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At SRS, we’ve mastered the art 
of third-party administration.



It takes a master to produce exceptional results

When paint touches canvas, when solution touches problem, the true master produces exceptional
outcomes. SRS’ commitment to quality and innovation mirrors the insight and vision found in
history’s greatest masterpieces.

Founded in 1990, SRS is among the fastest-growing Third Party Administrators (TPAs) in the
nation. We provide superior workers’ compensation, and auto, product and general liability claim
administration and risk management services to self-insured, insured and alternative market
clients, including numerous Fortune 500 companies. 

Approved by more than 20 major carriers, SRS was recently ranked by Business Insurance
magazine as the second largest Property and Casualty TPA in the nation. Our success stems
directly from our dedication to providing clients with risk management services customized to
meet their specific needs. We rely on our broad palette of innovative services, consultative
account management, industry leading outcomes, and consistent nationwide delivery to
transform even the toughest risk management program into a masterpiece.   

Our more than 1,500 employees operate from 70 locations countrywide, including six regional
hub locations and numerous client-dedicated locations. We provide outstanding benefits paired
with ongoing training and professional development, leading to our 96 percent employee
retention rate.

A wholly-independent subsidiary of The Hartford Financial Services Group, Inc., SRS is backed
by nearly 200 years of financial strength. Ranked 78th on the Fortune 100 list, The Hartford listed
$2.7 billion in income in 2005. This strong foundation has enabled us to remain focused on what
we do best – close claims faster and for less money – all while keeping true to our core values:
quality, flexibility, innovation and exceptional outcomes. In fact, SRS has experienced 15 percent
annual growth since 2000, generating more than $247 million in revenue in 2005.

With more than $2.3 billion in annual claims payments in 2005, we keep a watchful eye on our
clients’ bottom line, but distinguish ourselves by never losing sight of the fact that risk manage-
ment is all about people.

Revenue growth

$132

$165 $167

$198
$229

$248

Calendar year

To
ta

l r
ev

en
ue

 in
 m

illi
on

s
The big picture is growth
• 14 percent a year in average revenue growth from 200-2005
• $248 million in revenue for 2005
• $2.3 billion paid on behalf of our customers in 2005
• Approved TPA for 21 major carriers
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The Painter Has the Dove
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SRS Delivers a Broad Palette of Quality
Products and Services

Similar to artists who have many tools at their 

disposal, SRS uses a broad range of sophisticated

tools to produce masterful results. As your risk

management partner, we do more than manage

you workers’ compensation, auto, general, and

product liability claims, we help you lower your

overall cost of risk. 

• Customer and outcomes focused

• Flexible pricing options

• Industry-leading benchmarking services

• State-of-the-art RMIS system

• Experienced account managers empowered 

to make changes as needed 

• 22 fully dedicated Quality and Training 

Consultants focused on internal file review  

• Team leaders who carry no caseload

• In-house functional consultants providing 

expertise on high exposure and complex files

• Dedicated Subrogation Unit

• Customized Special Account Instructions for 

every client 

Workers’ Compensation 

SRS does more than settle your workers’ compen-

sation and liability claims. We help you design a

program to solve your toughest risk management

challenges. SRS success stems from a deep

commitment to quality and our ability to deliver

positive results. Our service commitment includes:

• Effective accident prevention and return-to-

work tactics

• Comprehensive loss prevention and safety 

programs

• Aggressive fraud management tools

• Results-oriented performance measures.

• Management information, analysis and reporting

using leading-edge technology

• Commitment to claim quality

• Litigation Management

Our relationship with you begins with a thorough

understanding of the needs and nuances of your

business. Working side-by-side with you and 

your broker, we create implementation plans,

detail your expectations and define targets for 

an efficient transition. Together, we develop a

strategic program that leads to success. 
Focused expertise
• Offering superior management of Workers’ 

Compensation, Auto and general Liability, Product 
Liability and Integrated Benefits

• In-depth experience in all major industries
• Market leader in retail claims
• Acturial/Benchmarking unit provided detailed account

analysis in comparison to industry peers

Retail 24%

Manufacturing 15%

Grocery 10%

Transportation 5%

Warehousing/Distribution 6%

PEOs 4%

Restaurant/Food Services 8%

Temp Services (X-PEO) 5%

Construction 1%

Hospitals and Healthcare 5%

All other 17%

Argenteull

Eduoard Manet
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Liability Expertise

Choosing the right Auto, General and Product

Liability claim management partner is essential to

reducing your loss costs. Specialty Risk Services

has a well-deserved reputation for building working

relationships with our clients and brokers and deliv-

ering customized solutions. Our superior service

and products distinguish us from competitors.

