
The second half of 2025 tested us—and it strengthened us. We made real progress while making 
difficult decisions, and we stayed focused on what matters most: delivering value to our members, 
protecting the role of the agent, and building a stronger NABIP for the future.

In Q3–Q4, NABIP welcomed 757 new members and increased retention to 77.09%. Our 
professional development programs continued to grow, led by 63.8% year-over-year growth in 
our Medicare Certification and $300,000 in revenue since June.

While revenue finished below budget, we reduced expenses, strengthened non-dues 
performance, and exceeded our sponsored revenue goal—closing 2025 at $935,000, more than 
12% above projections, with early momentum already building for 2026.

We also faced real challenges in Q4 tied to governance and oversight. We took corrective action, 
restored stability, and ended the year with a fully functioning board and all seats filled.

This report reflects both what we achieved—and what we overcame. 
We enter 2026 focused, steady, and deeply committed to the 
members and consumers we serve.

Together we can.

Advancing 
Our Mission

2025 End-of-Year 
Impact Report (Q3–Q4): 
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Sales increased from 1,897 (2024) to 3,107 (2025)

+63.8% growth year-over-year

$300,000 generated since June

Early enrollment shows strong strategic relevance—particularly as brokers seek 
culturally competent tools to serve a bilingual workforce.

Medicare Certification Performance

PROFESSIONAL DEVELOPMENT & EDUCATION

OPERATIONAL EXCELLENCE

Read more >

SPANISH LANGUAGE BENEFITSEDUCATION (SLBE) CERTIFICATION(Sessions conducted IN ENGLISH)

Regular price: $350YOUR price: $150

Click here to Register NOWand get $200 off

You’re an employer who hires Spanish 
speakers. Two brokers want your business… 

I can do anythingin Spanish! Don’t worry about it.

Let’s talk through how to engage your workforce. The SLBE taught me processes that could be helpful. 
Because effective benefits education in Spanish requires more than 

Google Translate, OpenAI, or an overworked bilingual foreman.January 27 3-5 pm ET Benefits for Speakers of Other Languages: 
Ethics, Compliance and Suitability, 2 CE credits

January 29 3-5 pm ETEngaging Spanish Speakers in TheirBenefits: Best (and Worst) Practices

WHO
WINS?

I KNOW EVERYTHING

Our mission is to support ALL BENEFITS PROFESSIONALS who want to 

GROW their businesses by serving this market with ETHICS and EXCELLENCE. 

Spanish Language Benefits Education (SLBE) Certification 

Aims to help brokers turn genomic science into benefit solutions

3-year strategic plan completed

$25,000 research grant under review for FY2026

First initiative will be the development of the first-ever certification 
program for brokers in precision medicine. Launch Date: Q4

Precision Medicine Taskforce 
Historically, we’ve treated 
everyone the same and hoped for 
the best. Precision medicine lets 
us treat people based on their 
specific biology.

- Precision Medicine Taskforce   	   	
   Chair Lena Chaihorsky

Launch Date: Q1

First-of-its-kind national fiduciary training

Healthcare Fiduciary Certificate Program 
A major 2026 launch that will establish a new standard for 
employer-market professionalism and compliance readiness.

Identity Protection

Consent Verification

Fraud Prevention

Certified Integrity Broker (CIB) Designation
A first-of-its-kind national ethical enrollment standard 
designed to protect consumers—and protect the  
reputation of the professionals who serve them. 

Impact: Together, these 
programs strengthen broker 
professionalism, expand 
culturally competent education, 
advanced emerging policy 
leadership, and reinforce 
ethical enrollment standards—
positioning NABIP to scale 
member value and compliance 
readiness in 2026 and beyond.

(Education excellence + future-ready infrastructure)

Record-breaking growth, new pipelines, and national-scale program expansion

NABIP

Scan now to sign-up 
for the new course.

Core elements:

Integrity Registry

Annual 
Recertification 
Requirement

Launch Date: Q2

https://www.nabiptraining.org/nabip/medicare


OPERATIONAL EXCELLENCE OPERATIONAL EXCELLENCE
(Education excellence + future-ready infrastructure)

STRATEGY & INNOVATION
Building the infrastructure for the next era of NABIP growth
Q3–Q4 reflected significant progress in innovation, infrastructure, and inclusion efforts—supporting future readiness, 
broader reach, and long-term operational excellence.

