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THE WHEEL OF SHAME 

8 BIG MISTAKES HEALTH INSURANCE  
MARKETERS SHOULD AVOID

KEEPING MARKETING, SALES AND 
PRODUCTS IN SILOS 

OVERCOMMUNICATING  
TO YOUR RETENTION AUDIENCE 
Don’t bombard them because you 

could risk driving them away. 
Having an onboarding program in 
place is the #1 way to retain them. 

Data takes the guesswork out of 
finding qualified leads—without it, 
you’re flying blind. 

Brokers can be great allies to 
boost sales if they know the 
reasons to believe in your plans. 

You’ve got to be aware of your 
competitors’ plans and communications, 
and stay competitive. 

NOT USING  
THE DATA

NOT UNDERSTANDING 
YOUR COMPETITION

NOT ONBOARDING  
NEW MEMBERS 

TOO MANY PLAN OPTIONS  
THAT AREN’T DIFFERENT ENOUGH

DRINKING YOUR  
OWN KOOL-AID 

UNDERVALUING  
THE BROKER
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They each have important insights to share 
and need to work together more. 

Make sure the differences in your plans are 
obvious so the purchase decisions are easy.

Don’t assume your plans and benefits 
are perfect and discover they’re not 

competitive when it’s too late.  


