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There are three fundamentals to ensuring a successful voluntary benefits campaign:
1. Product Structure:
• If you’ve never offered voluntary benefits, pick a manageable number up front; say two for the first year. Life insurance is a great start. From there,

evaluate an income protection, dental or supplemental health product option.
• Work with your MetLife team to pick the product provisions and offers most relevant to your employees.1

2. Delivery:
• Engage employees in a number of ways so they better understand what products are available to them (website, group meetings, risk assessment/

product overviews).
• Pick a primary method for enrolling: One-on-one meetings, group meetings with enrollment forms or self-service online. If you have too many ways

to enroll, tracking enrollment and participation can become difficult.
• Keep it personal: MetLife offers benefit solutions to meet employees where they are in life and make it simple to enroll through a customer-centric

philosophy to voluntary benefits.

3. Partnership:
• Select a partner you can trust and rely on, one who strengthens the value of your overall benefits package without increasing costs.
• Align with a provider, like MetLife, who can keep the enrollment process easy for both your employer and your employees.
• Partnering with MetLife gives you access to our consultative local teams, as well as our global resources. By working with our specialists we

can ensure you have the superior customer experience you expect from MetLife.

For more of the latest findings from MetLife’s Study of
Employee Benefits Trends, visit BenefitTrends.MetLife.com
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“MetLife” refers to some or all of the affiliates of MetLife, Inc. For US based programs, including expatriate programs, group insurance policies are issued by Metropolitan Life Insurance Company, NY, NY
or Delaware American Life Insurance Company (DelAm), Wilmington, DE, which are MetLife affiliates. For non-US based programs, group insurance policies are issued by MAXIS Global Benefits Network
member insurance companies including MetLife affiliated and non-MetLife affiliated companies, each licensed under applicable law.
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The MAXIS Global Benefits Network (“Network”) is a network of locally licensed MAXIS member insurance companies (“Members”) founded by AXA France Vie, Paris, France (AXA) and Metropolitan Life
Insurance Company, New York, NY (MLIC). MAXIS GBN (“MAXIS”) S.A.S., with registered office at 313, Terrasses de l’Arche – 92 727 Nanterre Cedex, France, is an insurance and reinsurance intermediary
(registered with ORIAS under number 16000513 –www.orias.fr) that promotes the Network. MAXIS is jointly owned by affiliates of AXA and MLIC and does not issue policies or provide insurance; such
activities are carried out by the Members. MAXIS operates in the UK through its UK establishment MAXIS GBN with registered address at Hackwood Secretaries Limited, One Silk Street, London EC2Y 8HQ
and Establishment number BR018216 and in other European countries on a services basis. MAXIS operates in the U.S. through MetLife Insurance Brokerage, Inc., with its address at 1095 Avenue of the
Americas, NY, NY, 10036, a NY licensed insurance broker. MLIC is the only Member licensed to transact insurance business in NY. The other Members are not licensed or authorized to do business in NY and
the policies and contracts they issue have not been approved by the NY Superintendent of Financial Services, are not protected by the NY state guaranty fund, and are not subject to all of the laws of NY.
Solicitation and sales on behalf of any MetLife affiliated insurer occur inside or outside the United States in accordance with the license of the respective insurer and are subject to applicable law.
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