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The goalsof the sessionwill be to:

• Visit and learn from actuariesin nontraditionalroles
• Provideinsightinto how to pursue nontraditionalopportunities
• Offer face-to-face access to individualswith actual non_aditionalexperience

MR. PAUL A. CAMPBELL: We have a number of interestingspeakerswho have
crossedthe line into nontraditionalareas and environments, and I know you will find
their experiencesand observationsinterestingand helpful.

A primary objectiveof the Actuary of the FutureSection isto identify nontraditional
environmentsand actuarialrolesand to assistmembers of the Societyin exploring
and enteringthose new areasof professionalinvolvement. The goals of this open
forum will be to learn from nontraditionalactuaries,hear ideasfor pursuingnontradi-
tional opportunities,and have face-to-face interactionwith individualswho have had
nontraditionalexperiences.

One thing the four of us have in common is that we've had fun. BobShapiro is
presidentof the Shapiro Network.

MR. ROBERTD. SHAPIRO: I reallybelievethere is an important messagehere. The
important message is actually summarized, in a sense, by a survey publishedin a
businessjournalthat came up _ the ranking of corporate goalsfor businessschool
graduates. As you try to pick out the things that actuaries are known for, like work
ethic, analytic ability,and functional knowledge, you will seethat they have drifted
down from what I suspect this kind of analysismight have shown 10 or 15 years
ago. Now there is a premium on things like leadership,interpersonalskills,communi-
cations, and dacision-makingcapability.

I have one more quickview of what a typical actuarialsurvey might look like. We've
actually done a numberof surveys as a part of the Actuary of the Futureeffort, and
the Society has done many in the past 10 or 15 years to try to see how our clients
and colleaguesview us. Peoplethink we're bright,we're ethical, we're skilled, and
we're excellent problemsolvers, but often we get feedback that we're very narrow,
we miss the bigpicture,we sometimes lack marketingand communicationskills,
we're rigid, we're sometimes defensive and arrogant, and we're expensive. You're
only expensive if peopledon't appreciatethe value that you're adding and charging
for. I suspect we have all the value we chargefor; I guess one message would be
that unlesswe package it in that framework of businessproblems,good communica-
tion, and big picture,we'll have trouble getting peopleto appreciatejust how good
we are.
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An impressionpeople often have of actuaries is that we're reallyuncluttered by
emotion when facing a business problem. However, life is emotion and behavior, and
somehow we need to maybe get a little bit of a smile and a little bit of a frown when
we get in these situations.

Finally, I thought it would be a good backdrop just to share the vision for actuaries
that was articulated as a result of some of the Actuary of the Future work and the
Society of Actuaries' other work that was actually adopted by the Board four or five
years ago. I think it's worth just spendinga little time on this, and then I'll let others
talk a littlebit about their nontraditionaljobs. The visionwe articulatedwas to be and
be perceivedas being the financialarchitectsand managers of enterprisesbuilton the
applicationof experience analysisand risk evaluationwho measure, communicate,
and respondto currentfinancialimplicationsof future contingentevents. Those are a
lot of words, but what it doesn't say is that we're engineersand analysts. It doesn't
say allwe do is measure and analyze, and it doesn't mention insurancecompanies
and employee benefit plans. Somewhere in there we believe liesour future in terms
of nontraditionalopportunities,

MR. CAMPBELL: Our second speakerwill be KarenLisi,corporateactuary and
human resourceanalyst with Sandoz Corporation.

MS. KAREN A. LISI: I'd like to start by sayingthat I'm an Associateof the Society
of Actuaries and an EnrolledActuary, and my current position is corporateactuary
and human resourceanalyst for the Sandoz Corporation. I've been inthis position for
just under one year. Priorto joiningSandoz I worked as an actuarialstudent at
MetropolitanLife for three years, and after that I worked at DeLoitte & Touche in its
actuarial and benefits consultingpracticefor five years, duringwhich time I worked as
a pensionconsultant and also as a health care actuary. I'd liketo point out that
during my two previouspositionsI've always worked primarily with other actuaries,
and this is not the case in my current position. I'm going to talk about this a little bit
more later, but first I'd liketo introduceyou to the Sandoz Corporation.

The Sandoz Corporation is the U.S. holdingcompany for Sandoz International,which
is a Swiss company that's based in Basel. We overseethe operationsof all the
Sandoz companiesoperating in the U.S., and right now there are about eight com-
panies, with a total of about 12,000 employees. The Sandoz Corporationitself has
about 50 employees, so you can see that each of our departments in itself is faidy
small. The businessesof the differentSandoz companiesvary greatly, but they're all
primarily focused in the natural sciencesarea. Our largest company is Sandoz
Pharmaceuticalsand some of its more well-known products are Tavist-D and Sandim-
mune. Some of our other companiesare Sandoz Chemicals,which primarilypro-
duces coloreddyes, Sandoz Nutrition, which makesnutritional productsthat are sold
to hospitals, and NorthrupKing, which primarilyproducescrop seeds for farmers.

