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Wrap-up insurance programs are becoming more common, both for com-
mercial projects and residential projects. Many contractors today reluc-
tantly participate in one or more owner controlled (OCIP) or contractor
controlled (CCIP) insurance programs (wrap-ups). This workshop is
geared toward both participants of wrap-ups wanting a better under-
standing of how these programs operate and contractors wanting to learn
how to implement a wrap-up program of their own. This workshop will
provide attendees with a more in-depth understanding of how a wrap-up
is put together and provide an intermediate-level overview of the steps
necessary to implement a successful wrap-up program.
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Kathleen A. Creedon
Owner
Wrap Strategies

Ms. Creedon is a copresenter for Monday’s Preconference Workshop 4, “Anatomy of a Successful Wrap-
Up.” She has worked in the insurance industry for 30 years and has been involved in construction-relat-
ed insurance since 1987. She started an independent consulting firm, Wrap Strategies, in August 2001
to provide wrap-up expertise and training for its clients.

Prior to Wrap Strategies, she spent 4 years with Aon Risk Services and worked exclusively on wrap-up
programs. While at Aon she managed a $450 million wrap-up program from an on-site construction
trailer and gained valuable insight into the construction process and the multitude of personalities in-
volved with a large-scale project. After the on-site project, she set up and/or managed over 30 addi-
tional wrap-up projects of varying size, scope, and complexity.

Prior to Aon, Ms. Creedon managed a California branch office for a regional insurance broker based in
New York. For those 6 years she was the account executive for a large national residential and tunneling
contractor headquartered in California. During this period, she was very involved in assisting her clients
with the prevention and defense of construction defect claims.

Christopher Smith
National CCIP Technical Director
Turner Construction Company

Mr. Smith is a copresenter for Monday’s Preconference Workshop 4, “Anatomy of a Successful Wrap-
Up.” He is national CCIP technical director for Turner Construction Company in Woodcliff Lake, New Jer-
sey. He has worked in insurance for 14 years and exclusively in underwriting and risk management of
construction and wrap-up accounts for the last 11. Over the past 3 years at Turner Construction he has
held positions as insurance manager and national CCIP technical director, where he has combined his
underwriting skills acquired during his tenure at Liberty Mutual with those of risk management while
working for Turner Construction. As the national CCIP technical director he has seen Turner Construc-
tion’s rolling CCIP program grow to be one of the largest programs in the country. In this position he is
also responsible for business unit support in reviewing all owner controlled insurance programs and as-
sists in facilitating project-specific placements. As a portfolio and account underwriter with Liberty Mu-
tual he underwrote some of the largest construction accounts in the country. In addition to his work
with CCIPs, some with construction volumes in excess of $250 million, he was also instrumental in
helping to put together cohesive rolling wrap-up programs for several Fortune 500 companies. His ex-
perience includes extensive knowledge of all types of risk management programs including risk financ-
ing, insurance coverage, CCIP administration, claim management, and contractor operations.
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ANATOMY OF A SUCCESSFUL WRAP-UP

Kathleen A. Creedon
Wrap Strategies

Christopher Smith
Turner Construction Company

I. What Is the Definition of Success?
A. Matter of perspective
1. Owners (OCIP)
a. Commercial/Residential
b. Single Site/Rolling
2. Contractors (CCIP)
a. Commercial/Residential
b. Single Site/Rolling
3. Subcontractors (OCIP/CCIP)
4. Brokers (OCIP/CCIP)
5. Administrators (OCIP/CCIP)
6. Insurance companies (OCIP/CCIP)
7. Potential conflicting agendas
8. Common participant objections
B. Common success factors
1. Lowest possible cost
2. Coverage or improved coverage

3. Enhanced public relations

C. Identify program objectives
1. Start with success factors and build from there

a. Address participant objections?



Definition of a Successful Wrap-Up

What is the definition of a successful Wrap-Up? (From Survey Results-Some items bolded for emphasis, slightly changed
for grammar or changed to protect identity)

One in which savings are realized through insurance consolidation and low less ratios due to successful wrap-up risk control
programs.

One in which the best interests of all project participants as a collective whole have been addressed, whether or not all fully
understand how.

A successful project is one where (1) coverage is available at limits higher than normally received by certificates of insurance,
(2) site safety is the rule and not the exception, and (3) the insurance cost comes in significantly less than the cost of insurance
provided by contractors. A wrap-up where proper coverage was in place, the coverage was able to respond to delays and
overruns and allowed for expeditious settlement & project continuance.

When all parties involved have exceeded the sponsor’s expectations.

Excellent communication and service from ALL parties.

A successful wrap-up is one in which the administration is transparent to the sponsor, and the end results present
quantifiable and material cost savings.

Comprehensive coverage for all, commitment to loss prevention, aggressive claims management, reduced cost of risk.

The key to a successful wrap-up is communication between all parties where every participant feels they have benefited with
the least amount of disruption to the project.

The tree falls and no one hears it.

A successful wrap is one where all stakeholders are satisfied with the objectives that were accomplished.

One with no major injuries.

Superior controls and protection benefit all parties involved.

A program that allows sponsors to take advantage of the benefits of wrap-up policies without the headache of running an
insurance program on their own.

A program which is stable and remains in force for the duration of the project.

A successful wrap-up is a program customized to meet the specific needs of the sponsor while providing education and
excellent client services.

A successful wrap-up is one which addresses the risk of all participating parties. It is a collaborative effort in which the risks
of the Owner, General Contractor, Construction Manager, Design Team and every tier of subcontractor are viewed equally
and fairly...Costs are not the ultimate driver. Careful consideration was given. Was not poorly designed or administered.

The definition of a successful wrap-up is one in which all parties including the Sponsor, contractors and insurers are all
winners. This means the program terms and conditions protect the sponsor's assets, the sponsor saves money, all work was
completed

A successful wrap-up is one that was planned and implemented with integrity.

One that runs on schedule with active owner involvement throughout the project. If that happens, safety and claims
management take care of themselves.

A successful wrap-up provides savings through a reduction of construction costs, does not provide a source of contention
between owner and contractors, provides superior insurance coverage through all statutes of limitations and achieves a
higher level of safety by creating an enforcement layer at the sponsor level.

Any wrap-up that meets or exceeds the goals of the sponsor while maintaining integrity with the insured participants, broker
and insurers.

At the start of the project, the sponsor defines what will be successful from allowing DBE contractors to participate to
providing completed operations for the statute to dispute-free claims settlements.

A successful wrap-up is one that delivers at least the minimal expected benefits to the client, claims are minimal and being
resolved in an agreeable manner to all involved and no one is complaining.
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Definition of Success

Matter of Perspective
Owner
Contractor
Broker/ Administrator
Participants
Insurance Companies

5 IRMI November 2005 Refer to Disclaimer

Definition of Success

Matter of Perspective
OCIP/CCIP
Commercial
Residential
Single Project/Site
Rolling

6 IRMI November 2005 Refer to Disclaimer
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Definition of Success

Matter of Perspective
DBE Contractors
Attorneys
Public

IRMI November 2005 Refer to Disclaimer

Common Success Factors

Additional /Improved Coverage
Lowest Possible Cost

Safe Project

Good Communication

Project Completed On Time/On Budget
A Win For All Participants

IRMI November 2005 Refer to Disclaimer
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Common Participant Objections

Reduced Premium Volume in Own
Program

Bid Confusion - Net vs. Gross Bidding
Privacy Issues-Must Disclose Rates/Info
Learning Curve-Dissimilar Operation
Communication Problems

IRMI November 2005 Refer to Disclaimer

Common Participant Objections

10

Too Much Paperwork

Administrative Burden

Loss of Control Over Claim Management
Closeout Disputes

IRMI November 2005 Refer to Disclaimer
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Obstacles to Success

Conflicting Agendas
Lack of Experience
Lack of Preparedness
Faulty Expectations

Focus
Insurance is only 3% - 6% of Job Cost

Lack of Commitment to Safety

IRMI November 2005 Refer to Disclaimer

Implementation Road Map

Define Program Objectives

Broker Selection

Insurance Company Selection
Create/Update Documents

Map Administration Procedures
Ongoing Monitoring & Improvement

IRMI November 2005 Refer to Disclaimer
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Identify Program Objectives

Define Success for Your Program
Turn into Objectives

Address Participant Objections
Address Obstacles to Success

13 IRMI November 2005 Refer to Disclaimer

Identify Implementation Team

Internal Team
Risk Management
Safety & Loss Control/Security
Operations/Project Management
Estimating
Purchasing

Accounting

14 IRMI November 2005 Refer to Disclaimer
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Identify Implementation Team

