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Agents clains to be pro-Lazio
not anti-Clinton in high profile contest

by Mark Hol | mer
| nsur anceTi nes

The feisty battle between Hillary Cinton and Rep. Rick Lazio for
a New York U.S. Senate seat is draw ng i ndependent agents from
all over the country into the fray.

Leaders of a nunber of industry associations are encouragi ng
nmenbers to throw their financial and vol unteer support to Lazio
rather than the controversial First Lady.

Industry insiders say it's not unusual to organize on behalf of a
political candidate. They're not fighting to keep Clinton from

Wi nni ng, they say. Rather, they're sinply rooting for Lazio - a
smal | - busi ness-friendly | eader who has | ooked out for the

i nsurance industry over the years.

"Qur support for himis because of the positions he has taken and
the activities he has taken relative to New York State on things
like financial services reformand ... disaster legislation," said
Ri chard Poppa, chief executive officer of the Independent

I nsurance Agents Associ ati on of New York

Frank Mancini, executive vice president of the Massachusetts
Associ ation of |ndependent Agents, agreed. He said nmenmbers of the
nati onal |ndependent Agents Association of Anerica asked the MAIA
and other state associations to rally support for Lazio. Mancin
encour aged nmenbers to show their support in a recent agent

newsl etter.

"This is not unusual," he said. "Wen there is a friend of

i ndependent insurance agents in Congress that is involved in a
tough el ection, then the national asks people to help them It's
just that this race is a little nore high profile than others."
On the other hand, Cinton's stewardship of a task force that

| ooked at establishing universal health care in the 1990s didn't
exactly help her, Poppa said.

"She took positions that were adverse, in our opinion, to the
best interests of consumers and for that natter the insurance

i ndustry," he said.

Robert Rusbuldt, [11AA s executive vice president, is playing a
large role as Lazio's volunteer finance co-chairman. He said
he's serving in that role on his own and not on behalf of the

I'1 AA, and works to raise noney for Lazio on an ongoi ng basis.
Rusbul dt, who grew up in New York. said Lazio is his friend.

At the same time, Rusbuldt said he represented the Il AA at a

recent Lazio fundraiser in New York City. The Big "I" jointly
sponsored the event, he said, along with political action
commttees fromthe American | nsurance Association, |lAANY and
ot hers.

But the I1AAisn't officially asking its nenber associations to
support Lazio's canpai gn. Rusbuldt says |l AA executive comittee
menber C oyce Anders has forwarded e-mail independently to



"sel ected | eaders in various states asking if they'd be willing
to help out."

Li ke npbst trade associations, the Big "I" has a political action
conmittee that handl es donations to political campaigns. The
group -- known as InsurPac -- has already given Lazio's canpaign

t he maxi mum al | owed $10, 000, Rusbul dt said. Many ot her PACs have
al so donated, he said.

Inits July 18 report to the Federal Election Comm ssion

I nsurPac reported giving nearly $236,000 to various candi dates
si nce January, and $56, 000 over the previous nonth. Many of the
$250, $500 or $1, 000 donations cane frominsurance agents around
the country.

| nsurPac gave $3,000 to the Lazio canpaign on June 14, according
to the report.

I nsurPac's June and July FEC reports al so show the donati ons
cross party lines.

I nsurPac's June FEC filing (reporting May donations) includes a
$15, 000 contribution to the National Republican Congressiona
Conmittee, $5,000 to the Denpcratic Senatorial Canpaign Committee
and $5,000 to Sen. Joe Lieberman's Connecticut U S. Senate
canpai gn. (Lieberman is now the Denocratic vice-presidentia
candi date.)

In the July report (which includes June donations), |nsurPac
lists donations including $1,000 for the New Denpcratic Network
and $1,000 for the Republican Mjority Fund.

I nsurance agents seemto be rallying behind Lazi o because of a
perception that he's supported snmall business.

"I believe that Lazio is nore small-business friendly than
Hillary Cinton is ... and Lazio has been hel pful to the insurance
industry in the past," said Bill Hof mann, a Massachusetts
Republican who is Il AA's president-elect.

Ri ck Lazio's canpaign web site highlights his |egislative work
for famly tax cuts and other tax reform and his role as the
seni or New York Republican on the House Commerce Conmittee.

Ms. Cinton's Wite House web site highlights her resune as
first lady, such as chairing a committee on how to expand health
care coverage. Cinton has focused on education and children's
heal th i ssues throughout her career, according to the web site.
Anot her reason agents are working to support Lazio, according to
Poppa, is that Lazio has a legislative record and Ms. Cinton
does not.

"She doesn't have a record for us to oppose or support,
Still, sone agents remain on Ms. dinton's side.
George Frazier, an agent from Arkansas, was president of the I1AA
from 1977-78. He's al so known President Cinton "since he was a
boy. "

Frazier said he wasn't famliar with Lazio, but readily offered
his views on Ms. Cinton

"I have no know edge if (Lazio) has worked or not worked for

he said.

agents and consuners ...," Frazier said during a recent phone
i nterview

But "you must understand that Hillary Cinton is not only wel
qualified to hold the Senate seat ... she is a dear friend and

wi Il support her to the very end."
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by Mark Hol | mer
| nsur anceTi nes

BOSTON - A car smacked her vehicle from behind, and then Nadia
Jean-M chel filed nmedical and | ost wage clains for herself and
her passenger, Nadia Princi pal

The thing is, Nadia Principal didn't exist.

Nadi a Princi pal was one of at |east two other aliases Jean-M che
used to conmit insurance fraud. In fact, authorities said, she
staged the accident and others for financial gain

The Brockton, Mass. wonan was found guilty last nonth on nultiple
counts of insurance fraud and | arceny over several years.

But rather than getting a slap on the wist for her white-collar
crimes, a judge sentenced Jean-Mchel to six-to-10 years in
prison.

The case is an exanple is one of hundreds conpiled by the

I nsurance Fraud Bureau of Mssachusetts in a significant first.
According to the IFB, this is the first effort of its kind by an
i nsurance fraud agency that seeks to establish what happens in
the long-run to those prosecuted for insurance fraud.

Al so, contrary to stereotype - the punishnment isn't necessarily a
slap on the wists.

The study tracked the results of 273 cases conpleted from 1991

t hrough 1999 regarding 476 people who were prosecuted, nostly for
aut onobi | e and workers conpensation fraud. Subsequent cases
conpleted after 1999 - like Mchel's - were used to predict the
prosecution rate of future cases.

Among the findings: 87 percent of suspects prosecuted during the
ei ght -year period were found guilty or sonme equivalent. And
nearly all of that nunber received sonme sort of penalty.

Ri chard Derrig, the IFB's vice president of research, said the
findings are good news for clainms investigators everywhere, and
reason to cel ebrate.

"One of the frustrations of all the clainms people before the
setup of the fraud bureau was the inability to follow up on
clains they knew to be fraud, but they really had nowhere to go.
The best conpani es could do on their own power was to try and
deny the claim" he said.

But "having this (report) now, they know that if they come across
t hese ki nds of cases, they can ship themoff to the fraud bureau
and they end up in substantial penalties."

Deterrent Statistics

In addition, Derrig said, the results of the study show that the
bureau is hel ping to reduce insurance fraud, and the statistics
can thensel ves serve as a deterrent.

"It certainly strikes ne and people around here that part of
deterrence is knowi ng exactly what happens to the outcome of a
case," he said.

Here's a summary of sone of the report's major statistics:



Investigators conpleted inquiries into 62-percent of the |IFB
cases, of which 27 percent were referred to a prosecutor. The
rest were either determned not to have enough evidence to submt
to a prosecutor and were closed or referred to a different
agency, Derrig said.

About 50 percent of the cases referred to a prosecutor have
gone through the systemto conpletion, with 87 percent of that
nunber reaching guilty outcones or sonmething sinmlar (i.e. no
contest ).

93 percent of the fraud prosecutions involved autonobile and
wor ker s conpensati on i nsurance.

The 1 FB felony conviction, sentencing and probation rates
general |y conpared nationally with Departnment of Justice
statistics for simlar cases.

44 percent of those found guilty were sentenced to jail, and
about a third served at least part of their sentences.

60 percent of guilty cases involved probation and restitution

About $10.3 million in restitution was paid out, with nore than
$8 million going toward addressi ng workers conpensati on prem um
fraud.

Derrig says the 27 percent of cases referred to a prosecutor is
not a | ow nunber.

"It comes fromthe fact that companies (or) anyone who is an
observer of an insurance transaction that appears to be
fraudulent is required by statute to refer (the infornation) to
the fraud bureau" for review, he said.

But "suspicion is very far renoved fromcrimnal activity that
can be proven beyond a reasonabl e doubt ... according to
Massachusetts statutes,"” he said.

"And even when our investigators m ght believe (fraud was
conmitted), prosecutors may not ... so they have the final word as
to whether or not to go forward with prosecution.”

Derrig added that the number gap between initial cases and those
referred to a prosecutor "is one of the reasons why the public
perception of |large anounts of fraud is not grounded in provable
fact.

"There's a lot nore ability to suspect sonething is happening
than, in fact, to be able to prove it's happening or, in fact,
have it happeni ng," he said.

16, 000 Referrals

The I FB says it's handled nearly 16,000 referrals of suspected

i nsurance fraud since it began in 1991

For the report, IFB officials analyzed the outcome of 476 people
prosecuted in 273 cases.

Sone |ike the case involving Celies Dessin, include the pieces of
classic fraud schenes.

Dessin - the former owner of a driving school - stopped his car
abruptly at least three different tinmes. Each time, three unlucky
drivers rear-ended Dessin's car. He clainmed the accident hurt his
neck and back, and then filed insurance clains seeki ng paynent
for medical bills, |ost wages and pain and suffering.

After each accident - according to the Massachusetts Attorney
CGeneral's office - Dessin would hide his previous neck and back
injuries fromhis treating chiropractors. Then the chiropractors
woul d report the injuries as connected only to the nost recent
car accident, and insurers paid the clains.



Last Novenber, the Attorney Ceneral's office announced he was
convi cted of three counts of notor vehicle insurance fraud,
sentenced to two years in jail and ordered to pay nearly $41, 000
in restitution.

| nsurance Ti MBS: Drug Firms Battle New Maine Group Purchasing Law
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by Francis X. Quinn
Associ ated Press

AUGUSTA, Maine - The Pharmaceutical Research and Manufacturers of
America has gone to federal court in Bangor to chall enge Miine's
new prescription drug price |aw.

PhRVA is seeking a prelimnary injunction to block the [aw from
taking effect until its constitutional challenge is heard.
Earlier this year, Maine adopted | egislation enabling the state
to negotiate for lower prices on behalf of nore than 300, 000

resi dents who do not have insurance coverage for prescription

dr ugs.

As a big buyer pooling the purchasing power of participants in a
new Mai ne Rx program the state hopes to obtain substantia

di scounts from suppliers simlar to those provided to other |arge
pur chasers.

I f negotiations with nmanufacturers fail to reduce prices
significantly, price controls could be inposed three years from
now.

Characterizing Maine's new statute as a price control law, the

i ndustry group cited the Supremacy C ause and the Conmerce C ause
of the U.S. Constitution in the |awsuit.

PhRVA said the Maine statute interferes with the nati onw de
federal Medicaid programin violation of a constitutiona

prohi bition against states nmaking |aws that conflict with federa
I aw.

PhRMA al so argued that the Maine | aw woul d unconstitutionally
regul ate transacti ons outside Miine's state borders.

""We fully understand the goal of state |legislators to ensure

af fordabl e prescription nedicines for their citizens, but this
law is not the right solution,'' Marjorie Powell, assistant
general counsel of the drug industry group, said.

" " The pharnmaceutical industry shares this goal and strongly
supports federal efforts to expand access to nedicines for senior
across the country,'' Powell said.

Gov. Angus King said he was di sappointed that the drug industry
group had adopted an adversarial approach instead of working with
the state as a partner

"TAll parties would have been better served if (the industry
group) had decided to sit down and talk with us about their
concerns on the inplenmentation of this |aw rather than
challenging its legality,'' King said.

"“While this lawsuit runs counter to the productive relationship
we hope to have with (the industry group), we have every



confidence that the court will rule in favor of Maine's law "'
Ki ng sai d.

VWile Maine's new |law carries a threat of nmarket regul ation, the
architects of the plan built the |egislative support for it by
enphasi zi ng negoti ati on over coercion

But industry reaction has renmai ned negative and there has been
virtually no sign of cooperation

Earlier this nonth, the King adnministration accused a najor drug
manuf acturer of trying to end-run Miine' s | aw

Sm thKl i ne Beecham with U S. headquarters in Philadel phia, said
it has decided not to ship its products directly to Mine, but
rather will send themfirst to out-of-state whol esal ers.

