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Too Old to Care

ut the following in the “I'll be dead or too old to care” category.

Drivers will save $68 billion in fuel costs when the Obama

Administration’s 54.5 miles-per-gallon standard is fully implement-

ed in 2030, according to a report by the Natural Resources Defense
Council.

The 54.5 mpg by 2025 standard, if finalized, would double today’s average
fuel efficiency, saving drivers $4,400 over the life of the vehicle, the report
shows. That's if the goal is reached by 3030, and if the administration and
NRDC scientists are correct in their assumptions.

Rarely do projects get done on time. And plans that make sweeping
change — for better or worse — seem to take even longer.

I recall the construction of the Century Freeway, Interstate 105 in Southern
California, and being a youth in the back seat of a car and the adult driver
would point and say “Look there, that's going to be a freeway someday.”

Planning on the 105 began in
the 1960s. It opened in 1993.

Environmentalists, communi-

California’s high speed

rail is another dream that,
when it comes to fruition,
most people reading this
will long in the tooth -

and then some.

ty opposition and earthquakes
were among reasons given for
the long completion time of

a much needed highway that

takes drivers from the transit

stop for the Green Line to Los
Angeles International Airport.

But similar arguments can be made for all projects. Speaking of the Green
Line, planning for Los Angeles County’s Metrorail system began in the 1970s
and it wasn't until 1990 that the first line was in operation. And don't expect
the Green Line to be able to take you all the way to LAX until 2028.

While people in the L.A. area are now able to take advan-
tage of the 105 and the Metro, I'm sure there were many area tax-
paying residents who have long passed who would have liked to
have been served by these transportation options.

California’s high speed rail is another dream that, when/if
it comes to fruition, most people reading this will be long in the
tooth — and then some. As a reporter in the desert northeast
of LA. I covered planning on the route expected to run from
Francisco to L.A. That was in the late 1990s, and cost estimates
of around $30 billion were being tossed out for an efficient and
speedy magnetic levitation train. Despite voter approval of more
a $9 billion-plus bond, the project is still being debated, and it's
one that would provide a more conventional and slower moving train than
the maglev train under consideration early on.

In April the California High-Speed Rail Authority passed a revised business
plan that will provide a high speed train “within a decade” at a cost of $68.4
billion. Unlikely on either count.

And I'll be too old to care.

Don Jergler

West Editor
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News & Markets

Meteorologist: Tornado Near
Stockton, Calif., not Unusual

he National Weather Service says the tornado that struck
five miles outside of Stockton, Calif., last month was not
unusual for the time of year.

The twister on farm-
land near Interstate 5 left
a path of damage about a
mile long. The Record of
Stockton reported that it
shredded a wood-frame
shop, tipped over a big-
rig trailer and sent shards
of aluminum siding
across more than an acre
of land.

National Weather
Service Meteorologist

Stefanie Henry says it also took the shingles off the roof of a
home.

There were no reports of injuries. Henry says California
averages about eight tornadoes a year.

@2012 Associated Press. All Rights Reserved.

Poll: Northwest Residents
Rely on Vigilance to Protect
Identities

ost Northwest residents are concerned about the threat
Mof identity theft, but a majority rely on their own vigi-
lance to protect themselves from fraudulent activity against
their personal information, a poll from Seattle, Wash.-based
PEMCO Insurance shows.

The poll shows less than one-fifth of drivers in the
Northwest — 18 percent in Oregon and 16 percent in
Washington — say they subscribe to an identity-theft protec-
tion service.

The insurer said a majority in both states engage in other
identity-protecting behaviors, such as installing security soft-
ware, using a shredder to destroy sensitive documents, and
removing personal identification from wallets and purses.

A nationwide study cited by Washington State Attorney
General Rob McKenna states that while the number of iden-
tity theft victims has decreased in recent years, identity fraud
is costing consumers more out-of-pocket expenses. The mean
out-of-pocket cost due to identity fraud increased 63 percent
from $387 in 2009 to $631 per incident in 2010, according to
the study.m

UC, FBI Reach Settlement
in Berkeley Raid Suit

he FBI and University of California have agreed to pay

$100,000 and destroy computer files to settle a law-
suit stemming from a raid on the offices of two groups in
Berkeley.

Long Haul Inc. and East Bay Prisoner Support were raided
in 2008 by federal agents and university police after authori-
ties said threatening messages to animal researchers at the
University of California, Berkeley had been sent from a com-
puter at the storefront the two groups occupy.

Long Haul has public computer terminals and meeting
rooms that attract people involved in left-wing causes.

Lawyers for Long Haul say officers seized all 14 of the
group’s computers. No evidence of criminal wrongdoing was
found.

The San Francisco Chronicle reported that the university
will pay three-fourths of the settlement. UC Berkeley offi-
cials maintain that their officers acted properly.

@2012 Associdated Press. All Rights Reserved.
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Earthquake Hazard
in Washington to Be Studied

he federal government is going to take another look
at the potential earthquake hazard at Hanford in
Washington.
The seismic assessment will update the Department of
Energy’s last comprehensive analysis in 1996.
The Tri-City Herald reported new understanding of seismic
faults in the Pacific Northwest will inform the new assess-

i!_

ment.

The largest earthquake record-
ed in the region was a magni- /
tude-5.7 earthquake 72 miles from
Hanford at Milton-Freewater in
1936. That's according to data
collected for the design of the
Hanford vitrification plant.

Eastern Washington also was hit by an earthquake with an
estimated magnitude of 7.3 in 1872 near Lake Chelan.

@2012 Associated Press. All Rights Reserved.
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Declarations

Employee Relief

“An employer must relieve the employee of

all duty for the designated period, but need

not ensure that the employee does no work.”

— Associate Justice Kathryn Werdegar wrote
for a unanimous California Supreme Court ruling
late last month in a decision that allows part of a
class-action lawsuit over employee breaks against
Brinker International Inc. to proceed. The court
ruled employers only have to provide medl periods
to workers, not make sure employees actually take
them.

State Fund Discipline
“The competitive market continues to
underprice business. We are maintaining
our pricing discipline, and as a result we
tend to lose business when others under-
price it.”

— State Fund CFO Dan Sevilla, explain-
ing Californid’s largest workers’ compensation
insurer’s year-over-year drop in premiums from
2010 to 2011.

J.D. Power

“Repair times have also increased slightly from

Kriedler Commish

“Me serving so long is particularly good for
an insurance commissioner, who have a
fairly short lifespan on average. At the end
of this term I will have 12 years, and that’s
two more than any insurance commissioner
in the country.”

— Washington State Insurance Commissioner
Mike Kreidler following his announcement he’s
seeking d fourth term in office.

the last quarter. This, in addition to custom-

ers waiting longer for a more convenient time, or the weekend, to bring their vehicle to the

repair shop, has contributed to the overall lower satisfaction scores.”

— Jeremy Bowler, senior director of the insurance

practice at ].D. Power and Associates, which

released its 2012 U.S. Auto Claims Satisfaction Study — Wave 2 showing overall customer satisfaction
for auto claims has dropped the lowest level in three quarters.

HloUres
(@)

2,800

www.insurancejournal.com

BMWs are being recalled by the
car maker because a circuit board
can overheat and cause a fire. The
recall covers some 2011 and 2012
models of the 5-Series, 5-Series
Gran Turismo, 6-Series convertible,
7-Series, X5 SAV and X6 SAV.

600,000

Is the limit of Colorado’s
liability under state law for

a wildfire apparently started
by a Colorado Forest Services
prescribed burn that killed
three people, consumed 4,140
acres, destroyed 25 structures
and forced the evacuation of
900 homes.

10,000

Lake Tahoe in Californi

to reduce fuel for poten
Pending since 2004, the

project won final appro
last month.

the dog's owners.

Acres of forested area in

will be thinned by the U.S.

Forest Service in an effort

tially catastrophic wildfires.

$200,000,

Is what Beth Fischer’s medical bills
have reportedly amounted to after
she suffered a dog bite at the base
of Aspen Mountain in Colorado last
year. Her attorneys have filed a law-
suit against Aspen Skiing Co. and

a

val

May 7, 2012 INSURANCE JOURNAL-WEST REGION | 9



WEST

Business

)

SIAA
Hampton, N.H.-based Strategic
Insurance Agency Alliance has signed

nine new members in the Western
United States.
The new members include:
« Farling Insurance Agency of
Litchfield Park, Ariz.
« Baldrica & Company of Colorado
Springs, Colo.

« Galli Insurance Agency of Jackson,

Calif.

+ SVIG Insurance Center of San
Marino, Calif.

« Alive Insurance Services of El
Cerrito, Calif.

« Nevada Docs Agency of Las Vegas,

Nev.
« Solid Gold Insurance Agency of
Pasadena, Calif.
« Sorensen, Lewis and Associates of
Richfield, Utah
« Risk Managers Insurance of Salt
Lake City, Utah
Since it’s inception in 1995, SIAA has
signed over 4,000 new members. SIAA
is focused on the creation, retention
and growth of the independent insur-
ance agency distribution system.

Associated General Contractors of
California, Zurich

The Associated General Contractors
of California (AGC-CA) and Zurich

10 | INSURANCE JOURNAL-WEST REGION May 7, 2012

have collaborated to provide insurance
services for its members.

Under the agreement, Zurich in
North America will provide AGC-CA
members with insurance products for
workers’ compensation, general liabil-
ity, auto and property coverages, as
well as comprehensive safety and risk
management services.

AGC represents more than 1,000 con-
struction companies and construction
related firms throughout California.

AGC members represent some of the
state’s smallest business enterprises to
some of the nation’s largest construc-
tion companies, with annual construc-
tion volumes ranging from less than
$100,000 to more than $100 million.

AGC members perform the majority
of non-residential construction, and
build the state’s highways and bridges,
office buildings, hotels, shopping cen-
ters, plants, refineries and manufactur-
ing facilities, as well as schools, colleges
and universities, hospitals, retirement
homes and health care facilities.

California Contractors Insurance

CA-ContractorInsurance.com has
been launched for California con-
tractors to go to for information on
insurance issues facing their business.
The website brings information, tips,
products, and expert advice to help
California contractors understand and
protect their business with insurance
policies.

CA-Contractorlnsurance.com fea-
tures descriptions of the coverages
California contractors and small busi-
nesses need to protect their company
assets. ContractorInsurance.com breaks
down the laws and regulations into
simple forms by coverage, and sorts
through the details of workers’ com-
pensation, general liability and small
business bonds.

CA-ContractorInsurance.com pro-
vides California workers’ compensation,
California liability insurance, California
contractors bond and employee leas-
ing products to small business own-

ers looking to save money on their
California contractors insurance.

Blue Cross

Blue Cross and Blue Shield of
Montana along with Blue Cross of
Idaho are buying an Idaho company
that provides health products and
employee-benefit administration ser-
vices and merging it with a similar
Montana company.

The insurance companies have
acquired Peak 1 Administration of
Coeur d’Alene, Idaho, and merged it
with Blue Cross subsidiary Insurance
Coordinators of Montana, which is
based in Helena.

The Independent Record reported the
company will operate under the name
of Peak 1 Administration. Insurance
Coordinators serves customers in
Montana, Idaho, Wyoming, Washington
and Oregon.

Officials declined to discuss the pur-
chase price.

Peak 1 President Dan Crawford says
the merger allows them to increase the
services they offer and expand the area
they serve.

PPIB

Professional Program Insurance
Brokerage of Novato, Calif. has formed a
new senior/home health care program.

This program includes, but is not
limited to the following: nurse regis-
try, healthcare staffing, adult daycare,
medical director, long term care, house-
keeper, sitter, host home, live-in com-
panion, assisted living, group home,
residence manager, hospice care and
e-health.

Coverage is also available for most
individuals (including doctors) within
this industry needing their own per-
sonal coverage or for the entity.

The policy can include professional
liability, general liability, sexual mis-
conduct, HNOA, privacy, property and
other ancillary coverage lines. Limits
are available up to $5 million with
minimal deductibles.

www.insurancejournal.com



ROCK-SOLID FINANCIAL STRENGTH
SUPERIOR CLAIMS SERVICES

» UNRIVALED CUSTOMER SUPPORT
INNOVATIVE RISK FINANCING
UNDERWRITING ONE RISK AT A TIME

IT'S HOW WE MAINTAIN A CUSTOMER RETENTION RATE OF OVER 90 PERCENT. At Applied Underwriters® workers'
compensation is all we do. This allows us to provide the deep resources and expertise to handle your claims with precision and speed.
And rather than send you all over the globe for answers, we give you one number to call — your direct line to a dedicated team in Omaha that
understands your company'’s unique needs.

Experience our way of doing things. Just one company, with one focus, and the hardest-working workers’ compensation insurance around.
Most classes. All states. Call (877) 234-4450 or visit www.auw.com for more information.
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Steven Tanta

Kim Bimestefer

Jill Linhardt

Douglas Benner

People

Renton, Wash.-based Bell-Anderson Agency Inc.
named Steven J. Tanta chief financial officer.

Tanta joined Bell-Anderson in 2009 as a sales executive.

Bell-Anderson is one of the largest regional insurance
agencies in the Pacific Northwest.

Cigna Corp. named Kim Bimestefer president and
general manager for its Mountain States region, including
Colorado, Wyoming, Utah and New Mexico.

Bimestefer will be based in Denver. She will serve as the
senior leader for Cigna’s operations in the region.

Bimestefer has more than 25 years of experience in the
benefits industry. Most recently, she served as president of
Cigna’s Taft-Hartley and federal business segment. She will
continue in this role in addition to her leadership of Cigna's
operations in the Mountain States.

Encino, Calif.-based NAS Insurance Services named Jill
Linhardt as senior vice president of claims.

Linhardt has been with NAS since 1994 and is a princi-
pal. An attorney by training, she began as an underwriter
with NAS and moved to the cliams in 2000. During the
past 12 years, she has served as vice president of claims,
overseeing the department, including coverage evaluations,
communications with attorneys, insureds and reinsurance
clients.

NAS is an independent underwriting manager of spe-
cialty insurance with full binding authority to underwrite
on behalf of Lloyd’s of London and other carriers.

San Jose, Calif.-based EK Health Services, a national
workers’ compensation managed care firm, has promoted
Dr. Douglas Benner to chief medical officer.

As CMO, Benner is responsible for leading the opera-
tional management of EK Health's physician services and
medical staff administration.

Dr. Richard Thompson, who has been the CMO at EK

New episode this week!

Tune in to the e-Marketing Minute this week for a brand new episode!

This video series is made to help
insurance agents learn how to serve

v

the modern consumer and grow

their agency online. This is not an
episode you want to miss!

Check us our online ar

www.insurancejournal.tv/emm E=@m =

eMARKETING

MINUTE

Sponucend by
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Health for eight years, will now focus on the Next Step
Medical Advisory Program as its medical director.

Benner joined EK Health in 2011 as medical products
business development officer. He came from Kaiser
Permanente.

EK Health Services provides workers’ compensa-
tion case management, utilization and peer review and
Medicare set aside services to insurance companies,
employers, for-profits and public entities.

Global law firm Mayer Brown named veteran insur-
ance regulatory advisor James R. Woods as a partner
and a co-leader of the global Insurance Industry Group.

Also a member of Mayer Brown’s corporate and securi-
ties practice, Woods will divide his time between the
firm’s offices in Palo Alto, Calif., and New York.

Previously, he was a partner at Dewey & LeBoeut,
where he served as co-chair of that firm’s global insur-
ance industry sector practice.

Woods has more than 35 years’ experience representing
insurers and insurance-related entities.

Woods is general counsel to The Surplus Line
Association of California, and to the Worldwide Broker
Network.

He also represents the Insurance Information Institute
and the Insurance Industry Charitable Foundation on a
pro bono basis.

Pauline Bareno joined Calabasas, Calif -based
surplus lines broker Maverick Commercial Insurance
Services as senior vice president.

Bareno has more than 30 years of property/casualty
insurance experience, including an underwriting and
marketing background.

Her experience includes insurance companies, retail
and wholesale brokerage specializing in large workers’
compensation insurance programs.

www.insurancejournal.com



some things are just

Better Together.

Peanut butter and jelly. Cookies and milk. CRC and Crump. Sometimes when two great
things come together, it just makes sense.

Two of the best names in the wholesale insurance industry are now united, creating one

team to better serve you. With $3.5 billion in annual premium and1700 employees in 55 office
locations, our new family of companies will be there for you, wherever you are.

We will find solutions faster, smarter, and better than the rest.

For retailers, we now offer an even broader range of property, casualty, and professional
products available through open market placements, MGA and MGU facilities, and
exclusive programs. For markets, we now offer the enhanced ability to distribute

your products through one of the largest wholesale insurance networks available.

Just like PB&J, this dynamic duo just made life a whole lot sweeter.

Better Together. ‘:‘
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www.crcms.com/merger THE DIFFERENCE "

Crump}

Property&Casualty
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News & Markets

Replacement Costs Battle on the Road to Somewhere

By Don Jergler

Steve Young was somewhat
upbeat when he was asked what
he thought about the outcome of a
long-brewing legal battle between
three insurance associations and the
California Department of Insurance.
That upbeat attitude is because a
court of appeals accepted his associa-
tion’s amicus brief last month. That
may sound a bit trivial, but Young
sees it as a signal there’s at least a
slight chance the group will have its
day in court sooner rather than later.
Young, vice president and gen-
eral counsel of Insurance Brokers &
Agents of the West, applauded the
Second District Court of Appeals
action in granting IBA West’s request
to file an amicus brief in the litigation
over replacement cost regulations that
were successfully pushed through the
courts by the California Department
of Insurance last year.
In April IBA West filed the brief,
a request to support the petition
for writ of mandate filed by the
Personal Insurance
Federation of
California and
the Association of
California Insurance
Companies chal-
lenging the legality
of the replacement
cost regulations.
The writ would speed the appeals
process along. Otherwise, the appeals
process could go on for years and
draw out a battle that was ignited last
year.

Legal Battle

When CDI and Insurance
Commissioner Dave Jones came up
with the regulations regarding how to

14 | INSURANCE JOURNAL-WEST REGION May 7, 2012

‘If the commissioner
has the authority to
go after underwriting
on this, his authority
could be unbridled.’

deal with and present to consumers

replacement costs on homeowners’
insurance policies last year, it touched
off a legal battle between the three
associations and CDI attorneys.

While CDI argues the regulations
were necessary to protect homeown-
ers, the groups
believe CDI and
Jones overstepped
their authority,
and that this move
could be an inroads
to enabling the
regulators to wield
a broader authority over more than
just those entities in homeowners
insurance.

“It’s the commissioner claiming the
authority to mandate underwriting
guidelines through the replacement
costs formula,” said Mark Sektnan,
president of ACIC. “We believe any
additional authority has to be granted
by the Legislature.”

He added: “If the commissioner

has the authority to go after under-
writing on this, his authority could be
unbridled.”

In January, a Los Angeles County
Superior Court judge denied a motion
for judgment on the pleadings
brought by the three associations. It is
that denial that the plaintiffs and IBA
West are asking the state appellate
court to overturn.

While the court’s acceptance of
the amicus brief doesn't necessarily
indicate how it will evaluate the writ
of mandate filed by the groups for a
speedy appeal, Young took the accep-
tance as a good sign.

“The fact that the court did accept
our amicus brief we think is certainly
is not a bad sign,” Young said.

The second district court of appeal
denies roughly 96 percent of all peti-
tions for writ of mandate, Young said,
adding, “We don't hold out a lot of
hope that our petition is going to be
granted.”

continued on page 16
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underwriter, Jil tos. The account
required special attention due to the
client’s planned business expansion.
Jill cleared her s he ule, made a trip
to visit the business with the agent and
put together a customized coverage
package — ultimately helping her
agent retain -held relationship.
Great job, Jil
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Replacement, continued from page 14
Long Road

However, if the court does end up deny-
ing the mandate, IBA West and the other
associations will just take the long road and
deal with a normal appeal process, Young
said.

What's the hurry?

The regulations sought
by CDI and California
Insurance Commissioner
Dave Jones were not
stayed when an earlier

court gave the state’s
insurance regulatory
body authority to move forward with the
new replacement costs regulations.

The regulations, intended to reduce
underinsurance in homeowners’ insurance
policies, require all insurance companies to
calculate replacement cost estimates using
a standardized set of more than 20 criteria.
The regulations also require producers to
provide detailed information disclosing to
customers the amount of the replacement
cost estimate, and how it was calculated.

The California insurance code doesn’t
necessarily authorize CDI to create such
mandates. However, CDI lawyers added
provisions to the regulations prohibiting

‘The fact that the
court did accept
our amicus brief we
think is certainly is
not a bad sign.’

insurers, brokers and agents from utiliz-
ing any other replacement cost calculation
methodology and asserting that alternative
methodologies would constitute an “untrue,
deceptive, or misleading” statement in the
business of insurance, which is prohibited
by Insurance Code Section
790.03(b), part of the Unfair
Insurance Practices Act.

IBA West’s argument
is the regulation imposes
significant burdens on
insurance producers, and
it grants Jones and CDI
broader powers that could be extended
into other areas of insurance, Young said.

Young said the standardized set of cri-
teria “isn't a bad idea just in terms of the
merits of the idea.” IBA West’s issue is that
Jones is overstepping his authority, and
it's the Legislature that makes the laws
and the administration and CDI's role is to
interpret those laws, Young said.

“The commissioner doesn't have the
legal authority to say ‘Hey, I got a really
great idea and I'm going to make every-
body do the following 25 ideas,” Young
said. “There’s nothing that says the com-
missioner can require every homeowners’
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insurer and every broker-agent to estimate
replacement costs using one and only one
formula.”

He added it’s his belief that Jones’ legal
team “came up with what I think is a pret-
ty sneaky backdoor attempt to find regula-
tory authority.”

Pat McConahay, CDI's deputy press sec-
retary, defended CDI's actions and said the
new regulations are necessary to protect
homeowners seeking insurance.

