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Insurance Benefit
Management with
Benefit Administration
Systems

Presented by Brock Glessner




About the Kansas City Chapter of ISCEBS

One of over 40 ISCEBS Chapters
Webinars and in-person educational programs

Check us out at:
Find a connection under Board of Directors


https://www.iscebs-kc.org/

Chapter Webinar Coalition

* An alliance of US-based Chapters of the ISCEBS

* Joined forces to offer monthly webinars throughout the US
* Providing education through no-cost/low-cost live webinars
* Meeting our members where they live and work

e Offering access to members and non-members




Chapter Webinar Coalition

Baltimore

Capital/DC

Carolinas

Central Indiana

Central Ohio

Central Pennsylvania
Chicago

Cincinnati/Dayton (SW Ohio)
Colorado

Participating Chapters

« Greater Philadelphia
« Greater Pittsburgh

« Houston

« Kansas City

* Los Angeles

« Middle Tennessee

« Milwaukee

« NE/Central Florida

* Nebraska

Northern California
Northern New Jersey
« Orange County

« Pacific Northwest

« Tampa Bay

To receive notices about local chapter
activities, complete the online form:

Go to: https://www.iscebs.org/
Click: Local Chapters
Choose: Activity Notifications



https://www.iscebs.org/

About ISCEBS

* Education-focused, non-political, nonprofit organization
* Find out more at www.iscebs.org

* CEBS denotes the Society’s professional certification
* Find out more at www.cebs.org

GBA

GBA1 GBA 2 RPA RPA 2 RPA1

Directing Benefits Directing Benefits Strategic Benefits Directing Retirement Directing Retirement
Programs Part 1 Programs Part 2 Management Plans Part 2 Plans Part 1

GBA Designation

Five courses.

Five exams.

Four letters that
make a statement.


http://www.iscebs.org/
http://www.cebs.org/

Today: Continuing Education

* 1 hour of professional development credits

* Designed to meet the requirements for

* CEBS Compliance credit
* Life & Health Insurance credit — Kansas, Missouri, Colorado only

* CE Certificate

* Email provided after event — within 48 hours
* To those logged in via computer during the entire presentation




Chapter Webinar Coalition

B O Meeting Materials

(1SCEBS

* Today’s webinar is being recorded

* Slide deck available now — see the Chat feature for the link

* Recording will also be available on our website within 24 hours
* Attendees will receive an email notification once posted

* www.pnwiscebs.org under Webinar Coalition



http://www.pnwiscebs.org/

Chapter Webinar Coalition _

Housekeeping

(ISCEBS

e Questions during the webinar
e Submit through platform — please only use Q&A feature
* There will be time at the end of the presentation to review

e Technical issues
* Please use CHAT feature to report technical issues only



Our Speaker

Brock Glessner

Director of Sales — Group Benefits at Principal Financial Group

Brock has over 11 years of experience in group benefit sales and has worked at Principal since 2011.
As a Director of Sales, he partners with employee benefit brokers and their clients to implement
Principal’s full suite of Group Insurance Products and Enrollment Solutions.

With a strong work ethic and proven track record, Brock has successfully sold and implemented
group plans with more than 700 employers throughout the US. He currently holds his Health and
Life license in KS and MO.
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Sr. Employee Benefit Specialist



Agenda

* What is a benefits administration system?

* Why use a benefits system to administer insurance benefits?
* Terminology

e Types of systems

e Source of systems

e Choosing a system

* Pricing

* Questions to ask

* Implementing benefits administration systems
* Benefits system challenges

* Best practices
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What is a benefits
administration system?



A benefits administration system is a
digital way to manage employee
benefits, such as insurance.



What is a benefits administration system?

Common features of benefits administration systems

e Streamlining the open enrollment process.
 Ability to provide plan information to employees, serving as a hub for content
such as:
— Written information (benefit summaries, rates, etc.)
— Flyers
— Videos
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What is a benefits administration system?

Common features of benefits administration
systems, continued

* Provides full breakdowns of costs and contributions so employees know the
investment they’re making in their benefits.

* Shows employees deductions per payroll period.

* Reporting functionality for employers, allowing them to keep track of their
benefit offerings — who’s using them, and how.

* Decision support for employees to help direct what options might be right for
them based on their life stage.

15 For broker information only. Not for use with consumers or the public. o PrinCipaF



Let’s dig into these
features and their
benefits.




