


If you were watching televi-
sion in the 60’s (black and 
white I might add) you are 
probably familiar with Floyd’s 
barber shop on the Andy 
Griffith show.  That barber 
shop was the meeting place 
for such notables as Barney 
Fife, Gomer Pyle, Goober 
Pyle, Howard Sprague, Otis 
the town drunk and of course 
Sheriff Andy Taylor.  I won-
dered if a similar cast of char-
acters gathered at Lloyd’s 
coffee house in London and 
instead of talking about the 
weather or Aunt Bee’s cook-
ing they discussed pooling 
their resources to insure ships 
and their cargoes.  On the 
mental Richter scale I suspect 
the Lloyd’s boys had it all 
over the Floyd boys; but I bet 
they weren’t as funny.    
 
 
 

 
 
 
 

To this day I see very little hu-
mor in insurance; just ask 
Maurice Greenberg if he 
finds insurance very funny. 
But I’m getting off topic. The 
bottom line is the only vague 
similarity between Lloyd and 
Floyd was a meeting place; 
what they did at Lloyd’s, 

Stabuck’s precursor, was to 
cement the foundation for 
what we know today as the 
world’s leader in the insur-
ance profession. 
 
My first job after college was 
working for the Home Insur-
ance Company in New York 
in the farm underwriting de-
partment (1965—it was a very 
good year).  Now picture this 
please; a New York City 
street kid whose only knowl-
edge of farms was summer 
vacation with Grandma and 
Grandpa in upstate New 
York.  
The closest I got to a cow was 
driving with my parents in 
the country side and rolling 

down my window to moo at 
them; as if I expected a reply.  
Hardly credentials for a farm 
specialist.  I found out in less 
than a year that my life long 
ambition in the insurance 
business was not going to be 
satisfied sitting behind a desk 
on Maiden Lane in New York 
City rubber stamping farm 
and ranch business in Okla-
homa or Kentucky.  Although 
I must admit that I found  

animal husbandry and artifi-
cial insemination to be quite 
interesting.   
 
As luck would have it, I met a 
fellow while taking courses at 
the College of Insurance 
(lousy football team) who 
worked for Atlantic Mutual 
Insurance Company in the 
Marine Claims department.  
He said they were looking for 
a few good men (not to be 
confused with the U.S. Marine 
Corp.). When I confided in 
him that I knew as much about 
marine claims as I did about 
farms and ranches he said 
that would not present a prob-
lem and that I would be im-
mersed (figuratively speak-
ing) in marine claims training. 
Being a member of the U.S. 
Coast  Guard Reserve my in-
terest had been piqued.   
 
That began for me an infatua-
tion with Lloyd’s of London 
that still resides in me today.  
Why you may ask (or not)?  
Because the historical founda-
tion of Lloyd’s is based in 
shipping; insuring ships and 
their cargo.  

  



The basic Ocean Marine pol-
icy to this day is the same as 
it was in the 17th century.  It is 
the oldest form of modern 
insurance and it is the most 
honored and steeped in tra-
dition.  It has come a long 
way with the advent of the 
airplane and super tankers 
but the premise hasn’t 
changed.  The basic policy 
covers the likes of perils of 
the sea, fire and barratry of 
the master (if the master is 
complicit in the taking of the 
vessel or damage to the ship 
and cargo as opposed to mu-
tiny by the crew).  Losses are 
referred to as particular av-
erage (partial losses), aver-
age (total loss of a particular 
cargo) and the most compli-
cated and least understood 
kind of loss, general average 
(loss or damage to cargo and 
vessel and each must make 
contributions to protect the 
venture).   

 
And where did it all begin? 

