
What’s the biggest sign you’re doing something right in your business?

Your clients keep coming back!

We’re firm believers that renewals are a keystone to any good benefits practice. And with an expert 
support team, you can find alternative solutions to everything from a policy gap to a prescription 
package. That can make all the difference between client retention and a shrinking book of business. 

With a keen focus on high renewal retention rates, we’ve gotten pretty efficient at the renewal process. 
Here are 5 ways you can streamline your process to save time and money.

Communication is the first - and probably most 
important - key to successfully renewing an employee 
benefits policy.  

Benefits packages aren’t always a topic that interests 
even the most astute HR professionals. So getting 
your clients to pay attention to what you need them to 
know can be a challenge.

That’s why it’s so important to summarize benefits in 
a clear, direct way. Keep your language simple, and 
translate any industry lingo into everyday terms your 
clients will understand. 

Filming a short video or creating a clearly written 
Frequently Answered Question sheet are both 
particularly effective ways to reach your audience and 
keep them on the same page as you. The more you 
communicate throughout the renewal process, the 
easier the actual renewal will be. 

Hopefully, the in-force plans are smart ones that are 
set up for success. 

If so, then all you need to do is to evaluate and 
communicate any changes that may impact the 
existing policy, and make any alterations needed 
to keep the plans working for your client and their 
employees. 

Unfortunately, sometimes you might be left cleaning 
up a serious mess from another broker. 

If mistakes were made during a previous open 
enrollment or in changes made throughout the year, 
take the extra time to explain WHY you think certain 
plans or enrollment procedures need a refresh.

5 Ways to Streamline Your 
Renewal Process to Save Time, 
Money and Resources
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You likely already have a system in place to process 
renewals that work for your office.  Now it’s time to 
take that process and see how many yearly to-do 
items can be put on autopilot.

There’s no shortage of software programs available to 
help you customize your systems for efficiency and 
effectiveness. 

If you work with tech-savvy groups, consider offering 
online enrollment systems to your clients. You’ll be 
able to eliminate paperwork and update information 
in real-time.  You may be surprised, even groups 
that were previsously not interested in a technology 
solution may be ready now.

If your audience responds better to more familiar 
communication tools like email, set up auto-
responders and sequences for email accounts.  This 
can be great not just for renewal updates but for new 
client onboarding as well.

Do you historically have particularly successful in-
person meetings? What about enrollment events? 
Make note of all things that have worked in the past 
- and all the things that didn’t - and create a yearly 
calendar with important dates and deadlines for each 
client. 

AUTOMATE

The best way to ensure you have a smooth renewal is 
to evaluate your clients’ plans throughout the year. 

Life brings changes, and major life events will impact 
benefit plans. 

Marriage … divorce … children ... major illness …

They all impact the overall benefits program  If you’re 

managing your clients’ employee adds, changes, and 
deletes throughout the year then there is less of a 
chance of surprises. 

Keep up with each change and adjustment as they 
come. When you stay on top of shifts in status, you 
can keep your clients apprised of potential plan 
conflicts throughout the year and avoid a last-minute 
overhaul.

ELIGIBILITY
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When you can spend less time and effort preparing 
for the renewal and enjoy a better retention rate you 
get the best of both worlds.

Having high-level professional confidence through 
collaboration with technical experts puts you WAY 

above the competition. It will help you stand out, and 
develop stronger relationships with your clients. In a 
world where benefits decision-makers are harder and 
harder to reach (and less inclined to take a call or set a 
meeting), that alone is priceless. 

BUILD DEEPER RELATIONSHIPS

As your business grows, you’ll need better access to 
additional support.

A large client roster comes with more complicated 
needs. Plus, the more successful your clients become, 
the more support they’ll require individually. Make 
sure you’re ready to give it to them. Get expert help 
on things like executive benefits and life insurance, 
and have out-of-state support for national companies 
and remote workers.

Whatever challenge comes up, it is important to 
remember that you don’t need to tackle complicated 
accounts alone.

In fact, joining forces with other benefits professionals 
can help smaller companies retain more high-quality 
clients. People appreciate the support a bigger firm 
can give while still getting the personal touch of a 
smaller company. 

It’s a win-win for you and your client, opening up a 
wider range of business based on a better ability to 
deliver results. Consult with a specialized expert to get 
a leg up. 

ENLIST
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