What is a benefits administration system?

How does a system help with managing insurance
benefits?

Onboarding and offboarding: Bringing in new employees, and processing
those who have terminated, involve time-consuming paperwork that can be

done digitally.

Employee self-service: 24/7 remote access to benefits is something employees
are coming to expect — and a benefits administrative system can provide this.

17  For broker information only. Not for use with consumers or the public. o PrinCipaF



Why use a benefits system to
administer insurance benefits?



Why use a benefits system to administer insurance benefits?

Advantages of benefits systems

Reduce

Convenience
errors

19  For broker information only. Not for use with consumers or the public.

Oversight




Why use a benefits system to administer insurance benefits?

Advantages for employees

* During open enrollment, employees can review benefits outside of work hours,
24/7 — and include others in the decision-making process.

* Throughout the year, employees can update their own benefits when they
have a qualified life event, taking the load off human resources or other staff
who would have had to previously.

e System capabilities eliminates the need to complete information multiple times
for each benefit.
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Why use a benefits system to administer insurance benefits?

Advantages for employers

* It’s easier for employers to manage employee benefits and the maintenance
that may come up throughout the year.

 It’s faster to review or complete some transactions — and again, it’s on the
employer’s schedule.

* It’s simpler to determine billing and payroll deduction amounts.

For broker information only. Not for use with consumers or the public.
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Why use a benefits system to administer insurance benefits?

Advantages for brokers

» Saves time when employers can self-serve their account - focus your effort where
it’s most valuable to the client.

* Reduces the inconvenience of tracking down incomplete forms.

* Employers will come to expect it. As more employers get used to managing their
benefits online, they’ll come to expect using a benefits system, and for you to use
one as well.

For broker information only. Not for use with consumers or the public. o Pri nCipaF



Terminology



Terms to know

BenAdmin

System

24 For broker information only. Not for use with consumers or the public.

Bidirectional

Real-time




Terms to know, continued
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Choosing a benefits administration
system to administer group insurance



Choosing a benefits administration system to administer group insurance

Choose your priorities

What’s most important to your agency or your employer when choosing system?

* Think about what your goals are for implementing this system, and what you
hope to achieve — either for your firm or your employer.

* Rank your goals, so if you can’t meet them all, you know which ones are a
priority.

* Find a champion to spear head this if there are multiple stakeholders with
different ideas.
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Choosing a benefits administration system to administer group insurance

Example goals

I don’t want to manage
day to day admin work

within the system |
choose. | want the vendor
to handle that.

For broker information only. Not for use with consumers or the public.

| want to get the most
bang for my buck — I can
afford the time to

manage tasks myself, if
there’s less hard-dollar
cost.

| work with a lot of
carriers. | need a
system that seamlessly

integrates with the
majority of them.



Choosing a benefits administration system to administer group insurance

ldentify a few options to compare

* Research the vendors who may be able to offer solutions.
* Talk to your carriers and see which ones they offer, or work with.
* Ask your peers — what are they using? Would they be good options for you?

* And ask the vendor — from the day | sign a contract with you, how much
time will it take for me to start managing my client’s benefits through the
system?

29  For broker information only. Not for use with consumers or the public.
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Choosing a benefits administration system to administer group insurance

Begin to compare the systems

* Compare offerings such as features, customer support options, pricing
structures, training methods and scalability.

* Read reviews and ask around for recommendations.

For broker information only. Not for use with consumers or the public.
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Choosing a benefits administration system to administer group insurance

Request a demo

e Have your carrier or vendor walk you through their solution.

* Have a standard set of questions for all systems that you get answered — that
way you have an apples-to-apples comparison.

For broker information only. Not for use with consumers or the public.
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Choosing a benefits administration system to administer group insurance

Narrow your options

* Compare your notes objectively, and review your initial priorities and goals
against them.

* Narrow your options down to a single vendor, and put the wheels into motion
to complete your purchase.

One thing to check as you narrow your options: Make sure your final options
work with your existing partners.

For broker information only. Not for use with consumers or the public. o Pri nCipaF



Pricing of benefits
administration systems



Pricing of benefits administration systems

Pricing structure:

Per-employee-per-month (PEPM)
e Common in the HR system realm.

« Often have multiple pricing tiers with various features included.
* Price out best- and worst- case scenarios.

e PEPM for features that aren’t included in a broker license.