Helping brokers serve diverse communities with excellence and professionalism 

Members who work closely with specific cultural communities  
are encouraged to connect through NABIP’s feedback app  
using the CIBI tag to share ideas, needs and partnerships

Innovation & Organizational Progress

Launch of CIBI (Coalition for Inclusion in Benefits and Insurance)

Track foundation  
donations in real time 

Improve usability and reporting

Relaunch of NABIP Foundation 
website and giving opportunities 

Make a donation >

Final selection + contract negotiations targeted for Q1

Implementation planned for Q4

A new AMS will significantly improve how members interact with NABIP, creating a more seamless, 
intuitive, and user-friendly experience

The new system will also streamline internal processes, enhance reporting and data insights, and 
provide members with more efficient access to benefits, communications, and resources

AMS selection process 
advanced to demo phase

Established a Cybersecurity 
AI Task Force

Leave feedback now
Your Voice Matters >

Learn more >

Created to help members navigate emerging 
cyber risks, evolving AI technologies, and their 
impact on the health insurance marketplace—
ensuring agents and brokers are prepared, 
protected, and informed

https://nabip.fillout.com/donate-nabip-foundation?project=recplj6KPOj2fjbYQ
https://nabip.fillout.com/t/oRJ5s2wYomus
http://nabipfoundation.org


GOVERNMENT RELATIONS 
& ADVOCACY

INFLUENCE & IMPACT 
(Policy leadership + national visibility + member engagement through communications)

Federal engagement: Hill visits across multiple 
offices focused on Enhanced Premium Tax 
Credits, Medicare market manipulation and 
compensation concerns, and Joint Economic 
Committee outreach on ACA markets

State regulatory action: DOI lobbying helped 
secure bulletins addressing market manipulation, 
steering, and beneficiary harm

NAIC leadership: Meetings and presentations 
advanced NABIP’s work on level-funded plans and 
Medicare manipulation/steering

Highlights:

Influence in action at the federal and state levels
In Q3–Q4, NABIP advanced high-impact advocacy across Medicare, 
ACA markets, and employer coverage—protecting the role of agents, 
addressing market manipulation, and driving national visibility 
through policy engagement.

Read more >

Legislative support: Strengthened advocacy 
for proposed agent-focused legislation, 
including the Rounds–Cortez Masto agent bills 

Education & mobilization: Hosted multiple 
webinars on ACA enrollment, Medicare 
enrollment, DOI lobbying, and compliance, plus 
member-facing outreach including a letter to 
Medicare agents highlighting NABIP’s work

Regulatory progress: Supported the CCIIO 
30-minute rule rollback, reinforcing stronger 
consumer protections and more workable 
enrollment standards

Capitol Conference momentum: Advanced 
planning efforts and opened registration 
to drive early engagement and advocacy 
participation heading into 2026

Read more >

Go to webinars >

Read more >

Read more >

https://nabip.org/media/10665/id-doi-bulletin-251022-final.pdf
https://nabip.org/media/10474/sen-rounds-s-2625-final-250819.pdf
https://nabip.org/membership-resources/podcast-webinars/webinars
https://nabip.org/media/10487/nabip-letter-on-30-minute-timeout-policy_september-2-2025.pdf
https://nabip.org/events/capitol-conference


INFLUENCE & IMPACT 
(Policy leadership + national visibility + member engagement through communications)

Legislative wins that reduced ACA reporting and paperwork 
burdens, expanded transparency, and protected employee benefits

Regulatory advocacy to streamline compliance requirements and 
improve clarity for employers and advisors

High-visibility programming addressing PBM reform and large 
employer innovation

Expanded coalition leadership, securing broker representation 
alongside major employer and purchaser organizations

New tools, resources, and professional development supporting the 
evolving employer and group benefits landscape

Group Market Wins 

View infographics >

Impact: This work delivered real, on-the-ground value—
defending agent compensation and market integrity 
while expanding opportunities for NABIP members to 
better serve their clients and grow their businesses.

As employers prepare for the 2026 plan year, 

several regulatory updates will affect benefit 

strategies, contribution limits, and communication 

requirements. This summary highlights the key 

changes employers need to plan for in 2026.