I was hired at Sandoz as part of a benefitsconsolidationprogram. The objective of
this program is to reduce the number of consultantsand carriersthe various U.S.
companies use and therebyeliminate overlapin some of our consultingservices. It is
also an objective for Bandoz Corporationto become more familiarand involvedwith
the benefit programsof the various Sandoz companies and alsosave the corporation
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and the companies money. There were f_/e primary aspects of the consolidation
program: life insurance programs, disability programs, savings and investment plans,
health care benefits, and actuarial services for pension and postratirement benefit
plans. I would like to point out that each of the various Sandoz companies like to
consider themselves as being very entrepreneurial and autonomous. This is primarily
because they are in very different businesses and think that because of that their
benefit programs will differ from one another and really need to be geared to their
own particular business. On the other hand, the Sandoz Corporation tends to
recognize some of the benefits of operating on a more uniform basis, so what we're
faced with is trying to find the right balance between unifying and still preserving
some independence.

Right now I'd like to focus primarily on the actuarial-services portion of the consolida-
tion program. We call it the in-house actuary project, and the idea came from one of
the corporation's consultants who actually suggested that hiring an in-house actuary
to perform and help coordinate the actuarial services provided to all the Sandoz
companies could really save some money and could help the companies use consul-
tants more efficiently. At the time, all of the companies also had their own consul-
tants. The consultant to the corporation was very key in defining what the role of
the in-house actuary would be and was actually in charge of recruiting someone to fill
the position.

When I was hired I was told that my primary responsibility would be to oversee and
actually perform, with the assistance of this consultant's technicians, the actuarial
services that had been performed for all of the different companies by eight different
actuaries. I was also told that my secondary role would be to take part in other
human resource issues. So I think it's in this respect that my particular role offers
both traditional and nontraditional aspects.

When I first joined Sandoz, I began assessing the scope of services needed to be
brought in-house. I got to know the human resource people at our various companies
and learned about their expectations. I found that the scope of services varied greatly
from company to company and was much more extensive than I was initially led to
believe. In addition, there were many unrealisticexpectations in some of our com-
penies. I really wasn't surprised by all of this, because as an actuary I was dealing
with some people who didn't really understand what was involved in actuarial
services. Many executives at higher levels believed that a single person could come
in and actually perform all of the actuarial services for 12,000 employees and
eliminate completely all consultants for our companies. So I was not totally shocked
but a lit_e overwhelmed at trying to figure out how I was going to make everyone
understand the value of having an in-house actuary. During my first year, my
challenges have been and continue to be communicating a more accurate picture of
the benef'Cs of an in-house actuary, working with a consultant and a team of techni-
cians to perform the in-house actuarial services, and finding the correct balance
between traditional and nontraditional roles.

I've done a lot of thinking since I came on board at Sandoz about what the values of
an in-house actuary could be. Some of the values that I've been communicating to
the companies are the following. An in-house actuary can help eliminate overlapping
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servicesfrom having many actuariesperform the same tasks for different companies.
This helps reducethe inconsistenciesand complexitiesthat resultfrom usingdifferent
consultants. It allows Sandoz Corporationandthe Sandoz companiesto more easily
coordinatecertainkey activities. It providesa way to improve on servicesthat aren't
quite up to speed, and it also allows for cost savingsby developinga wiser, more
informed buyer of actuarialservices. Finally, as I take part in performing the actuarial
services, it reduces the need for so many consultants.

I'd like to talk a little bit about the nontrad_onal aspect of my job. Since I've been
with Sandoz, rye worked on a variety of projectsoutside of the standard pensionand
valuationactuarial areas,such as (1) administeringa long-termincentive bonus
program, (2) assistingwith the design and communicationof executive retirement
plans, (3) auditing someof our annual bonus programs,and (4) gathering and
coordinatingdata for our health care benefit strategy study. In doingthese and other
projectsI've worked with many other departmentswithin Sandoz Corporation. For
example, I've worked with the comptroller'sdepartment to help those employees
better understandthe impact of FinancialAccountingStandard (FAS) 87 and FAS
106 on our financialstatements. I've been asked by the treasurer'sdepartment to
take part in an investment policystudy for Sandozpensionplans, and I've been
providing cash-flow analysisfor our variouspensionplans. I've worked with our tagal
department on compliance issues, document drafts, and nondiscrimination testing.
I've also worked with the tax department on employeebenefits and insuranceand on
the tax implicationsof our executive retirement. A future project will be the develop-
ment of an on-site medical facilityat one of our companies.

I'd like to summarize by saying I've learneda tremendous amount about businessby
having the opportunity to work with thesevarious departments. The departments at
Sandoz Corporationare very small, so I've had the opportunityto work with key
executives from each area. As I teach them about what actuariesdo and how I can

contribute to the processof runninga business,they've taught me a lot about their
own particularareas. I think this interactionis a key dividendof having an in-house
actuary. In many companies there are not strong linkages between human resources,
the financedivision,and other areas of the company. VV'_ human resourcesand
employee benefits becomingsuch a large part of revenues and assumingsuch a big
proportion of company profits, it makes a lot of sense to try to strengthenthat area
and I think an actuary can reallyhelp.

MR. PHILIPM. DIDIO: I'm going to first tell you about U.S. Trust. it's a trust bank,
and in general, a trust bank manages money. Our main client base is wealthy
individuals. That's how the company was formed, it's more than 100 yearsold.
There's alsoan institutionalasset-managementdepartment of which I'm a part.
Asset management is mostly for individuals,but it includessome institutions. That
includespensions, founda'dons,and 401 (k) plans. Privatebanking and lendingto our
clients are small parts of our business. Master trust incustody is recordkeepingon
institutionalassets for the most part, and many systems are in place to producenew
recordkeeping, it's a stable, fea-based kind of business.