We can fast track your liability claims, while 

providing the highest quality claim management

strategies, including:

• First party automobile physical damage 

(Collision and Comprehensive) 

• Bodily injury and property damage

• National network of preferred auto repair facilities

• Canadian Liability Claims Handling Unit

• Customized claim adjusting activity or on-site 

staff placement

• Medical review on select liability bodily

injury claims

Loss Control and Safety

Developing effective strategies to reduce work-

related accidents before they happen is an integral

part of any successful risk management program.

Our loss control experts will help you uncover,

prevent, and control loss-causing conditions to

help drive down your costs.

We hand-pick a service team who can find solu-

tions to even the most complex situations based

on sound safety experience. We help you generate

new ideas through partnerships and teamwork.

And we evaluate and assess risks to uncover

serious loss exposures in your business.

In addition to our AIHA-accredited laboratory,

SRS draws upon the resources of 200 profes-

sionals in more than 60 locations throughout the

United States and Canada, including Certified

Safety Professionals, Certified Industrial Hygienists,

Professional Engineers and Certified Ergonomists.

Fraud Deterrence

Insurance fraud is estimated to be an $80 billion

business that impacts all segments of our economy.

From individual consumers to larger insurance

carriers, fraudulent claim activity has a negative

effect on everyone’s bottom line.

SRS uses a multi-pronged and integrated

approach in fighting fraud, consisting of deter-

rence, detection and prevention. Through

comprehensive fraud awareness training our

claim professionals learn to identify fraudulent

activity and abuse working closely with our

Special Investigative Unit (SIU). In addition, SRS

also cooperates with industry agencies and law

enforcement to pursue all legal remedies in cases

involving fraudulent activity.

• Toll-Free Fraud Reporting

• Special Investigation Unit (SIU)

• State-of-the-Art Automated Fraud 

Detection System

• Frontline representation in fighting fraud

• Proactive data mining to identify fraud

An Out-of-Doors Study

John Singer Sargent
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SRS’ Unparalleled Services - 
Tools of the Trade 

@venture®, Risk Management 

Information System

SRS’ @venture system puts innovative, easy-to-

use eSolutions at your fingertips – allowing easy

and quick access to all the important data you

need to manage your program. With nightly

updates, you can analyze the most up-to-date

information allowing you to create the best possible

action plans. Centralize your risk management

program and loss information in this one, easy-

to-use system, saving you time and streamlining

workflows.

Bring down your cost of risk using the optimum

functionality of @venture. Do business quickly and

easily. Centralize your risk management program

and loss information in this one, easy-to-use system,

saving you time and streamlining workflows. If

questions arise, our help desk is just a telephone

call or e-mail away. 

SRS Business Information Unit

SRS is an industry leader in offering benchmarking

services as an integral part of our strategy to help

you control loss costs. We’ll help you look at the

big picture, so you can analyze your performance

compared to others in your industry, and implement

action plans that lead the way to continuous

improvement and better business results.

Our experts can work with you to establish

meaningful performance measures to help you

make critical business decisions.

• Development of client benchmarks by state 

and industry group, utilizing more than 20 

years of SRS loss experience, millions of claims

and external data sources. 

• Custom reporting on Telephonic Nurse Case 

Management caseloads and outcomes including

medical and indemnity savings and case durations.

• Consultative support to clients and field staff in 

their efforts to analyze, interpret and present 

data trends and cost drivers. 

• Research on industry trends and issues, 

including litigation, duration, medical and 

pharmacy costs, permanency awards and 

network analysis. 

Supplementing our internal information is an

extensive library of external benchmark data

sources, including ISO, OSHA, NCCI, WCRI,

Bureau of Labor Statistics, and numerous state

databases. We can provide objective and 

measurable ROI to help clients reduce their 

costs by identifying current trends.

Our greatest assets
• Over 420 clients, including many of the largest
Fortune 500 companies
• More than 1,400 employees operating from
70 locations countrywide
• 14 years average experience for our claim
professionals
• Adjuster to team ratio of 5:1

Clients: 94% retention

Employees: 94% retention

Blanch Hoschede Painting

Claude Monet
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Account Management

To help you meet your business objectives, 

SRS aligns each customer with a member of 

the Account Management staff, who serves as

the central point of contact for the account. Our

account managers work closely with their clients

to create a customized service plan to achieve

outcomes specific to each customer’s needs. 

