
Help your Clients 
Drive ROI During 
Open Enrollment
Learn how you can add value as a trusted benefits 
advisor and play a key role in helping your clients 
overcome the challenges often associated with open 
enrollment.

HOW TO



For your clients, driving ROI on their benefits program 
requires them to guide their employees to make the 
right choices. 

In order to ensure this guidance is meaningful, you need to deliver a decision support tool 

that provides:

+ Effective Communication

+ Benefits Education

+ Deployment At-Scale

But this is not easy. In fact, there are some major challenges…

Helping to drive ROI on your clients’ benefits programs requires that your clients guide 

their employees to the right benefits plans. Many times HDHPs are the best option for 

employees but they aren’t informed enough to assess their own risk and make the best 

decision. When employees know which benefits plans are the best for their individual 

needs, it keeps them engaged. Your clients will need to reach all of their employees with 

the right messaging at the right time to make the right decisions.



How To Drive ROI 
During Open Enrollment

Lack of knowledge around healthcare benefits leads to total 
avoidance. To prevent passive behavior and drive employee 
engagement, your clients will need to overcome some specific 
challenges.

COMMUNICATION 
STRATEGY 

Trying to reach employees in 
various locations, adjusting 
to accommodate different 
learning styles, and speaking 
to employees with varying 
knowledge levels requires a 
certain degree of 
personalization.

EMPLOYEE 
ENGAGEMENT

Due to the complexities 
associated with healthcare, 
employees are more likely to 
passively engage or choose 
the same high cost health 
plans because it seems to be 
the best option.

KNOWLEDGE
BARRIERS

When employees do want to 
understand or consider a 
change, most don't have 
enough knowledge or skills 
to evaluate their own health 
risk or need for benefits 
products beyond healthcare.



Don’t worry, there 
are some foolproof 
steps you can help 
your clients take to 
overcome these 
challenges.



FINE TUNE THEIR 
COMMUNICATION STRATEGY

Communicate well and often. Your clients shouldn’t rely on a single email or chat message to drive 

benefits engagement in their organization. They need to create a series of messages during open 

enrollment to keep it top of mind for their employees. They should lead with the most important 

details and only show more specific information at the point it becomes valuable.

Vary distribution methods. Some people may pay more attention to an email while others might 

learn better from a video. Make sure your clients are adjusting their communication channels to 

accommodate different learning styles. Remind them to track response rates so they can 

determine the most effective method for their organization, and stick to that method. 

Help them create shared folders for their employees to access benefit information. Advise them to 

include various communication pieces so employees can easily find what they need in order to 

make the best decision. An easy way to do this is to use Picwell as the main source of benefits 

education and embed important links. 



SIMPLIFY THE DECISION-MAKING 
PROCESS

To the average person, navigating health benefits is a 

daunting task. In fact, in a study conducted by 

UnitedHealthcare, they found that only 9% of Americans 

understand these four basic healthcare terms: premium, 

deductible, out-of-plan maximum, and co-insurance.

It is your job as a benefits advisor to ensure your clients 

are prepared to help their employees understand their 

benefits options, allowing them to easily decide on the 

best plan for their unique needs. The decision-making 

process should be clear and concise, focusing on what 

employees need to know to make the best choice.

of Americans 
understand basic 
health terms. 

9%
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1 Study conducted by UnitedHealthcare.



PROVIDE YOUR CLIENTS ACCESS TO 
HELPFUL TOOLS

There are various decision support tools that can 

help your clients simplify the process for their 

employees but it’s important to remember that not 

all decision support tools are created equal. Your 

best bet is to find one that can assess individual risk 

and predict outcomes, not just calculate best and 

worst-case scenario costs. 

Picwell DX allows employees to quickly assess all 

health plans and supplemental benefits an 

organization has to offer. With this tool, employees 

can evaluate their options in less than 10 minutes 

and at the end of the process, they will be directed 

to the appropriate sites to enroll.



PROVIDE COMPREHENSIVE 
BENEFITS GUIDANCE

Most likely your clients’ organizations offer 

employees more than just health benefits. It’s 

important to showcase everything their 

organizations offer in a way that clearly describes 

the advantages of utilizing each benefit. Everyone 

has different needs so being able to provide 

customized, hyper-personalized guidance will 

ensure your clients can put their employees in the 

best possible positions they can be. 

From retirement plans to accident insurance or 

commuter benefits, with Picwell, your clients can 

have one central location where employees can 

access full information to make their choices quick 

and easy. 



MAKE ENROLLMENT EASY

After your clients have helped their employees 

evaluate their options and decide on the right benefits 

package, it’s time to enroll. When providing different 

types of benefits, there are often more than one 

enrollment platform employees will need to visit to 

complete the process. 

Picwell DX provides clear direction to the correct 

platforms for each benefit, helping to avoid any 

confusion and ensure employees are enrolling 

properly. This reduces uncertainty and empowers 

employees to feel confident they completed the 

process correctly.



Picwell DX utilizes predictive analytics to provide 

comprehensive benefits decision support. When 

your clients use Picwell DX at their organization, 

they can rest assured their employees will be able 

to access intelligent, highly-personalized guidance 

to make benefits decisions in less than ten minutes.

Since Picwell DX works anytime, anywhere, on any 

device, your clients can easily distribute 

information to their entire organization. Post-

selection, they will receive insights reports that will 

allow you to work together to identify 

opportunities to improve their benefits options and 

tailor communications to their teams.

Picwell DX provides support through each step 
of the benefits decision process.



Learn more at picwell.com/picwell-dx

Your clients are looking to you for 
benefits guidance. Help them save 
money while also supporting their 
organization’s strategic objectives.

https://www.picwell.com/picwell-dx/