Employer Market: 2026 Key 

Compliance & Benefit Updates

  High Deductible Health Plans (HDHPs)

• Minimum Deductible: $1,700 individual / $3,400 family.

• Out-of-Pocket Maximum: $8,500 individual / $17,000 family.

• Telehealth Safe Harbor: Permanently extended—HDHPs may cover telehealth 

before the deductible without affecting HSA eligibility (retroactive to 1/1/25).

  Health Savings Accounts (HSAs)

• Direct Primary Care: Fees up to $150/month (individual) 

or $300/month (family) qualify for HSA use (additional 

requirements may apply).

• Plan Eligibility: Marketplace Bronze & Catastrophic plans 

(individual market only) will be HSA-eligible.

• Contribution Limits: $4,400 individual / $8,750 family.

  Flexible Spending Accounts (FSAs)

• Medical FSA Maximum: $3,300.

• Dependent Care FSA Maximum: $7,500.

• Note: Nondiscrimination testing still applies.

  Medicare Part D – Creditable Coverage Notices

• Deadline: October 14 each year. Employers must notify 

Medicare-eligible employees whether their prescription 

drug coverage is creditable.

• Testing Changes:

   • Notices due Oct. 14, 2025: May 

     use current or new CMS test.

   • Notices due Oct. 14, 2026: Must 

     use new CMS methodology; old 

     methods no longer valid.

For more information visit nabip.orgYour phone

Your Logo

your email

Your address

• Start early: Reach out to employees around age 64. 

• Recommend experts: Suggest licensed Medicare 

specialists or NABIP professionals. 
• Review annually: Share updated creditable 

coverage notices. • Integrate guidance: Include Medicare info in open 

enrollment and retirement planning materials.

• Medicare enrollment can be 
backdated up to 6 months: plan 
HSA contributions accordingly. 

• COBRA coverage does not count 
as creditable for Medicare: 
communicate this clearly.

Encourage employees to seek personalized 

Medicare advice from licensed professionals. 

This flyer is for informational purposes only 

and not intended as legal or medical advice.

  HR Action Steps

 Important Reminders 

Need Help?

For more information - reach out to NABIP’s Government Relations 

Team at legislative@nabip.org.
info@nabip.org

www.nabip.org
999 E Street NW • Washington, D.C. 20004

• Compliance Corner monthly regulatory webinar series.
• RYB Webinar – Meeting the Moment: Scalable, State-Smart Leave Support 

(10/23/25).
• RYB Webinar – Captives for Forward-Thinking Advisors (10/23/25).

• RYB Webinar – Cost-Containment Through Primary Care (10/28/25).

• Employer Market: 2026 Key Compliance & Benefit Updates

• 2026 Medicare TROOP flyer for Part D• Open Enrollment Digital Toolkit• Video: LTC Working Group Insights• Medicare & Group Health Plans infographic—coming soon.

• Employer-Based Working Group—meets monthly.
• Compliance Corner Working Group—monthly regulatory review and broker guidance.

• Healthcare Fiduciary Certificate Program - Coming Jan. 2026 – (link to interest form)

• Q4I The MORE System• Core Group Market Certifications & Courses
• ICHRA
• Self-Funded Certification• Advanced Self-Funded Certification• Live Virtual - Reference-Based Pricing• Live Virtual – Level Funding• Account-Based Health Plans• ACA & Beyond: A Modern Look at Employee Benefits

• Group Benefits: Basic Concepts• Advanced Topics in Group Benefits• Launched the new Precision Medicine Taskforce
Webinars

Marketing Tools, Infographics & Resources

Working Groups

Professional Development & Certifications

Driving Progress in the Employer 

Market: NABIP’s 2025 Wins

In 2025, NABIP delivered major wins for brokers and employers.               

Through strategic legislative and regulatory advocacy, influential coalition 

leadership, and forward-thinking professional development and tools, NABIP 

strengthened your ability to serve clients and grow in the group market.

• Employer Reporting Improvement Act & Paperwork Burden Reduction Act signed into law on 12/23/24, 

reducing the number of individuals and data required for ACA reporting and easing compliance for employers.

• Virginia PSAO Transparency Law—written by NABIP members—expands transparency for Pharmacy Services 

Administrative Organizations.