SRS account managers understand the complex

needs and culture of our clients and brokers, and

effectively communicate that within SRS. They

serve in a consultative role and have the expertise

to effectively handle all facets of an account,

including: 

• Coordinating setup or renewal meetings and 

activities

• Identifying the roles and responsibilities of 

SRS team members

• Developing, communicating and updating 

customized Special Account Instructions (SAIs)

• Serving as client advocate throughout the 

SRS enterprise 

• Managing issue resolution process, involving 

SRS senior management as appropriate

• Providing consultative advice on risk manage-

ment issues on an ongoing basis. Advising on 

loss trends and suggesting initiatives to manage

total cost of risk

• Ensuring customer satisfaction

In fact, in a recent survey of our clients, 96 percent

said they were extremely satisfied with their account

management director.

Managed Care

Mastering results

The managed care aspect of claims administra-

tion is critical in today’s workers’ compensation

environment. Medical expenses countrywide

account for 58 percent of all the costs in workers’

compensation claims compared with 47 percent

just six years ago.

Our business is about people, and the focus of

SRS’ program is successfully returning injured

employees to productivity, and ensuring that each

injured worker obtains the best medical treatment

to ensure optimal recovery. 

Nurse Case Management

SRS Nurse Care Management team achieves

exceptional outcomes for clients, touting an

average savings of $1,300 per case handled in

2005. Getting employees back to work is the

main motivator for our nurses with 95 percent of

injured employees successfully transitioned back

into the workplace, most to their same job with

the same employer. Here’s how:

• Our URAC-accredited Nurse Case 

Management Program (NCM) utilizes only 

experienced Registered Nurses (RNs) to ensure

the most effective medical care to get your 

employees back to work. 

• Our nurse case managers focus on early 

intervention and provide nationwide support 

from our offices in Syracuse, New York; 

Dallas, Texas; and Aurora, Illinois.

• SRS uses a “triage approach” to determine 

which cases should immediately be referred 

to our NCM program. Triage criteria can be 

customized based on type of injury to meet 

your unique needs.

Young Woman Painter 

at Work

Giovanni Fattori
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Preferred Provider Networks

SRS takes a unique approach with our Preferred

Provider Networks (PPOs), partnering with “Best

in Class” providers to create a “mosaic” network

of PPOs throughout the country. This allows us 

to identify strong network choices in each jurisdic-

tion and enter into contracts on a state-by-state

basis. It also allows our clients to get involved in

provider selection – a win-win network approach

for you and your employees.

Clients can access our list of network providers

through @venture, our RMIS system, or via our

web site, www.specialtyriskservices.com. 

Exclusive Preferred Provider Network

When workers are injured, getting the right treat-

ment at the right time is crucial to lowering overall

claims costs and getting them back on the job

faster. SRS’ Exclusive Preferred Provider (EPP)

network offers a focused, highly experienced

group of workers’ compensation providers and

specialists, who deliver the highest quality cus-

tomer care in the most cost-effective manner.

This exclusive network of carefully credentialed

point-of-entry providers complements First

Health’s comprehensive network and can help

you reduce your medical loss ratio, lower your

indemnity loss ratio and decrease attorney

involvement.

The Exclusive Provider Program (EPP) identifies

point-of-entry (POE) providers who can positively

influence cases and impact your bottom line. 

EPP providers deliver high quality care in a cost

effective manner. 

Medical Bill Review

SRS is an industry leader in combining PPO 

relationships and technology. SRS streamlines 

its medical bill adjudication process with the 

latest technology advancement - Electronic Data

Management (EDM) Workers' Compensation

MedBill Scanning. 

Our bill review process is not based on pure

automation, which is limited to programmable

data-driven rules. Instead SRS employs special-

ized teams of professionals, including Registered

Nurses and trained Medical Bill Examiners, to go

beyond the limitations of the automation process.

This attention to detail is the key difference

between SRS’ savings results of 51 percent

and those of our competitors, which range

from 40 to 45 percent. In 2005, this enhanced

level of service provided for $95 million in savings

to SRS clients.

SRS total medical bill savings rate by year

44%

49%

51%

2003   2004 2005

Claude Monet Painting at

the Edge of a Wood

John Singer Sargent
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Network Referral Unit

SRS’ Network Referral Unit (NRU) helps you 

identify the appropriate medical care providers 

in your area. The NRU will provide you with

immediate information by telephone, or can 

mail, fax or e-mail you a list of providers.

Our NRU leverages SRS’ existing contracted

medical networks across the United States to

help you manage the medical cost associated

with workers’ compensation injuries.