“This regulation is an important consum-
er protection measure,” McConahay said.
“When a homeowner comes to an agent to
buy a policy and the agent provides an esti-
mate of how much it will cost to replace
the home if it is destroyed, the consumer
should be given a complete and accurate
estimate. This regulation achieves that
goal.”

The regulation places four principal obli-
gations on the insurance industry

The regulation forbids licensees from
communicating an estimate of replacement
cost to an applicant or an insured on a
renewal of a homeowner’s insurance policy
that provides coverage on a replacement
cost basis unless the estimate takes into
account at least 22 factors set forth by CDL

The regulation states that communi-
cating a replaeement/cost estimate not
comporting with the method constitutes
a misleading statement and pursuant to
California’s insurance code can lead to a
rrange of penalties, including fines of up to
$10,000 per violation.

It creates strict liability for use of third-
party sources, meaning licensees are bound
by the method even if they rely upon
information, data or statistical methods
obtained through third-party sources.

The regulation requires licensees at least
annually to update the sources and meth-
ods they use to generate replacement-cost
estimates.

All associations involved in the suit con-
tend the regulations constitute an illegal
intrusion into insurance underwriting by
CDI, and violate First Amendment rights
of insurers by prohibiting non-conforming
statements regarding other replacement
cost methodologies.

www.insurancejournal.com
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Path Set for ACOs in Healthcare Delivery

By Stephanie K. Jones

Even if the U.S. Supreme Court
strikes down the Obama adminis-
tration-backed healthcare reform legis-
lation, accountable care organizations
(ACOs) — models aimed at improving
the quality of healthcare delivery while
decreasing costs — are likely to sur-
vive, say a panel of experts in health-
care liability issues.

ACOs are networks of health-
care providers that band together
to provide for the consistency and
coordination of services for patients.
Developed partly in anticipation of and
in response to the Patient Protection
and Affordable Care Act of 2010, ACOs
are similar in some ways to health
maintenance organizations (HMOs),
which were developed in the 1980s and
fell out of favor mainly due to restric-
tions in care and services available to
patients.

“There are probably as many types
of ACOs as there are car models on the
market,” said Kristin McMahon, chief
claims officer for IronHealth. However,
they mostly fall into two broad cat-
egories — public and commercial. The
categories are defined by who pays,
whether it's a governmental entity,
such as Medicare, or a private insur-
ance organization.
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Speaking at a recent PLUS Medical
Professional Liability Symposium as
part of a panel on liability exposures
faced by ACOs, McMahon explained
that ACOs are both the result of an
evolution in healthcare delivery models
in reaction to HMOs and an attempt to
improve the quality of healthcare while
keeping costs down.

With the early HMOs, insurers
would assign “a fixed monthly per
patient payment to a provider and
that payment was meant to cover all
treatments for that patient,” McMahon
said. “In addition, health insurers
implemented a lot of cost containment
measures,” such as gatekeeper systems,
under which a patient could only see
a specialist if their primary care physi-
cian provided a referral.

“There were restricted networks,
there were gag orders forbidding physi-
cians from discussing patients’ alter-
native, albeit more expensive health
care options. ... This infuriated the
American public,” McMahon said.

As a result, lawsuits followed as did
multimillion-dollar jury awards.

ACOs, on the other hand, are
patient-centric models designed to
implement quality without limiting
choice, she said. Common characteris-
tics of successful ACOs include broader
access to care with extended hours and
weekend access, case management,
management of electronic medical
records, care coordinators and use of
data analytic systems to track popula-
tion management.

Liabilities and Exposures

While they differ in a number of
ways from HMOs, ACOs may have
many of the same liability issues as
previous healthcare delivery models,
according to Ciara Frost, a partner in
the Chicago-based law firm of Kerns
Frost Pearlman LLC.

Frost said there are risks that may
arise out of the nature of an ACO’s
structure and its partners, which
include a variety of providers, vendors
and other participants.

“The ACO liability exposures are
similar to historical managed care orga-
nization exposures in many respects,”
Frost said. However, they differ in
that there is more freedom of choice
for care alternatives — participants
can go out of network for care if they
choose — and the financial restraints
on physicians often imposed by tradi-
tional HMOs are absent, so there’s a
lower risk of litigation over those types
of exposures.

“Nevertheless there still are financial
incentives to cut costs and under-
utilize, and you can be sure the plain-
tiffs’ bar will be very focused on those,”
Frost said.

ACOs are “assuming accountability
for quality of care. They also assume
the duty to coordinate that care,” she
said. Theoretically, the assumption of
those duties should heighten ACO’s
liability risk going forward.

“ACOs are the primary provider
organization. No matter what they do
they're going to be [responsible] for
outcomes and that may lead to negli-
gence claims,” Frost said.

Medical treatment is one obvious
exposure that is likely to give rise to
claims against ACOs, she said, but
there are others. “I think we're going
to see more claims on failure to coor-
dinate care,” she said. ACOs have an
obligation to coordinate care but “that’s
casier said than done. ... Where things
fall through the cracks for various rea-
sons the ACO may be held accountable
for those lapses.”

Regardless of the liability exposures
they may face, ACOs in some form are
likely to remain the future of healthcare
delivery, the experts say.

www.insurancejournal.com
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West Insurance Employment: California
Job Market to Stay Soft

By Don Jergler

Jutiook

he phrase “Go west young man,”

may not apply so well to the
insurance industry in the nation’s most
populous state.

An examination of Bureau of Labor
Statistics and Economic Development
Department data for California shows
hiring for the insurance industry looks
to be flat for the next two years. The
exception might be in jobs for sales
agents.

“What I can tell from looking at both
sets of data is that employment’s most-
ly going to be flat over the projected
time periods,” said Kimberly Ritter,
an analyst for the Los Angeles County
Economic Development Corp., which
regularly tracks and examines labor
and business data statewide.

In 2011, for insurance carriers and
related insurance activity, there were
179,000 jobs in California, which repre-
sents a year-over decline of .4 percent.
Many of those job cuts were by carri-
ers, the data shows. Employment for
insurance carriers declined by 3 per-
cent, while employment for agencies,
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brokers and other related insurance
activities rose by 2.1 percent.

It's unlikely to improve in the
Golden State anytime soon. By occupa-
tion, insurance-related employment
will likely be down for the next two
years, according to Ritter’s reading of
the data.

Adjusters, examiners, investigators,
underwriters, and claims processing
and policy clerks all show declining
employment over the next two years,
she added. The only job area that
shows promise is sales agents, where
jobs are expected to grow slightly, she
said.

The short term outlook is stagnant.
However over the next five or 10 years,
it looks like “better growth,” Ritter
said.

Still, the long-haul for insurance
employment is far from positive.
Underwriters will continue to shed
jobs, with projections starting in 2008
and going forward to 2018 showing a
700-job loss for California, and insur-
ance claims and policy processing
clerks showing 200 jobs lost. Small
drops to be sure, but no signs of gains.

However, over that same period, the
number of sales agents will grow by
2,100, and claims adjusters and examin-
ers will show a growth of 1,100 jobs,
according to the data.

What that all means is that compa-
nies will hire slowly, and cautiously,
and find a way other than hiring to
deal with increased demand for their
insurance products, Ritter said.

“As far as the insurance industry
goes, demand for insurance is going
to increase with the next 10 years, but
employment is going to increase slower

than demand,” she added.

Aside from cautious employers taking
some of the steam out of any jobs recovery,
that slower job growth will be due to con-
solidation and corporate downsizing, as well
as competition from direct mail and Internet
sales, she said.

In other words, clerking duties will con-
tinue to be taken over by software and tech-
nology, and sales of personal lines like car
insurance will be done increasingly over the
Internet.

Some good news is that the lackluster
growth in the industry may be partially off-
set by employment gains in healthcare, with
the field growing along with the number of
aging baby boomers, as well as population
growth. And, as the housing market recovers
the western region along with the rest of the
nation should see some demand for insur-
ance and some employment growth, Ritter
said.

Despite the less-than-optimistic employ-
ment data, not all companies are preparing
for an extended hiring slowdown.

“My estimate would be that we will hire
an additional 10 percent of our staff,” said
Eileen Bacon, senior vice president of human
resources for Lockton Insurance Brokers
LLC, the southern California subsidiary of
Lockton Cos. Lockton has 320 employees in
the region.

While the firm is hiring in the region, the
brunt of Lockton’s future additions will be
to replace individuals who resigned or who
have been terminated.

Specifically, Lockton will look to add
agents to accommodate the anticipated
rebound in homebuilding activity, as well as
some to handle more commercial business,
Bacon said.

“Homebuilders seem to be coming back,”

she added.
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Student Interest

One of the areas Lockton
will be adding to is its associate
account manager program, which
recruits from area colleges and universities,
Bacon said, adding that the program has a 95
percent retention rate.

And one of the schools Lockton often
taps for new blood for its program is the
Mihaylo College of Business and Economics
at California State University Fullerton,
which is seeing an upswing in interest being
expressed from potential employers.

Director Weili Lu said the program,
designed for students who are primarily
interested in careers in the insurance and
financial services industry, has traditionally
placed about 100 students a year with firms.
That dropped off dramatically when the
economic mud hit the fan around 2008. The
program placed
less than 70 stu-
dents total in the
next two years,
she said.

“We had some
bad years in 2009
and 2010,” Lu
said, adding, “but
starting from 2011

than demand.’

We saw some pick up, especially this year.”

In late 2011 and so far in 2012, commercial
carriers, as well as independent agents, have
come to Lu expressing interest in hiring, she
said.

In 2011, more than 60 students were hired
out of the program, and “I'm hoping 2012 will
be more,” she added.

In fact, in February, Lu had two com-
mercial carriers, who she declined to name,

www.insurancejournal.com

‘As far as the insurance
industry goes, demand
for insurance is going to
increase with the next 10
years, but employment is
going to increase slower

come to the school and express interest in

hiring, one of which wanted to hire seven
commercial underwriters.

A Bright Sign

Mara Klug, vice president of the Los
Angeles region for Adecco USA, a national
staffing and employment agency, knows
first-hand that firms tend to take on tempo-
rary workers before launching any serious
hiring, so when she sees an uptick in her
business, she knows full-time hiring by area
firms typically follows.

“The insurance companies that we have
worked with historically have not used our
services as much in the last couple of years
because of the decline in the economy,” Klug
said. “But in the last six months we've seen
an increase in the number of requests from
our insurance company clients to help them
with temporary employees
in support positions.”

These increased employ-
ment queries include cus-
tomer services and claims
support, she said.

“A lot of times what
has happened during the
downturn in the economy,
as people left companies,
the companies would try to not replace them
and have some of the remaining employees
take on different roles,” she said. “A lot of
times they'll start with temp employees, and
if the person works out well many times
theyl hire them.”

So she takes it as a good sign that in the
last six months her clients have started to
return to her looking to beef up their work-
forces with temps, she said.

Al
an

“I have about four or five customers in
the L.A. market that have come back to me
because all of a sudden they are needing our
services again,” she said, declining to name
her clients.

Some of the companies have needed 10
to 15 people in customer services or billing,
almost an entire staff’'s worth, and others
have needed only one or two people in, say,
claims support, she said.

“Based upon the information I've gotten
from my customers, there will be a need for
more temporary employees,” she said. “T defi-
nitely think there will be more temp hiring.”

And the better news for those in search of
employment is that she predicts this trend
will continue at least through 2012.

Mixed Bag

Insurance employment across the western
United States seems to be a mixed bag of
good news and bad.

According to the Insurance Journal 2012
Agency Salary Survey, only 20 percent of
agencies in the states of Arizona, Colorado,
Idaho, Oregon and Washington said they
increased staff size in 2011.

The good news is most agencies polled
said they stayed the same (66 percent), while
only 12 percent said they decreased staff size.

In fact, the status quo seemed to be the
favored answer for poll takers in terms of
employment size. The poll shows that in
2012, 66 percent of agencies in the region
answered that staff size would “stay the
same” this year. Less than 10 percent said
they anticipate decreasing staff size, and
nearly 24 percent said they expect it to
increase.

continued on page 22
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Employment, continued from page 21

Employment Report

Arizona stood out in the survey as the percent) in 2011 in 2012. Only 10 percent of respondents in
state in which most agencies responding to Oregon had the fewest agencies say they Washington said they anticipate a staff size
the poll (35 percent) expected staftf increased staff size (15 percent) in 2011, increase in 2012.
size to increase in 2012, and as the state and that state was among the lowest (23 According to the Insurance Information
which had the most respondents say their percent) for western states in which agen- Institute, which provides an employment
agencies increased staff size (nearly 29 cies said they are planning a staff increase data compilation that's current to 2011,
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By Sam Hananel

he nation’s premier worker safety

agency takes nearly eight years
on average to adopt new safety regula-
tions, government auditors said in a
report.

The Occupational Safety and Health
Administration takes far too long
compared to other agencies, safety
experts said during a Senate hearing
on the report by the Government
Accountability Office.

Critics claim the agency has become
overly cautious in setting new rules on
dangerous chemicals and other on-the-
job hazards, hamstrung by procedural
and political roadblocks.

The process for approving new
regulations at OSHA averages about 50
percent longer than the Environmental
Protection Agency and at least
twice as long as the Transportation
Department, auditors said.

‘We have created barriers
based on false alarms, and
the need now is to lower them
so that worker protection can
proceed again without delay.
It is no exaggeration to say
that lives are at stake.’

“We have created barriers based on
false alarms, and the need now is to
lower them so that worker protection
can proceed again without delay,”
Michael Silverstein, former director of
the Washington state OSHA program,
told the Senate Health, Education,
Labor and Pensions Committee. “It is
no exaggeration to say that lives are at
stake.”

Senate Democrats say the delays at

OSHA are unacceptable while work-
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OSHA Hit for Taking Too Long
to Adopt Workplace Safety Rules

ers are being injured or killed. It took
nearly a decade, for example, for
OSHA to issue safety rules on
construction cranes. In the
meantime, several cranes
toppled in accidents, and
people were killed.

OSHA officials blame
lengthy waits on greater pro-
cedural requirements, shifting
priorities and a higher standard of
judicial review than most federal agen-
cies face. Heavy pressure and litigation
from business groups are also factors.

Revae Moran, the GAO’s director
of education, workforce and income
security, said sometimes OSHA will
begin work on a set of regulations —
construction scaffolding, for example
— and then put it aside for years while
focusing on other issues.

“Why it would take 19 years to set a
scaffold standard doesn't necessarily
make sense,” Moran said, citing a 1996
rule.

Business groups claim OSHA cre-
ates problems for itself by ignoring
employer concerns when it develops
new standards. OSHA officials often
don't seek out industry guidance until
after they make a risk assessment, said
David Sarvadi, a lawyer representing
the U.S. Chamber of Commerce.

“OSHA needs to talk to people
before they sit down and start writing
the rule,” Sarvadi said.

But saying the government needs
more regulations is fraught with
political risk in an election year. GOP
presidential hopefuls and Republican
lawmalkers have made an issue of
what they say is over-regulation by
the Obama administration. President
Barack Obama signed an executive
order last year requiring federal agen-
cies to target and eliminate burdensome

rules, even as they issue new ones.
A quarter of OSHA safety rules
approved since 1981 have taken more

than a decade each to complete,
according to the GAO report.

After putting out 47 new safety
rules in the 1980s and 1990s, OSHA has
slowed, approving just 11 new rules
since then.

The GAO report recommended that
OSHA officials collaborate more with
the National Institute for Occupational
Safety and Health, a federal research
agency that makes workplace health
and safety recommendations.

Randy Rabinowitz, director of regula-
tory policy at OMB Watch, a nonprofit
advocacy group that monitors federal
regulations, said OSHA should pick a
few hazards and see those priorities
through without shifting gears so often.
She suggested the agency could also rely
more on scientific evaluations prepared
by other agencies to avoid duplicating
work and get the industry to share
more data during consultations.

Other ideas would require congres-
sional action, such as amending federal
law to change the tough judicial stan-
dards OSHA rules must meet.

©2012 Reuters. All Rights Reserved.
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General Star Indemnity Company is an eligible surplus lines insurer in the District of Columbia, Puerto Rico, the Virgin Islands and all states except Connecticut, where it operates
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Atlanta 404 2396777  Chicago 312 267 8600  Los Angeles 2136301930  New York 212 8593950  Stamford 203 328 5700
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U.S. Tells Industry to Further Test Safety of Nanotechnology Products

By Anna Yukhananov = seen with a regular light
. > }' b . microscope. It is used in

S. health regulators said ¥ ;ég ? ,’.! L T hundreds of products in
consumer products that < ‘!.: Ty T .._:...‘- areas ranging from stain-

use nanotechnology may have
unknown effects on the human
body, and advised food and cosmetic
companies to further study the safety of
these tiny particles.

The U.S. Food and Drug Administration
has issued two draft guidelines calling for
more studies, putting, for now, much of the
onus for safety on companies.

The FDA also rejected a consumer group’s
petition from 2006 that urged a separate
category of regulation for nanotechnology
due to its “unique human health and envi-
ronmental risks.”

Nanotechnology involves designing and
manufacturing materials on the scale of one-
billionth of a meter — so small it cannot be

resistant clothing and cos-
metics to food additives, but
the health effects of nanoparticles
are still poorly understood.

Nanoparticles may be able to penetrate
the skin, or move between organs, with
unknown health effects.

“Understanding nanotechnology remains
a top FDA priority,”
FDA Commissioner
Margaret Hamburg said
in a statement. “FDA
is strengthening the
scientific tools and methods for evaluating
food products, cosmetics, drugs and medical
devices.”

The FDA advised companies that use

\ www.andersonmurison.com
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‘Understanding nan-
OteChnOIOgy remains Health Group, a consumer
a top FDA priority.’

nanotech in food additives or food packag-
ing to consult with the agency and show
that the changes are safe before selling their
products.

Malkers of most U.S. food additives and
ingredients can tell the FDA that their ingre-
dients are “generally recognized as safe” in
order to legally sell them.

The FDA said nanotechnology does not
automatically fall into this category, mean-
ing companies would have to prove addi-
tional safety data before approval.

Erik Olson, director
of food programs at Pew

advocacy group, said compa-
nies can often simply inform
the FDA that certain food additives are safe.
But the new guidelines for the first time
show the FDA thinks nanomaterials deserve
greater scrutiny.

“The FDA is essentially saying (to compa-
nies), we don't think you can just make your
own decision a nanomaterial is safe without
telling us,” Olson said.

The International Center for Technology
Assessment, which filed the 2006 petition,
sued the FDA late last year for being slow to
reply. Jaydee Hanson, policy director at the
center, said legal action may have prompted
FDA to finally issue guidance for nanotech
in food and cosmetics.

The European Union requires companies
to prove a nanotech product is safe before it
can be sold, Hanson said.

For cosmetics, the FDA said companies
should also do additional testing of prod-
ucts. The FDA does not require cosmetic
companies to submit safety data before
selling their products, and the guidance is
unlikely to have a big impact on large cos-
metic firms like Avon Products Inc, which
already comply with European rules.

Avon said it adds nanomaterials like
titanium dioxide or zinc oxide to cosmetic
products to boost protection against the
sun’s ultraviolet rays and let sunscreens rub
in without leaving white marks.

©2012 Reuters. All Rights Reserved.
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Progressive Expands

Commercial Auto Coverage Limits

Progressive Insurance has doubled the
available liability limits of its com-
mercial auto policies. It now offers options
for $1.5 or $2 million. The expanded limits
mean business owners won't need to buy a
separate umbrella policy to meet the liabil-
ity requirements for large projects.

“We've seen business owners struggle at
times with liability requirements on larger
projects,” said Cory Fischer, commercial
auto product manager at Progressive. “Let’s
say a business owner with a standard $1 mil-
lion policy wins a bid for a large project, but
the contract requires $2 million in liability.
The business owner’s best option might be
to buy a $1 million umbrella policy to make
up the difference. Sure, it meets the contract
requirements. But because most umbrella
policies have a minimum premium require-
ment, it comes at quite a cost — often up to

ABRAN
IMTERSTATE

$1,000 of premium for what otherwise might
be just $200 worth of coverage.”

With this option, business owners pay
only incrementally more for the needed lim-
its because it's on top of the standard limits
already on their policy. Progressive offers
insurance for personal and commercial autos
and trucks, motorcycles, boats, recreational
vehicles and homes.

ABRAM IHTEHEI’ATE INSURANCE SER‘H‘ICH INC. CMGA
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Travelers Enhances Cyber
Product for Tech Firms

Travelers has introduced an enhanced
version of its product-suite CyberFirst
with eight first party coverage options
designed for technology companies.

The new expense reimbursement
module covers costs resulting from cyber
attacks including theft of assets, intel-
lectual property or private information;
as well as telecommunications theft pro-
tection, a coverage option only available
through CyberFirst.

This new module complements an
existing trio of third party cyber liability
coverage options including technology
errors and omissions liability; network
and information security liability; and
communications and media liability — all
specifically for technology companies.

The expense reimbursement coverage
options include:

« Security breach notification and

remediation expense

« Crisis management service expenses

« Business interruption and additional

expenses

« Cyber extortion expenses

« Computer program and electronic

data restoration expenses

« Computer fraud

« Funds transfer fraud

« Telecommunications theft

The new first party options comple-
ment Travelers’ existing enterprise-wide
and worldwide liability coverage which
provide up to $25 million in protection.

According to a recent study, the cost of
a data breach per record is $194. According
to a Ponemon Institute Research Report:
“U.S. Cost of a Data Breach Study, March
2012". These costs can add up quickly. For
example, a breach involving 10,000 records
could cost nearly $2 million.

In addition to this new product,
Travelers offers cyber liability coverage for
public sector customers, bond and finan-
cial products customers, among others.

CyberFirst will be available in all 50
states.

www.insurancejournal.com
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Transportation Chief Calls for National Ban on Cell Phone Use While Driving

By Jim Forsyth

.S. Transportation Secretary Ray
LaHood has called for a federal law to
ban talking on a cell phone or texting while

o
y
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driving any type of vehicle on any road in
the country.

