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More than 
just voluntary 
benefits

Presenter
Presentation Notes
Thank you for taking time to meet with me. 
 
I wanted to take the next 10 to 15 minutes to share an overview of our company – some things you may already know about us, but there are always new ways we’re helping brokers build a stronger business.
 
You’ll be pleased to learn how we’re more than just voluntary benefits.
 
After the overview, we can discuss specifics on how I can add value and how we can help grow your agency – together! 
 
Sound good? 
 
Okay, let’s get started... 
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What are voluntary benefits?

Sometimes called “supplemental insurance,” these employee-paid benefits can 
stand alone or help fill gaps in major medical and other insurance coverage.

Employees use them for:

REPLACING WAGES  
OR SAVINGS

HOUSEHOLD  
BILLS

CO-INSURANCE  
OR CO-PAYS

TRAVEL  
EXPENSES

VOLUNTARY BENEFITS

Presenter
Presentation Notes
Voluntary benefits help cover expenses that may not be covered by traditional medical insurance such as deductibles, co-pays, lost income and bills. 
 
Now more than ever, employees are concerned with protecting themselves and their families from unforeseen events. They’re looking to fill the gaps in their medical benefits and for assistance from their employers to do so.
 
The flexibility to hand pick benefits that best suit an individual’s lifestyle and budget is quickly becoming more of a requirement as employers move beyond a one-size-fits-most approach to employee benefits packages.
 
Voluntary benefits provide an affordable and adaptable way for companies to respond.�They allow companies to offer a more comprehensive benefits package and give employees more choices to customize their coverage based on their personal and family needs — and can grow with them as those needs change over time. 
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Choice matters.

Voluntary benefits are simply a customized package of additional 
insurance products and other group programs, presented to 
employees on a menu from which they can pick what they want 
and leave the rest.

VOLUNTARY BENEFITS

91%
Of employees feel 

companies should offer 
customized benefits 

packages

Presenter
Presentation Notes
Voluntary benefits help cover expenses that may not be covered by traditional medical insurance such as deductibles, co-pays, lost income and bills. 
 
Now more than ever, employees are concerned with protecting themselves and their families from unforeseen events. They’re looking to fill the gaps in their medical benefits and for assistance from their employers to do so.
 
The flexibility to hand pick benefits that best suit an individual’s lifestyle and budget is quickly becoming more of a requirement as employers move beyond a one-size-fits-most approach to employee benefits packages.
 
Voluntary benefits provide an affordable and adaptable way for companies to respond.�They allow companies to offer a more comprehensive benefits package and give employees more choices to customize their coverage based on their personal and family needs — and can grow with them as those needs change over time. 
 




Rising cost of health care
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Most Americans obtain medical insurance through their employers. 

However, cradle to grave benefits are a thing of the past because the 
expense is not sustainable. 

For a typical U.S. employer, healthcare often represents the second 
largest operating expense after employee wages. 

And for the vast majority of employers, it represents the fastest-
growing operating expense — one that they may have little or no 
control in managing. 
 

From 2006 to 2018, 
the total cost of 
healthcare per 

employee
increased 75%
 from $8,079 to 
$14,156 a year. 

Collective Health, Employer Driven Healthcare, February 2018

Collective Health, Employer Driven 
Healthcare, February 2018

Presenter
Presentation Notes
Nearly 1 in 2 Americans — that’s 151 million of us — receive our healthcare coverage through an employer-sponsored health benefit plan. 

Of those, 3 out of 4, or about 108 million of us, receive health coverage through a self-insured employer plan, meaning our employer bears the financial risk of paying for the healthcare of its employees and their dependents.

Measured in country terms, annual U.S. employer healthcare spend is larger than all but the world’s top 13 countries’ annual Gross Domestic Product (GDP). That means American employers spend more on healthcare each year than the entire economies of Indonesia (a country of 260 million) or Mexico (a country of 125 million).

Research show that health benefit costs are still rising at two times the rate of wage increases and three times general inflation. 

While worker earnings have kept pace with inflation, deductibles and premiums have not. 

Not only are employers spending more on healthcare today than ever before, employees are seeing more and more of their compensation go toward healthcare costs each year. 
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How voluntary benefits can help
As these business expenses are passed down to the employee, there is a need to help with the rising costs 
of deductibles and out of pocket exposures.

Sometimes called “supplemental insurance,” these employee-paid benefits help fill gaps in major medical 
and other insurance coverage. They can even be used for: 

CO-INSURANCE  
OR CO-PAYS

REPLACING 
WAGES  OR 

SAVINGS

HOUSEHOLD  
BILLS

TRAVEL  
EXPENSES

Presenter
Presentation Notes
Standard health insurance only covers direct costs. These can include, but are not limited to: doctor’s visits, hospitalization expenses, surgery costs, medication expenses, and many more. 

