
Every renewal this season seems to sound the same. Rates are up. Costs are climbing. Employers are frustrated, and agents are 

repeating the same lines again and again. That fatigue is real, and it creates risk. When the conversation never moves beyond 

the number, clients start looking elsewhere for fresh ideas.

We know you are tired of carrying that same message into every client meeting. So are your clients. They do not need another 

reminder that premiums are rising. They need to hear what comes next.

That is where PEO belongs. A Professional Employer Organization can be the right solution for small and mid-sized employers 

who are struggling with compliance, multi-state complexity, or benefit costs. When introduced the right way, it does not replace 

the broker. It protects relationships and strengthens your role.
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Stop Losing Clients to PEO: Why 
Brokers Must Act Now

Clients are not just tired of higher costs. 
They are tired of conversations that stop at 

higher costs.

WHY PEO IS ON THE TABLE IN 2026

Small employers are under pressure. Renewals outpace revenue growth. Compliance requirements overwhelm limited HR 

staff. Multi-state employees add payroll and tax headaches. Employee turnover is rising as benefits get thinner. PEO answers 

these challenges by bundling HR, payroll, compliance, and benefits into one platform. Employers gain access to richer benefits, 

streamlined compliance, and consistent coverage across states. For brokers, the reality is simple: PEO sales teams are already 

calling your clients. If you are not prepared to talk about PEO, someone else will.
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THE MISCONCEPTIONS THAT HOLD EMPLOYERS BACK

Many employers hesitate when they hear “PEO,” and those misconceptions can cause brokers to avoid the topic altogether.

  Loss of control. Co-employment does not mean employers give up authority. They remain in charge of hiring, firing, and 

operations. The PEO takes on administrative and compliance functions.

  Broker replacement. Some brokers worry they will be cut out. With CRC, the opposite is true. You stay at the center while 

our team manages proposals, demos, and renewals.

If the conversation never happens, employers fill the gaps with assumptions. That is when outside voices step in.
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PEO does not replace the broker. 
It protects the relationship and 
strengthens your role.

CLIENT TRIGGERS: WHEN THE PEO CONVERSATION SHOULD HAPPEN

The best time to bring up PEO is before frustration builds into a bigger issue. Watch for these triggers in your client base:

  Multi-state hires. The moment an employee moves out of state, payroll and compliance complexity multiply. PEOs can 

simplify tax filings, reporting, and benefits coverage across jurisdictions.

  No HR infrastructure. If a group loses its HR manager or never had one, the administrative load falls on business owners 

who do not have the expertise or time.

  Compliance anxiety. When employers express uncertainty around ACA, COBRA, or wage and hour laws, PEO can step in 

to assume those responsibilities.

  Benefit dissatisfaction. If a client loses a candidate because their benefit package is not competitive, that is a signal. 

PEO master plans open access to Fortune 500-level options.

  Rapid growth. Clients adding locations or doubling headcount often discover they lack the systems to scale. PEO provides 

technology and processes that keep up.

Spotting these triggers early allows you to present PEO as a proactive solution, not a reactive last resort.

HOW CRC EXTENDS YOUR TEAM

Sorting through dozens of PEOs is overwhelming. Evaluating even five providers can mean weeks of paperwork, meetings, and 

demos. CRC makes the process simple.

  One submission produces multiple proposals.

  We consolidate results into a single presentation.

  We coordinate demos and answer technical questions.

  We stay engaged through renewals, compliance updates, and advocacy.
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EMPLOYER OUTCOMES: WHAT PEO DELIVERS

Employers do not just want features; they want results. The right PEO 

delivers outcomes that resonate with business owners and HR leaders:

  Reduced risk. By handling compliance requirements, PEOs lower 
exposure to lawsuits and fines.

  Better recruiting and retention. Access to richer benefits 
packages helps employers compete for talent.

  Operational efficiency. Owners and managers get back hours 
each week by outsourcing payroll, onboarding, and reporting.

  Cost predictability. Bundling services creates steadier expenses 
compared to piecemeal vendor contracts.

When you bring PEO to the table, you are not just talking about 
another benefits option. You are showing employers how to solve real 
business problems.

FUTURE-PROOFING THE BROKER RELATIONSHIP

PEO is not only about solving today’s renewal problem. It is also a 

bridge to the future.

As clients grow, their needs change. PEO can carry them through early 

stages of expansion, simplifying HR and compliance when resources 

are thin. Once they outgrow the PEO model, they are often ready for 

level-funded or self-funded strategies.

Brokers who introduce PEO now position themselves to guide the client at every stage of growth. Instead of watching a 

relationship end when a business evolves, you remain their partner across the full lifecycle.

TOP 5 SIGNS YOUR CLIENT MAY BE 
FIT FOR PEO:

1.	 Payroll is already with ADP or 
Paychex.

2.	 Multi-state employees create 
compliance and tax complexity.

3.	 Renewal increases are 
unsustainable.

4.	 HR staff is stretched thin with 
compliance requirements.

5.	 They want to offer Fortune 
500-level benefits.

With CRC, you stay the broker. We 

manage the process, source multiple 

proposals, and keep you in control of 

the client relationship.
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When brokers fail to bring new strategies, 
clients explore other options.

WHY THIS MATTERS

Employers are not just tired of higher costs. They are tired of conversations that stop at higher costs. When brokers fail to bring 

new strategies, clients explore other options.

Bringing PEO into the discussion changes the dynamic. Instead of repeating “costs are up,” you are the broker offering a next 

step. That strengthens your relationship and positions you as the partner who delivers more than numbers.
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BOTTOM LINE

PEO is not the right fit for every group, but when it is, it can save clients time, reduce costs, and strengthen benefits. Most 

importantly, introducing it first ensures your clients hear about it from you, not a competitor.

CRC Benefits is an extension of your team. Our PEO practice is proven. We manage the details, streamline the process, and 

leverage our relationships with top providers so you can focus on your client.

If you have groups showing signs of renewal fatigue, compliance pressure, or multi-state complexity, now is the time to act. 

Contact your CRC Benefits team today to access proposals, demos, and support that help you protect and strengthen every 

client relationship.
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