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Burgeoning Markets Primed
for a Winning Combination

Many employers already offer traditional
base plans as the foundation of their bene-
fits package along with some supplemental,
voluntary coverage. They are finding that
supplemental solutions are valuable for the
following reasons:

» They include high-tech tools that simp-
lify benefits administration, saving cm-
ployee and human resource staff time.

* They are offered by experienced partners
who can implement and enroll benefits
efficiently.

* They help educate employees about the
full value of their benefits package, maxi-
mize employee awareness of the benefits

Through annual
enroliment elections,
employees can make
subtle to significant

changes based on
their needs
at the time.

program, increase employee participation

rates in the voluntary plans, and increase

the employee’s appreciation for the
employer’s entire benefits package.

Voluntary benefits that offer a broader
suite of benefits can be particularly helpful
in addressing two key human resources
challenges: recruiting and retaining an
experienced and effective wotk force. They
also lead to enrolling employees in the
plans of their choice.

Employee perception of a companys
benefits package is crucial to attracting the
best employees in today’s competitive envi-
ronment. Rescarch shows the perceived
value of a benefits plan can be enhanced or
diminished by the communications stra-
tegy. For example, a Watson Wyatt study
revealed that employees at companies with
effective communication were three times
more likely to be satisfied with their bene-
fits program than those at companies with
poor benefits communication.

It is important to consider a carriers
enrollment capabilities and employee com-
munications to help the employer get high
participation rates and make sure employ-
ees get the information they need about
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their total benefits package and appreciate
what they're getting,

Voluntary Disability

and LTC Choices

Traditionally, employers have selected the
benefits and benefit amounts they offer to
employees. Employers now recognize the
need for employee-centric benefits. They
provide a menu of benefits and coverage
amounts so the employee can select the
plan that meets their needs.

Companies can enhance their benefit
offerings and stabilize their costs by inte-
graring employer-provided group coverage
with an option for individual buy-up, par-
ticularly with life, disability, and long-term-
care products. They also can give employ-
ees vital financial-planning tools to maxi-
mize income protection.

Employees believe that having a choice
in their benefits plan is important. They get
the convenience of workplace shopping
and the flexibility of products that have
been vetted by the employer. The work-
place enrollment environment provides a
structure for an employee to evaluate and
refine coverage annually as their needs
change. Through annual enrollment elec-
tions, employees can make subtle to signif-
icant changes based on their needs at the

ume.

Innovative Funding Solutions

Group funding alternatives have a growing
appeal to employers and employees. The
most common funding alternatives include
a base/buy-up benefit model and a defined
contribution approach. A base/buy-up
model allows the employee to increase their
benefit amount to a specified maximum
without medical evidence of insurability.
The employee assumes the cost of the addi-
tional benefir. For example, with group
long-term  disability, an employer can
choose to pay a monthly benefit up to
$3,000 and an employee can increase thar
amount up to $6,000.

Thomas O'Keefe is senior market manager for
Unsim in San Francisco. He can be reached at
thokeefe@unum.com. Unum continues 1o be
the industry leader in the U.S. disability bene-
fits market, having maintained that role for
over 30 years. As the benefiss carvier of choice for
more than 100,000 employers, the company
works with one in five emplayers in the United
States who offer group disability benefits.

Visit us at

r.calbrokermag.com
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Statistics

person’s income stream may

At;‘ﬂtheir most valuable asset.
many live without the

disability insurance coverage to pro-
tect it. This is a startling fact given
that 40% of U.S. workers always or
often live paycheck to paycheck,
according to a 2007 survey by
Careerbuilder.com. Losing just a
few weeks of pay could trigger
tremendous financial hardship.
Most Americans are completely

unprepared in the event that they
become disabled and cannot work,
especially those who work for
smaller companies.

Consider some statistics noted on
the Council for Disability Awareness
(CDA) Website (www.disabilitycan-
happen.org):

- Nearly 50% of all mortgage fore-
closures are caused by disability,
compared to 2% caused by
death, according to a February
2005 article in The Health Affairs
Website.

- 50% of all personal U.S. bank-
ruptcies were attributable to il
ness or medical bills, according
to a Health Affairs Web exclusive.

+ 30% of workers between 25 and
65 will have an accident or ill-
ness that keeps them out of
work for three months or more,
according to a Social Security
Administration Fact Sheet.
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