With most health insurance not typically paying for 100% of these costs, the burden of paying for these services becomes the responsibility of the individual receiving the health care. 

Most indirect costs such as deductibles, co-payments, co-insurance fees, and non-medical expenses that can result from a health condition (ex: travel fees, parking expenses, having to pay others to perform household chores, and lost wages) are expenses not paid for by health insurance.  

By supplementing benefits packages with voluntary products, companies can help keep costs down while providing financial protection for employees.

Voluntary benefits are paid directly to the employee and can be used for a majority of things following a debilitating injury, a critical illness diagnosis or a hospitalization such as: 
Pay for out-of-pocket medical expenses 
Replace lost wages from work
Pay for regular monthly expenses such as groceries, or the need to take on additional expenses such as lawn care or cleaning.

The flexible nature of voluntary benefits can help alleviate financial troubles from an unexpected health event.

Employers can round out their benefits offerings by featuring affordable products that cover unexpected illness, accidents, and disability not covered by their major medical plan. 

Sometimes called supplemental insurance, voluntary benefit plans are employer-sponsored and employee-paid and can include the following products:

Accident insurance: offset the unexpected medical expenses that may result from a covered accidental injury. Typically, they help cover some of the expenses for initial care, surgery, transportation and lodging, and follow-up care.
Critical Illness & Cancer insurance: complement major medical coverage by providing a lump-sum benefit for an employee diagnosed with a covered critical illness, such as heart attack, stroke, coronary artery bypass surgery, end-stage renal failure, major organ transplant, or cancer – among others. Benefits are typically paid directly to the employee, so they can be used where they’re most needed.
Dental insurance: can provide benefits for both routine and more expensive dental procedures that are not covered by most health insurance plans. They typically include cleaning, fillings, sealants, tooth removal, crowns and dentures – and may also provide benefits for regular dental appointments.
Hospital indemnity insurance: provides a lump-sum benefit to help with out-of-pocket costs related to a hospital stay. This may include outpatient surgery, diagnostic tests, doctor’s appointments and emergency room trips.
Disability insurance: replaces a percentage of an employee’s income if they become disabled as a result of a covered accident or sickness, to help them continue to make ends meet while they’re out of work.
Life insurance: pays out a lump sum to help provide financial protection for an employee’s family members in the event of the employee’s death. Coverage can be updated to reflect changes in life such as getting married, buying a home or having a child. Most plans offer spouse and child coverage.
�Adding these types of options into the mix can provide a means for employees to gain additional peace of mind at a reasonable cost.
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One size doesn’t fit all.

Today’s employee expects every element of their job, from work 
to development to benefit options, to be customized based on 
their unique motivations, expectations, and lifestyles. 

Voluntary benefits help do just that.

VOLUNTARY BENEFITS

80%
Of employees value 

benefits customized for 
their age and 

circumstancesIllness | Injury | Dental |  Vision | Life 

Presenter
Presentation Notes
Voluntary benefits help cover expenses that may not be covered by traditional medical insurance such as deductibles, co-pays, lost income and bills. 
 
Now more than ever, employees are concerned with protecting themselves and their families from unforeseen events. They’re looking to fill the gaps in their medical benefits and for assistance from their employers to do so.
 
The flexibility to hand pick benefits that best suit an individual’s lifestyle and budget is quickly becoming more of a requirement as employers move beyond a one-size-fits-most approach to employee benefits packages.
 
Voluntary benefits provide an affordable and adaptable way for companies to respond.�They allow companies to offer a more comprehensive benefits package and give employees more choices to customize their coverage based on their personal and family needs — and can grow with them as those needs change over time. 
 




Value of voluntary benefits to your client

FINANCIAL 
WELL-BEING 

Help pay 
for unexpected     
out-of-pocket 

expenses.  

ATTRACTIVE
Personalized 

benefits translate  
to higher employee 

engagement and 
greater satisfaction

which can impact 
recruitment and 

retention efforts.  

PORTABLE 
Take from job to job 
without interruption 
in coverage or loss 

of funding.

PERSONALIZE
Whether 

generational, 
cultural or economic 
needs, options can 

fit personal 
preferences.

AFFORDABLE 
Little to no direct 

cost to the 
employer. 

Presenter
Presentation Notes
By recommending voluntary benefits for your clients, you’re increasing the value your agency brings!  For your client, the value of adding voluntary benefits is multi-fold and includes:
Affordability (for both them and their employees)
Providing “peace of mind” to their employees
The ability to customize their overall benefits package for their employees
Can help with the attraction and retention of employees
Provide portability for employees who may change jobs
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Why consider?

