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INTRODUCTION
Client relationship building has always been an important part of the job for insurance brokers,
but today it is a bit of a different challenge. Where in the past building relationships often meant
playing golf and socializing with your clients, today brokers need to look for more efficient and
effective ways to provide value.
In the fast-paced, digital world of today—not to mention the highly complex health care
marketplace—time is a valued commodity. No one has time for golf anymore. Brokers must find
different ways to build those relationships with clients while being respectful of their time.
One way to do this is to embrace the digital age and take advantage of technology when it comes
to client service. Although clients do value face time, they also value efficiency and quality, and
technology can help you strike a balance in those areas to deliver a premium client experience.
This resource will discuss how you can streamline your renewal process (while delivering even
more value to clients), how to efficiently deliver value to clients off-renewal, and how to incorporate
this mindset into your prospecting as well.
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CHAPTER 1

STREAMLINE YOUR RENEWAL PROCESS
Building strong client relationships is a year-round endeavor, but there is no more important time
to focus on it than during the benefits renewal. During the annual renewal you want to deliver a
premium service experience for each client, ensuring they get the answers they are looking for,
as efficiently as possible.

OPTIMIZE YOUR RENEWALS WITH TECHNOLOGY
Employers don’t want to sit through six meetings to hammer out their annual renewal, so how
can brokers make the process easier and more efficient, while still being consultative?
The answer is with a technology
solution that presents renewal options
visually, replacing the laborious
spreadsheets of old. Modern plan
design modeling technology allows
brokers to:
• Present plan options side-by-side
for easy comparison
• Work within a client’s budget for a
financially transparent discussion
• Address all aspects of the
conversation, from employer cost
to employee impact
This approach allows the broker to deliver a decision confidently to clients, in less time, with
more clarity on the client’s end, creating a winning service experience.
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CHAPTER 1, CONT.
STREAMLINE YOUR RENEWAL PROCESS

CONSIDER OTHER TECHONOLOGICAL OPTIONS
There are other ways you can incorporate technology into your renewal process to improve and
streamline it. Here are just a couple ideas:
•

•

Remote webinar meetings: Not every meeting
needs to be in-person, and this option might be
an especially good fit for smaller or less profitable
groups. Alternatively, consider suggesting this
option for groups with stakeholders in multiple
locations; they may prefer and value an online
meeting rather than dealing with the logistics of
scheduling an in-person one with the right people.
Make answers available fast: Today, when people
want an answer fast, they are accustomed to
jumping on their favorite search engine and finding
what they need—instantly. Be that resource for your
clients. In addition to sending them timely articles and resources, let them know that they
can call or email you (or the appropriate person at your agency) with questions or concerns.
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CHAPTER 2

INCORPORATE A MID-YEAR REVIEW, EFFICIENTLY
In our last chapter we shared ways to make your renewal more streamlined (while keeping the
value high for clients), but it’s important to also build client relationships throughout the year as
well. There are countless ways to build relationships off-renewal, but one great way to do so
(efficiently) is with a mid-year renewal.

THE VALUE OF A MID-YEAR REVIEW
This likely isn’t a new concept for you. Many
brokers aim to touch clients off-renewal, but
it can be tough to work this meeting into the
schedule—for both the broker and the employer.
However, the value of a well-executed mid-year
review can’t be understated:
• The broker helps the client budget ahead of their upcoming annual renewal
• It gives the opportunity to talk about potential plan changes ahead of time
• The broker can share market trends to help the client prepare for potential increases, and
both can strategize for how to counteract
• It adds immense value for the client while also streamlining the actual review for both parties
by planning ahead
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CHAPTER 2, CONT.
INCORPORATE A MID-YEAR REVIEW, EFFICIENTLY

HOW TO MAKE IT EFFICIENT
Okay, you understand the value and benefits of a mid-year review but you may be wondering
how to execute this efficiently with your clients, and fit into everyone’s schedule. Here are
several suggestions for how to deliver a valuable mid-year review, efficiently:
• Use plan modeling technology like discussed in the first chapter, to model and project plan
options for the upcoming renewal
• Use current renewal trends to model what the client’s plan could look like with the projected
increase, and model some cost-saving alternatives for the client to start thinking about
• Play around with different budget options and plan design configurations, to get them an
idea of what they might be looking at come renewal
• Consider a remote meeting for these mid-year check-ins. You can still use your plan
modeling approach via a webinar tool online. Explore ways to make this process as
streamlined and valuable for the client as possible.

