Small Firms Lack Disaster Planning, Don’t Consult Agents, Travelers Finds
Opportunity cited for producers to become chief risk officers for their clients
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Nearly 44 percent of small firms are operating without a business continuity strategy in case
of disaster, and almost two-thirds have never even spoken to their insurance agents about
contingency planning, a survey by Travelers revealed.
The survey—conducted last month at the U.S. Chamber of Commerce America’s Small
Business Summit 2010, in Washington, D.C.—found that risk prevention is often not “top of
mind” among the 101 small-business owners queried, who are instead focused on sales and
marketing opportunities, explained Robyn Hahn, vice president of marketing research and
development with Travelers.
“Fifty-five percent of small-business owners spend less than 10 percent of their time” on
risk management, she noted, although 60 percent felt they were able to make the time, if
necessary.
“It is concerning when you look at the small
amount of time small-business owners are
spending on identifying and preventing risk.
Perhaps the question really is, do they have a
good, solid understanding to assess business
risks, and is there an opportunity to educate,”
Ms. Hahn said.
She pointed out that this gives agents and
brokers a chance to offer their services in lieu
of the chief risk officer position lacking at
most small businesses.
Instead of “just considering that their policies
will be there should something happen,” this
presents an opportunity for agents and brokers to be a professional partner “and establish
themselves with a different value proposition.” she said, adding that it’s a chance to remind
clients that “advice is a policyholder benefit.”
Ms. Hahn also noted that agents in turn look to carriers to “assist with that value
proposition”—a role that presents opportunities to carriers as well.
In studying the results, she said, another statistic showed that small-business owners who
aren’t looking to their insurance agent and broker as a risk management source turn to
their attorneys and peers, and also rely on their own experience.
John P. O’Connor, vice president of product and underwriting for Travelers, told National
Underwriter that small businesses are most vulnerable to disaster because larger companies
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have risk managers and sometimes a redundancy of operations. Owners of smaller firms, on
the other hand, “wear a lot of hats and get information from a couple of different sources.”
He said that 10 years ago a business suffering a disaster could shut down for a week or
even a month and retain the same customers when they open up—and survive.
“In today’s world,” he added, however, “there’s an expectation of continuity. So if you shut
down for a period of time and you’re not able to contact customers, or maintain service with
a customer, there’s a good likelihood that even after you rebuild or get operations up and
running again, those customers won’t be there.”
He said “that’s what business continuity planning is about—
helping them bring continuity to their operations so they can
maintain services through this process.”
Nim Traeger, second vice president, casualty services, at
Travelers Risk Control, observed that small businesses are often
in a single location, making them dependent on their
community. A large organization may have another site where
they can shift operations temporarily, if needed.
“The loss doesn’t have to be that significant for a small business to perceive it as
significant,” she said.
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