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Some of the statements contained in this presentation are “forward-looking statements” within the 
meaning of the Private Securities Litigation Reform Act of 1995. In some cases, you can identify 
forward-looking statements by terminology such as “may,” “will,” “should,” “expect,” “plan,” “intend,”
“anticipate,” “believe,” “estimate,” “predict,” “potential” or “continue,” the negative of these terms or other 
terminology. Forward-looking statements are based on the opinions and estimates of management at 
the time the statements are made and are subject to certain risks and uncertainties that could cause 
actual results to differ materially from those anticipated in the forward-looking statements. Factors that 
could affect the Company's actual results include, among others, the fact that our loss reserves are 
based on estimates and may be inadequate to cover our actual losses; the severe downturn in the U.S. 
economy; the geographic concentration of our business; an inability to obtain or collect on our 
reinsurance protection; the impact of extensive regulation of the insurance industry and legislative and 
regulatory changes; a downgrade in the A.M Best rating of our insurance subsidiary; the uncertain 
effects of emerging claim and coverage issues on our business; the effects of intense competition; a 
failure to realize our investment objectives; the loss of one or more principal employees; the inability to 
acquire additional capital on favorable terms; our status as an insurance holding company with no direct 
operations could adversely affect our ability to pay dividends; a failure of independent insurance brokers 
to adequately market our products; the loss of our rights to fee income and protective arrangements that 
were established in connection with the acquisition of our business; the effects of acts of terrorism or 
war; and the cyclical nature of the insurance industry, which may cause our operations and revenue to 
fluctuate and the price of our common stock to be volatile. More information about these and other 
factors that potentially could affect our financial results is included in our 2008 Annual Report on Form 
10-K, filed with the U.S. Securities and Exchange Commission on March 16, 2009, and in our other 
public filings filed with the U.S. Securities and Exchange Commission. Readers are cautioned not to 
place undue reliance upon these forward-looking statements that speak only as to the date of            
this release.  The Company undertakes no obligation to update any forward-looking statements.
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SeaBright is a specialty provider of niche workers’ compensation insurance for homogeneous 
employer groups, maritime employers, and upper middle-market employers with severity exposures

� High hazard industries and underserved geographic markets
� Multi-jurisdictional workers' compensation for maritime; Small Maritime Program
� Collectively Bargained Workers’ Compensation (CBWC or ADR) 
� Alternative Markets – homogeneous groups of businesses

� Built on broker relationships from predecessor company
� PointSure – wholesale insurance agency with 50 state licenses
� Alternative markets with select MGUs with long history in niches
� No Underwriting or binding authority to brokers

� Specialized underwriting, claims and loss control expertise
� Innovative approach to medical management reduces cost
� High touch service model; provide incentive for workplace safety and claim management
� Combined 24 year operating history

� Members of management team operated predecessor company since 1999
� Started operations with experienced staff from predecessor 

Rated A- “ Excellent” , IX size by A.M. Best

Niche 
Focus

Profitable
Model

Experienced
Team
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� Workers’ compensation totaled $46B direct written premiums in 2008 – 5th largest property and 
casualty line 1

� SeaBright target market is estimated at $11B
� SeaBright share of target market approximately 2.5%

� Focus on niche industries

1 A.M. Best Aggregates and Averages, 2009 edition

Customer Mix: 12/31/09

 State Act , 65%

 Maritime , 20%

 ADR , 15%

Industry Mix: 12/31/09

Agriculture, 5%

Construction, 51%
Services, 13%

Other, 5%

Transportation, 8%

Manufacturing, 
10%

Energy and Mining, 
8%

(Seafood Processing and Shipbuilding)
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Orlando

Home Office Subsidiary Office

Seattle

San
Francisco

Orange

Anchorage

Honolulu

Houston

Chicago Philadelphia

Not Licensed

Phoenix

Boston

Baton 
Rouge

Las Vegas

New Orleans
(Opened 2/09)

43.2%*

9.3%*

8.9%*

5.9%*
5.7%*

4%*

3.6%*

2.2%%*

2.1%*

2%*

*% of SBX total in-
force premiums 

produced in this state
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39.9 

8.9 

58.9 

128.2 

6.1 

20.3 

$228.0 

2007

29.3 

12.1 

71.2 

141.9 

(3.9)

22.6 

$248.6 

2008

13.5 

14.7 

73.0 

172.2 

9.0 

23.1 

$244.4 

2009

Year Ended December 31,

Underwriting, acquisition & insurance expense

Loss & LAE

Net income

Other expense

Other revenue

Investment income

Earned premiums

($ in millions)