Note: These plan modeling scenarios may sound a bit time-consuming, but the right
technology solution makes it incredibly easy to make changes in real-time and model
various scenarios for your client on the fly.
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CHAPTER 3

START WITH YOUR PROSPECTING
We’ve talked about how to be more efficient with relationship building during annual renewal and
during a mid-year review, so let’s focus on how to integrate this concept into your prospecting
pitch. Part of what will win you the business is demonstrating the depth of your client service, and
how you are superior to the prospect’s current broker. Focus on how your service experience
adds more value to the employer, while taking even less of their time. Here’s how.
1.

Preview what a renewal looks like with you. Take the concept of your more efficient,
technology-friendly annual renewal and demonstrate it during your prospecting pitch.
Bring out your plan modeling tool and go through a sample renewal scenario, showing the
prospect all the capabilities you have to work within their budget, make changes in real-time,
show employee impact, and make a decision quickly. Be sure to contrast how this approach
is different from what they are currently getting from their broker during renewal.
2. Ask targeted questions, both about the level of service they are getting from
their current broker, and about how busy they are. For instance:
• Do you want a more streamlined renewal process?
• How many meetings does your current renewal typically take?
• How important is face time with your broker?
• How important is saving time when receiving assistance or service from your
broker?

3. Ask about other ways the prospect is looking for enhanced service or streamlined processes
from their broker—and then offer solutions. For instance, if they say that it’s hard to schedule
renewal or mid-year review meetings, suggest remote webinar meetings to streamline the
process while still delivering the same value.
Your entire pitch should focus on asking questions about what the prospect is currently receiving,
what they are looking for in a broker, and how you can deliver a superior experience. Remember
that not every employer will value the same things, but many will have similar preferences, so
having a general pitch gets you started and asking targeted questions allows you to tailor your
pitch exactly to their needs and wants.
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CONCLUSION
Building relationships remains one of the most important parts of your job as an insurance
broker. But what has changed is the way you do it. The old days of playing golf are falling
by the wayside, as no one has the extra time anymore.
It’s important that you as a broker adapt to the changing times, and continue to deliver
value to your clients in a way that is respectful of their time and gives them what they
want. Taking advantage of technology solutions can allow you to provide highly valuable,
consultative services, while streamlining your interactions and making things easier on
clients.
Consider incorporating this streamlined service approach into all aspects of your client
service experience, from your prospecting pitch, to your annual renewal, to your mid-year
review. Your clients will appreciate the time saved, and will value the consultative service
experience you deliver.
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ABOUT DYNAMIS
Dynamis was founded in Milwaukee, Wisconsin by insurance brokers. Unsatisfied with
the traditional spreadsheet-based plan models, static reports and three-ring binders, the
founders sought a way to engage employers in an interactive way.
The Dynamic Plan Designer was the result of hundreds of hours of interviews with agents,
producers, account managers and most importantly, employers. CEOs, CFOs, HR leaders
and benefits managers all agreed that annual meetings with their group health brokers
were frustrating (to say the least). They helped design an interactive method to provide
competitive health care coverage at affordable rates — all in one meeting.
Through the Dynamic Plan Designer, Dynamis drives collaboration between brokers and
their clients, cementing each and every customer relationship. The Dynamic Plan Designer
rapidly models innovative benefit plans in a clear, visual format that’s easily understood
by customers. By doing so, on-site decision-making becomes the standard, positioning
the broker as an indispensable asset to the customer’s business. Employers will never go
back to the spreadsheet method after working with a Dynamis broker.
Dynamis works with leading brokers throughout the country, helping them grow and retain
their books of business by finding the most effective plan designs for their employers.
Learn more at http://www.dynamiscorp.com.
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support@dynamiscorp.com

877.511.7944

dynamiscorp.com

