
When it comes to being an insurance broker, there are two ways to approach your business. You can either follow your clients, 

letting them guide the way while you do your best to meet their needs. Or you can take the reins and lead—anticipating your 

client’s needs before they even realize what they are. So, which strategy do you think works best?

Think of it like navigating through a dense forest. You can either let your clients wander through on their own, hoping they find 

the right path, or you can step up as their guide, using your expertise to lead them directly to where they need to go. When you 

take the lead, you clear the path, making the journey smoother, quicker, and more efficient. But when you’re always following, 

you’re just trying to keep up, often getting lost in the process.

We’re firm believers that brokers should lead their clients whenever possible. Here’s how you can do just that:

1. HELP CLIENTS SET PRIORITIES

Navigating employee benefits these days is no easy task. It’s not just about picking a health insurance plan and calling it a 

day. Employees today are looking for more—they’re interested in everything from emergency income protection to student loan 

repayment benefits. But let’s face it, no employer can offer it all.

This is where you come in. Leading your clients is like helping them pack for a journey. They can’t take everything, so you 

help them prioritize what’s most essential. Sit down with them, discuss their options, and help them figure out what’s most 

important. By guiding them through this process, you’re not just helping them choose benefits—you’re helping them pack 

smart for the road ahead.

2. KEEP AN EYE ON BUDGETS

Once you’ve helped your clients set their priorities, the next step is making sure those priorities align with their budget. There’s 

nothing worse than getting to enrollment time and realizing that last year’s benefits blew the budget out of the water. When 

that happens, employers tend to pull back too much the following year, trying to make up for lost ground.
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comes to crafting a benefits package that really works.

4. PROACTIVELY SEEK OUT BETTER OPTIONS

Don’t let the end of open enrollment be the end of your engagement with clients. The real work begins afterward. Spend the 

next few months researching and staying on top of industry trends to see how you can make your clients’ benefits packages 

even better.

By proactively searching for new and improved options, you keep your clients thinking ahead. Instead of panicking as the next 

enrollment season approaches, they’ll be prepared and confident, knowing that they’re getting the best possible value. Plus, 

you’ll be solidifying your role as their go-to resource for all things benefits-related.

5. LEVERAGE DATA TO MAKE INFORMED DECISIONS

In today’s data-driven world, information is power. Use it to your advantage. Dive into the data to understand what’s working 

and what’s not for your clients. Whether it’s employee participation rates, cost trends, or satisfaction surveys, the insights you 

gather can help you refine and optimize their benefits packages.

For example, if the data shows that a particular benefit is underutilized, consider whether it’s worth keeping. Or if you notice 

that employees are struggling with the cost of premiums, it might be time to explore alternative options. By leading with data, 

you’re not just making educated guesses—you’re making informed, strategic decisions that benefit everyone involved.
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Encourage your clients to see through 
their employees’ eyes, crafting a 
benefits package that truly works.

As a broker, you have a unique opportunity to help your clients avoid that pitfall. Think of it as being their financial GPS, 

ensuring they stay on course without overspending. You can’t force them to stick to a budget, but you can certainly encourage 

them to do so. Show them how the right products and services can meet their needs without breaking the bank. Help them see 

the bigger picture, and they’ll be more likely to make balanced, budget-conscious decisions.

3. ENCOURAGE THEM TO SEE THROUGH THE EMPLOYEE’S EYES

Sometimes, employers struggle to choose the best benefits because they’re not thinking like their employees. They’re focused 

on the numbers, the costs, the logistics—but what about the people who will actually be using these benefits?

Here’s where you can really make a difference. Encourage your clients to think like their employees. Imagine if you were 

planning a trip—wouldn’t you want to know what your fellow travelers

need and want? How will employees afford their portion of the health insurance? Are they likely to take advantage of all the 

benefits offered? What might be most important to them? This shift in perspective can make a world of difference when it 



Fostering a culture of innovation will set 
you apart from the competition.

6. EDUCATE AND ENGAGE

Don’t underestimate the power of education and engagement. Many employers and employees are still learning about the ever-

evolving world of benefits. Be the one to guide them through it.

Offer to hold workshops or webinars to explain new benefits or changes to existing ones. Create easy-to-understand materials 

that break down complex concepts. The more informed your clients are, the more confident they’ll feel in their decisions. The 

more engaged employees are, the more likely they are to appreciate and utilize the benefits offered.

7. FOSTER A CULTURE OF INNOVATION

Finally, don’t be afraid to think outside the box. The benefits world is constantly changing, and staying ahead of the curve 

means being open to new ideas and approaches. Whether it’s exploring new types of benefits, integrating technology to 

streamline processes, or finding creative ways to address challenges, fostering a culture of innovation will set you apart from 

the competition. Share these ideas with your clients. Show them that you’re not just following the trends—you’re setting them. 

By embracing innovation, you’ll help your clients stay competitive, attract top talent, and create a benefits package that truly 

stands out.

BOTTOM LINE

Stepping into a leadership role is more important than ever. Just like a skilled guide leading a group through uncharted 

territory, your expertise can help clients navigate the complexities of benefits management. By helping your clients set clear 

priorities, stay within their budgets, see benefits from their employees’ perspectives, and explore innovative options, you 

position yourself as a trusted partner in their journey.

At CRC Benefits, we’re here to guide you through each step of this journey. Our team is dedicated to supporting you as you 

implement these strategies and tackle the challenges of benefits management. By partnering with us, you’ll not only elevate 

your own practice but also set your clients up for long-term success. Ready to make a difference? Connect with the CRC Group 

team today, and let’s lead the way.
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