Mai ne Human Servi ces Conmi ssi oner Kevin Concannon call ed
SmithKline's nmove "~ "legally heavy-handed'' and "“a contrivance'
to break its legal connection with Maine in order to circunvent
the drug-price |aw

Sm t hKl i ne spokesman Tom Johnson said, ~~W are taking those
steps to ensure that the citizens (of Miine) have access to
prescription drugs while we are studying the effect of this
law. "'

| nsurance Ti meS: Mass. Insurers Hit Wth Another Fire Training Levy
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Assessnent to rebuild fire fighting acadeny hidden in budget

by Mark Hol | mer
I nsuranceTi nes

BOSTON- Massachusetts property and casualty insurers will be
assessed an additional $750,000 next year to help rebuild a
Springfield, Mass. fire fighting acadeny, on top of a conbined
$4.4 million related tax already in the state budget.

The Legislature has traditionally tapped the industry to help
fund the state fire-fighting acadeny in Stowe and the Fire
Marshall's office, but the region's insurance trade associations
say the newest measure - a one-time assessnment -- goes too far
What's nore, some industry insiders argue that private industry
shoul dn't be the sole funding source for a service the governnent
traditionally pays for everywhere el se.

"Insurers already pay their fair share to fund the state's fire
fighting acadeny (in Stowe)," Frank O Brien, regional manager of
the Alliance of Anerican Insurers, said in a recent press

rel ease.

Added, James Harrington, regional vice president of the Anmerican
I nsurance Association: "This |atest increase goes beyond the
bounds of reasonabl eness.”

Harrington's coment is included in his Aug. 8 letter to Gov.
Paul Cellucci urging himto veto the measure, which was contai ned
in a last-mnute deficiency budget bill (and signed into | aw
recently).



Rep. Caron

Rep. Paul Caron, D-Springfield, and the western Mass. city's

| egi sl ative del egation, successfully negotiated with the Ways and
Means Conmittee to place the assessment in the deficiency budget.

Caron defends the itemas sonething that will help cut insurance
i ndustry premiuns in the long run

"The insurance industry ... benefits by having better trained
firefighters that are familiar with conditions that will be

recreated under an actual fire," said Caron, who spoke during a
phone interview fromthe Denpbcratic National Convention in Los
Angel es.

"We' || (see) better results in terns of saving the loss of life
and property,"” he said, "which again |lowers cost to insurance

i ndustry (segnents) that pay out clains."

The state fire-fighting bureaucracy and the insurance industry
are connected by an annual tax that property/casualty insurers
pay on prem um

Next year that section of the industry nust pay a $3.4 mllion
assessment to fund the state fire-fighting acadeny in Stowe and
its related community fire prevention prograns. Property and
casualty insurers pay approximately $1 million to fund the state
Fire Marshall's office. The $750,000 one-tinme tax comes in on
top of that.

(The insurance industry is taxed in other ways, too, paying a two
percent, across-the-board prem umtax. Auto and workers
conpensation insurers are al so assessed separately to fund sone
enforcenent duties in the Attorney Ceneral's office, and al so the
State Rating Bureau in the Division of Insurance.)

Mat chi ng Grant

The cost of the Springfield project is only partially covered by
t he $750, 000 assessment - which is considered to be a nmatching
grant. Springfield municipal |eaders will have to come up with
the difference on their own.

The Springfield Fire Training Acadeny (or center, as it is also
known), is about 25 years old, said Springfield Fire Departnent
spokesperson Garrett Sullivan.

Firefighters from Springfield and 30 other nearby fire districts
use the facility to practice under authentic hot, snoky
conditions. But now, Sullivan said, the "burn building" or "snoke
house" has been deened structurally unsound and firefighters
won't be able to use it any nore.

As a result, Sullivan said, a new burn building is "an urgently
needed project in the city of Springfield."

But should the insurance industry pay for it?

O Brien, of the AAl, says the assessnent - a one-tine increase of
nearly 20 percent - is over the line.

"While the Alliance would never object to the desirability of
training firefighters to the highest possible standards, it
respectfully objects to an increase in the already substantia
amount of noney insurers now provide," he said.

John Col enbeski, president of the FAIR plan - which provides

| ast-resort dwelling and commercial fire coverage throughout the
state - says the insurance industry shouldn't cover the entire
burden of services governnent shoul d provide.

"W are opposed to the entire concept of the industry being
responsi ble for funding a new fire acadeny as well as the state



Fire Marshall's office and the fire-fighting acadeny,"” he said,
speaki ng about the insurance industry perspective.

"These are governnental responsibilities, not the responsibility
of a private industry."

Col enbeski represents the insurance industry as a board nenber of
the Fire Services Comm ssion, which oversees the state Departnent
of Fire Services. The FAIR Plan is also represented on the board
t hat oversees the Massachusetts Fire Training Council, which runs
t he Stowe-based fire-fighting acadeny. (State Fire Marshall Coan

has both departnents under his jurisdiction.)

I nsurers Benefit

Gol enbeski says he doesn't entirely buy the argunent that the

i ndustry should pay for fire training and services because
insurers benefit fromeffective fire training.

"It is true to sone extent," he said, "but firefighters today do
many things other than just fighting fires that have no inpact on
property and casualty insurance conpanies.

"Qur position as an industry over the years is we're willing to
be a partner but we don't feel we should be the sole (funding
sources) of these types of activities."

Edwar d Donahue, vice president/counsel wth the | ndependent
Property and Casualty |Insurers of Massachusetts, says the
assessment, one-time only or not, sets a risky precedent for the

i ndustry.
"I think it's a bit naive to think that this will be a one-tine
assessment, " he said.

"After the precedent for it has been set, it won't take long for
other cities or municipalities to decide that they, too, would
like to be the beneficiaries of a one-tine assessnment" for a
simlar program

Despite industry opposition, the budget item apparently appeared
too quickly for the insurance industry to nobilize.

"W were not even aware of it until the final days when the
Legi sl ature was in session," Gol enbeski said.

Asked to explain his support, Caron said the Springfield Fire
Departnent contacted himwith its urgent request, but it didn't
happen in time to beconme part of the mmin budget.

Coan, the state Fire Marshall, wouldn't talk about the use of a
state assessment to pay for a nunicipal fire-fighting training
acadeny. He says the decision is sinply up to |egislators.

Long Term Need

However, he pointed out that the state officials believe there is
a long-term"need for a state-operated fire training facility in
west ern Massachusetts, and we are noving in that direction very
slowy."

A facility is inmportant, he said, to give firefighters access to
training that nmay otherw se be inpractical and too expensive to
undertake across the state.

But the Springfield acadeny isn't necessarily going to becone a
state facility any time soon, Coan said.

It "... as far as | know will always be a city facility," he said.
Even so, Caron said, the expanded insurance industry assessment
nakes sense, even as a one-tinme only additional tax.

"I was chairman of the Public Safety Committee from 1991 to 1997
and plans to build a (state) fire acadeny in western



Massachusetts have been around since 1990," he said.

"I'f we wait until the fire acadeny is built, where are the
firefighters in need of training going to train. W have an
existing facility in Springfield ... it's appropriate to use that
to continue (training) firefighters."

Caron also said the larger issue is deciding whether fire

trai ning should be nandated statewide, as it is with police

of ficers.
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BOSTON - Though the liquidation of Trust Insurance is well
underway, Trust's parent conpany continues its long time fight to
reformthe CAR rei mbursenent fornula.

The Massachusetts Division of Insurance held a hearing on June 28
on the reinmbursenment forrmula, with no set deadline on a fina
ruling. But the hearing officer allowed both Trust and
Conmonweal th Auto Reinsurers to file supplenental testinony after
the fact.

Trust founder and former Chief Executive Oficer Craig Bradley
and CAR CGoverning Conmittee Chairman Richard Brewer squared off
in their submitted testinmony., with CAR defending the current
formula against Trust's criticisns.

Ri ght now, a conpany that withdraws fromthe nmarket pays CAR its
share of the deficit contribution in a payment over three years
or in a lunmp sum CAR then distributes the noney to the
remai ni ng i nsurers, based on the deficit share for each remaining
i nsurer.

Trust nmaintains that this method "gives no consideration to the
share of the withdrawi ng insurer's business that each remaining

i nsurer acquires."

Further, Trust says the disbursement only "mininmally" reflects
the higher share of CAR deficit an insurer nust pay after taking
on the wi thdrawi ng conpany's busi ness.

"The result is that insurers who have absorbed none of a

wi t hdrawi ng company's business receive a 'windfall' share of the
wi t hdrawi ng conpany's funds," Trust says in its post hearing

bri ef.

Conversely, Trust argues, an insurer that takes on a
"substantial" share of the business only gets a percentage of
settlenent funds restricted to its "percentage share of the CAR
deficit at the tine of wthdrawal."

Bradl ey, now serving on the Trust Group's legal conmittee
proposes distributing settlenent funds according to the

redi stribution of the withdrawi ng conpany's busi ness.

Brewer, in his CAR supplenmental statement, argued Trust's
proposal wouldn't be fair and would be "w thout regard for

whet her writing that additional business inposes any additiona



obligation for paynment of CAR s deficit .

"CAR seeks to use noney paid by a withdrawi ng conpany for its CAR
deficit share to reinburse remaining insurers for their increased
CAR deficit share as a result of the withdrawal," Brewer said.
"Trust seeks to use the noney to subsidize the witing of

vol untary business."

Brewer wites that Trust knew CAR s fornula when it sought

Aet na' s book of business.

"Only after Trust | ocked up the desirable portion of Aetna's
business did it seek to change the CAR settlenment di sbursenent
nyt hol ogy to dovetail with its own marketing strategies," he
sai d. "The self-serving behavi or denbnstrated by Trust was no
doubt a factor considered by the Governing Committee comnpanies
who voted against Trust's proposal..."

Brewer points out that "no other insurance conpany supports”
Trust's proposal.

Bradl ey says Brewer "fails to address... why renmaini ng conpani es
who absorb a m ni mum amount of a withdrawi ng i nsurer's business
(and) incur no additional costs or an increase in their share of
the CAR deficit should receive a disproportionately |large share
of the settlenment funds paid by the w thdrawi ng conmpany."”

He said there is a "serious conflict between CAR s stated purpose
and the actual distribution of ... funds."

Bradl ey said there is a discrepancy from 1992 to 1994, when
Aetna, Hartford and USF&G paid CAR funds to withdraw fromthe
market. Liberty Miutual, Travel ers and USAA faced declining
participation ratios, Bradley said. But Liberty, Travelers, and
USAA received $9.1 nmillion, $5.3 million and $4.3 million in
settlenent funds, respectively, he said.

Al'l three conpani es absorbed tiny percentages of Aetna's forner
busi ness, Bradl ey said.

Aetna I nsurance's departure from Massachusetts in 1992 sparked
t he ongoi ng dispute. Followi ng the CAR fornula, Aetna paid $88
mllion to cover its future CAR obligations. Trust expected to
receive nearly $25 million but got $3 mllion or 3.4 percent,
even though it assumed 20 percent of Aetna's business. Liberty
Mutual , on the other hand, received 10 percent of the $88 mllion
but didn't take on any of Aetna's old Massachusetts business.
Earlier this year, a Massachusetts Court of Appeals returned the
matter to Conm ssioner Linda Ruthardt for reconsideration of the
for mul a. Rut hardt has since renoved herself fromthe case to
avoi d perceptions of conflict of interest because she placed
Trust in receivership.

| nsurance Ti NBS: Mss. Auto Rate, Commission Filings For 2001 Made
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BOSTON - The Autonobile Insurers Bureau and the Massachusetts
Associ ation of |ndependent Agents have made their respective
filings for the setting of 2001 auto rates and comm ssi ons.
MAI A is asking for a $118.78 conmission, which is equal to the
$114. 43 the MAI A asked for for 2000, trended forward using



various trend factors. The request represents a seven percent

i ncrease over the $110.50 average conm ssion approved for 2000.
In addition, the MAIA is asking for the re-establishnent of

m ni mum and maxi mumlimts on comm ssions, so "agents in the

| ower and higher rated areas of the state will receive an average
CEPP (conm ssi on expense pure preniun) which nore accurately
refl ects the statew de average."

Ri si ng enpl oyee costs are a nmjor reason for the request for

hi gher comm ssions, said Frank Mancini, MAI A executive vice
presi dent.

"The costs of personnel are very high," he said. "That's true

t hroughout the industry. It's hard to get qualified help."

In addition, Mancini said, agents continue to face rising
technol ogy costs. They struggle to save on technol ogy, he said,
because npst insurance conpanies still insist on proprietary
syst ens.

The AIB's Aug. 11 filing doesn't actually contain a reconmended
rate increase because of the liquidation of Trust Insurance Co.,
whi ch wote nore than four percent of the state's personal auto
mar ket |ast year. AIB officials say they are still figuring out
how Trust's insolvency will affect future rates.

