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We all know in sales that the customer is king. This is not a novel idea, but in today’s hypercompetitive market 
we sometimes forget how nuanced certain buying groups can be: labor is a great example. In order to be 
successful in this market, you must be aware of the key aspects that make labor group buyers vastly different 
from other buyers. The main reason is the added 
Complexity of labor unions. With a typical employer 
they have an HR/benefits team. It’s their job to provide 
what’s best for their employees, but also manage a budget 
and are often asked to cut costs. However, with a labor 
fund, their sole reason for existence is to provide the
best benefits  or their members, while balancing financial 
Contributions negotiated with the management side via 
Collective bargaining agreements. So how do you 
navigate and succeed in this complex labor world?

It all starts with great relationships. Selling to a labor group
is not possible without a great working relationship with
various contacts, including the fund administrator and 
trustees. The fund administrator is employed by the 
health and welfare fund of the union, and is responsible
for all things related to benefits, pension, etc. The trustees 
are either union leaders or management representatives,
and ultimately make the benefit decisions, which are then implemented by the fund administrator. It is key to 
understand the important roles all of these contacts play in the buying decision process. Ultimately, unions are 
focused on preserving the benefit for their members, while management is focused more on cost savings; you 
will need to walk a fine line and present options to meet both of these needs. 
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Labor group best practices and insights:

• Your reputation is crucial – labor unions talk to each other and word of mouth is a powerful element at play.
o Use this to your advantage by utilizing case studies and social norming statistics when selling to a 

labor group. They are certainly not first adopters but will never want to feel left behind. 
• Build a rock solid relationship with the fund administrator and use this to get a better idea of the dynamics 

at play – are there ongoing labor disputes causing high tensions? Can you talk about solutions with some 
disruption? Or are they overly sensitive to member noise at this time?
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There is one more relationship at play here which is key to your success and it should be no surprise to 
anyone: consultants. Fund administrators heavily rely on their consultant to help guide them and navigate 
the difficult waters between what the union and employers want out of their health benefits. You therefore 
must also have a strong relationship with these consultants to stand any chance. Keep in mind some 
consulting houses have a more intense focus on labor groups, so consider developing a proactive strategy 
to show these firms you understand the unique needs of labor groups.

Staying knowledgeable and up-to-date on all sides of the labor market is essential to staying competitive 
in this space. For more information and insights or to take a deep dive into labor groups and how to be 
successful, reach out to your Market Development Director.

Labor group best practices and insights (continued)

• No matter what the current climate, always present solutions with options in a range of savings vs 
member disruption.
o A union is focused on member satisfaction but part of this is member costs, so pitching 

solutions with member savings (in addition to plan savings) can create a win-win and make 
both sides of the room happy.

o Lead with cost savings when telling your VOI story. That will be most important to everyone 
and the key selling point to get you in the door.
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