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Stacking the deck for enrollment success:
Case set up and employee marketing
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“IF 1 HAD SIX HOURS TO CHOP DOWN A TREE, |
WOULD SPEND THE FIRST FOUR HOURS
SHARPENING THE AXE.”

ABRAHAM LINCOLN




Today’s conversatio

‘\\}\3{
1. Positioning your cases for succe
prior to the sale

2. Tips for marketing commumcatlons\ AN
that drive results 5/ /

fl

3. Roadblocksto a successful
Implementation and how to get
around them




Think about the most
successful enrollment
you’ve ever had.

What made it great?
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Laying the groundwork for your ca

prior to the sale
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We’re all familiar with
the challenges we face

A changing enrollment environment

= Growing reliance on self-service
= Crowded benefits landscape

* HR and leadership with
competing priorities
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What do we need to
accomplish?

Minimum requirements
= Targeting 50% of eligible employees

to make a decision — Yes/No

= After this, a minimum of
10 employee applicants

= But you'll struggle to get even that
with:

* Passive online self-enrollment

« Hand-raising
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You need to set yourself up for success
with the right approach!
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What works?
Getting the employer’s buy in
* These aren’t “set it and forget it”

products

= \We need support to deliver
effective communication

* The outcome of the program
depends on the backing of HR
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What works?

Positioning the enrollment

= Enrolling with an experienced
enrollment entity

= Off-cycle enrollment

* Being able to educate / engage
the employee about the offer
that's available for them &
their family
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What works?

Providing the right communication

= Endorsed communication from
the employer

= Highlight the “new benefit offering”

= Group meetings with follow up
email, text, internal office messaging

» Encouraging employees to schedule
an appointment
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How do we deliver
that communication?




You want to get the word out, but how?

the timeline? How do | communicate the plans?
How do | align with employer How do | distribute the materials?
branding?

Trustmark marketing i1s your how!
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Pre-approved marketing
communications

On-demand materials ready
for implementation

v Approved DOI communication collateral
v Product communication templates

v' Co-branded options on select collateral
v Product videos

v Product microsites

v Employee product presentations
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xecuting your pre-sales strategy:
asy access to materials through launchpad

Jrustmark’ FUEL YOUR VOLUNTARY BENEFIT SALES WITH MARKETING

Launchpad
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Taillored communications: Greater
customization may be needed for large cases

= Communication for a diverse workforce
= Support client’s corporate culture

= Compliance and policy communications alignment
» Showcase the client’s brand
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Collaborating with
Trustmark: Exploring
a large case

Challenge: Managing a diverse workforce
spread across multiple buildings on
campus.

HR Objective: Establish a robust brand
presence on materials to endorse
products.

Opportunity: Develop a comprehensive
campaign with a multi-touchpoint plan to
effectively reach the target audience in
various locations.
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Collaborating with Trustmark: Exploring alarge c
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Collaborating with Trustmark: Exploring a large case
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Universal Life with Long-
Term Care Benefit
Enrollment

Special Enroliment November 1
December 9, 2022

Help protect yourself and your family

with coverage from Trustmark
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Trustmark Universal LifeEvents® wit!
Long-Term Care Voluntary Benefit

Benefit Specialists are available:
Monday - Friday
8:30AM - 4:30PM

Call (773) 702-9634 or
email benefits@uchicago.edu with questions.

Tre rising costs of IoNg-1ermM Care Servioes (vuay D & SN00uUL FINANCI! CONTOM. Unversty of CRcago empiopees Now MIve & New 0DUON K¢ DIOTECTON YOu CAn choose & benefit
amount, senal o large, That s you and your family's needs.

ST is N bor1-
° THALTA(K Uriversal ite weh L00g Tt Care Benafe December 9, 2022
4 BeTTTne et M I aer e o e 4 g e e A e it ey e eare e oy
2 —————ee e S
T e e gt
O P B e N LT T T e vour g in &
o Lock 17 8 1t rom 1ot weet incresss due 82 8ge. +
o Comragm pvakatio \or &Oirsut s0xd CRASIen a wadt

.10
T 4 (IS OF i SOCHN! Iy M B8 e

et 2 chgres of

Ples a Benefins Monday
theough Friday from 830 am to 430 prm at (773) 702-9634.
o emall enelits@uchicagoedy

Learn mere about Universal Life/LifeEvents: See how LTC benefits can make a difference:
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Experience the Trustms
difference: Elevating se
exceeding expectations>

1. Proven leadership in enroliment
marketing communications /

2. Effective communications tools
Consultative-approach marketing

kA
i

4. Turn-key solutions for fast
Implementation for most cases
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Case set up for success
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What comes next?

* You've sold the case, you've got the employer onboard
* You have a marketing strategy and the tools to execute

But what happens if we stumble at the finish linewith case set up?

_— ﬁCﬁ)
+ o Qo + d =
Communication Billing issues File feed/application Poor client outcomes
breakdown iIssues
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Understanding the
challenge

What’s the threat?
= Brokers working with multiple
carriers, multiple people

» Disorganization and lack of
specialized expertise

= | ack of clear timelines
= |[nconsistent communication
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Your dedicated implementation team

b Licensing / Commissions
b Case Underwriting

Marketing
Communications

O-

Enrollment Support

;) Enrollment Technology
Billing Services Payroll
Deduction/ACH

O

Producer partner Implementation Manager




CASE SOLD 60 DAYS OUT

---------------------------------------------------------------------------------------------------------------------------

Kickoff call 55 DAYS OUT
Billing call 50 DAYS OUT
The Trustmark B e e e el e
tl m el | ne Employer provides census 20 DAYS OUT
Enroller Training 20 DAYS OUT
Employer Agreement is signed 12 DAYS OUT
Ben Admin case build is released 5 DAYS OUT
ENROLLMENT STARTS! 0 DAYS OUT
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Key takeaways

Preparation = Success

» \We want to drive positive outcomes for your cases
* \We can do that by setting up for success on the front end by:

» Product positioning with the employer
» Dedicated customer success team to support success

» Marketing to drive results
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Pcz Trustmark
Producer Conference

Thank you!
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