� � � � � � 
 � 	 � 	 � � � � 	

Comments:

� Earned premiums flat despite soft market

� Investment portfolio grew 18% in 2009

� 2009 impacted by prior year reserve strengthening (primarily 2007 and 2008)

� CA medical costs

� IL wage differential
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� Injured worker with permanent partial disability that precludes return to work at pre-injury wage

� Wage differential benefits equal 2/3 of the difference between pre-injury wage and current earning 

capacity, subject to a maximum 

� Recent rise in these claims due to an increase in the maximum compensation, fewer transitional 

return-to-work roles, and fewer jobs for low/semi-skilled workers with minimal transferrable skills 

� Example:

� 35 year old electrician making $42.50/hr, assuming no overtime; $88,400/year

� Alternative employment within physical restrictions at $20.00/hr or $41,600/year

� Settlement value is usually 75% of PCV or $356,000 for undisputed wage loss claims

SeaBright’s Response:

� Substantiate the degree of impairment and employability of the injured worker

� surveillance

� independent medical exams and vocational rehabilitation 

� job market surveys

� Evaluate each new and existing policyholder for their ability to support transitional return to work 

� Manage each return-to-work instance with the policyholder

� Modified our risk appetite to avoid employers more prone to wage differential claims
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$256.3 

$13.93 

14.7%

$1.90 

81.5%

55.6%

$282.7 

2007

$275.7 

$14.93 

9.5%

$1.38 

85.2%

56.7%

$270.3 

2008

$306.9 

$16.32

4.0%

$0.63 

99.8%

70.0%

$290.0 

2009

Year Ended December 31,

Statutory surplus

Tangible book value per share

Return on average equity (ROAE)

Diluted earnings per share (EPS)

Combined ratio

Net loss ratio

Gross written premiums

($ in millions)

� � � � � � 
 � 	 � 	 � � � � 	

Comments: 

� Gross written premium up 7.3%

� 6th straight year of underwriting profitability

� Tangible book value up by 9.5%

� Strong capital and surplus
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Industry Combined Ratios

Net Accident Year Combined Ratios as of 12/31/09 (GAAP)

Reported Calendar Year Combined Ratios (GAAP)

Combined

Combined

Expense Ratio

ULAE

Loss and ALAE

Combined

Expense Ratio

ULAE

Loss and ALAE

98.5%**

79.7%

22.7%

7.7%

49.3%

75.8%

22.7%

5.1%

48.0%

2006

103.6%**

81.3%

25.8%

6.2%

49.3%

89.8%

25.8%

6.9%

57.1%

2007

103.4%**

85.2%

28.5%

6.3%

50.4%

97.7%

28.5%

6.4%

62.8%

2008

99.9%

109.0%*

99.8%

29.8%

4.3%

65.7%

29.8%

7.4%

62.7%

2009

� � 
 	 � � � � 
 ! � � � � � � � � 
 � � � %� � � � � � �

*A.M. Best "Review & Preview" published 2/8/2010
**A.M. Best Aggregates and Averages, 2009 edition
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III. Our Approach
To Workers’
Compensation
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� Underwriting professionals’ average experience in insurance industry exceeds 22 years

� 17% of premiums are risk-sharing plans with policyholders 1

� Predominantly blue-collar workers with complex and high hazard exposures except for
Alternative Markets Division

� Approximately 1,120 customers in “core” business (upper middle market businesses with 50 -
400 employees)

� Average premium size approximately $233,000

� Approximately 410 customers in “program” business (Small Maritime and Alternative Markets 
products)

� Average premium size approximately $100,000

� Individual risk selection, not class underwriting
� 100% of risks receive pre-coverage survey and inspection (except Alternative Markets 

and Small Maritime)
� Evaluate customer safety program and practices
� Target employers with “light duty” return to work programs

� Target higher hourly wage workers
� Incentive to return to work

� � � � � � � � . � � 
 / � � � � � � � 	 � � � 
01 � � � 	 � 
 �

1 At 12/31/09
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Stage 1 Stage 2 Stage 3 Stage 4 Stage 5

Prospect 
Presentation

Initial 
Pricing/Selection 

Evaluation Negotiation
Risk 

Verification/Selection Quoting

Accounts Declined 40% 8% 21% 6% 75%

Activity

Broker presents 
account to underwriter 
includes 5 year  
payroll and loss 
history, mod 
worksheet, description 
of operations

Underwriter pricing 
proprietary acturial loss 
rating model.  Expense 
and underwriting profit 
included to determine 
needed price.

