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Good first enrollments help solidify long business partnerships with decision makers and 
their companies, and asking the right questions during your presentation is key to 
establishing good enrollment conditions. These five questions can help make this happen. 
Use the talking points to initiate the conversation and to strengthen your position with the 
decision maker. You can also use them to navigate any objections or pushback. Use the 
trial closes to help set up the answer you desire or to confirm that the decision maker 
understands.

5 That Will Help Establish Good Enrollment 
Conditions & Assist in Account Retention

QUESTIONS

Do you have 
payroll 
deduction?1

CLOSE “After I’ve explained to your employees how 
our products work, if they are interested in 
more protection for their families, would you 
provide them the convenience of payroll 
deduction?”

TRIAL 
CLOSE

How many employees need to be interested 
in order for us to have a payroll slot?

TALKING
POINT

Section 125 Premium Only Plan FICA savings

Can we meet 
with all of your 
employees?2

TALKING
POINTS

 Use WellCard discounts to  establish   
 one-to-one benefits counseling sessions
 POPS Underwriting offer if large enough
 Decision maker’s enrollment goal –   
 update employee census information
 Attraction & retention of quality employees
 Core benefits communication
 Section 125 Premium Only Plan FICA savings 

TRIAL 
CLOSES

 “Do your employees understand the   
 benefits that you provide for them?”
 “We consider employee education the   
 foundation of a successful enrollment.  
 What we’ve found works best is a large   
 group meeting with all of your employees,  
 where we would educate them on the new  
 benefits, followed up with individual   
 benefits counseling sessions where they  
 can ask questions and choose their own  
 benefits options. Does that make sense?”



What is your 
pre-enrollment 
strategy?3

TALKING
POINTS

 Streamline the enrollment process
 Increases the likelihood of seeing all the employees
 Make sure the employees understand what you are   
 doing for them

TRIAL 
CLOSES

 “Through our customized materials and  
 consistent messaging, you can help your  
 employees better understand and   
 appreciate all of their benefit options.   
 Does that make sense?”

Can we do open 
enrollments 
each year?

4
TALKING

POINTS
 Section 125 Premium Only Plan FICA savings
 New products and/or benefit offerings each year

TRIAL 
CLOSE

 “We try to make the enrollment process as easy as  
 possible for you and your employees. Now, we still  
 need to discuss how you would like us to take care  
 of your new hires and how we are going to   
 approach your next open enrollment, so I’d like to  
 schedule some time after the enrollment is   
 completed for us to get together and discuss how  
 the enrollment went - what went well, what we  
 might do differently next time - and determine a  
 new hire and open enrollment strategy. How does  
 that sound to you?”

Can we see 
new hires?5

TALKING
POINTS

 Ability to sign up for the additional benefits
 Core benefits communication
 Attraction and retention of quality employees

TRIAL 
CLOSE

 “We try to make the enrollment process as easy as  
 possible for you and your employees. Now, we still  
 need to discuss how you would like us to take care  
 of your new hires and how we are going to   
 approach your next open enrollment, so I’d like to  
 schedule some time after the enrollment is   
 completed for us to get together and discuss how  
 the enrollment went - what went well, what we  
 might do differently next time - and determine a  
 new hire and open enrollment strategy. How does  
 that sound to you?”

QUESTIONS5 That Will Help Establish Good Enrollment 
Conditions & Assist in Account Retention


