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• John Clark, Office President 
• Dave Przesiek, Chief Revenue Officer

Ryan Specialty Benefits Attendees
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Ryan Specialty Overview

15+ Years of Progress

*As of 12.31.25

• Wholesale Brokerage
• BindingAuthority
• Underwriting Management
• Benefits
• Alternative Risk

129
Global Offices

6100+
Teammates

63
Acquisitions

13
De Novo 

Formations
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Why Ryan Specialty Benefits (RSB)?  In-House Expertise

UNDERWRITING
In-house binding authority, 
coverage expertise and long-
standing carrier relationships

ACTUARIAL
In-house risk expertise with keen 
analytical and problem-solving skills

PHARMACY
Full-service pharmacy consulting, extensive 
review of traditional, bundled, and emerging 
PBMs, collectives, carve-outs, and innovative 
medicine

COMPLEX CLAIMS
Review and benchmark 
treatment appropriateness and 
recommend unique solutions

DATA & ANALYTICS
Access to large datasets, robust tools 
and predictive modeling provide 
trends and correlations for our clients

CLINICAL
In-house medical expertise, 
including certified nurses

RFP SPECIALISTS
Advisors provide industry 
benchmarking and product 
placement justification in plan 
design recommendations

ANCILLARY BENEFITS
Experts in underwriting and products to 
provide end to end solutions on life, 
dental, vision, disability, absence and 
voluntary benefits

One Team - One Mission
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When you think Self-Funding, think Ryan Specialty Benefits!

 Prepackaged option with 
curated TPA’s and 
networks

 Flexible financial solution 
(Level Funded, Captive, 
Traditional Stop Loss) 
underwritten by Nationwide 
Life Insurance Company

 Client Reporting – TPA 
monthly, RSB quarterly 
powered by Cedar Gate 
Technologies

Integrated Health 
Solution (IHS)

 In-house binding authority 
and access to many 
competitive markets

 Deep technical expertise

 Ability to underwrite and 
price policies quickly

Traditional 
Stop Loss

Captives

 Domiciled in Vermont

 Available for groups down 
to 50 lives

 No New Laser at renewal 
with a 30% rate cap 

 Monthly collateral funding

 Annual distribution of 
underwriting profits, if any, 
pro-rata to participants

 

Level Funding

 Product for groups of 50+ 
enrolled employees

 Comprehensive Specific & 
Aggregate Stop Loss 
coverage

 Flexibility on TPA and 
network configuration

 100% of any surplus is 
returned to plan sponsor
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• 11th largest provider of Stop loss

• Ryan is the largest underwriter of Nationwide Stop Loss

• Ryan has underwriting and claims payment authority 

• Standard policy basis available

• NNL/Rate Cap available 

• Experience refund avail upon request

• Quote down to 50 eligible

• Plan Mirroring

• Spec Advance or Aegle

• Monthly Agg accommodation

• Extensive RBP experience

Nationwide Highlights and Policy Features
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Brand, Stability, Strength………on your side

Nationwide, a Fortune 100 company based in 
Columbus, Ohio, is one of the largest and strongest 
diversified insurance and financial services organizations 
in the United States. Nationwide Life Insurance is rated 
A+ by both AM Best and Standard & Poor’s.1 An industry 
leader in driving customer-focused innovation, 
Nationwide provides a full range of insurance services 
and partners with Ryan Specialty Benefits on multiple 
endeavors.

1 AM Best ratings received 10/17/02 and affirmed 11/07/24; Standard & Poor's rating received 12/22/08; affirmed 4/30/24. These ratings and rankings reflect rating agency assessment of the financial strength and claims-paying ability of Nationwide Life Insurance 
Company and Nationwide Life and Annuity Insurance Company. They are not intended to reflect the investment experience or financial strength of any variable account, which is subject to market risk. Because the dates are only updated when there’s a change in the 
rating, the dates above reflect the most recent ratings we have received. They are subject to change at any time. 

