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Insurance

ndustry Stands Up
0 2021's Challenges

Business Clients Urged to Get Proactive in the Face of Risk

H By BRAD GRAVES

Increased interest in life insurance, a “hardening” insur-
ance market and the importance of cybersecurity cover-
age characterize the insurance market in 2021, San Diego
industry executives say.

The insurance market has been hardening — that is, pric-
es have been rising and some cover-
age is becoming more difficult to get.
The Insurance Information Institute
reports rising prices across commer-
cial lines since 2017. “The insurance
marketplace is hardening. The com-
mercial auto market has been harden-
ing. Other lines of management liabil-
ity coverages are as well. Specifically,
Directors and Officers coverage,” said
Byron Johnston, president of Teague
Insurance Agency in La Mesa.

Byron Johnston

President
That trend, however, may be near  Teague Insurance
an end for some forms of insurance. Agency

“There is evidence of a plateauing
of pricing across some of the lines of isurance that should
result in a more balanced insurance market by late 2021,”
says a recent report from Marsh & McLennan Agency.

The trend toward increased prices is not uniform. “Work-
ers comp is pretty flat right now; we’re
not seeing an increase or decrease,”
said Trindl Reeves, chief sales officer
with Marsh & McLennan.

Several insurance executives said
the current assumption under Cali-
fornia law is that if an employee con-
tracts COVID-19, it probably hap-
pened at work. That’s not a fair as-
sumption, they said.

Businesses would do well to have
a strong COVID mitigation pro-
gram, said Jamie Reid, chairman of
C3 Risk & Insurance Services in Mis-
sion Valley. “Workers compensation

Trindl Reeves
Chief Sales Officer
Marsh & McLennan

Agency

is relatively flat, but the impact of
COVID is yet to be seen. Workers
comp has a long tail so it may start
adding costs back into the workers
comp system and force rates up.”
Preparation is key for those going
into the market for insurance. Reeves
said clients need to ask themselves
two questions: Do I have the cov-
erage I need in the current environ-

Jamie Reid ment? And do I have it at the right

Chairman price? She said her business has been

cs R'sskef‘ !:::’a"‘:e seeing chief financial officers who
VI

have not budgeted for increases.
An absolute rule in the current climate is to shop early,
Reeves said. While in the past, people could go into the
market 45 to 60 days prior to renewal, the planning pro-
cess circa 2021 has to begin 180 days out.
“Now if you’re late, some people won’t even quote [a
price]; they’re just buried,” she said. “You have to be early.”

Underwriters Measure Risk

Insurers may ask for a lot of information. Being trans-
parent with an insurance company
1S just as important as being
early, said Chip Stuart, chief sales
offi-cer for Hub International. If
one leaves out important
information when discussing their
situation, it’s likely that an
insurer will “fill the void with
premium dollars,” he said wryly.

Underwriters want to know
how they will make money on a
risk. They want to see a business
conti-nuity plan and want to
know, if a business sustains a loss,
just how that business will minimize
the loss.

Chip Stuart
Chief Sales Officer
Hub International
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Cybersecurity insurance is a must, he
added, when weighed against the dam-
age a cyberattack can do to a business.
Similar to kidnap and ransom insur-
ance, a business in trouble can bring in
cybersecurity professionals who know
how to negotiate with shady charac-
ters, and identify whether the threat
is merely a hoax.

Chris Reese, senior vice president and
cyber and technology practice leader — Pa-
cific Series with Lockton, said her compa-
ny helps clients im-
prove their cyber-
security with tech-
nical tips which,
at the same time,
help them qualify
for better insurance
rates.

“We at Lock-
ton, we're not IT
security people,”
Reese said. “We
look at claims
data and best
practices through
multiple sources.”
From experience,
Lockton can advise businesses to use
multifactor authentication for all re-
mote access to a company network. It
also recommends endpoint protection;
CrowdStrike software is one example of
a best-in-class tool, she said.

When it comes to cybersecurity inci-
dents, “The reality is, 90% of what we
read about in the paper is self-inflicted,”
Reese said. That is actually good news,
because businesses can take control of
the situation. “There’s a lot we can do to
better protect ourselves,” she said.

It can be a tough road for clients, she said.
Is it worth it? “Oh, absolutely,” she said.