At the sanme tinme, AIB President Daniel Johnston is predicting
that the final rate recomendation will be about a 2.5 percent
average increase. Final information may not be out until October,
according to the AlB.

The State Rating Bureau - the actuarial armof the Division of
Insurance - will review evidence to determ ne what rate change,
if any, it will recommend by the end of Septenber.

| nsurance Ti MBS: Ny Inplenments ' Speed- To- Market' Refornms
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NEW YORK - The review process for New York insurance product
filings should get quicker and easier, thanks to a recently
announced streanlined process.

I nsurance Departnent Superintendent Neil Levin said the changes
are necessary in the wake of the Gramm Leach-Bliley Act, which
al l ows banks and insurers to get into each others' business.

I nsurers, he said, nust be allowed to |aunch financial services
products "in a nore tinmely matter"” so they can conpete in the
changi ng mar ket pl ace.

In addition, Levin said, the new "speed to nmarket" changes shoul d
free up resources to make the I nsurance Departnent nore
responsi ve

Among t he new changes:

Insurers will now use standard transmittal forms and
certifications of conpliance.

Easi er procedures to devel op and market products.

Usi ng technol ogy to i nprove how the department enters, tracks and
nmoni tors the approval process for a product filing.

Accident and health insurers, life insurers and property/casualty
insurers will all deal directly with the new procedures.



Gov. George Pataki has worked to streamine the regulatory
process in New York, and the Insurance Departnent changes are
part of that effort, according to Levin.

The changes are also part of a nationwide initiative by the
Nati onal Association of Insurance Conm ssioners to nodernize
i nsurance regul ations.

| nsurance Ti MBS: CAR Proposes 22% Conmerci al Rate Hike
August 29, 2000, Vol. XIX No. 18

BOSTON - CAR is proposing a 22-percent increase for comercia
notor vehicle fleet and non-fleet rates in the Massachusetts

i nvol untary market.

Conmonweal t h Aut onpbil e Reinsurers - the state's high-risk auto
insurer - subnitted the rate filing on June 28. The Division of
I nsurance scheduled a hearing on the filing for Aug. 24

The rate proposal, if approved, would affect comercial vehicles
such as cabs, |inousines, trucks and trailers not covered by the
vol untary market. The new rates would go into effect on COct. 1.
Last year, CAR filed a proposed 9.6 percent overall comercia
rate increase, but Conm ssioner Linda Ruthardt approved a rate
decrease of mnus-2.5 percent.

For 1999, CAR clains a 13.8 percent cession rate (percentage of
t he conmercial market).

CAR comercial rate increases have varied since 1995. Back then
CAR requested an overall 10.2 percent comercial rate increase
and got 3.8 percent. There was no CAR comercial rate filing in
1996. In 1997, CAR nmde a 13.1 percent rate comrercial rate
filing and was granted 2.4 percent.

In 1998, CARfiled a rate increase for taxis and |inousines only
- at 9.6 percent. The DO granted a .9 percent increase

| nsurance Ti MBS: Mass. Insurers Could Face Interim Levy For

Trust By Cct.
August 29, 2000, Vol. XIX No. 18

by Mark Hol | mer
I nsuranceTi nes

BOSTON - Wth Trust now under |iquidation, it nmay be Spring,
2001 before the Massachusetts Insurers Insolvency Fund knows the
full exposure cost to cover clains at the failed conpany.

"We won't know the extent of it until several nonths down the
road," said Paul Gl ko, the fund nanager

Gul ko, when pressed, offers a rough estimate of "m|lions" of
dollars that will be needed to cover Trust exposures.

Meanwhi | e, insurers could be assessed for an early contribution
to the fund in Qctober, following a neeting by board nenbers.

| nsol vent



"W'll see what we need," @ul ko said, adding the board can nake
interimassessnents at any tinme and nake additional requests as
needed.

Utimately, Gul ko said, the total assessment per insurer

shoul dn't be too high.

The fund is allowed to i ssue a nmaxi num assessnent of two percent
of a conpany's net direct witten premium said Gul ko, adding
"we' ve never gone that high." In the past, Gul ko said, the
assessment maxi num has been about .5 percent.

I nsurance Conm ssi oner Linda Ruthardt sought an insol vency
declaration and liquidation order for the Taunton-based conpany
earlier this sunmer. A Suprene Judicial Court judge issued the
[iquidation order at the end of July. It became effective Aug. 2.
The guaranty fund will pay covered claims dated before February,
the date tenporary receivership was initiated, as well as those
dated on and up to 60 days after Aug. 2 when the insolvency
order becanme effective. Liquidation of assets of the conpany is
covering clainms in-between the February and August dates.

I nsureds involved in an acci dent where a Trust policyholder is at
fault, must exhaust their uninsured coverage before the sol vency
fund kicks in. At that point, the fund will cover the difference
up to $300, 000 per occurrence.

Trust's liquidation is serving to conplicate matters in another
area: this fall's rate case for next year's personal auto market

i nsurance rates. The Autonpbile Insurers Bureau isn't making a
specific rate recomendati on for next year until nore is known
about the extent of the Trust assessments on insurers; for now
it is suggesting that the final recomrendati on would be for an
approxi mate 2.5 percent increase.

Trust Insurance has a negative policyholders' surplus of over $5
mllion as of Dec. 31. The conpany reported a negative cash flow
of $28 million at the end of June.

The MIF can be reached at 1-800-852-2003 with questions about
the fund's coverage of the Trust situation. Inquiries can al so be
faxed to the MIF at 617-227-8235, or mailed, c/o Guaranty Fund
Managenent Services, One Bowdoi n Square, Boston, Mss. 02114-
2003.

The Massachusetts Association of |ndependent Agents urged members
to allow sone tine to el apse before contacting the MIF, unless a
matter is "extremely tine sensitive."

| nsurance Ti MeS: Mine High Court Nixes HO ClaimIn Mirder Case
August 29, 2000, Vol. XIX No. 18

PORTLAND, Maine (AP) - The state supreme court has upheld a
decision that the fanilies of three nen who were fatally shot
cannot collect noney fromthe shooter's honmeowners insurance
pol i cy.

The suprene court agreed with the summary judgnment of a

Cunber| and County Superior Court justice who concluded that Roya
I nsurance Co. of North Carolina did not have to cover injuries or
damages that are "expected or intended'' by the insured.



Chi ef Justice Daniel Wathen, witing for the suprene court in an
unani nous ruling, said the policy did not cover the shooting
because the policyhol der, Sabato "~ Sabino'' Raia, intended to
hurt the men when he pulled the trigger

Raia, a Portland bar owner, was acquitted of murder charges after
a jury found he acted in self-defense in the June 1997 incident.
The plaintiffs, who believe Raia got away with murder, contended
that the insurance policy was anbi guous. They al so argued that
Rai a was negligent in using force and that therefore the insurer
was responsi bl e because negligence is accidental and unexpected -
not "expected or intended' ' as the court found.

Raia claimed his |life was threatened when the three nen cane to
his house following a confrontation at an O d Port bar. A jury
found hi minnocent in December 1997.

Rai a shot Kevin Pinette, 22, N ckolas Patenaude, 23, and Dana
Matt hews, 24, with a .22-caliber handgun.

Wl liam Vickerson, the |awer for Pinette's nother, said he

t hought the plaintiffs made a strong argunment to the suprene
court but that the outcome was not a conplete surprise.

There will be no further appeals, and stipulations entered into
by the parties preclude the plaintiffs from suing Raia.

" This whole thing has just been an awful thing for my client.
This is just a little nore salt in the wound,'' Vickerson said.
James Poliquin, lawer for the insurance conpany, was on vacation
and coul d not be reached for comment.

| nsurance Ti meS: Mss. Blues Reserves Right To Reinsure
August 29, 2000, Vol. XIX No. 18

by Mark Hol | mer
| nsur anceTi nes

Bl ue Cross Blue Shield of Massachusetts quietly gained the right
to junmp into the reinsurance business a few weeks ago.
Conmer ci al insurance carriers and HM3s in the state have al ways
had the right to sell reinsurance, but Blue Cross -- as a non-
profit health care conpany -- has not.

That all changed a few weeks ago when Gov. Paul Cellucci signed
new | egi slation that lets a nonprofit hospital or insurer make
rei nsurance contracts.

Bl ue Cross pushed for the change because it was the only insurer
in the state that didn't have the right. Insurance Commttee
joint chairs Rep. Nancy Flavin and Sen. Robert Bernstein
sponsored the legislation to update the | aw.

"This is a tool we did not have as a result of our origina
charter, (but) everyone el se does have this capability. W

t hought it was appropriate to get this to a level playing field,"
expl ai ned Bruce Butler, senior vice president and chief actuary
for Blue Cross Blue Shield of Massachusetts.

The | aw takes effect in Novenmber, but Blue Cross, Butler said,
has "no i mediate plans to get into the reinsurance market."

Rat her, Butler said, "this is a capability we felt ... was



appropriate to have at the ready."

A reinsurer provides financial backing to accounts assuned by

ot her insurers.

That's what Blue Cross couldn't do when Arbella and Kai ser opted
out of the health insurance market in Massachusetts several years
ago.

If a simlar situation happens again, Blue Cross will now have
the right to offer reinsurance in those situations (in terns
favorabl e to Blue Cross), backing those plans for a finite period
and then ultimately noving themover to Blue Cross Blue Shield

pol i ci es.

The conpany reported a net income of $61.3 mllion, on $2 billion
in premumfor 1999.

Bl ue Cross revenue from January to June, 2000 is at $30 mllion
based on a six-month premiumof $1.2 billion

| nsurance Ti meS: In Conn., paying clains too swiftly raises suspicions
and | awsuits
August 29, 2000, Vol. XIX No. 18

by Mark Hol | mer
I nsuranceTi nes

HARTFORD - Two Connecticut residents injured in separate car
accidents are suing the other drivers' insurers for allegedly
rushing to settle the cases too soon

And in a possible connection, the Connecticut |nsurance

Depart nent has | aunched a narket conduct investigation of
Progressive Northwestern and Nati onwi de Mutual |nsurance - the
two conpanies naned in the initial [awsuit.

However, Jayne MLaughlin, chief of staff for Commi ssioner Susan
Cogswel I, woul d not confirm whether the investigation is
connected to the |awsuit.

"At this point the investigation is ongoing," she said. "W are
not going to be conmenting on it ... until the investigation has
been conpleted.”

The case was initially filed in Superior Court and then briefly
noved to Federal Court because the potential damages could

i nvol ve nore than $75 , 000.

But now t he case has noved back to Superior Court and is to be
split into separate cases follow ng a judge's order

Wl liam Prout, the attorney representing Progressive, wouldn't
comrent on either the narket comment examor the |awsuit.

Nat i onwi de Mutual officials could not be reached.

Both plaintiffs are seeking conpensati on, punitive damages and
attorneys fees. They claimthe conpanies violated a Connecti cut
law that limts an agent's attenpt to settle an insurance case
within 15 days of an autonobile accident.

In the first conplaint, Anna Rodriguez says a Progressive

Nort hwest ern agent - representing the driver who struck her car
and injured her -- visited her at hone two days after an Oct. 19
aut onobi l e accident. Rodriguez ultimtely faced $8,000 in nedica



bills but said in an affidavit that she settled for $500.

The other plaintiff, Domnick Diglio, was driving his infant
daught er when anot her car struck himon the passenger side, back
in June 1999.

Diglio received neck and back injuries. Five days later, a

Nat i onwi de | nsurance representative - representing the other
driver - visited Diglio's hone, and settled the case for $4, 000.
Diglio, in his affidavit, said he ended up having $2,000 in
additional medical bills relating to the accident.

Attorneys Kenneth Bartlett, Walter Bansley and David Golub are
handling the plaintiffs' cases.

| nsurance Ti mMeS: Internet should be anpng weapons in nation's fight
agai nst fraud NAIIl task force recommends ways industry can inprove its anti-

fraud efforts including backing a national anti-fraud training program
August 29, 2000, Vol. XIX No. 18

by Mark Hol | mer
| nsur anceTi nes

VWat's wong with this picture?

You're a clainms adjuster asked to eval uate hone damage after a
flood or hurricane, but you discover sonmething fishy - clained
coverage itens don't match the insured' s lifestyle, his job or

i ncorme.

VWhat's nmore, furniture reported danaged apparently doesn't exist
because the carpets don't have any telltal e indentations.

Task Force Report

Those clues don't necessarily point to fraud, but they coul d.
They're anpbng the tips and recomendati ons included in the
recently rel eased National Association of |Independent Insurers
Anti-fraud Task Force Report 2000.