I've been at U.S. Trust for 15 months. When I got out of collage, I worked st John
Hancock for three yearsas an actuarial associate. I got my ASA in three years. At
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John Hancock I was in two rotations. They were group insurance, financial reporting,
and traditional retail product development. What I determined was that I was more
interested in investments and less interested in insurance. I started reading The Wall
Street Journal a little more carefully, making overtures to the bond group at John
Hancock; a possible move would have been to try to get into the bond area there.
But I decided graduate school might be interesting.

I went to the Universityof Californiaat Berkeleyand received a master's in statistics.
I must say that being an actuary helped me graduate quickly from that master's
program. Taking all those statistics classeskept me in the studyingmode and gave
me a heed start, so I was reallybetter preparedthan most undergraduatesjust
graduating. So I finishedin December 18, 1990. Eighteen months later I started at
U.S. Trust. I looked for work for a longtime, I looked in the Bay area and then
moved to New York. EventuallyI landed at U.S. Trust and I'm very glad to be
working now. So I'm a livingexample of some of the good sidesand bad sidesof
taking a leap out of a career.

The good side is that I'm in a job I reallyenjoy. I really likemy boss. My responsibili-
ties include portfolio management, somethingI have always wanted to do. It's a very
romantic, sexy kindof job. You do well. You do poorly. Everyone's ridingon you.
The portfoliothat I manage isn't particularlythat romantic. It's an index-linked
portfolio, so we're index tracking but we're not fully indexreplicating. So how we do
is based on the tracking. Are we beatingthe Standard & Poor's (S&P) 500 or losing
to the S&P 500? So far we're very close. We're within 14 basispoints, on the
down side. If we were ahead, I would have said we are reallystompingon the S&P
500. We're not, but all we have to do is stay close. That's the important part. We
use software to help us construct the portfolio, and I'm involvedin reinvesting. So
there is some discretionavailableto me. UsuallyI can select and decide to buy two
or three different stocks.

Portfolioanalysisis part of the support that we give to the bank. The bank just
initiatedmany new mutual funds, and we created benchmarks for those mutual funds
to determine, if they beet the S&P 500, whether they were good or lucky or were in
the right industries. These mutual funds are theme funds, so they're invested in
different sectors, such as in the communicationssector. GlobalCompetitors and early
life-cycle companiesare other theme funds. SOwe've created benchmarks,and
we've been plotting their performancesversus the benchmarksand have seen whet
progressthey've been making relativeto those benchmarks. If they beat the bench-
marks we want to know why. If they point to the fact that they're making 20% and
the S&P is only 5% and the benchmark's up 30, then maybe they're just in the right
area. You're forced to be in certain industries so maybe that's why you're winning,
or you may be picking the wrong stocks in the industry. So it's really performance
analysis.

Mutual funds are part of a more general asset-allocetion model within the bank. I'm
proud of the fact that we developed this two-level asset-allocation model. First, we
decide between asset classes, a level-onedecision. We distribute people between
four asset classes: domestic equity, international equity, bonds, and cash. Once we
determine that, then we tw to pick mutual funds within each asset class to
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recommend to the clients. Buildingthat model and monitoringthe performance of the
benchmarks,the actual holdings,is the job I do quarterly. It's good because I get to
work with the chief investmentofficer of the bank who's reallyinterested in seeing
these mutual funds do well. This intemal monitoringprocessis a way to validate his
efforts.

Finally,the most actuarialof my responsibilitiesis asset]liabilitymanagement. We've
used the Chalke system to do asset/liabilitymatchingmanagement for smallinsurance
carriers,particularlytheir interest-sensitiveliabilities.We use this system to projectthe
assets,project the liabilities,and we want to offer this asset/liabilitymanagement
function to supportour asset-managementcapabilities. Most small insurancecom-
pany portfoliosare just managed on a total retum basis. The asset managers know
nothing about the inherentliabilitiesand about backing them, and the actuariesaren't
usuallysuccessfulin communicatingwhat those liabilitiesare. (I go to meetingsand
everyone complainsabout how the actuaries and the portfoliomanagers can't
communicate.) Well, if you triedto model and integrate the modeling together, then
they'd be on the same page. It's been a long arduouseffort. Many people in the
consultingarea have been tryingto bringthese peopletogether. It's working slowly,
but I am the in-houseactuary who istaking care of this particularfunction. Not only
do we want to keep and manage their money, but we alsowant to do serviceslike
Regulation126 testingfor these companies and try to tell them where the warning
signsare relativeto the C-3 risk.

This part is my pep talk for those of you who are interested now in the investment
community. I lookedfor a job for a long time and there were limes when it was not
so good being unemployed,and I wished I had the stabilityof being a traditional
actuary. It's just that I was interestedin investmentsand wanted to work with them.
I saw the downside, and now I'm seeingthe upside. It's really important to me to do
something I enjoy.

It's hard for actuariesto break in on Wall Street. I think the exam processturns out
people who have an institutionalizedbody of leaming that is more rigid and codified.
The value of that is that it giveseveryone a minimum standard of knowledge end
that's important to validate the professionaldesignation. The downside is that it
makes everyone too similar, vtr_hthe new financetrack, actuaries are spreadingout
into a variety of assignments,and that's going to help actuaries who went to go into
other careers.

