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9% 

23% 

19% 

46% 

3% 

What is your position within your organization? 

"C-level" Executive - Chairman, CEO, CFO,
President, etc.

VP or Director reporting to C-level

Other Management Role

Other Professional Role (broker, underwriter,
analyst, actuary, lawyer, consultant, etc.)

Other (please specify)

Respondents: 3,448 
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25% 

34% 

6% 

4% 

10% 

Which of the following best describes your role in the insurance/risk 
management process? 

Buyer/purchaser of insurance and risk management
services

Insurer or Underwriter

Retail, Wholesale, or Reinsurance broker/agent

Lawyer or Consultant

Claims or Loss Control

Other (please specify)

Respondents: 3,455 
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Briefings,
Reports

Business
Publications

Peer
Recommend

ations

Trade
Publications

Professional
Conferences

Local
Seminars

Sales
Representati

ves

Supplier
Web Sites

Vital 783 563 452 443 376 322 215 214 177

Important 1799 1699 1872 1572 1686 1381 1234 564 803

Of Some Use 733 955 932 1027 1096 1385 1549 1295 1544

Of No Use 47 89 61 166 115 165 238 922 544

N/A 22 55 45 105 74 97 90 283 190
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In this role, how important are the following resources: 

Respondents: 3,421 
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N/A 22 45 105 74 97 90 283 190

Of No Use 47 89 61 166 115 165 238 922 544

Of Some Use 733 955 932 1027 1096 1385 1549 1295 1544

Important 1799 1699 1872 1572 1686 1381 1234 564 803

Vital 783 563 452 443 376 322 215 214 177
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Respondents: 3,421 



9% 

11% 

21% 
59% 

About how many years of experience do you have in risk 
management and insurance? 

5 or less years

6 to 10

11 to 20

More than 20

Respondents: 3,408 
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Other (please specify)

Textiles & Apparel

Media

Retail - Food & Staples

Chemicals

Management Consulting

Food Products

Tech - IT Consulting

Retail - Distributors

Oil, Gas & Consumable Fuels

Government - Local

Real Estate Mgmt & Dev

Health Care Providers

Finance - Capital Markets

Which of the following industry sectors are important to you in 
your job? 

Respondents: 3,377 
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0% 10% 20% 30% 40% 50% 60% 70% 80%

Other (please specify)

Textiles & Apparel

Media

Retail - Food & Staples

Chemicals

Management Consulting

Food Products

Tech - IT Consulting

Retail - Distributors

Oil, Gas & Consumable Fuels

Government - Local

Real Estate Mgmt & Dev

Health Care Providers

Finance - Capital Markets

Which of the following industry sectors are important to you in 
your job? 



0% 10% 20% 30% 40% 50% 60% 70% 80% 90% 100%

Insurance Carriers

Insurance Coverages

Insurance Brokerage Services

Other Major Services

Are you considering going out to bid for:  

This Year

Next 2-4 Years

5 Years or More

Buyer/Purchaser: 520 



67% 

33% 

Have you switched carriers in the past 5 years? 

Yes No

Buyer/Purchaser: 523 



0% 10% 20% 30% 40% 50% 60%

No role

Selected the new insurance carrier

Provided contacts at alternative carriers

Managed the transition to the new insurance carrier

Conducted RFP process on your behalf

Recommended a specific alternative carrier or carriers

What role, if any, did your broker play in the marketing of your 
insurance program? 

Buyer/Purchaser: 498 



0% 10% 20% 30% 40% 50% 60% 70% 80% 90% 100%

One stop shop or total solution

Executive Management Direction

Recommendation of your broker

Long Term Relationship

Availability

Price

Reputation of the carrier

Flexibility of manuscript…

Flexibility of program structure (retentions, limits, excess…

Service

Policy terms and conditions

Financial Stability of the carrier

Please rank the most important factors in your selection or retention of 
insurance carriers. 

Vital

Very Important

Important

Less Important

Not Important

Buyer/Purchaser: 513 



8% 

4% 

12% 

43% 

29% 

4% 

What is your principal role in purchasing decisions regarding carriers, 
brokers, and other service suppliers? 

Assess Need

Identify Alternatives

Evaluate Alternatives

Recommend Selection

Approve Selection

Other (please specify)

Buyer/Purchaser: 506 



0% 10% 20% 30% 40% 50% 60% 70% 80% 90%

Professional Liability- Accountants

Other (please specify)

Professional Liability- A&E

Financial & Political Risk

Professional Liability- Law

Medical Malpractice

Liability- Cyber

Property/International

Management Liability- D&O (Public)

Management Liability- D&O (Private)

Liability- Products

Management Liability- EPLI

Management Liability- Fiduciary

Property/Business Interruption

Workers Comp

Fidelity, Surety, & Crime

Property/Domestic

Liability- Umbrella

Liability- Auto

Liability- GL

Of the following coverages, please indicate which your 
company purchases?  