34 For broker information only. Not for use with consumers or the public.



Pricing of benefits administration systems

Pricing structure: Per user

* Based on who's actually using the system to manage benefits (pricing per
license).

* Anticipate how many people will need to get into the system.

35  For broker information only. Not for use with consumers or the public.



Pricing of benefits administration systems

Pricing structure: Flat fees

A straightforward way to conduct pricing.

Often flat fee per month.

Can be more cost-effective then PEPM.

A flat fee with no limit on groups can be very price-effective.

36  For broker information only. Not for use with consumers or the public.
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Pricing of benefits administration systems

Other types of fees

e Support fees

— Does the vendor charge for customer support?

— Plan (and budget) for more support than you think you need.
* Implementation fees

— Fees you incur when you implement the system.

— One-time investment to get you started.

For broker information only. Not for use with consumers or the public.



Pricing of benefits administration systems

Pricing combinations

* Some systems may combine pricing structures.
* Always read the fine print and understand what you’re getting.
e Too good to be true? It probably is!

38  For broker information only. Not for use with consumers or the public.



Questions to ask



Questions to ask

How many

How many
employees can be

products can be

managed in the o —

system?

40  For broker information only. Not for use with consumers or the public.

Are there other
minimums or
maximums |

should be
aware of?




Questions to ask

What plans are in How long has the

system been
around?

place to develop and
improve the system?

41  For broker information only. Not for use with consumers or the public.

What HR features

are in place?




Questions to ask

What features are
standard, and which

features come with
an additional fee?

42 For broker information only. Not for use with consumers or the public.

What kind of
customization is

available? How
much does it cost?

What are the
experiences like
for the different
types of users?



Questions to ask

Do you have
connections
established with

particular vendors or
carriers?

43 For broker information only. Not for use with consumers or the public.

How well do

these connections
work?

If carrier
connections aren’t
possible, are they
on the roadmap?



Implementing benefits
administration systems with
your group insurance clients
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Implementing benefits administration systems with your group insurance clients

Train and implement your team

* Take advantage of trainings.

* Make sure relevant team members are involved — depending on roles and
needs:
— Sales

— Servicing

For broker information only. Not for use with consumers or the public.
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Implementing benefits administration systems with your group insurance clients

Walk before you run

e Trial the system on smaller or less complicated clients.
* Practice training, implementation, and support.
e Adapt plan as needed.

For broker information only. Not for use with consumers or the public.
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Implementing benefits administration systems with your group insurance clients

Make a plan for the rest of your clients

* Decide how you’ll implement the remainder of your clients.

* One approach - teach clients a little at a time.
e Start with Open Enroliment
* Have them reach out with their first qualifying event and walk them through it

* Make sure you have training materials ready.

For broker information only. Not for use with consumers or the public.
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Implementing benefits administration systems with your group insurance clients

Keep the energy up

Keep the momentum going.

Review updates and communicate those to clients.

Keep internal team trained and ready to support.

Share feedback with the vendor.

For broker information only. Not for use with consumers or the public.



Benefits system challenges
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Numerous

options

Various systems

Choosing what to
support

Staying current with
new options

For broker information only. Not for use with consumers or the public.

Growing
pains

Training and
implementation

Short-term sacrifice
= long-term gain

Budget considerations
and constraints

W.ho.pa.ys.? .......................



Best practices: Working with benefits
administration systems



Best practices

Train your team

* Make sure that your team has human resourcing to learn, use and champion
the product long-term.
* Training may cost a bit more up front, but the return can be long-lasting.

* Asyour team is trained, make a plan for how you’ll train your clients as well —
they also need to understand how to use the system.
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Best practices

Divide and conquer

* Identify who is responsible for what tasks on
the system.

* Train staff to do specific things within the
system.

53 For broker information only. Not for use with consumers or the public.

“Jack of all
trades, master

of none”
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Best practices

Follow through with processes

* How will you onboard new clients?
e Continued success will come from consistent onboarding
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Questions?
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Reminders

* Copy of webinar
* Session has been recorded
* Recording and slides will be on Chapter website within 24 hours
* Email will be sent with the link to our website within 24 hours

e Continuing Education — 1 hour
* If logged in via computer duration of the presentation
* Will receive an email within 48 hours
* CEBS requires self-reporting
* SHRM and HRCI approved course # will be provided
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* As you leave the webinar
* Please take our quick survey
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