15

External Team
Broker/ Administrator
Insurance Company
Consultant
Prime Contractor if an OCIP
Attorney
Experienced Peers

IRMI November 2005 Refer to Disclaimer

Broker/Administrator
Selection Process

16

Broker/ Administrator Qualifications
Experience
Adequate Staff
Local Presence
Understands Local Subcontractor Market
Understands Program Objectives

Knowledgeable of Construction and Wrap-Up
Timelines

Extensive RMIS Capabilities

IRMI November 2005 Refer to Disclaimer
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Broker/Administrator
Selection Process

RFP Process

Pre-Qualification of Responders
= Obtain Referrals
m Meet in Person First

17 IRMI November 2005 Refer to Disclaimer

Broker/Administrator
Selection Process

RFP for Conceptual Proposal
Requirements
Relevant Experience Detail
Experience of Proposed Team-Set Parameters
Location of Proposed Team
Program Design/Marketing Approach

18 IRMI November 2005 Refer to Disclaimer
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Broker/Administrator
Selection Process

19

RFP for Conceptual Proposal
Requirements
Implementation Plan/Timeline
Recommended Credit Tracking Methodology
Request Program Document Examples
Feasibility Analysis-Set Specific Parameters

Specify Request for Premium Allocation
Services

IRMI November 2005 Refer to Disclaimer

Broker/Administrator
Selection Process

20

RFP for Conceptual Proposal
Requirements

Stipulate No Market Contact/Length of
Document

Request RMIS System Detail

Stipulate Amount/Type of Safety Service
Desired

Request Service Agreement Draft
Request Challenges & Solutions

IRMI November 2005 Refer to Disclaimer
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Broker/Administrator
Selection Process

RFP Process

Receive Written Proposals
m Check References

Identify Short List, if Applicable
Dog & Pony Show

= Set Time & Content Parameters

= Prepare Advance Questions

= Request All Team Members Attend
m Request RMIS Demo

21 IRMI November 2005 Refer to Disclaimer

Broker/Administrator
Selection Considerations

Long-Term Relationship
Fit
Trust
Big Fish/Little Fish
Depth of Operation
Cost

22 IRMI November 2005 Refer to Disclaimer

21




Broker Compensation

23

Fees in Lieu of Commission
Flat Fee
Annual Fee

Fee on Payroll or Contract Value
Fee at Risk

IRMI November 2005 Refer to Disclaimer

Administrator-RMIS Systems

24

Type of System
Ownership of Information
Online Capabilities
Dedicated Web site

Access to Information

IRMI November 2005 Refer to Disclaimer
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Engage Broker/Administrator

Utilize Written Service Agreement

Identify Service Team
= Request Identification of Backup Team
= Approval of Team Member Substitutions

Include Performance Measures
Include Termination Provisions
Address Payment of Fee

Own Files

25 IRMI November 2005 Refer to Disclaimer

Feasibility Analysis/
Program Cost

Savings Focus

Savings Formula

What the Contractors Would Have Included
in their Bids

minus

What the Sponsor Pays For The Program
equals

Program Savings

26 IRMI November 2005 Refer to Disclaimer
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Feasibility Analysis/
Program Cost

What the Contractors Would Have
Included in their Bids

Realistic Payroll Projection

Realistic Credit Projection
» Correct Classifications Applied
= Adequate Premium Discounts Applied
= Umbrella Premium Recovery
m Profit & Overhead Assumptions

27 IRMI November 2005 Refer to Disclaimer

Feasibility Analysis/
Program Cost

Program Costs
Fixed Costs including Assessments
Sponsor Administrative Costs
Loss Costs
Loss Handling Costs
Program Maximum Cost

28 IRMI November 2005 Refer to Disclaimer
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Feasibility Analysis/
Program Cost

Program Costs
Enhanced Loss Control/Drug Testing
Safety Incentive Plans
Other-LOC, Escrow, Medical Trailers, etc.

Hidden/Undisclosed Costs
m GC/CM General Condition Increase

29 IRMI November 2005 Refer to Disclaimer

Feasibility Analysis/
Program Cost

Program Costs (CCIP)

Reimbursement Issues
» Bill Maximum
= Bill Fixed Rates
m Utilize Credits
» Reduction of GMP

30 IRMI November 2005 Refer to Disclaimer
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Program Implementation

Dual Track-Simultaneous Activity
Program Design/Coverage Procurement
= Marketing/Submission Development
Development of Administration Program

= Contractual Document & Systems Development

31 IRMI November 2005 Refer to Disclaimer

Program Implementation

Meet with Internal Team &
Broker/ Administrator Team to Convey or
Reinforce Program Objectives

Assign Personnel, Tasks And Timelines
for Program Design, Marketing &
Administrative Items

Assign Point Person to Monitor Task
Completion

32 IRMI November 2005 Refer to Disclaimer
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Safety/Loss Control Approach

Assign Safety Team Responsibilities-Include as
Applicable:

Sponsor or Their Representative

Prime Contractor (s)

Broker/ Administrator

Develop Safety Program & Manual

Institute Monitoring, Feedback & Improvement
Systems

Consider Common Success Factors

33 IRMI November 2005 Refer to Disclaimer

Safety-Common Success Factors

Subcontractor Prequalification
Full-Time Safety Person
Orientation for Everyone
Drug Testing

34 IRMI November 2005 Refer to Disclaimer
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Safety-Common Success Factors

35

6-Foot Fall Protection

100% Personal Protective Equipment
Pre-Planning Meetings Held
Catastrophe/ Crisis Management Plan

IRMI November 2005 Refer to Disclaimer

Safety-Common Success Factors

36

Safety Program is First in Bid Documents
Safety is Included at Every Meeting

Ongoing Site Safety Evaluations and
Trends

Identification and Monitoring of Key
Trades

IRMI November 2005 Refer to Disclaimer
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Claim Handling Best Practices

Aggressive Claims Handling
Dedicated & Experienced Claims Team
24-Hour Reporting of Claims
Quarterly Claim Reviews at Minimum

Use of Pre-Selected Medical Facilities, if
Appropriate

37 IRMI November 2005 Refer to Disclaimer

Claim Handling Best Practices

Clear and Concise Reporting Procedures
to Include:

Designated Claim Forms
Applicable Contacts

1-800 or Online Reporting

Easy Access to Loss Information

Loss Runs
Detailed Claim Information

38 IRMI November 2005 Refer to Disclaimer
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Claim Handling Best Practices

Crisis Management Program
Detailed and Reviewed
Dry Runs

Litigation Management
Identification of Legal Counsel

Penalties for Non-Compliance

39 IRMI November 2005 Refer to Disclaimer

Claim Handling Best Practices

True Return to Work Program
Job Descriptions

Detailed Written Program & Directions for
Contractors and Insurance Company

40 IRMI November 2005 Refer to Disclaimer
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Program Design/Coverage

Determine Coverage Requirements
Workers” Compensation
General Liability
Completed Operations Extension
» Contractor Community Considerations
Umbrella/Excess Limit
» Contractor Community Considerations

41 IRMI November 2005 Refer to Disclaimer

Program Design/Coverage

Determine Coverage Requirements
Pollution/Mold
Subsidence
Professional
Program/Plan Type

42 IRMI November 2005 Refer to Disclaimer

31



Completed Ops Considerations

Statute of Repose for State (s)
Legal Environment
Insurance Co. Claim Treatment

43 IRMI November 2005 Refer to Disclaimer

Underwriters Perspective

Attention & Commitment to Program-
Especially Safety

Reputation of GC/CM (s)
Local Environment
Ability of Administrator

44 IRMI November 2005 Refer to Disclaimer
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Submission to Market

Start With Success Factors/Program
Objectives-Create Executive Summary
Meet With Internal Team &

Broker/ Administrator To Ensure Unified
Commitment to Program Goals &
Approach-Especially Safety

First - Know Your Story

45 IRMI November 2005 Refer to Disclaimer

Submission to Market

Prepare Comprehensive Submission
Background of Firm
Goals For Project/Program

Full Description of Project (s) Including
Preliminary Budget (s)

46 IRMI November 2005 Refer to Disclaimer
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Submission to Market

Prepare Comprehensive Submission
Written Safety Plan Or Comprehensive
Outline

= Include Safety Incentive Plan Details

u Drug Testing Program Details
Contractor Detail (s)

= Background

= Loss History

47 IRMI November 2005

Refer to Disclaimer

Submission to Market

Prepare Comprehensive Submission
Subcontractor Prequalification Details
Quality Control Procedures
Financial Information/Statement
Sample Contract Documents
Organizational Chart

48 IRMI November 2005

Refer to Disclaimer
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Submission to Market

Engage Insurance Company

Arrange for Interviews With:
Internal Team
Contractor Team (s)

Arrange for Site Visit (s)

Then Tell Your Story (Consistently!)