Tough federal legislation is the only way
to deal with what he called a “national
epidemic,” he said at a distracted-driving
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summit in San Antonio,
Texas.

LaHood said it is
important for the police
to have “the opportunity
to write tickets when

people are foolishly think-

ing they can drive safely
or use a cell phone and text and drive.”

LaHood has previously criticized behind-
the-wheel use of cell phones and other
devices, but calling for a federal law prohib-
iting the practice takes his effort to a new
level.

The National Highway Traffic Safety
Administration estimates that 3,000 fatal
traffic accidents nationwide last year were
the result of distracted driving.

But Gary Biller, president of the National
Motorists Association, said laws banning
specific actions like talking on a phone or
texting are not necessary because those
actions are already covered by existing
distracted-driving laws. It would be more
productive, he said, to invest resources in
campaigns that discourage inattentive driv-
ing in general.

“It shouldn’t matter if the driver is dis-
tracted by a conversation with another
vehicle passenger, tuning the radio, eating a
snack, or talking on a cell phone,” Biller said
in a statement. “Existing laws cover all those
distractions and more.”

LaHood said, however, he was not as
concerned about people who eat, apply
makeup, or perform other distracting activi-
ties in cars because “not everyone does that.”

LaHood was joined by people who have
been hurt in accidents caused by motorists
talking on cell phones, including children in
wheelchairs who were paralyzed.

LaHood said his department was
researching the effect that hands-ree
devices and new systems like Ford Motor
Company’s Sync have on distracting drivers.
He said he has called the CEOs of major car
companies and encouraged them to “think
twice” before placing too many Internet-
based systems into new cars.i

©2012 Reuters. All Rights Reserved.
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California Workers’ Comp
Reform Taking Shape - Again

By Don Jergler

d t a recent joint hearing in

Sacramento on workers’ compen-
sation in California with the Assembly
and Senate, statistic after statistic flew
out of the mouths of speaker after
speaker during the nearly four-hour
session.

It was titled, “Informational Hearing,

Injured Workers Since SB 899: A
Discussion on the Impacts of SB 899 on
Permanent Disability Benefits.”

But the hearing was beyond a focus
on permanent disability and the after-
effects of sweeping workers’ comp
reform enacted in the last decade.

“I think we all agree that we've
moved out of that postreform period
into another pre-reform period,”
said Alex Swedlow, executive vice
president of research at the California
Workers’ Compensation Institute.

WORKERS

COMP’
REFORM
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CWCI, a private, nonprofit organiza-
tion of insurers licensed to write work-
ers’ compensation in California, was
one of many presenters at the hearing
offering their taken on what problems
the system has
developed in
recent years.

In fact the tone
of most speakers
suggested another
reform package
approaching the magnitude of Senate
Bill 899, the legislation signed by Gov.
Arnold Schwarzenegger in 2004 that
changed or affected just about every
part of the state’s workers’ comp sys-
tem.

And last year Gov. Jerry Brown in
signing several pieces of workers' com-
pensation legislation called for more
comprehensive reform to be brought
to his desk, saying that reform should
be addressed on “a broad and balanced
scale.”

Brown’s wishes were echoed at
the joint hearing, where stats were
given that showed just how big and
unwieldy the state’s workers’ comp
system is both in billions and in com-
plexity.

Depending on who was giving the
stats — applicants’ attorneys, insur-
ers, the medical community, employer
representatives — those numbers often
showed different entities bearing an
unfair share of the burden of a system
that now seems to again be broken.

One person stated that workers’
comp medical treatment costs have
been rising in excess of 10 percent each
year in the wake of the systemic reform
spearheaded by Schwarzenegger dur-
ing his tenure.

Another speaker noted that accident

‘I think we all agree
that we’ve moved out
of that post-reform
period into another
pre-reform period.’

year combined ratios are up around
130 percent, making those ratios well
in excess of premiums. Following that,
someone noted that injured workers
are getting 60 percent less in benefits
today than in the
pre-reform era.

But the speakers
and their stats had
two things in com-
mon: they painted a
portrait of a system
that's broken, and all seemed to agree
comprehensive reform is necessary.

Rotten Ratios

Senate Labor and Industrial
Relations Chair Ted Lieu, D-Torrance,
headed the meeting along with
Assembly Chair Jose Solario, D-Santa
Anna. Both have drafted successful
legislation to address areas of workers’
comp.

Lieu's SB 863 will begin the process
of reforming how the hundreds of
thousands of liens filed each year are
handled in the adjudicatory process.
Solorio’s AB 378 removed financial
incentives associated with prescribing
expensive compound medications.

Both legislators during the hearing
indicated more workers’ comp legisla-
tion is needed.

Lieu, who spoke to Insurance Journal
following the hearing, said he believes
several more bills will come out of
Legislature next year as part of a com-
prehensive workers’ comp reform pack-
age. He and others at the hearing also
said regulatory changes should be part
of the reform.

“My view is to deliver as much cost
savings as [ can to the governor,” Lieu
said.

continued on page 34
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Reform, continued from page 32

The comprehensive reform — Lieu said
it's too early to describe exactly how it
would look — would have to address two
issues, he said. One is permanent disability
benefits, which he said were drastically cut
“to an extent that even the proponents of
last decade’s reform did not intend.”

The second workers’ comp must, he said,
is to make sure that premium rates do not
rise in the future.

“There is evidence that workers’ comp
companies are paying out more than they
are taking in in premiums,” he said.

Such evidence was presented in detail by
California Insurance Commissioner Dave
Jones, who was at the hearing to offer his
thoughts on the system.

Jones, a Democrat who just completed his
first term as insurance commissioner, began
by noting that in 1995 the workers comp
market was deregulated by Legislature,
leading to opening ratings replacing mini-
mum rates. Fierce price competition ensued,
he added.

“With no minimum rate law, carriers
reduced rates below solvency,” Jones said.

The Department of Insurance was
forced to take over and liquidate 31 carri-
ers between 1997 and 2006, and California’s
workers’ comp insurer of last resort, State
Compensation Insurance Fund, swelled and
was at one point writing over 50 percent of
total market, Jones said.

Ultimate accident year loss ratios were at
141 percent of premium, and by 2003 work-
ers’ comp rates
paid by employ-
ers per $100
climbed to $6.29,
he added.

Then came SB 899, which ushered in
sweeping change and got control of upward-

compensated.’

ly spiraling costs, but “These major changes
came at the expense of injured workers,”
Jones said.

Quoting data from CWCI that shows aver-
age medical expenses per claim have been
increasing by at least 10 percent per year
from 2005 to 2009, Jones noted that increase
in utilization was the main driver.

He also spoke about the positive impact
of workers' comp reforms, but those impacts
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‘The permanently disabled
worker is not being fairly

may be losing steam since the rising costs
“likely signal erosion in these measures.”

In fact, Jones expressed concern the
market dynamic may lead to a correction,
and eventually to higher premiums due to
underwriters being more cautious and rais-
ing premiums on risky businesses.

“We can’t say for certain when a market
correction will occur,” Jones said,
adding that it's also not known

-
.

whether a correction will be
moderate or severe.

During questioning of Jones by
committee members, he noted
there are definitive indicators
that workers’ comp insurers are
experiencing ever-increasing
losses.

“There appears to be significant
evidence that combined ratios
are in excess of premiums right
now,” he said.

There are several cost savings measures
being looked at, including possible enhance-
ments or changes to medical costs contain-
ment and utilization, but DOI is not at the
place to introduce them, Jones said, adding,
“We need to identify what those additional
cost savings measures are.”

Permanent Disability Paramount

Marty Morgenstern, secretary of the
California Labor & Workforce Development
Agency, testified that the need to raise per-
manent disability is paramount. However,
that goal cannot be
achieved on the backs of
employers, he cautioned.

“The permanently dis-
abled worker is not being
fairly compensated,” he said, adding, “We
cannot take payroll money to do it. We can-
not raise the payroll costs to employers at
this time.”

Like others who testified, Morgenstern
said the key to achieving workers’ comp
reform is reducing wasted costs by looking
at inefficiencies, as well as practices and
policies that need reforming.

“We think there is money within the
system that can be utilized,” he said. “We
need the medical and legal practitioners, the

insurers, the employees in their organiza-
tions, all working together in a cooperative
way to fix this system. And that's what's
going to do it.”

Department of Industrial Relations
Director Christine Baker, and Rosa Moran,
administrative director of the Division of
Worker’s Compensation, offered their take

on fixes and talked about their efforts to
gather public input. Baker and Moran have
been conducting a series of public meetings
across the state to provide open forum dis-
cussions on issues in workers’ comp and to
gather information from stakeholders and
the public on suggestions for improvements

“We recognize the need to restore essen-
tial benefits even while working to mitigate
the costs,” Baker said, noting that will likely
require eliminating unnecessary costs and
looking for significant savings in the system.

A consensus will “likely require legisla-
tion and regulation,” she added.

Moran said internal cost cutting in her
division is already under way.

“We've been doing tremendous consolida-
tions to try and bring down the costs,” she
said.

Michael Nolan, CWCI president, said
“there’s no doubt that permanent disability
is one of the core issues.”

Looking at ultimate accident year data,
it was rising to 2002 and decreased follow-
ing the reforms. Now it's beginning to rise
again, he said.

“The average cost of everything associated
with an indemnity claim is higher today
than in 2002,” he said, adding, “it's primarily
on the medical side.”

continued on page 36
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News & Markets

Reform, continued from page 34
There’s been a shift in the average claim
percentage to about two-thirds expenditures

on the medical side, where previously it was

close to 50 percent on medical and 50 per-
cent on indemnity.

And even with workers’
comp costs to employers at
its present rate of $2.30 per
$100 of payroll, “California
is in the top tier,” he said.

CWCT's Swedlow said if
those involved are serious
about cutting costs, there are a few places to
look at and to place blame: the rising influ-

ence of attorneys, an aging work population,

rising secondary injuries.

“Permanent disability has been in fact
rising by about 11 percent per year,” he said,
adding, “It’'s harder to manage a claim in
workers’ compensation relative to other sys-
tems.”

On the employer side was Sean McNally,
vice president of corporate and government

‘There are too
many lawyers in
the system; there’s
too much litigation
in the system.’

affairs for Grimmway Farms, considered the
world’s largest carrot grower.

McNally said the cost of doing business
in California is forcing Grimmway to con-
tinue to expand into other
states with less problematic
workers’ comp systems like
Washington, Florida and
Georgia.

McNally believes there is
one overriding problem with
California’s workers’ comp
system.

“There are too many lawyers in the sys-
tem; there’s too much litigation in the sys-
tem,” he said.

He called for a system that's “more admin-
istrative, more predictable, more affordable.”
But such ideology doesn't set well with

some.

Brad Chalk, president of the California
Applicants’ Attorneys Association, argued
that it's workers who are being neglected

and suffering the largest burden of the
state’s dysfunctional workers’ comp system.

“The California constitution says that the
people are supposed to have benefits, and
they're supposed to be adequate benefits,”
he said. “The focus that this has taken is all
about the insurance company.”

He added, “If you think that this is a hard
economy, try being an injured worker.”

Angie Wei, legislative director off the
California Labor Federation, blamed
“unneeded speed bumps in the system that
is screwing the injured workers.” She added:
“permanent disability benefits got slashed
much deeper than they were intended too.”

Wei suggested that while looking at inef-
ficiencies and waste, “we should look at a
minimum loss ratio. A bottom-line loss ratio.
What's good enough for the health insurers
should be good enough for the workers’
comp insurers.”

She added that would shine “a brighter

light into the insurance industry.”

{scover

Pacific Interstate
Insurance Brokers

o[ 1
@)l O)
J LLL\4

the Road to Independence with

As a PIIB Affiliate you receive:

* Direct Access to our markets - no central
marketing to slow you down

* 100% of the commission

* 90% of the profit sharing - no minimum premium

PIIB takes no ownership in our
agencies or their books.

916.941.0518
.piib.com

www.insurancejournal.com

36 | INSURANCE JOURNAL-WEST REGION May 7, 2012



Looking for VIP service?

-i

bl

Call the commercial auto
experts... We've got you covered.

Stretch/Super stretch/Vintage
limos, Church buses, School

buses, Day care center autos -
We can help!

PACIFIC GATEWAY INSURANCE AGENCY

Phone: (800) 354-4844 - Fax (661) 257-5988

27200 Tourney Rd Suite 360
www.pgiainsurance.com - License #: 0C04869

Valencia, CA 91355

We offer a wide variety of commercial auto, garage, property, package
and general liability products.

All backed by an A++ financial rating by AM Best.




‘We are in this period
where we are moving
from one market to
then next.’

News & Markets

Current Market Not Yet a

‘Classic’ Hard Market: P/C Executives

By Andrew G. Simpson

he current property/casualty mar-
ket is not a “classic” hard market,
yet anyway.

While prices are clearly rising in
certain lines including property and
workers’ compensation, other condi-
tions of a traditional hard market are
not in place, according to property/
casualty brokerage and insurer execu-
tives.

“There are multiple markets out
there,” Eric Anderson, CEO, Aon Risk
Solutions, Americas, told an audience
at the Risk and Insurance Management
Society (RIMS) meeting recently in
Philadelphia.

A market is defined by more than
just pricing, according to the Aon
executive. The dynamics include terms
and conditions, adequacy of limits,
individual carrier appetites, geography

and other factors in addition to pricing.

Anderson said Aon’s data is “still
tracking a soft market” in several areas.
Terms and conditions “are still very
competitive” and customers appear
able to get whatever limits they need.

“I don't see customers struggling to
get what they need,” he said.

As for pricing, this has not yet
attained classic hard market status
either. “If you
have to ask [if
there is a hard
market], the
answer is ‘no,”
he said.

David J. Bidmead, CEO, Marsh,
agreed, characterizing today’s market
as one in “active transition” but not yet
a classic hard market.

“We are in this period where we are
moving from one market to then next,”
Bidmead said.

“Increases are happening especially
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in property and workers’ compensa-
tion but so are reductions in other lines
and that reality illustrates this is not a
classic hard market,” he told the risk
managers.

This market is “considerably differ-
ent” from previous cycles, according to

J. Patrick Gallagher, chairman, presi-

dent, CEO, Arthur J. Gallagher & Co.
Whereas previous cycles were “driven
by significantly reduced cash flows
and fear about the balance sheet ...
this one is being driven by the income
statement and lack of return on invest-
ment,” the brokerage leader said.

“This cycle now to me is many
cycles,” he said. He likened it to the sit-
uation in 1992 after Hurricane Andrew
when the property market hardened
but the rest of the market did not.

“Underwriters have information on
where they are making money and
where they are not. They know exactly
what their returns are on their portfo-
lio and they're not going to just write
cover to lose money. I don't find that to
be unhealthy,” Gallagher said.

DPeter Eastwood, president, CEO,
Chartis, Americas, said he agrees it is
a “market in transition” with property
price increases “leading the charge”
along with movement in workers’ com-
pensation and some excess casualty.

He called the move toward higher
prices “appropriate and necessary” in
light of record catastrophes in 2011 and
a long history of carriers not earning
their cost of capital. He said the indus-
try has to get to better pricing to earn
its cost of capital.

Chartis itself ended 2011 with an
overall 4.5 percent increase across all of
its U.S. business.

John Lupica, chairman, ACE USA,
termed today’s market “rational and
stable” while also agreeing it is not yet
a classic hard market.

He seconded the analysis that it is
an income statement driven market.

“A real hard market is a period of
excess returns over cost of capital and
we are not there for most companies,”
Lupica said.

While it may not be a classic hard
market with conditions and prices
hardening everywhere, one thing is
certain.

“Prices have stopped falling
worldwide for sure,” said Shivan
Subramaniam, chairman, CEO, of com-
mercial property insurer FM Global.

He said there is good reason that
property is leading the way in pricing,
citing the 2011 natural catastrophes.
More gradual change is acceptable in
other lines.

“We don't want anything dramatic
happening. We want a rational pricing
situation with capacity. All of us are
rooting for a gradual process to get to
decent returns,” Subramaniam said.

Risk managers asked if small and
middle market businesses are dealing
with the same insurance market condi-
tions as large Fortune 100 corporations.

For the most part, the executives
said they expect mostly similar condi-
tions.

Marsh’s Bidmead said that middle
market businesses have been hurt more
by the recession, are more sensitive
to price, and are more likely to shop
around than bigger accounts.

“These clients are really challenging
their relationships,” he said.

Chartis’ Eastwood said that general-
ly the small business segment sees less
movement — it does not experience
either the hardest of the hard market
or the softest of the soft market. He
said some regional carriers are adding
to the supply available to these seg-
ments that he agreed are more likely to
shop around.
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chersecurlty Dlsclosure Obligations
Raise Insurance Coverage Questions

High-Profile Breaches Highlight Policy, Security Gaps

il

By Vincent E.

Morgan

igh-profile data breach events

have hastened focus on sensi-
tive data and whether a compre-
hensive approach to protecting
it is being used. The magnitude
and impact of these breaches have
intensified, garnering media atten-
tion and highlighting gaps in poli-
¢y, protocols and legal frameworks
that are compounded by a rapidly
evolving cyber-environment with
new technologies that currently
lack uniform security standards.

Guidance on disclosure obli-
gations concerning cybersecu/
rity threats issued by the SEC's
Division of Corporate Finance
encourages companies to address
their vulnerability and readiness to
respond to business risks that are
increasingly difficult to anticipate
and manage.

Cybersecurity risks are typically
associated with data misappropria-
tion and corruption. However, the
effects may be far broader, includ-
ing issues such as misappropria-
tion of assets, operational disrup-
tion and financial losses.

The guidance directs an ongoing
review of the adequacy of disclo-
sures related to cybersecurity risks
and incidents in the context of a
company’s management discussion
and analysis, business description,
legal proceedings, financial report-
ing and disclosure controls and
procedures.

Notably, insurance coverage was
listed as a disclosure item.

Ssummary of the Recent
Guidance

The high level guidance pro-
vides reference to existing rules,
and in determining whether dis-
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closure is warranted, it suggests
companies consider risk factors
such as:
« Prior cyber incidents and the
severity and frequency of those
incidents;
« The probability of cyber inci-
dents occurring;
« Threatened attacks of which
they are aware;
« The quantitative and qualitative
magnitude of those risks, includ-
ing potential costs and other
consequences resulting from misap-
propriation of assets or sensitive
information, corruption of data or
operational disruption; and
« The adequacy of preventative
actions taken to reduce cyber-
related risks in the context of the
industry in which they operate.
Where disclosure is appropriate,
the guidance suggests the follow-
ing subjects to consider regarding
content of the disclosure:
« Discussion of aspects of the regis-
trant’s business or operations that
give rise to material cybersecurity

risks and the potential costs and

consequences;
« To the extent the registrant out-
sources functions that have mate-
rial cybersecurity risks, descrip-
tion of those functions and how it
addresses those risks;
« Description of cyber incidents
experienced by the registrant
that are individually, or in the
aggregate, material, including a
description of the costs and other
consequences;
« Cyber incident risks that may
remain undetected for an extended
period; and
« Description of relevant insurance
coverage.

A company need not reveal so
much that disclosure creates an
increased vulnerability.

Insurance coverage
Implications
The enhanced focus on cyber-
security risks is likely to trigger
a similarly increased focus on a
continued on page 42
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Cybersecurity

Cybersecurity, continued from page 40
company’s use of insurance to mitigate risk,
particularly in light of the specific reference
to insurance coverage as an appropriate sub-
ject for disclosure.

The starting point is a company’s existing
insurance placement, which may well pro-
vide some coverage for cyber incidents. In
addition, the past few years have seen rapid
growth in the market for cybersecurity poli-
cies that are being sold with various names
such as “network security insurance” and
“cyber/security insurance.”

These policies can provide first and third-
party coverage for losses associated with
cybersecurity incidents, such as costs for
data restoration, crisis response, privacy
notification and forensic investigation, as
well as defense and indemnification arising
out of cyber incidents, and business inter-
ruption.

New insurance products often see an
uptick of coverage litigation as disputes
involving new policy language arise and

get tested in courts. As this market is still
maturing, policy forms vary from insurer to
insurer and lack standardization. Although
any policy should be carefully studied prior
to placement, this is particularly true here
until more uniformity develops.

Here are some additional suggestions:
« Pay close attention to limits and sub-
limits. Are they sufficient to fully respond
to predictable cyber incidents that the com-
pany is trying to insure against?
« Consider whether it covers acts of vendors
or customers. If the company provides con-
fidential data to a third-party, or allows con-
tractors to access its systems, then the insur-
ing agreement should be broad and encom-
pass losses caused by such third-parties.
« Do the company’s vendors or customers
have appropriate coverage? If so, is the com-
pany covered as an additional insured on
their insurance policies?
« Is coverage provided if data is simply
destroyed but not used or disclosed?
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« Does the insured have the right to select
counsel? The company’s regular counsel
may already be familiar with the company’s
IT capabilities, personnel and related pro-
cedures. It may also make sense to retain
counsel with specialized expertise in cyber-
security issues.

Potential coverage gaps deserve special
attention. Suppose a cybersecurity incident
affecting an industrial facility causes an envi-
ronmental exposure. A gap may exist due to
the potential convergence of two historical
trends. Insurers have long inserted computer-
related exclusions in commercial policies.
Pollution exclusions are also routine, result-
ing in pollution coverage being limited.

Pollution coverage should be examined
for ITrelated exclusions. For example, the
2003 version of Insurance Services Office’s
“Pollution Liability Limited Coverage Form”
excludes coverage for: “{dJamages arising out
of the loss of, loss of use of, damage to, cor-
ruption of, inability to access, or inability to
manipulate electronic data.”

“Electronic data” includes stored informa-
tion, programs, software and “any other
media which are used with electronically
controlled equipment.” Thus, a potential
environmental incident “arising out of” the
excluded IT perils may not be covered under
a policy with a similar provision.