Underwriter 
negotiation with 
broker regarding 
services, price, 
competition

Pre-Binding:  Loss control 
survey and financial review 
to verify information 
presented from broker.

Release 
Bindable 
Quote

Decl inations by Underwriting Stage

Policy Year 1 2 3 4 Hit Ratio
2007 36% 9% 20% 8% 11%
2008 43% 9% 18% 7% 8%
2009 41% 5% 24% 4% 7%

Avg 40% 8% 21% 6% 8%

Total Declined

(33 months average)

75%
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Accident Year Frequency and Severity 
Lost-Time Claims for All NCCI States
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47% 42%

53% 58%
70%

30%
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Source: Data for 1998 and 2008 – NCCI State of the Line, May 7, 2009.
p: Preliminary based on data through 12/31/07, developed to ultimate
*2017 Projection: Insurance Information Institute 
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SeaBright Medical Management Vision:

� Managed by staff Chief Medical Officer

� Core services delivered by wholly-owned managed                                                   
care subsidiary

• Total HealthCare Management (THM) acquired                      
December, 2007

• Strategic purchase providing intellectual capital               
and operational knowledge

• Provides PPO, utilization and medical bill review to SeaBright Insurance Company

• Foundation of medical management strategy

� Align ourselves with the best of breed providers for ancillary services

� Identify doctors who achieve the best outcomes by providing the highest quality care for the medical 
conditions our injured workers have

� Develop models for gaining preferential access to these doctors – so our injured workers can receive 
their care without delay

� Maximize efficiency of medical expense through preferred provider network discounts and       
wholesale prescription drug pricing

4 � � � � � � 4 � � � � � � � � 	 
? � 
 � � �

46% 53% 58% 51.0%

0%
20%
40%
60%
80%

100%

1988 1998 2008P 2008
Accident Year

%
 o

f T
o

ta
l

NCCI SeaBright

Medical as % of Total WC Losses

Source: NCCI, SeaBright
P: Projected 
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SeaBright Results:

� Reduced loss costs
� Timely delivery of quality        

medical care

� Prompt return to work

� Less litigation

� Improved customer satisfaction
� In a recent independent survey, our 

policyholders rated our claim 

services 8.9 out of 10*

� Injured workers rated us 8.3 out of 

10*

8.4
8.8

0

2

4

6

8

10

Policyholder Satisfaction Injured Worker Satisfaction

&� � � � 
 � � � � � � � 
 - � � � � � � 
 
 � � � � � � 
 � � 
 � � 	 
 @

Advantages:

� Highly experienced professionals
� 21 years avg. experience

� Manageable workloads
� 116 open cases per examiner at 12/31/09

� Laser-focus on customer service and quality

� Best-in-class medical management programs

� Team approach to account management

� Key functions led by experts
� Chief Medical Officer

� Dedicated Subrogation Counsel

*From 2009 SeaBright Customer 
Satisfaction Survey, published by 
Survey Intell 1/25/10.  1 to 10 scale in 
which 1 indicates “Completely 
Dissatisfied” and 10 indicates 
“Completely Satisfied”

2009 Customer Survey –Claims
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*Industry data from WCIRB, valued 9/30/09.  
**SeaBright data valued 11/30/09
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Loss Control
Site Visits

Claim Service
Meetings

Policyholder

Prospect Survey/
Renewal Survey

Installation
Meeting
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Overall Customer
Satisfaction

LC Consultant
Responsiveness

LC Consultant
Expertise

2009 Customer Survey –Loss Control

*From 2009 SeaBright Customer Satisfaction 
Survey, published by Survey Intell 1/25/10. 1 to 10 
scale in which 1 indicates “Completely Dissatisfied”
and 10 indicates “Completely Satisfied”

� Approval authority on all new 

business

� Service plans written for each 

account to reduce claim frequency 

and severity

� Aggressive management of all critical 

accounts inclusive of loss trends

� Loss Control Service Center provides 

assistance to smaller             

accounts

� Authorized instructors in:
� OSHA Construction

� OSHA Maritime

� National Safety Council           

Defensive Driving 

� In a recent independent           

survey, our policyholders             

rated our loss control              

services 9.2 out of 10*
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On average, the longer a policyholder is with SeaBright, 

the greater the ExModreduction

Industry Average = 1.00
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Source: Workers' Compensation Rating Bureau of California, Summary of September 30, 2009 Insurer Experience,  released December 11, 2009
* Includes estimated impact of the Ogilvie and Almaraz/Guzman decisions.  Information as of 9/30/09
**Preliminary 2009 combined ratio from WCIRB as reported in NCCI Workers’ Compensation Issues Report 2010.
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� 43.2% of SeaBright in-force premium in California as of 12/31/09