49 IRMI November 2005 Refer to Disclaimer

Selection of Market

Beauty Contest/Dog & Pony Show
Ascertain Audit Process
Meet Proposed Safety/Loss Control
Representative (s)

Obtain Resume if Necessary

Ask For Sample Loss Control Report Written
By Proposed Representative

50 IRMI November 2005 Refer to Disclaimer

35




Selection of Market

Meet Proposed Claim Representative (s)
Dedicated Claim Rep (s)
Experienced For Jurisdiction
Physical Location
Obtain Resumes If Necessary for Evaluation

51 IRMI November 2005 Refer to Disclaimer

Selection of Market

Consider Long-Term Relationship
Select Market (s)
Conduct Final Negotiations

52 IRMI November 2005 Refer to Disclaimer
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Insurance Co. Agreements

Negotiate All Terms Prior to Binding

Negotiate Claim Service Agreement Prior
to Binding

Document All Terms & Conditions
Sign All Documents As Soon As Possible

53 IRMI November 2005 Refer to Disclaimer

Program Implementation

Dual Track-Simultaneous Activity
Program Design/Coverage Procurement
= Marketing/Submission Development

Development of Administration Program
= Document & Systems Development

54 IRMI November 2005 Refer to Disclaimer
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Choose Credit Tracking
Methodology

Base Bid Treatment
Net Bid (Bid Excludes Insurance)

Net Bid With Add Alternate or Insurance
Cost Identification

Gross Bid (Bid Includes Insurance) With
Deduct Alternate

55

IRMI November 2005

Refer to Disclaimer

Choose Credit Tracking
Methodology

Net Bid

Public Work-Minimize Contested Bids
Hard to Track Program Financial Performance

Must Have Competition

May Reward Contractors with High Insurance Costs

Item Contractor #1 Contractor #2
Base Bid $1,000,001 $1,000,000
Insurance Cost $ 50,000 $ 70,000
Total Base Bid $1,050,001 $1,070,000

56

IRMI November 2005
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Choose Credit Tracking
Methodology

Net Bid
May Allow for More Competitive Bidding
Evaluation of Bricks and Mortar Only
= No Arguing Over Credits

= Large Companies Who Can Afford Large
Deductibles Do Not Get Preference

Least Administratively Burdensome Option

57 IRMI November 2005 Refer to Disclaimer

Choose Credit Tracking
Methodology

Net Bid With Add Alternate or Insurance
Cost Identification

Negotiated Work

Ability to Track Program Performance

Must Have Competition

Accounting Considerations if CCIP

58 IRMI November 2005 Refer to Disclaimer
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Choose Credit Tracking
Methodology

Gross Bid
Negotiated Work
Ability to Track Program Performance
Most Labor Intensive
May not Produce Lowest Bricks and Mortar Bid

Item Contractor #1 Contractor #2
Base Bid $1,000,000 $990,000
Insurance Cost $ 50,000 $ 70,000
Total Base Bid $1,050,000 $1,060,000

59 IRMI November 2005 Refer to Disclaimer

Choose Credit Tracking
Methodology

Gross Bid (Bid Includes Insurance) With
Deduct Alternate

Must Decide Accounting Method
1. Issue Deductive CO For Entire Amount

2. Deduct % Each Progress Payment On Completed
Value Basis

3. Deduct % Each Progress Payment On Reported
Payroll Basis.

60 IRMI November 2005 Refer to Disclaimer
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Contract Documents

Must Replace Traditional Language to
Recognize Wrap-Up
Modify Article 11 or Addendum
Should Address
Credit Tracking Methodology
Mandatory Enrollment & Eligibility
Responsibilities & Requirements

61 IRMI November 2005 Refer to Disclaimer

Wrap-Up Procedure Manual

Intro/ Welcome Letter
Project/Program Directory
Definitions

Eligible & Excluded Parties
Wrap-Up Coverage

Effective Date/Termination Date

Limits/Exclusions

Completed Operations Extension

62 IRMI November 2005 Refer to Disclaimer
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Wrap-Up Procedure Manual

Insurance Required of Enrolled Parties

Credit Tracking Method Details
Base Bid
Change Orders
Closeouts

Payroll Reporting Requirements

63 IRMI November 2005 Refer to Disclaimer

Wrap-Up Procedure Manual

General Provisions/Procedures &
Responsibilities

Enrollment

Safety

Claim Reporting
Required Forms

Instructions

64 IRMI November 2005 Refer to Disclaimer
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Other Wrap-Up Documents

Instructions to Bidders/Invitation to Bid
Documents

Proposal Form

Frequently Asked Questions Handout
Other-Notice of Award Letter, etc.
Claim Handling Information

65 IRMI November 2005 Refer to Disclaimer

Kick-Off the Program

Meet With Internal and External Team to
Review all Documents for Completion,
Accuracy & Consistency

Determine Kick-Off Schedule
One Meeting

Attendance at Pre-Bid Meetings

66 IRMI November 2005 Refer to Disclaimer
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Kick-Off the Program

Institute Operational Controls

Confirm Coordination between Purchasing,
Site Safety and Broker/Administrator

All Parties Should Consistently:

= Communicate Expectations to Participants

= Control Participant Activity on Site
= Ensure Proper Coverage from Participants

67 IRMI November 2005 Refer to Disclaimer

Progress Reports

Should Answer the Following Questions:
Who is Enrolled?
Is the Program Tracking to Expectations?
What Would have Been the Insurance Cost?

What are the Reported Payrolls to Date?
Are they Tracking as Expected?

What is our Claim Activity? Can we
Identify Trends?

68 IRMI November 2005 Refer to Disclaimer
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Progress Reports

69

List of Enrolled Contractors

Financial Performance of Program to Date
Insurance Cost Information Detail
Reported Payroll Detail

Claim Activity to Date/Loss Runs

IRMI November 2005 Refer to Disclaimer

Progress Reports

70

Updates on Open Claims

List of Missing Participant Information or
Documentation

Copies of Latest Safety Reports
Info Segregated by Project, If Applicable

IRMI November 2005 Refer to Disclaimer
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Stewardship/Other Reports

71

In Addition to Progress Report Info:
Summary of OSHA Recordable Incidents

Summary of Major Incidents with
Analysis

Status of Pending Litigation

Loss Experience with Detailed Trend
Analysis

IRMI November 2005 Refer to Disclaimer

Stewardship/Other Reports

72

Recommended Enhancements to Loss Control
Efforts

Wrap-Up Premium Expenditures Allocated as
Necessary

Projected Financial Results

Recommended Enhancements or Changes to
Program

Adherence to Service Agreement/Monitoring
Milestones

IRMI November 2005 Refer to Disclaimer
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Stewardship/Other Reports

Timing
Semi-annual
Annual

At Certain Milestones
= 50% & 100% Trade Buyout
u 25%,50%, 75% Completed Construction

73 IRMI November 2005 Refer to Disclaimer

Monitor Safety Program

Scheduled Meetings with Safety Team

Ongoing Trend Analysis and Program
Improvement

Coordination with Operations and Claims
Personnel

74 IRMI November 2005 Refer to Disclaimer
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Monitor Claims Program

Quarterly Reviews

Establish Claim Measurements
Identify Key Trades to Review
Analyze Reports and Trends

Run Crisis Management Scenarios

75 IRMI November 2005

Refer to Disclaimer

Closeout

Auditing Process

Contract Adjustments

Unit Stat Reporting

Ongoing Claims Management

76 IRMI November 2005

Refer to Disclaimer
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Post Construction

Project/Program Review
Compare Actual Results to Predictions

Perform Cost Analysis by Participating
Contractor

Consider Performance of Internal & External
Team

Consider Areas For Improvement

77 IRMI November 2005 Refer to Disclaimer

Begin With the End in Mind

1. Define Success for Your Program
Q Proactively Learn about Wrap-Ups
Q Thoughtfully Identify Your Program Goals

Q Thoroughly Investigate Feasibility of Program
in Accordance with Goals

2. Get Consensus From Internal & External
Team Members

O Carefully Select All Service Provider Partners

Bonus k

IRMI November 2005
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Begin With the End in Mind

3. Design a Plan to Achieve Successful
Outcome

O Incorporate as many Best Practices as
Possible

4. Execute Plan

Q Continually Monitor & Maintain
Involvement

Bonus
IRMI November 2005

Best Practice Recap

Proactively Establish Safety & Claim
Management Program to Incorporate as
Many Best Practices as Possible

Identity Credit Tracking Methodology
Early in Process

Bonus
IRMI November 2005
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Best Practice Recap

Be Sure All Wrap-Up Documents are
Concise & Consistent

Be Sure to Address Participant Objections
& Obstacles to Success

Monitor & Continue to Improve the
Processes

Bonus
IRMI November 2005

In Conclusion

Dynamic Nature
Allow for Creativity
Allows for Opinions
Truth Test Everything

Partner with Those who Share Ideas &
Goals

Wrap-Up Service Provider List

Bonus

IRMI November 2005
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Anatomy of A Successful Wrap-Up
Disclaimer, etc.

