urges
state’s no-fault reform

SAN FRANCISCO—California
business and individual owners of
automobiles will spend “an un-
necessary” $50 million more a
year for auto insurance and will
“continue to-endure long delays
in collecting for losses” unless
pending no-fault auto insurance
changes are adopted when the
state legislature reconvenes in
late September.

This is the prediction of Louis
‘W. Niggeman, president of Fire-
man’s Fund American Insurance
Cos.,, who said his company will
“actively campaign” for adoption
of Assembly Bill 1505, a modified
no-fault insurance reform- plan
introduced by Jack R. Fenton,
Democratic assemblyman.

The proposed changes were ap-
proved by the assembly in July
and will go to the senate.

“THE PROPOSED legislation,”
Mr. Niggeman said, “faces almost
certain defeat unless the public
expresses support. Opposing trial
lawyers are distorting the issues
and misrepresenting the facts in a
desperate attempt to preserve the
outdated auto insurance system in
California.”

Under the Fenton proposal ac-
cident victims would receive pay-
ment for medical costs, lost in-
come and other benefits from

their own insurance companies,
regardless of who caused the ac-
cident and without need to sue.

The bill would limit the right
to sue but would guarantee
prompt payments for all economic
loss up to $10,000, including wage
loss, medical expenses, funeral
and burial costs and other bene-
fits. Wage losses up to $750 a
month would be covered, with fu-
neral costs up to $1,000.

IF LOSSES exceed $10,000,
lawsuits would be allowed to re-
cover the additional loss. An acci-
dent wvietim also could sue for
pain, suffering and inconvenience
if his medical expenses exceeded
$1,000 or if his injuries were se-
vere.

Auto insurance policies sold
under the proposed law, Mr.
Niggeman said, “should cost less
because legal and investigative
expenses would be reduced and
overpayment for smaller losses
would be eliminated.

“The plan would only change
the bodily injury portion of auto
policies,” Mr. Niggeman ex-
plained, “but we estimate overall
premiums would be at least four
per cent below today’s rate. Had
the system been in effect last
year, California policyholders
would have saved nearly $50 mil-
lion on their premiums.” ]

National
Company
reduces
annual LTD
costs by
six figures

| LTD RATES UP 259 TO

50% FOR MANY CORPO-
RATIONS EVEN WHEN

{ CLAIMS EXPERIENCE
| SEEMS SATISFACTORY-—

ONE NATIONAL FIRM RE-
BELS

Companies all over the coun-
try are receiving rate increases
that seem unwarranted. Because
the insurance carrier incurred
increased overall loss ratios in
1969 and 1970, many of these

| insurers have increased premi-
ums across the board—for good

and bad loss ratios -alike.

One national firm with more
than 10,000 employees covered
for LTD didn’t think their loss
ratio was bad enough to accept
a rate increase well over 50%.
With the assistance of the mar-
keting experts at E&E, dupli-
cate coverage was arranged with
another major carrier with no
big fuss at an annual saving
well into six figures.

If your company has suffered
a similar rate adjustment, per-
haps you are ready for a “no
obligation” chat with one of
the E&E market analysts. Very
substantial annual savings are
the rule rather than the excep-
tion.

Executive & Employee Ben-
efit Plans, Inc. now represents
many nationally recognized
firms in administering group
plans—very often on a com-
pletely self-insured basis—at
great savings to the respective
clients. E&E has administered
such plans since January, 1959,
often saving as much as 259,
or more. A free brochure on self--
insured hospital-medical plans
is available without obligation
by writing to any of the E&E
offices. We urge you to do so
if the idea has interest for you.

EXECUTIVE &
EMPLOYEE BENEFIT
PLANS, INC.

Executive & Employee Benefit Plans, Inc.

| 225 East Broad Street
Columbus, Ohio 43215 (614) 228-2901

Executive & Employee Benefit Plans, Inc.
3376 Peachtree Road N.E.

Atlanta, Georgia 30326 (404) 261-1214

Executive & Employee Benefit Plans, Inc.
6919 East 10th Street

Indianapolis, Indiana 46219 (317) 356-6457
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$10 billien in hoespital construc-
tion costs.