Buyer/Purchaser: 499 



36% 

62% 

2% 

In general, how often do you market your clients' 
insurance programs? 

Annually

Every 2-4 Years

5 Years or More

Broker Respondents: 894 



61% 

39% 

In recent years, have you been marketing your client' 
programs more frequently? 

Yes

No

Broker Respondents: 875 



0% 10% 20% 30% 40% 50% 60% 70% 80% 90% 100%

Efficiency of infrastructure/technology/web capabilities

Desire for one stop shop or total solution

Hasn't been marketed recently

Recommendation of broker

Reputation of the carrier

Flexibility of program structure (retentions, limits, excess quota…

Flexibility of manuscript…

Price

Service

Client direction

Availability of coverage/limits

Financial Stability of the carrier

Policy terms and conditions

What factors typically prompt you to recommend that a client market their 
insurance program?  

Vital

Very Important

Important

Less Important

Not Important

Broker Respondents: 862 



0% 10% 20% 30% 40% 50% 60% 70% 80%

Other (please specify)

Recommend need

Recommend final selection

Identify alternatives

Evaluate alternatives

Negotiate price/terms/conditions

What is your principal role in your clients' decisions 
regarding carriers (and other service suppliers)?  

Broker Respondents: 855 



48% 

34% 

11% 

7% 

After marketing their program, what % of your clients 
actually switch insurance carriers? 

0-24%

25-49%

50-74%

75%+

Broker Respondents: 832 



0% 10% 20% 30% 40% 50% 60% 70%

Other (please specify)

Professional Liability- Accountants

Financial & Political Risk

Professional Liability- Law

Medical Malpractice

Professional Liability- A&E

Property/International

Management Liability- D&O (Public)

Liability- Cyber

Management Liability- Fiduciary

Fidelity, Surety, & Crime

Management Liability- EPLI

Management Liability- D&O (Private)

Liability- Products

Workers Comp

Liability- Auto

Property/Domestic

Property/Business Interruption

Liability- Umbrella

Liability- GL

Of the following coverages, please indicate which ones you focus 
on? 

Purchaser/Buyer: 499  



0% 5% 10% 15% 20% 25% 30% 35% 40% 45% 50%

Other (please specify)

Financial & Political Risk

Professional Liability- Accountants

Liability- Cyber

Professional Liability- A&E

Professional Liability- Law

Fidelity, Surety, & Crime

Property/International

Medical Malpractice

Management Liability- Fiduciary

Workers Comp

Liability- Auto

Management Liability- D&O (Private)

Management Liability- EPLI

Management Liability- D&O (Public)

Property/Domestic

Property/Business Interruption

Liability- Products

Liability- Umbrella

Liability- GL

Of the following coverages, please indicate which ones you focus on? 

Broker Respondents: 862  



0% 10% 20% 30% 40% 50% 60%

Other (please specify)

Social Media

Digital ads on websites and newsletters

None

Print Advertising

Sales and Product Sheets

White Papers and Reports

Your Website

What sales & branding activities help you to be more successful in 
your job? 

Broker Respondents: 737  



0% 10% 20% 30% 40% 50% 60% 70% 80% 90% 100%

Benchmarking of Premiums, Limits, Deductibles

Policy Language Comparisons

Lists and Details of Large Losses

Which of these 3rd party data and analytics help you to do your job, 
either presently or potentially? 

Yes

No

Don't Know

Broker Respondents: 862  



0% 10% 20% 30% 40% 50% 60% 70% 80% 90%

Joining or searching a blog/bulletin board/message…

Purchasing a document, product, or service

Participating in a social network such as Linked-In,…

Communicating via texting or instant messaging

Subscribing to a podcast, RSS feed, newsletter, etc.

Viewing a webcast/video clip

Forwarding information to a colleague

Printing or downloading an article or web page for…

What features typically enabled by the Web do you find 
most useful? 

Total Respondents: 2,868  



23% 

15% 62% 

Do you use a Blackberry, iPhone, Droid, or 
similar smartphone device for work? 

Rarely

Sometimes

All the time

0% 20% 40% 60% 80% 100%

Buyer/purchaser of insurance…

Insurer or Underwriter

Retail, Wholesale, or…

Lawyer or Consultant

Claims or Loss Control

Do you use a Blackberry, iPhone, Droid, or 
similar smartphone device for work? 

All the time

Sometimes

Rarely

Total Respondents: 2,919   



0% 10% 20% 30% 40% 50% 60% 70% 80% 90% 100%

Leaders Edge

Insurance Insider

Other (please specify)

New York Times

Insurance Headlines

RIMS

National Underwriter

Wall Street Journal

Risk & Insurance

Business Insurance

Advisen Front Page News

Where do you go to keep on top of news in the insurance 
industry? 