• Draft model state legislation is underway to strengthen employer access to claims data and require cost-

sharing credit for cash-paid medical and pharmacy expenses, improving transparency, consumer protection, 

and employer decision-making.

• Support provisions in the One Big Beautiful Bill Act (H.R. 1) on HSAs for Direct Primary Care, expanded 

telehealth for high-deductible plans, and preventing new taxes on employee benefits.

• Annual Conference panels included a PBM reform discussion featuring Mark Cuban, plus a large-employer 

Innovation Session with Medtronic, Dayforce, and Dade County Schools.

• Legislative Conference featured main-stage speakers from major employer associations.

• Private, closed-door strategy session on ICHRAs with Peter Nelson, Deputy Administrator and Director of the Center 

for Consumer Information and Insurance Oversight (CCIIO).

• Delivered a presentation to NAIC on the future of level-funded plans and their market impact.

• Alliance to Fight for Healthcare

• Coalition Against Surprise Medical Billing

• National Alliance for Health Purchaser Associations—new Broker/Consultant Advisory Council 

seat secured

• Telehealth collaboration with the American Telemedicine Association

• Requested updates from HHS to streamline Gag Clause Prohibition Compliance Attestation requirements.

• Submitted formal comments to the U.S. Department of Labor regarding Gag Clause Prohibition 

implementation.

Legislative Victories

Major Conferences & Employer‑Focused Programming

Coalitions Expanding Broker Influence

Regulatory Advocacy

NABIP’s PAC continues to see strong 
support across all regions, reflecting 
members’ commitment to advancing 
our advocacy efforts. 

Total Number of Donors: 1030

Individuals from 129 
chapters donated over the 
course of 2025

Region: 			   2025 			   Count of Donors
				     			   from Region
(R 1) Total Donated:		  $7,572.00		  28
(R 2) Total Donated:		  $41,105.00		  105
(R 3) Total Donated: 		  $75,754.00		  161
(R 4) Total Donated: 		  $45,069.00		  74
(R 5) Total Donated: 		  $65,276.31		  152
(R 6) Total Donated: 		  $67,577.62		  170
(R 7) Total Donated: 		  $67,169.00		  116  
(R 8) Total Donated:  		  $112,620.50		  181
(Region Not Specified)  	 $4,194.00		  43 	

Total Contributions: 		 $486,337.43 		  1,030

PAC UPDATE

Why Medicare Awareness MattersEmployees nearing age 65, or those eligible due to disability, often have questions about Medicare. HR professionals play a vital role in helping them understand enrollment timing, coverage coordination, and plan choices to avoid costly penalties or gaps.

Medicare & Your WorkforceEssential Guidance for HR Professionals

 Quick Reference: Medicare Basics
• Part A – Hospital coverage (usually free if the employee worked 10+ years) • Part B – Outpatient/physician services (monthly premium based on income) • Part C – Medicare Advantage (bundles A & B, often includes Part D) • Part D – Prescription drug coverage 

• Medigap – Private supplemental plans to cover out-of-pocket costs

Key Points Every HR Professional Should Know

 Eligibility & Enrollment Tips
• Most people qualify at age 65 or after 24 months of disability. • Enroll via Social Security or Medicare.gov. 
•   Missing deadlines can lead to lifetime penalties or delayed coverage. • Know your Initial Enrollment Period (IEP) and Special Enrollment Period (SEP).

 Working Employees & Medicare
• Employees with group health coverage may delay Medicare, but rules vary.

   - Why delay? If an employee is enrolled in a qualified      high-deductible health plan, delaying Medicare allows      continued tax-advantaged contributions to a Health      Savings Account (HSA).
   - Important: Medicare enrollment can be backdated up to     6 months, so employees should stop HSA contributions at       least 6 months before enrolling to avoid tax penalties. • Confirm your group drug plan is “creditable” (as good as Medicare Part D). 

•   COBRA is not creditable coverage and can trigger penalties.

 Coordination of Benefits
• Employers with 20+ employees: Group plan 

pays primary, Medicare 
is secondary. 

• Employers with <20 employees: Medicare 
pays primary, group 
plan is secondary. 

• Missteps in coordination can lead to denied claims and unexpected costs.

• Start early: Reach out to employees around age 64. 

• Recommend experts: Suggest licensed Medicare 

specialists or NABIP professionals. 

