
We’re living in unprecedented times. In just a few weeks, 
much about business has changed, from the economy to 
the hiring market and the way we work. The second half 
of 2020 looks to be rocky. It is hard to know what client 
needs will come your way.

In this time of uncertainty, business operations must 
continue—and so must benefit planning. The crisis 
changes the course, though, and many employers must 
make pivots and changes they had not previously 
considered. 

Now is the time to prepare to support them.   Here’s how. 

HOW TO MEET
UNPREDICTABLE
CLIENT NEEDS

Be ready to meet clients where they are now and where 
they will need to be next year, and you’ll add value. 
Employer-paid supplemental insurance plans can give 
you new ways to strategize with clients. These plans are 
designed to pay for medical expenses that a primary 
medical plan does not cover. Coverage can be for broad 
or specific expenses, depending on type of plan and 
employer needs. Because ArmadaCare’s products are 
excepted benefits not subject to ACA non-discrimination 
rules, employers can choose which employees to enroll.

As clients face new pressures, some 
may be forced to make changes to 
their primary medical plans, maybe 
even drastic ones. This change will 
solve some problems but could 
also introduce new ones.

Strategize with clients on how they can reduce the 
cost of health benefits while keeping an eye on the 
impact of their talent retention strategies. Leverage 
insured supplemental benefit solutions in creative 
ways to tailor the total benefit package to the needs 
of different workforce populations.

Strategic move: SOFTEN IMPACT

Show clients how to leverage tax efficiency* to spend 
less but give more. The cost can be equivalent to a 
bonus or pay raise, but these plans deliver more 
because of the tax savings. They also give employees 
new benefits that they’ll value highly.

Strategic move: LEVERAGE TAX EFFICIENCY*

Give clients alternatives to one-and-done sign-on 
bonuses with benefits that are valued all year long 
while costing the company less.
*This is not local, state or federal tax advice as each person and company is unique. It is 
recommended that you seek the independent counsel of a professional tax adviser. 

Strategic move: REPLACE ONE-AND-DONE BONUSES

Fill some or most of the coverage gaps or boost 
coverage in key areas like mental health and 
well-being. ArmadaCare’s uncommon supplemental 
insurance solutions can play a key role when cutbacks 
are necessary, and they come in many shapes and 
sizes. Layer over primary coverage according to broad 
or selective coverage needs and high to low 
enrollment numbers.

Strategic move: RESTORE COVERAGE

to use these solutions to help clients 
navigate the new circumstances. 

Here’s how 

CLIENT#
NEED1

For many employers, cost control will 
be a top priority. Help them 
understand that supplemental 
benefits don’t just serve as benefits 
but can also offer a financially 
efficient compensation alternative.

CLIENT#
NEED 2

Unanticipated 
primary medical 

plan changes

Cost control

Strategic move: MEET LIFE-STAGE NEEDS

Certain industries will face high rates of burnout, 
which can decrease productivity, affect retention and 
ultimately drive up costs. Selectively boost benefits to 
provide coverage for specific needs, such as mental 
health support and well-being. 

Strategizing with your clients adds value and enhances 
your relationships in an uncertain time. Employer-paid 
supplemental insurance benefits can give you new tools 
when they’re needed most. 

Uncertainty requires flexibility. With ArmadaCare’s 
broad range of innovative employer-paid supplemental 
insurance plans, you can be prepared to offer it.

Strategic move: ADDRESS SPECIFIC PROBLEMS

One-size-fits-all primary medical 
plans fall short when it comes to 
specific needs. And they limit your 
ability to respond to the unforeseen. 
Add a full range of innovative new 
supplemental insurance plans to 
your toolbox to be prepared to help 
regardless of what comes your way.

CLIENT#
NEED 3
Customization

KEEPING OPTIONS OPEN—
THEIRS AND YOURS 

• Put in place on the first of any 
month, all year

• Mitigate plan changes off-renewal

Flexible timing

• Wide range of everyday and 
unexpected healthcare expenses

• Low to high enrollment
• Broad to selective coverage

Various coverage options

• Price points to fit a range of 
employer budgets

• More tax efficient than equivalent 
raises or bonuses*

Budget fit

• HSA-compatible products 
• Options from no primary medical 

plan to layered coverage

Compatibility

• Fully insured excepted benefit 
supplemental plans

• Carve out for specific populations 
or offer to all

• As determined by employer

Solutions for specific 
classes and all employees

Use supplemental solutions to help employers meet 
specific age-and life-stage needs, as incoming 
generations can value different coverages than older 
ones. Benefits such as fertility or alternative 
medicine and other well-being coverage can be 
important additions. 

About ArmadaCare 

A healthcare and insurance services company, ArmadaCare 
focuses on bringing specialty health and benefit products to 
market. Employers and strategic partners choose our 
innovative products to meet the health and benefit needs of 
employee constituent groups.

Learn more

Call 1-877-654-2741 or email solutions@armadacare.com.

https://ArmadaCare.com

Underwritten by Sirius America Insurance Company (“Sirius America”). Sirius America has an A.M. Best Financial 
Strength Rating of “A-“ (Excellent) as of March 4, 2020.

solutions@armadacare.com
https://www.armadacare.com 

*This is not local, state or federal tax advice as each person and company is unique. It is 
recommended that you seek the independent counsel of a professional tax adviser.
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