Safe to say not at Floyd’s 
 

I’m sure most of you have 
heard of the Lloyd’s coffee 

house?  
Well that’s where it all began 
in 1688 at Edward Lloyd’s 
coffee house on Tower 
Street, London. There, mer-
chants would gather and 
each would  accept a propor-
tionate  

share of risk to insure vessels 
and their cargoes.  They bound 
their personal fortunes to the 
venture and they signed their 
names under the agreed com-
mitment as their acceptance of 
the risk; hence the term under-
writer.  

This relatively informal method 
of insuring such risks contin-
ued throughout the 18th cen-
tury.  By this time the trustwor-
thiness and the integrity of the 
underwriters at Lloyd’s spread 
throughout the world.  But they 
needed a more cohesive iden-
tity.  In 1769 a number of more 
reputable customers at Mr. 
Lloyd’s coffee house broke 
away from the Tower Street lo-
cation and set up headquarters 
in Popes Head Alley.  
Probably the most famous loca-
tion of Lloyd’s is the current 
headquarters on One Lime 
Street which boasts of exterior 
elevators (lifts in England) with 
extraordinary views of the 
downtown London business 
district. 

Of equal importance to 
Lloyd’s as a worldwide insur-
ance leader is its connection 
with its historical past.   
Not only are there symbolic 
acts that continue to this day 
such as the ringing of the Lu-
tine Bell (one stroke for bad 
news and two for good) but 
the old Lloyd’s Board Room 
has been rebuilt, plank by 
plank, peg by peg on the ex-
ecutive level of the new mod-
ern structure; keeping a link 
to the past is a reminder of 
the heritage of Lloyd’s. 

Business at Lloyd’s is con-
ducted much the same today 
as it was in the 17th century 
except the individual mer-
chant who assigned his per-
sonal fortune has now been 
replaced by the syndicate.  
The syndicate is a consor-
tium of individuals, still 
pledging their personal for-
tunes (members of Lloyd’s), 
which is then operated and 
run by a managing agent.  
There are 62 syndicates at 
Lloyd’s specializing in vari-
ous forms of property,  



casualty, health and life.  The 
syndicates are accessed by 
Lloyd’s brokers.  Lloyd’s 
brokers are the only ones 
able to place business with 
Lloyd’s.  Currently there are 
162 brokerage firms each 
one specializing in certain 
classes of business.  Local 
brokers throughout the 
world can place business 
through Lloyd’s brokers but 
they do not have any direct 
authority with Lloyd’s.  
Lloyd’s brokers may have 
special arrangements with 
local brokers throughout the 
world whereby they enter 
into joint arrangements that 
establish that broker as a 
binding agent of the Lloyd’s 
broker.  In essence, the 
rights of the Lloyd’s broker 
are passed on to the corre-
spondent broker.  In order to 
obtain this authority, the bro-
k e r  m u s t  b e c o m e 
“Tribunalized.”  This ritual 
should not be confused with 
cannibalized; although hav-
ing recently gone through 
this exercise, cannibalization 
might have been a bit more 
pleasant; definitely quicker.  
 
Tribunalization is a detailed 
scrutiny of the local broker 
by a committee at Lloyd’s 
that not only affirms the 
credit standing but conducts 
personal evaluations and 
background  

checks of the principals to as-
sure that knowledge and credi-
bility meets Lloyd’s standards.  
It’s akin to a top secret security 
clearance, or a colon rectal 
exam.  I am proud to say that 
W.F. Clayton passed with fly-
ing colors; albeit the process 
took months and numerous 
grey hairs. This process has 
allowed us to gain access to 
Lloyd’s as a “Coverholder.”   
With this appointment we have 
agreed to accept credibility 
and integrity terms that we 
take very seriously.   

Have you had enough of 
Lloyd’s yet?  

I’m not finished.  There is a rea-
son for all this histrionics. 