• Review annually: Share updated creditable 

coverage notices. 

• Integrate guidance: Include Medicare info in open 

enrollment and retirement planning materials.

• Medicare enrollment can be 
backdated up to 6 months: plan 
HSA contributions accordingly. 

• COBRA coverage does not count 
as creditable for Medicare: 
communicate this clearly.

Encourage employees to seek personalized 

Medicare advice from licensed professionals. 

This flyer is for informational purposes only 

and not intended as legal or medical advice.

  HR Action Steps

 Important Reminders 

Need Help?

For more information visit nabip.org
Your phone

Your Logo

your email
Your address

Why Medicare Awareness Matters

Employees nearing age 65, or those eligible due to disability, 

often have questions about Medicare. HR professionals play 

a vital role in helping them understand enrollment timing, 

coverage coordination, and plan choices to avoid costly 

penalties or gaps.

Medicare & Your Workforce

Essential Guidance for HR Professionals

 Quick Reference: Medicare Basics

• Part A – Hospital coverage (usually free if the employee worked 10+ years) 

• Part B – Outpatient/physician services (monthly premium based on income) 

• Part C – Medicare Advantage (bundles A & B, often includes Part D) 

• Part D – Prescription drug coverage 

• Medigap – Private supplemental plans to cover out-of-pocket costs

Key Points Every HR Professional Should Know

 Eligibility & Enrollment Tips

• Most people qualify at age 65 or after 24 months of disability. 

• Enroll via Social Security or Medicare.gov. 

•   Missing deadlines can lead to lifetime penalties or delayed coverage. 

• Know your Initial Enrollment Period (IEP) and Special Enrollment Period (SEP).

1

 Working Employees & Medicare

• Employees with group health coverage may delay 

Medicare, but rules vary.

   - Why delay? If an employee is enrolled in a qualified 

     high-deductible health plan, delaying Medicare allows 

     continued tax-advantaged contributions to a Health 

     Savings Account (HSA).

   - Important: Medicare enrollment can be backdated up to

     6 months, so employees should stop HSA contributions at  

     least 6 months before enrolling to avoid tax penalties. 

• Confirm your group drug plan is “creditable” (as good as 

Medicare Part D). 

•   COBRA is not creditable coverage and can trigger penalties.

3

2

4  Coordination of Benefits

• Employers with 20+ 

employees: Group plan pays 

primary, Medicare is secondary. 

• Employers with <20 employees: 

Medicare pays primary, group 

plan is secondary. 

• Missteps in coordination can 

lead to denied claims and 

unexpected costs.

https://nabip.org/membership-resources/promote-yourself/infographics


Medicare Annual Enrollment Period
Broker Marketing Resources & Toolkit
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COMMUNICATIONS, PUBLIC RELATIONS 
& MARKETING

Read more >

INFLUENCE & IMPACT 
(Policy leadership + national visibility + member engagement through communications)

National visibility, award-winning publishing, and major digital growth
NABIP’s communications engine delivered powerful visibility and member value in Q3–Q4—amplifying advocacy, 
strengthening broker credibility, and driving engagement across platforms.

Fall 2025 

Award-Winning 
BIP Magazine
Two issues published in 
the second half of 2025:

Winter 2025 

FALL 
2025

Official magazine of 
NABIP

BUILT TO LEAD
Jim Stenger, NABIP’s  2025 Gordon Award winner, has spent his career mentoring others and shaping the future 

with purpose.

+ INSIDE THE 
BROKER’S 
EVOLVING 
VALUE IN A 
DIGITAL  
WORLD

+ MARK CUBAN 
SOUNDS OFF 
ON PBMS, 
PRICING 
GAMES AND 
BROKER 
POWER

Bip Fall25 Cover select.indd   40
Bip Fall25 Cover select.indd   40

8/25/25   10:19 PM8/25/25   10:19 PM

WINTER 
2025

Official magazine of 
NABIP

+ MEDICAL 
CANNABIS 
MOVES INTO 
MODERN 
BENEFITS 
STRATEGY

+ INSIDE 2026 
NATIONWIDE 
PRIORITIES 
FROM NABIP’S 
REGIONAL  
VICE 
PRESIDENTS

PAC 
POWERLori Crandall and 
Jennifer Farrell 
rally members to 
raise voices, build 
relationships and 
make an impact  
in Washington.

