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O U R  R E T U R N  O N  R I S K  A P P R OA C H S M 
B U S I N E S S - D R I V E N  I N S U R A N C E
Many executives see insurance risk as the price of a product. 

From this perspective, the lowest premium always looks 

right. The problem is, that’s an incomplete view of risk.

At Conner Strong & Buckelew, we know risk doesn’t take place in 

a vacuum; it takes place in the context of your organization. That’s 

why we’re committed to uncovering the hidden risks that lurk 

below the surface and delivering a positive impact to your bottom 

line. That’s why we developed our Return on Risk ApproachSM. 

Through this investment-minded approach, we dedicate the 

time and resources to understand your organization and develop 

tailored insurance programs that deliver a positive financial impact. 

Tang ible  Benef i t s

>  Aligns insurance strategy with organization objectives

>  Turns incremental details into added value

>  Provides an environment for informed decision-making

>  Generates a meaningful ROI

>  Delivers effective, comprehensive risk management programs 

>  Creates a long-term partnership

The Return on Risk ApproachSM takes the insurance 

conversation to a deeper level. It strikes a balance between 

risk to your organization and value to your bottom 

line. It is an investment-minded approach to insurance, 

designed to generate positive financial impact. 



I N V E S T
We invest in our clients. Whether you’re a public entity, 

not-for-profit, hospital or business, we invest our energy 

and our expertise to understand your operations. 

It’s a tangible investment with tangible results. We don’t 

just read your web site; we make a site visit and see your 

operation first-hand. We don’t just review your company 

policies; we engage in management interviews to get the 

full picture of your culture and practices. And we don’t 

throw boilerplate programs at your insurance needs; 

we do a thorough analysis of your coverage and claims 

history and then make strategic recommendations on 

where we can make the most impact. 

At Conner Strong & Buckelew, investment means digging 

deeper to uncover risks that others don’t see. Ultimately, 

it means creating insurance programs that align with your 

business goals and deliver value at every turn. 

U.S. property and casualty net 

premiums written totaled   

$442  billion in 2011. 
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I N F O R M
We take the time to get to know your organization, 

because in order to protect your organization we need 

to understand it. The knowledge we gain influences 

every step of the insurance process and helps us deliver 

insights that result in real value.  

Our professionals understand that no two organizations 

have the same exposures. We don’t see you as a class 

or a category. We look at each organization as a unique 

situation, with specific needs. With a broader business 

view, we analyze your existing insurance programs, one 

word at a time.

We deliver what we’ve learned through a proprietary 

document called the Conner Strong & Buckelew 

Consultative Review (CSBCR). It’s a personalized 

insurance roadmap uncovering hidden exposures, 

outlining coverage options and giving you insights to 

protect your most critical assets. 

There are more than 3,000 

property and casualty insurance 

companies in the U.S.
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I N T E R A C T
When it comes to marketing, most brokers send a 

standard application to a carrier, request a quote 

and send it to the client. At Conner Strong & Buckelew, 

that’s not good enough.

We view the underwriting process as part-education, 

part-submission. We proactively position your risk and 

your organization in the best light possible. We have 

solid relationships with carriers and we use them. We 

use our market knowledge, insurance knowledge and 

knowledge about your operations to get the right 

coverage for you.

From day one on, we’re advocates fighting on your 

behalf. Whether it’s helping underwriters understand 

your organization or your risk, we’re always looking to 

create new opportunities to deliver a return on your risk. 

Property and casualty insurers paid out 

$105 billion to policyholders for insured 

losses from catastrophes in 2011.
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I N T E G R AT E
We’ve said it before and we’ll say it again, your insurance 

takes place within the context of your organization. 

At Conner Strong & Buckelew, that’s the broader view 

we take and the big picture we see. And we have the 

process and the services to back it up. 

As a Conner Strong & Buckelew client, our service is 

focused in three core areas: Account Management, 

Claim Services and Risk Control Services. These services 

integrate seamlessly with each other to address every 

possible nuance of your unique program.

We’re there day in and day out executing the plan we 

developed together. We’re proactive and preventative, 

partnering with your team to stay one step ahead of your 

risks, driving a bottom-line impact. That’s partnering for 

success. That’s seeing the big picture. That’s value.  

 

Comprehensive safety programs 

can reduce your total insurance 

cost by up to one third.
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I N I T I AT E
For some brokers, the annual renewal is just that – a 

once-a-year ritual. At Conner Strong & Buckelew, 

it’s a year-long, proactive process. Every day, we’re 

strategically looking for new areas to help you improve 

and new ways to control your risk.   

Our goal is always to put you in the best position to 

succeed. And success starts with preparation. That’s why 

we initiate pre-renewal strategy meetings when others 

are still catching their breath from the last renewal. We 

work collaboratively with you every step of the way, 

making sure you’re involved and informed, of renewal 

expectations. You have open access to our team and our 

expert advice. We believe in true partnership, sharing 

strategy and insights at every step. 

It’s a relationship that leads to a timely, comprehensive, 

strategic and, ultimately, more effective renewal proposal. 

And that leads to better results for your organization. 

 

Close to one quarter of brokers start 

the renewal process with fewer than 

60 days before the expiration date. 
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