I've continuedto take some of those finance investment track courses. If they were
there I might not have left John Hancock in the first place. That track is very
interesting to me. It's not entirely what I want to be doing. If the exams are relevant
to my job, I'll take them. If not, I haven't justifiedjust gettingthe designationfor the
sake of that, becauseI think I'm able to be successfulwithout being an FSA. But I
think the Society is moving in the right direction in that respect.

Just one other thing about how to break in on Wall Street. They look for program-
mers, so that's a good skillto develop. How else would an insuranceperson break
in? Perhaps as an insurance company analyst, being able to rate the credit worthi-
ness of insurancecompanies. There are also subsidiariesof the sell-sidefirms that are
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insurancecompanies,so some of those investmentbankshave insurancecompanies.
There's always the bond areaof insurancecompanies;bond salespeopletry to
packagemortgage poolsand make it a sellingeffort. I think an actuary could do well
on the other side, presentingthose investmentsand making them more appealingto
those actuaries who are on l_e otherend of the phone in the investment department.

If you're interestedin doing somethingother than whet you're doing right now, try to
turn your job into that. Try to blendyourjob responsibilitieswith whet you're
interestedin. I don't have to do that where I am. I have a lot of latitude. My boss
givesme a lot of roomto be creative. It's very hardto find a creative, entry-leveljob
and I'm very fortunate.

MR. CAMPBELL: Now to round out our introductorycomments I'll add a few
thoughts. In the course of my 35-year career to date, I've been a very nontraditional
actuary. That is particularlyamusingwhen I recallthat a key reasonfor my decision
to become an actuary was my highschoolguidancecounselor'sassurancethat as
one I'd be able to sit in a comerdoing my calculationsand wouldn't have to talk with
people. That was beauty to the ears of an introverted kid, but it certainly turned out
to be an inaccuratepredictionfor me. Duringmy 12 years at CIGNA, then called
Connecticut General (CG), I was asked to become a member of a task force that
developedboth variableannuitiesand mutualfunds creatingentirely new pricing,
administrativeprocedures,and actuarialstandards. We and our counterpartsin other
companiesbecame SEC expertsand worked on raguletory modelsjoining state and
federal regulation. At a laterdate I was asked to work with CG's field managers and
agents to develop motivationaland profit-orientedcompensationsystemsfor the
branch agency organization. This involveda considerableamount of interactionwith
personnelon site in the fieldoffices and resultedin the creation of a new prof'_-
oriented commissionand overridesystem.

When a former seniorofficercalledfrom his new home at Hartford Life Insurance
Company and asked me if I'd liketo become an internationalactuary, it wasn't hard
to say yes and join him. It was a fascinatingand avant-filled number of years,
interacting with actuariesand t_ management teams of I1-1"Hartford's subsidiaries
located all over Europeas wellas investigatingpossibleexpansionsaround the globe.
There were many nontmditionalrolesto fill, havingto do with tax and regulatory
interpretationsand comparisons,considerationof varied environmentalforces and their
impact on marketing potential, and dealingwith a largenumber of local and multina-
tional issuesthat were often onlybarely connectedto the actuarial aspects. I did my
best end thoroughlyenjoyed anothernontreditionalchapter of my career. When 113"
decided to recapturemany of these internationalduties in New York, I tried being a
traditional actuary for a whle, but the bug had been planted.

I soon found myself in New York City as a seniormanager at Coopers& Lybrand
(C&L) and directorof internationalbenefits and compensation. This involvedvLsiting
and selectingdozensof foreignlocationsfor expert teams, assemblingbenefit and
compensation and tax expertsfrom C&L's worldwide network, as well as informally
affiliatingwith actuarialorganizationsin many countries. My role in the United States
was to market the expense to corporatemanagementsof multinationalcompanies
and then coordinatethe developmentof informationand reportsfrom those countries
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where their foreign subsidiaries were located. There was a component of traditional
actuarial practice, but many more nontreditional activities as we blended social
insurance programs, tax and regulatory environments, competitive practices, and
corporate philosophies. I might add that time differences made it necessary to work
into the wee hours on many, many occasions in order to communicate by telephone
with my colleagues or contacts.

Time limitations make it necessary to only mention briefly my other nontraditional
roles:

• A facilitatorof corporate strategic planningactivities by teams of executives,
marketingofficers, strategic businessunit (SBU)leaders,and support teams

• Presidentof an entrepreneurialstrategic consultingfirm
• My current role, Director of the University of Hartford Actuarial Studies,

responsible for marketing, advising students, developing mentor programs, and
overseeing room facilities and the instructions of dozens of preparatory classes
for the May and November actuarial examinations.

I have assembled a list of basic requirements that I believe are necessary to become a
nontraditional professional: be curious and ask questions, read more and listen a lot,
be interested in contributing to colleagues in other areas. I recall that one of the
things that I did quite frequently in my first corporate location was contribute ideas to
the suggestion plan. I believe that helped a little bit in that people had their eyes open
for me to do different things.

• Respond to invitations to get involved with something new.
• Be brave and willing to take a few career-relatedrisks.
• Be energetic and willing to work long and hard.
• Keep linkage with the profession in committees and mescJngs.
• Be ready to try something new and take chances.
• Be willing to learn from every experience, good and bad.
• Be creative,extrapolate from familiarto unknown worlds.
• Accept uncertainty in security, compensation, and standards.
• Be ready to have a thrilling, exciting careerexperience.