"We're issuing a call to arnms to everyone affected by this blight
to fight fraud at its source,” Jack Ramirez, the NAIIl president,
expl ained in a prepared statenent.

The report actually updates a docunment produced by the NAII's
fraud subcommittee back in 1992, which included 15
recomendations to fight insurance fraud through public
education, new |l aws and flexible insurer conpliance.

Today' s docunent al so includes 15 reconmendati ons with about hal f
new or revised. Anbng the additions: a recomendation that the
NAI'l "... encourage the devel opnent and use of advanced technol ogy
and the use of all clains database to detect and deter insurance
fraud."

The task force subcommittee is also pushing for NAIl support of
the new i nter-agency National |nsurance Fraud Training Program
which in turn is establishing a National |nsurance Crinme Training
Acadeny expected to use the Internet plus |ive teaching cl asses.

I ncreasi ng Sophi stication
John Eager, the NAII's senior director of clains, says the



additions reflect the industry's grow ng awareness of how to
fight insurance fraud but also the increasing sophistication of
those who commit it. He advised the task force that produced the
| atest report.

The circunstances surroundi ng fraud have changed dramatically in
a nunber of ways since 1992, he said, particularly the
nobi l i zation to fight it.

"The difference is alnost |ike night and day," Eager said. "In
1992 there were eight fraud bureaus in this country, with four
(not) funded. In ... 2000, there are 38 fraud bureaus and the

majority are funded. We really have a totally different dynamc."

Last SIU Meeting

Eager mentions the |last nmeeting of the International Association
of Special Investigative Units to prove his point. About 4,600
peopl e attended its nost recent neeting this year, he said. Back
in 1992 the crowd barely reached 200.

So how has fraud and the NAIIl's approach to fighting it changed?
"I'n 1992 some of the fraud indicators weren't necessarily part of
t he di scussion, |like catastrophe fraud," he said. "Another
difference is that some of the schenes the crooks used have
changed sone. "

For exanple, Eager said, the Illinois fraud bureau | ast year
uncovered new fraud schemes where the accused all egedly used the
Internet to set up storefront businesses, advertised and
col l ected noney on line and then di sappeared.

"W just weren't as technologically challenged as we are in
2000, " he said.

Eager said the new report differs fromits 1992 predecessor
because it contains a clear nessage to build partnerships to
fight insurance fraud, between community nenbers, insurance
conpani es and | aw enforcenent agenci es.

The NAIl "didn't even talk in those terns in 1992," he said.
Even so, Eager foresees new chall enges from "cyber-crooks" and

t he correspondi ng need of additional training to fight \Wb-based
fraud.

"The industry is now proposing (through the National Fraud

Trai ning Program’ to use this Wb-based technology to really
upgrade the skills of all those folks ... in the fraud fight," he
sai d.

15 Recommendati ons

Here is the 15-point recomendation list, with both original and
new reconmendati ons for the NAIl organization as a whol e.

1-2. Devel op and pronote the passage of legislation the "ful
range" of fraud, particularly in states where legislation is the
nost weak.

3. Support compani es that want to establish special investigation
units.

4. Support use and devel opment of National |nsurance Crine Bureau
fraud indicators.

5. Support state-nandated fraud awareness training for agents,
underwriters and adjusters.

6. Support voluntary pre-insurance inspections

7. Devel op research that conpares pre-insurance inspection |aws ,
and di gest studies and statistics that show the effectiveness of
t hose | aws.



8. Support national toll-free fraud hotlines and the use of the
Internet to report fraud.

9. Support prograns that fight all kinds of fraud that affect the
i nsurance industry.

10. Keep devel opi ng and updating resources such as the

associ ations' conpilation of state insurance fraud | aws and

regul ations as well as other research. The conpilation is on the
NAI'l web site.

11. Use public affairs canpaigns to publicize insurance fraud
probl ens and anti-fraud efforts of menber-conpanies.

12. Encourage the Insurance Research Council and other groups to
study third-party fraud, |owinpact soft tissue liability clains
and provider fraud. Consider nore studies that | ook at how
affective anti-fraud | aws and prograns are.

13. Support the National Insurance Crinme Bureau's assunption of a
| eadership role in devel oping the National |nsurance Fraud
Training Program This would be in coordination both public and
private groups, like the FBI and the National White Collar Crine
Center.

14. Support the National Insurance Fraud Training Program which
is expected to devel op up-to-date courses - nany Internet-based -
that will teach professionals howto fight fraud.

15. Encour age devel opi ng and using high-tech and all clains

dat abase to fight insurance fraud.

| nsurance Ti NBS: Mss., R1. At Odds Over Non-Resident Licensing Rul es
August 29, 2000, Vol. XIX No. 18

by Mark Hol | mer
| nsur anceTi nes

Massachusetts and Rhode Island are at increasing odds over the
Bay State's enforcenent of a | aw governi ng how non-resi dent
agenci es get |licensed to conduct business.

And if it isn't solved soon, sone insurance industry insiders
warn the dispute could hurt business and adversely affect the
noverment to establish uniformlicensing standards between states
-- before a federal |aw inposes them

"I't doesn't speak well for the effectiveness of state regulation
of insurance to have these types of disputes,” said Janes
Harrington, vice president of state affairs for the American

I nsurance Association. "Therefore | would hope, particularly for
t hose who woul d support the continuation of state regul ation of

i nsurance, that this m sunderstanding can be resolved ... quickly."
Adds Ceral d Zi mrerman, associ ate counsel with the Nationa

Associ ation of |ndependent Insurers: "This is a perfect exanmple
of why agents say there needs to be uniformty to avoid these
types of silly protectionist |laws that are on the books."

Started Enforcing
The controversy began when the Massachusetts Division of
I nsurance apparently started cracking down earlier this year on



i nsurance agents and conpani es from other states believed to | ack
proper |icenses as non-resident corporations.

Prior to this, Rhode Island agencies believed both states worked
under a reciprocal arrangenent, according to Al Mastrostefano,

t he Rhode |sland Superintendent of Insurance.

"W were under the inpression Massachusetts woul d issue
licenses.... for Rhode Island (insurance agencies) without
restrictions and we would do the sanme for their non-resident

(i nsurance agencies,)" he said.

In response, Mastrostefano said, the Rhode I|sland Insurance
Division will now enforce an old law, too, that inposes reverse
restrictions on states it does business with.

As a result, the Rhode Island Insurance Division is sending out
notices of intent to deny applications from Massachusetts
agencies currently pending in the state. Those agenci es can
reapply. But if their licenses are approved, they will be

subj ected "to the same limtation of rights and privil eges that
are conditions placed on Rhode Island agenci es doi ng business in
Massachusetts ...," according to an Aug. 22 letter signed by Fred
Federici, executive vice president of the Independent Insurance
Agents of Rhode Island. Federici wote the letter to nmenber
agents.

Restrictive Process

Mast rost ef ano sai d he believes the Massachusetts |aw in question
woul d require Rhode |sland (and other non-resident) agencies to
run through a lengthy, restrictive |licensing process.

"Qur resident (agencies) would have to get their agencies

i ncorporated in Massachusetts. They would have to go through a
formal |icensing process with the (Massachsuetts) I|nsurance
Departnent, and once the license was issued they would be
restricted to placing business only with Massachusetts donestic
i nsurance comnpani es," he said.

Mast rost ef ano sai d he believes the Rhode |Island cases "are
relatively new' which inplies a recent push to enforce the |aw.
He woul dn't comment, however on how many Rhode |sl and agencies
have been affected by the enforcenent.

According to a source close to the case, two Rhode Isl and
agenci es have been cited under the |law. The source said other
agenci es may be under investigation.

No Conment

Chri st opher Goetcheus, the Massachusetts DO spokesperson, said
that "the division does not conment on open enforcenent actions
or verify whether they exist.... And we have no comment on this
time on the nmeasures spelled out fromregulators i n Rhode

I sland. "

Coet cheus, however, did cite Massachusetts Ceneral Law 175,
section 174, which governs corporation licenses, and "prohibits a
corporate agency fromtransacting i nsurance busi ness or acting as
an agent to a foreign conpany...

"I't's a law that we as an agency have a duty of enforcing if it
is being violated," he said.

Federici, in his letter to || ARl nmenber agents, said state and
associ ation officials worked a nunber of ways to reach a

sol uti on.

"As we have been reporting to you, the (Massachusetts DO) has



been actively pursuing insurance agents and conpani es from ot her
states who have allegedly failed to properly license thensel ves
as a non-resident corporation ...," Federici wites.

"Since first learning of this situation, Il ARl has been
diligently working behind the scenes in an attenpt to provide a
wi ndow of opportunity" for Il ARl nenbers to conply with
Massachusetts' s law, without the threat of heavy fines and/or

ot her penalties."

Wrked Wth O hers

Federici maintains that his association has worked with the
Massachusetts DO, the Massachusetts Associati on of |ndependent
Agents, the Rhode Island Governor's |nsurance Council, Rhode

I sland Gov. Lincoln Almond's office and the Rhode Isl and

I nsurance Depart nment.

"Marilyn Shannon McConaghy, Director of Rhode Island s Departnent
of Busi ness Regul ation and (Mastrostefano) have spent countl ess
hours in discussions with their counterparts at the Massachusetts
(DA) in an attenpt to resolve this issue," he said.
Mastrost ef ano said he hasn't made a decision yet on Massachusetts
agencies already licensed to do business in Rhode Island.
Meanwhi | e, he said he sees the Massachusetts enforcenent of the
out-of-state licensing | aw as sonmething that hurts the Rhode

| sl and producer comunity.

"I't has an effect on our Rhode |sland producer comrunity in
having limtations and restrictions placed on themin doing

busi ness in Massachusetts," he said.

Zi mrerman sai d he woul d expect Rhode |Island agents to be cautious
about "writing a Massachusetts-based risk for fear of getting
fined..." He added he expects the dispute to affect conmercia

ri sks rather than personal |ines, because nore commercia

busi ness i s conducted across state |ines.

Not Retaliatory

Mastrost ef ano i nsists Rhode Island's action is not retaliatory,
and that he's sinply enforcing the | aw.

"If a position has been changed by Massachusetts where we thought
it was reciprocal ... and ... it was no |longer reciprocal, we nust
follow our own | aw' as a result, he said.

And aside fromthe current controversy, Mastrostefano said, Rhode
Island state officials will push for a nodel uniformlicensing
law in the next |egislative session

The nove, he said is in response to the federal G aham Leach-
Bliley Act, passed |ast year to allow banks and i nsurance
conpanies to get into each others' businesses.

In addition, the |aw gives states three years to conme up with

uni formor reciprocal licensing standards. At |east 29 states
must do so by the deadline. If they don't the law will establish
a federal agency to guide and enforce those standards. The
Nat i onal Association of |nsurance Conmi ssioners is pronoting
uniformty.

Rut har dt St at errent

Earlier this year, Massachusetts |nsurance Comm ssioner Linda
Rut hardt sai d she believed the federal governnment woul d have to
establish uniformlicensing standards because nost of the states
won't be able to do it themnsel ves.



"The federal systemis going to cone into place just because of
the odds," she said in May.

Zi mrerman sai d the Massachusetts/Rhode |sland di spute ends up
hel pi ng those opposed to state regulatory control

"This type of situation lends itself to the fol ks who woul d say
the states can't handl e sonmething as sinmple as one agent doing
busi ness in another state," he said.

| nsurance Ti mMeS: U S Can Learn Wrker Safety Lessons From Canada's

Hospitality Industry
August 29, 2000, Vol. XIX No. 18

by Richard G Hughes

The April 28 Boston Herald reported that Massachusetts' ranking
as the state with the | owest workplace fatality rate is in
jeopardy after the nunmber of Bay State workplace deaths nore than
doubl ed | ast year. The nunber of people killed on the job in
Massachusetts junped from41 in 1998 to 91 |ast year, the npst
recorded in a year since the Massachusetts AFL-Cl O and the
Massachusetts Coalition on Cccupational Safety & Health began
keeping count in 1995. Sixty people were killed in that year
fifty-five in 1996, and sixty-six in 1997. |In 1998, the Bay
State's 1.4 deaths per 100,000 workers was the |l owest in the
country, which had an average rate of 4.5 deaths per 100, 000
wor kers. National data for 1999 is not yet avail able.

Robert Norton, a lawer in Quincy, Mass., who represents the
fam lies of several workers killed at their jobs, believes nost
accidents are preventable if people responsible for ensuring
safety do their jobs.
"Ni nety-ni ne percent of the deaths are not only preventabl e but
avoi dabl e," Norton said.

Norton's clients include the famlies of the first worker killed
inthe Big Dig project and one of two men who died last July

wor ki ng on a sewage pipe in Massachusetts Bay. "They'll tell you
safety on the job site begins with the worker--it doesn't. It
begins with the owner and the contractor taking the tine to
consider the work that will take place . . . with an eye toward

determ ni ng whether it can be done safely. But, unfortunately,
it usually takes a death or an injury before they do that."