 
W.F. Clayton having recently 
been appointed as a cover-
holder, allows   indirect access 
to Lloyd’s of London for truck 
and bus physical damage in-
surance.  While physical dam-
age coverage is relatively 
available in the U.S. domestic 
market for buses, the trucking 
industry has unique intricacies 
that London is willing to insure. 
As you probably know, Lloyd’s 
has a reputation for insuring 
unique exposures (remember              
 Liberace’s fingers 
 

  
 
 
 
 
 
 
 
 
 
 
 
 
    

or Betty Grable’s legs ?).  
 
But more important than 
merely providing another 
facility, an appointment as a 
coverholder by Lloyd’s is 
rather prestigious and it says 
to our customers that they 
are dealing with profession-
als who have the integrity to 
pass the scrutiny of Lloyd’s.   
But W.F. Clayton is more 
than just a business.   

We are a collection of pro-
fessionals who enjoy per-

sonal relationships with our 
producers, in some cases 

with our insured’s and 
amongst ourselves.   

You might say that we are 
more like Floyd’s than 
Lloyd’s but a bit higher on 
the mental Richter scale. 
And while we are a collec-
tion of individuals there is 
one common thread that 
knits us together outside the 
office and that is golf.   



The link between golf and 
the insurance industry is tra-
ditional.  One only has to 
look at the professional tour-
nament sponsors over the 
years to realize the affiliation; 
The Zurich classic, the 
Kemper Open, the long 
standing affiliation between 
Travelers and the Masters, 
the Liberty Mutual classic, 
Allianz classic, etc. In some 
obscure way I guess there 
might be a reason for the 
linkage.  It probably stems 
from the only physical activ-
ity desk jockeys can do with-
out risking injury or death.  
After all golf is usually a non 
contact sport that requires 
little physical effort if you 
discount getting in and out of 
a golf cart. It makes us feel 
like athletes; a return to our 
youth when we really did 
play contact sports.  As we 
age we become more gentile 
and prefer the smell of 
freshly mowed grass to that 
of sweaty locker rooms. 
 
A “high five” on the golf 
course is more pleasing than 
a friendly pat on the butt (to 
most).  And the enjoyment 
we get in fleecing our oppo-
nents in a dollar Nassau bet 
is like pitching a no-hitter or 
scoring that winning touch-
down. After all, bragging 
rights become more impor-
tant than the game itself;  
well almost.   

And in what environment can 
you hear talk of Tiger or Phil 
or Ernie as if we know them 
personally?  We analyze their 
swings, criticize their mis-
takes and envy their selection 
of brides (particularly us 
older guys) as if we were 
some kind of expert or their 
personal friends.   
Golf is also the only sport of 
individuality. You can play 
by yourself and still have a 
great day. All you need is in-
tegrity. 

 
It’s like the first question in 
philosophy 101, “if a tree falls 
in the woods and no one is 
around does it make a 
sound?”   

I truly believe that because of 
the intrinsic trust that is built 
into the game of golf you can 
pretty much place a similar 
level of trust in business for 
those you meet on the golf 
course; cheaters excluded.  I 
have determined over the 
years that the best place to 
take the measure of character 
is on the links (club throwers 
beware). 
 
For me personally there are 
people in my profession who 
share my zest for the game 
and although our business re-
lationships have gone their 
separate ways, our friend-
ships have lasted twenty, 
thirty years.  We meet once or 
twice a year, usually on a 
course someplace and it’s as 
if time has stood still.  Men 
don’t typically notice the ex-
tended girth or the graying or 
thinning hair.  We seem to 
overlook the wrath of time 
and enjoy the moment. We 
get right into old times, old 
friends and “how you hittin’ 
‘em?”  There haven’t been 
any nips and tucks and what 
nature has done to us by age 
is overlooked for the camara-
derie brought about by the 
grandest sport ever invented, 
golf.  If you are not a golfer, I 
urge you to take up the sport 
or at least give it a try.  If you 
are a golfer and belong to a 
nice club, give me a call. 

 
Golf’s equivalency is if I make 
a bogie and no one is around 

is it a par?  
Golf is the only sport where 

you are obligated to penalize 
yourself.   