� Industry combined ratio fell from 185% in 1999 to a low of 54% in 2005 and has trended 
upward from that point

� On 8/18/09, the WCIRB filed a recommended 22.8% increase for 1/1/10.  
Commissioner approved 0%

Industry Accident Year Combined Ratios: 1999–2009*
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� 234 independent brokers with 439 locations 

appointed as of 12/31/09

� Do not give away underwriting and binding 

authority (except on Program Business) 

� No broker controls more than 6% of 

premium volume

� Approximately $1.3 million average in force 

premium per appointment
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� Managing General Underwriters/Agents for 

Program Business

� In-house wholesale broker, PointSure

� Produced approximately 17% of direct 

written premiums in force at 12/31/09

� Portal for unappointed broker access to 

SeaBright

� Of 2,702 producers under contract at 

12/31/09, 269 had SeaBright business 

in force and 1,035 had business in 

force with other PointSure unrelated 

insurance company markets
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38%

48,500

22,700

37,600

Premiums

2009200820072006

35%39%41%% of Total 
Premium

3251290149,600282870,400237069,700Core Business

4111208531,200147435,40042020,800Geographic 
Expansion

211035310,9000000Product 
Expansion

SubmissionsSubmissionsPremiumsSubmissionsPremiumsSubmissionsPremiumsNew Business:
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Unique Approach to Program Business:

� Selective appointments of Managing General Underwriters:

� No pricing authority

� No binding authority

� No data issues - MGUs use SeaBright underwriting system

� Exclusive to Alternative Markets Division – MGUs cannot access other SeaBright niches

� Sliding-scale commission/profit sharing aligns broker’s best interests with ours

� Commissions have two components: compensation for MGU and compensation for retail broker

� Two individuals hired from a national carrier to create this Division, headed by an FCAS with 15 years 
experience

� Staff has extensive program business

� Focus on classes of business outside of construction and maritime (our historical niche)

� Targeting affinity groups with homogeneous exposures
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Objectives: 

� Produce highest volume of premium with 
minimal effort per single unit production

� Low cost per policy

� Minimum time per task

� Maximum efficiency per FTE

� Maintain profitability through risk selection

� Risk selection criteria

� Verification of information

� Partnership with wholesaler distribution network 
(trust)

� Enhance SeaBright family of products

Target Business: 

� Marine Contractors

� 10% minimum USL&H Exposure

� Not just “endorsement only”

� 15% maximum MEL

� Related Maritime Industries

� Boat Repair

� Marina

� Specialty Contractors under State/USL Act
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Soft market to persist in 2010 with heavy competition.  SeaBright will continue to leverage 
our competitive advantages:

� Underwriting discipline with focus on profitability

� Price increases in CA and IL

� Advantages in service and loss management

� Prudent investment portfolio management 

� Enhanced expense management and focus on continuous improvement

� Opportunities to improve ROE including via acquisitions

� Launch Healthcare and continue to grow program business and small maritime
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Quality of SeaBright Customers
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Source: US Department of Labor, Bureau of Labor Statistics (BLS), National Bureau of Economic Research; NCCI 
Frequency and Severity Analysis
p: Preliminary
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47.5%36.6%5.0%5.0%1/1/2009

52.5%36.6%10.6%0.0%8/1/2009

45.2%34.9%0.0%0.0%1/1/2008

45.2%34.9%-14.2%-14.2%7/1/2007

52.7%40.7%-9.5%-9.5%1/1/2007

58.2%44.9%-5.8%-16.4%7/1/2006

61.8%53.8%-11.8%-15.3%1/1/2006

70.1%63.5%-14.2%-18.0%7/1/2005

81.7%77.4%-2.2%-2.2%1/1/2005

83.5%79.1%-9.0%-7.0%7/1/2004

91.8%85.1%-8.2%-14.9%1/1/2004

SeaBright 
Change

Commissioner 
Change

SeaBright 
Selection

Commissioner 
Ruling

Date

Cumulative

California Loss Cost and Rate Changes Beginning 1-1-2004
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� WCIRB recommended a pure premium rate increase of 23.7% effective July 1, 2009:

� 13.5% for loss and LAE

� 3% for increased medical trend

� 5.8% recognizing the projected effects of recent WCAB decisions

� Commissioner approved 0%

� SeaBright filed and received approval for a 10.6% rate increase, effective 8/1/09

� WCIRB recommended a pure premium rate increase of 22.8% effective January 1, 2010:

� 15.9% for increased loss and LAE

� 5.8% for projected effects of recent WCAB decisions

� Commissioner approved 0%

Components are multiplicative to produce the full recommended rate increase percentage
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%Claims Closed of Total 
by Accident Year as of 12/31/08
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Source: Industry data from P&C industry aggregate Annual Statement Schedule P for the Workers’ Compensation line.
SeaBright data is direct business only (no WARP or Eagle), all states and jurisdictions combined.
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December 31, 2008
(Audited)

December 31, 2009
(Unaudited)($ in millions)

$292.0
155.9
58.0

505.9

12.0

517.9

324.8

$842.7

$351.5
175.8
66.1

593.4

12.0

605.4

359.5

$964.9

Loss and LAE unpaid
Unearned premiums
Other liabilities

Long term debt

Total liabilities

Equity
Shareholders’ equity

Total liabilities and equity

$554.4
179.7
18.5
90.1

$842.7

$639.5
196.7
34.3
94.4

$964.9

Cash & investments
Premiums receivable
Reinsurance recoverable
Other assets
Total assets

Liabilities

Assets

� � � � � � � 
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-0.8%-1.7%ROAE Other Income (Expense)1

4.0%

18.4%

4.9%

-0.2%

-0.1%

6.7%

1.74

3.9%

0.1%

0.71

0.2%

99.8%

29.8%

70.0%

Year Ended
12/31/09

9.5%2

30.5%

13.6%2

-0.3%

-4.3%2

7.1%

1.73

4.1%

11.9%

0.80

14.8%

85.2%

28.5%

56.7%

Year Ended 
12/31/08

ROAE Contribution from Investments

Investment Leverage (Investments / Equity)

Investment Yield annualized

1Includes amortization of intangible assets, expense from subsidiaries.
2Includes the impact of $13.4 million of losses related to other-than temporary impairments (OTTI) of investment 
securities and a related deferred tax asset valuation allowance. Excluding these amounts, our return on equity 
drivers would have been: Pre-Tax ROAE – 18.0%, After Tax ROAE – 12.3%

After-Tax ROAE

Effective Tax Rate

Pre-Tax ROAE

ROAE Contribution from Debt

ROAE Impact of OTTI Losses

ROAE Contribution from Underwriting

Operating Leverage (Net Premium Earned / Equity)

Underwriting Profit

Combined Ratio

Expense Ratio

Loss Ratio
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Mortgage Pass-
Through

13%

Corporate
14%

Tax Exempt 
Municipal

54%

CMOs
2%

CMBS
7%

U.S. Agencies
6%

U.S. Treasuries
3%

Taxable 
Municipal

1%

AA, 37%

A, 22%

BBB, 3%

Other, 1%

AAA, 37%

Portfolio Mix Credit Quality

Fixed Income Portfolio

� Fixed income portfolio average credit rating of AA

� Weighted average life = 5.1 years as of 12/31/09� Outsourced to investment manager Prime Advisors, Inc.

� Effective duration = 5.0 years as of 12/31/09� $626.6M of fixed-income securities at 12/31/09

� Tax equivalent book yield of 5.1% as of 12/31/09� We do not invest in sub prime mortgages
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January 26, 2005Closing Date

16.4 MShares Outstanding After IPO

$10.50Price

1.1 MOver-Allotment (15%)

SeaBright Insurance Holdings, Inc. (SEAB)Issuer

Friedman Billings Ramsey

Piper Jaffray
Cochran Caronia 

Underwriters

$74.8 M contributed to SeaBright Insurance Company 

$6.0 M for general corporate purposes

Use of Proceeds

7.5 MShares Offered
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February 1, 2006Closing Date

20.3 MShares Outstanding After IPO

$15.75Price

0.51 MOver-Allotment (15%)

SeaBright Insurance Holdings, Inc. (SEAB)Issuer

Friedman Billings Ramsey

Piper Jaffray
Keefe, Bruyette & Woods

Cochran Caronia 

Underwriters

$50.0 M contributed to SeaBright Insurance Company 

$7.6 M for general corporate purposes

Use of Proceeds

3.4 MShares Offered
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