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Hospitality Management Company 
Background


	Background Information: This client is an industry-leading hotel management, investment, technology, and development firm, with a diverse portfolio of hotels across North America, the Caribbean, Latin America, and Europe.

After a horrible experience with a previous vendor, the company needed to work with a reliable and experienced partner. Some of the challenges they faced were to:

• Increase utilization of benefits programs
• Reduce complexity with acquisitions
• Improve internal efficiencies
• Improve the employee experience with company benefits
• Replace unreliable benefits administration system

	Solution Information: Much like their commitment to hotel guests, the company's expectations of their benefits partners were the same. Optavise has provided personalized benefits education, benefits administration, and comprehensive benefits advocacy to its 4,000+ employees.

Through confidential, one-on-one conversations with employees, Optavise's Benefits Educators helped employees make informed decisions on choosing the right health plan for themselves. Forty-six percent of those employees purchased at least one voluntary benefit (accident, critical illness, hospital indemnity, or life). Of those, almost half were between the ages of 30 and 49.

Employees have access to knowledgeable and experienced advocates who can help employees shop for their healthcare, answer benefits questions, locate in-network providers and resolve claims issues. During the first 90-days post-enrollment, Optavise closed 423 cases. These cases alone saved 141 hours of administrative work for the HR team. Employer savings during that time was $18,000 and $4,400 in employee savings. The annualized utilization is 14%.
	Benefits Information: • Enhanced the employee experience with a "white-glove" concierge approach
• Seamless integration of acquisitions
• Increase in voluntary benefits purchased by 46%
• Consistent associate messaging about the rich benefits programs


	Quote: We provide a rich benefits package for our associates, whether at our high-end
or medium-level properties. We want our associates to understand and appreciate the benefits
 packages a available. The employee experience is
essential to us.
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