Each wrap-up project is unique with differing jurisdictions, project specifics, sponsor risk
tolerance and program participants. The information provided by this presentation is to be
used as a reference only. This presentation may contain samples of documents or
information that may be used for a wrap-up. In consideration of the above, it shall be
understood by the recipient that the author(s) and/or publisher(s) of this information are
not providing any legal or accounting advice and are not responsible or liable for any
damages due to any reliance of the information contained in this presentation.
Additionally, this presentation is a tool to be used to stimulate discussion with your broker
or customers. This presentation does not identify or intend to identify all possible coverage
gaps and problems that may be encountered as a result of participation in a wrap-up
program.

The use and reproduction of this material is permitted for educational and organizational
development purposes provided the authors of the information are so acknowledged. This
material however may not be sold, reproduced for publication in any other form or used in
the provision of business services to a third party without the express written consent of the
authors.

78 IRMI November 2005 Refer to Disclaimer
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Anatomy of a Successtul
Wrap-Up

Co-Presented By:

Kathi Creedon  Chris Smith
Wrap Strategies  Turner Construction
508/947-2247  201/722-3805
kcreedon@wrapstrategies.com  ctsmith@tcco.com

Service Provider Help List

Perhaps like us, you've tried to search for wrap-up administrators
or service providers on the internet and have not been successful.
Since there are many categories and possible search combinations,
OCIP, CCIP, Wrap-Up, Administration, Administrator, Software,
RMIS, etc., it can be difficult to find quick access to a comprehensive
list of service providers. This list was compiled by using a widely
distributed survey and each entity filled out a specific form so that
the services could be listed in a consistent and fair manner. The
firms are listed in alphabetical order by area of specialty. There are
additional firms who provide excellent wrap-up services who are
not included on this list. Be sure to also ask your peers and
associates to recommend firms who may provide the desired
service. Hopefully this list will provide a good starting point as you
begin to investigate and navigate through the exciting world of
wrap-ups.
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Wrap-Up Service Provider Contact Information

Firm Name Service Area DBE Contact Name Phone Ext Email Website
Acacia Technology & USA Buddy Hogan (818) 349-8910 augusthogan@yahoo.|www.acaciataech.
Management, Inc. com net
Academic Risk Resources & USA Bonney Hebert  [(617) 732-1516 bhebert@arr-ins.com [www.arr-ins.com
Insurance, LLC
ACE USA USA Fred Lapointe (972) 465-7854 fred.lapointe@ace- |www.ace-ina.com
ina.com
AIG Construction USA David Schwartz |(212) 458-2584 david.schwartz@aig.c
om
Aon Risk Service, Inc. Worldwide Michael J. (408) 535-2814 mike_heffernan@ars. [www.aon.com
Construction Services Group and USA Heffernan aon.com
Arthur J. Gallagher & Co. USA Peggy Patterson  [(602) 284-5938 Peggy Patterson@aj |www.ajg.com
g.com
Brian Cooper (415) 288-1620 brian_cooper@ajg.co
m
Austin & Stanovich Risk USA w/ William K. Austin [(508) 476-3347 (201 |wkaustin@austinstan (www.austinstanov
Managers, Inc. Northeast ovich.com ich.com
concentration
Beecher Carlson 15 offices in Richard DeVito  [(617) 532-9404 rdevito@beechercarls [www.beechercarls
US, 1in on.com on.com
Bermuda
Behnke & Company, Inc. USA John Lower (217) 233-3326 jlower@behnkeins.co |[www.behnkeins.co
m m
Cary Peters (217) 233-3319 cpeters@behnkeins.c
om
Blease & Zuccaro, LLP Central and Jeffrey R. Blease, |(800) 800-9568 Jblease@bzllp.com [www.bzllp.com
Western U.S. Esq.
C & H Consulting Group, Inc.  |[USA Kathryn Horne  [(619) 933-4568 khorne@bendbroadb
and.com
Complete Safety Services USA Tim Kuykendall [(214) 908-1358 csstimk@aol.com WWW.CSS-
safety.com
Consolidated Risk Solutions, USA, HI & AK Jim Dunn (678) 758-0235 jdunn@c-r- WWW.C-T-
LLC solutions.com solutions.com
Construction Insurance Partners |USA John J. Campbell, |(314) 544-9754 johnc@cip-stl.com  [www.cip-stl.com
ARM
DBH Resources, Inc. Nationwide Paul Bryan (310) 398-5697 |200 |pbryan@dbhresource |http:/ /www.dbhr
w/ofcs in CA, s.com esources.com
CO, FL, NY &
WA
Development Solutions & Nationwide Dorna Brown (818) 591-0330 [114 |dbrown@dev-sol- www.dev-sol-
Services, Inc. serv.com serv.com
Hardhat Software USA Phillip E. Warlick |(678) 947-4347 Sales@HardhatSoftw [www.HardhatSoft
are.com ware.com
IMA Financial Group, Inc. USA Conrad Pobuda  [(303) 615-7516 conradc.pobuda@imalwww.imacorp.com
corp.com
John Burnam Insurance Services [Western USA Frank Spernak (619) 525-2845 FSpernak@Johnburn |www .johnburnam.
ham.com com
Kevin F. Donoghue & Associates |USA Liam K. (617) 482-7015 Ldonoghue@kfda.co [www.kfda.com
Donoghue m
Liberty Mutual NY and New Steven Jones (203) 294-1505 |239 |stevenlL.jones@liberty|www libertymutua
England mutual.com l.com
Lockton Companies Nationwide Colleen Aegerter |(816) 960-9980 caegerter@lockton.co|www.lockton.com
m
Marsh USA Inc. USA Teresa Kavan (515) 365-1316 info@marsh.com www.Marsh.com
McGriff Seibels & Williams, Inc. [USA Edward (205) 581-9258 ecop@mcgriff.com  [www.mcgriff.com
Copeland, CPCU
Open Doors Technology USA Segreen Ingersoll [(973) 846-0078 segreen@opendoorst |[www.opendoorstc.
Consultants LLC ¢.com com
Partners Specialty Insurance USA Mark Jarboe, (310) 586-4712 mjarboe@psgins.com [www.psgins.com
Services, LLC CPCU, ARM

54




Wrap-Up Service Provider Contact Information

Firm Name Service Area DBE Contact Name Phone Ext Email Website
PricewaterhouseCoopers LLP  [USA Edward M. (617) 530-7605 edward.m.taylor@us. (www.pwc.com
Taylor, CRM, pwc.com
CRIS
Risk Management Services USA Eileen M Clinton [(315) 474-3374 |215 |eclinton@youngagen |www.youngagenc
cy.com y.com
Risk Strategies Company USA Mike Christian (617) 330-5700 mchristian@risk- www.risk-
strategies.com strategies.com
Rachel Hilton (617) 330-5700 rhilton@risk-
strategies.com
RJ Marshburn Associates USA Robert J. (800) 576-6667 Bob@CertifiedRiskMalwww.CertifiedRis
Marshburn nagers.com kManagers.com
Ron Rakich & Associates, Inc. USA x |Ron Rakich (949) 292-5202 ron@ronrakish.com [www.ronrakich.co
m
Saxe Doernberger & Vita, P.C.  |USA Tracy Saxe (203) 287-8890 tas@sdvlaw.com www.tas@sdvlaw.
com
Smith Brothers Insurance, Inc.  [USA Linda (800) 426-6946 |237 |lbaronowskus@smitty
Baronowskus, -com
CPCU, CRM
Tanenbaum Harber Co, Inc. NY, Florida & | x |Richard A. Foran [(212) 603-0158 foranr@tanhar.com |www.tanhar.com
California -
Other areas
w/ partner
USI Insurance Services USA Tim J. Rabbitt (949) 790-9267 tim.rabbitt@usi.biz  |www.USLbiz
Warren G. Bender Co. Northern Stephen Bender  [(916) 978-8558 sbender@wgbender.clwww.wgbender.co
California om m
Willis USA Chet Mitrani (972) 715-6230 chet.mitrani@willis.co |[www.willis.com
m
Woodruff-Sawyer Oregon Oregon, Gary McCann (503) 416-7184 gmccann@woodruff- |www.woodruff-
Washington sawyer.com sawyer.com
Wrap Strategies USA x |Kathi Creedon (508) 947-2247 kcreedon@wrapstrate|www.wrapstrategi
gies.com es.com
WRISC, Inc. USA Donald A. (800) 449-7472 don@wrapupservices [www.wrapupservi
Waddell -com ces.com
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Wrap-Up Administration Services

COM=Commercial, RES=Residential, FEA=Feasibilities, RFP=Compose RFP Answers
INH=Provides in house admin, OSA=Provides on-site admin, TRA=Provides training

TFrman NG WAS [ COM [ RES[FEA[REP[ INH | OSA [ TRA [Comments

Acacia Technology & X x| X x X  x

Management, Inc.