Chris Reese
Senior Vice President,
Cyber and Technology
Practice Leader -
Pacific Series
Lockton

Not Your Usual Purchase

Insurance is a unique product, said
Jeff Cavignac, president of Cavignac,
an insurance brokerage with its main of-
fice downtown. People pay hundreds of
thousands of dollars on something they
hope they never
have to use.

Actually it
takes more effort
than hoping. As
in the cybersecuri-
ty example, those
who insure their
businesses should
look for ways to

manage risk.

Reeves, with Jeff Cavignac
Marsh & Mec- President
Lennan, said that Cavignac

in many instances
an insurer will have concrete advice on
operations. For example, it might say it
really needs a client to change the way
its inventory is stacked in a warehouse.
A lot of brokers simply sell a product
and react to questions, Cavignac said. By
contrast, a professional broker takes a
more active role, not only working with
a client to manage risk but negotiating
with an insurance company to get prop-
er coverage at the lowest realistic price.
Reeves said there are creative ways to
design coverage, adding that a big com-
pany like Marsh has lots of options for
clients.

A Change in Attitude

The atmosphere in insurance sales
is not the same as it was in previous
years.

Prospective clients are more receptive
and have a lot more interest in the sub-
ject, people who work in the industry say.

With COVID in the news every day,
“people are a lot more eager to talk
to us, meet with us,” said Nash Subot-
ic, CEO of WestPac Wealth Partners
in La Jolla. Since Subotic’s company

specializes in
wealth manage-
ment, his insur-
ance focus is pri-
marily life insur-
ance — an im-
portant tool for
business owners
and for keep-
ing wealth in the

/]

faml'ly. . ash Subotic
Life insur- CEO
ance 1S a power- WestPac Wealth
Partners

ful tool, he said.
One handy thing about it is that it has
a cash value. Subotic said he has seen
business owners borrow money against
themselves, getting millions of dollars.
There was a lot of activity in the second
quarter of 2020, he said.

It was good thing, he said, because
that’s what insurance is for: emergency
funds.

“Life insurance
is the No. 1 estate
planning tool,”
added Tony Stei-
gerwald, president
and CEO of Dun-
hill Marketing &
Insurance Ser-
vices Inc., a Mis-
sion Valley busi-

Tony Steigerwald

ness specializing
in life insurance
and annuities.

President and CEO
Dunhill Marketing &
Insurance Services

“Younger cou-
ples are seeing about buying insur-
ance,” Steigerwald also said. Unlike
past years, people age 35 who have
their first child are “not feeling invin-
cible” in the current environment. The
executive said he is seeing increased
business.

People used to procrastinate. “Now
all of a sudden they’re calling agents,”
said Steigerwald.

The times make potential customers
consider the benefits of life insurance,

said Myron Ju-
cha, CEO of BJA
Partners, an in-
surance broker-
age that also of-
fers financial ser-
vices. “I think
people are much
more aware of
what insurance
can do [when
they see the world
is] in a crisis.”

Myron Jucha
CEO
BJA Partners

The Role of Federal Policy

Steigerwald sees business ahead. With
a Democrat now in the White House,
he said, life insurance sales are poised
to go up.

That is because the federal estate tax
is not as likely to be as generous as it has
been under a Republican administration.
Specifically, the portion of the estate that
is left untaxed is likely to shrink. It may
happen as early as 2022, he said.

With the government tax authorities
poised to change, families buy life insur-
ance policies to spare children from lig-
uidating an estate to pay federal taxes.

“Insurance business will go up —it’s
that simple,” Steigerwald said.

People are buying more insurance,
said BJA Partners’ Jucha.

Selling insurance in 2021 takes a lit-
tle more work, he noted. The CEOs,
CFOs and human resources specialists
that make up his potential customers
are all working from home. The team
at BJA Partners makes an attempt to
reach them via personal email address-
es and cell phone numbers.

But he said he has found some-
thing interesting. If a salesperson
gets over the wall and contacts an ex-
ecutive at home, that executive seems
to be more receptive.

Perhaps it is because insurance is
tied so closely to domestic life. “In-
surance is about family,” Jucha said.

