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TESTS OF A BUSINESS LIFE INSURANCE
PROPOSAL

by Ellis D. Flinn

In this era of high interest rates, busi-
ness life insurance funded by individual
level-premium life policies has become
popular, even to the point of undertak-
ing to compete with group insurance
plans.

It is easy and tempting to do what
amounts to conjuring with facts and fig-
urcs so as to show what good value these
individual policy plans offer. But a pro-
sosal that fails to take all relevant points

curately into account may end up by
conveying the false impression that the
insurance doesn’t cost anything.

We are seeing ordinary life insurance
recommended for funding all sorts of
benefit programs. It flls the role of
chicken soup; it seems to be the answer,
regardless of the question.

Uses of Business Life Insurance
Frequenily Encountered

Industrial firms often feel that in these
days of high taxes and high cost of liv-
ing, they want to do more to help their
key executives mcet their financial ob-
ligations. Amid substantial competition
for good executives, companies are try-
ing to find an edge over their competi-
tors. Hence companies have turned to
the use of ordinary life insurance, one
of whose merits is that it can be used in
selected situations, stcering clear of the
restrictions placed on group insurance
and on tax-qualified benefits.

Companies purchase ordinary life in-
surance on their executives to supple-
ent existing life, disability and retire-
‘:ent programs and to help solve estate
tax problems. The cost of these supple-
mental benefits can be kept low by pro-
viding them 1o only a select number of,
rather than to all, employees. Amounts

(Continued on page 6)

SPREADING WORD ON
CAREER OPPORTUNITIES

by Linda M. Delgad:llo,

Communications Manager

Some readers may not know of the em-
ployment listing service the Society op-
erates for its members. For a $5 fee,
a member can subscribe to an Employ-
ment Career Bulletin that lists current
actuarial opportunities. The subscription
list is confidential; only the Society of-
{ice has access to it. A subscription runs
for six months and is renewable each
January and July.

The service works Lthus: Companies
that have job openings for actuaries list
these positions in the Bulletin through
the Society office. To do so, a company
sends us a Position Listing Form for
cach opening. This form gives the em-
ployer’s name and address; who is to
receive enquiries about the position; a
job description; to whom the employee
would report; education and experience
requirements; and salary range. A $75
fee is charged for each job description
we accept.

Whenever a new job listing arrives,
we send the Career Bulletin to all sub-
scribers. It is then up to the subscriber,
if interested, to write, phone or visit the
employer.

Employers may like to know that for
$75 they reach up to 200 actuaries who
are interested enough to have paid their
fee within the last six months. And sub-
scribers are likcly to receive about one
listing a month for their $5. We believe
that if more employers and actuaries can
know about this service, such as through
this article, both those circulations will
grow. If you want to subscribe, send the
$5 fee along with your name, your ad-
dress (which may differ from that used
for Society mailings), and date you wish
the service to start to: Society of Actu-
aries, Box 91901, Chicago, IL 60693. ]

HEALTH MAINTENANCE
ORGANIZATIONS

by John G. Turner and
Michael J. Peninger

John K. Kittredge’s review of HMO's
and the Politics of Health System Re-
form (May issue) comments that readers
will “have to turn to other sources” to
learn about Health Maintenance Organi-
zations (HMO’s). This article under-
takes to describe, in a limited way,
HMO’s and the progress they are mak-
ing.

The concept of prepaid medical care
in the U.S.A. is not new. Several groups,
notably the Kaiser-Permanente plans in
California have been operating for many
years. For the most part, though, the
HMO movement is still in its first de-
cade.

What Is An HMO?

HMOQ’s are organized delivery systems
of comprehensive health care services
(hospital and outpatient) to a volun-
tarily enrolled population in return for
a fixed prepayment from each member.
Traditional health insurance by contrast
1eimburses for a portion of expenses of
treating sickness or injury as the policy
specifies.

Because HMO’s are at risk for ser-
vices provided, they must emphasize effi-
cient management and tight controls on
use of services. Also they encourage
minor treatments, traditionally given in
the hospital, to be performed on a less
expensive outpatient basis.

A typical subscription rate might be
$35 to $45 per month for single cover-
age and $95 to $125 monthly for family
coverage, a substantial portion of this
being paid by the employer as for con-
ventional health insurance. Individual
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