Total Respondents: 2,807  



68% 

26% 

5% 1% 

How often do you read Advisen Front 
Page News (FPN)? 

Everyday

Several days a
week

Only occasionally

First thing I
delete

0% 20% 40% 60% 80% 100%

Buyer/purchaser of insurance…

Insurer or Underwriter

Retail, Wholesale, or…

Lawyer or Consultant

Claims or Loss Control

How often do you read Advisen Front Page News 
(FPN)?  

Everyday

Several days a week

Only occasionally

First thing I delete

Total Respondents: 2,829  



3% 

26% 

37% 

23% 

9% 
2% 

How much time do you spend reading FPN 
when you open it? 

Less than 1 minute

1-3 minutes

3-7 minutes

7-10 minutes

More than 10
minutes
Other (please
specify)

0% 10% 20% 30% 40% 50% 60% 70% 80% 90% 100%

Buyer/purchaser of insurance and risk
management services

Insurer or Underwriter

Retail, Wholesale, or Reinsurance
broker/agent

Lawyer or Consultant

Claims or Loss Control

Other (please specify)

How much time do you spend reading FPN when you open it?  

Less than 1 minute

1-3 minutes

3-7 minutes

7-10 minutes

More than 10 minutes

Other (please specify)

Total Respondents: 2,829 



1% 

88% 

10% 
1% 

How do you usually read Front Page News?  

Print it and read on
paper

On a computer

On a Blackberry or
other similar device

Other (please specify)

0% 20% 40% 60% 80% 100%

Buyer/purchaser of insurance
and risk management services

Insurer or Underwriter

Retail, Wholesale, or
Reinsurance broker/agent

Lawyer or Consultant

Claims or Loss Control

How do you usually read Front Page News?  

Print it and read on paper

On a computer

On a Blackberry or other similar
device

Other (please specify)

Total Respondents: 2,829  



0% 10% 20% 30% 40% 50% 60% 70% 80% 90%

Other (please specify)

While commuting

At home, before/after work

At work

When do you read Front Page News? 

Total Respondents: 2,829  



31% 

47% 

22% 

Have you downloaded a whitepaper or 
study featured in the Front Page News 

"Spotlight" section? 

Yes

No

Haven't noticed
Spotlight section

0% 20% 40% 60% 80% 100%

Buyer/purchaser of…

Insurer or Underwriter

Retail, Wholesale, or…

Lawyer or Consultant

Claims or Loss Control

Have you downloaded a whitepaper or study 
featured in the Front Page News "Spotlight" 

section?  

Yes

No

Haven't noticed Spotlight
section

Total Respondents: 2,829  



16% 

69% 

15% 

Have you registered or attended a 
Webcast promoted in the Front Page 

News "Spotlight" section?  

Yes

No

Haven't noticed
Spotlight section

0% 20% 40% 60% 80% 100%

Buyer/purchaser of insurance…

Insurer or Underwriter

Retail, Wholesale, or…

Lawyer or Consultant

Claims or Loss Control

Have you registered or attended a Webcast 
promoted in the Front Page News "Spotlight" 

section?  

Yes

No

Haven't noticed Spotlight
section

Total Respondents: 2,829  
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Buyer/purchaser of insurance and risk
management services

Retail, Wholesale, or Reinsurance
broker/agent

Insurer or Underwriter

How do you rate the value of other regular news sources which you may 
receive via email? 

Poor

Fair

Good

Total Respondents: 2,829  
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How do you rate the value of other regular news sources which 
you may receive via email?  

Poor

Fair

Good

Total Respondents: 2,829  



11% 

52% 

37% 

How often do you forward your entire FPN or 
individual articles to Clients, Prospects, Service 

Suppliers, or Colleagues?  

Frequently

Sometimes

Almost never

0% 20% 40% 60% 80% 100%

Buyer/purchaser of insurance and…

Insurer or Underwriter

Retail, Wholesale, or Reinsurance…

Lawyer or Consultant

Claims or Loss Control

How often do you forward your entire FPN or 
individual articles to Clients, Prospects, Service 

Suppliers, or Colleagues? 

Frequently

Sometimes

Almost never

Total Respondents: 2,749  



39% 

61% 

If you had an interactive option to add 
your friends and clients to the Front Page 

News subscriber list, would you use it?   

Yes

No

0% 20% 40% 60% 80% 100%

Buyer/purchaser of insurance…

Insurer or Underwriter

Retail, Wholesale, or…

Lawyer or Consultant

Claims or Loss Control

If you had an interactive option to add 
your friends and clients to the Front Page 

News subscriber list, would you use it?   

Yes

No

Total Respondents: 2,724  