Commercial Lines Rate Change (vs. Year Earlier) Since Q1 2015
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The insurance market has been hardening. Data from the Insurance Information Institute shows
recent quarter by quarter rate increases in different kinds of commercial insurance, also known as
commercial lines. Rates for some types of insurance may moderate in the last part of 2021.
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THE LIST = PROPERTY/CASUALTY INSURANGE SERVIGES |

% of premium volume:

» Ranked by number of local full-
time employees as of January 1,
2021

E
a 5
# of § E E
Company employees: = S =2
Address 2021 -~ g
Website 2020 § -; £ E Parent company Top local executive(s)
Rank Phone % + (-) e = 3 s Specialty services Headquarters Year est. locally
Marsh & McLennan Agency LLC
9171 Towne Centre Drive, Suite 500, 206 Employee Health & Benefits, Retirement Marsh & McLennan Chris Williams
1 San Diego 92122 201 2 19 18 61 Services, Compliance, Actuarial, Technology Agency LLC 1909
www.marshmma.com | MARSH & McLENNAN 2 Advisory Services San Diego
800-321-4696 AGENCY
Alliant Insurance Services Inc.
701 B St., Sixth Floor, 146 Full service insurance brokerage: Commercial, Alliant Insurance James Castle
2 San Diego 92101 il 147 034 1986 7896 0.84 personal, employee benefits, underwriting, Services, Inc. 1925
www.alliant.com ‘.A ,a’nt (1) consulting. Newport Beach
619-238-1828
Atlas General Insurance Services LLC 100 Alas |
4365 Executive Drive, Suite 400, tlas General Insurance .
3 San Diego 92121 A . 89 0 70 30 0 Full-service general insurance agency Services LLC Mlkezl\ggghews
www.atlas.us.com d 'tt Ias 12 San Diego
800-952-1494 Crreral Insuigros Sarioes
HUB International Insurance Services Inc. g il bk f |
9855 Scranton Road, Suite 100, 7 ull-service brokerage firm: commercial lines, ’ h
4 San Diego 92121 87 8 35 57 0 health & safety, personal lines, employee HUgr!irLtgrr:]atlll?nal Danlelzl\gbgabban
www.hubinternational.com 0 HUB 0 benefits g0, il
858-373-6976
Snapp & Associates Insurance Services Inc. 65 Shabn & A . o
438 Camino del Rio S., Suite 112 i . ; napp & Associates ohn Toon
¢ J ) Full-service insurance broker; commercial, f
5 San Diego 92108 s} SNAPP & 65 25 20 50 & personal, employee benefits. bonds, efc. Insurance Services Inc. Dan Beck
Www.snappassociates.com ) AssoclaTes 0 San Diego 1947
619-908-3100 INSURANCE SERVIGCES INC
Wateridge/ Assured Partners Insurance
Services 64 Full-service all lines insurance brokera i i
) - ge with Wateridge Insurance Jeffrey Byroads
6 10717 Sorrento Valley Road, WATERIDGE 82 26 20 47 7 offices in S.D. & Sacramento; licensed in 50 Services John Dorris
San Diego 92121 B | M ERERE  (2) states San Diego 1984
www.wateridge.com - : T
858-452-2200
Cavignac
450 B St., Suite 1800, ™ 49 Risk Mgmt and Insurance - we reduce our ] ]
7 San Diego 92101 cw I nac 47 6 15 74 5 clients' cost of risk & drive dollars to their SC:rY |giréac0 Jeffre¥9052v e