Academic Risk Resources & X x| x| x| x| x| x|Specializes in rolling wrap-ups for colleges and

Insurance, LLC universities and purchasing groups.

AIG Construction X  x x| X

Aon Risk Service, Inc. X x| x| x| x X X X

Construction Services

Group

Arthur J. Gallagher & Co. X x X x x] x x| xWehave teams of full-time, professional
administrators and a web based administration
system.

Austin & Stanovich Risk X X x| X x| General risk management and insurance advisory

Managers, Inc. services

Beecher Carlson X x{ X X X X x x

Behnke & Company, Inc. X x| x| Offer expertise in facilities/ operational / maintenance
wrap-ups.

Complete Safety Services x| x| X

Consolidated Risk X xf x| x x x x x]CR solutions offers all of our administrative services

Solutions, LLC on an unbundled basis, allowing our customers to
fulfill some of the administrative functions themselves
if they are capable.

Construction Insurance X x| x| x-ox % x| x/Wejoint venture with agents and consultants or work

Partners direct as needed. We also administer General
Liability only programs.

DBH Resources, Inc. X x{ X X x x x| DBH Resources,Inc., is the largest independent,
nationwide service provider of Wrap-Up
administration and consulting on residential and
mixed use commercial projects.

Development Solutions & X x{ X X x x X

Services, Inc.

Hardhat Software X x| x x| x X

IMA Financial Group, Inc. X x| x| x X X

John Burnam Insurance X[ x x| x|  x|Staff has over 30 years experience in Construction and

Services OCIP / CCIP. Current construction value where
providing OCIP related services is over $1 billion.

Lockton Companies X x x x x x x

Marsh USA Inc. X[ x X x|Full service broker.

McGiriff Seibels & Williams, X x x x x| x xMSW has designed its CIP practice to provide a wide

Inc. variety of services dedicated to collecting and
providing information electronically. We provide a
dedicated web site for each project that allows
contractors to retrieve ins info about the project, enroll
& submit reports. Benchmarking due to wide variety
of projects & jurisdictions. Custom reports are
available, Secure website

PricewaterhouseCoopers We assist client in arranging administration and we

LLP provide oversite.

Risk Strategies Company x x x x

RJ Marshburn Associates X x| x| X X
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Wrap-Up Administration Services

COM=Commercial, RES=Residential, FEA=Feasibilities, RFP=Compose RFP Answers
INH=Provides in house admin, OSA=Provides on-site admin, TRA=Provides training

Firm Name WAS [ COM | RES [ FEA | RFP| INH | OSA [ TRA [Comments
Ron Rakich & Associates, X Xl x x| x X X

Inc.

Smith Brothers Insurance, X x| x| x| x X X X

Inc.

Tanenbaum Harber Co, Inc. X Xl x x| x X X X

USI Insurance Services X| x| x| x| x X X|

Warren G. Bender Co. X x| x X x| X

Willis X| x| x x| X X x
Woodruff-Sawyer Oregon X| x| x] x X  x X

WRISC, Inc. X x X x x| x| xWe work only for the wrap-up sponsor and in that

capacity we create the RFP.questions but not the
answers.
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Wrap-Up Loss Control Services

COM=Commercial, RES=Residential, IH=Employ in house reps

OS=Subcontract to outside vendors

Firm Name COM| RES | IH | OS |Comments

Acacia Technology & Management, X | X X

Inc.

Academic Risk Resources & X X Assists in the development of site specific construction on campus safety

Insurance, LLC guidelines.

ACE USA X | X |Services provided by the wholly owned subsidiary, ESIS

AIG Construction X [ X[ X

Aon Risk Service, Inc. Construction X X X | X

Services Group

Arthur J. Gallagher & Co. X | X | X | X |Depending on the scope of the project and services required we may
subcontract loss control services to a pre-screened group of local
providers.

Austin & Stanovich Risk Managers, X |We can facilitate access to appropriate service providers.

Inc.

Beecher Carlson X | X [X

Behnke & Company, Inc. X X

Complete Safety Services X | X | X]X

Consolidated Risk Solutions, LLC X X' |CR Solutions can provide consulting services on putting together a
functional safety program, we do not however provide on-site
inspections.

Construction Insurance Partners X X [ X[ X

DBH Resources, Inc. X X | X | X |Risk Management reviews are performed as part of Wrap-Up
administration when requestd by the carrier.

Development Solutions & Services, X X X

Inc.

IMA Financial Group, Inc. X X X

John Burnam Insurance Services X | X [X Loss Control person is Courtney Lindsay, formerly the head of loss
control for OCIPs for St. Paul Insurance for the Western US

Lockton Companies X | X [X

Marsh USA Inc. X | X[ X]X

McGriff Seibels & Williams, Inc. X | X X' |Safety Services are tailored to projects based on need and existing
expertise. MSW uses a wide network of independent safety professionals
dedicated to large construction projects.

PricewaterhouseCoopers LLP X | X | X]X

Risk Management Services X X | X |Experience with several wrap up projects facilitating site specific risk
control programs that include safety and post injurty management.
Experience in negotiating specific wrap up partnerships with OSHA and
assisting in implementation. Employ in house staff & subcontract as
needed. Provide on site services with emphasis on training.

Risk Strategies Company X X [ X

R]J Marshburn Associates X X X

Ron Rakich & Associates, Inc. X X X

Smith Brothers Insurance, Inc. X X X

Tanenbaum Harber Co, Inc. X X X | X

USI Insurance Services X X [ X

Warren G. Bender Co. X |1 X X

Willis X X | X[ X

Woodruff-Sawyer Oregon X X | X | X

WRISC, Inc. X X | X | X |[WRISC, Inc. (pronunced ("risk") has low overhead rates and can staff

safety positions for the term of the project of for shorter periods of time.
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Wrap-Up Claim Services

IH=Employ in house reps
OS=Subcontract to outside vendors

Firm Name H OS |Comments

Acacia Technology & Management, X

Inc.

Academic Risk Resources & X

Insurance, LLC

ACE USA X X [Services provided by the wholly owned subsidiary, ESIS.

AIG Construction X X

Aon Risk Service, Inc. Construction X X

Services Group

Arthur J. Gallagher & Co. X | X |We provide claims advocacy in-house. If a TPA is required we either
sub-contract to our sister company, Gallagher Bassett or to another
TPA.

Beecher Carlson X

Behnke & Company, Inc. X

Consolidated Risk Solutions, LLC X |CR Solutions tracks claims for purposes of providing
financial / performance reports. CR Solutions will also verify that all
claims are accurately represented on loss runs.

Construction Insurance Partners X X-|Clain investigations and adjustments.

IMA Financial Group, Inc. X

John Burnam Insurance Services X Separate WC and GL units. Diane Ammel heads up unit with over 30
years experience.

Lockton Companies X

Marsh USA Inc. X

McGiriff Seibels & Williams, Inc. X. | X '|Our claim department interfaces with company personnel to monitor
and evaluate claims as they occur. We also use periodic meetings to
review outstanding claims. When available, we request claims "buy-
out" options from underwriters to allow for program completion as
soon as available.

PricewaterhouseCoopers LLP We assist the client in arranging claims services and provide oversight.

