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Hiring a Benefits Broker: Key Questions Checklist

Employers in the market for a new broker should start with a clear sense of their goals and key priorities. With clear parameters, you can more effectively compare different brokers and determine how far they are willing to go to meet your needs.

Use this list of questions to streamline your research and narrow down your top choices before, during, and after the interview process.

Knowledge, Services, and Experience
· What services, knowledge, and experience does the broker offer? 
· Is the broker familiar with your company’s industry?
· Depending on whether your company operates on a local, multistate, national, or global level, can the broker’s expertise meet your needs?
· Does the broker handle all types of health insurance, or do they specialize? Brokers familiar with carriers for all lines of coverage are generally better suited for smaller HR teams.
· What certifications and licenses does the broker have, and are they current?
· What is the average length of the broker’s existing client relationships?
· What technology solutions does the broker offer?
Compliance Considerations
· Is the broker able to provide compliance advice regarding relevant federal and state laws? 
· How familiar is the broker with requirements around the Patient Protection and Affordable Care Act (PPACA), the Employee Retirement Income Security Act (ERISA), the Health Insurance Portability and Accountability Act (HIPAA), and other pertinent laws?
· How would the broker identify benefits compliance gaps or errors for your organization? Are there disciplinary actions on file with the state insurance commissioner?
Contractual Obligations
· Will the broker assist with open enrollment communications?
· Will the broker assist with benefits communications year-round, aside from enrollment?
· What kind of employee communications and assistance can and do they provide?
· Will the broker assist with claim resolution and other issues?
· Is the broker working alone, or do they have backup team members? 
· Will the broker evaluate the costs and plan designs of several major insurance carriers in your region?
· What is the broker’s preferred communication method (e.g., mostly by phone or email), frequency (e.g., weekly, monthly, or bimonthly), and response time?
· How does the broker stay current with trends and changes in the benefits field?
Financial Considerations
· What are the costs of the broker’s services? 
· Is the broker paid by insurance commissions, or do they operate on a flat-fee structure, such as a payment based on the number of employees and months covered? Commissions may be reflected in premiums. More brokers are moving to a flat-fee structure.
· Will the broker assist with evaluating health-related risks and offer suggestions on how to reduce the company’s claims experience and premiums?
Appropriate Fit
· Did the broker demonstrate a good understanding of your company’s organizational needs or wants and summarize them appropriately?
· Did they ask relevant questions about your benefits preferences and inquire about your likes/dislikes with current benefits plans? 
· Did they ask about the company culture? 
· How will the broker determine what benefits recommendations to make?
· How does the broker measure success? How do they evaluate the success of a benefits program?
· Did the broker willingly provide references from existing and former clients? What was the result of the reference checks?
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