WWW.cavignac.com 4 bottom line g
619-234-6848
Teague Insurance Agency Inc.
4700 Spring St., Fourth FI0OT, e 42 Full-service agency focused on client service, Teague Insurance Agency Byron Johnston
8 La Mesa 91942 Te ague 42 16 31 53 0 relationships & guidance on best available Inc. v
www.teagueins.com g 0 options La Mesa
619-464-6851 INSURANCE
Gallagher 10
3655 Nobel Dr. Suite 450 . :
] J . Property/casualty & workers compensation Gallagher Tyler LaMantia
9 \?vz\if;]v?:}g%gr? 22 G,) Ga]lagher ‘BO 10 40 40 10 insurance brokerage Rolling Meadows, lllinois 1987
(858) 481-8692
Champion Risk & Insurance Services 24 il | bk . Wood Gt % Bogart
12250 EI Camino Real, Suite 375, ull-service regional insurance brokerage firm 0od Gutmann & Boga
10 sanDiego 92130 CHAMPION RISK 32 5 50 45 0 providing commercial, personal & employee Insurance Brokers Maélagfby
www.championrisk.net 6 benefits San Diego
858-369-7911
Lockton Insurance Brokers LLC
1 1 ﬁsﬁ% Ifé(g%lglsv; Square, Suite 600, @ g; 0 33 67 0 Insurance brokerage, risk management, Lockton Cos. Sallie Giblin
o e e ol 1) employee benefits & retirement services Kansas City, Mo. 2002
858-587-3100 LOCKTON
C3 Risk & Insurance Services . :
404 Camino del Rio S., Suite 410, ’ ' 30 Workers comp, business & personal insurance, c3 Rlsé(ef:lilgggrance Gabe Erle
1 2 San Diego 92108 ! 28 10 35 50 5 employee benefits, specialty markets, claims Mission Vallev. San 2017
www.c3insurance.com / 7 management Diego CSAI\Y
619-233-8000 /4 :
B.H. Gold Insurance Agency Inc. 28 BH. Gold | Mt Hah
9699 Tierra Grande, — ; eaning i .H. Gold Insurance att Habeger
1 3 San Diego 92126 I = (N T B8 65 5 30 0 Local & family owrgz}cz3 ;%I)I, service insurance Agency Inc. William Habeger
www.bhgold.com I 1.1 ) 0 San Diego 1986
858-578-0020 INSURANCE AGENC)
NFP
3636 Nobel Dr., " 23 Employee benefits, property and casualty, )
1 4 San Diego 92122 23 50 25 25 0 retirement, and individual private client Nglvl;li(g&r pNY Art M%gdfe;]steln
www.nfp.com 0 solutions ’
(858) 259-5800
McGriff
750 B St., Suite 2400 20 0 q
O 2 \— N I Property, Casualty, Workers' Comp., Surety, Truist Mark Russ
15  san Diego 92101 W7 Ny (T nsurance 26 0 3333 3333 3333 st : —_—
i \/ MCGriff 5upn 23) Mgmt. Liability, Life, Employee Benefits, etc. Winston-Salem, N.C. 1891
619-231-1010
I0A Insurance Services
4370 La Jolla Village Drive, Suite 600, ~ 4 19 Property/Casualty, Workers Compensation, Insurance Office of John Tenuto
1 6 San Diego 92122 I 0 ,-3\ 20 6 19 75 0 Professional Liability, Employee Benefits, America 2005
WWWw.ioausa.com e el (9) Personal Lines Longwood, Fla.
619-574-6220
La Jolla Professional Insurance Associates
Inc. 2 La Jolla Professional
10225 Barnes Canyon Road, Suite 210, Mercury auto & home insurance. Professional : William Ritman
1 7 San Diego 92121 g i W 2 L Liability & Office insurance for Consultants InsurancS(;r,;Ast'?gglt';ltes I 2002
www.ljpia.com