Conversely, many cyber insurance policies
contain pollution exclusions for claims “alleg-
ing, arising out of, based upon or attributable
to” the presence of pollutants, the actual or
threatened discharge, release or escape of
pollutants, or clean-up and response activi-
ties involving pollutants.

Careful thought regarding possible sce-
narios and a detailed policy review can iden-
tify potential problems to address. Given
the division’s recent guidance, this rigorous
analysis should become a priority.

Note: The U.S. Securities and Exchange
Comm'n, CF Disclosure Guidance: Topic No. 2 -
Cybersecurity (Dec. 14, 2011, 19:00 CST), may
be found online at hitp://www.sec.gov/divisions/
corpfin/guidance/cfguidance-topic2.htm.

Morgan is a partner at Pillsbury Winthrop Shaw Pittman
LLP. He focuses on insurance and risk management issues

from a legal standpoint.
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The Language of Sales

uch of life is a sales process. At
Msome point in every relationship,
we are, in effect, negotiating, selling
and buying ideas.
Communication is not
an exact science. When
we communicate, we

use our words, in our
~ own style to express
our ideas on our own
By Bill Schoeffler personal experience.
This communication is
to another person with
different words, style,
ideas and experiences.
No wonder there is a
lot of miscommunica-
tion!

Some people have a
natural ability to build
rapport and convince

-
& Catherine 0Oak

others to see things their way. They are
natural salespeople; people who can
“demonstrate” that their product or idea
is the best way to go.

The style of natural salespeople can
vary. However, the two things all natural
salespeople have in common is that they
are confident in their ability to persuade
others, and they can handle rejection.

For the rest of us, there is on-the-job-
training, sales classes, trial and error, etc.

Communication Skills

Aside from building confidence and
diminishing the impact of rejection, the
next big step to improve sales ability
is to improve communications skills.
Communication is a collection of words,
the way the words are used, the tone and
quality of our voice, and nonverbal cues,
such as body language.

Nonverbal communication, body
language and the use of mirroring and
matching the prospect are excellent tech-
niques to build rapport. Rapport is neces-
sary to have the prospect lower his or her
defenses in order to be open to the ideas

www.insurancejournal.com

of another person. Neuro
Linguistic Programming
(NLP), or any good sales
class, covers body lan-
guage in detail.
Understanding the
power of nonverbal com-
munication and body
language is a “must have”
skill for salespeople. If
the nonverbal communi-
cation is not congruent
with the verbal commu-
nication, there will most
likely be a failure in the
overall communication.
Verbal skills often take
the most time to master.
This is because it is much
more complex and subtle
then nonverbal skills.
Any specific word
might seem obvious. But
isit?
For example, take the

»

word “love.” “Love” to
one person might mean a
warm, cozy feeling they
get around a friend. To
another, “love” might mean toiling in

the coal mines to support their family.
Someone else might think “love” means
no score in tennis.

Also the tone, or how we say the
words, will elicit different meanings.
Consider the phrase, “I did not do that.”
By emphasizing a different word, one
can invoke a different meaning to that
phrase. Stressing the word “I” as in, “T did
not do that,” is a different meaning from
stressing the word “that” as in “I did not
do that”

Be Flexible

Humans must make assumptions and
generalizations; otherwise we would get
bogged down with the first few words
we speak seeking clarification. The key is

o Your Busin

to learn to be flexible enough with one’s

communication skills to be more like

the other person. Adapting to the other
person’s style will greatly improve the
chance of getting one’s message across the
communication divide.

A simple but effective technique is
to use the other person’s words when
talking. If the prospect says they want a
“solid policy at a cheap price” do not say
back to them that they want “a cost effec-
tive, comprehensive policy.” A person’s
words have a unique meaning to them, so
just use them. Otherwise, rapport will be
lost.

A second technique is to be vague
when soliciting a prospect’s feelings,
thoughts, desires, vision, etc. This is a

continued on page N2
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Language of Sales, continued from page N1

classic hypnosis technique. Point the pros-
pect in the desired direction, but let the per-
son have his or her own experience, without
outside influence or corruption. A hypnotist
might say, “so, as you are experiencing
those feelings that are important to you ...”
A salesperson might say, “think of all the
things that are valuable to you that need
protection.”

In fact, most good sales techniques are
the same techniques used
in hypnosis and NLP. A
natural salesperson, a hyp-
notist or a NLP practitioner
is able to gain rapport
through the use of verbal
and nonverbal skills, and
then use words to have the
prospect (or client) access his or her emo-
tions.

Once inside the head of the prospect, the

Sales are not just
a function of a
good product

at a good price.

salesperson would have access to the per-
son’s needs, desires and fears at a deep level.
This allows the salesperson to communicate
the benefits of the product in a highly effec-
tive manner.

Getting the prospect to a state of open-
ness will lead to a better chance of closing
the sale. However, the prospect will still
have a choice to buy or not. Of course, ethics
in sales is imperative.

Training

Very few people are
natural salespeople.
Consequently, training is
amust to improve com-
munication skills for the
average person. A good sales
class will cover basic communication skills
used specifically for sales. NLP classes will
offer a well-rounded approach to general

communication skills. Even conversational
hypnosis classes are becoming mainstream.
Conversational hypnosis is the art of using
verbal skills to very quickly gain deep rap-
port.

Sales are not just a function of a good
product at a good price. Relationships are a
major factor. Communication is a significant
part of relationships. Therefore, sales are a
function of communication skills.

Agency owners and sales managers need
to develop a training program for all produc-
ers. Some of the work can be done in-house.
Some training is best left to experienced out-
side trainers.

Schoeffler and Oak are partners at the international con
sulting firm Oak & Associates, which provides services for
mergers, acquisitions, management and financial consult-
ing. Email: catherine@oakandassociates.com. Phone: 707-

035-6365. Website: www.oakandassociates.com.
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Is General Ledger Accounting
Adequate for P/C Insurance Premium Transactions?

By Chris Marinescu

In current practice, insurance
premium accounting is based
on general ledger (GL) account-
ing. It is used by all agency
management software applica-
tions including AMS and Applied
Systems just to name a few.
Developed more than 500 years
ago, GL accounting has been suc-
cessfully used by both profit and
non-profit organizations and it
was only natural to become stan-
dard accounting practice in all
software applications offered to
P/C insurance retailers.

Only a few years ago, GL
accounting was considered
adequate by the industry con-
sultants and regulators. To the
more discerning Insurance agency
owners and stockholders the dis-
satisfaction with its inadequate
performance has been most
apparent in three Important areas
of the agency business: agency
commission income reporting,
return premium and commission
accounting and trust account
financial solvency.

An insur-
ance policy
may be sub-
ject to mul-
tiple endorse-
ments with
the potential
to cause
the policy commission to either
increase or decrease several times
during its term. Some insurance
brokers have expressed the need
to maintain some of their earned
commission in the trust bank
account as a cushion against can-

General ledger
accounting has
severe limitations
in some areas of the
agency business.

cellation endorsements and relat-
ed loss of commission income. GL
accounting seems to have severe
limitations in all these important
areas of the agency business.

Many CPAs or accounting
service providers argue they can
make GL accounting work for
both the agency’s sales and ser-
vice operation and premium and
return premium management.
Some contend that determining
an agency’s “trust position” or
“trust ratio” is sufficient to prove
its trust account financial sol-
vency. Despite such assurances,
one in three insurance retailers in
California is presumed to be out
of trust and operate a financially
insolvent trust account. Many
insurance brokers have lost their
licenses and some have even
faced legal prosecution for the
mismanagement, in most cases
unintentional, of premium fidu-
ciary funds.

This article is delving into this
controversial debate and attempts
to prove that GL accounting
is not only
inadequate for
P/C premium
transactions
but also a prime
contributor to
current mis-
management
of insurance premium funds. It
is published in two parts. This is
part one.

Dual Character
Unlike other sales transactions,
a P/C insurance transaction plac-
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es stringent obligations on the
seller. Insurance code mandates
insurance brokers to receive pre-
miums in a “fiduciary” capacity
and assume full responsibility for
their financial solvency. Acting as
a “custodian” of premium funds is
a responsibility an insurance bro-
ker must undertake in addition
to his/her primary duty of maxi-
mizing the agency output and
improving its profit performance.
The insurance broker’s dual
capacity underscores the nature
of insurance premium account-
ing and financial management
objectives. On one hand, an insur-
ance broker, acting as “business
owner,” acquires the authority
to invoice, receive and maintain
insurance premiums in the agen-
cy’s trust bank account. On the
other hand, the insurance broker,
acting as “custodian” of premium

funds, assumes the obligation to

disburse the premium funds to
their legal beneficiaries. The pro-
cesses of receiving and disbursing
premium fiduciary funds set up
the premium invoice format in
which the insurance broker must
appear in his/her dual capacity of
“business owner” and “custodian.”
It is this dual responsibility of
insurance broker that defines the
insurance transaction’s dual char-
acter and uniqueness.

GL accounting is inconsistent
with the insurance transaction’s
dual character and therefore
unable to adequately respond to
its financial management require-
ments.

General Ledger of Accounts
By its very nature GL account-
ing places insurance premium

continued on page N6
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Premium Transactions, continued from page N4

funds in the same general ledger of accounts
with the agency business operating funds.
One would find this illogical because pre-
mium funds must be managed to a different
standard. Business operating funds are man-
aged to show business owners and share-
holders if the agency is both profitable and

financially solvent. They are also managed
to enable agency compliance with the Tax
Code.

Insurance premium funds are managed to
a completely different standard. Since they
are “fiduciary” funds, insurance brokers, act-
ing as a “custodians,” manage premium funds
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to secure and report their financial solvency.
There is no profit in the insurance trust
account, only premium assets and liabilities.
The insurance broker’s “custodian” position is
an expression of his/her fiduciary duty.

It seems obvious that, having a different
management standard, insurance premium
funds should be placed into a different ledger
of accounts, separate from business operating
funds. Special journal entries, able to cap-
ture the true and unique nature of insurance
premium transactions, would enable “cus-
todians” to reliably report the trust account
financial solvency.

An insurance transaction is more than a
one-time event; it is a process that continues
from the policy inception to the end of its
term. Moreover, an insurance policy does not
have a guaranteed fixed price determined
at its inception but one that may change up
or down as a client’s coverage needs may
change. The insurance product is like no
other product. In terms of accounting and
financial management needs, the insurance
product seems fundamentally different from
a merchandise or service.

Premium Invoice Accounting

In GL accounting the accounting process
starts with an invoice which is known to
generate income in the agency P&L and
receivables in its Balance Sheet. GL account-
ing compels the premium accounting process
to also start with an invoice rather than the
policy transaction itself. The problem is,
in its current GL format, premium invoice
accounting misrepresents the business nature
of the premium invoice transaction.

A premium invoice should never generate
“income” in the agency P&L as a merchan-
dise invoice does; it should only generate
premium assets and liabilities. A $1,000
premium invoice sets forth the trust account
custodian’s right to receive from the insured
$1,000 and, at the same time, his obligation
to disburse $1,000, $900 net premium to the
carrier and $100 commission to the agency
operating account (10 percent policy com-
mission is assumed). The agency commission
“liability” compels the “custodian” to monitor
the invoice payment and its bank deposit, so
that, at the end of a tedious process, commis-

continued on page N8
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Premium Transactions, continued from page N6

sion liability can become “income™ through become “fiduciary funds” subject to Insurance
the process of transferring the commission Code processing mandates. Earned com-
funds from the trust bank account to the mission must be first calculated and then
agency operating account. transferred to the agency operating account.
Invoice payments are not income; they are  An audit trail must be created for each policy
just “premium receipts.” Once deposited in not only for department of insurance auditors
the trust bank account, premium receipts but also for the agency owners or managers.
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Earned commission must be transferred
in an exact amount; some of it may be main-
tained in a “commission reserve account” set
up in the trust account. Without proper cal-
culation, an agency is at risk of transferring
either more or less commission than it earns.
If it transfers more, the agency violates the
custodian’s fiduciary duty; if it transfers less,
the agency will understate its taxable income
and therefore violate the Tax Code.

In its current GL format premium invoice
accounting is a main source of agency com-
mission and financial solvency mismanage-
ment.

Policy Financial Status

The current GL accounting process is at
odds with the very nature of the premium
transaction process. After transacting a
$10,000 policy, an insurance broker would
certainly need to know at any given time
during the policy term how much of the
transacted premium was invoiced, how much
was paid, and how much is still outstand-
ing. Additionally, information on any policy
endorsement, its invoice status and payment
is critical to the policy financial management.
Monitoring the policy financial status and
reporting it is an integral part of the pre-
mium solvency management.

GL accounting cannot report a pohcy
financial status because in GL accounting
there are no accounting records of the policy
transacted premium. To the insurance “cus-
todian,” it is the policy financial status that
matters rather than the number of invoices
sent to insureds. To generate a report of how
much of the policy transacted premium was
invoiced or paid and how much is outstand-
ing, insurance brokers generally maintain a
spreadsheet outside the GL accounting sys-
tem. This practice is not only costly but also
unreliable. It is clear GL accounting cannot
meet the management requirements of pre-
mium financial status.

The second installment will appear in an upcom-
ing issue of Insurance Journdl.

Marinescu is president of Paulmar Group LLC. Emma Hart,
director of insurance agency operations, Orange County,
Calif., and Steven M. Beckett Jr., a P/C insurance broker
and industry consultant, also contributed to this article.

Email: chris@paulmargroup.com.

www.insurancejournal.com
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NATIONAL

Insurance Johs Outlook:
Getting Better, Region by Region

By Young Ha

0) ; . :
jutiook

he property/casualty insur-

ance jobs outlook is slowly,

gradually getting better

— or at least not getting
worse. A growing number of insurance
businesses are hiring more workers
this year. Meanwhile, many others are
still making do with their current staff
level, keeping an eye on the economic
recovery and gradually firming insur-
ance prices, according to a report by

Resource Box

The complete report on insurance

employment can be found in Insurance

Journal regional magazines and online

at www.insurancejournal.com:

¢ East: Insurance Hiring Is
‘slightly Elevated’ in 2012

¢ West: California Insurance
Employment to Stay Soft

* Southeast: Agency, Carrier
Plans Brighten Southeast Jobs
Picture

* South Central: 0il, Economy
Fuel Texas Hiring

¢ Midwest: Good Talent Always
a Priority for Midwest

N10 | INSURANCE JOURNAL-NATIONAL REGION May 7, 2012

Insurance Journal.

What happens in the insurance
industry has repercussions for the
rest of the country. The entire insur-
ance sector, which the Insurance
Information Institute estimates
employs 2.2 million Americans, is
an important part of the overall U.S.
employment market.

Insurance Journal editors spoke with
dozens of property/casualty insurance
companies and agencies and came
away with reports from each region of
the country on employment opportuni-
ties and advice for job-seekers.

Reported increases in hiring of tem-
porary insurance workers is seen as a
signal that more permanent hires could
be coming soon.

Major U.S. insurance companies with
online careers sections have significant
job vacancies advertised on their online
career web pages. They include Liberty
Mutual, Travelers, Allstate, State Farm,
Main Street America Group, Farmers
and CNA.

Liberty Mutual posted more than
500 U.S. job openings in the past
month alone. They include openings
in Boston, Seattle and Portland, Ore.
But the competition is fierce, “as we
receive thousands of applications every
month,” Liberty Mutual said.

At The Travelers Cos., there are
about 360 U.S. job opportunities includ-
ing jobs in Houston, Little Rock, Ark.,
and Colorado Springs, Colo.

Regional carriers with opportuni-
ties include FCCI in Florida and
Meadowbrook Insurance in Michigan.

Large brokers looking to hire include
Willis, Lockton, Hylant, Brown &
Brown and wholesaler AmWINS.

Employment prospects vary greatly

by region and job specialty. The
Southeast, Northeast and Texas appear
to have the most active insurance hir-
ing climates. Insurance Journal found
insurance job prospects in California to
be among the weakest.

Technology is limiting certain
opportunities in personal lines and
service positions across the country,
but sales jobs are always in demand by
agencies. And, no matter where they
are, insurance employers still have
some difficulty finding quality people
with technical insurance knowledge.
Perhaps a detected rise in enrollment
in insurance education courses will

help fill that need going forward.

Advice From Pros

Job hunting takes time and effort.

“My advice to job-seekers is that
if you are unemployed, you need to
make finding a job your full-time job,”
advised Todd Mitchell, who operates
New York-based insurance recruiting
firm Todd Mitchell Associates.

Savvy candidates are increasingly
using social media, such as LinkedIn,
to engage potential employers.

“As an employer, we see that the
social media have become more preva-
lent,” said Shawn Tubman, manager
of corporate employment at Liberty
Mutual.

“Social media has given candidates a
good avenue to connect directly with
the company,” Tubman said. “That’s
really different from years past.”

Insurance Journal also identified 15
trends in insurance employment and
recruitment, including the importance
of social networking, what jobs are in
most demand and what regions are
most promising for jobs.

www.insurancejournal.com



15 Trends in P/C Insurance Employment

he current P/C insurance employment picture, much like the economic outlook, is mixed.

Employers remain cautious about adding to payroll, but there are opportunities depending
on the region of the country and job type. After speaking with dozens of insurance employers,
Insurance Journal uncovered a number of trends that characterize today’s job situation.

1. More with Less
Many employers got used to doing more with fewer people during the downturn.

2. Slow Going
Insurance hiring may rise, but it will likely still lag behind insurance demand.

3. Touch Somebody
Referrals from employees, friends and clients remain the most popular recruitment tool.

4. Bright Spots
Sales and claims areas appear to have the best opportunities.

5. Tech Knowledge
Where employers are hiring, finding people with good technical skills remains a challenge.

6. Opportunity Agents
Only one-third of independent agencies nationwide expect to boost staff size in 2012: I survey.

7. Hidden Opportunities
Importance of networking: Only a fraction of all job openings ever get advertised.

8. Positive Signs
The recovering economy and hardening market are positive signs for the insurance job market.

9. Constant Lookout
Many agencies are perpetually on a lookout for good producers.

10. Temp to Perm
Increase in hiring of temporary workers could signal more permanent hires soon.

11. Tech Takeover
Technology is replacing jobs for service and some personal lines jobs.

12. Smarten Up
Enrollment in insurance degree courses is up.

13. Sticking Around
Turnover in insurance jobs is low.

14. Linked Up
Employers and job-seekers are using social media like LinkedIn to connect with each other.

15. Rising in the East
East Coast looks most favorable for insurance jobs in short-term than West Coast.

www.insurancejournal.com May 7, 2012
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2012 Super Regional P/C Insurersm™
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3

44

Company

American Family Mutual Insurance Co.

Erie Insurance Exchange
Farmers Insurance Exchange

T\'Iid«Century Insurance Co.
Auto-Owners Insurance Co.
Nationwide Mutual Fire Insurance Co.
Owners Insurance Co.

Fire Insurance Exchange
American Home Assurance Co.

Progressive Northern Insurance Co.
Safeco Insurance Co. of Illinois
Westfield Insurance Co.

Country Mutual Insurance Co.

Shelter Mutual Insurance Co.
Peerless Insurance Co.

Farm Bureau Property & Casualty
Insurance Co.
Citizens Insurance Co. of America

Acuity, A Mutual Insurance Co.
Progressive Casualty Insurance Co.

MemberSelect Insurance Co.
Netherlands Insurance Co.

Farmers Mutual Hail Insurance Co. of
lowa

West Bend Mutual Insurance Co.

Mercury Casualty Co.

State Auto Property & Casualty Insurance
Co.

Automobile Insurance Co. of Hartford,
Connecticut

Grange Mutual Casualty Co.

Companion Property and Casualty
Insurance Co.
Hudson Insurance Co.

Tower Insurance Co. of New York

Frankenmuth Mutual Insurance Co.
Virginia Surety Co. Inc.

Central Mutual Insurance Co.
Pennsylvania National Mutual Casualty
Insurance Co.

NGM Insurance Co.

Erie Insurance Co.
Selective Way Insurance Co

Selective Insurance Co. of America
State Automobile Mutual Insurance Co.

Motorists Mutual Insurance Co.
Bankers Standard Insurance Co.

Occidental Fire and Casualty Co. of North
Carolina
Farm Family Casualty Insurance Co.

Pennsylvania Manufacturers' Association
Insurance Co

12/31/2011

DPW

000s omitted

4,951,288

3,498,348
2,840,149

2,655,989

2,051,648

1,664,765

1,557,938

1,473,412
1,327,507

1,251,186

1,235,925

1,198,699

1171193

1,103,605
1,101,021

940,853

915,440

839,592
784,374

777,532
759,724
712,576
706,698
697,544
642,764
597,498
589,260
551,999
514,333
506,724

492,364
467,793

463,499

446,879

441,388

433,009
431,768

430,385

412,246

400,001
399,864

381,310

377,611

371,149

Group Name

American Family
Insurance Group

Erie Insurance Group
Zurich Insurance Group

Zurich Insurance Group
Auto Owners Group
Nationwide Corp. Group
Auto Owners Group

Zurich Insurance Group
American International
Group

Progressive Group

Liberty Mutual
Insurance Group
Westfield Group

Country Insurance &
Financial Services
Shelter Insurance Group
Liberty Mutual
Insurance Group

lowa Farm Bureau
Group

The Hanover Insurance
Group

N/A

Progressive Group

Automobile Club MI
Group

Liberty Mutual
Insurance Group
Farmers Mutual Hail
Insurance Group
N/A

Mercury General Group
State Auto Mutual
Group

Travelers Group

Grange Mutual Casualty
Group
BCBS of SC Group

Fairfax Financial Group
Tower Group

Frankenmuth Group
The Warranty Group

Central Mutual
Insurance Co. Group
Pennsylvania National
Insurance Group
Main Street America
Group

Erie Insurance Group
Selective Insurance
Group

Selective Insurance
Group

State Auto Mutual
Group

Motorists Mutual Group
Ace Ltd. Group

TAT Reins Co. Group
American National

Financial Group
Old Republic Group

Domicile

CA
MI
OH
OH

CA
NY

WI

MI

WI
OH

MI

NH

DE
NY

MI
1L

OH
PA
FL

PA
NJ

OH

OH
PA

NC
NY

PA

>d by Demotech Inc. for Insurance Journal. Ranked by Direct Premium Written as of 12/31/2011.