“IN ADDITION,” he continued,
“registered nurses now spend 70%
of their time on non-nursing
work. If this were cut by only
10% it would be the equivalent of
adding 70,000 new nurses to U.S.
hospital staffs.”

He said that his department is
reviewing every aspect of the
problem: manpower, hospital
needs, insurance, government fi-
nancing, environment, sanitation
and nutrition. He added that leg-
islation sent to Congress, in late
January and early February, will
revise the entire federal approach
to medical care.

“The program,” he said, “will
stress health maintenance in
which families will be aided in
buying comprehensive coverage
for preventive medical care as
well as treatment, with minimum
standards set for medical cover-
age in all the states.” -

Mr. Patricelli estimated the
price tag at about $3 billion a
year with another $1 billion com-
ing in from partial payments by
the health care recipients. Total
cost of health care in the U.S. is
now estimated at about 863 bil-
lion a year. Congress has one na-
tional health insurance program
before it, the estimated cost of
which is $37 billion a year.

IN CALIFORNIA, perhaps the
largest health care program is
that of Kaiser Permanente. The
largest single group of subscribers
consists of union members and
their families. Benefits vary from
partial to complete coverage for
medical and hospital services, de-
pending on premium paid.

Even with the Kaiser program,
which the council of health plan
alternatives has labeled as provid-
ing members “more health ser-
vices per dollar than any other
plan in the nation,” a number of
problems have been brought to
the surface.

The major problem with Kai-
ser, explained Mr. Moore, has
been that of “ever-increasing
premiums, which have to be ne-
gotiated repeatedly at the bar-
gaining table. In addition, Kaiser
Permanente has put these pre-
miums into effect without consul-
tation with the unions or any
other group of consumers.

“Also, there have been short-
ages of personnel and staff, as
well as some deterioration of ser-
vices. The demand for its ser-
vices, however, far outdistances
the supply and the number of
would-be subscribers is vast.”

ONE SUBSCRIBER, having
seen the membership cost for
himself and his wife rise over the
years to $329.40 a year (plus $1
for each medical visit and other
minimal charges for services)
complains but continues to sub-
scribe, pointing out, “there just is
no other alternative.”

Attempts to “give the consumer
a voice” and to improve commu-

nication between Kaiser Perma- .

nente administration and the
trade union movement have occu-
pied a considerable amount of the
council’'s attention. The council
also has been active on the legis-
lative front in Sacramentc.

State Senator Anthony C. Bei-
lenson, A Beverly Hills Democrat,
introduced council-supported leg-
islation in 1970 to establish a
state utility-type control over
hospitals. The bill, which failed
then but will be reintroduced in
the current session, also would
require hospitals to submit rea-
sons for any rate increase to re-
gional comprehesive health plann-

ing groups. These groups would be
empowered to conduct hearings
before rates could increase.
Another major goal of the
council is pre-paid dental care
programs, which would provide
benefits on a per-head basis rath-
er than the fee-for-service basis
customary in dental care.

DR. MAX SCHOEN, head of a
major California dental health
group, has worked with Mr,
Moore to attempt development of
a pilot prograrm of dental care in
the Los Angeles area. The pro-
gram would provide for flat rates

with payment tc denta: health
groups that would provide care
on an annual basis for each union
member and his family.

The council alsc is investigating
potential use of pension funds for
health care programs. Between
20% and 25% of the average pen-
sion fund, according to Mr.
Mccre, goes into administration.

“This year,” he said, “the coun-
cil will sponsor regicnal meetings
of trustees of such pension funds,
to map strategy for obtaining
greater benefits for members
from the funds available.” L
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HELP WANTED

RISK & INS. MANAGER

Successful broker prefers the service
side of the business. Degree in Bus.
Adm.; CPCU; formerly Und. Mgr.; exp.
with large accts., heaviest for con-
tractors ins. & surety; also Empl.
Group.