858-834-4040

na Not applicable

Source: The companies.

The companies are ranked by local full-time employees in 2020.

To the best of our knowledge, this information is accurate as of press time. While every effort is made to ensure the accuracy and thoroughness of

the list, omissions and typographical errors sometimes occur. Please send corrections or additions to the Research Department at the San Diego
Business Journal. ealderete@sdbj.com. This list may not be reprinted in whole or in part without prior written permission from the editor. Some
companies have declined to participate or did not return a survey by press time. It is not the intent of this list to endorse the participants or to imply a
company's size or numerical rank indicates its quality.
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THE LIST [ IFE/HEALTH INSURANGE SERVICES |

» Ranked by the number of life/
health revenue for the fiscal year

of 2020
% of premium
volume
# of local § €_=
Company employees: # of © 8 o Top local
Address 2021 companywide: § g g executive
Website Life/Health revenue 2020 Employees = = 2 Headquarters
Rank Phone (millions): 2020 % + (-) Offices 5 2 £ Specialty services Year est. locally
Marsh & McLennan Agency LLC o
1 g171D_Town;2(1)gr;tre Drive, Suite 500, $50 Million 121 7,433 20 70 10 Employee Health & Benefits, Retirement Services, Chg;snvl\glilfl;a?s
w?\l/\r/]w Ir?lg(rjshmma com AR e 0 173 Compliance, Actuarial, Technology Advisory Services 19099
800-321-4696 | AGENCY
HUB International Insurance Services Inc.
9855 Scranton Road, Suite 100, 95 13.000 Human capital, global, Rx, compliance, Shannon Taylor
2 San Diego 92121 HUB $25 Million 95 450 10 90 0 communication, wellness, analytics, underwriting, Chicago
www.hubinternational.com 0 technology 2000
858-373-6976
Alliant Insurance Services Inc.
701 B St., Sixth Floor, - 25 4.499 Strategy, Employee Engagement, Procurement, Mark Conway
3 San Diego 92101 $18.9 Million 27 117 6.3 937 0.0 Analytics, Wellness, Compliance, Ben Admin, Global Newport Beach
www.alliant.com 'an (7) Sves 1925
619-238-1828
Lockton Insurance Brokers LLC % Salie G
4275 Executive Square, Suite 600, . : ’ : ’ allie Giblin
4 ia oo o207 )  wowmn  E W o w0 Somon ol s gl
www.lockton.com . ’
B68-557-3100 LOCKTON
Gallagher : )
3655 Nobel Dr. Suite 450, & 97 2,400 Health, Engagement, PBM Management, HR & Efin Krehbiel
San Diego 92122 .4 Million y wn wn wn echnology, ompensation, Voluntary, an
g $8.4 Milli 97 1040 d d d Technology, HR & C tion, Volunt: d Meadowg M
WWW.ajg.com Gallagher 0 ’ Multinational et
(858) 481 _8692 Insurance | Risk Management | Consulting
Dunhill Marketing & Insurance Services Inc. Tony
6 égﬁ%fgg'gg%‘g Rio S., Suite 210, $8 Million 1; 1 920 0 10 Life, annuities, estate planning, LTC, disability, Steigerwald
e 1 impaired risk, premium financing, wealth mgmt. San Diego
www.dunhillinsurance.com DUNHILLYN, (15) P P g ¢ 1992g
619-578-7800 MARKET NG \.. 5L uh."_i_.‘.:rr:““...-.. G
WestPac Wealth Partners ;
7 6235 IFXZ%Q? Square, Suite 800, $6.8 Milion 12 200 @ 7 1 Business planning, Wealth Managment,executive Ngztr11 IS)lilé)O(t)IC
we\llvve v?estpacwealth Gl | WESTPAC : 0 6 benefits, life insurance, disability income planning, 20129
. . WEALTH PARTNERS
619-684-6400 L | eacTs panm:
Morrison Insurance Services Inc.
6096 Innovation Way, 14 14 Simplify the benefit program process, HR and Jim Morrison
8 Carlsbad 92009 | MORRISON $36 Million 13 2 0 9% 0 com I?an)ée support aﬁd grovidogJ excellent service Carlsbad
%\ﬂ?és.g%qim&com m INSURANCE SERVICES 8 P PP P 2002
CBIZ
13500 Evening Creek Drive North, Ste 450, 16 450 Benefits consulting, administration, retirement plan Branson Cobb
9 San Diego 92128 $3.6 Million 16 110 20 70 10 services, human capital advisory, payroll, wealth Cleveland
www.chiz.com 0 management and special risk insurance 1972
wnd
Cavighac g Jeffron C
450 B St., Suite 1800, ™ 62 Risk m : . ; . effrey Cavignac
’ : e gt & insurance: we provide employee benefit :

1 o sve\l/\rllmll) ::%%/(i]g?élogom CWIQnac $3.4 Milion (191) 2 5 % 0 programs, life insurance, & HR consulting services Sa?g%lggo
619-234-6848
C3 Risk & Insurance Services o Gabe Eil
404 Camino del Rio S., Suite 410 ’ N . . abe Erle

‘ 0 z A 82 Tailored Employee Benefits package, Cost e

11 mvylc?igsizr;r?cse com { _“" $2.5 Million 183 4 5 9% 0 Management Strategies, Annual Renewal Planning. MlSSth)(;11¥alley
619-233-8000 v
BJA Partners - Mvion Juch
11405 W. Bernardo Court : . i yron Jucha

f ’ e 13 Strategic approach to employee benefits consulting; .