Number/States with Greater than $1 Million DPW 12/31/2011
18 - AZ CO,ID,IL,IN,IA KS,MN MO,NE NV ND,OH,OR,SD,UT,WA WI

11 - DCIL,IN,MD,NC,OH,PA TN,VA WV WI

33 - ALLAZ AR ,CA,CO,ID,IL,IN,JA KS,LA ME MI,MN MS MOMT NE,NV,NH,NM ,ND,
OH,OK,0R,SD,TN,TX,UT,VA WA WL,WY

30 - AL, AZ AR,CA,CO,ID,IL,IN,JA KSMLMN,MO,MT,NE,NV,NM,ND,0OH,0K,OR,
PASD, TN, TX,UT VA WA WLWY

26 - AL AZ AR ,CO,FL,GA ID,IL,IN,IA KS,KY ,MIMN,MO,NE ,NC ,ND,0OH,PA,SC,SD,
TN,UT,VA,WIL

31- ALLAZ AR ,CA CT,DE,DCFL,GA IL,IN,KY ME MD,MIMS NH,NY ,NC,OH,OK,OR,
PARLSC TN, TX,VT,VA WA WV

24 - AL, AZ,AR,CO,FL,GA,IDIL,IN,IA KS KY,MN,MO,NE NC,ND,0OH,SC,SD,TN,
UT,VA WI

16 - AL,CA,COMIMN,MOMT,NE,NV,ND,SD, TX,UT,WA WIL,WY

21 - AR,CA,CT,DC,FL HLIL KS KY, MA MT,NV,NJNY,NC,OK,RL,TX,VT VA WA

24 - CT,DE IL,INJA KY ME MN,NE NV ,NH NM,NY,OK,OR ,PA RI.SC,SD,UT VT,
VAWLWY

29 - AL, AK,AR,CA,CT,FL,GA,ID,IL,IN,KY MD,MI,MN,MS MO,MT,NE,NV,OH,OR,
PA TN, TX,UT,VA,WA WL,WY

25 - AL,AZ,CO,DE,FL,GA IL,IN,JA KY MD,MIMN,MO,NM,NC,OH,0K,PA SC, TN,
TX,VAWV,WI

14 - AK,AZ,CO,IL JA KS MN MO,NV,ND,0K,OR WA WI

14 - AR CO,IL,IN JA KS,KY,LAMS MO,NE,NV,OK, TN

31 - AR,CA ,CT,DE,GA IL,IN,TA KS,KY,LA MEMD MA MI,MN ,MO,NE,NH,NY,NC,
OH,OK,PA RI,SC, TN, TX,VT,VA WI

8- AZ JA KSMN,NE,NM,SD,UT

21 - CACT,GA,IL,IN,KS ME, MA MIMN MO,NH,NJ,NY,OH,PA RLVT,VA WA WI

20 - AZ,CO,ID,IL,INIA KS,KY,MI,MN,MO,NE,NM,ND,OH,PA SD,TN,UT,WI

24 - AZ, AR,CA,CO,CT,DC HLIL KY ME MD,MA MN,MO,NV,NY,OH,OR,PA RI,TX,
VT,VAWA

8 - IL,IN ,JA MLLMN ,NE,ND,OH

32 - AR,CA,CT,DE,GA IL,IN,IA KS KY,LA ME MD MA M, MN,MO,NE,NH,NJ NY,
NC,0H,0K,PA RI,SC, TN, TX, VT VA WI
15 - AR ,CO,IL,IN,TA KS MI,MN,MO,NE,ND,0OH,0K,SD,WI

10 - IL,IN,IA KS KY, MI,MN MO,0OH,WI

5-AZ,CANV,NY,VA

26 - AL AZ AR,CT,GA IL IN,KS KY MD MI,MN MS MO,NC ND,0OH,0K,PA,SC, TN,
TX,UT,VA WV, WI

33 - ALLAZ AR,CO,CT,DC,GA,ID,IL,IN,KS KY ME MD,MI, MN,MS MO,MT NV ,NH,
NY,NC,0H,0K,0R,PA SC,TN,UT,VA,WA WI

8- GAIL]IN,KY,OH,PA SC,TN

30 - ALLAZ AR ,CA,CO,DC,FL,GA,IL,IN,KS KY,LA MD,MN,MS MO,NV,NJ,NC,OK,
OR PA SC,TN,TX,UT VAWV, WI

34 - ALLAZ,CA,CO,CT DCFL,GA HLID,IL,IN,IA KY,LA,MD MA MIL,MN,MO,NV NJ,
NY,NC,0H,0OR,PA SC. TN, TX,UT,VA WA WI

32 - AL AZ AR,CA,CO,CT FL,GA,ID,IL,IN,JA KY,LA MD,MA MIMN MS,NV NH,NJ,
NY,NC,0K,0R,PA,SC, TN,VA,WA WI

14 - AL,GAILIN,KY ME MI,NH,NC,OH,SC,TN,VT ,WI

27 - CA,CO,CT,DE,DC,FL,GA ILIN,LA MD,MA MIMN,MO,NH,NJ,NC,OH,0OR ,PA,
SC,TN,TX,VA WA WI

18 - AZ,CO,CT,GA ILIN.MA MI,NH,NM ,NY ,NC,OH,OK,SC, TN, TX,VA

10 - AL,DE,MD,NJ,NC,PA,SC,TN,TX VA

23 - AZ CT DE FL,GA IL ME MD MA MI,NV ,NH,NJ,NY ,NC,PA RLSC, TN, TX,UT,
VT,VA

10 - IL,IN,MD,NY ,NC,0H,PA, TN,VA,WI

10 - DE,DC,GA MD,MLNJ,NY,PA,SC, VA

25 - CA,CT,DE,DC,GA HLIL,IN,JA MD,MIL,MN,MO,NE NJ,NY,NC,OH,PA RISC, TN,
VA WA WI

24 - AL LAZ AR ,CO,GA IL,IN,IA KS KY, MD,MIMN,MS MO,NC,OH,PA SC,TN,TX,
VAWV, WI

6 - IN,KY MI,OH,PA WV

28 - AZ,CA,CO,CT,DE,DC FL,GA IL KS KY, MD,MA ML,MN,MO,NJ,NY,NC,OH,PA,
SC, TN, TX,VT,VA WA WI

32 - AL AZ CA,COFL,GA IL,IN,IA KS KY,LA MD,MA MI,MN,MS MO,NE NV NJ NY,
ND,0H,0K,PA,SC,SD, TN, TX,VA,WI

11 - CT DE. ME,MA NH,NJ,NY RL,VT VA WV

33 - ALLAZ AR ,CA,CO,CT,DE,FL,GA HLIL,IN,KY,LA MD,MA MIMN ,MO,NV,NJNY,
NC,OH,0K,PA SC, TN, TX,VT,VA WV ,WI
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Company

5 Technology Insurance Co. Inc.

Harleysville Mutual Insurance Co.
General Casualty Co. of Wisconsin

Hastings Mutual Insurance Co.
United Fire & Casualty Co.

Farmington Casualty Co.
Mutual of Enumclaw Insurance Co.

Loya Insurance Co.

Westfield National Insurance Co.
Progressive Gulf Insurance Co.
General Insurance Co. of America

Insurance Co. of the West
Amerisure Mutual Insurance Co.
Indiana Insurance Co.

Amerisure Insurance Co.

American Commerce Insurance Co.
Vermont Mutual Insurance Co.
Merrimack Mutual Fire Insurance Co.
Motors Insurance Corp.

Secura Insurance, A Mutual Co.
Auto Club Insurance Association

American Economy Insurance Co.

Pekin Insurance Co.
Brotherhood Mutual Insurance Co.

North Star Mutual Insurance Co.
Harleysville Preferred Insurance Co.
Bituminous Casualty Corp.

Preferred Mutual Insurance Co.

Farmers Automobile Insurance Association
Protective Insurance Co.

Old Republic General Insurance Corp.

Unigard Insurance Co.

California Casualty Indemnity Exchange
CastlePoint National Insurance Co.
Harleysville Worcester Insurance Co.
Farmers Mutual Insurance Co. of Nebraska
Courtesy Insurance Co.

American Strategic Insurance Corp.

Western National Mutual Insurance Co.
American Road Insurance Co.

Donegal Mutual Insurance Co.
National Liability & Fire Insurance Co.

Quincy Mutual Fire Insurance Co.
Horace Mann Insurance Co.

FCCI Insurance Co.
Sompo Japan Insurance Co. of America

CastlePoint Insurance Co.
Utica Mutual Insurance Co.

Mitsui Sumitomo Insurance Co. of America
Darwin National Assurance Co

Canal Insurance Co.

New York Marine and General Insurance
Co.

Pacific Specialty Insurance Co.

Alaska National Insurance Co.
North River Insurance Co.

Lancer Insurance Co.

12/31/2011

DPW

000s omitted

364,545

355,115
344,453

341,951
315,028

304,165
299,622
203,338
201,234
275,679
273,488
272,895
272352
271,958
270,249
267,461
266,694
265,489
263,907

263,613
262,306

257 881

252,433
249,966

249,848
249,773
242298
239,549
234241
233,424
231,551

231,321
220,642

229,265
228,796
227,890
222,684
221,281

221,261
219,229

217,421
214,616

213,086
208,725

204,090

203,272

186,450
186,201

184348

184316

165,610

160,657

159,268

156,712
154,570

149,991

Group Name

Amtrust Group

Harleysville Group
QBE Insurance Group

N/A

United Fire & Casualty
Group

Travelers Group

Mutual of Enumclaw
Group

Loya Group

Westfield Group
Progressive Group
Liberty Mutual
Insurance Group

ICW Group

Amerisure Co. Group
Liberty Mutual
Insurance Group
Amerisure Co. Group
Mapfre Insurance Group
Vermont Mutual Group
Andover Group

GMAC Insurance
Holding Group

Secura Insurance Group
Automobile Club MI
Group

Liberty Mutual
Insurance Group

Pekin Insurance Group
N/A

North Star Co. Group
Harleysville Group
Old Republic Group

N/A

Pekin Insurance Group
Protective Insurance
Group

Old Republic Group

QBE Insurance Group
California Casualty
Management Group
Tower Group
Harleysville Group
N/A

JM Family Group
ARX Holding Corp.
Group

Western National Mutual
American Road Group

Donegal Group
Berkshire Hathaway
Group

Quincy Mutual Group
Horace Mann Group

FCCI Mutual Insurance
Group

Sompo Japan Insurance
Group

Tower Group

Utica Group

MS & AD Insurance
Group

Allied World Assurance
Holding Group

Canal Group

New York Marine &
General Group

Western Service
Contract Group

N/A

Fairfax Financial Group

Lancer Financial Group

Domicile

PA
WI

MI
TA

CT

WA

1D
OH
OH
WA

CA
MI

MI
OH
VT
MA
MI

WI
MI

1L

WI
CA

PA
NE
FL
FL

MN
MI

NY

DE

SC

NY

CA

Number/States with Greater than $1 Million DPW 12/31/2011

30 - AL,LAZ,AR,CA,CT,DE FL,GA IL,IN JA KS,KY,LA MD MA M, MN,MS MO,NV,NH,
NY,NC,PASC,TN,TX VI,VA

21 - AL, AR,CT,DE,DC,FL,GA LA MD,MA MI,MS NJ,NC,OH,PA RI,SC,TN,TX,VA
25 - AR,CA,CO,CT,FL,GA IL IN,IA,KS MA MIMN MO,NE,NY ,NC,ND,0OH,PA SC,
SD, TN, TX,WI

6 - ILIN,JA MI,OH,WI

23 - AL,AR,CO,FL,ID,IL IN TA KS,LAMN,MS MO,MT,NE,NM,ND,SD, TN, TX,UT,
WLWY

30 - AL, AZ,AR,CO,CT,DE,DC,GA IL,IN KS,KY,LA MD,MI,MN,MS MO,NH,NM,NY,
NC,0K,0R,PA SC,SD, TN, TX,VT

4-1ID,OR,UT,WA

4-CO,JLNM,TX

10 - COIL,IN,JA,KY MN,NC,0H,PA,TN

3-GAMS,VA

31 - AL AZ,CA,CO,CT, FL,GA ID,IL,IN,KY, LA MA M MN, MO MT NJ,NY ,NC,OK,OR,
PASCIN,TX,UT,VT,VA WA WV

9- AK,CA FLILNV,OR, TN, UT,WA

21 - AL AZ AR,CA FL,GA IL IN,KY, LA MI,MS MO,NC,0K,PA ,SC,TN,TX,VA,WI

8 - IL,IN,KY,MI,NJ,OH, TN, WI

19 - ALLAZ AR FL,GA ILIN,KS KY,LA MI,MS MO,NC,OK,SC, TN, TX,WI

15- AZ CT,ID,IL,IN,KY,NJ,NY,OH,OR PA RL,TN, TX,WA

7 - CT MEMA NH,NY,RLVT

8 - CT,IL ME,MA NH,NJ,NY RI

24 - AL AR ,CA,CO,FL,GA IL,IA KS,LA MMN ,MO,NE,NJ,NY NC,ND,OH,OK,PA,
TN, TX,WIL

12 - AZ,CO,IL,IN JA KS,KY MIMN,MO,ND,WI

6 - IL MI,MN,NE,ND,WI

34 - AL AZ CA CO,CT FL GA ID ILIN KS,KY,LA MA MI MN,MS MO MT,NV,NM,NY,
OH,0K OR PA SC.SD.TN.TX,UT,VA WA WY

5 1L IN,JA OH WI

30 - AZ AR CA CO,GA L IN,JA KS KY MD,MIMN MS MO MT,NE NM NY NC OH,
OKOR PA SC,TN,VA WA WV WI

6 - TAMN,NE,ND,OK D

22 - AL AR CT,DE,DC,GA IL INMD,MA MI MN,NH,NJ NY NC ND,PA RI.SC. TN, VA
30 - AR, COFL GA IL IN JA KS KY,LA MI,MN MS MO MT ,NE NM,NC,ND,OK,OR,
PASCTN,TX,UT VA WA WV WY

4- MA NHNJNY

4-TLINJAWI

31- AZ AR CA CO.CT FL GA ILIN JA KY,LA ME MD MA MIMN MO MT NJ NY NC,
OH,OR PA TN,TX,UT VA WA WI

26 - AL AZ CA CO,CT FL.GA HLIL IN,LA MD MA MO,NV.NJNY NC PA RISC.TN,
TX,UT VA WA

8- AZ CAIDMT,NV,OR, UT,WA

22 - AL AZ,CA CO.CT . DE,GA,ID,ILIN A KS, LA MD,MN NV, NM 0K PA TN TX VA

16 - AZ,CA FL,GA IL]IN, M, MO,NJ,NY,OK,PA,SC,TN,TX,VA

17 - ALAR ,CT,GA MD,MA MN ,NE NH,NJ,NY,ND,OH,PA RI, TN,VA
2-NE,SD

18 - AL, AZ,CA,CO,FL,GA IL ME MD,MO,NJ,NC,OH,PA SC, TN, VA W1
8- AL,AZ,COFL,GANJSC VA

6 - IL,JA,MN,ND,SD,WI

24 - AL,CA,CO,FL,GA IL,IN,KS,LAMD,MA MI,MN,MO,NJ,NY,NC,OH,0K,PA TN,
TX,VAWI

6 - DE,GA MD,OH,PA VA

25 - AL AZ AR,CA CT FL,GA IL,LA MA MI,MN MS MO,NJ,NY,NC,0OH,0K,0R ,PA,
TN, TX,WV,WI

4-CT MANY,RI

34 - AK,AZ,CA,CO,CT DEFL,GA IL,IN,LA ME MD,MA MIMN,MOMT NV ,NH,NM,
NC,ND,OR,PA SCSD, TN, TX,UT VT VA WA WV

12 - AL, FL,GA IL IN,KY , MIMS MO,NC,SC, TN

33 AL, AK,AZ AR CA,CO,FL,GA IL,IN,IA KSKY,LA,MD,MA, ML MN,MS MO,NJ,NY,
NC,0H,0R,PA SC,SD,TN,TX,VA,WA,WI

2-NJNY

25 CO,CT,DE,GA,IL,IN,KY,MD,MA, MILMN,MO,NH,NJ NY,NC,0H OR ,PA SC, TN,
TX,VA,WA,WI

27 - AL,AZ, CA CO,CT,FL,GA HLIL IN,KY,LA,MA, MI,MO,NJ NY,NC,0H,OR ,PA RI,
SC,TN,TX,VA,WA

34 - AL,AZ,CA,CO,CT,FL,GA IL,IN,KS,KY,LA,MD,MA ML,MN,MO,NV,NJ,NM,NY,
NC,0H,0K,0R,PA,RLSC, TN, TX,UT,VA,WA,WI

32 - ALAZ,AR,CO,CT,DE FL GA IL,IN,KY,ME,MD,MILMN,MS MO,NV,NC,0H OK,
OR,PA,RLSC,TN,TX,UT,VA WA, WV,WI

27 - AL,AZ, CA CO,CT,FL,GA,IL,KS KY,LAMA,MS MO,NV,NJ,NM,NY,NC,0K OR,
PA SC,TN,TX,VA,WA

7-AZ,CACOCTFL NJ TX

6 - AK,CAIDMT,OR,WA

29 - AL AZ,CA CT,FL,GA HLIL,IN KY, LA MD,MA MI,MN,MS MO,NJ,NY,NC,OH,
OK,0R,PA,SC,TN,TX,VA WA

31 - AL AZ AR,CA ,CO,CT,FL,GA IL IN,KY,MD,MA MI,MN,MS,MO,NV NJ,NY,NC,
OH,OR,PA,SC, TN, TX,UT,VA, WA WI
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Company

Federated Rural Electric Insurance
Exchange
Merchants Mutual Insurance Co.

Mountain West Farm Bureau Mutual
Insurance Co.

Pennsylvania Lumbermens Mutual
Insurance Co.

Concord General Mutual Insurance Co.
Century-National Insurance Co.
Markel American Insurance Co.

Jewelers Mutual Insurance Co.

Atlantic States Insurance Co.
Old United Casualty Co.
Cherokee Insurance Co.
Federated Service Insurance Co.

Mid-Continent Casualty Co.

Grange Insurance Association
Farmland Mutual Insurance Co.

Public Service Mutual Insurance Co.
OneBeacon Insurance Co.

Preferred Professional Insurance Co.

Seneca Insurance Co. Inc.
Lyndon Property Insurance Co.

First Colonial Insurance Co.
Hartford Insurance Co. of Illinois

Brethren Mutual Insurance Co.
Imperium Insurance Co.

Builders Mutual Insurance Co.
Farmers Alliance Mutual Insurance Co.

American Mercury Insurance Co.
Cambridge Mutual Fire Insurance Co.
Columbia Mutual Insurance Co.

Trinity Universal Insurance Co.
Vanliner Insurance Co.

Berkley Regional Insurance Co.
Insurance Co. of North America
Cumberland Mutual Fire Insurance Co.
Triton Insurance Co.

Physicians Insurance, A Mutual Co.

Republic Underwriters Insurance Co.
IMT Insurance Co.

National Indemnity Co.
Milbank Insurance Co.

Harford Mutual Insurance Co.
Penn National Security Insurance Co.

Lightning Rod Mutual Insurance Co
Endurance American Insurance Co.
Fidelity National Insurance Co.

MHA Insurance Co.
Gray Insurance Co.
Dentists Insurance Co.
Capitol Indemnity Corp.

Bituminous Fire and Marine Insurance Co.

Lititz Mutual Insurance Co.
Civil Service Employees Insurance Co.

Middlesex Insurance Co.
All America Insurance Co.

Bay State Insurance Co.