Risk Management Services X X [Claim investigations and adjustments

Risk Strategies Company X

RJ Marshburn Associates X

Ron Rakich & Associates, Inc. X

Smith Brothers Insurance, Inc. X X

Tanenbaum Harber Co, Inc. X X

USI Insurance Services X X

Willis X |1 X

Woodruff-Sawyer Oregon X

WRISC, Inc. X1 X
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Wrap-Up Brokerage/Placement Services

COM=Commercial
RES=Residential

Firm Name COM| RES |Comments
Academic Risk Resources & Specializes in rolling wrap-ups for colleges and universities and purchasing
Insurance, LLC groups.
Aon Risk Service, Inc. Construction
Services Group X | X
Arthur J. Gallagher & Co. We currently place insurance on over $6 billion Wrap Up construction and have
a proprietary program for small Wrap Up Projects which provides first-dollar
X | X [coverage.
Austin & Stanovich Risk Managers, We provide technical services to brokers when needed. We do not sell
Inc. insurance.
Beecher Carlson X | X
Behnke & Company, Inc. X
Consolidated Risk Solutions, LLC CR Solutions is not a licensed broker, we will however assist brokers through
the placement process.
Construction Insurance Partners We have contracts and strong relationships with all major Wrap-up insurers
including General Liability Only Wrap-up markets. We can joint venture with
X | X'[|the agent or work direct as needed.
IMA Financial Group, Inc. X X
John Burnam Insurance Services X X |We have presented and placed coverage with all the major markers.
Lockton Companies X | X
Marsh USA Inc. X | X
McGiriff Seibels & Williams, Inc. Our projects include single project locations, multistate project locations,
multistate projects. Our computer software capabilities allow for a separate and
X X |detailed collection and monitoring of project information.
Partners Specialty Insurance Services, Partners Specialty Insurance Services, Inc. has built a national reputation for
LLC handling OCIPs and CCIPS of all sizes and types. Partners Specialty Insurance
Services, Inc has direct access to specialty insurers handling an array of
X | X [construction exposure.
PricewaterhouseCoopers LLP We are independent consultants and do not sell insurance.
Risk Strategies Company X | X
Ron Rakich & Associates, Inc. Wrap up risk management service and consulting.
Smith Brothers Insurance, Inc. X | X
Tanenbaum Harber Co, Inc. X X
USI Insurance Services X [ X
Warren G. Bender Co. X |1 X
Willis X | X
Woodruff-Sawyer Oregon X | X
WRISC, Inc. WRISC, Inc. is a pure consulting firm and does not sell insurance.
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Wrap-Up Insurance Companies/Markets

COM=Commercial
RES=Residential

Firm Name COM| RES |Comments
ACE USA ACE writes single project and rolling wrap-ups for owners, as well as
X Contractors/Construction Managers.
AIG Construction X X
Aon Risk Service, Inc. Construction
Services Group X | X
Arthur J. Gallagher & Co. X | X |We have access to all major Wrap Up markets.
Construction Insurance Partners N/A. We handle brokerage and wrap-up administration for both Commercial and
Residential wrap-ups.
Liberty Mutual X X | Write residential as part of larger commercial project.
McGiriff Seibels & Williams, Inc. MSW represents all CIP markets both foreign and domestic. We have the capability
X | X |to utilize large deductibles, guaranteed cost, and captives in our placements.
Risk Management Services Risk Management Services is affiliated with The Young Agency, a member of the
Brown and Brown Group, the 9th largest brokerage firm in the US with experience in
X construction market placement.
Tanenbaum Harber Co, Inc. X X
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RMIS for Wrap-Up Administration

SYS=Provide RMIS system for administration, ONL=On line capabilities

PR=Provides programming services

Firm Name SYS | ONL | PR |Comments

Acacia Technology & Management, X | X | X [Acacia principals have developed and licensed wrap-up software and have

Inc. administered wrap-ups for brokers, contractors, and developers for past 18 years.

Academic Risk Resources & X X

Insurance, LLC

Aon Risk Service, Inc. Construction X X X

Services Group

Arthur ]. Gallagher & Co. X1 X We do not license our software to others.

Consolidated Risk Solutions, LLC X X | X |CR Solutions offers our internet based software, CR Insight, to be licensed and
utilized by third parties.

Construction Insurance Partners X X

DBH Resources, Inc. X X X

Development Solutions & Services, X

Inc.

Hardhat Software X | X | X |First to develop database driven software form managing Wrap-Ups.

Marsh USA Inc. X | X Available to Marsh programs only.

McGiriff Seibels & Williams, Inc. X | X | X [MSW's software is a user friendly web based system, designed to allow custom
reports based on need. Enrollments and contractor communications are achieved via
a dedicated web site designed specifically for each project.

Open Doors Technology Consultants |- X | X | X

LLC

Risk Strategies Company X1 X

RJ Marshburn Associates X X

Tanenbaum Harber Co, Inc. X X X

Woodruff-Sawyer Oregon X ]| X | X

WRISC, Inc. X[ X |X
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Consulting Services For Wrap-Ups

FE=Perform Feasibility Studies, SO=Rep Sponsors Only, RF=Create RFP Docs, AR=Compose/ Assist RFP Answers,
MS=Marketing Specs, AP=Program Placement, AA=Admin Selection/ Assist, AM=Audit & Monitoring,
TE=Training & Education, EW=Expert Witness Services |

Firm Name FE | SO | RF [ AR|MS| AP[ AA [ AM| TE| EW [Comments

Academic Risk Resources & x| x| x|[x|x]x]| x| x| x| x [Specializes in college and university rolling wrap-up

Insurance, LLC programs and purchasing groups.

Aon Risk Service, Inc. x| x [ x| x| x| x| x| x]|x]| x

Construction Services Group

Austin & Stanovich Risk x | x x| x| x| x x| x

Managers, Inc.

Behnke & Company, Inc. X x| x| x| x| x] x]x

Blease & Zuccaro, LLP X

C & H Consulting Group, Inc. | x | x | x [ x| x| x| x| x

Complete Safety Services x | x

Consolidated Risk Solutions, X x| x| x| x| x

LLC

Construction Insurance X x| x| x| x| x| x|x

Partners

DBH Resources, Inc. x| x| x| x| x x | x | x{Our vast consultant base consists of several areas of
expertise, including: legal, insurance and building,
along with other risk management disciplines.

Development Solutions & X x| x X

Services, Ine.

Kevin F. Donoghue & X X x| x| x| x]x|x]| x

Associates

Marsh USA Inc. X x | x | x| x X | x

McGriff Seibels & Williams, x| x| x| x| x| x] x X MSW is a broker that can perform feasibility, design

Inc. market specifications, create RFP documents to

insurance markets, and evaluate responses received
from the market. We also design enrollment
procedures and contract language used in the project
bid process.

PricewaterhouseCoopers LLP | x [ x | x | x [ x| x| x| x [ x| x

Risk Management Services X

R] Marshburn Associates X x| x| x| x| x| x

Ron Rakich & Associates, Inc. x| x| x| x| x| x| x| x]|x]| x

Tanenbaum Harber Co, Inc. x| x| x| x| x|x| x| x|x

USI Insurance Services X X[ x| x| x| x| x|x| x

Warren G. Bender Co. x| x| x| x| x

Woodruff-Sawyer Oregon X x| x| x| x x | x

Wrap Strategies x [ x| x| x| x| x| x| x|[x] x |Modelis to teach brokers how to set up a wrap-up

administration practice for their firm. Provide
templates and training for all aspects of wrap-up
administration. Also provide audit services to review
current processes or programs and offer ideas for
process improvement opportunities.

WRISC, Inc. x [ x| x x| x] x| x|x]| x |WRISC, Inc., can provide a single point of contact for
the contractors, broker, insurers, consultants, safety &
claims personnel allowing each to do what they do best
while providing oversight, advocacy, transparency and
a user friendly wrap-up for the sponsor.
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Wrap-Up Legal, Medical, Written Other

Services

ILE=Legal Services, ME=Medical Services, WR=Written Resources, OT=Other

LEGAL SERVICES
Firm Name LE |Comments
Blease & Zuccaro, LLP X
DBH Resources, Inc. x |Provide customized training programs geared specifically toward the builder

community.