12 ngvyltgggagr’%rjezrz com @ BJA PARTNERS $2.5 Million (18) 1 8 0 2 modern solutions, integrated HR tech. Sa?g[gggo
858-376-1800
ELT Insurance Services
16835 W. Bernardo Drive, Suite 212, 5 2,000 Gfgn""dagdal';ﬁfs

1 3 San Diego 92127 $2 Million 5 é56 5 80 15 Group health, dental, life, disability, 401 (k) Michigan ’
www.eltinsurance.com o ELT INSURANCE SERVICES 0 200%
858-304-3000 | e ey e —

CCB Insurance Solutions akd California
Corporate Benefits 4 We hel ; ; . ;
’ ) pl growing businesses with independent Robert Recchia

1 4 ;g\‘/lvg ggglglson St., Suite 200, $1.4 Million 4 64245 4 74 22 advice and comprehensive retirement & health Poway
www.cabenefits.com CALIFQRNIA e 0 benefits 1986
858-753-4102 s s
WSP Corporate Benefits & Insurance Services
Inc. ;

1 5 5650 EI Camino Real, Suite 207, $700,000 g 0 20 80 0 Employee benefits agency for all size businesses. S%O;f:lsptl)%rgu
Carlsbad 92008 ’ 0 0 Add'l tools, resources, wellness programs,HR etc. 2005
Www.wspinsurance.net A o
760-931-0550
JS Downey Insurance Service A Steve D
2333 Camino Del Rio S., Suite 200 . teve Downey

h ’ L. ) ) . 7 Homeowners, auto, health, employment practices :

16 e e JSDOWNEY  $700000 3 7 2 % 0 lability, cyber, ffe, travel, short-term, etc. San Diego
619-297-5888 TINSURANCE SERVICE
Champion Risk & Insurance Services ) TG
12250 EI Camino Real, Suite 375 ; . : 3 ark Raby

] 0 b 2 Full-service regional insurance brokerage firm A

17 sanDiego 92130 $500,000 2 0 100 0 S ; San Diego

www.championrisk.net CHﬂM Pl[] N RlSK 0 1 providing a complete range of employee benefits 2004

858-369-7911

wnd Will not disclose

Source: The companies.

The list is based off of life/health revenue. In case of a tie, agencies are ranked by number of 2020 local full-time employees.

To the best of our knowledge, this information is accurate as of press time. While every effort is made to ensure the accuracy and thoroughness of

the list, omissions and typographical errors sometimes occur. Please send corrections or additions to the Research Department at the San Diego
Business Journal. Eric Alderete, ealderete@sdbj.com. This list may not be reprinted in whole or in part without prior written permission from the
editor. Some companies have declined to participate or did not return a survey by press time. It is not the intent of this list to endorse the participants
or to imply a company's size or numerical rank indicates its quality.




WESTPAC
WEALTH PARTNERS®

PROTECT ¢ INVEST » ACHIEVE

WHO WE ARE

WestPac Wealth Partners is a
privately held wealth management
firm that was founded with the goal
of assisting clients in every aspect of
their financial lives.

PERSONAL STRATEGIES

®* Financial Organization

®* Financial Decision Prioritization

®* Multi-Generational Wealth Transfer

® Future Tax Strategies'

®* Estate Planning

®* Savings Rate Optimization

®* Savings Diversification

®* |nsurance Optimization

* Wealth Management, Accumulation
and Distribution

®* Retirement Planning

®* Debt Restructuring and Efficiency

COMMUNITY VALUE/CONTRIBUTION

$1.8 BILLION®

ASSETS ADMINISTERED

$15B  $138M

LIFE INS. ANNUAL
COVERAGE RECURRING
IN FORCE PREMIUM

K = Thousand | M = Million | B = Billion

1 Guardian, its subsidiaries, agents, and employees do not provide tax, legal, or accounting advice. Consult your tax, legal, or accounting professional
regarding your individual situation. 2 Assets Administered by agency, represents in-force for life ins., disability income ins. LTC ins and assets held
in retirement, brokerage, and advisory accounts as of 12/31/20. The values provided should not be used in making a determination on the quality
of services provided by representatives of this agency. | Wealth Steps® is a service mark of The Guardian Life Insurance Company of America® |
WestPac Wealth Partners, LLC (WestPac) is an Agency of The Guardian Life Insurance Company of America® (Guardian), New York, NY 10004.
© 2021 Guardian. Securities products and advisory services offered through Park Avenue Securities, LLC (PAS), member FINRA, SIPC. OSJ: 4275
Executive Square Suite 800 La Jolla CA 92037 619.684.6400. PAS is a wholly owned subsidiary of Guardian. This firm is not an affiliate or subsidiary
of Guardian. Insurance products offered through WestPac Wealth Partners and Insurance Services, Inc. a DBA of WestPac Wealth Partners, LLC |
Insurance products offered through WestPac Wealth Partners and Insurance Services, LLC, a DBA of WestPac Wealth Partners, LLC. | CA Insurance