12/31/2011
DPW
000s omitted

146,719
146,168
142,464
141,848
134,792
132,494
131,908
131,507
130,679
128,412
127,375
125,627
125328

124,649
118,976

117,005
116,649

116,278

116,271
114,986

113,546
113,392

13,119
112,027
111,624
107,919

107,872
106,852
106,032

105,376
99,422

98,926

98,732
97,858
93,780

90,578

89,336
88,142

87,642
84,843

80,640
79,399

78,870
74,776
74,381

68,065
60,451
57,514
55,707
52,791
49,807
49,033

40,369
35,993

30,254

Group Name
N/A

Merchants Mutual
Group

Mountain West Farm
Group

N/A

Concord Group
N/A
Markel Corp. Group

N/A

Donegal Group

Van Enterprises Group
N/A

Federated Mutual Group

American Financial
Group

Grange Insurance Group
Nationwide Corp. Group

Public Service Group
White Mountain Group

Christus Health Group

Fairfax Financial Group
Protective Life Insurance
Group

Allstate Insurance Group

Hartford Fire &
Casualty Group

N/A

Lightyear Delos Group
Builders Group
Alliance Insurance
Group

Mercury General Group
Andover Group
Columbia Insurance
Group

Unitrin Group
American Financial
Group

WR Berkley Corp.
Group

Ace Ltd. Group
Cumberland Group
Citigroup Group

Physicians Insurance, A
Mutual Group

Delek Group

IMT Mutual Holding
Group

Berkshire Hathaway
Group

State Auto Mutual
Group

Harford Group
Pennsylvania National
Insurance Group
Western Reserve
Endurance Group
Fidelity National
Financial Group
Promutual Group
Gray Insurance Group
N/A

Alleghany Group

Old Republic Group
Lititz Mutual Group
Civil Service Employee
Group

Sentry Insurance Group
Central Mutual
Insurance Co. Group
Andover Group

Domicile

NY
WY
PA
NH
CA
VA
WI
PA
KS
MI
MN
OH
WA
NY
PA

NE

NY
MO

FL

MD
X
NC
KS
OK

MA
MO

X
MO

DE
PA
NJ
X

WA

MD
PA

OH
DE

MI
LA
CA
WI

PA
CA

WI
OH

MA

Number/States with Greater than $1 Million DPW 12/31/2011

34 - AL AZ AR, CO,FL,GA ID,IL IN,IA KS KY, LA MI[,MN,MS MO MT,NE,NM,NC,ND,
OH,0OK,0OR,PA SC,SD, TN, TX VA WA WLWY
9 - MA MI,NH,NJ,NY,OH,PA RL,VT

2-MT,WY

30 - AL,LAZ AR,CO,CT FL,GA IL,IN,KY,LA ME MD,MA MI,MN ,MS MO,NJNY NC,
OH,0K,PA SC, TN, TX,VA,WA WI

3-MENHVT

4-AZ CAJILNV

34 - AL,AK,AZ AR ,CA ,CO,DE FL,GA,IL IN KY,LA MD,MA MI,MS MO,NV,NJ NY,NC,
OH,0K,0OR,PA RI,SC, TN, TX,UT,VA WA WI

30 - AL,AZ AR,CA,CO,CT FL,GA HLIL KS, LA MD,MA MIMN MO,NV,NJ,NY NC,
OH,0K,PA SC, TN, TX,VA,WA WI

6 - DE,GA MD,0OH,PA VA

6 - AZ,CAFLKSMI, TX

12 - AR IN,KS MI,MS MO,NC,PA,SC, TN, TX,VA

33 - ALLAZ AR ,CA,CO,CT FL,GA IL,IN,IA KS,KY MD MILMN MO,NE NV NY NC,ND,
OH,0K,0OR,PA SC,SD, TN, TX,VA WA WI

10 - AR FL .KS MO,MT,ND,OK, TX,UT,WY

6 - CA,CO,ID,OR,WA WY

27 - AL AR,CA,CO,GA ID,IL,IN IA KS KY MLMN MS MO,NE,NC,ND,OH,OK,PA SD,
TN, TX,UT,WA WI

11- CA,CO,CT ILMANJ,NY,OR ,PA TX,WA

28 - AZ,CA,CO,CT,DC,FL,GA ILIN,JA, LA MD MA MIL,MN,MO,NJ,NY,OH,OK,OR,
PASC,TN,TX,VA WA WI

24 - CA,CO,FL IL,IN,IA KS KY,LA ME MD MN,MT NE NH,NJ,NM,NY ,OH,PA TN,
TX, WA WI

20 - AZ,CA,CO,CT FL,GA IL KY MDMA MI,NV NJ,NY NC,OH,PA TX,VA WY

22 - AZ,CA,CO,EL IL,IN,IA KY, ME MI,MN,MO,NE,NV,0H,OK ,PA, TN, TX,VA WA WI

24 - AR CO,FL,GA IL,IN,JA KS,MA MIMO,NE NV ,NJNC,OH,OK,OR ,PA TN,TX,
UT,VA WA
3- 1L NY,PA

3-MD,PA VA

17 - CAFLIL,IN,LA MD MI,MN , MO ,NJ,NY,OH,PA, TX, WA WLWY
6 - MD,MS,NC,SC, TN,VA

8- CO,ID,KS,MT,NE,ND,OK,SD

8- AK,CA FL,GA MS,0K, TX,VA
8 - CT,IL ME,MA NH,NJ,NY RI
10 - AR IL,TA,KS MS,MO,NE,OK,SD,TX

7- AL AR IDMT,OK, TX,UT

23 - AZ,CA,CT FL,GA IL,IN,KY MD,MA MI,MN,MO,NJ,NY NC,OH,PA,SC,TN,TX,
VA WA

27 - AZ,CA,CO,CT,DC FL,GA IL,IN,LA ME MD MA MIMO,NV ,NH,NJ,NY NC,PA,
SC,IN,TX,VT,VAWA

5- CAFL MANY,SC

4 - DE,MD,NJ,PA

23 - AL,AZ,CA DE FL ,GA HLIN,JA,LA MN,NJ,NM,NY NC,0H,PA SC,TN,TX,VA,
WA WV

3-1D,OR,WA

7 - AR,CA LA MSNM,OK, TX
5-ILIANE,SD,WI

28 - AK,AZ AR,CA,CO,CT,DE,GA IL IN,KS KY,MD,MIMO,MT ,NV,NM,NC ND,0OH,
PARITX,UT,VA WA WI
7 - AZ CO,INMN,ND,SD,UT

8 - DE,DC,MD,NJ,NC,PA, TN, VA
8- AL,DE MD,NC,PA SC,TN,VA

2-IN,OH
12 - AZ,CO,GA IL MAMI,NJ,NY,OH,PA, TX WI
13- AZ,CA FL LA MO,NENV,NY PA SC,TX,VA,WA

7 - TAMLMN,ND,OH,SD,WI

7 - AL,CAFL,LAMS,OK, TX

5- CA HLIL,MN,PA

15 - AZ IL,IN,MIMN,MO,MT NV ,NY,ND,OH,OK,PA WA WI

17 - AR,CO,FL,IL JA KS,LA MO,NE,NC,0K,OR ,PA,SC,TX VA WI
8- DE,KS,MD,MO,NC,PA,SC VA

3-AZ,CANV

7 - CA,CT FLMN,NJ, TX,WI
13- AZ,CT,GA IL,IN,MA MI,NY NC,OH,SC,TN,VA

3-MANJNY

Data Source: The National Association of Insurance Commissioners, Kansas City, Mo., by permission. Information derived from an SNL product.
The NAIC and SNL do not endorse any analysis or conclusion based upon the use of its data.



2012 Property & Casualty Insurance Cos.

Demotech Company Classifications

he original criteria and objective definition for Super
Regional P/C Insurers™ was established in the Feb. 12,
2007, issue of Insurance Journal. Prior to the establishment of

an industry-wide definition, a number of property/casualty

insurers had referred to themselves as Super Regionals. Demotech
Inc., the official research partner of Insurance Journdl, has compared the

Reinsurers 2.5%

Surplus Lines Carriers 6.3% \

Direct Premium

Written Less than
$1million 42%  Nationals 1.9%

Near Nationals 2.0%

Super Regionals 5.7%

data to the criteria and updated the list of Super Regionals.

To continue the discussion regarding what constitutes a Super

Risk Retention Groups 9.5%

Regional and to give definition to this important group of insurers,

Demotech, a financial analysis firm based in Columbus, Ohio, ana-

lyzed year-end 2011 data. This data was used to classify and stratify

those insurers reporting data to the National Association of Insurance

Commissioners.

Demotech Company Classification System

The experts at Demotech have refined their classification system

for property/casualty insurance companies. The Demotech Company

2012 Super Regional Property/Casualty Insu

Alphabetical Listing

Regionals
10.1%

Strategic

Subsidiaries State Specialists
15.9% 28.5%

Coverage
Specialists
13.3%

Acuity, a Mutual Insurance Co.

Alaska National Insurance Co.

All America Insurance Co.

American Commerce Insurance Co.
American Economy Insurance Co.
American Family Mutual Insurance Co.
American Home Assurance Co.
American Mercury Insurance Co.
American Road Insurance Co.

American Strategic Insurance Corp.
Amerisure Insurance Co.

Amerisure Mutual Insurance Co.
Atlantic States Insurance Co.

Auto Club Insurance Association
Automobile Insurance Co. of Hartford, Connecticut
Auto-Owners Insurance Co.

Bankers Standard Insurance Co.

Bay State Insurance Co.

Berkley Regional Insurance Co.
Bituminous Casualty Corp.

Bituminous Fire and Marine Insurance Co.
Brethren Mutual Insurance Co.
Brotherhood Mutual Insurance Co.
Builders Mutual Insurance Co.
California Casualty Indemnity Exchange
Cambridge Mutual Fire Insurance Co.
Canal Insurance Co.

Capitol Indemnity Corp.

CastlePoint Insurance Co.

CastlePoint National Insurance Co.
Central Mutual Insurance Co.
Century-National Insurance Co.
Cherokee Insurance Co.

Citizens Insurance Co. of America

Civil Service Employees Insurance Co.
Columbia Mutual Insurance Co.
Companion Property and Casualty Insurance Co.
Concord General Mutual Insurance Co.
Country Mutual Insurance Co.

Courtesy Insurance Co

Cumberland Mutual Fire Insurance Co.
Darwin National Assurance Co.
Dentists Insurance Co

Donegal Mutual Insurance Co.
Endurance American Insurance Co.

Erie Insurance Co.

Erie Insurance Exchange

Farm Bureau Property & Casualty Insurance Co.
Farm Family Casualty Insurance Co.
Farmers Alliance Mutual Insurance Co.
Farmers Automobile Insurance Association
Farmers Insurance Exchange

www.insurancejournal.com

Farmers Mutual Hail Insurance Co. of lowa
Farmers Mutual Insurance Co. of Nebraska
Farmington Casualty Co.

Farmland Mutual Insurance Co.

FCCI Insurance Co.

Federated Rural Electric Insurance Exchange
Federated Service Insurance Co.
Fidelity National Insurance Co.

Fire Insurance Exchange

First Colonial Insurance Co.
Frankenmuth Mutual Insurance Co.
General Casualty Co. of Wisconsin
General Insurance Co. of America
Grange Insurance Association

Grange Mutual Casualty Co.

Gray Insurance Co.

Harford Mutual Insurance Co.
Harleysville Mutual Insurance Co.
Harleysville Preferred Insurance Co.
Harleysville Worcester Insurance Co.
Hartford Insurance Co. of Illinois
Hastings Mutual Insurance Co.

Horace Mann Insurance Co.

Hudson Insurance Co.

Imperium Insurance Co.

IMT Insurance Co.

Indiana Insurance Co

Insurance Co. of North America
Insurance Co. of the West

Jewelers Mutual Insurance Co.

Lancer Insurance Co.

Lightning Rod Mutual Insurance Co.
Lititz Mutual Insurance Co.

Loya Insurance Co.

Lynd(m Property Insurance Co.
Markel American Insurance Co.
MemberSelect Insurance Co.
Merchants Mutual Insurance Co.
Mercury Casualty Co.

Merrimack Mutual Fire Insurance Co.
MHA Insurance Co.

Mid-Century Insurance Co.
Mid-Continent Casualty Co.

Middlesex Insurance Co.

Milbank Insurance Co.

Mitsui Sumitomo Insurance Co. of America
Motorists Mutual Insurance Co.
Motors Insurance Corp.

Mountain West Farm Bureau Mutual Insurance Co.
Mutual of Enumclaw Insurance Co.
National Indemnity Co.

National Liability & Fire Insurance Co.

Nationwide Mutual Fire Insurance Co.
Netherlands Insurance Co.

New York Marine and General Insurance Co.
NGM Insurance Co.

North River Insurance Co.

North Star Mutual Insurance Co.

Occidental Fire and Casualty Co. of North Carolina
Old Republic General Insurance Corp.

Old United Casualty Co.

OneBeacon Insurance Co.

Owners Insurance Co.

Pacific Specialty Insurance Co.

Peerless Insurance Co.

Pekin Insurance Co.

Penn National Security Insurance Co.
Pennsylvania Lumbermens Mutual Insurance Co.
Pennsylvania Manufacturers’ Association Insurance Co.
Pennsylvania National Mutual Casualty Insurance Co.
Physicians Insurance A Mutual Co.

Preferred Mutual Insurance Co.

Preferred Professional Insurance Co.
Progressive Casualty Insurance Co.
Progressive Gulf Insurance Co.

Progressive Northern Insurance Co.
Protective Insurance Co.

Public Service Mutual Insurance Co.

Quincy Mutual Fire Insurance Co.

Republic Underwriters Insurance Co.

Safeco Insurance Co. of Illinois

Secura Insurance, a Mutual Co.

Selective Insurance Co. of America

Selective Way Insurance Co.

Seneca Insurance Co. Inc.

Shelter Mutual Insurance Co.

Sompo Japan Insurance Co. of America

State Auto Property & Casualty Insurance Co.
State Automobile Mutual Insurance Co.
Technology Insurance Co. Inc.

Tower Insurance Co. of New York

Trinity Universal Insurance Co.

Triton Insurance Co.

Unigard Insurance Co.

United Fire & Casualty Co.

Utica Mutual Insurance Co.

Vanliner Insurance Co.

Vermont Mutual Insurance Co.

Virginia Surety Co. Inc.

West Bend Mutual Insurance Co.

Western National Mutual Insurance Co.
Westfield Insurance Co.

Westfield National Insurance Co.
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SPECIAL

Classification System categorizes all proper-
ty/casualty insurers into one of 11 categories
based on an analysis of data reported by the
companies.

The 11 categories that comprise the sys-
tem are: Nationals, Near Nationals, Super
Regionals, Regionals, State Specialists,
Coverage Specialists, Strategic Subsidiaries,
Risk Retention Groups, Surplus Lines
Carriers, Reinsurers and companies with less
than $1 million in direct premium written.

A company cannot be assigned to more
than one category. Therefore, a com-
pany not designated as a Super Regional is

given another classification, perhaps Near
National, Regional or State Specialist.

Super Regional Criteria and Thresholds
To select the companies for the Super
Regional Property/Casualty Insurer™ list,
Demotech used the following specific, objec-
tive qualifying criteria and thresholds:
« Active, individual companies not under
regulatory supervision at Dec. 31, 2011;
«Reporting data to the National Association
of Insurance Commissioners using the prop-
erty/casualty annual statement format;
« At least $1 million of direct premium writ-

ten in each of two to 34 states at Dec. 31, 2011;
« Less than 90 percent of Dec. 31, 2011, direct
premium written in any one state;
« Less than 90 percent of Dec. 31, 2011, direct
premium written in any one line of business;
« Policyholders surplus of at least $100 mil-
lion at Dec. 31, 2011;
« Net premium written of at least $50 mil-
lion at Dec. 31, 2011; and
« Direct premium written of at least $25 mil-
lion at Dec. 31, 2011.

In general, a Super Regional Property/
Casualty Insurer™ is an individual company
writing multiple lines of insurance in mul-

NEW 2012 Super Regionals

2012 Demotech

2011 Demotech

2010 Demotech

2009 Demotech 2008 Demotech 2007 Demotech

Company Name Company Company Company Company Company Company
Classification Classification Classification Classification Classification ~ Classification
All America Insurance Co. Super Regional Regional Super Regional Super Regional Regional Regional

American Economy Insurance Co.
Dentists Insurance Co.

Farmers Insurance Exchange
Horace Mann Insurance Co.
Lancer Insurance Co.

Loya Insurance Co.

Lyndon Property Insurance Co.
MHA Insurance Co.

Pekin Insurance Co.

Physicians Insurance A Mutual Co.
Progressive Northern Insurance Co.

Super Regional
Super Regional
Super Regional
Super Regional
Super Regional
Super Regional
Super Regional
Super Regional
Super Regional
Super Regional
Super Regional

Near National
Regional
Near National
Near National
Coverage Specialist
State Specialist

Near National
Regional
Near National
Super Regional
Coverage Specialist
State Specialist

Near National

Regional

Near National
Near National
Near National
State Specialist

Strategic Subsidiary Regional Super Regional
Strategic Subsidiary Super Regional Super Regional
Regional Regional Regional

State Specialist
Coverage Specialist

State Specialist
Coverage Specialist

Coverage Specialist

State Specialist

Near National
Regional
Near National
Near National
Near National
State Specialist
Super Regional
Super Regional
Regional
State Specialist

Coverage Specialist

Near National
Regional
Near National
Near National
Regional
Strategic Subsidiary
Super Regional
Regional
Regional
State Specialist
Super Regional

RECLASSIFIED 2011 Super Regionals

2012
Demotech
Company

Classification

State Specialist
Regional

Company Name

AIU Insurance Co.

American Hallmark Insurance Co. of Texas
Berkley Insurance Co.

Contractors Bonding and Insurance Co.
Harco National Insurance Co.

Health Care Indemnity Inc.

Keystone Insurance Co.

LM Insurance Corp.

Meritplan Insurance Co.

Motorists Commercial Mutual Insurance Co.

ProAssurance Casualty Co.

Providence Mutual Fire Insurance Co.
Republic Indemnity Co. of America
Sparta Insurance Co.

St. Paul Protective Insurance Co.
Stonebridge Casualty Insurance Co.
Stonington Insurance Co.

ULLICO Casualty Co.

United States Fidelity and Guaranty Co.

PHS = Policyholders’ Surplus; LOB = Line of Business; NPW = Net Premium Written; DPW = Direct Premium Written

Coverage Specialist
Regional
Regional

Coverage Spccialist
Regional

Near National

Strategic Subsidiary

Strategic Subsidiary

Coverage Specialist
Regional

Coverage Specialist

Near National

Strategic Subsidiary
Regional

Strategic Subsidiary
Regional

Coverage Specialist

2011 2010 2009
Demotech Demotech Demotech
Company Company Company

Classification Classification Classification

Super Regional
Super Regional

Super Regional
Super Regional

Super Regional
Regional

Super Regional Super Regional Strategic Subsidiary
Super Regional Super Regional Regional
Super Regional Super Regional Super Regional
Super Regional Super Regional Coverage Specialist
Super Regional Super Regional Super Regional
Super Regional Strategic Subsidiary  Strategic Subsidiary
Super Regional Super Regional Regional
Super Regional Super Regional Super Regional
Super Regional Coverage Specialist Coverage Specialist
Super Regional Super Regional Regional
Super Regional Super Regional Super Regional
Super Regional Super Regional Regional

Super Regional
Super Regional
Super Regional
Super Regional
Super Regional
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Super Regional
Super Regional
Near National
Regional
Super Regional

Strategic Subsidiary
Super Regional
Near National

Regional

Coverage Specialist

2008
Demotech
Company
Classification
Super Regional
Regional
Strategic Subsidiary
Regional
Super Regional
Coverage Spccialist
Super Regional
Coverage Spccialist
Regional
Super Regional
Coverage Specialist
Super Regional
Coverage Specialist
State Specialist
Strategic Subsidiary
Super Regional
Near National
Regional
Super Regional

2007
Demotech
Company

Classification
Super Regional
Regional
Strategic Subsidiary

Regional

Super Regional
Coverage Spccia]is{
Super Regional
Coverage Spcciah’st
Strategic Subsidiary
Super chional
Coverage Specialist
Regional
Coverage Specialist
Strategic Subsidiary
Coverage Specialist
Regional
Regional
Strategic Subsidiary
Near National

Why Company
Does Not Qualify
as a 2012 Super

Regional
State > 90%
PHS
LOB > 90%
PHS, NPW
NPW
LOB > 90%, NPW
NPW
States > 34
NPW
DPW
LOB > 90%
PHS
LOB > 90%
States > 34
DPW
States > 34, PHS
PHS, NPW
PHS
LOB > 90%

www.insurancejournal.com



tiple states. Risk retention groups, surplus
lines insurers and reinsurers are not eligible
for the Super Regional category because they
are assigned to other classifications.

The 2012 Super Regional Property/
Casualty Insurers™

Demotech identified 155 Super Regional
Property/Casualty Insurers™ for 2012. They
are presented in this exclusive Insurance
Journal special report both alphabetically and
by size, as ranked by direct premium writ-
ten as of Dec. 31, 2011

Also included in this report are the
12 companies that are new to the Super
Regional Classification, as well as a list of
19 insurers that have been reclassified into
another category based on year-end 2011
information.

“Super Regional insurers are critically
important to the insurance industry and
to their agents, producers and insureds,”
said Joseph Petrelli, president of Demotech.
“These companies are strong, stable markets
that work hard for their agents, insureds as
well as their reinsurers. This is why Insurance
Journal expressed interest in quantifying
and identifying what criteria can be used to
define an insurer as a Super Regional.”

Insurance Journal and Demotech expect this
year’s report to further the discussion on the
role of Super Regionals, as well as on the def-
inition and criteria used in determining the
classification, so that future reports can con-
tinue to appreciate an industry definition of
Super Regional Property/Casualty Insurers™.

“Insurers and interested readers are
encouraged to review the selection criteria
and thresholds used to determine the 2012
Super Regionals. Our selection criteria
remain quantitative and transparent. We
are focused on setting benchmarks at levels
that accurately categorize the industry,” said
Barry Koestler II, CFA, senior financial ana-
lyst and chief ratings officer at Demotech.

The authors stress that this is an objec-
tive stratification of the companies that
comprise the industry, not ratings of the
individual insurers. Inclusion on the list of
Super Regionals is not meant to suggest that
a company is superior to companies not cat-
egorized as Super Regionals.

Future issues of Insurance Journal will

www.insurancejournal.com

report on other categories within the
Demotech Company Classification System,
including a report on Near National carriers
to be featured in June 2012.

Since 1985, Demotech has been providing
independent Financial Stability Ratings® of
property/casualty insurers and title under-
writers. Other services include consulting

and financial analysis. For more information,
visit www.demotech.com.

Please send suggestions, comments and
criticisms about the classification and report
to Demotech’s Barry Koestler at bkoestler@
demotech.com, or Andrea Ortega-Wells, edi-
tor in chief for Insurance Journdl, at awells@

insurancejournal.com.

Smart agency principals are refinancing
debt in this attractive rate environment.
Could your agency benefit as well?

Refinancing debt can benefit your agency by improving cash flow or
unlocking capital to take advantage of opportunities to enhance value.
Today's low-rate environment can help provide the means for expansion,
producer development, acquisitions, etc.

Review your agency’s financing needs with InsurBanc — the only
financial institution with the knowledge to serve America’s
independent insurance agencies.We’re uniquely positioned to
provide agency principals with financial insights for enhancing

agency value.

