
7 Fast Ways 
Brokers Can Build 
Trust with Clients

PERSONALIZE THE CONVERSATION

Show clients you understand their world. Reference their industry, workforce mix, or 
regional challenges. Even small touches like tailoring examples to similar industries to 
theirs signals that you “get” them and understand their needs.

TALK OUTCOMES, NOT JARGON

Focus on results employers’ care about: enrollment, retention, and employee satisfaction.

PROVE RESPONSIVENESS

Reply to their questions or messages within 24 hours. Even a simple confirmation of  
when you’ll provide more information (like “I’ll update you Thursday”) shows consistency 
and reliability.
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WHY THIS MATTERS 

Trust isn’t a nice-to-have—it’s the deciding 
factor in whether a prospect becomes a client. 
When you can quickly establish credibility and 
demonstrate expertise, you shorten the sales 
cycle and increase close rates.

This guide reveals 7 strategic ways to build client 
confidence from the first interaction. You’ll also 
discover how partnering with the right carrier amplifies 
your efforts with robust support, cutting-edge tools, 
and reliable service that reinforces your reputation.

http://bostonmutual.com


Want to Put This into Action?
You’ve got the checklist. Now let’s make it real.

Our sales team at Boston Mutual Life specializes in helping brokers: 
	 • Get appointed quickly and easily 
	 • Access turnkey enrollment materials that make you look good 
	 • Unlock data and insights to win more cases 
	 • Deliver service that sticks with clients long after enrollment
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BONUS TIP

7 Fast Ways Brokers Can Build Trust with Clients

Schedule a call with your Regional Sales 
Representative today and see how we can 
back you up while you build client trust.

800.669.2668  |  bostonmutual.com

335-5470 10/25

FIND A REPRESENTATIVE E-MAIL US

SHARE READY-TO-USE ENROLLMENT TOOLS

Brochures, emails, and checklists give employers confidence that you can make 
enrollment easy. 

LEAD WITH DATA

Benchmarks and participation stats help you back recommendations with evidence.

SHOW UP AS A PARTNER

Join enrollment meetings and run Q&As. Being hands-on makes you indispensable.

KEEP IT SIMPLE

Decision-makers are busy. Present one clear recommendation, not five competing 
options. Simple choices build confidence and make it easier for clients to say “yes.”

ALWAYS CLOSE THE LOOP

Even if the answer is “no,” responding fast builds more trust than silence.
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