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Workers’ Compensation as a Product 4 

Mandatory coverage for all businesses, regardless of size, and most 
organizations.  
 
Covers any claim/injury/loss  that occurred on the job or because of 
the job. 
 
Can be acquired via private insurance carrier, state insurance funds, 
self-insurance, or be self-insured.  
 
“No-Fault” coverage  

What is workers’ compensation? 



Workers’ Compensation as a Product 5 

Workers’ Compensation Provider Network 
 

Works like an HMO: stay in network or the doctor will deny service 
 
Worker or Employer can pick a PCP  but must do so within 30 days of 
policy effective date and the PCP must agree to be paid on a work 
comp payment schedule. 
 
Coinsurance/Deductible 
 
Coinsurance does not exist. When a work comp claim is filed and 
accepted, the carrier pays whatever medical bills it receives from the 
provider 



Workers’ Compensation as a Product 6 

Workers’ Compensation Claims 
 

Members are not to be billed for work comp claims 
 
The work comp carrier and the provider work out the details of the 
claim 
 
Always have the carrier name and policy number on hand to provide 
to the provider.  
 



Workers’ Compensation as a Product 7 

What happens if I don’t have workers’ compensation? 
 
Employer is responsible for the full cost of a workers’ compensation 
claim 
  
Benefits that would normally be paid via worker’s compensation will 
likely be “collected” from the employer via litigation 
 
Employer is responsible for the regulatory penalties  
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Workers’ Compensation Underwriting Guidelines 9 

How the Carriers Underwrite 

• Operations: What do the employees do? 

• Ownership: Who owns the business? 

• History: What is the group’s claims history? 

 



Ancillary Underwriting 10 

Multiple considerations to keep in mind: 

• Industry Loads / Restrictions 

• Eligibility 

• Participation 

• UCR 

• And More 
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Ancillary Quoting 12 

Ancillary Quote 

• Submit directly to carrier 

• Use quote engine 
 
Considerations When Quoting 

• Costs 

• Benefits 

• Network 

• Providers 
 



Workers’ Compensation Quoting 13 

What Is Quotes Is What Is Sold 

• Premiums are based on payroll 

• Waivers have to be collected in order to minimize premiums 

• Benefits are determined by law 

 

Considerations 

• What is the group’s estimated annual payroll? 

• What is the group’s FEIN? 

• What is the group’s employee classifications? 

 



Reading the Quote – Basic Information 14 

1 3 5 

2 4 6 



Reading the Quote – Coverages 15 

1 3 5 

2 4 6 



Reading the Quote – Class Codes & Rates 16 

1 3 5 

2 4 6 



Reading the Quote – Pricing 17 

1 3 5 

2 4 6 
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Presenting the Sale 19 

Race to the bottom in terms of pricing. 
 
 

In house servicing (claims, audits, etc.) 
 
 

Added value services (training programs, safety posters, etc.) 
 

 



Closing the Sale 20 

Compare the rates first, not the premium, as payroll drives the 
premium and can vary. See example below: 
 
 
 
 
Send a “bind request” email; a simple email asking to “bind 
coverage” will suffice 

 
 

Signed California exclusion form for all waiving owning officers 
 
 

Binder check NOT necessary 



Servicing the Sale 21 

Keep the Policy Up-to-Date 
• Employee changes OR changes in payroll 
• Ownership Changes 
• Address Changes 
 
Comply with Carrier Requests In a Timely Manner 
• Make sure to file claims in a timely manner 
• Comply with mail audit requests 
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Workers’ Compensation vs. Ancillary Commissions 23 

Carrier name  Avg annual premium 
Actual Earned 
premium 

Average annual 
Commissions 

Commission 
percentage 

Aetna  
$8,160 $32,640 $734 

9% 

Anthem blue Cross 
$4,134 $276,974 $413 

10% 

Choice builder 
$6,507 $331,868 $651 

12% 

Cal Choice 
$1,962 $35,323 $235 

10% 

Delta Dental 
$11,652 $1,876,048 $1,165 

10% 

Guardian 
$12,516 $200,262 $1,252 

10% 

Health Net 
$2,330 $13,978 $233 

10% 

Metlife 
$24,703 $617,574 $2,470 

10% 

UHC 
$3,252 $74,790 $325 

10% 

Worker's Compensation $5,652.45  $1,079,617  $425.56  8% or 10% 
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Ancillary: 

What you quote is what 
you sell, and what you’re 
paid 

Needs to be kept up to 
date 

Few considerations when 
quoting 

Underwriting is 
contingent upon many 
factors 

Workers’ Compensation: 

What you quote might 
not always be what is sold 
or what you’re paid 

Multiple considerations 
when quoting 

Needs to be kept up to 
date 

Underwriting is 
contingent upon 
operations 



B&P Workers’ Comp Services 26 

All pre- and post- sale servicing 
 

Proof documentation for accuracy Pre-populate applications 

Pre-underwrite groups Assistance with claims processing 

Classifications, ownership changes, and 
documentation consultation 

Process 



Get Connected 
with BEERE&PURVES 
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Twitter 
Receive real-time updates for carrier, 
hospital and medical group network 

changes, future webinars.  

SMS 
Coming soon! Receive texts alerts for 

rate availability, network updates, and 
other time-sensitive notices. 

YouTube 
Watch recent webinars, online enrollment 

solutions and bpQuote training tips. 

LinkedIn 
Read feature articles containing industry 
information and carrier updates on your 

news. 
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QUESTIONS? 

Patrick Kim 
Workers’ Comp Specialists 
925.296.5478 
pkim@beerepurves.com 
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