Bip WINTER 25 -bigger - Cover.indd   40
Bip WINTER 25 -bigger - Cover.indd   40

11/10/25   2:12 PM11/10/25   2:12 PM

ASBPE Azbee Awards: National Silver + Mid-
Atlantic Silver (Publication Redesign)

Content Marketing Awards: Finalist (Best 
Nonprofit Publication + Best New Publication)

Folio Ozzie Awards: Finalist (Best Redesign – 
Association/Nonprofit)

Awards & Recognition: 

Top Communications Campaigns

View toolkit >

Social content, print 
materials, PSAs, 
multilingual tools

Helped Medicare 
agents promote 
their value and reach 
more clients

AEP Resource Toolkit

Open Enrollment PeriodBroker Marketing Resources & Toolkit

Table of Contents

2026 - NABIP.ORG

View toolkit >

Customizable 
outreach materials + 
multilingual tools

Supported consumer 
communication and 
enrollment outreach

OEP Resource Toolkit 

View toolkit >

Campaign tools to 
support extension of 
enhanced healthcare 
tax credits

Healthcare Tax Credit 
Resource Kit 

Social Media Performance

+55.2% increase 
in posts

+155% increase 
in comments

+69.2% increase 
in reactions

+19.5% increase 
in new followers

+189% increase 
in post 
impressions

Compared to the same period in 2024:
Email Marketing 
Performance

Open rates ranged from 
33%–45% and click rates 
from 3%–8% across key 
member, advocacy, event, 
and sponsored campaigns.

https://nabip.org/newsroom/press-releases
https://nabip.org/media/10641/nabip_aep_digitaltoolkit-2025.pdf
https://nabip.org/media/10658/nabip_oep_digitaltoolkit.pdf
https://nabip.org/chapter-resources/media-tools/aptc-resource-kit


FINANCIAL VITALITY 
(Membership growth + sustainability + budget discipline)

MEMBERSHIP GROWTH & ENGAGEMENT
Sustainable growth, stronger retention, and expanded entry points
NABIP continued building a stronger membership foundation in the second half of 2025, increasing retention and 
expanding pathways for emerging professionals.

757 new members joined NABIP 
More than the past 2 years, though still below 
the 8-year average

Membership Performance (July 1 – Dec. 1)

Retention improved from 75.66% to 77.09%

Chapter Activation + Medicare Summits

33 Medicare Summits held

13 agencies joined 
the Agency Dues 
Model program 
Bringing the 2025 
total to 49 agencies

Agency Dues 
Model + Corporate 
Partners

2 new Corporate 
Partners joined 
during this period 

ADM & ADM+  Powering Your ProfessionThe National Association of Benefits and Insurance Professionals’ (NABIP) network 

of more than 100,000 licensed health insurance agents, brokers, and other benefit leaders 

make the difference every day in the lives of millions in our neighborhoods and communities.

With you, we deliver our essential mission: ensuring Americans have access to high-quality, affordable 

healthcare and related benefits.Your support powers our ability to advocate for sound public policy, deliver professional growth opportunities, 

and explore strategies to augment the services, products and counsel we provide for so many.NABIP offers two, flexible Agency Dues Models (ADMs) – ADM and ADM+. The models simplify dues and 

payments and provide full membership and related benefits to all of your agency’s employees.

ADM is available to agencies of two to 100, which enroll 100 percent of EAMs. It offers one payment per month 

based on agency size, one renewal date and the agency owns the slots.

Complete eligibility form and the spreadsheet listing all current Eligible Agency Members (EAM).1

Once confirmed, your itemized 
invoice will outline the monthly 
cost, including prorated dues 
for any current EAM.