Canadi an Survey

Massachusetts enpl oyers, in fact Anerican enployers, are not
alone in their lack of attention to safety. An alarning 56
percent of young workers in Canada do not receive safety training
of any kind before taking on new tasks at work, according to a
survey conducted by the Industrial Accident Prevention

Associ ation of Ontario. The survey, which polled 600 young

wor kers between the ages of 14 and 17 across Canada, al so found
that 24 percent of young workers have had "near m sses" where
they have narrow y escaped injury at work, 19 percent had been
exposed to hazardous nmaterials on the job, and 10 percent had



been asked by their enployers to performa task that they thought
was danger ous.

Here on Cape Cod, where inexperienced temporary help is the norm

for our tourist area, we may want to | ook toward British Col unbia
for direction. There, the Wrkers Conpensation Board is team ng

up with the tourismand hospitality industries to provide health

and safety training that will help protect the area's greatest
asset--its people.
The WCB and the Pacific RmliInstitute of Tourismw Il be working

together to fully integrate occupational health and safety issues
into existing province-wi de training prograns and tourism
curriculum PRIT is a tourismeducation council that helps
facilitate tourismand hospitality training in high schools,
col l eges, universities, and apprenticeship-1level prograns.

"This industry's high turnover and predom nance of young workers
make this partnership particularly appealing because it allows us
to reach a | arge nunber of workers in a high-risk industry, "said
Roberta Ellis, WB prevention division vice president.

The hospitality sector in British Colunbia accounts for the
third hi ghest nunber of Wirkers Conpensation Board clainms in the
province (4,702 in 1998) --behind health care (6,994), and heavy
manuf acturing (5,644). On average, 19 workers in the hospitality
sector are injured on the job every day in B. C., resulting in
133,666 lost work days in 1998 and nore than $9 million in claim
cost s.

During the five-year period 1994 to 1998, $44 mllion was paid
out in claims. These direct charges to the hospitality industry,
whi ch cost enployers $1.12 for every $100 of payroll, do not
include the estimated $300 million of indirect, uninsured costs
related to work accidents during this five-year period.

"Part of the reason for the high nunber of clains can be
attributed to the sheer size of the industry, which contributes
$9 billion annually to the province and enpl oys one in eight
British Colunmbians,"” said Ellis. "Another factor is the youth
and i nexperience of a substantial part of the workforce in the
tourismsector."

The tourismindustry in British Colunbia is one of the fastest
growi ng i ndustries in the province, creating jobs one and a half
times faster than any other sector of the province' s econony.
Twenty-two percent of all young workers in the province are
enployed in this sector, and it is a profession of choice for
many of them These young workers, however, are
di sproportionately represented in claimstatistics with 37
percent of all hospitality industry clainms occurring to workers
aged 15 to 24.

First Position

"The i mportance of establishing good safety awareness and
training for a hospitality worker's first position cannot be
overstated," said Sharon Lingenfelter, Wrkers Conpensati on Board
hospitality industry services manager, who is responsible for
devel opi ng the partnership programwith PRIT.

"An enpl oyee who receives effective training at the begi nning of
their career will develop an appreciation for health and safety
that will carry with themto future jobs," N ck Wrhaug,

presi dent of the Hotel, Restaurant and Culinary Enpl oyees and
Bartenders Union (Local 40), agrees. "The health and safety of



our nenmbers in the workplace is an obvious priority, however, it
nmust be a priority for business operators (enployers), too."
This newinitiative is just one of the ways the board is working
to pronote health and safety within the hospitality sector

O her WCB prograns include partnering with Food Safe Training
Programto i nclude a conponent on worker health and safety;

i ncorporating health and safety training into the al cohol server
training program and the formation of a tourismand hospitality
safety advisory committee.

In British Colunbia, the Wrkers Conpensation Board is a
statutory agency serving nore than 1.8 mllion workers and

160, 000 empl oyers governed by a panel of admnistrators. The
Massachusetts workers conmpensation equivalent is purely a clains
di spensati on board presently doing nothing in the area of injury
prevention or injury prevention awareness. p

Hughes is owner and consultant at Excellence in Safety, Inc. of
Fal mout h, Mass. He has been in the loss control industry since
1978. Excellence in Safety assists clients in devel oping safety
prograns and training personnel in the manufacturing,
construction, transportation, nunicipal and services sectors. He
can be reached at ei s@ape.com

| nsurance Ti mesS: Travelers Wrks Conputer Deal For Agents Wth Dell
August 29, 2000, Vol. XIX No. 18

HARTFORD - Travel ers Insurance is hel ping agents inprove their
autonmation capabilities through a special arrangenent wi th Del
Comput er Cor p.

Travel ers agents are eligible for special savings on the |atest
conputer systems from Dell, which can be purchased through the
Travel ers Agent PC Store via a link through the Travel ers "Agent
Services" Wb site (ww.travelers.con), or through the Premer
Pages Wb site Dell created for Travel ers.

"This is an excellent pronotion for our agency partners and
clearly confirms our commitment to bringing agents a
conprehensive and integrated small business system" said Patrick
Ki nney, vice president of sales and marketing for Sel ect
Accounts, the division of Travelers that provides small business
i nsur ance.

Travel ers believes that the conputers avail able through this
pronoti on support nmany of the new technol ogies that carriers are
maki ng avail able to agents, such as Travel ers' total business
system for small business agents. The main conponent of the
systemis |ssue Express Net, which conbines |Internet-accessed
technology with Travelers' quote, rate and issuance system In
addi tion, Travelers provides public Wb access to all ow agents to
transact business over the Internet.



| nsurance Ti meS: Ponmerleau Named Dentist's Advantage Representative
August 29, 2000, Vol. XIX No. 18

BURLI NGTON, Vt. - New Engl and has a new |l ocal representative for
the Dentist's Advantage professional liability program Ponerleau
Program Adm ni strators has been selected as the progranm s

excl usive representative for the northern New Engl and states of
Mai ne, New Hanpshire and Vernont, announced Brian Courcy, senior
vi ce president at Pomerl eau.

Dentist's Advantage, exclusively for dentists and dental groups,
is backed by Fireman's Fund, and offers professional liability,
business liability, property protection and workers conpensation
Poner | eau, a wholly-owned subsidiary of Chittenden Bank, operates
offices in Burlington and Rutland, Vernont and Springfield,
Massachusetts.

Call 802 863-2841 or toll-free 1 800 639-1504.

| nsurance Ti meS: AAIS Ofers First Standard Unbrel | a/ Excess Policy Form
August 29, 2000, Vol. XIX No. 18

The American Association of Insurance Services (AAIS) has

devel oped the insurance industry's first standard program for
witing unbrella and excess liability coverage for conmercia
accounts.

The AAI'S Commercial Unbrell a/ Excess Program features a base
policy and 35 endorsenents filed countryw de on an advi sory
basis, along with sanple rules and rating infornmation that can be
adapted by insurers for their unique nmarket needs. The form can
be witten over any underlying comrercial liability policy,

whet her devel oped by AAI'S or not.

To date, there have been wi de variations in the structure and
wordi ng of proprietary commercial unbrella policies. The

introduction of a standard formwill make it easier for carriers
to wite layered liability coverage, wherein one carrier assunes
the first $2 million in coverage, and another the next $2 to $5

mllion, a third from$5 to $10 nillion, and so on

The AAI'S policy addresses the sonetines conflicting expectations
of insureds who want "drop-down" unbrella coverage for
unanti ci pated exposures and reinsurers who want to mninize the
possibility of drop-down exposures.

"The AAI'S unbrellal/excess formw Il let insurers wite a broad
range of liability coverage at high limts for accounts that have
outgrown the constraints of heavily-regulated prinmary forns,"
conment ed Jani ce Ni eman, AAIS nanager of commercial liability.

"At the same tine, it limts application of coverage to exposures
t hat shoul d al ready be addressed in the | anguage and underwiting
of underlying policies."

Call 800 564-AAIS or visit ww. aai sonline.com



| nsurance Ti meS: New D& Program For Condo Associ ations Launched
August 29, 2000, Vol. XIX No. 18

NEW YORK, N.Y. - The Distingui shed Program Group has | aunched a
new directors and officers liability policy for condom ni um and
honeowner s associ ati on board nenbers.

The coverage provides protection for past, present and future
directors and officers, as well as volunteers, conmittee nenbers,
trustees, executives, enployees, builders, devel opers and others.
O her coverage highlights include spousal liability protection;
broadly defined enpl oyment practice liability coverage; and
protection for clainms arising fromthe American with Disabilities
Act .

The coverage is underwitten by Kenper Insurance Cos. Limts up
to $1 mllion are available and can be extended an additional $10
mllion to $200 nmillion through the Distinguished Prograns rea
Estate Unbrella Liability Purchasing G oup

Call 1 888 355-4626.

| nsurance Ti NBS: Brokers Wrry P/C Rate H kes May Now Be ' Too Mich, Too

Fast' Fear Insurance Crisis Simlar To 1980s Lies Ahead
August 29, 2000, Vol. XIX No. 18

I nsurance brokers who have been hoping for price increases for
years now fear that recent industry price hikes may be "too nuch,
too fast."

The Council of Insurance Agents and Brokers, in its nost recent
quarterly market report, said comercial property and casualty

i nsurance rates continued to spiral upwards across the country
for small, nedium and large comercial |ines through June 30.

Commer ci al Li nes
Including results fromJuly 1 policy renewals, the data show rate

i ncreases for four of the five cormercial |ines: comrercial auto,
wor kers conpensation, property, and general liability.
O all lines, only unbrella coverage remained fairly constant for

the quarter, although it too showed a slight upward trend,
accordi ng to associ ation | eaders.

"W had anecdotal evidence for rate increases at the begi nning of
the year when we started our quarterly benchmarking," said Ken
Crerar, president of the group

"Since then, The Council has docunented a fairly dramati c upward
swing in comrercial market rates. While rate increases are |ong
overdue, l|leaders in our sector worry if it's too nmuch too fast,
and if we could we be headed for an insurance crisis sinmlar to
the one we experienced in the 1980s."

Medi um Account s
The npbst notable increase continued in rates for nediumsize
conmer ci al accounts. N nety-six percent of survey respondents



reported higher prices within the last 90 days, and nearly half
of those, or 44 percent, reported that rates have increased nore
than 10 percent.

Smal | accounts also continue to rise. Eighty-nine percent
reported increases in that market, with 21 percent reporting

i ncreases of greater than 10 percent.

For | arge accounts, 85 percent reported sonme rate increase, wth
38 percent of those indicating increases of nore than 10 percent.
Rates for auto, workers conpensation, property and genera
l[iability continue to harden as well, with over 60 percent of
respondents reporting rates were "sonewhat hard." N neteen
percent reported auto rates were "very hard;" sixteen percent
sai d workers compensation rates were "very hard;" and 13 reported
property rates were "very hard"

Group nedical rates showed a dramatic price junp for snall
nmedi um and | arge accounts. Nearly half of those polled said rates
for all size accounts increased nore than 10 percent.

Visit The Council's web site at www. ci ab.com for detail ed
results.

| nsurance Ti NBS: Tire Recall Raises Interest In Protecting Brand |mage

Ll oyd's Touts | nsurance Pl an
August 29, 2000, Vol. XIX No. 18

LONDON - A recent spate of product recalls in the United States
and Europe, nost notably Firestone's announcenment that it was
recal ling several mllion defective tires, has sparked renewed

i nterest about brand insurance.

"Brand damage is one of the mmjor business risks of the 21st
century,"” said Julian Janmes, managi ng director of Lloyd' s North
America. "Product incidents -- recalls, boycotts, scandals -- can
cost conpanies nillions, affect share prices and even result in
bankruptcies. "

Coca- Col a Exampl e

Brand and reputation have become quantifiable assets,
particularly for large nultinational corporations, Janes said.
For exanple, Coca-Cola, which was hurt severely by a product
contam nati on outbreak in Europe |ast year, has net physica
assets of $19 billion -- but its brand is valued at $84 billion.
"Product recalls, such as the one affecting Firestone, hurt a
conpany's brand, and that, in turn, hurts the bottomline," Janmes
sai d. "Ri sk-averse nanagers are increasingly aware of this and
are taking defensive action to protect their conpanies."

Recent Survey

I ndeed, a recent survey by Lloyd's of corporate risk managers

f ound:

-- 34 percent of respondents listed protecting their |oss of
reputati on as a mmjor concern.

-- 25 percent listed protection of their brand and tradenmarks as
a nmmjor concern.



-- 21 percent considered protection of intellectual property as a
maj or concern.