1
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• Artificial Intelligence

• Underwriting Platforms

• Healthcare Insight Tools

• Clinical Applications

• Data Analytics

RSB Multi-Million Dollar Investment in Technology 
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RSB 48-Hour Risk Assessment Methodology

STAGE 1: 48-HOUR RISK ASSESSMENT
Deliverables: Underwriting score 1-5 and product options in 48 hours

o Missing larger claim data – amounts
and diagnoses

o Traditional Stop Loss
o Group Benefit Captive
o Level Funded Plans

Product Options*

 BOR
 Status
 Industry
 Network
 Current Per Employee 

Per Month (PEPM)
 Self Insured Retention (SIR)
 Current Fully Insured (FI) / 

Self Funded (SF)
 Average Age 

 Favorable demographics
 Strong data analytics / AI results
 Desired industry and area
 National network / Administrative 

Service Only (ASO)
 Claims running very well in current 

year vs prior
 Large claims are down in current 

year

Risk Score: 2*

Your RFP Submission

RSB AI & Underwriting 
Process

Data Review

RSB In-House Experts

To You in 48 Hours

INPUT ANALYSIS DELIVERABLE

AI & Underwriting Outputs

 Underwriting
 Actuarial
 Clinical
 Pharmacy

* Illustrative example based on fictitious data
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RSB 48-Hour Risk Assessment Deliverable

Example: ABC Corp.
Ryan Specialty Benefits Underwriting Score: 2
Deliverable: Underwriting score 1-5 and product options in 48-hours. 

 Positive data analytics / AI results
 Average age is favorable
 <10% of subscriber enrollment is over the age of 60
 National network being utilized
 No top tier Specialty Rx being utilized in recent 12-month 

period

• Low single enrollment
• Claim experience is not available for underwriting
• Industry and location is associated with having higher 

risk factors 
• One claim over $75,000 expected in the next 12-month 

period

Case Stats Top High-Cost Medical

Group Size: 186 Condition Impact

Average Age: 43 Secondary malignancies Moderate

% Male 70% Heart failure Low

State of Domicile: CA Regional enteritis and ulcerative colitis Low

States Covered: 13

Risk Stats Top High-Cost Pharmacy

Match Rate: 94% Drug Name Impact

High Risk Members: 1 Mounjaro Low

Relative Risk: 85% Keppra Low

Demographic Risk: 93% Repatha Low

Morbidity Risk: 92%

Member Residency States & Count

CA TX MN +

28 13 8 137

Product Options

• Traditional Stop Loss

• Level Funded

• Group Captive

Example Observations:

2

2

3

4

5

48h

The material in this presentation is provided for educational and informational purposes only. It is not intended to be relied upon 
as legal or professional advice and should not be relied on as such. Every insured’s circumstances will differ, and all coverages 
are dependent on each individual insured’s unique circumstances as well as applicable policy language. Whether an accident or 
other loss is covered by insurance is determined by the specific facts of the loss and the terms and conditions of the actual 
insurance policy or policies involved in the claim. References to typical terms or provisions of coverage are illustrative and may 
not apply to a specific situation. Please consult a legal or insurance advisor regarding specific insurance needs.
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RSB Financial Evaluation and Program Selection Process

STAGE 1: 48-HOUR UNDERWRITING RISK ASSESSMENT
Deliverable: Underwriting risk score 1-5 and product options in 48 hours

STAGE 2: TPA / NETWORK / PLAN DESIGN SELECTION
Deliverable: Recommended TPA, network, plan design and financial projections in 48 hrs.
Our in-house clinicians, complex claims team, care management team, and pharmacy team align the market opportunities based on the
recommended financial solutions to create a tailored illustrative financial projection and plan design recommendation in 48 hours.

STAGE 3: FIRM PRICING & PROGRAM RELEASED
Deliverable: Client-ready Total Plan Solution presentation
Ryan Specialty Benefits provides a client-ready Total Plan Solution presentation that includes confirmation of TPA, network(s), pricing and plans.

STAGE 4: PROGRAM IMPLEMENTATION
Deliverable: Execute the tailored Locked-In plan solution
Ryan Specialty Benefits collects all required applications and documents, reviews contracts, plan implementation, and looks for efficiencies through
Benefit Admin APIs.

STAGE 5: ONGOING CLIENT MONITORING
Deliverable: Monthly TPA reports combined with Quarterly management reports, large claim review and account management overview

48h
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RSB Integrated Health (Turnkey Solution) 

Reference-Based Pricing 

Local Networks

STEP 2: 
Third-Party 

Administrators

STEP 1: 
Networks

STEP 3: 
Care 

Management

STEP 4: 
PBM &

Data Analytics
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RSB Clinical Advisory

Dialysis Options

Claims Negotiation Services Gene and Cell Therapy Contracting

Reference-Based Pricing

Transplant ContractingSpecialty Drug Evaluation and 
Alternative Sourcing Options

Large Dollar Bill Review Medical Necessity Assessment

Early Identification Strategies may include:

Emerging Claims More 
Quickly Identified

Cost Mitigation Strategies 
Prior to Time of Service 

Expected Costs 
Held in ReservesGoals:

What you need to know:
• Plan sponsor retains final decision authority
• Rates and claims reimbursements will NOT be impacted 

• A Business Associate Agreement (BAA) may be requested
• This program is at no cost to the plan

1 2 3
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• Offered on select infusion 
medications

• Average 2%-12% of cost

• Provides access to brand and 
some high-cost specialty 

medications through 
importation

• Savings based on member 
participationInternational 

Sourcing / 
Medical Tourism

Medical 
Infusion 

Oversight
Medical 
Rebates

• Highest level of funding available 
for specialty drugs; also available 
for some brand drugs

• Savings based on member 
qualification through 
manufacturer

Alternate 
Funding

Consultation

Support

Audit

RSB Pharmacy Advisory Solutions

Our Pharmacy Management team deploys a thorough strategy with contract and clinical consultations, cost containment recommendations, 
support through implementation and quarterly reviews, as well as periodic claims audits and annual performance reconciliations. 
    
    Examples of cost containment solutions include:

Pharmacy Strategy

• Savings opportunities
related to site of care
and contract negotiation
for infusions

• Drug specific savings based on
contract with each pharmacy
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• Connor Strong & Buckelew John Clark john.clark@rsbenefits.com

• Cross Insurance Kathy Johnson Kathy.Johnson@rsbenefits.com

• Holmes Murphy John Clark john.clark@rsbenefits.com

• M3 Insurance Steve Sopko Steve.Sopko@rsbenefits.com

• Scott Justin.Hansen@rsbenefits.com

• Sterling Seacrest Pritchard Justin.Hansen@rsbenefits.com and 
Adam.Sheehan@rsbenefits.com 

• The Partners Group Matt.Hayward@rsbenefits.com

RSB Sales Rep assignments 

mailto:john.clark@rsbenefits.com
mailto:Kathy.Johnson@rsbenefits.com
mailto:Kathy.Johnson@rsbenefits.com
mailto:john.clark@rsbenefits.com
mailto:john.clark@rsbenefits.com
mailto:Steve.Sopko@rsbenefits.com
mailto:Steve.Sopko@rsbenefits.com
mailto:Justin.Hansen@rsbenefits.com
mailto:Justin.Hansen@rsbenefits.com
mailto:Justin.Hansen@rsbenefits.com
mailto:Justin.Hansen@rsbenefits.com
mailto:Adam.Sheehan@rsbenefits.com
mailto:Matt.Hayward@rsbenefits.com
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Summary and next steps 

RSB goal with C2 firms 
$25M.

In person meeting with 
each firm.

Write 1 group with each 
member firm.



Thank You! Thank You!

The material in this presentation is provided for educational and informational purposes only. It is not intended to be relied upon as legal or professional advice and should not be relied on as such. Every insured’s circumstances will differ, 
and all coverages are dependent on each individual insured’s unique circumstances as well as applicable policy language. Whether an accident or other loss is covered by insurance is determined by the specific facts of the loss and the 
terms and conditions of the actual insurance policy or policies involved in the claim. References to typical terms or provisions of coverage are illustrative and may not apply to a specific situation. Please consult a legal or insurance advisor 
regarding specific insurance needs. The operations described in this document are provided by Ryan Specialty Benefits. Ryan Specialty Benefits is comprised of the following legal entities: Ryan Specialty Benefits, a series of RSG 
Specialty, LLC (In California, RSG Specialty Insurance Services, LLC, License #0G97516), Ryan Specialty Benefits Captive LLC, AccuRisk Solutions LLC, Case Management Specialists, LLC, Matrix Group Benefits, LLC, and Matrix Risk 
Management Services, LLC. All of these entities are subsidiaries of Ryan Specialty, LLC. CMSI is a part of Case Management Specialists, LLC. Some products may only be available in certain states. The medical stop loss coverage is 
underwritten by Nationwide Life Insurance Company, Columbus, Ohio (CA COA #7032) and Everest Reinsurance Company, Warren, New Jersey (CA COA #2259-0). In Hawaii, Louisiana and Oregon, the coverage is underwritten by 
Nationwide Mutual Insurance Company, Columbus, Ohio. Nationwide and the Nationwide N and Eagle are service marks of Nationwide Mutual Insurance Company. ©2026 Ryan Specialty, LLC                                      NSM-0507AO (5/24)
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