Acquisition & Perpetuation Loans * Working Capital

Equipment Leasing * Cash Management
Online Banking

~ (866) 467-2262
Visit InsurBanc.com

Insur
(_/ Banc-

May 7, 2012 INSURANCE JOURNAL-NATIONAL REGION | N19



SPOTLIGHT

AAMGA

AAMGA President Chaffin Stresses Need for Perpetuation;
Cites Effect of Revised Catastrophe Model on E&S Business

By Andrea Ortega-Wells ership level, but also perpetuation at each

level of the organization, he says, including

underwriting, accounting, claims, and all

Relationships are important to the suc-
cess of any insurance busi- areas of the agency.
Chatfin says that while

relationships with insurance

—

ness, but it's perpetuation that
matters most when it comes to
survival.

R.C. Chatfin, president and
CEO of Coral Gables, Fla.-based
SeaCoast Underwriters Inc.,

companies and retail agents

of MGAs, just as important is
keeping up with technology.
and the incoming president “If you are not keeping up

of the American Association

of Managing General Agents not going to survive,” he says.

(AAMGA), says surviving in Chaffin understands that

today’s marketplace comes back  R.C. Chaffin

to perpetuation. cies might find it difficult to
“I think perpetuation is key to

surviving in this market,” Chaffin says. That

includes not only perpetuation at the own-

MIDLANDS

put some of those firms at risk for failure.

remain critical for the survival

with technology today you are

smaller MGAs and retail agen-

invest as heavily in technology
as larger entities. But failing to do so might

Providing Excess Workers'’
Compensation Since 1990

for Single Entities, Groups & Public Entities

Provided by an A.M. Best “A” {(Excellent) VIIl Rated Carrier

SIRs starting at $300,000
Claims Management Available

Aggregate Coverage Available
Installment Schedule Available
Minimum Premiums:

« Individual: $50,000

« Groups: $100,000

Risk Control Services Available
+ Websource
+ Free Monthly Webinars
+ Technical Safety Documentation

+ Safety Training
+ Industrial Hygiene Services
+ Loss History Analysis / Accident Investigation

Preferred Business Classes

Healthcare Schools Religious Institutions
Agricultural Hospitality Specialty Artisans
Retail / Wholesale Public Entities & Special Districts Manufacturing
Transportation Utilities Auto Dealers
Contractors Finangial Institutions

For additional information, please contact:

Phone: 800.800.4007 W
L

ExcessWorkersComp@midman.com - &
i -
midlandsmgt.com A I’}Mﬁi OMPANIES
-
Member of Old Republic Companies Tag®
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“What happens with a lot of MGAs and
retailers as well, if they don't have the
finances to keep up with technology it's
going to be very difficult to survive in this
market.”

But Chaffin stresses that bigger is not
always better in the insurance business. His
firm, with just 31 employees, has fared well
in the tough market conditions of the past
several years.

“We've been very fortunate,” Chaffin says.
“We've been able to hold our own over the
last three years,” thanks in part to his com-
mitment to “relationships,” he says.

For his MGA, which focuses primarily
on Florida business but also has an office in
Georgia, business appears to be heading up.

“Where we saw some of our E&S business
going over to the admitted; now we are see-
ing some of that business come back to us,”
he says.

But insurance is a regional business and
every MGA is different, he says.

“If you look at our [AAMGA | members by
region, we still have a lot of small to medi-
um MGAs that are doing very, very well.”

Others may be not so well.

“You might get a different answer
depending on who you are talking to. Some
of the changes are regionalized,” he says.

But overall, Chaffin sees an upward tick
in business, and that’s a good thing.

RMS 11

One change in the marketplace that’s
leading to an uptick in business for the
excess and surplus lines sector has to do
with a revised hurricane model introduced
last year. That model has dramatically
raised certain estimates of potential hurri-
cane losses throughout the country.

California-based modeling firm RMS'
revised hurricane model, version 11, includes
updated construction and roof types, higher
inland wind speeds, heightened building
vulnerability, and increased losses due to
storm surge. The changes have sparked an
increase in wind risk for hurricane states on

www.insurancejournal.com



an industry-wide basis, even though indi-

vidual portfolios differ depending on the
region and line of business.

RMS 11 has also led to an increased focus
on education industry-wide, Chaffin says.
Not everyone understands RMS 11 and the
impact the new catastrophe model is having
on the industry, he says.

“We are already seeing aggregate being
reduced,” he says. “We received two calls
today from some of our agents that are look-
ing for a home for some business because it
no longer qualifies for the wind program.”
All thanks to RMS 11, he adds.

Chatfin predicts more business moving to
the E&S side as the model is used by more
and more carriers.

“We are already seeing some folks using
it quite a bit,” he says. But not all markets
have jumped on board with RMS 11.

“Some folks are taking a wait-and-see
attitude, some are saying they are going

Perpetuation, education
and technology are the
ingredients to success.

to blend it in with their other models,
and some say they may not have a choice
because the reinsurers are definitely going
in that direction,” he says.

“It’s sort of wait and see right now,”
Chatfin says. “It’s going to depend on the
amount of exposure that companies have or
think they have.”

Either way, RMS 11 is going to be a key
factor for MGAs and retail agencies going
forward.

www.insurancejournal.com

MGAs and retailers will need to under-
stand RMS 11, know exactly what the model
is looking for, and complete applications
with the most accurate information pos-
sible, he says. “I think over the next year or
two that's going to be pretty significant.”

In the end, success and survival in today’s

Take the

marketplace comes back to perpetuation,
education and technology at all levels of the
agency, Chaffin says.

“I think those are the three key elements,”
he says. “If you have those ingredients, you
are probably more optimistic about where
you are going.”
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New Ventures Ready,
Waiting for Market to Turn

By Amy O’Connor

he time appears to be right for

new ventures including program
managers, wholesaler brokers and
retail agencies despite uncertainty with
the economy and insurance market.

Why are these companies starting
these endeavors now?

“Buy low, and sell high,” says Robin
Stough, CEO of the new LevelFirst
wholesale brokerage and managing
general agency in Dallas. “The market
isn’t the best and neither is the econo-
my, but it is a great opportunity to get
started as the insurance marketplace
and economy improve. If we can do it
[successfully] now, we can do it any-
time.”

Stough is not alone in his sentiment.
Since July 2011, a number of entrepre-
neurs have launched small ventures
focusing on different niches.

Glenn Clark, president of Rockwood
Programs in Wilmington, Del., says
he wanted to get his
new Public Servants
Defense Agency
(PSDA) up and run-
ning before the end
of 2011 so in 2012
they could focus on

are at.’

growth.
“We are trying to make [the bad
economy | work for us,” says Clark.
Clark says this means highlighting
the fact that his new company, which
targets police, firefighters and emer-
gency medical technicians (EMTs) indi-
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‘There are a lot of
agents that aren’t
happy where they

vidually and in groups, doesn't appear
to have any direct competitors.

He is also taking advantage of cost-
saving marketing techniques, such as
social media, the Internet in general
and e-marketing.

So far, so good.

“In the first month, we had over 100
inquiries and [as of the end of March]
have had a total of 472 inquiries,” says
Clark. “There is very good acceptance
because there is no product like this
out there.”

Martin Jones and Parker Hix, who
started PentaRisk, a retail agency in
Atlanta, Ga., say they were ready to
leave the big agency environment and
go “back to basics.” They have found
that this is also true of many agents
and this philosophy has helped the
company attract talent.

“There are a lot of agents that aren't
happy where they are at,” says Jones.
“They want to go to
different places and to
a smaller broker but
are scared to do it so it
keeps people pinned
down. We are going to
give people an opportu-
nity to move somewhere.”

LevelFirst's Stough agrees.

“Recruiting people into a new envi-
ronment is a challenge, but I think
there is an allure of leaving big corpora-
tions for a smaller environment,” says
Stough.

Flexibility Essential to Success
Starting a new venture in this mar-

ket isn't without its challenges. One
particular difficulty has been getting
buyers to commit, according to Clark.

“A new sale means the money must
come from other budgets,” he says.
“There are very cautious buyers who
take a long time to decide.”

New agencies also have to be willing
to make changes when it's clear they
could improve their way of operating.

Clark says his company has already
reevaluated how it brings in business,
including refocusing its efforts on
larger group leads. The company is also
retooling its website to allow one-off
individual submissions and provide
better e-services so that it can be more
effective at working with agents.

Stough says it has been easier than
he expected to get markets, but harder
to break relationships between custom-
ers and their current companies.

“A lot of the first year is getting good
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staff, getting markets in place, getting your
name out there,” he says. “I don't think we
expected a ton of money in the first year
but you have to hang in there and get in a
position where we can take the next step
forward.”

LevelFirst

The new MGA and wholesale broker in
Dallas, Texas, is focusing on a few niches
right now, including apartments, transpor-
tation, professional liability and janitorial
services. Stough says the company is also
starting to write energy business and wants
to develop that into an energy practice going
forward.

“We want to be a generalist, but also focus
on a few areas,” says Stough. “With E&S
business, you have to go with the flow and
what's up and coming in the marketplace.”

The company has put together 10 bind-
ing authorities and more than 60 brokerage
markets so far and can offer general liability,
property, professional liability, auto, physical
damage and cargo. It can also offer environ-
mental and umbrella coverage to excess busi-
ness.

Stough is also actively looking for people
with established relationships and expertise
to come in and develop new practices. “You
have to be a different person and confident
you can produce in this kind of environment
but it can be more fulfilling”

PentaRisk

Jones and Hix are also going the route of
hiring experienced people to concentrate
on a few niches for their new retail agency,
including most recently someone to special-
ize in energy.

Hix and Jones have pooled their experi-
ence in the construction and real estate
industries, respectively, to make their new
venture a full-service provider for insurance
and surety products.

The company will also offer employee
benefits and health insurance. Their target
business is $500,000 to $10 million in pre-
mium.

Although the construction market has
been slow to rebound, Hix says getting their
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firm established will give them an advantage
when things get better.

“When it comes back around in 2013 or
2014, we will be in a position to handle it.
We don't want to be starting then, we want

\7-1111)\"/
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to be already running and fully operational,”
he says.

PentaRisk is making customer service a
cornerstone of their agency, which they say

continued on page N24
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Market to Turn, continued from page N23
the big companies lack. “At larger agencies
the focus is on the bottom line, rather than
the customers themselves,” Jones says.

The company has secured more than 35
carriers so far, and Jones and Hix have an
aggressive growth plan for PentaRisk, with
a goal of $350 million in premium by the end
of 2013. They plan to open additional offices
in California, Texas, and
Florida, and potentially
the Midwest and Nevada.
The company will also
make agency acquisitions
if the right opportunities of sense.’
come along.

Public Servants Defense Agency

PSDA, the new subsidiary company
from Rockwood Programs Inc., was started
because of the success of Rockwood's other
insurance agency WrightUSA, which pro-
vides errors and omissions (E&O) coverage
to federal government employees.

Rockwood bought WrightUSA two years
ago and saw that police, firefighters and
EMTs have exposures similar exposures to
those of federal employees.

“Federal employees don't own their busi-
ness but they own their career,” says Clark.

‘To create a new
brand for program
business made a lot

“Anything that threatens their career is a
threat to them.”

The company offers personal liability cov-
erage against exposures that these workers
may encounter because of their careers, even
if they are off duty. The exposures include
sexual harassment, improper touching, or
improper use of a firearm.

“An EMT [for example]
has a Good Samaritan expo-
sure just because they are
an EMT; they are held to a
higher degree of standard
as a passerby that is helping
out,” says Clark. “They can
be accused of practicing medicine because
they are EMTs.”

Clark says with employer cutbacks in
services and benefits, employees can't rely
on their work to buy coverage that protects
them from these exposures. For that reason,
PSDA is targeting unions, benevolent orga-
nizations, patemal organizations, employer
groups and associations. PSDA will market
to individuals through its new website. The
company also plans to add two new prod-
ucts: a group life policy designed to payout
the beneficiary within 48 hours of a death
notification; and a self-defense policy for

Agency ldeas’

SALES & MARKETING IDEAS FOR P&C PROFESSIONALS

WOULD YOU BUY IDEAS FROM THIS GUY?

retired law enforcement officers who are per-
mitted to carry a gun.

Premiums start at about $250. Limits for
individuals are $100,000 but people can buy
$250,000; PSDA can go up to $1 million for
groups. The coverage is available nationwide
and is written through Markel, but PSDA
has the authority to bind and settle claims.

Glatfelter Program Managers

The formation of Glatfelter Program
Managers is more of a rebranding of
Glatfelter Insurance Group’s internal
wholesale specialty products, according to
Art Seifert, the new president of Glatfelter
Program Managers in Albany, N.Y.

It is a division of Glatfelter Insurance
Group but has its own employees and is a
separate business unit with three divisions
targeting separate insurance segments:

« Volunteer Fire Insurance Services (VFIS),
which writes both property/casualty, and
accident and sickness for about 18,000 emer-
gency service organizations.

« Glatfelter Public Practice, which covers
educational institutions; municipalities; inde-
pendent school bus contractors and water/
sewer entities for towns or cities with less
than 75,000 people.

« Glatfelter Religious Practice for hospice
and home healthcare agencies.

Seifert joined Glatfelter in June 2011 and
saw that outside of the company, Glatfelter’s
program business was relatively unknown.

“To create a new brand for program busi-
ness made a lot of sense,” he says. ‘T like to
say we are one of the largest program manag-
ers that people have never heard of.”

The company would like to grow through
mergers and acquisitions as well as expand

The answer is yes for thousands of agencies. They
benefit from Alan Shulman's creativity to sell more
PEC by subscribing to Agency Ideas® newsletter.
It's packed with imaginative ideas and tools.

into social services. In January, it acquired
senior living and religious organizations
programs from Bunker Hill Underwriters
Agency in Houston. It also plans to expand
Enjoy both print and digital editions plus valuable
subscriber-only benefits. Download a free sample

issue at www.agencyideas.com.

its healthcare business and appointed Bruce
Williams as president of the newly formed
Glatfelter Healthcare Practice division. Most

[ &s for the hair, it's a lot shorter and grayer now. recently, Glatfelter Public Practice intro-

Bist hirs 30 wears agesit seived e i good idea) duced cyber liability and privacy crisis man-

agement expense coverage for municipalities
and water-related entities nationwide. It is

1-800-724-1435

also planning to announce a significant new
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product within an existing prac-
tice area very soon.

“The whole program segment
has become pretty popular so
there is a lot of competition out
there trying to get eyeballs to
pay attention,” says Seifert. “Our
biggest challenge is making sure
we work with agents selling
value versus selling price.”

Sports Insurance Specialists

Jett Ladd, president of the new Sports
Insurance Specialists in Fort Wayne, Ind.,
also thought the timing and his 20 years of
experience in the Sports and entertainment
insurance business would set him up for suc-
cess in this market.

“T had a group of strong investors behind
me, I had knowledge, resources in the mar-
kets and lots of customers that I had dealt
with in the sports industry,” he says. “The
time seemed right so away we go.”
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The company is focusing on the sports

arena, including professional and amateur
sporting events. On their Web site an appli-
cations page has been set up for certain
events such as basketball, softhall, or golf
clinics, youth baseball or little league, and
tournaments or other types of short term
events. For bigger events, more underwriting
may be needed. The company can also cover
concerts that are part of these events, or
standalone concerts if they are big enough,
as well as festivals.

Coverage can include partici-
pant accident, general liability,
participant legal liability, and
some medical products for confer-
ences. Limits are typically around
$5 million on liability, depending
on the type of event. The main
carriers so far are Western World,
CNA and Chubb. The company
can operate in all 50 states.

Ladd says they hope to expand
into more entertainment events down the
road, but their three- to- five year plan for
now is to get these products up and running
and profitable within a year or two.

He says this class doesn't have a lot of
competition, but he thinks relationships will
be essential to making the company work.

“It’s a small community when you get into
business administration for events and if
you do it for a while, you get to know a lot

of people and fortunately that is where I am
at,” says Ladd.
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Directory

elcome to Insurance Journal’s 2012 Premium Finance Directory, a comprehensive listing of premium finance companies able to assist agents and

brokers with their clients’ financing needs.

All company information listed in this directory was directly submitted to Insurance Journal. To be listed in future editions of Insurance
Journal's Premium Finance Directory, or any other directory, contact Kristine Honey at: khoney@insurancejournal.com.

We hope you find this directory to be a valuable resource when searching for financing options for your clients. Feel free to send us
comments and suggestions on how we might improve this directory, or for additional help, e-mail: editorial@insurancejournal.com.

AFCO

14 Wall St., Ste. 8a-19, New York, NY 10005
Phone: (212) 401-4491

Email: promptservice@afco.com

www.afco.com ; WWW., myafco. com

- Premium financing across the spectrum with sister
company Prime Rate PFC

- Company reputation for capacity, reliability,
expertise, flexibility

- Chapter 11 financing offers great value-added for
your clients

INSURANCE PREMIUM FINANCING EXCELLENCE

Financial Services

AFS/IBEX Financial Services, Inc.
750 N. St. Paul, Ste. 1500, Dallas, TX 75201
Phone: (800) 209-5626, Fax: (214) 954-0537
Email: service@afsibex.com

www afsibex.com

- High tech, high touch approach to premium
financing

- Professional, knowledgeable, and friendly customer
service personnel located in Dallas, TX and Newport
Beach, CA

- Offering creative solutions and flexibility for all your

commercial financing needs
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All Island Credit Corp.
80 Skyline Dr., Ste. 100, Plainview, NY 11803
Email: info@allislandcredit.com

www allislandcredit.com

- Outstanding Customer Service
- Flexibility
- Multiple Options for Quoting

Arizona Premium Finance Co.

12406 N. 32nd St., Phoenix, AZ 85032
Phone: (800) 873-2732, Fax: (800) 273-9979
Email: allan@apfcinc.com

www.apfcinc.com
- Finance Personal and Commercial Lines

Paperless Submissions and Online Account Access

- We Accept Credit Cards for Monthly Payments

www.insurancejournal.com



Premium Finance Directory

Automated Installment Systems, Inc.

955 Executive Pkwy, Ste. 106, St. Louis, MO 63141
Phone: (800) 624-6308, Fax: (314) 8787843

Email: rbriggs@automatedinstallment.com

www .automatedinstallment.com

- Help our clients start their own premium finance
co’s so they earn interest on their loan portfolios,
instead of the outside finance co's they have been
using.

- AIS is a turnkey system for establishing and
managing your own premium finance company.

- AIS's proprictary“EPITOME” system has robust B2B
& business-to-consumer e-commerce capabilities

that automate the entire process.

Aviation Premium Finance, LLC
P.O. Box 18067, Kansas City, MO 64133
Phone: (816) 434-9995, Fax: (816) 3531048
Email: um@a\'iationprcmiumfinance.com

WWW. ax‘iationprcmiumﬁnancc .com

- APF provides aviation insurance buyers with pay
ment options for their annual insurance premiums.

- Customers traditionally put 20% down and then
make 9 monthly payments.

- Our goal is to make aviation affordable for everyone!

Birch Financial, Inc.

20946 Devonshire St., Ste. 200, Chatsworth, CA 91311
Phone: (818) 772-4244, Fax: (818) 7722221

Email: info@birchfinancial net

www birchfinancial net

- Finance Commercial Lines for the Landscape Industry
- Serving California, Arizona and Nevada
- Interactive website allows for confirmation of

payments, cancellation status, renewal dates, etc.

ﬁ,ELII._I_Ell:IL_:

PREMIUM FINANCE

Bulldog Premium Finance

6971 W. Sunrise Blvd., Ste. 206, Plantation, FL 33313
Phone: (877) 537-8454, Fax: (877) 537-8455

Email: sjoran@financebulldog.com

www.financebulldog.com

- World Class Customer Service

- User friendly software for a quick and pleasurable
experience

- Ability to finance contracts with any MGA

www.insurancejournal.com

CAC Acceptance Corporation

3673 Westcenter Dr., Houston, TX 77042
Phone: (888) 422-7755, Fax: (800) 486-1049
Email: info@cacacceptancecorp.com

WWWw.cacacceptancecorp.com

- We are a Family Company with no obligations to
Wall Street or “Big Banking”

 More customer service centric to your insured’s &
you, the agent, than a wholesaler’s finance company

- More liberal payment terms than many insurer plans

Capital Premium Financing
12235S. 800 E, Draper, UT 84020
Phone: (800) 767-0705, Fax: (800) 7003170
Email: info@capitalpremium.net

www.capitalpremium.net

- Industry leading Agency Revenue Programs

- Highest level of Agent/Client service available in the
industry

- Local presence, multiple payment options, and

online access

CAPITOL

PAYMENT PLAN

Capitol Payment Plan

52 Corporate Circle, Albany, NY 12203
Phone: (866) 6391333, Fax: (518) 862-7522
Email: sternj@cappay.com

Www.cappay.com

- Committed to helping insurance agents maintain
their competitive edge through premium financing
solutions since 1979

- Leading local experts to address the unique needs of
the personal lines business

- State-of-the-art products and programs that
maximize efficiency in quoting, leaving more time to

focus on your customers

ClassicPlan Insurance Premium Financing
13750 Pipeline Ave., Chino, CA 91710

Phone: (800) 3476481, Fax: (909) 6285490

Email: info@classicplan.com

www.classicplan.com

- Commercial & Personal Lines Premium Financing
- Internet based point of sale and inquiry system with
electronic loan submission

- Superior service and technology for our producers

COST Financial Group, Inc.
784 Wall St., Ste. 110, O'Fallon, IL 62269
Phone: (800) 844-2678, Fax: (618) 2063223
Email: daveg@costfinancial.com

www.costfinancial.com

- COST makes it easy for YOU TO OWN your own
Premium Finance Company

- COST does the set-up, COST runs the back room,
YOU EARN ALL THE PROFIT

- Let COST's 22 years experience put the PROFIT
from YOUR premium financing IN YOUR POCKET!