"Conpani es need to better understand the value of their brand and
the inplications that product recall, |ost sales and the |oss of
intell ectual property can have on their organization," Janes said
He noted that Lloyd' s market participants offer products that
have been desi gned specifically against liability risks and the
damage to corporate brand and reputation caused by defective or
cont am nat ed products.

Consuner Confidence

lan Harrison, a Lloyd's underwiter at Beazl ey Furlonge, said:
"Any product recall ed because of safety issues will have a
significant effect on a conmpany and can destroy it, as consumer
confidence plumrets."

Harrison said that Beazl ey has devel oped an innovative product to
provi de both protection and assi stance agai nst econoni ¢ danmage
caused by errors in manufacturing.

"The focus of the policy is on the brand owner rather than the
conponent part nanufacturer," he said. "Coverage nay be triggered
by actual or potential bodily injury resulting from nanufacturing
error, product tanpering or extortion. Recall and product

repl acenent expenses are included, and, in the event of a crisis,
consul tants are available 24 hours a day for public relations,
security and product analysis."

| nsurance Ti meS: State Farmdainms It Informed Federal Authorities Of
Firestone Tire Crashes
August 29, 2000, Vol. XIX No. 18

I nsurer maintains correspondence in 1998 and 1999 cited clains
trends

by John Kelly
Associ ated Press

The country's | argest autonobile insurer said that it tipped the
government in July 1998 and again in md-1999 about an increasing
nunber of crashes it believed were caused by failing Firestone
tires.

State Farm Mutual Insurance Co. said it sent electronic mail to
the National Hi ghway Traffic Safety Adm nistration in July 1998,
sayi ng the insurer had docunented 21 crashes caused by
Firestone's ATX tires, which were anong the types

Bri dgestone/ Firestone Inc. recalled | ast week for safety reasons.

Growi ng Nunber of dains

State Farm spokesnman Steve Vogel said the insurer followed up
that e-mail with a telephone call in 1999, telling NHTSA it was
receiving a growi ng number of clains related to potentia
Firestone tire failures.

"State Farmroutinely and voluntarily comunicates with the



gover nment about insurance claimtrends that may be a reason for
t he responsi ble agency to begin an inquiry into a possible defect
that affects safety,'' Vogel said. "State Farm does not report
defects. It reports clainms trends that may arise.'

NHTSA officials confirnmed they did get the 1998 e-mail, but a
spokesnman sai d they have no record of other State Farm

conmuni cati on regarding the ATX tires.

Firestone Tires

Nashvill e, Tenn.-based Bridgestone/ Firestone | ast week recall ed
all P235/75R15-si ze radial ATX and ATX Il tires and W/ derness AT
tires of the sane size nade at its plant in Decatur, I11.

Most of the 6.5 million 15-inch tires were on Ford vehicles,
notably the Explorer sport utility vehicle. Mst of the

conpl aints about the tires involved tread separation that

soneti nes caused bl owouts and roll overs.

Wil e Vogel confirmed the insurer's tips to the governnent were
about ATX tires, he said State Farm s search of its records - so
far - has yielded nothing nore specific about the tire nodel or

t he vehi cl e makes invol ved.

State Farm al so has reported "a handful'' of tire-related crashes
to Bridgestone/Firestone Inc. since 1995, Vogel said. Those
conmuni cati ons, however, were State Farm s effort to get

rei mbursed for clainms it paid on crashes that appeared to be
caused by bad tires, Vogel said.

I nsurer Rei mbursed

Vogel said Bridgestone/Firestone reinbursed State Farm for sone
accident clainms, but he did not know how many. State Farmis
still review ng records, so Vogel could not say for sure how nany
accident clains the insurer reported to Bridgestone/Firestone.
Asked if State Farm al erted Bridgestone/Firestone about a spike
inclaims for tire-related crashes, Bridgestone/Firestone
executive vice president John Lanmpe said, "W have no record of
those calls at all.""’

Bri dgest one/ Fi rest one spokesworman Chri stine Karbow ak said the
conpany is not ready to conment on whether it had contact with
State Farm about reinbursing the insurer for accident claims.
NHTSA spokesman Rae Tyson said the agency has a copy of the 1998
e-mail, but said the 21 accidents reported by State Farm was too
smal |l a nunber to have pronpted the NHTSA to investigate

NHTSA staff scoured files and interviewed staffers and found no
ot her evidence of State Farmtips, but Tyson repeatedly said he
was not disputing State Farm s story.

"“No one here can renenber talking to State Farm about Firestone
tires,'' Tyson said.

| nsurance Ti meS: Northwestern Life Bank Charter Approved
August 29, 2000, Vol. XIX No. 18

WASHI NGTON, D.C. (AP) - Northwestern Miutual Life Insurance Co.
has obtai ned perm ssion to operate a new, federally insured



savi ngs bank specializing in trust services.

The O fice of Thrift Supervision announced its approval for the
conpany to open the bank, to be named Northwestern Mitual Trust
Co. and based in M| waukee.

The new thrift will offer trust services, which include acting as
an investnent adviser or custodian of trust funds or property
held in trust, executing wills and acting as guardi an of an
estate or trustee of an | RA account.

Its main source of prospective custonmers will be referrals from
Nort hwestern Mutual's 7,500 agents in all 50 states and from

enpl oyees in the conmpany's regional sales offices.

Nort hwest ern Mutual, also based in MIwaukee, is the nation's
sixth-largest life insurance conmpany, with nmore than $583 billion
in current insurance policies.

The federal approval makes Northwestern Miutual the latest in a
string of conmpanies in the financial services business to get new
federal savings and | oan charters in recent nonths.

Earlier this year the thrift agency, part of the Treasury
Department, approved simlar charters for tractor maker Deere &
Co.; American Express Co.; Ceneral Mtors Corp.'s consuner
finance division; New York Life Insurance Co.; the Hartford
Group; the National Association of Mitual |nsurance Conpanies;
and AXA Financial Inc., parent of Equitable Life Assurance

Soci ety and brokerage firm Donal dson, Lufkin & Jenrette Inc.

| nsurance Ti MBS: Metlife To Buy New Jersey Bank
August 29, 2000, Vol. XIX No. 18

Met Li fe has signed an agreement to purchase G and Bank of

Ki ngst on, New Jersey. This acquisition is subject to the approva
of federal banking regul ators.

A nationally chartered bank, Grand Bank opened for busi ness on
February 23, 1999, and provides banking services to individuals
and smal |l businesses in the Princeton, New Jersey area. As of
June 30, 2000, Grand Bank reported total assets of $80 mllion
deposits of $52 nmillion and sharehol der equity of $7.3 nmillion
"This agreement is an inportant step towards reaching our
ultimte goal of being in the retail banking business," said Judy
Wei ss, executive vice president in charge of MetLife's newy
created banking unit. "As we build this business, we wll
continue to explore opportunities that provide new services for
our custoners, including accounts for clains payouts, and create
opportunities for many of our other operations."

| nsurance Ti meS: Sage Life Expands Bank Distribution
August 29, 2000, Vol. XIX No. 18

STAMFORD, Conn. - Sage Life Assurance of Anerica, |nc. announced



three new alliances to expand bank distribution of its variable
annuities and variable Iife insurance. It has established

rel ati onships with Bank United Securities, First National Bank of
Sout hwest ©hi o and Sky | nvestnments.

Bank United Securities, an affiliate of Bank United, has assets
exceeding $18 billion. It is the largest publicly-traded
depository institution headquartered in Texas and operates a 154-
branch comunity-banki ng network. First National Bank of

Sout hwestern Ohio, founded in 1863, is the 12th ol dest nationa
bank in the U S It operates 30 retail-banking centers in

Sout hwest ern Chi o.

"We are delighted Bank United Securities, First National Bank of
Sout hwestern Chio and Sky I nvestnments have joined with Sage,"
said Lincoln Yersin, national Sales Manager of Sage Life. "W are
conmitted to hel ping them expand their investment and insurance
busi nesses, increase market share and achi eve their business

goal s."

Sage Life, rated "A (Excellent)" for financial strength by A M
Best Conpany is the U S. subsidiary of the Sage Group Inc., a

maj or, international, financial service organization based in
Johannesburg, South Africa. In addition, Swiss Re Life & Health,
one of the world's leading reinsurers, has a financial interest
and strategic reinsurance arrangenents with Sage Life. Visit
WWW. sageusa. com

| nsurance Ti NBS: Princeton Provides Agents Wth LTD Product
August 29, 2000, Vol. XIX No. 18

PRI NCETON, N.J. - Princeton Insurance is making |long-term
disability coverage available for its agents to sell through a
new relationship with two national life insurance conpanies,

Nati onwi de Life Insurance Co. of Colunmbus, GChio, and Uni on
Central Life Insurance Co., of GCincinnati.

The long-termdisability product is geared toward physi ci ans,
chiropractors, dentists and other medi cal and non-nedi ca

cl assifications.

The program al so includes busi ness overhead coverage, which pays
conti nui ng expenses such as rent and utilities while the insured
i s di sabl ed.

Princeton is a specialty insurer witing in 15 states. Visit
WWW. pri ncet oneasyaccess. com

| nsurance Ti NBS: Oregon-Based Disability Insurer To Build East Coast Shop
I n Maine
August 29, 2000, Vol. XIX No. 18

by Penny WIlians and Associ ated Press



SOUTH PORTLAND, Maine - An O egon-based disability insurer plans
to set up its East Coast underwriting operation in an office

buil ding to be constructed near the Miine Mall

The office being set up by The Standard Insurance Co. will enpl oy
about 100 people and give the company a foothold in the backyard
of UnunProvident Corp., a national |leader in disability insurance
that has corporate offices in Portland.

Standard I nsurance already has a sales office in Portland as well
as other offices in Boston, North Carolina, Georgia and in New
Jersey.

Conpany officials say the decision to start an underwiting
operation in the East was driven by custoner denmand.

"Logical' Ofice

Conpeting with UnunProvident is "not our nain goal,'' conpany
spokesworman Julie Piper Finley said. "I realize it's ironic that
Unumwi || be in our back yard. But our East Coast sal es have

brought an increased nunber of clients naking a regiona
underwriting office |logical."

The expansion plan calls for additional agent appointnents as
wel | as additional sales offices in the East as warranted by
cust omer denand.

The Standard, a subsidiary of publicly-held StanCorp Fi nancia
Group, enploys about 2,100 people nationw de. About 2,000 are in
Portland, Oregon and the rest are scattered throughout the 50
of fices around the nation, Piper Finley said.

The conpany specializes in |life and disability insurance and
retirement plans for individuals and groups, and also offers
group dental plans. The Standard provi des enpl oyee benefits for
nore than four mllion workers.

The South Portland, Maine staff will underwite group policies,
eval uating the risks of insuring prospective groups and setting
policy rates.

The Boul os Co., a comrercial real estate developer, will start
the eight-nonth construction project on Sept. 1

Gregory W Boul os, one of the partners, says the insurer
approached them after trying unsuccessfully to find office space
in the Portland area. The Standard will |ease the 8, 000-square-
foot space in the Eastern Mall O fice Park from Boul os.

He said the sizzling econony has driven the area's office space
vacancy rate to about two percent, the |lowest it has been since
records have been kept.

| nsurance Ti mesS: Not So Fast Wth Death Tax Repeal
August 29, 2000, Vol. XIX No. 18

The many Anericans |let out a big sigh of relief when Congress
recently passed the Death Tax Elimnation Act of 2000 woul d be

wi se to hold their breath!

Though the bill is designed to elimnate estate taxes (tax on
estate val ues passed to heirs at death) over the next 10 years,
President Cinton has vowed to veto the neasure, making the issue



a political firestormin this presidential election year. Despite

the bill's uncertainty, it's pretty safe to say that estate tax
pl anning will change for many individuals, say officials at Sun
Life.

Sun Lifer advisors say that those who believe the elimnation of
estate taxes will save their heirs |arge anounts of nobney at the
time of their death should consider the follow ng issues.

Capital Gains

Under the proposed | aw, when you | eave an asset (i.e. honeg,

busi ness, |and, stocks or nutual funds) to your heirs, they wll
inherit that asset at its original cost, with possible
exceptions. If your heirs want to or need to sell the asset,
they' Il have to pay capital gains tax on the appreciated val ue of
that asset. To properly plan - and not |eave your heirs
scranbling to gather the cash needed to pay any capital gains tax
if a sale is necessary - a life insurance program can be an
efficient and cost-effective way of providing funds to pay this

t ax.

Charitable G ving

Many i ndividuals currently nmake charitable gifts to reduce their
i ncome tax burden while helping their favorite charity. Even if
the death tax repeal passes into |law, a good nmany of these
peopl e, especially those with highly appreci ated assets, will
continue to donate gifts for the benefit of a charitable

organi zation. Wiile the need to transfer assets for estate-tax
purposes will be gone, the need to transfer assets for incone tax
purposes will still exist. Life insurance purchased to replace
the value of the assets transferred to a charitable entity is a
vi abl e planning solution for the heirs.