Box 191, BUSINESS INSURANCE

; 74 Rush ‘St., Chicago, IIl. 60611

GET
RESULTS
HERE -

POSITIONS WANTED

DIRECTOR OF INSURANCE
RISK MANAGER

Present Corporate Director of Insurance. Broad-
ly skilled and experienced Generalist in Insur-
ance, Accounting and Risk Management. Seeks
challenging, responsit|e position with a dynam-
ic, successful manufacturing or service corpo-
ration. New York City or Suburbs. B. S.—
Accounting, M.A.—Business Education. Mem-
ber—ASIM. Guest Speaker—AMA.

Box 187, BUSINESS INSURANCE

740 Rush St., Chicago, Iil. 80611

Insurance Manager, multi state corp.

Heavy property-casualty, negotlation

safety management experlence. College

Degree CPCU. I & V. - .
Box 185, BUSINESS INSURANCE
740 Rush St,, Chicago, Ill. 80811

Cargo thefts continue

to get scrutiny in D.C.

WASHINGTON, DC—Two
weapons aimed at cutting the
more than $1 billion
freight theft in this country are
presently being forged in Con-
gress.

The first is already well along
the way towards completion: a
measure requiring that the Presi-
dent establish a commission to
investigate freight theft in both
interstate and foreign commerce
and recommend measures to fight
the huge annual losses.

The second measure is still in
the Senate judiciary committee’s
subcommittee on criminal law
and procedures. It would author-
ize carriers, shippers or consig-
nees to sue for treble damages
from those who steal, or who buy
or receive stolen goods.

Senator Alan Bible (D.-Nev.),

the bill’s author, said it was meant
to “take the profit out of cargo
thievery and make those individ-
uals who steal, fence, or receive
stolen property civilly liable in
damages for their acts.”

Both bills have grown out of
hearings by Sen. Bible’s small
business committee over the last
two years.

His committee has also pro-
duced a new system of reporting
cargo losses to be used by the
interstate commerce committee
JInformed sources say that both
the Civil Aeronautics Board and
the Federal Maritime Commissioh
intend to adopt the program.

Cther moves in this area in-
clude the Customs Bureau's step-
ping up its .regulation of sea-

annual .

" Washington

shipped goods received at ports
and of air freight received at
Kennedy International Airport.

HIS LATEST bill, according to
Sen. Bible, would be a “major
step” if passed. The senator said
that if a ‘“thief does not have a
buyer to purchase or ‘fence’ for
resale his stolen or ‘hot cargo’
then his market will dry up.” His
subcommittee’s hearings, he said,
have shown that government and
industry have not yet ‘“been able
to mount an effective response tc
control these losses, whose
sources we Dbelieve are both
highly organized criminals and
lesser organized groups, as well
as the occasional thief.

“Our hearings have showed
that cargo, especially in air, truck
and maritime areas, has over-
whelmed facilities. Efforts by
carriers to substitute insurance
security payments for adequate
security measures have left both
the carriers and insurance com-
panies in difficult straits in many
instances,” he noted.

Although the judiciary commit-
tee’s subcommittee has not sched-
uled hearings on Sen. Bible’s bill,
sources say the
chairman of the judiciary com-
mittee, Sen. John L. McClellan
(D.-Ark.), has been investigating
organized crime for some time
and would appear to find parallel
interest in Sen. Bible’s work. It
seems likely, according to these
reports, that hearings on Sen. Bi-
ble's bill will be scheduled in the
near future. L

PRESIDENT

DENIGNATE

Mass Marketing
Personal Lines - Auto Insurance

Subsidiary of major domestic and foreign insurance organization
offers unique opportunity to hard-hitting marketing professional
with a proven record of achievement with one of the successful
mass-marketing direct mail insurance companies in pperation

today.

Initial responsibilities will call for an aggressive, innovative and
creative approach toward building a powerful organization out
of one of our operating companies; later challenge calls for the
capabilities necessary to run it. Excellent copywriting and EDP
support services available.

Attractive appropriate compensation package.

