
NAIHC
TRIBAL EMPLOYEE INJURY 

PROTECTION



Program Objectives

Understand the TEIP Value and why

TEIP Philosophical and Financial Advantages

Components Parts of TEIP

Protection of Sovereignty

Control Factors-No State Interference

Supply Chain/Distribution

AMERIND as an intellectual resource



Decision Process:

Philosophical:

TEIP affords the individual Tribe the ability to take 

control of their Tribal Employees Injury Benefit program 

while maintaining Tribal Sovereignty and utilize a self 

funding pool.

Financial:

Realize the benefit of participating in a Native 

American risk sharing pool

Have the profit from your program flow to the benefit 

of your tribe rather than the stockholder of a third 

party or Wall Street.  Keep the money circulating in 

the Indian economy.



AMERIND Risk Management Corp.

éis a Section 17 Federal Corporation

éis a risk pool program that is designed to offer Tribes a 

sovereign solution for their insurance needs

éis a company that permits participants exercise of Tribal 

Sovereignty

éis a sovereign to sovereign strategic relationship

éis a vehicle to keep the money in Indian Country

éis owned by 207 tribal entities representing 430 Tribes
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Program Comparisons
Workerôs Compensation

Non-Indian focused

High cost

State regulated

State law and courts

Profit and taxes

Inflexible

Attorney focused

Unlimited Liability

Requires waiver of sovereignty

Covers all employees for:

Wage loss 

Medical costs

Body part loss 

Funeral expenses

TEIP

Indian focused and owned

Lower cost ï10-25% savings or more

Operated under Tribal Sovereignty

Tribal law and courts

Not-for-profit and tax exempt

Flexible

Arbitration focused

Capped Liability - $10,000,000

No waiver of sovereignty

Covers all employees for:

Wage loss 

Medical cost

Body part loss 

Funeral expenses



AMERIND Loss Control

Identify loss drivers by entity, shift, occupation, 

etc.

Develop a comprehensive plan for Loss 

Control/Claim Management

Develop Communication Protocol with 

management/AMERIND Claims

Implement Supervisor/Employee training

Assist in developing a 

Management/Accountability system

Build Metrics for measuring success

Monitor results 



Claims

Develop claims integration process

Coordinate and implement communication 

protocol

Establish quarterly claim review meetings

Establish online reporting and review

Develop understanding of client risk 

tolerances

Develop ñMed Onlyò claim handling protocol



Customer eTools

Customer Online Claims management system

Reports include: Open claims, Injury Code 

Analysis, Claims over $10,000, Top 10 Claims, 

Incurred Distribution, Incurred by Accident 

year, Claim Count by Accident Year, Litigated 

Claims

Client has access to file notes

Client has access to claim payments



Regulatory

Federal Risk Pool

Financial Review by HUD

Annual Financial Audit

Annual Actuarial Review

Audited Financials provided upon request

Owned by 207 Tribal Entities/ Not an Agency 

owned risk pool



Sovereignty First

ƴFact:  AMERINDôs TEIP offering is the only, true, 

Sovereign program for Occupational Injuries

ƴFact:  The benefit levels are many times greater than 

Statutory WC benefit levels in your jurisdiction. ($750 

Maximum weekly wage)

ƴFact:  TEIP is a right and privilege of Sovereigns

ƴFact:  Your Tribe will save money participating in the 

TEIP Pool



Distribution

ƴDirect

ƴThrough a broker

-Insurance Supply Chain

-Good Broker

-Bad Broker

-Role of a broker

-Source of Coverage



The Insurance Supply Chain

 Retail Brokers

 Direct Writers

 Wholesale Brokers

MGUôs

 Reinsurance Brokers

 Lloyds Brokers



Retail Brokers

 Broker-Represents the buyer

 Agent-Represents the buyer and the 

company

 Pitfall:  Delivers one option to the table

 Pitfall:  Sells rather than consults



Direct Writer

 Represents one company

 Sells rather than consult

 Limited options

 Limited offering

 Needs to seek out options through 

wholesaler



Wholesale Broker

 Represents the world of options

 Program Manager

 Architect of offering

 Provides unusual and sometimes 

obscure coverageôs

 Works with retail brokers for distribution



Reinsurance Broker

 Represents Insurance Facilities in the 
reinsurance marketplace

 Insurance Companies, Pools, Captives

 Develops strategies and contractual 
terms to mitigate clients risk

 Accesses the world of insurance

 Global in nature



Lloyds Broker

Represents client but accesses Lloydôs 

Syndicates for Reinsurance or 

wholesale brokers.

Lloydôs cannot be accessed accept 

through a Lloydôs broker 



Good Retail Broker

 Represents client interest

 Consults with client to uncover needs

 Provides options to those needs

 Acts as extension of clientôs risk management function

 Advises client on risk associated with ventures

 Represents multiple resources:  Pools, Insurance, risk 
financing alternatives, etc.

 Experienced in clients industry or exposures

 Is strategic in the process of finding solutions

 Provides multiple solutions when available

 Would be a good partner



Bad Retail Broker

 Represents the company

 Delivers few if any options

 Does not consult

 Sells hard to move the single option

 Does not point out pitfalls in coverage or terms

 Runs down the competition

 Delivers option with limited time to renewal

 Solicits coverage change mid-term 

 Would be a questionable partner



AMERIND

 Consulting

 Provide insight

 We do what is right for the Tribe/Tribal Entity

 We will assist in the evaluation process

 We can assist on the selection process

 We are a useful resource in a foreign 

environment



Thank You

AMERIND Risk Management Corporation

Dennis McCann

dmccann@berkleyrisk.com

(602) 368-6552

mailto:dmccann@berkleyrisk.com