Services Group

Saxe Doernberger & Vita, P.C. X
MEDICAL SERVICES
Firm Name ME |Comments
Complete Safety Services X
McGriff Seibels & Williams, Inc. X
Aon Risk Service, Inc. Construction X
Services Group
WRITTEN RESOURCES
Firm Name WR [Comments
DBH Resources, Inc. X
Aon Risk Service, Inc. Construction X
Services Group
Consolidated Risk Solutions, LLC X
Construction Insurance Partners X
McGriff Seibels & Williams, Inc. X
Risk Strategies Company X
Wrap Strategies Recommend The Wrap-Up Guide published by IRMI. Will provide written resources
as needed.
Tanenbaum Harber Co, Inc. x |Special products for small wrap-ups.
WRISC, Inc. X [Specimen construction and consultant contracts, wrap-up booklets, safety programs,
manuscript insurance language and other required documents are available.
OTHER RESOURCES
Firm Name OT |Comments
Aon Risk Service, Inc. Construction x |Also provide Engineering Services
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GLOSSARY OF WRAP-UP TERMS

The following are brief definitions of common wrap-up terms listed in alphabetical order. These
definitions are to be used as a quick reference only. These terms may have other definitions
outside of wrap-ups. Do not rely on these definitions for coverage or contract language
interpretations.

add alternate: If the insurance for a project will be provided by a wrap-up insurance program, the
“specifications” may include instructions to bidders about how to prepare their bid as respects
insurance. If the “sponsor” chooses to use an “add alternate” approach to identify the “credit,” the
“specifications” and/or other documents will instruct the bidder to submit its “base bid” price to
exclude the cost of insurance provided by the wrap-up program. The “specifications” or “proposal
form” will require the contractor to provide an additional quotation, as an “add alternate,” to its
“base bid” for its cost to provide the required insurance if a wrap-up were not in place. If the
“sponsor” does not go forward with the wrap-up, the “add alternate” price will be added to the
“base bid.”

adjustable, adjustment: The “credit” submitted with a bid is typically based on the contractors
estimate of “unburdened payroll” for the project. The “credit” may be “adjustable” or subject to
“adjustment” if the “reported payroll” exceeds the “estimated payroll.” The “adjustment” is
typically calculated in accordance with a method set forth in the “project insurance manual.”
“Adjustment” methods can vary substantially and it is also possible that the contract documents
specify only that an adjustment will occur with no further information.

adjustment formula: The formula used to calculate an “adjustment” to the contract amount if the
“credit” is subject to “adjustment.” Also may be called a “closeout” calculation or closeout
“adjustment.”

administration fee: This is the fee a “sponsor” pays for administration of the wrap-up program.

alternate base bid: Some wrap-ups require two base bids, one with insurance and one without
insurance. The “alternate base bid” usually refers to the base bid that does not include insurance.

base bid: Bid price to perform the work and/or provide materials in accordance with the
“specifications.”

base wage rate: This is the hourly rate by type of tradesperson before any taxes, benefits, or
profit and overhead. This rate multiplied by the number of work hours equals “unburdened
payroll” for that trade classification. “Unburdened payroll” is used to calculate workers
compensation premiums.

broker: The broker arranges for and places insurance for the contractor with various insurance
companies.

broker administrator: Brokers who also provide wrap-up administration services in addition to
insurance placement services.
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burdened labor: Burdened labor includes all taxes, benefits, and “profit and overhead.”
carrier: Insurance company.

CCIP: Contractor controlled insurance program. In this type of program the contractor is the
“sponsor.”

change order: A change either additive or deductive to the scope of work in the original contract.
closeout adjustment: See “adjustable, adjustment.”
closeout calculation: Same as above.

completed operations: As used in this presentation and very generally, general liability coverage
is divided into two distinct time frames. Coverage for ongoing operations and coverage for
completed operations. The coverage for completed operations would be triggered by a claim that
occurs after the contractor has completed its work on the project. If a claim occurs while the
contractor is still performing work at the project, coverage for ongoing operations would be
triggered. (Refer to the actual policy for a complete description.)

construction value: As used in this presentation construction value refers to the contract value,
project cost, hard cost, or estimated project budget.

contract documents: In this presentation, we are referring to the part of the contract documents
that refer to the wrap-up coverage, operation, rules, and participant responsibilities for the wrap-
up. The “project insurance manual” may be also designated as a contract document.

credit: This term generally refers to the amount the contractors have removed or will remove
from their bids because there will be a wrap-up insurance program in place. The “credit” is
supposed to represent what they would have included in their bid to provide the insurance
required by the “specifications.”

credit tracking: Generally refers to the process of keeping track of each “credit” identified by
each bidder. Credit tracking may also involve comparing the “credit” received with each bid
against the “credit” predicted in the “feasibility study” for each trade type.

CV: Abbreviation for contract value, construction value, project cost, hard cost, or estimated
project budget.

DBE: Disadvantaged business enterprise. This includes women- and minority-owned business
enterprises.

deduct: This term, used as a noun, generally refers to the amount the contractors have removed or
will remove from their bids because there is a wrap-up insurance program in place. The “deduct”
represents what they would have included in their bid for the insurance required by the
“specifications.” Sometimes used interchangeably with “credit.”
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deduct alternate: If the insurance for a project will be provided by a wrap-up insurance program,
the “specifications” may include instructions to bidders about how to prepare their bid as respects
insurance. If the “sponsor” chooses to use a “deduct alternate” approach to identify the “credit,”
the “specifications” and/or other documents will instruct the bidder to submit its “base bid” price
to include the cost of insurance to meet the requirements if a wrap-up insurance program were not
in place. The “specifications” or “proposal form” will then require the contractor to provide a
“deduct alternate” quotation for its cost to provide the required insurance that will be provided by
the wrap-up insurance program. If the “sponsor” implements the wrap-up, the “deduct alternate”
amount will be deducted from the contractors “base bid” price.

deductible (for sponsor): As used in this presentation, this refers to the amount of deductible
applicable to the “sponsor.” A typical deductible for a wrap-up program is $250,000. The
“sponsor” pays the first $250,000 of each and every claim on the project.

deductible (for wrap-up participant): A wrap-up project may stipulate that the wrap-up
participant is subject to a deductible. These deductibles will vary from project to project but could
range between $2,500 and $50,000. (Be sure to check the contract documents to determine
whether a deductible applies before preparing a bid.)

enrolled contractor: Generally a contractor who has been enrolled in a wrap-up program and has
been provided evidence of enrollment, usually with a certificate of insurance. A separate workers
compensation policy will usually be issued to each enrolled contractor in their name.

estimated payroll: Contractors may be asked to provide a payroll estimate for their “credit”
calculation. This payroll is estimated for each workers compensation classification. This estimate
may be used in the “close-out adjustment” if applicable. Contractors should only use straight time
payroll for their when providing payroll estimates.

estimated project payroll: This is the total payroll by trade that is estimated for the project when
conducting a “feasibility analysis.” A rule of thumb is to use 18-25% of the “construction value”
as an estimate for the “estimated project payroll.”

feasibility analysis: This term refers to the process of determining whether going forward with a
wrap-up program makes sense financially.

feasibility study: Same as above.

hourly rate (used to analyze “credit”): As used in this presentation, an hourly rate may be
calculated to help analyze a “credit.” An hourly rate is obtained by dividing the total “credit” by
the total estimated number of work hours. This rate can be compared to the rate or rates included
in the “labor wage rate” calculation.

insurance cost calculation work sheet: Also known as “work sheet,” “credit” work sheet, or
“deduct” work sheet. This is a form, usually provided by the “wrap-up administrator,” to be used
by contractors to calculate and document their “credit” based on their “estimated payroll.”
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insurance credit work sheet: Same as above.
labor: As used in this presentation, labor refers to “burdened labor.”

labor wage rate calculation work sheet: Sometimes referred to as prevailing wage rate or
billing rate work sheet. This is a work sheet used to calculate, document, or set forth the hourly
rates that will be used for “change order” work. These rates may also be used by the contractor to
calculate its “base bid” price.

manual: See program insurance manual or project insurance manual.

monthly payroll reporting: Most wrap-ups require participants to submit reports of their payroll
expended under a wrap-up. Typically, wrap-up requirements dictate that these reports must be
submitted on a monthly basis. Contractors submit these reports, on forms provided by the wrap-
up administrator, for their on-site payroll expended for the project. These reports may be used to
calculate the “closeout calculation.” These reports may also be used by enrolled contractors to
prove their enrollment in a wrap-up program so that the payroll expended will not be used in the
calculation of their regular corporate policy audits.

OCIP: Owner controlled insurance program. In this type of program the owner is the “sponsor.”

off-site: Generally refers to operations outside the defined job site, like a home office or
fabrication facility.

on site: Generally refers to operations within the defined job site.

overhead: As used in this presentation, the amount added to a bid to account for overhead costs;
for example, home office personnel, rent, utilities, etc.

owner: An entity that may be a “sponsor” for a wrap-up.

payroll rate (aka: wrap-up “adjustment” rate, wrap-up composite rate): As used in this
presentation, a payroll rate may be calculated for use in a “closeout adjustment.” The payroll rate
is typically calculated by dividing the total “credit” by the total “estimated payroll.” The payroll
rate may apply per $1 of payroll or per $100 of payroll. The wrap-up may also be adjusted on
contract value instead of payroll. In that case the rate may be referred to as an “adjustment” rate or
wrap-up composite rate. These rates usually apply per $1,000 of “construction value.”

payroll report: This is a report typically submitted on a monthly basis by “enrolled contractors”
to the “wrap-up administrator” and/or general contractor or construction manager to document

on-site payroll expended for the project.

payroll reporting—monthly: This is a requirement of most wrap-ups. See “monthly payroll
reporting.”
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payroll—unburdened: Unburdened payroll refers to the total of the payroll that is calculated by
multiplying the “base wage rate” by the estimated number of work hours for each trade
classification.