MR. WALTER S. RUGLAND: First of all, we have a job to do and that is to encour-
age Mr. DiDioto take exams beyond those that have interest to him. I hear that from
many people,and it's a sincereexpressionand I respect it, but the profession will
outlast the job you have at U.S. Trust, and I encourage you to attain the highest
recognition.

I have someobservations. As I've traveled aroundthe world this year, I foundthat
this topic is generallyof concern and of interest everywhere I've gone. The English
call it the wider-fieldsinitiative. The Australians say, "What should we do?" In Japan
they contemplate it. In Europe it's a constantconcern. What I have tried to suggest,
and this is based on some of the observationsI've had as I've talked to actuarial

clubshere, is that first of all we still tend to apologizefor being actuaries. That's why
these buttons (Ask an Actuary) have been helpful. They've helpedus to get beyond
that, to be able to say what we are as actuaries and what we can do.
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Also, many people have told me, as they've moved out of the traditionalmode of
actuarialwork, that they're no longeractuaries. I try to challengethem that that's not
the case, that they are actuaries,but they are showing us very specifically,as the
Actuary of the FutureSection is meant to do, that we have to find a home for people
who are no longer in the traditional actuarialmodes. At some of the placeswhere
I've talked, such as at the meeting of the ActuarialSociety of Greater New York, we
talked about the concept of pathfinders. I talked about that in Australia. Peopleare
coming out of universities,taking actuarialexams, they want to be actuaries, but yet
they do not end up in life insurancecompaniesor in consultingfirms. We need to
cheer them on. We need to make them feel extra specialwhen, likePhilip,they find
a niche in a place such as U.S. Trust. We're working to see if we can create the
pathfindersclub, so that those people become our heros instead of our outcasts.
Because when you sit down and look at a programlike we have here, except for a
few sessionslike this one, they still have to struggleto find placesand thingsof
interest.

We also have to find a home for people who cross the line later in their career. I
would encourage any of you who can think of ideas with that in mind to share it with
the leaders of the sectionor talk to me about it. We have to elevate those people so
that they find value in our meetings and they find value in beingan actuary, even
though they're no longerworking with an insurancecompany or in a traditional
employee benefit consultingenvironment.

MS. ANNEMARIE T, BROWNMILLER: I have a questionrelatingto in-houseactuar-
ies, particularlyrelatingto companiesthat have never had in-houseactuariesbefore
and are not used to definingwhat actuaries might bring to the table. Duncansonand
Holt hired in-houseactuaries back in 1989 for the first time. It had used consultants.

I was hired a year later. I find myself almost like a bull in a chinashop. I feel that I
can bringso much to the table, but I recognizethat the organizationhas done things
a certainway in the past and has used other resourcesto contribute information or
strategies. It's difficultfor me to sensewhere I am uninvitedinitially. If you're
uninvited,how do you go about presentingyourself as an opportunityor as a value to
be added, without making peoplefeel as if you're steppingon others' toes?

MS. LISI: When I was brought on board at Sandoz, many of the companiesthat I
am trying to assist were not keen on the idea because it required a shift, a change for
them. So the approachthat I have taken is to try to assistthem with matters that
they need help with, even if it may not be my primary focus. I try to help them if
they have small questionsabout a Form 5500 or if they have a question about some
other area that is not my prime focus. What I've been finding is that when I help
them with the smallerthings, they gain more confidence in me. When it comes time
to talk about taking on largerresponsibilities,they're much more open to letting things
flow my way. So I think that might be an approachto take.

MS. BROWNMILLER: Buildingconfidencein stages.

MR. ALAN LEE STURM: Beinga nontraditionalpersonto start, as well as a nontradi-
tional actuary in a traditionalposition, I'd like to start with just a comment to the last
questionthat relates to somethingthat happened at our company. We were talking
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about rotating actuarial students into the investment area. You might think the
investment person would be concernedthat the actuaries would be fighting to get in
and say, "Well, let's protect our turf." It was the other way around. It turned out
that the investment professional was great, saying "The more knowledge we get the
bette[" and felt that actuaries were kind of dragging their feet. So I think it's better to
err on the side of being risk-takers. My observation is that at times one of the failures
of people in the profession is that they didn't take enough risks in terms of their
careers as some of you on the panel have indicated.

I also have a question for the people on the panel. I'm an ASA. I've passed a couple
of Fellowship exams. I happen to agree with what President Rugland said. I happen
to be motivated toward pursuing the FSA because in addition to being motivated to
finding new areas, I also enjoy the strong technical areas. I'd like to keep many doors
open to myself.

My question is, it sometimes seems like there's somewhat of a dilemma. In pursuing
these opportunities, if you are an FSA and want to go in at an entry level, you might
be overqualified to get into some of these doors. Yet if you want to go in as an ASA
or even less, that may be fine. You then take the exams on your own time. The
company philosophy is, "If you want to be an FSA that's great for your career, but
we want you doing this and your FSA doesn't matter to us." I want to keep all
these nontraditional areas open, whether it be wIthin my company or elsewhere, but I
also feel that assistance by the Society or by nontraditional individuals like yourselves
would be of great help.

