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The materials contained in this outline are not intended as legal, business, or risk management advice to any party, and in no way represent advice with respect to specific 
practices of any party or any undertaking by SEABRIGHT INSURANCE COMPANY in any regard. SEABRIGHT has not confirmed or verified the accuracy or correctness of 
such materials or any information on which they may be based and makes no representation or warranty as to the content of this outline or its accuracy, or its appropriateness 
or its suitability for any particular reader, situation or practice, or as to conformance with applicable laws or regulations. Readers should conduct and rely on their own 
investigations before acting upon or otherwise using such materials. Questions about this material should be addressed in writing to the loss control department, SeaBright 
Insurance Company, P.O. Box 91100, Seattle, WA  98111. 
 
 
 

 
SMO 08-0101 

 ACCIDENT PREVENTION - PAINLESS & PROFITABLE! 

By SeaBright Insurance Loss Control 

 
Why are you working? The most obvious answer is that you need to earn money.  Your employer is in business for the very same 
reason--to make money.  If the people you work for don’t operate at a profit, they may not be able to keep you on the job.  It may be 
surprising to hear that most companies do not make money hand over fist.  Expenses take a big chunk of the revenue, and competition 
limits how much your firm can charge for the goods or services it provides.  What’s more, competition is no longer just local--it is 
often worldwide. 
 
Most large US companies operate at a small profit margin--some as small as 1/2%.  This means they earn only 1/2 cent for every 
dollar taken in.  Profit margins of 1% to 5% are more common but this is still not a lot of “extra” money.  Each time an accident 
occurs, the cost of the injury must be subtracted from profits.  So, how much do these incidents really impact your company in terms 
of direct and indirect costs?  Take a look at how many additional sales are required to pay for industrial injuries: 
 

ACCIDENT COSTS 1% profit margin 5% profit margin 10% profit margin 
 Additional Sales Additional Sales Additional Sales 

$1,000 $100,000 $20,000 $10,000 
$5,000 $500,000 $100,000 $50,000 

$25,000 $2,500,000 $500,000 $250,000 
$50,000 $5,000,000 $1,000,000 $500,000 

$100,000 $10,000,000 $2,000,000 $1,000,000 
$250,000 $25,000,000 $5,000,000 $2,500,000 

 
What does this chart tell us?  If the company is operating at a profit margin of 5%, then $20,000 in new sales will be needed to 
compensate for a $1,000 injury.  If the profit margin is nearer 1%, an additional $100,000 worth of goods or services are necessary to 
keep that profit level.  A lot of “widgets” must be manufactured to compensate for those losses!   
 
Whatever you do in production, sales or service, think about the extra hours you must work to help pay for the average jobsite injury.  
Why should you care about this?  Simple. Safe work behavior can contribute directly to the bottom line as well as to your own job 
security.  The more profitable your company, the more likely there will be funds available for better equipment, improvements in the 
work environment and, hopefully, wage increases. 
 
Though money is an important factor to both you and your employer, personal well being is also important.  It is always wiser to 
spend a bit more time doing the job safely than to recover from an injury.  This is why you are asked to avoid taking dangerous 
shortcuts, to wear your personal protective equipment when required, to do the job as instructed, and to support your company’s safety 
efforts.   
 
Think of safety as both pain free and profitable.  Accident prevention is a win-win proposition! 



 

 

        SAFETY MEETING AGENDA 
 
 

DEPARTMENT/JOB SITE: _____________________________  MEETING DATE: _______________________  
 
 
1. Open Meeting & Present safety topic:  _______________________________________________________  
2. Read minutes from previous meeting.  
3. Persons present: 
 

______________________________________  _________________________________________  

______________________________________  _________________________________________  

______________________________________  _________________________________________  

______________________________________  _________________________________________  

______________________________________  _________________________________________  

 
4. Old Business – Status of previous recommendations.  Discuss pending old business if any. 
 
 
 
 
 
 
5. Accidents – Discuss accidents and near misses that have occurred since the last meeting.  Brief summary of 

accidents to date by number and type.  Note any trends.  Discuss corrective action taken, or needed.  Concentrate 
on accident causes to make everyone more aware. 

 
 
 
 
 
 
 
6. Inspection Reports – Report on findings and recommendations of any inspection reports made since last meeting. 
 
 
 
 
 
 
7. New Business – Solicit employee suggestions.  Discuss new procedures, changes to company safety policy, etc. 
 
 
 
 
 
 
 
TIME MEETING STARTED: ____________________________  TIME FINISHED:________________________  
 
MEETING CHAIRED BY:_______________________________  TITLE: ________________________________  


