Using Employee Navigator
To Increase Sales Of
Voluntary Benefits
Employee Family Protection (EFP) of Glastonbury CT prides themselves on their
focus on a few core values – an exceptional level of client service and
communication, commitment to the long-term success of their clients, and
always acting in the best interests of their clients. Therefore, when EFP decided
to explore technology solutions to improve overall benefit administration and
enrollment for their clients, they wanted a partner with similar values.
In 2013, EFP chose Employee Navigator as their strategic partner. “Employee
Navigator’s simple, yet highly functional interface streamlines benefits
technology adoption,” says Lou Faiola, Senior VP at EFP. “It gives us a highly
scalable environment to quickly meet client needs – even within constrained
timelines.” The system is easy to use and intuitive for EFP’s brokers, their clients
and employees, minimizing setup and support time and cost.
Employee Navigator gave EFP a platform to build their infrastructure around, so
they could focus on delivering high-value service to clients. In addition, EFP
could tap into a team who had the expertise and ability to assist them as
needed. “The team at Employee Navigator is just awesome to work with. We like
working with strategic partners that listen, act, and above all have an eye to the
future and care,” mentions Faiola.

Improved Value Proposition

Implementation of Employee Navigator’s platform has helped enhance the value
proposition that EFP can deliver to their clients, enabling them to move away from
the commoditized, transactional insurance selling world. “We have completely
re-engineered our approach to the business because of Employee Navigator,”
says Faiola. “Just three years ago, we were the typical enrollment firm chasing
business. Today, we are in the Human Capital Management Business, not the
insurance business.” This fundamental shift has helped EFP increase YOY sales
by 21%, YOY revenue by 17% and enhanced their brand exposure throughout the
entire east coast.
A recipient of EBA’s Voluntary Advisor of the Year for 2013, Faiola sees
technology as instrumental to the long-term growth prospects of voluntary
benefits firms. “Technology can provide a holistic approach to help employees
understand voluntary benefits and how they properly integrate with their overall
benefits offerings.” In EFP’s case, technology assists with client onboarding,
through a phased approach featuring benefits counselors, call centers and
ultimately self-service through the platform. In Faiola’s words, “Technology allows
us to optimize our triple threat – high-touch, high-tech, high-service.”
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