License #0129680 | 2021-117460 03/23

OUR MISSION

To provide excellence in
service and innovative
financial product design

to help our clients reach their

financial objectives in the
accumulation, maximization,
protection and enjoyment of wealth by
advocating for them to make informed
financial decisions which reflect

their value system, love of family and
commitment to community.

BUSINESS OWNER STRATEGIES

Business Exit Planning Coordination

Tax Strategies (Present and Future)

Tax Efficiency (Retirement Plan Optimization)
Financial Team Assembly and Coordination
Business Succession Planning

$16M

ANNUAL LIFE
DIVIDENDS



https://www.westpacwealth.com/
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Medicine and Insurance Adapts New Practices for 2021
HEALTHCARE: Pandemic, Cost Containment, Mass Events Occupy Executives

H By BRAD GRAVES

The medical and insurance commu-
nities are dealing with circumstances
unique to early 2021, on top of issues
that have been around for a while.

The timely is-
sue, of course, is
the reaction to
COVID-19.

More timeless
issues include
work to bend the
cost curve.

Many insur-
ers are absorbing
COVID-related
costs, for now at
least.

Kaiser Per-
manente, for ex-
ample, has agreed to waive all mem-
ber out-of-pocket costs for screening,
testing, and treating COVID-19-relat-
ed services (inpatient and outpatient)
through at least March 31, or as long as
the public health emergency lasts, said
Jane Finley, area manager for Kaiser
Permanente San Diego. “This action
means that members diagnosed with
COVID-19 will not have to pay co-
pays or other cost-sharing related to
their care and treatment of COVID-19,
even if they must stay in the hospital
through the end of the month.”

An executive with Cigna noted cus-
tomers receive $0 cost sharing for all
FDA-approved COVID-19 vaccines, as
well as $0 cost sharing for COVID-19

Jane Finley
Area Manager
Kaiser Permanente
San Diego

THE LIST HEALTH CARE PROVIDERS |

Organization
Address
Rank website Phone

1 Kaiser Permanente San Diego

9455 Clairemont Mesa Blvd., San Diego 92123

www.kp.org/sandiego 858-266-5000

Gommunity Health Group
2420 Fenton St., Suite 100, Chula Vista 91914
www.chgsd.com 619-422-0422

Aetna Inc.”
10260 Meanley Drive, San Diego 92131
www.aetna.com 877-421-4501

N R Anthem Blue Cross of California®

www.anthem.com/ca 858-571-8185

N R Blue Shield of California®

www.blueshieldca.com 619-686-4200

Cigna HealthCare of California®
3636 Nobel Drive, Suite 250, San Diego 92122
www.cigna.com 760-809-7404

Health Net of California®
3131 Camino del Rio N., San Diego 92108
www.healthnet.com 818-676-6775

Sharp Health Plan
8520 Tech Way, Suite 200, San Diego 92123
www.sharphealthplan.com 858-499-8300

wnd Would not disclose
NR Not ranked
Source: The organizations and their websites.

To the best of our knowledge, this information is accurate as of press time. While every effort is made to ensure the accuracy and thoroughness of (
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9655 Granite Ridge Drive, Suite 600, San Diego 92123

2275 Rio Bonito Way, Suite 250, San Diego 92108

diagnostic and pre-hospital admission
testing in the United States. Cigna said
it is also helping to shield customers
from unexpected costs for COVID-19
care through “surprise” or “balance”
bills from out-of-network providers.

More Emphasis on Telemedicine

Telemedicine — consultation with a
doctor via voice or video — is one tech-
nology that is getting more use during
the pandemic.

"COVID-19 represented
a watershed moment in the
adoption of virtual care,"”
said Tim Rhatigan, vice
president for small business
sales and account manage-
ment for UnitedHealthcare
in California.

Kaiser’s Finley said her
organization has been
working with the technol-

Andersen said, Anthem was able to rap-
idly develop and deploy a COVID-19
symptom checker on Sydney Care, its
app powered by artificial intelligence.