Cypress Premium Funding, Inc.
30448 Rancho Viejo Rd., Ste. 100

San Juan Capistrano, CA 92675

Phone: (949) 487-0602, Fax: (949) 487-0640
Email: info@cypressfunding.com

WWW.Cypress fundin g.com

- Internet Account Viewing, Quoting, Reporting and
On-Line Payments
- Immediate Funding

- Cancellation Prevention Programs

Distinct Advantage Premium Finance
P.O. Box 611025, Miami, FL 33261-1025
Phone: (888) 672-7105, Fax: (305) 892-2906
Email: distinctpfc@yahoo.com

www.distinctpfe.com

- Both personal and commercial lines financed
- Licensed in 7 states
- Interactive website allows posting of payments, late

and cancellation registers e-mailed to agency
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Elite Premium Finance

395 Alhambra Cir., Coral Gables, FL 33134
Phone: (305) 442 7227, Fax: (305) 461 0131
Email: info@elitepremium.com

www elite premium.com

- Financing Commercial & Personal Lines since 1990 -
Latin Agent Premium Finance of Choice
- Low and High Premiums at Convenient APR Rates

- Web Based Software - Excellence in Customer Service

ETI Premium Finance

2825 N. University Dr., Coral Springs, FL 33065
Phone: (800) 995-7001, Fax: (800) 995-7002
Email: info@etifinance.com

www etifinance.com

- Free Acord Form Software for Our Customers
- All Accounts Called Prior To Cancellation
- ETI-AutoPay — Automatic Momhly Payments From

Customer’s Checking Account

FINCO Premium Finance Company
P.O. Box 26009, Greensboro, NC 27420
Phone: (800) 8734626, Fax: (336) 3797792
Email: travis@finco.biz

www.finco.biz

- Independently Owned and Operated in North
Carolina

- Premium Financing available in all 50 States

- Web based software allows for 24 hour total online

access

FIRST Insurance Funding Corp.

450 Skokie Blvd, Ste. 1000, Northbrook, IL 60062
Phone: (800) 837-3707, Fax: (800) 8373709

Email: marketing@firstinsurancefunding.com

www. firstinsurancefunding.com

- Competitive rates, flexible payment terms, multiple
funding and payment options with the only written
service guarantee in the industry.

- On-line quoting with secure paperless loan acceptance
and funding and on-line, real-time access to accounts.

- Professional agency lending program for agency
acquisitions, buildings and equipment, lines of

credit, perpetuation and producer development.

Focus Finance, LLC

P.O. Box 451899, Sunrise, FL 33345-1899
Phone: (800) 432-3072 Ext. 4825

Email: info@focusfinance net

www.focusfinance net

- Quick quotes prepared and ready for signatures via
e-mail or fax...We do the work for you!

- We will never cancel a policy without calling your
office first...Payment email reminders sent to insured’s
& extended courtesy holds per agent’s request.

- Payments can be made by phone or online using
check or credit card.

General Agents Acceptance Corporation
P.O. Box 1177, Lake Forest, CA 92609

Phone: (800) 470-9647, Fax: (800) 568-5462
Email: james@mygaac.com

WWw.mygaac.com

- We give your insureds more time to pay
- We will call the insured before cancelling

- We offer very competitive rates

gotoPremiumFinance.com

21820 Burbank Blvd., Ste. 300, Woodland Hills, CA 91367
Phone: (888) 875-4000, Fax: (818) 6102066

Email: information@gotopremiumfinance.com

www.gotopremiumfinance.com

- Nationwide premium finance provider for agents,
MGAs & insurance companies.

- Online quoting, e-submission of finance agreements,
online payment options, real time account status,
customized notice delivery & more.

- Highly attractive producer compensation programs

are available in fee legal states.

IMPERIAL

PES

Imperial PFS

1055 Broadway, 1ith Fl, Kansas City, MO 64105
Phone: (800) 8382350, Fax: (816) 627-0502
Email: marketing@ipfs.com

WWW. 1Pf5 .com

- Enabled by flexibility to handle any size account

- Powered by teamwork to offer the highest standards
in service

- Driven by growth, making us the natural choice in
premium financing for policy holders, insurance

agents & brokers in the United States & Puerto Rico
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Insurance Finance Corp.

P.O. Box 315, Des Moines, [A 503061315
Phone: (800) 247-4190, Fax: (515) 223-0226
Email: Brian@ifcorp.biz

www.ifcorp.biz

- IFC is independently owned with no ties to
insurance companies, agencies or other financial
institutions. That gives us flexibility!

- We've been providing innovative premium finance
solutions to agents and insured’s since 1969. We're
experienced!

- Outstanding customer service that truly separates us
from the big boys. We're different!

LG Premium Finance

16438 Vanowen St., Ste. 207, Van Nuys, CA 91406
Phone: (800) 452-8505, Fax: (800) 209-0120

Email: info@lgpf.net

www.lgpf.net

: Complctc Premium Financing Solution & servicing
of insured resulting in lower cancellation rates.

- EMAIL ALERT is an additional reminder sent out
via email to prevent account cancellations.

- LG Premium Finance can customize a fee program

that works for your agency.

Liberty Premium Finance, Inc.
12641 E. 166th St., Cerritos, CA 90703
Phone: (800) 229-8793, Fax: (562) 685-0215
Email: sporter@libertypf.com

www.libertypf.com

- Flexible monthly payment options for commercial
insurance policieg

- Quote, bind and archive your contracts with our
easy-to-use online quoting center

- Pay by mail, phone, online or in person with credit

card, check or check by fax

Monarch Premium Resources, Inc.
30448 Rancho Viejo Rd., Ste. 100

San Juan Capistrano, CA 92675

Phone: (800) 731-7890

Email: info@MonarchPremium.com

www.monarch prem ium.com

- Exclusive financing arrangements for brokers of
Monarch E&S

- Interactive Web site for account viewing, reports and
On-line payments

- Financing Commercial and Personal Lines Insurance

Premiums

www.insurancejournal.com



Premium Finance Directory

Mountain West Premium Finance Group of
Companies

550 Fesler St., Ste. G, El Cajon, CA 92020

Phone: (888) 280-0235, Fax: (619) 697-0326

Email: info@financepremium.com

www.financepremium.com

- We look for ways to say “yes” to financing any
commercial account.

- Aggressive Cancellation Prevention Program with
ALL forms of payment accepted.

- Premium Finance Licensing and Third Party
Administration available (www.pfcaptive.com).

NCMIC

NCMIC Finance Corporation

14001 University Ave., Clive, 1A 50325
Phone: 1(800) 600-9250, Fax: 1{800) 630-9250
Email: LLogan@ncmic.com

www.nfcfinance.com

- Custom solutions — even for smaller insureds or
niche markets.

- Flexible plans that can include reduced down
payments and extended terms.

- State-of-the-art software, immediate funding and

web-based account management.

Premium Assignment Corporation
3522 Thomasville Rd., Ste. 400

Tallahassee, FL 32309

Phone: (800) 342-0991, Fax: (800) 286-8999
Email: marketing@premiumassignment.com

WWW. prcmiumassignmcnt .com

- Premium Financing Made Easy
- Superior Service
- Competitive Rates

Premium Finance Associates

7603 First Place Dr., B12, Cleveland, OH 44146
Phone: (866) 374-3630, Fax: (866) 839-3090
Email: info@PremFinAssociates.com

www.PremiumFinanceAssociates.com

- Licensed in all 50 states

* 24/7 Access to Online Quoting and Viewing system
same day payment posting

- Automatic ACH monthly installment withdrawal

from insured checking or savings account

www.insurancejournal.com

Premium Finance Brokerage, LLC

P.O. Box 623, Jarrettsville, MD 21084

Phone: (866) 3816501, Fax: (366) 3816502

Email: tlarsen@premiumfinancebrokerage.com

www.premiumfinancebrokerage.com

- Guaranteed Lowest Interest Rates

- Access to several national premium finance
companies through one point of contact

- Flexible payment options, cutting edge technology

and a service pledge that's put in writing

Premium Finance Corporation
P.O. Box 1827, Eau Claire, WI 54702-1827
Phone: (800) 8437788, Fax: (715) 8369196
Email: info@pfcins.com

www.pfcins.com

- Experienced premium financing with friendly,

quality service

: Fluﬂblc payment plans and payment options for

insureds

Prime Rate Premium Finance Corp.
2141 Enterprise Dr., Florence, SC 29501
Phone: (866) 669-0937, Fax: (800) 677-9850
Email: info@primeratepfc.com

www.primeratepfc.com

- Financing Commercial & Personal Lines Nationwide
- 24/7 Web based access
- Pre-approval of loans up to $100,000 & no minimum

premium.

Pro Premium Finance Co., Inc.

P.O. Box 817099, Hollywood, FL 33081
Phone: (800) 491-8937, Fax: (866) 632-9776
Email: marketing@pro-premium.com

www.pm/premium .com

- Achieving excellence in the premium finance industry

- Interactive web application providing turnkey
agency management system

- Competitive agent marketing incentives with
flexible rate structures

Royal Premium

30833 Northwestern Hwy, Ste. 220
Farmington Hills, MI 48334

Phone: (800) 477-7889, Fax: (248) 9329043
Email: financing@royalpremium.com

WWWwW .royalpremi um.com

- Online Payments & Account Status — make payments
or review insureds’ accounts, including payment
history, 24/7.

- Same-day turnaround on finance quote requests and
quote revisions.

- Online Quotes system gives agents the option of pro-

ducing finance quotes and finance contracts anytime.
g

SIUPREM, Inc.
P.0. Box 105611, Atlanta, GA 30348
Phone: 1 (800) 9252546, Fax: (678) 498-4747

Email: inio@siuprem.com

)

www.siuprem .com

- Independently owned, full service online premium
finance company servicing independent agents for
over 40 years.

- Industry leading technologies providing real-time data
for online policy service by the insured or the agent.

: Siuprem Cares. Each time a commercial policy
is financed with Siuprem in 2012, $5 of the proceeds
will be committed toward the goal of $50,000 for

Breast Cancer Awareness and Research.

SBAC

SOUTH BAY
ACCEPTANCE
CORPORATION

www.sbac-finance.com

e

South Bay Acceptance Corp.
435 N. Pacific Coast Hwy, Ste. 120
Redondo Beach, CA 90277

Phone: (800) 393-2012, Fax: (888) 328-6747
Email: contact@sbac-finance.com

www.shac-finance.com

- Flexible premium financing programs with multiple
benefits for your agency and their insured’s!

- 24/7 Online Quoting access, account status
verification, activate your own quotes immcdiately!

- Creative Producer compensation options rcady to

provide you additional income!
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Premium Finance Directory

Specialty Risk Premium Finance

7600 Fern Ave., Bldg. 600, Shreveport, LA 71105
Phone: (318) 6836206, Fax: (318) 6833846

Email: frances lee@specialty-risk.com

www.specialty-risk.com

- 1st Class Service with in house finance through
Specialty Risk Associates!

- In house finance allows for immediate credit to your
broker statement

- 24 hour “real time” account access for you and your

clients

SUPERIOR

= PAYMENT PLAN, LLC

Superior Payment Plan, LLC
6450 Transit Rd., Depew, NY 14043
Phone: 1 (866) 8561112, Fax: (716) 206-8237
Email: info@supcriorpaymcnt.com

WWW.S UpCI’iOl’Pé\)'ant.COIH

- Fully functional website that allows Brokers and
Insureds to easily manage accounts - quoting,
inquiry, payments, and reporting.

- First class customer service team that will personally
assist you, as well as an automated response phone
system to meet all your customer service needs.

- Ability to integrate with several agency management
systems to alleviate duplicate work.

- Competitive rates and flexible options for down

payments, installments and funding - JUST ASK.

Tepco Premium Finance

1333 S. Rustle Rd., Spokane, WA 99224
Phone: (800) 571-0843, Fax: (500) 6224702
Email: info@tepcofinance.com

Www.te pcoﬁnancc .com

- Easy to use online system for quoting & account

management
- Free online payments
- Licensed in 9 western states plus CO, FL, IL, GA,
Ml & TX
g G— .
" %
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@ PREMIUM FINANCE COMPANY

Top Premium Finance Company

A Division of Premier America Credit Union
19867 Prairie St., Chatsworth, CA 91311

Phone: (800) 4582228, Fax: (818) 7213840

Email: TopMarketing@toppremiumfinance.com

www.TopPremiumFinance.com

- Commercial and Personal lines in CA, TX, AK, OR
- Competitive, Flexible Rates

- Finance Broker Fees & 0-4 % Producer Fees

Universal Bank Premium Finance
3455 Noga]es St., West Covina, CA 91792
Phone: (626) 854-2818, Fax: (626) 854-9898
Email: csr-ins@universalbank.com

www.universalbank.com

- Bank-direct rates
- No Middleman
- 24/7 Weblink , pay by phone, credit card or ACH
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@ PremiumFinance

US Premium Finance

3169 Holcomb Bridge Rd., Ste. 206, Norcross, GA 30071
Phone: 1 (866) 246-9691, Fax: 1 (866) 246-9692

Email: customcrscr\’icc@usprtmiumﬁnamcc.conl

www.USPremiumFinance.com

- SERVICE: Creatively Structured Premium Finance
Loans.

- TECHNOLOGY: User-friendly software, easy access
to your customer database any where in the world
24/7.

- PRICING / RATES: Flexible, Fair Market Pricing.

www.insurancejournal.com
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Will Your Agency Be Included
.| InThis Year’s Top 100?

Join the ranks of the industry leaders among
privately-held retail independent insurance
agencies. Now, three ways to qualify:

¢ Top Overall Independent Agencies
¢ Top Commercial Lines Independent Agencies
¢ Top Personal Lines Independent Agencies

To have your agency considered, just complete
our short survey by June 1.

| OF
1NN

INSURANCE

gina™

GO TO: http://www.insurancejournal.com/100agencies/

B Advertisers Index

Readers, browse, contact, or do product searches on any of our full page advertisers at: http://www.insurancejournal.com/adshowcase/

E: East, M: Midwest, N: National, SC: South Central, SE: Southest, W: West

Abacus Insurance Brokers, Inc

CRC Insurance Services

Monarch E & S Insurance Services

www.abacus.net w41 www.crcins.com W13, SC13, SE13, E13, M13 www.monarchexcess.com w23
Abram Interstate Demotech MSB - Marshall & Swift/ Boeckh
www.abraminterstate.com w28 www.demotech.com N5 www.mshinfo.com N6
Agency Ideas Driven Solutions Pacific Gateway Insurance Services
www.agencyideas.com N24 www.driven-solutions.com N8 www.pgiainsurance.com w37
Agent Support Network of America Fujitsu Pacific Interstate Insurance Brokers
WWWw.asnoa.com W3, M3 www.fcpa.fujitsu.com N39 www.piib.com W36

American Reliable
www.assurantspecialtyproperty.com N3

Anderson & Murison, Inc.

Gateway Specialty Insurance
www.gatewayspecialty.com
W16, SC24, SE24, E14, M26

Personalumbrella.Com
www.personalumbrella.com
W5, SC5, SE5, E5, M5

www.andersonmurison.com W26 General Star R. E. Chaix
Applied Underwriters www.generalstar.com W25, SE15, E15, M23 www.rechaix.com W30
www.applieduw.com W11 & W76, SC11 & SC60, The Gorst Company RiskMeter.com

SE11 & SE60, E11 & E60, M11 & M60 www.gorst.com w31 www.riskmeter.com N21
Astonish Results Insurbanc RLI
www.astonishresults.com www.insurbanc.com N19 www.rlicorp.com N7

W12, SC12, SE12, E12, M12 Ironshore Ryan Specialty Group
Burnett & Company www.ironshore.com W27, SC21, SE3, E3, M19  www.ryansg.com W17, SC15, SE17, E17, M17
www.bcoinc.com SC20 ISU Group Scottsdale Insurance Company
Burns & Wilcox Ltd Www.joinisu.com W22, SC16, SE18, E18, M14 www.scottsdaleins.com W2, SC2, SE2, E2, M2
www.burnsandwilcox.com JM wilson SIAA
W19, SC7, SE7, E7, M7 www.jmwilson.com SE14, M18 www.siaa.net W35, SC17, SE19, E19, M15
California Earthquake Authority Lexington Tejas American General Agency
www.calquake.com w7 www.lexingtoninsurance.com www.tagal.com SC3
Capitol Insurance Companies W33, SC23, SE23, E23, M25 Vantiv
www.capitolindemnity.com N2 M.J. Hall & Company, Inc. www.vantiv N23
Century National www.mjhallandcompany.com w42 Zurich Insurance Company
WWWw.chico.com w29 McClelland & Hine www.zurichna.com
CNA Insurance www.mhi-tx.com SC26 W75, SC59, SE59, E59, M59
WWw.cna.com W15, SC19, SE21, E21, M21 Midlands Management Corporation
www.midlandsmgmt.com N20

www.insurancejournal.com
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Clipping the Wings
of Fly-by-Night Contractors

By Robert Passmore

pproximately one year ago, on Sunday, May 22, 2011, at

about 5:30 p.m., Joplin, Mo., was devastated by a mas-
sive EF 5 tornado that at times was 1 mile wide and traveled
on the ground for more than 20 miles. This storm, Missouri’s
largest insurance event, resulted in roughly $2 billion in
insurance payouts and nearly 20,000 claims.

As we all recall, the industry’s response was immediate.
Catastrophe teams and adjusters swarmed in, and more
than $1 billion was paid out within the first 100 days.

The insurance payouts jump-started the rebuilding effort,
and despite the widespread damage, homes were repaired,
schools opened on time in the fall and Joplin's can-do spirit
inspired the nation.

However, following these events we have not only seen
the best in people as neighbor helps neighbor, we also have
seen the seamy underside of society as some seek to prey on
the misfortune of others.

Criminals and Disaster Recovery

It is important to remember that Joplin's recovery, like any
recovery effort following a major natural disaster, was not a
straight line. Residents were forced to contend with criminal
activity and potential scams. Looters stole property from
storm victims' homes. Individuals exploited the opportunity
and used personal papers and documents that had blown
away to commit identity theft. People impersonated govern-
ment officials and attempted to charge processing fees for
disaster assistance. And fly-bynight contractors ran home
repair scams.

Whether it is a major event like the Joplin tornado or
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a small neighborhood hail storm, it is common to see some
crooked contractors descend upon a community and take advan-
tage of unsuspecting homeowners.

With all of the storm activity in the past few years and the
opportunity for contractor fraud, lawmakers and insurers have
banded together to advance much needed legislation that could
help protect homeowners from contractor fraud and abuse.

Bills were introduced this year in Arizona, Colorado, Indiana,
TIowa, Nebraska, South Dakota and Tennessee. As of mid-April,
bills have been enacted in Arizona, Indiana, Nebraska, and
South Dakota, and are still pending in Colorado, Towa and
Tennessee.

These bills provide important consumer protections that
require homeowners to receive notices and contract termination
rights. They prohibit roofing contractors from requiring deposits
or advance payment, except for emergency repairs necessary to
protect the property from further damage, pending insurance
claim determination. The bills also prohibit rebating or other
compensation to induce consumers to enter into contracts.

These consumer protections strike right at the heart of the
business model of contractors who use questionable solicitation
and business tactics. As an example, the Iowa Attorney General
recently investigated an Omaha, Neb., contractor who allegedly
took more than $7,000 from an 87-year-old Council Bluffs, Iowa,
man. The Attorney General alleged that the contractor collected
an insurance payment in advance but failed to perform the
storm repair work. The contractor was doing business in lowa
but was not registered with the state as the law requires.

Industry’s Role

The vast majority of contractors are honest, reputable busi-
ness people and these bills will not negatively affect their ability
to treat customers fairly and conduct business. While these bills
have sailed through in most states, they have faced stiff opposi-
tion from some contractors in states like Iowa and Colorado.
Those who are relying on deceptive practices and bogus incen-
tives to lure in customers are out in force to stop any effort that
will impede their ability to make a quick buck.

As a counterweight, it is important for insurance professionals
to make sure their voices are heard and push forward legislation
that will protect our customers. Our industry plays a crucial role
in providing lawmakers with information that will help them
take affirmative steps in protecting the interests of consumers.

Like after Joplin or any event, insurers want to be able
to quickly mobilize and meet the needs of their customers.
Customers want to know they will not be victimized twice —
one by the storm and a second time by an unscrupulous contrac-
tor. Insurers devote many resources to ensure that the claims
process is smooth, easy and meets consumer needs. The Storm
Chaser hills are designed to accomplish these goals and most
importantly, they add vital consumer protections. [

Passmore is senior director personal lines policy for the Property Casualty Insurers

Association of America.
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Since 1912, our mission has been
to help build businesses. And our
passion has been to help sustain
our communities.

At Zurich, we have a rich history of helping our customers succeed.
Yet we’re equally proud of the work we’ve done to help our communities
flourish. Whether it’s organizing a blood drive, building homes or
donating our time, we care. And to celebrate our 100th anniversary in the
U.S., more than 16,000 employees in over 100 offices are lending a hand in
“100 Ways” — our charitable initiative to further help the areas in which
we live and work. It’s all part of a company-wide philosophy to help
make our communities, and the greater community of America, stronger.
Insuring success since 1912. Visit zurichna.com/100

¢4 ZURICH

““ 100 YEARS | @

In the United States, insurance coverages are underwritten by individual member companies of Zurich in North America, including Zurich American Insurance Company. Certain coverages are not
available in all states. Some coverages may be written on a non-admitted basis through licensed surplus lines brokers. Prior results do not guarantee a similar outcome. Risk engineering services are
provided by Zurich Services Corporation.



Across the U.S., Applied Underwriters® is changing the landscape of workers’ compensation for the better. Offer your clients reliable, A rated

coverage from a Berkshire Hathaway company—now at surprisingly low rates. Expect broad acceptance with few class limitations.

Send submissions to sales@auw.com or call 877-234-4450.

APPLIED@fQ
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