what’s next

By Bonnie Brazzell and Gil Lowerre

Watch out for icebergs!
SOME TRENDS in the industry
are obvious while others are more
hidden—out of sight and under the
surface. We call these “icebergs.”
The iceberg addressed here
involves declining voluntary
participation rates. Ironically, no one
seems to be talking about it.
Consider the average participation
rates, by product, of some of the most
frequently sold voluntary products
(as reported by carriers in 2014).
On average, the rates are down
by seven points. All of the products’
rates (in the chart) have declined
with the exception of accident
insurance, which has remained
steady. Even
if we look by
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of a good enrollment method, the rates have dropped in the last few years. The low participation rates suggest we’re
plan” missing a large number of people who need the coverages we offer, but they aren’t getting either
the information or support to decide to buy it.
There are multiple factors at work here. First, we’re seeing more worksite products written by brokers and carriers
with less experience with voluntary enrollments. They often use the methods that worked well on the employerfunded side but either don’t realize there are other options with typically higher participation results or they’re
uncomfortable using a different method. To achieve good participation rates, we have to answer both employer
and employee needs. Employers want to minimize employee time away from their job. Employees want to talk to
someone and get reassurances that the decisions they are making are the right ones for their family.
To find the right solution, we have to first recognize that not all cases and employees are the same. We have to do
what is right for each case. Second, we have to
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there, so look for them. And lastly, we have to
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to enroll a case. We must educate employers on
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to have a successful enrollment. At the employee
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Gil Lowerre can be reached at (860) 676-9633
or glowerre@eastbridge.com. Bonnie Brazzell
can be reached at (803) 738-1236 or bbrazzell@
eastbridge.com.

■ We must note that the sample size in the 2014 survey was small, so further research is needed to
confirm the trend (which Eastbridge plans to conduct during 2015).
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Asking
questions
Don’t accept
lower
participation
rates. Employees
still need and
want voluntary
products, and
there are ways
to maximize
results and avoid
the “iceberg” as
long as we are
looking beyond
what’s easy or
comfortable. For
each case, ask
questions like:
• What do
employees
know about
the product/
solution?
• Why do they
need this
product?
• How can we
best reach
these specific
employees?
• What do
they need to
decide to buy
(information for
their spouse,
alternatives,
risks of not
buying, etc.)
• What has
worked (or not)
in the past?
Why?