profit: As used in this presentation, the amount added to a bid to account for the profit desired for
the project.

profit & overhead %: As used in this presentation, a % factor used to calculate a cost for profit
and overhead.

program insurance costs: These are costs paid by the “sponsor” for the wrap-up insurance
policies, including costs for the “deductible.”

program insurance manual: A document that sets forth the rules, procedures, and participant
responsibilities for a wrap-up. May also be called “manual” or “handbook.”

project insurance manual: Same as above.

proposal form: This is a document that may be provided to bidders to utilize when submitting
their bid price. The proposal form may provide a section for the bidder to provide an “add
alternate” or “deduct alternate” with along with its “base bid” price to document its “credit.”
reported payroll: The amount of payroll submitted on payroll report forms. The total “reported
payroll” may be used to calculate “closeout adjustments.” Reported payroll may also be verified
by an insurance company auditor.

savings formula: See wrap-up savings formula.

specifications: As used in this presentation, the set of documents provided to a contractor to be
used to prepare its bid for the project.

sponsor: The entity who purchases the wrap-up program. In the case of an OCIP, the “sponsor” is
the owner. In the case of a CCIP, the “sponsor” is the general contractor or construction manager.

typical project: As used in this presentation, a construction project where the insurance required
by the “specifications” is provided by each contractor in its bid.

unburdened payroll: See payroll—unburdened.
what contractors would have CHARGED for their insurance: As used in this presentation,

this generally refers to the amount the contractors would have charged in their bids to provide the
insurance required by the “specifications” if there was no wrap-up insurance program in place.

what contractors would have PAID for their insurance: As used in this presentation, this
generally refers to the amount the contractors would have paid for the insurance provided by their
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corporate insurance policies to provide the insurance required by the “specifications” if there was
no wrap-up insurance program in place.

workers compensation (WC) manual premium: The total of the premium that is calculated by
multiplying the insurance rate for each applicable WC classification by the “unburdened payroll”
for each applicable WC classification. The resulting total is the “manual workers compensation
premium.” Further adjustments will most likely be made to the “manual workers compensation
premium,” i.e., application of an experience modification factor or other premium discounts or
surcharges determined by the state and/or insurance company.

work sheet: See insurance cost calculation work sheet.
wrap-up: Another term for OCIP or CCIP or other types of controlled insurance programs.

wrap-up administration costs: These are costs paid by the “sponsor” for administration
services. Administration costs may also include costs associated with safety or claim
management.

wrap-up administrator: The entity who is providing wrap-up administration services. This
entity may or may not be a “broker administrator.”

wrap-up program costs: Generally, these are all costs paid by the “sponsor” for the wrap-up
insurance policies, including costs for the “deductible.”

wrap-up savings formula: This is the formula used in a “feasibility study” to calculate the
estimated savings to the “sponsor” if a wrap-up is implemented. The estimated savings is
calculated by subtracting the estimated “wrap-up program cost” and the estimated “wrap-up
administration cost” from the estimate of “what the contractor would have paid for their
insurance.”

wrap-up pre-bid checklist: An excellent tool that can be used to analyze the provisions of a
wrap-up program. This tool is most effective when used BEFORE a bid is submitted.

70




<<
  /ASCII85EncodePages false
  /AllowTransparency false
  /AutoPositionEPSFiles false
  /AutoRotatePages /None
  /Binding /Left
  /CalGrayProfile (Dot Gain 20%)
  /CalRGBProfile (sRGB IEC61966-2.1)
  /CalCMYKProfile (U.S. Web Coated \050SWOP\051 v2)
  /sRGBProfile (sRGB IEC61966-2.1)
  /CannotEmbedFontPolicy /Error
  /CompatibilityLevel 1.3
  /CompressObjects /Off
  /CompressPages true
  /ConvertImagesToIndexed true
  /PassThroughJPEGImages true
  /CreateJDFFile false
  /CreateJobTicket false
  /DefaultRenderingIntent /Default
  /DetectBlends true
  /DetectCurves 0.0000
  /ColorConversionStrategy /CMYK
  /DoThumbnails true
  /EmbedAllFonts true
  /EmbedOpenType false
  /ParseICCProfilesInComments true
  /EmbedJobOptions true
  /DSCReportingLevel 0
  /EmitDSCWarnings false
  /EndPage -1
  /ImageMemory 524288
  /LockDistillerParams false
  /MaxSubsetPct 100
  /Optimize true
  /OPM 1
  /ParseDSCComments true
  /ParseDSCCommentsForDocInfo true
  /PreserveCopyPage true
  /PreserveDICMYKValues true
  /PreserveEPSInfo true
  /PreserveFlatness true
  /PreserveHalftoneInfo false
  /PreserveOPIComments true
  /PreserveOverprintSettings true
  /StartPage 1
  /SubsetFonts true
  /TransferFunctionInfo /Apply
  /UCRandBGInfo /Preserve
  /UsePrologue false
  /ColorSettingsFile ()
  /AlwaysEmbed [ true
  ]
  /NeverEmbed [ true
  ]
  /AntiAliasColorImages false
  /CropColorImages true
  /ColorImageMinResolution 150
  /ColorImageMinResolutionPolicy /OK
  /DownsampleColorImages true
  /ColorImageDownsampleType /Bicubic
  /ColorImageResolution 1200
  /ColorImageDepth -1
  /ColorImageMinDownsampleDepth 1
  /ColorImageDownsampleThreshold 1.50000
  /EncodeColorImages true
  /ColorImageFilter /DCTEncode
  /AutoFilterColorImages true
  /ColorImageAutoFilterStrategy /JPEG
  /ColorACSImageDict <<
    /QFactor 0.15
    /HSamples [1 1 1 1] /VSamples [1 1 1 1]
  >>
  /ColorImageDict <<
    /QFactor 0.76
    /HSamples [2 1 1 2] /VSamples [2 1 1 2]
  >>
  /JPEG2000ColorACSImageDict <<
    /TileWidth 256
    /TileHeight 256
    /Quality 15
  >>
  /JPEG2000ColorImageDict <<
    /TileWidth 256
    /TileHeight 256
    /Quality 15
  >>
  /AntiAliasGrayImages false
  /CropGrayImages true
  /GrayImageMinResolution 150
  /GrayImageMinResolutionPolicy /OK
  /DownsampleGrayImages true
  /GrayImageDownsampleType /Bicubic
  /GrayImageResolution 1200
  /GrayImageDepth -1
  /GrayImageMinDownsampleDepth 2
  /GrayImageDownsampleThreshold 1.50000
  /EncodeGrayImages true
  /GrayImageFilter /DCTEncode
  /AutoFilterGrayImages true
  /GrayImageAutoFilterStrategy /JPEG
  /GrayACSImageDict <<
    /QFactor 0.15
    /HSamples [1 1 1 1] /VSamples [1 1 1 1]
  >>
  /GrayImageDict <<
    /QFactor 0.76
    /HSamples [2 1 1 2] /VSamples [2 1 1 2]
  >>
  /JPEG2000GrayACSImageDict <<
    /TileWidth 256
    /TileHeight 256
    /Quality 15
  >>
  /JPEG2000GrayImageDict <<
    /TileWidth 256
    /TileHeight 256
    /Quality 15
  >>
  /AntiAliasMonoImages false
  /CropMonoImages true
  /MonoImageMinResolution 1200
  /MonoImageMinResolutionPolicy /OK
  /DownsampleMonoImages true
  /MonoImageDownsampleType /Bicubic
  /MonoImageResolution 1200
  /MonoImageDepth -1
  /MonoImageDownsampleThreshold 1.50000
  /EncodeMonoImages true
  /MonoImageFilter /CCITTFaxEncode
  /MonoImageDict <<
    /K -1
  >>
  /AllowPSXObjects false
  /CheckCompliance [
    /None
  ]
  /PDFX1aCheck false
  /PDFX3Check false
  /PDFXCompliantPDFOnly false
  /PDFXNoTrimBoxError true
  /PDFXTrimBoxToMediaBoxOffset [
    0.00000
    0.00000
    0.00000
    0.00000
  ]
  /PDFXSetBleedBoxToMediaBox true
  /PDFXBleedBoxToTrimBoxOffset [
    0.00000
    0.00000
    0.00000
    0.00000
  ]
  /PDFXOutputIntentProfile (None)
  /PDFXOutputConditionIdentifier ()
  /PDFXOutputCondition ()
  /PDFXRegistryName (http://www.color.org)
  /PDFXTrapped /False

  /Description <<
    /ENU ()
  >>
>> setdistillerparams
<<
  /HWResolution [2400 2400]
  /PageSize [612.000 792.000]
>> setpagedevice


