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COMPREHENSIVE RISK ANALYSIS OF YOUR CLIENT’S BUSINESS 
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WHAT WE WANT PEOPLE TO KNOW ABOUT THE 3’RS PROCESS

• The 3’RS is a focused approach to understanding the risk exposures each 
client has in their business.  

• It effectively and efficiently identifies and monetizes each risk they face.

• It looks at the 3 elements of Risk: 

(1)  Identification/Analysis of each Risk

(2)  Amount of Retention the client will accept

(3)  Management of each Risk moving forward

• It helps explain the Risks associated with their business and the true cost of 
that Risk

• It allows the client to make sound and factual decisions on their risk profile

WHAT WE WANT PEOPLE TO KNOW ABOUT THE 3’RS PROCESS

3’RS is a proven process that gives the client an accurate analysis of their 
operational risk and their true cost.  

It benefits the client, the agent, the underwriter, the claims adjuster, the 
banker and the accountant.

With “Hardening” markets, this process will help put and keep your client 
in “Best in Class” status and will make adjusting claims much simpler and 
smoother.

1

2

3



6/3/2021

2

QUESTION:

How can your client 
make an informed 
business decision 
without accurate 

information?

Input from all of you

DATING PROCESS!!

• Willing to invest the time.  Not the normal 
underwriting process.

• Interviews with key individuals.

• Asking those hard/tough questions.

• ID potential alternatives available.

• Time elements i.e., fix or replace and time to 
get back up and running

• Review financials

• All help establish the TRUE cost of BI and EE

SO, LET’S GET 
STARTED!

• We received a call from a large poultry operation

• Explained that we are not in the “quoting” business

• Yes, we are interested and set up a meeting date

• Now, let’s get the data through online searches and 
public information

I’m speaking as a customer now, there often can be a very thin line 
between information-gathering and stalking

• Nail down key members of the company and 
establish those in authority to provide information 
required to complete the survey

• Develop the agenda for the 1st meeting and send to 
your contact
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ITEMS REQUIRED FOR 1ST MEETING

Gathered company 
information we sourced.

Prepared checklist of 
documents required/needed.

Prepare goals, objectives and 
deliverables (Memo Format)

MEETING DAY

• Review company profile with client

• Obtain tax filing status and FEIN of company and any subsidiaries

• Discuss ownership structure of parent or subsidiaries companies

• Review process steps with prospect

• NDA may be required

Your customer will feel more at ease if you initiate the NDA discussion.  They want to 
know that you believe their information security is paramount.

• Set up next meeting and site visit(s) – this is a good time to setup a timeline!

• Obtain all Loss Runs 

• Obtain the name(s) of EE’s involved in the process

• Review Goals, Objectives and Deliverables with prospect

FINANCIAL 
AND 
INSURANCE 
INFORMATION

• Current P&L by company (preferably 3 years)

• Current Asset Report by company

• Copies of Current Policies.   All lines and for 
other entities, if known.

• Repeat Loss Runs (preferably 5 years) for all 
entities. Good time to discuss past claims.

• Current Statement of  Values for all real 
property

Again, as a customer, I would stress confidentiality - we are 

asking for a lot of their most personal information
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SUBCONTRACTORS,  VENDORS / SUPPLIERS AND 
CUSTOMERS

• Copies of subcontractor 
agreements

• Copies of vendor agreements

• Copies of COI’s

• Copies of Customer Agreements 
outlining Insurance Requirements

BUSINESS INCOME & EXTRA EXPENSE ANALYSIS
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PROCESS MAP
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ON-SITE INTERVIEW AND SURVEY

Use your checklist 
to assist you in 

asking the pertinent 
questions to the EE 
involved.  You are 

collecting and 
collating Property, 
Liability,  Auto, and 

Workers 
Compensation data.

Remember, this 
process will help 

guide the discussion 
with the prospect to 
validate the critical 

information that will 
be transferred to an 

application for 
coverage offers.

Photos and diagrams 
are VERY important 
with the property 

values cross 
referenced and 

summarized on a 
SIGNED statement 

of values.

The default 
recommendation is 
replacement cost 
valuation with the 

coinsurance clauses 
suspended for the 

policy year.

The contingency 
plan survey section 

of this will cover the 
insurance approach 

to the loss of 
income and extra 

expense 
consequences of any 

suspension of 
operations.

CLAIMS

Property Valuations Business Income and 
Extra Expense

All on Agreed Value 
basis (simplifies claims 
process and removes 

co-ins. valuation 
issues)
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LETTER AND FINDINGS TO CLIENT

UNDERWRITING LETTER OF EXPLANATION

UNDERWRITING LETTER OF EXPLANATION
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COVERAGE COMPARISON SUMMARY

Coverage Comparison Summary
Revisions 

All Property Coverage at AGREED VALUE

Company A Company B
Coverage Line & Limits

$1,000,000 Per Occurrence Gereneral Laibility $1,000,000 Per Occurrence
$2,000,000 Aggregate $2,000,000 Aggregate
$2,000,000 Comp. Ops $2,000,000 Comp. Ops

$6,000,000 Commercial Umbrella $4,000,000

$1,000,000-CSL Commercial Auto $1,000,000-CSL

$1,000,000 Workers Comp $1,000,000
$1,000,000 $1,000,000
$1,000,000 $1,000,000

$2,500 Deductible to be added
Revisions to Payroll to be made

$200,000 Cargo $100,000
(Revised based on Load Capacity)

Property
All Porperty to be insured at Agreed Value

Commerical Property Valuations
based on Marshall & Swift Reports

Farm Property Based on Current Cost
of Construction & Equipment

Location 1: Building 1:  Office
Value:              $624,000 Value:              $330,000
BPP: $152.000 BPP: $150.000
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SUMMARY AND QUESTIONS

• This is a lot of information, and it works in your favor!

• As you will note, this is not a fast process, but allows for a VERY close 
and personal relationship-building with your client.  (Retention)

• This is used on larger and complex accounts not your small BOP 
accounts.

• Having your team work and understand this process keeps everyone in 
the loop and knowledgeable of the risk and allows fast responses to 
questions or claims. (Next Level of Service to your Client)

• This is a quick overview, but we’re available to help your agency start 
this process and have many agencies across the country very 
interested in using this process to write and retain accounts for the 
long run.
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