MR. SHAPIRO: That's really a good question. In terms of how to get in, it really
relates to the other question about how to get people, who may not be used to
alternative views from actuaries, used to them. A couple of random thoughts. One
is the idea of just giving some assistanceand taking no credit for it by helpingan
individualdo his or her job better, as a starting point. There's no questionthat the
skillswe have as actuaries fit very well with the opportunitiesand needsof bank trust
departments and banksin general. How do we get that to work? It's not going to
work if we start promoting ourselves in banks with "You need us because we're
great." It's going to work because we get together with bank executives and
genuinely appreciate the value they might bring to us or the skills and strengths they
have and work together with them for a while. After that happens, you break down
some of these barriers. All of us are fighting for our jobs and do what we do as well
as we can do it. It takes a while to accomplish that.

MR. STURM: It seems like you have this idea, which I believe to be correct, that the
actuaries, in addition to being viewed as good communicators, should be good
negotiators as well, and should come across as being nice, modest, intelligent people
who are willing to work as part of a team. The rewards with that approach would be
very great.

MR. SHAPIRO: There's another dimension to this. Some of the work I do relatesto

Wall Street. You talk about actuarieson Wall Street, but Wall Street has a tolerance
for risk and ambiguity that we're almost taught to avoid. Our exam emphasisis on
getting the one right answer and standardizingthings. Wall Street's view is that risk
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is terrific, and it creates an opportunity; its ambiguity means there's something which
we can create and make money from. It's a whole different mentality. So we have
to be aware of the cultural differences between these different areas where we can
work, too.

MR. DIDIO: Regardinghow an FSA might get in a nontraditionalrole, I'd say the
transition would be more gradual in that one might take jobs within hisor her
company that have fewer and fewer actuarial responsibilities,untilone is in the
desired area. You don't reallyjump companiesand start at entry level. It's easierfor
someone at my point to make that jump, make a more abrupt jump, because I'm less
entrenched, less forward, and I have made less progress.

MR. SCHENLEYHAJEK HALL: I'll just tell you how nontraditional I am. I have two
employers. I'm working for a professor at Penn State on educational software and
I'm teaching at Northern Arizona University. One of the things that attracted me to
our profession in the first place was the guy who came recruiting to my school and
said that actuaries could fill this flexible role all over the country, it seemed like once
actuaries got their credentials, they could go wherever they wanted. I'm married to
an astronomer and astronomers like dark places, and dark places are not usually
found near big cities, it turned out that there are two or three cities in each state that
have a number of actuaries, and that's become a problem for me because chances
are I won't end up in, or pardcularly near, one of those. Not only that, but because
it's a smaller city, it doesn't have the big trust banks, and so now I'm in the educa-
tional end. I'd sort of like to get back more into business, but I'm not quite sure how
to go about it. I've sort of gotten off the beaten path.

MR. DIDIO: I think anyone can consult anywhere with a PC, a fax, and a modem. I
think the first nontreditional role is to work for yourself or do consulting.

MR. HALL: Then it's just a question of getting established.

MR. DIDIO: Absolutely.

MR. SHAPIRO: I have a question that relates to this. We think of ourselves tradition-
ally as working at life insurance companies or on employee benefit plans. Where is
what we are good at important to others to the point that they would appreciate it if
they knew what we could do for them and they'd pay for it? We think there are
many other opportunities. Whet we're dealing with is the question, what are we
special at if businesses we've always worked at were taken away from us?

MR. JOHN W. PAIGE: Whet I'm about to say is in no way related to my employer,
but it's about a subject I've never heard mentioned. I wonder if there are any other
actuaries who belong to the International Association of Financial Ranners. There's a
whole army of people out there who are making projections for individuals involving
investments, involving their personal liabilities, involving great uncertainties in the
future. I've never met an FSA who's in this. I think there are enrolled actuaries out
there who are doing it. I think for the person who is looking for an alternative career,
you can get a wealth of information from the College of Financial Planningin Denver
or the InternationalAssociation of Financial Ranners in Atlanta. For the person who's
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really stymied in an actuarial career, here's something that has numbers. It has
probabilities. It has a chance of a good income. For those of you who are looking
for alternatives,you might want to talk to some personal financial planners. If you're
not a salesperson, the income might be low compared with what an actuary can get
on the going market, but it also might be a career that would be very satisfying by
using the skills we know: personal computer skills, people skills, math skills, invest-
ment skills, personal asset/liability matching, and management.

MR. CAMPBELL: One speakerwas talking about things that very easily fit the mold
of what actuariesare capable of doing, and yet have nothing to do with mortality and
the risk of living too long. He spoke about benefitingfrom what we know to look
into the future and imagine with some realisticvariationin what we imagine. As Mr.
DiDiohas indicated, the possibleentry may well be easierby going through a mode of
consultingrather than going into a human resourcedepartmentand saying, "I'm
earningthis kind of salary in my presentposition. Can you pay me to move into a
chair in your organization?"

We've moved comfortably from the question-and-answersessioninto one of ideas,
observations,and experiences, ldo want to invite those of you who have ideasor
illustrationsof crossingthe line to sharethem with us. If you would like a path along
which to focus, think in terms of an industry classification,some key duties, the
actuarialnature of a job, an identified need for actuarialservicesnot being met. How
would we market ourskillsin these nontraditionalareas?