Value and the Big Picture

As for controlling costs, Anthem said
it is concentrating on high-quality, val-
ue based care. “By working to accelerate
growth in value-based payment models,
we reward our care providers for efficien-
cy, coordination, health outcomes and
experience, rather than on the
volume of care provided,” An-
dersen said.

Cigna is also pursuing val-
ue based payments. “Provid-
ers who participate in these
arrangements are compensat-
ed when they meet targets for
quality and cost,” said Viec-
ki Clements, vice president of
sales and client management,

ogy for decades. At the Beth Andersen and COO for Cigna’s South-

height of the nationwide President ern California/Nevada markets.
. . Anthem Blue Cross of . . .

shelter-in-place orders in California Finley said that a coordinat-

April, she said, more than

80% of Kaiser’s walk-in visits were
conducted as virtual appointments, up
from 15% before the pandemic.

“The use of telehealth has increased
dramatically and shown us a clear path
to scaling cost-effective ways for the safe
delivery of care to those who need it,”
said Beth Andersen, president of Anthem
Blue Cross of California, in recent pub-
lic remarks. And it is more than a doc-
tor in the loop. To make it easier for pro-
viders to manage resources and capacity,

ed, team-based model lets Kai-
ser provide the right care at the right time,
reducing unnecessary treatments. For ex-
ample, she said, team-based care means
that doctors can focus on medicine in-
stead of running a practice, which stream-
lines care and reduces medical errors and
waste. “Also, Kaiser Permanente caregiv-
ers can pull up our members’ entire med-
ical history — including lab test results.
As a result, tests do not get repeat ordered
unless crucial to care, reducing duplica-
tion and overall costs,” she said.

Anthem’s Andersen said the pandem-
ic “has shown us technology holds the
promise to a healthcare future of greater
access to transparency and data allowing
the healthcare consumers, employers and
other partners to make better-informed
decisions.”

Pulling Together

The COVID-19
pandemic has cre-
ated a certain es-
prit de corps, with
non-clinical staff
volunteering for
mass screening
and vaccination
efforts, Kaiser rep-
resentatives said. A
spokeswoman said
it is not unusual to
see a high-level ex-
ecutive assistant
directing pedestri-
an traffic at a re-
cent vaccine event.

“These extraordinary times have called
for exceptional measures from all,” Finley
said, including doctors, nurses, aides, respi-
ratory therapists, pharmacists, housekeep-
ers, labor leaders, managers, and the en-
tire staff.

“Without a doubt, the best work-relat-
ed moment I've experienced in the last six
months is witnessing the Kaiser Permanen-
te San Diego team coming together from
their respected disciplines to take care of
our patients and their families and each
other,” she said. ®
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Vicki Clements
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Management, COO
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» Ranked by current number of local
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# of local enrollees # of local Top Local Executive
2021 contracting Headquarters
2020 physicians Parent company Year est. locally
éﬁ’!}; 631,895 Kaiser Foundation Health Plan & L]
S 2 628,687 1404 Hospitals, Oakand
KAISER PERMANENTE
. 0 Norma Diaz
%Communlty poM emel  GnmmbdenGu  Guisa
He alth Grouwup ’ 1982
™ wnd Michael Giar
i wnd Aetna Inc., Hartford, Conn.
1979
wnd Alexi Vontsolos
Anthem @ wnd wnd Anthem Inc., Indianapolis, Ind.
: 004
T . ) Paul Markovich
wnd California Physicians' Service dba Blue :
b l U e wnd wnd Shield of California, San Francisco
california
ﬂ‘:’:’; . Steve
o wnd . Schwerdtfeger
b 'y C Ig n a wnd wnd Cigna Corp., Bloomfield, Conn. W
e | 1977
i Kirsten Hubbard
aer wnd Centene Corp., Woodland Hills
1979
-
Health Net
Melissa Hayden
wnd Cook
SI_N&)- wnd wnd Sharp HealthCare, San Diego
1992

HEALTH PLAN

or to imply a company's size or numerical rank indicates its quality. It is not the intent of this list to endorse the participants nor to imply an
organization's size or numerical rank indicates its quality.

U] According to Community Health Group (chgsd.com).
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According to Local Health Plans of California (lhpc.org).
564 Primary care physicians & 2,195 specialists.

) Did not respond to our survey.
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