If the death tax repeal becones |aw, the need to purchase

permanent |ife insurance to protect against estate taxes will be
| essened. However, life insurance as a financial planning
alternative to provide supplenent retirement benefits will remain

necessary. Enpl oyees of a business are only allowed to contribute
$10, 500 per year (in 2000) to their 401(k)s. A 401(k) plan or any
other qualified plan provides tax-deferred buildup for any noney

contributed. When money is distributed, it will be subjected to

i ncome tax. A cash value life insurance policy, such as variable
universal life (VUL) or universal life, could provide an
attractive alternative that will provide extra retirement incone.

Even if the death tax repeal becones law, it would go into effect
gradual Iy over the next 10 years. If you currently have life

i nsurance to protect your heirs fromestate taxes, it would nake
sense to keep your policy in place. If you currently do not have
life insurance, and thought you were now free fromestate taxes,

it woul d make sense to consider your options, such as a ten year-
termpolicy to protect your heirs in the case of your death prior
to 2010.

| nsurance Ti meS: Mass. Changes Law On Return OF Abandoned Assets
August 29, 2000, Vol. XIX No. 18



BOSTON (AP) - A proposal designed to encourage busi nesses to
turn over abandoned assets so they can be returned to their
owners was signed into | aw | ast week

Under state |aw, banks, brokerages, |ife insurance conpanies, and
other institutions rmust turn over noney in accounts that are
abandoned, but fewer than 10 percent of businesses comply,
according to an estinmate by state Treasurer Shannon P. O Brien.
Once the noney is turned over, the treasurer's office tries to

find the owners. If those attenpts fail, the state keeps the
noney.
The bill nmakes it easier for businesses to conply by clarifying

the state's law, O Brien said.

The proposal
Provi des a six-nonth amesty period for businesses to turn

over abandoned assets that shoul d have been reported earlier

Clearly defines which types of abandoned assets nust be turned
over to the state

Establish a nine-year limt - down fromas many as 13 years -
during which auditors can revi ew busi nesses' records to find
abandoned assets.

Creates an appeal s process for businesses to dispute auditors
findi ngs about abandoned assets hol di ngs.
"The ol d way of doing business didn't work for businesses, and it
didn't work well enough for property owners,'' OBrien said in a
st at ement .

| nsurance Ti MBS: Choosing The Best Location For Your Senmi nar
August 29, 2000, Vol. XIX No. 18

The best seminar location will yield the maxi mum nunber of [ eads
for your tinme and noney. The best seminar location is in the
right town (or, in the case of a large town or city, the right
section of town).

Do not nmake the m stake of thinking that the best town for a
prospecting semnar is always where your office is located. O
that it's where you live. Your intended audience will determ ne
the opti mal seninar |ocation.

If your seminar is being held for a captive audience (such as
clients of a P&C firm or a CPA firmor nenbers of a credit

uni on), conpare your prospective semnar |ocation to these
poi nt s:

Is the location convenient to your target audience?

Is the location known to your target audi ence?

Is the location available at a time that's good for your target
audi ence?

If, for exanple, you are inviting all the clients of a |ocal CPA
firm you may choose a conference center in the sane town as the
CPA firm a neeting roomactually in the firms office or a room
at the public library in the town where nost of the firns'



clients live.

If you are trying to attract into your sem nar the general public
who are likely future clients for you, to choose the optinal

sem nar |ocation you rmust first answer these two questions:

Who is the nost |ikely buyer of ny product? If, for exanple, you
are marketing long termcare insurance, choose a town that has

pl enty of age 50+ residents who can afford LTC i nsurance. A
great seminar in the wong |location will not be successful

VWo have you found, in the past, to be your best clients? Wat do
your favorite clients have in conmon? Knowi ng the shared
characteristics such as age, marital status & economic class wll
hel p you choose your sem nar town and al so target your

promotional materials.

Now t hat you know who your optinal sem nar attendee is, how do
you find a town filled with enough residents that fit the
profile?

Littl e Sl euthing

This requires a little sleuthing, unless you know an area
particularly well. One great place to start is the loca
newspaper. Are the advertisements for conputers, nightclubs,
restaurants and other traditional pursuits for the under age-50
cromd? O, are there ads for hearing aid stores, pharnmacies,
assisted living facilities and podiatrists? Businesses will only
take out ads if they are likely to hit the desired target age
group - so the local paper gives you a |lot on information.

How are you planning on advertising the semnar? |f you are
using direct mail, the conpany where you buy your lists can tel
you where there are concentrations of prospects who neet your
profile. |If you are using newspaper ads, or, better yet,
newspaper inserts, the newspaper profile of a town may be the
nost i nportant consideration in your |ocation selection. |If the
town that you would Iike to have your seminar in has two weekly
and one daily newspaper, it is going to be nuch nore expensive to
reach your target audience than if there is only one weekly
source of local printed news. Wen there is only one weekly
newspaper, all town residents need to go to one source for the
weddi ngs, funerals, Little League scores and building perm:t
applications. Since it's a weekly, it has a shelf life of one
week - unlike a daily newspaper.

Reservation Hotline

I recommend that you set up a dedicated tel ephone nunber,
answered by an automated voice mail systemto take sem nar
reservations (that's right i not a real person!). Here's why an
automated reservation hotline makes sense. It:

Answers 24-hours a day with a professional, consistent nessage

t hat never gives out incorrect answers;

VWhen conbi ned with an incentive (such as a book or lunch gift
certificate) for pre-registration, an autonmated reservation |line
will tell you with a great deal of accuracy how nmany peopl e you
can expect at your semni nar

G ves you visibility to the quality of the leads you'll get at

t he sem nar;

Capt ures phone nunbers so that you can call all preregistered
peopl e the day before the seminar to remind themto attend (never
use the word confirm.



A reservation hotline also makes it easy for people to refer
their friends, neighbors, relatives and clients to your sem nar
An easy-to-renenber tel ephone nunber that you pronmote on your
letterhead will increase your seminar referrals.
A reservation hotline allows you to set up the sem nar room for
the correct nunber of people. |If turnout is |ow, you can set up
for a small crowd, or, you can even decide to cancel and
reschedul e the sem nar "because of illness in the fanmly." It is
nmy experience that you should never hold a seminar for |ess than
12 people. Everyone will be thinking: "If (your topic) is so
i nportant, how conme there are only seven peopl e here?"
Conversely, if you have an unusually good turnout, you will not
be scranbling for chairs at the last mnute, and can be a
wel com ng, not frazzled, host. | have a client on Cape Cod who
expected a turnout of 40-50 at a sem nar, but got reservations
for 96 due to a great sem nar |ocation, newspaper insert and pre-
registration lunch incentive! Thank God he had the reservation
hotline and was able to get enough chairs the day before the
sem nar.
The nopst expensive part of holding a prospecting semnar is
normally the cost of filling the room whether you use newspaper
ads, direct nail or other pronotion nmethods. p

Driscoll is president of the Long Term Care Learning Institute in
Pl ymout h, Mass. Her new book is "Sem nar Secrets: A Hands-on
Guide to Marketing to Baby Booners and Their Parents." Driscol
can be contacted at (508)830-9975, or mail to:

nmdri scol | @ ongt er ntar el ear ni ng. com

| nsurance Ti meS: 7 KEYS TO A GREAT SEM NAR LOCATI ON
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Wl | -known to your intended audi ence (you won't need to give

di rections);

Has plenty of conveni ent, adjacent parking;

Seminar roomis quiet (kitchen prep noises and even noisy fan
systens can nmake it hard for people to hear you);

Natural |ight can be blocked if needed for your slide/overhead or
| apt op projector (many wi ndows and skylights do not have shades);
Seminar roomis easy to find in the facility;

Semi nar room can confortably hold the number you are expecting,
preferably classroom style or at tables;

Is adrawin itself - a desirable |location that your intended
audience likes to visit, w thout being so high-brow that it

i ntimdates some people.

| nsurance Ti NBS: R Blue Cross Reports $29 M 1ion Surplus
August 29, 2000, Vol. XIX No. 18



PROVIDENCE, R I. (AP) - Blue Cross & Blue Shield of Rhode Island
has reported a $29 mllion surplus for the first six nmonths of
this year, since suffering severe losses in the 1990s.

But president and CEO Ronald Battista said Blue Cross still has a
ways to go toward financial stability.

The insurer will need to use the surplus to build up reserves and
hel p assure its |l ongterm survival, he said. That neans no

i ncreased rei nbursements for providers or | owered prem unms for
subscri bers.

"We're off the critical list,'" he told The Provi dence Jour nal
"“But the crash cart's still around the corner.'

VWile the surplus is good news, Battista expects providers and
subscribers to criticize the insurer for not sharing the bounty.
"“Special interest groups fromall over will say, 'Ch, you nade
$29 million - give that back to nme,''"' he said.

But he said in order for Blue Cross to remain i ndependent, it
must put nore noney in the bank. The average prem umincrease
next year will be 7 percent to 9 percent. About 3.5 percent wll
go toward rebuilding reserves.

Edward J. Quinlan, president of the Hospital Association of Rhode
I sland, said hospitals this year paid 30 to 40 percent increases
in Blue Cross insurance for their enpl oyees.

But they only got single-digit increases in reinbursements for
services provided to Blue Cross patients.

71 would say the surplus is not surprising. W' re just asking
that they apply the sane thinking toward our needs as they do to
theirs,'' he said.

Hospitals are | osing nmoney, he said. ~~W need a better

bal ance. "'

In 1996, 1997 and 1998, Blue Cross lost a total of $73.2 million
Battista said he expected to be in the black by $60 mllion to
$70 million by the end of the year

The conpany, which covers 560,000 Rhode Islanders, is the state's
| argest health insurer.

| nsurance Ti mesS: Lifespan, Unitedhealthcare Ink Three-Year Deal
August 29, 2000, Vol. XIX No. 18

PROVI DENCE, R. 1. (AP) - Lifespan, the state's |largest hospita
networ k, has agreed to a three-year health insurance contract

wi th UnitedHeal thcare of New Engl and

No financial details were released. But United chief executive
of ficer Bud Fisher said his conpany will pay nore than the $70
mllion in clains and benefits it now gives Lifespan each year
The contract negotiations stretched over six nonths, which both
sides noted was |onger than usual to broker a deal. The sticking
poi nts were Medi caid and Medi care coverage and rei nbursenment
rates.

Both sides noted they had switched fromone-year to three-year
contracts, hoping to stabilize the hospital network's costs
covered by United.



The contract, which becane effective May 1, covers patients at
Rhode |sland Hospital, Hasbro Children's Hospital, Mriam
Hospital and Newport Hospit al

Lifespan is a nonprofit health system whi ch has been based in
Provi dence since 1994. UnitedHealthcare is a subsidiary of United
Health Group in M nnetonka, M nn.

| nsurance Ti MBS: Nationw de Financial |Introduces | RA Rollover Product
August 29, 2000, Vol. XIX No. 18

COLUMBUS, Ohio - Nationw de Financial announced the availability
of The Best of Anerica Successor, a variable annuity that is a
new | RA rol |l over product. Successor provides continuity of

i nvestment strategies for qualified plan participants who are
retiring or changing jobs.

Successor is designed as a second phase of the retirement plan
process, picking up where traditional accunul ation products end.
It provides underlying investnent options already available to
the participant through The BEST of Anerica G oup Pension Series.
Successor also offers additional optional riders and no annua
admi ni strative charges. For participants interested in generating
income fromretirenent savings, it provides systematic
withdrawal s or a variety of guaranteed incone benefit options*
for those who choose to annuitize their contracts.

"Wth nmore than 40 brand-nanme investnent options offered from
nore than a dozen promn nent noney managenent firms, Successor
provides an attractive transition for participants wanting to
continue their retirenment savings and investnment program" Rose
expl ai ned.

"It is a seanm ess solution for participants, given the sinilarity
of funds offered in the Successor product and our group
retirenment plan products.”

This BEST of Anerica IRA rollover includes international, smal
and | arge cap investnent options, offered by nationally known
fund managers including Anerica Century, Janus, Fidelity and

Nati onwi de to name just a few

| nsurance Ti NBS: Citing Rising Drug Costs, Maine's Anthem Seeks Rate
H kes O 24% To 33%
August 29, 2000, Vol. XIX No. 18

BANGOR, Maine (AP) - Sone custoners of Maine's largest health

i nsurance provider face the prospect of rate increases of up to
33 percent if state regul ators approve.

Ant hem Bl ue Cross and Blue Shield is asking for a rate increase
of 23.5 percent for the 23,000 Mainers who are in the conpany's
indetmity, or traditional, insurance plan

Custonmers who belong to the HMO s i ndividual plan would be hit



with a 33 percent prem umincrease.