MR. MICHAEL M. BRAUNSTEIN: I am an actuarialrecruiter and I've crossed the line.

I spent 15 years as an actuary with one company, HartfordUfe. I had a wonderful
15 years there and then decidedto make a change. I decided that the logicalthing to
do was to extend what I knew best, to not just jump into something completely
different, but to take what I knew and use it. I see the same thing in all four
panelists. They all did the same thing that I did. We didn't jump from being an
actuary into something completelydifferent. I don't recruitteachers. I recruit
actuaries.

Mr. DiDio spent sometime in the John Hancock investmentarea before he got his
current job. He mentioned working in a bond department there. Ms. Lisi did some
pensionwork and some accounting work in advanceof her new job at Sandoz. I
think it's an evolution, not a revolution. With respectto somebody who wants to
work in a small city, or in a big city, or with a littlecompany, there is a company
somewhere out there, and I suspectthat sometime down the road you'll have that
opportunity, but it's not goingto happen right away. Actuaries suddenlyare not
goingto be everywhere, as accountants are, for example. But I do believe that if we
take a step at a time and we evolve into new areas, we will find ourselvesas
actuaries in all sorts of things.

In answer to Mr. Shapiro'squestion,"If we take away the life insuranceand
employee benefit consulting,who are we? What do we offer?" I think we're smart
and I think smart people can do anything. When I try to talk to people at companies
other than insurancecompaniesand try to convincethem that I've got a candidate
who they might want to considerfor a rolethat is nontraditionalas actuaries go, and
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they ask, "What does this candidate offer?" I tell them that the candidate is smart,
and can do the job no matter what it is.

MS. USI: I'd like to add something from my own experience. I was recruited by
Sandoz Corporation because I was an actuary, but in addition to the actuarial role I
play, I find that the nontraditional portion of my job has grown tremendously. I have
analytical skills that many people within companies don't have. These skills have
been developed by being an actuarial technician, but they are easily transferable to
any number of other areas, such as human resource and financial areas. The more I
work with different people in my company and the more they see what I can do, the
more I'm asked to get involved. I have found it a very broadening experience.
Getting your foot in the door might be a difficult step, but if you can find a way to
get in, you'll be able to prove to many different people the value that you can add.

MR. WILLIAM C. CUTUP: It's great, all this support group. Mr. Shapiro, you asked,
"What did you learn as an actuary?" and "What skills do we have if the life insurance,
the health, the benefits, are taken away?" It's problem solving. We know how to
solve problems. We've had the advantage of looking at a breadth of questions and
issues. We know how to attack problems and that you can't come at it from a
straightforward, simple approach. We know how to get the best kind of answer.
Risk analysis, the financial issues, the mathematical components of any risk that is
considered - they are pieces of the puzzle, and actuaries determine how they all fit
together. I think that's something that is very unique to actuaries, that other disci-
plines don't offer in the same way. Actuaries look at each individual part of a
question as a piece that fits together with other pieces into a whole. We learned
how to study, and we know how fast the world is changing in every aspect. Isn't it
wonderful to be able to take our study skills and go look at things as they evolve,
know how to research them, know where to get the information, know who to
contact, know how to study, how to learn, how to build that integral part of informa-
tion into ourselves? To take a word from the vision that Mr. Shapiro quoted,
architecture is something that we have truly leamad through the set of exams,
regardless of how we adapt and usa that word.

I have crossed the line many times in my career. I like to think of it as crossing the
line. I used to think of it as being a checkerboard career, but this phrase, "to cross
the line" seems to give it more reinforcement. Right now I have responsibility for
propertycasualty actuarial business. I was running a life and health company. We
had a property/casualty company and a life and health company. We sold off the life
and health company. I have a job! I'm thrilled! It's interesting to get into the
property/casualty side, because I come at it from a basis of almost total ignorance,
which allows me to ask the dumb questions. Of course the typical response that you
get is, "We've always done it that way" or "This is the way everybody in the
industry does it." So it's an opportunity to go in there and ask questions, "Why do
you want to do this? Is there a different way to do it? How could an alternate
approach have an impact.>" So that has been a very exciting part of moving into this
job.

The question was raised earlier as to how to get into other areas where people don't
recognize you. You can't just walk in the door and say, "Hi, I'm an actuary and I'm
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here to help you." That's worse than being from the Internal Revenue Service. One
way to do it is to volunteer. Volunteer inside the company. Work on teams. You
hear of a team that's coming along and you go to your boss or you go to somebody
who's running the team and say, "1 would really like to be a part of that team." A
couple of things can happen from that initietive. One is that you learn. You learn
how other people think and feel and work. You learn some technical things that you
might not otherwise know, and it also gives you an opportunity to bring to bear your
experiences and your education and your knowledge.