VOLUNTARY BENEFITS

CLIENT 
RECRUITMENT

CLIENT 
RETENTION

INCREASE 
REVENUE

Adding VB as a new line of coverage 
will enhance your overall value 
proposition in attracting new clients.

Excellent way to add an 
additional  revenue stream using 
our “plug-and-play” approach

Offering VB to your clients is a way 
to increase the value/cost savings 
you bring to them.

Presenter
Presentation Notes
Voluntary benefits help cover expenses that may not be covered by traditional medical insurance such as deductibles, co-pays, lost income and bills. 
 
Now more than ever, employees are concerned with protecting themselves and their families from unforeseen events. They’re looking to fill the gaps in their medical benefits and for assistance from their employers to do so.
 
The flexibility to hand pick benefits that best suit an individual’s lifestyle and budget is quickly becoming more of a requirement as employers move beyond a one-size-fits-most approach to employee benefits packages.
 
Voluntary benefits provide an affordable and adaptable way for companies to respond.�They allow companies to offer a more comprehensive benefits package and give employees more choices to customize their coverage based on their personal and family needs — and can grow with them as those needs change over time. 
 




Help your clients manage their health benefit costs by 
adding voluntary benefits to your product offering.

1Research shows that about 70% of all employers (with 
between 10 and 500 employees) offer at least one voluntary 
product.

Start by leveraging accident insurance to help reduce 
worker’s comp claims. 

Or position hospital indemnity insurance to help offset the 
costs of a high deductible plan.   

Growth opportunity

1Marketvision- The Employer Viewpoint, Eastbridge Consulting Group, June 2020

Presenter
Presentation Notes
Voluntary benefits and P&C agencies are a hand-in-glove fit for your existing business.

There’s a significant opportunity for you to take advantage of this growing need by tapping into strong existing relationships with clients who may be in need of employee benefit solutions for their businesses. 





Increased revenue potential  

10

Cross-selling voluntary benefits can have a big impact on your 
bottom line:
 
• Improve client retention through existing personal and 

commercial lines

• Increase opportunities to prospect for new customers.

• Add a revenue stream. 

• 40% of brokers write more than 10 voluntary cases a year. 

• 57% of brokers sell or cross-sell voluntary benefits to their 
accounts. 

Voluntary benefits 
sales can boost your 

income by 

11 – 25%
of your total revenue.

Voluntary Benefits: An Essential Guide for Employers and Brokers, Arcuro, 2019

Voluntary Benefits: An Essential Guide for 
Employers and Brokers, Arcuro, 2019

Presenter
Presentation Notes
Cross selling voluntary benefits can grow your revenue stream as well as improve overall client retention.  
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Needed turn-key enrollment for a shipping company with 
50 employees.

Used digital pre-enrollment communications and on-line 
appointment setting to schedule 1-to-1 benefits 
counseling sessions. 

Call center was used for consultation and enrollment of  
48 employees. 

80% of the employees purchased a voluntary benefits 
product. 

Boost revenue 
• 95% attendance 

• 80% participation 

• $600 average annualized 
premium 

• $22,800 total sales 

• $4,788 broker commissions 

CASE STUDY

Presenter
Presentation Notes
Let’s look at a case study.  In this situation, this broker was able to cross sell VB to an existing client which resulted in 80% participation and $4,788 to his bottom line.  All the broker did was introduce voluntary benefits to his client and the Colonial Life team fulfilled the enrollment.  No additional work was required from the broker to provide added protection for his client’s employees and add to his revenue stream.



• Enroll in core medical, group, voluntary, dental and vision 
benefits on one platform

• Enable employees to view benefits or change elections 
during qualified life events

• Reduce time spent on benefits with an intuitive 
dashboard 

Benefits enrollment & administration

BENEFITS +
HR TECHNOLOGY =
SMALL/MEDIUM-SIZED 
BUSINESS SOLUTION
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• Deliver a modern onboarding experience 

• Create customized, digitally signed 
documents

• Collect customized information from 
your employees

Onboarding 

• Collect and keep track of all employee 
records in one secure place

• Secure document sharing and 
storage capabilities

Employee records 

• Keep payroll up to date and 
accurate with a digital checklist 

• Track changes and calculate 
amounts affecting paychecks

Payroll sync checklist 

• Payroll integration 
• Embedded payroll
• Custom workflows
• Time tracking 
• Time off
• Feedback and 

performance

Premium add-on features 

Payroll services are not included in Gathr. Integration and embedded options are available via partners. 
Additional fees apply. Core benefits are offered by third parties. 