A 40-year-old with a typical Anthemindemity plan would pay $141
a month, conpared with the current $113 a nonth. The tab for a
fam ly of four would junmp from $273 to $369 a nont h.

““The increase is being driven by increased nedi cal costs and
pharmaceutical costs,'' said Anthem spokeswonan Elizabeth O
Shorr.

Rates for the indemity plan, HealthChoice, already have gone up
50 percent since 1997.

State insurance officials approved Anthem s acquisition of the
nonprofit Blue Cross in June. Since then, the attorney genera
and a consumer group have filed court appeals over the deal's
price tag.

The attorney general's office is challenging the price as

i nsufficient and wants any proceeds of a revised appraisal to go
to a charitable foundation. A simlar appeal by the Consuners for
Affordable Health Care says Maine's insurance superintendent nade
a legal error by reducing the price fromthe original offer of
$120 million to $102 million

The rate increase proposal cane just as the Maine Center for
Econonic Policy and Consuners for Affordable Health Care rel eased
a study saying that nearly 10 percent of snmall business dropped
their group insurance coverage between 1996 and 1999 because of
spiraling costs.

Anthem s rate proposal is another bitter pill for people
struggling to get health insurance, said Mary T. Henderson
executive director of the Maine Equal Justice Partners, a group
representing the poor.

Anthemis commtted to finding ways to i nprove health insurance
in Maine, Shorr said. Blue Cross is now able to rein in

adm ni strative costs and nay even be able to shave them now t hat
it is part of the Indiana-based Ant hem I nsurance Cos., she added.
"We really want to work with policy nakers to ensure we have a

vi brant and conpetitive individual market,'' she said.

| nsurance Ti NBS: Small Businesses Drop Health Plans As Costs Rise
August 29, 2000, Vol. XIX No. 18

PORTLAND, Maine (AP) - A new survey shows that the nunmber of

Mai ne smal | businesses offering health insurance to enpl oyees is
dropping, and is likely to keep droppi ng because of rising

prem uns.

The report compiled by the Maine Center for Econonic Policy and
Consumers for Affordable Health Care shows that workers are
payi ng nore of their health insurance costs, and that one in five
enpl oyers thinks rising costs have | ed sone to forego coverage.
The results cone from 381 replies to 4,000 surveys sent to Mine
smal | businesses last year. It found that 68 percent offered

i nsurance to workers, although 77 percent of them had offered it
within the previous three years.

Si xty-four percent of conpanies said they would reduce coverage
if premiunms increased as nmuch as 20 percent. Twenty-ni ne percent



rai sed deductibles, 14 percent shifted part of the premumto
enpl oyees and 16 percent del ayed wage i ncreases because of rising
costs.

But 81 percent said health benefits were essential to attracting
and retaining workers, a point that was enphasized by Janes
Amaral, owner of Borealis Breads in Wl doboro

“T1t's sonething we need to offer,'' he said, even though roughly
one-fifth of his 50 enpl oyees have chosen to do without coverage
because their ' $302 nmonthly portion is too much.

The report offers suggestions such as partially integrating

i ndi vidual and small-group policies with |arge groups to | ower
rates by spreading the risks among nore people. Another idea,
adopted in New York, is to give direct subsidies to small

busi nesses so they may insure their workers.

Mai ne | nsurance Superintendent Al essandro |uppa said snal

busi nesses and their workers face sone of the sane problens as
the individual market. He noted that the small-group narket is
largely unregul ated, with prices determ ned through conpetition.p

One respondent to the survey, Rachel Desgrosseilliers, said she
opens all job interviews with a line that is a deal -breaker for
many prospective enployees: “"If health insurance is inmportant to

you, there's no sense going any further.'
""We've | ost sone good applicants,'' said Desgrosseilliers, owner
of the Gooseberry Barn in Auburn

| nsurance Ti MeS: Kaiser Deals Wth Breach Of Patient Confidentiality
August 29, 2000, Vol. XIX No. 18

NEW YORK (AP) - Kai ser Permanente accidentally breached the
confidentiality of 858 nenbers who were using the health
insurer's online service to nake appoi ntnents and di scuss
sensitive health matters with doctors.

Kai ser m stakenly sent responses to some customers' e-mail to the
wrong nenbers, the nation's second | argest health insurance plan
acknow edged | ast week. N neteen Kaiser menbers received e-nmail
intended for some or all of the 858 menbers.

"Sonme of the informati on was very sensitive, sai d Anna-Li sa
Silvestre, director of Kaiser Pernmanente Online.

The probl em occurred Aug. 2 when Cakl and, Calif.-based Kai ser was
upgradi ng software to its online systemto handle increased
traffic.

A technician caught the error 20 mnutes after realizing the
problem But the next day a Kaiser menber called the plan, saying
the insurer had e-mailed her a large conputer file with nessages
i ntended for several hundred other menmbers. That's when Kai ser
realized the extent of its error

About 250,000 of Kaiser's 8 mllion nenbers use the online
service to interact with its staff, doctors, nurses and

pharmaci sts. The service also |l ets menbers exchange nessages with
ot her menmbers and find informati on on various health topics.

The online systemis billed as a nore efficient way for nenbers



to comunicate with the plan and its affiliated doctors.

Kai ser is one of several big health insurers increasingly trying
to neet customers' growi ng demand to conduct business online.
Insurers have also tried to prod nmenbers to use the Web to reduce
their own expenses.

Most of the 858 Kaiser nembers whose confidentially was

conprom sed were understandi ng of the m stake, Silvestre said.

Kai ser officials have tried to reach all 858 menbers to tell them
about the nistake.

"Most menbers thanked us for letting them know, Silvestre said.
" A handful are angry that sonme of their nedical information was
sent to others."'

Kai ser said it has |learned an inportant |esson fromthe m shap
but it won't slow the company's increasing attenpt to use the
Internet to interact with customners.

"This is a good wake up call for the entire industry,
sai d.

Silvestre

She noted that health companies have to be careful in quickly
bui | di ng conpl ex online systens.

Sarah Andrews, a policy analyst with the Electronic Privacy
Informati on Center in Washington, D.C., said Kaiser's experience
shows why conpani es need to be extrenmely careful when conducting
busi ness onli ne.

"That doesn't nmean these online systens should not be in place -
they do provide a great convenience - but they should treat them
responsi bly and shoul d have adequate security.'

| nsurance TiI MBS: Personal Lines: Concord Group, Safeco, McCarthy announce
promotions; Alliance advances Schm dt, appoints Sherno; Pl A National nanes
Greenwood; Leonard joins Delta Dental of Mass.

August 29, 2000, Vol. XIX No. 18

Concord Group

Concord Group I nsurance Compani es, based in Concord, N. H
announced several pronotions, including two at its Massachusetts
subsi di ary, Peopl es Service |nsurance.

At Peopl es, John E. Forbes, who has been with Peoples since 1996,
was nanmed assistant vice president. Albert F. Brack, Jr., who

al so joined Peoples in 1996, and who serves as senior narketing
representative to Massachusetts agents of the conpany, was
pronpoted to assistant secretary.

At Concord Group, five enployees were pronoted: Linda J. Day to
seni or vice president; Blaze V. Konefal to assistant vice
president for systems; Carol J. Ashby to assistant vice president
for systens; Richard M Kenp to assistant secretary for claims;
and M chael P. Nolin, Jr., to assistant secretary for
underwriting.

| BANY
Debra A. Bal dwin has been elected to the board of directors of
the I nsurance Brokers Associ ation of the State of New York



Bal dwin, a director with Herbert L. Jamison & Co. in Wst O ange,
N.J., will serve on IBANY's governnent affairs commttee.

The McCart hy Compani es

The McCart hy Conpanies, a menber of the Hub International based
in WImngton, Mass., announced two key pronotions.

Ri chard J. Palleschi has been elevated to the position of agency
presi dent and chief operating officer. His primary responsibility
is to oversee day-to-day insurance and adm ni strative operations.
He will also be actively involved in recruiting agencies for
nerger and acqui sition purposes.

Al so, Charles J. Brophy, IIl, has been pronbted to executive vice
presi dent and treasurer. Brophy joined The MCarthy Conpanies in
1996.

Pl A Nationa

The National Association of Professional |nsurance Agents has
naned Sheila McNamara G eenwood to head the governnent affairs
operations of the association, as the assistant vice president of
t he governnent affairs departnment. The appoi ntment was announced
by PI A executive vice president Gary Eberhart.

Greenwood joined PIA in Cctober 1997. A graduate of the
University of Louisiana at Lafayette, G eenwood has | obbied on
Capitol Hill since the early 1990's. Prior to her association
with PIA she | obbied on behalf of various energy concerns.

Al'liance of Anerican Insurers

The Alliance of Anmerican Insurers has appoi nted Deborah Sherno,
APR, as federal public affairs representative in the
association's office in Washington, D.C

A Washington, D.C. native, Sherno brings 14 years of experience
to the Alliance. She npbst recently nanaged the public affairs
department for the Anerican Society of Landscape Architects,

whi ch focuses on | and-use pl anni ng and devel oprment i ssues.

Al so, Charles E. Schmidt, Jr. has been pronbted to assistant vice
president of public affairs for the Alliance of Anerican

I nsurers, where he nobst recently has served as director nedia

rel ations.

In addition to remmining the association's primary contact with
the trade and general nedia, Schmdt will add departnenta

pl anni ng and budgeting to his duties, and will also represent the
Al liance at national neetings.

Saf eco

Saf eco announced several pronotions including nam ng Peter Dunn
seni or vice president of field operations and Atlantic Zone
manager. He will manage Safeco's property and casualty operations
in the eastern states out of Hartford.

Greg Copel and was naned regi onal vice president and Hartford
regi on manager. He will be responsible for Safeco's property and
casualty operations in Connecticut, Massachusetts, Rhode Isl and,
New Yor k, Pennsylvania , Maryland and Virginia

Delta Denta

Delta Dental Plan of Massachusetts announced that Dennis J.
Leonard has joined the conpany as director of sales. Leonard wll
oversee the conpany's sal es prograns, broker and consultant



rel ati ons and account nmanagenent, in addition to sharing
responsibilities for the overall product direction and

per f or mance.

Prior to joining Delta Dental, Leonard was with ManagedConp.

The Anerican Col |l ege

The American Col |l ege has appointed Charles S. DiLullo as the
Jarrett L. Davis Distinguished Professor. In his new position, he
wi Il be responsible for devel opnent, pronotion and inplenmentation
of the college's prograns within the fields of accounting and
finance.

David A Littell has been pronpoted to Professor of Taxation. His
responsibilities will include updating course content for the
Huebner School courses in retirement planning and financia
deci si on naki ng.

Arthur S. Whittenore, 111, has been pronoted to the position of

vi ce president of finance and adninistration, where he wll
oversee departmental plans and budgets.

The Col |l ege al so prompted John G Wells to treasurer and
controller.

Finally, Barbara S. Pool e has been named associ ate professor of

i nsurance, coning to the college fromCentral Connecticut State
Uni versity.

Russo Picciurro Ml oy

Edward J. Maloy, I1l, has returned to Russo Picciurro Ml oy
Agency on Staten Island, New York, as director of community

rel ations.

Mal oy started the Mal oy Agency in 1965 and retired as president
in 1967. RPM acquired the Mal oy Agency | ast year

Sun Life

Sun Life Assurance of Canada recently named Hatty L. Tsai, MD, as
assistant vice president and medical director for medica
underwriting in the individual insurance division. Dr. Tsai wl]l
be responsible for the operations of the on-site enployee nedica
clinic as well as medical underwiting. She originally joined Sun
Life Financial in 1999 as associ ate nedical director

Acent as

St oneham Mass. - based Acentas, a business-to-business online

i nsurance provider, has naned Brian A. Tilley to the position of
director of carrier relations. Tilley joins Acentas from New

Engl and Fi nanci al where he pl anned agency web sites and managed
the field support unit.

1 AR

The | ndependent |nsurance Agents of Rhode |sland recognized
several deserving agency enpl oyees at its recent education

[ uncheon.

Kat hy Conn, of the Capuano | nsurance Agency in Cranston, received
a schol arship for achieving the highest grade point average in
the state on a series of national Accredited Advisor in |nsurance
(AAl) exarms.

Mary Bonville of the Lathrop Agency in Westerly received a

schol arship for achieving the highest grade point average in the
state on a series of national Accredited Custoner Service
Representative (ACSR) exans.



I1 ARl al so recogni zed Wendy Harvey of Meredith & O arke | nsurance
Agency in Janestown, as its 2000 ACSR of the Year. The award is
presented annually to recogni ze the val ue custoner service
representatives bring to the independent agency system