Another place to volunteer is in community jobs. School boards need help. They
always need help. Don't run for the school board, but offer to go help them in
understanding contract negotiations or projections for "Schools 2000." Most school
boards are probably working on that now. What's the population going to look like?
How are the schools going to need to gear up for that, to be ready for what's coming
down the pike? There are certain skills and techniques that we have that we can
bring to bear on that. What happens in that endeavor is that you end up working
with other professionals within the community who begin to know you and begin to
recognize the skills you have. And if you're looking to move into their arena, then
that's a good way to build some nontraditional networking. You've built a good
network with actuaries; this is a good way to build a nontraditional network,

Education is also critical. If you see something out there that you think may be of
interest to you, go get some education - possibly some formalized education where
you can - because that will communicate your interest to other people. Several years
ago I realized that I wanted to work more with the marketing aspects of the com-
pany. Of course, the response I typically got there was, "Well, that's fine, but you're
an actuary and actuaries just cause us problems. They don't help us." So I went out
and I got my designation as a CLU and a chartered financial consultant (CHFC).
Several things came out of that. One was the education that I got, because I wanted
to find out what the salespeople knew, what kinds of things they had to study, so
that would help me communicate better with them. It also gave me the opportunity
to show them that I was interested, and that I had some information about their field.

The second thing is something I'm very glad I did. About a year-and-a-haft ago I
decided I reallywanted to learn more about the property/casualtybusiness,so I
started taking the charteredproperty and casualty underwriter (CPCU) exams. I'm
one short of completingthose, and consideringwhat my current positionis, I think it
was good that I did that. There was a lot more education than on the CLU exams,
because I was enteringareas where I had no experienceor formal training. So that
really did synthesizeand give me some more informationalong those lines.

One of the biggesttasks, I think, that we will face in the future is, again, trying to
convincepeople who are not in insurancerolesthat there is a place for actuaries in
their areas, on their turf, and that we have something to contribute. I think the work
of the Actuary of the Future Section can help supportthat. The pathfindersthat Walt
Ruglandmentioned would be a good way to support that. Things that we can take,
tools that we can build,and informationand experiencesthat we can exchangewith
one another will help and expandthat effort.
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MR. JEFFREY S. PACIERO" In the process of crossing the line, sort of have one foot
in one area and one foot in another. I agree with Mr. Cutlip that no one's going to
hand you the opportunity. You have to go out there and ask for it or volunteer for it.
I have a question for Mr. DiDio. I'm wondering how important you thought your
statistics degree was or how important being an actuary was in obtaining your job at
U.S. Trust?

MR. DIDIO: Getting a master's degree is important, not so much for what you learn
but for having gone through the process. It's sort of a stamp of approval on how
you spent a few years. I enjoyed going to graduate school; I took finance classes in
the statistics program. It's not a part of the statistics requirements; I just elected
them. I took options theory with Mark Rubinstein, a well-known person in that field.
Fortunately, I was able to take the classes I wanted, and I had a lot of flexibility there.
With respect to my being an Associate, I stumbled upon this asset/liability managing
responsibility because I had actuarial talents. Someone recognized it and decided to
design a project for that.

Being an Associate may not be valuable to someone who doesn't know what an
Associate is. So I had my little speech prepared in interviews to explain what it was,
what it involved, and the topics that the examinations cover. I think it's a good
validation to have spent three years productively at John Hancock and have a
professional designation. But then I try to make it relevant and alive. I don't think it's
necessary for everyone to go back to graduate school to undertake nontraditional
activities, but it is necessary to do things outside traditional roles, to point to them
when you're in an interview. It suggests that you've taken initiative and that you are
genuinely interested in this field.

MR. DANIEL H. KAUSH: In 1953 I was a CLU, so I came from the other side back
into actuarial. I had been an actuarial clerk prior to World War II. Every once in a
while somebody says to me, "What does an actuary do?" I say we're mathematical
engineers. We apply mathematical principles to problems. Probability analysis is one
of our techniques. During World War II we used probability analysis in intelligence.
it's being used in various disciplines. The actuary is a problem solver who has a
discipline of putting the facts together and coming up with solutions. I just wish I
was younger, because I'd like to get into a lot of these other fields. Investments
don't intrigue me, but there are so many other problems, so many other things that
are happening in the world, in communications, in relationships between countries, in
the European Community, with our health care problem. There are so many places
where I feel actuaries can add to this. I keep trying, talking and writing to people.
Eventually I'm going to find something that I like and can work on. It's wonderful to
see that the mathematical engineer, the problem solver, can go anywhere and do
other things.

MR. SHAPIRO: Let's not restrict our view of nontraditional to new employers.
Whatever It is we do specially in life insurance, for example, has made us for a long
period of time the preeminent people in the life insurance companies. That has not
worked as well in the last five years. The packaging isn't good enough, largely
because it is too narrow. So now we need to expand some of the context within
which we put our unique skills. Repackaged, even in our current businesses, ff we
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develop and emphasize these communication, decision-making,and risk-takingskills,
we would be preeminent as we were inthe past. If we did these thingswithin our
insurancecompanies, for example, there are other roles,such as inthe marketing,
strategy, and other areas, that we would then naturally flow into. Maybe that would
providea naturalexit out into some of the other arenas. So we must not forget that
we can do a betterjob in our traditionalenvironments and in doing so expand our
opportunitiesthere.

The other point that I want to make is that the secret for each of us isn't in our
Society of Actuariesmembership, or our employer, or any other window dressing. It
really comes down to what we want to be, what we think we can individuallydo
better than anybody else, and where the market will appreciatewhat we have to
offer in that context. The Society of Actuaries is a bureaucracyjust likethe life
insurancecompaniesare. It's not going to move fast enoughto push you. It'll do
whatever it can to enable you, but in the end, it's really you who must take the
initiative. Then the Society will do the best it can to support you. It's never going to
move ahead of you.
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