Comprehensive Pharmaceutical Program

To reduce the increasing costs of prescription

drugs, SRS offers a workers’ compensation

Pharmacy Benefit Management program (PBM)

and SRS Drug Review Program. The PBM program

helps manage the costs and usage of prescription

drugs while providing timely and efficient pharma-

ceutical services to your injured workers. 

Our Drug Review Nurses complement SRS’ team

of claim professionals, case managers, physician

advisors, medical director, and PBM pharmacists

to ensure the dispensing of only clinically appro-

priate and medically necessary drugs. Through

this program, SRS customers receive:

• Better oversight of drug treatment

• Enhanced employee and medical provider 

education of prescription indications

• Improved ability to fight fraud and abuse

• Better management of the claim

• Improved claim outcomes

Online Suite of Resources

In addition to our portfolio of products and services,

SRS offers comprehensive online resources to

supplements our programs, linking you to

detailed libraries of educational resources and

industry data on current trends to help you manage

your program.

Using the password-protected Employer 

Toolbox found on our web site, www.specialty

riskservices.com, clients have access to a host 

of information, ranging from loss control tips to a

state-by-state legislative library.

Painting Van Gogh
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The SRS Difference is Clear

At SRS, we remain focused on what matters

most – closing your claims faster and for less

money than our competitors. In addition to

offering flexible pricing options, we provide the

numerous services as part of our standard 

service agreement, including:

• SRSConnect Telephonic, Fax and Online 

Claim Reporting

• Filing of Employer First Reports

• NCM Triage (RN)

• Medical Review Nurse (RN)

• PPO Radius Match for Locations

• Enhanced Medical Only Claims (EMO)

• MPN Filings & Maintenance

• Comprehensive Quality Program

• Consultative Account Management

• Actuarial/Benchmarking reports

• Employer Education Seminars and Online Tools

• SRS COMPWORKS® vendor network

By Client: An example of what we do for our clients everyday.

SRS total vs. Industry

Workers’ Compensation 
Average Paid Severity

Accident year: 2005

SRS: $2,421

Industry: $2,584

-6% difference SRS vs. Industry 

SRS
$2,421

Industry
$2,584

SRS total vs. Industry

Workers Compensation 
Percentage of Closed Claims

Accident year: 2005

SRS: 76%

Industry: 71%

5% difference SRS vs. Industry 

SRS
76%

Industry
71%

Company A Worker’s Compensation

Closed Claims as a Percentage of Total Claims Reported

Accident year at 9 months

More Than 20% Point Improvement From 2004

2003 
Other TPA

55%

2004 
Other TPA

64%

2005
SRS
85%

SRS Retail vs. Industry

Workers’ Compensation 
Average Paid Severity

Accident year: 2005

SRS Retail: $1,830

Industry Retail: $2,480

-26% difference SRS vs. Industry 

SRS
$1,830

Industry
$2,480

SRS Restaurants vs. Industry

Workers’ Compensation 
Average Paid Severity

Accident year: 2005

SRS Restaurants: $1,362

Industry Restaurants: $1,436

-5% difference SRS vs. Industry 

SRS
$1,362

Industry
$1,436

By Industry:

Innovative Solutions That 
Produce Results

Success in today’s competitive market means

finding the right mix of oversight and strategies to

reduce your total cost of risk on an ongoing

basis. SRS’ vast portfolio of tools and services

paired with the expertise of our team produce

exceptional results for our clients. The difference

is clear – our numbers speak for themselves:

Our overall book of business:

SRS Claims Handling Inception



Listen to what we are hearing.

On Claims Handlers:

“Wherever we do business, we know that SRS

will provide an experienced and knowledgeable

adjusting staff.”

—John J. Smith

Chairman and CEO

ABC Company

“SRS claims handlers provide quick, responsive,

focused analysis on all our claims.”

—John J. Smith

Chairman and CEO

ABC Company

On our Flexibility:

“SRS works hard to find opportunities to cus-

tomize their work to meet our needs.”

—John J. Smith

Chairman and CEO

ABC Company

Regarding Account Management:

“Great SRS customer service is easy to describe:

it starts at the top and seen everywhere.”

—John J. Smith

Chairman and CEO

ABC Company

Modern Art – SRS’ Vision for the Future

All great artists have relied on the foundation of

the past to create new ideas that shape the

future. SRS has built on experience to master 

the skills needed to meet the demands of today,

while continuing to employ innovation to antici-

pate – and answer – the needs of tomorrow. 

Experience the mark of a master with
Specialty Risk Services. 

Let us show you how we can make a master-

piece out of your risk management program. 

Call 1-888-236-4684 
or visit www.specialtyriskservices.com.