Qualified individuals may submit resume, including earnings
history, in complete confidence, to:

Box # 0652,
730 Fifth Avenune - Suite 1002 - New York, N.Y. 10019

An Equal Opportunity Employer

INSURANGE
ASSISTANT

and

ANALYST

Excellent opportunity at our Na-
tional Headquarters for an appli-
cant with 3-5 years experience in
casualty, national accounts and
liability insurance with an insur-

GET
RESULTS
HERE

ance company or corporate insur- |
ance department. |

Knowledge of underwriting, claims,
workmen's compensation and retro-
specting rating plans is essential.
College, CPCU, or RM designations
or credits desirable.

Please send resume to:

RECRUITING MANAGER
VOLKSWAGEN OF
AMERICA, INC.

818 Sylvan Avenue
Englewood Cliffs, New Jersey 01632

An Equal Opportunity Employer

PROFESSIONALS &
EXECUTIVES

We know of opportunities with in-
surance companies & in corporate
insurance departments in Life, Ac-
cident, Health, Group & Employee
Benefit Insurance with salaries from
$16,000 to $40,000. Openings for Re-
gional & Field Sales Manager,
Agency Director, Employee Benefits
Manager, Actuary, Corporate Insur-
ance Director, Administrative Offi-
cer, Underwriting Officer, Mortgage
Loan Director & similar managerial
positions. Replies receive confiden-
tial, personalized treatment; 23 years
in personnel consulting; employers
pay fees. R. H. Huntington, TOM-
SETT ASSOCIATES, INC,, 117 8, 17
St., Philadelphia, Pa. 19103.

New
Rollins Office Bldg.

Suburban
Wilmington, Del.

15 FLOORS
Adjacent to 1-95

12,500 sq. ft. per floor
Hi-Speed Elevators
Early '71 possession-

PATTERSON-SCHWARTZ & ASSOC’'S, INC.
1013 Washington St.
Wilmington, Del. 18801

elimination.

history to:

ASSISTANT INSURANCE MANAGER

A multi-plant, midwestern based company is current-
ly seeking an individual to assist the Corporate Insur-
ance Manager in the risk management function. The
incumbent will report directly to the Manager with
supervisory responsibility for department staff. Re-
sponsibilities will include development, analysis,
evaluation and establishment of insurance and self-
insurance programs to include risk reduction and

Requirements include minimum of 5 years’ experi-
ence with a Corporate Insurance Department; work-
ing knowledge of marine, fire, casualty, fidelity, and
surety coverage and claims.

For consideration, forward resume including salary

Box 189, BUSINESS INSURANCE
740 Rush St., Chicago, IIl. 60611

An Equal Opportunity Emplayer M/F




It’s hard to get fired up
about spontaneous combustion
when the stock boy parks you-know-where.

Oh boy, you can hear the reaction now, when
Mercedes meets beach buggy! Meantime, out
back another kind of reaction is coming to a
head. Careless storage of waste material that’s
going to burst into flame. A detail that should
have been covered, but wasn’t. An Arkwright-
Boston man can show you how to protect your
plant against combustion and other risks,

big and small.

ARKWRIGHT-BOSTON INSURANCE

Executive olfices: 225 Wyman St., Waltham, MA 02154 ‘J\F’
Arkwright-Boston Manufacturers Mutual Insurance Company O L%
Mutual Boiler and Machinery insurance Company D

§ U/

Factory Mutual insurance Q%’E :

Offices in major cities throughout the United States and Canada



What can we offer

the man with a separate

business insurance policy
for every coverager

s surance is a sea of single
coverages, bad things can hap-
pentoyou.Yourcoverage might
overlap in some areas, or may
leave you unprotected in oth-
ers. And you’re liable to drown
in paperwork.

- It could be that what you
need is Allstate’s Business

Available in most states. Allstate Insurance Company.

When your business in-

Package Policy. Almost every
typeof coverage for almostany
type of business can be includ-
ed in a single policy. |
- You can put your Property
and Liability insurance in the
package. Plus, if you want it,
Automobile, Business Income,
Burglary, Vandalism—you name
it. As little or as much as you
want. |

There’s just one company,
one agent,one premium. A

- simple way to handle the busi-

ness of business insurance. And
most customers have found

they save some money, too.
Need help?

Call Allstate. /I I I State®

BUSINESS INSURANCE