Presenter
Presentation Notes
Take the hassle out of your clients’ benefits enrollment and administration with our HR technology designed for small to medium sized businesses. 
Gathr® is a modern benefits and HR platform with optional add-on features that can support your clients’ growth, so they can focus more time and resources on their business.
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Product portfolio
SUPPORT THE EMPLOYER HEALTH CARE OFFERING FINANCIAL PROTECTION

Presenter
Presentation Notes
Employers can round out their benefits offerings by featuring affordable products that cover unexpected illness, accidents, and disability not covered by their major medical plan. 

Sometimes called supplemental insurance, voluntary benefit plans are employer-sponsored and employee-paid and can include the following products:

Accident insurance: offset the unexpected medical expenses that may result from a covered accidental injury. Typically, they help cover some of the expenses for initial care, surgery, transportation and lodging, and follow-up care.
Critical Illness & Cancer insurance: complement major medical coverage by providing a lump-sum benefit for an employee diagnosed with a covered critical illness, such as heart attack, stroke, coronary artery bypass surgery, end-stage renal failure, major organ transplant, or cancer – among others. Benefits are typically paid directly to the employee, so they can be used where they’re most needed.
Dental insurance: can provide benefits for both routine and more expensive dental procedures that are not covered by most health insurance plans. They typically include cleaning, fillings, sealants, tooth removal, crowns and dentures – and may also provide benefits for regular dental appointments.
Hospital indemnity insurance: provides a lump-sum benefit to help with out-of-pocket costs related to a hospital stay. This may include outpatient surgery, diagnostic tests, doctor’s appointments and emergency room trips.
Disability insurance: replaces a percentage of an employee’s income if they become disabled as a result of a covered accident or sickness, to help them continue to make ends meet while they’re out of work.
Life insurance: pays out a lump sum to help provide financial protection for an employee’s family members in the event of the employee’s death. Coverage can be updated to reflect changes in life such as getting married, buying a home or having a child. Most plans offer spouse and child coverage.
�Adding these types of options into the mix can provide a means for employees to gain additional peace of mind at a reasonable cost.
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Increase participation while enriching benefit options at no additional cost.

Value-added programs

HEALTH
• Complementary

AD&D coverage
• Telemedicine
• Health and services 

discount card
• Health advocacy 

program

WEALTH
• Student loan debt 

repayment
• Employee financial 

wellness program
• Identity theft protection

PLAN ADMINISTRATOR
• Dependent verification
• Dependent audit
• Premium-only plan 

administration

LEGAL AND HR
• Legal document 

preparation
• Customized benefits 

learning website
• HR resource website

PUBLIC SECTOR
• Cooperative purchasing
• Funded flex program
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Can I really make money?

VOLUNTARY BENEFITS

• No additional 
overhead/investment

• No need to become a 
voluntary benefits expert

• Simply plug into a turnkey 
voluntary benefits solution

Case Study
• 50 life group
• 95% attendance
• 50% participation
• $600 average annualized premium
• Total sales - $14,400
• Commissions - $2,880 Average 

$50-$60 
per eligible 

employee in 
annual 

commissions

Presenter
Presentation Notes
Voluntary benefits help cover expenses that may not be covered by traditional medical insurance such as deductibles, co-pays, lost income and bills. 
 
Now more than ever, employees are concerned with protecting themselves and their families from unforeseen events. They’re looking to fill the gaps in their medical benefits and for assistance from their employers to do so.
 
The flexibility to hand pick benefits that best suit an individual’s lifestyle and budget is quickly becoming more of a requirement as employers move beyond a one-size-fits-most approach to employee benefits packages.
 
Voluntary benefits provide an affordable and adaptable way for companies to respond.�They allow companies to offer a more comprehensive benefits package and give employees more choices to customize their coverage based on their personal and family needs — and can grow with them as those needs change over time. 
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• No additional overhead/investment.

• No need to become a voluntary benefits expert. 

• Plug into our turnkey voluntary benefits delivery solutions. 

Learn more about how we can help you maximize your income 
potential with voluntary benefits. 

Let’s get started. Together. 

Presenter
Presentation Notes
A P/C agent who is already a trusted advisor to clients can be a welcome source of information on business issues and personal finance matters. Armed with the right education, licensing, and tools, P/C agents are well-positioned to provide this additional level of service to valued clients.
Although many independent P/C agents will see the benefit of offering life insurance, financial services products and benefits solutions to clients, actually doing so may seem challenging because these products aren’t typically in their wheelhouse. However, with proper training and education, agents can quickly develop a comfort level with moving the conversation from property/casualty into other areas.




ColonialLife.com

Colonial Life insurance products are underwritten by Colonial Life & Accident Insurance Company, Columbia, SC.
©2020 Colonial Life & Accident Insurance Company. All rights reserved. Colonial Life is a registered trademark and marketing brand of Colonial Life & Accident Insurance Company.  9-20  |XXX-XXXXX

FOR BROKER INFORMATION ONLY
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