
5 Key Questions to Ask 

COULD YOUR BENEFITS PARTNER 
BE MORE BENEFICIAL TO YOU? 



Employee benefits like HSAs, FSAs and 
HRAs can be a crucial piece of the  
overall solution your health plan offers  
your clients. 

But not all benefit 
partners are the same. 
A good partner, who makes claims 
and reimbursements easy and gives 
employees truly responsive customer 
service, reflects well on your organization. 
Alternatively, a bad one, with sluggish, 
complicated claims and reimbursement 
procedures and subpar customer service, 
can make you look bad by association.  
It stands to reason: when your clients 
get frustrated with someone you’ve 
brought to the table, they’ll also  
be frustrated with you. 



Is your benefits partner pulling their weight?

HERE ARE 
5 QUESTIONS 

TO ASK TO ASSESS THE 
RELATIONSHIP.



Employers will be dealing for years with the aftereffects of the pandemic and the 
subsequent Great Resignation: In April 2021 alone, a record 4 million Americans 
decided to leave their jobs. And a record number of departures continued in the 
months that followed.

Many of them left to find work with better pay, better satisfaction and better benefits. 
With employees being more selective about where they work, many employers are 
finding it harder and harder to attract and retain top talent. 

That makes it more important than ever for them to be able to offer a desirable  
mix of employee benefits in addition to their core health insurance plan. Ideally,  
these benefits would come from one provider, so they don’t have to deal with 
multiple vendors.

So, you need a benefits partner able to offer a full suite of solutions that  
go beyond basic employee benefits, including:

• HSAs
• FSAs
• HRA
• Commuter Benefits
• COBRA

• Wage Parity
• POP
• ERISA 
• Wellness Programs
• Vaccine Tracking

4 MILLION 
AMERICANS 

QUIT THEIR JOBS 
IN APRIL 2021.1

Is it time for 
your benefits 

partner 
to resign?

1. Source: US Bureau of Labor Statistics
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DO THEY OFFER THE RIGHT MIX OF 
BENEFITS FOR YOUR CLIENTS?

EXIT



In an atmosphere where attracting top talent is a challenge, you don’t want to offer 
the same cookie cutter benefits solutions with the same features as everyone else.

You want the benefits you offer your clients to have innovative elements that make 
them more powerful vehicles to save and pay for healthcare. 

For instance, your clients don’t want inflexible HRAs, but options that allow them the 
leeway to customize dollar amounts, payment schedules and other elements.

And your client’s employees don’t want just a bare bones HSA. They want an HSA 
with multiple investment options. They want their employee benefits to link directly 
with your health plan, automating claims substantiation and reimbursement.

And they don’t want to have to use different debit cards for different benefits, but  
one card they can use for all their employee benefits expenses.

If the benefits your partner provides employees don’t deliver enhanced features  
like these, it may be time to enhance your benefits partner.

91% 
OF EMPLOYEES 

FEEL COMPANIES 
SHOULD OFFER 

CUSTOMIZED BENEFITS 
PACKAGES.2

2. Source: HR Blindspot Report

Cookie cutter 
solutions don’t 
cut it anymore.
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DO THEIR BENEFITS SOLUTIONS 
OFFER ADVANCED FEATURES?



Does your benefits partner deliver the level of customer service your clients’ 
employees expect?

If the benefits partner you’ve introduced is providing a level of service that is not up 
to your own health plan’s standards, then your service reputation will suffer as well.

 •  How does your partner perform on customer service metrics like the Net 
Promoter Score? Is their NPS significantly higher than the industry average?  
What is their client retention rate?

 •  Do they provide you, your clients and their employees dedicated service,  
no matter your client’s size? 

 •  Are reps cross-trained in multiple departments? Is there just  one person 
clients and employees need to call? How experienced are their reps?

 •  Can they proactively identify potential issues via quality management and  
interaction analytics using Artificial Intelligence?

 • Do they provide support nationwide?

42% 
OF PEOPLE 

HAVE BEEN 
FRUSTRATED 

WHEN SEEKING HELP 
FROM THEIR 

HEALTH PLAN.3

3. Source: Wellframe 2021 Survey
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DOES THEIR CUSTOMER SERVICE  
REFLECT WELL ON YOU?

Serving 
customers 

better will serve 
you well.



If your benefits partner is not supplying up-to-date technology to automate the entire  
benefits administration process, it may be time to upgrade your benefits partner.

 •  Does your partner’s benefits platform run on decades-old systems with ad hoc features 
built on antiquated architecture? Are you constantly dealing with performance issues and 
unnecessary complexity?

 •  Can your benefits partner easily integrate with your health plan, payroll companies, 
and other partners? Can they seamlessly link to partners’ systems via EDI, API and FTP 
protocols?

 •  If their platform is newer, is it cloud-based? Is it fully modular with a single  
code base? Is it fully customizable based on configurable attributes?

 •  Does it link to your health plan to provide automated claim substantiation?

 •  Does it allow your clients to do things like instantly update and  
approve plan options, access educational material, review status  
of implementations?

 •  Does it provide instant access to data for real-time reporting?

 •  Does their real-time secure data exchange save you time and money?

 •  Do they provide data analytics that give you insights into your business?

4 

IS THEIR TECHNOLOGY 
UP TO DATE?

4. Source: 2021 Aflac WorkForces Report

Is it time to  
upgrade your 

benefits partner?

81% 
OF EMPLOYEES 

SAY IT IS EXTREMELY 
OR VERY IMPORTANT 

FOR BENEFIT PROVIDERS 
TO BE LEADERS IN 

 DIGITAL 
   INNOVATION.4
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DO THEY MAKE LIFE 
EASIER FOR YOU?
It all boils down to one thing: you need excellence in 
relationship management from your benefits partner.

Is their partner onboarding easy and efficient?

Do they have a dedicated team devoted to your 
partnership? A dedicated implementation team  
for all your clients?

Does their sales and marketing team support yours? 
Do they provide access to educational materials 
and open enrollment support? Do they help you 
communicate the advantages of the  partnership 
both internally and externally with joint marketing? 
Are they nationwide? 

Do they make using benefits simple and intuitive for 
participants, with a fully featured mobile app, easy 
tracking of deductibles and claims, contactless card 
options and more?

 



1-888-423-6359
www.claritybenefitsolutions.com

Through our SIMPLY SMARTER PARTNERSHIP, Clarity can 

provide a positive answer to all these questions. We are tested 

and proven pros at relationship management. We give you 

access to results-driven industry experts who understand 

what you need. We deliver the most comprehensive suite of 

employee benefits solutions, backed by world-class service 

and innovative technology, so you can offer the right employee 

benefits program to all your clients. 

If your benefits partner can’t clearly demonstrate how  

they benefit you, it’s time for Clarity. 

Learn more at www.claritybenefitsolutions.com.

Is it time to add 
some Clarity to your 
benefits solution? 