Each EAM receives a welcome 
email with their NABIP log-in 
information and a description 
of all benefits.2 

It’s Easy as 1-2-3:

Invest in Advocacy for Our Profession

ADM – For Agencies Between 2 & 100 Enrollees

1

3

2

Agency Size
2-3

4-7 8-10 11-15 16-24 25-39 40-50 51-74 75-100

2025 Monthly Rate* $85  $155 $260 $360 $630 $785 $950 $1,310 $2,020

Note: Agencies with members in the chapters listed below are subject to an additional fee to support the 

chapter’s advocacy efforts. This adjustment is set on pro-rata basis.
20% Geographical AdjustmentLocal ChaptersAtlanta, GALouisville, KYBaton Rouge, LASpringfield, MODallas, TXHouston, TXSan Antonio, TXWichita Falls, TX

State ChaptersMassachusettsMinnesotaNebraskaNew YorkNorth CarolinaWest Virginia

30% Geographical Adjustment 40% Geographical Adjustment
All ConnecticutAll Florida

All California
1. EAMs are agency staff who sell health-related products like employee benefits, 

individual health insurance, and Medicare, or work as account managers and 

compliance professionals with clients. Employees focused solely on life insurance or 

property and casualty insurance are excluded. All EAMs receive NABIP membership 

benefits under the fixed agency dues model. 

2. Update your agency membership anytime through the agency membership account.

* Includes all local, state and national dues.

Student Membership Tier: 
Available for members with a .edu 
email address

Preparing for 2026: New Membership & 
Sponsorship Structure
Two new membership tiers, approved

Newly Licensed / New Agency Owner Tier: 
Reduced national dues for years 1–4

Read more >

Read more >

Starship Level – $5,000

Enterprise Level – $25,000

Two new Principal Council 
sponsorship levels for 2026: 

Principals Council: Shaping the  
Future of Health Benefits DistributionThe National Association of Benefits and Insurance Professionals (NABIP) represents agents, brokers, 

and benefit leaders who protect the health coverage of millions of Americans. As agencies and FMOs 

face growing pressures, NABIP’s Principals Council unites top leaders to shape policy, advance compliance, and 

drive innovation. This national forum amplifies our collective voice, strengthens leadership, and defines the future 

of the profession. NABIP is your partner in safeguarding your vital role, growing your influence, and ensuring the 

profession remains a trusted force in a changing industry.

Uniting the Industry’s Most Influential Leaders to Drive 

Advocacy, Innovation, and Impact

Your support enhances NABIP’s efforts to defend fair pay, grow market opportunities, and raise the professional standing of every agent 

and agency in your network through:

Why Your Sponsorship Matters

Industry Education & Regulatory Excellence Legislative Advocacy & Events
Agent Engagement & Membership Growth

Enterprise Level Sponsorship $25,000 Annually

Starship Level Sponsorship  $5,000 Annually

For national platforms and organizations backed by 

equity investors seeking maximum influence, policy 

access, and visibility.

Requirements
• Minimum of five members under the Agency Dues Model

˚ (4–7 category = $155/month for up to seven members)

Requirements
• Minimum of five members under the Agency Dues Model

˚ (4–7 category = $155/month for up to seven members)

Benefits
• NABIP recruiting codes offering $100 off first-year of annual 

dues for new members• One (1) exclusive seat on the Principals Council Leadership Circle

• Quarterly policy briefings with NABIP executives and 

national guests• Invitations to Washington, D.C. fly-ins and VIP congressional 

meetings (travel not included)• Sponsor-led breakout at CapCon or Annual Convention with 

VIP scheduling support• Access to CMS redlining and regulatory response groups

• One feature in NABIP’s BIP Magazine “Industry Insights” series

• Discounts on all NABIP professional development programs

• Recognition in “Brokers Making a Difference” campaign

Benefits
• NABIP recruiting codes offering $100 off first-year of annual 

dues for new members• One (1) potential at-large seat on the Principals Council 

Leadership Circle (limit one per organization)
• Quarterly industry updates with NABIP staff and special guests

• Discounts on all NABIP professional development programs

• Recognition in “Brokers Making a Difference”  

national campaign

For regional aggregators and established organizations 

looking for enhanced advocacy, insights, and visibility.

Sponsorship Levels and Benefits

Join the Movement. For more information, please contact:  

Bob Tretter, SVP of Member Engagement – btretter@nabip.org or (202) 595-7564.

info@nabip.org
www.nabip.org

999 E Street NW • Washington, D.C. 20004

Impact: These results 
strengthened NABIP’s 
membership foundation 
by improving retention, 
expanding engagement 
through chapter activity, and 
building a stronger pipeline 
for the next generation of 
professionals—positioning the 
association for sustainable 
growth and increased 
member value in 2026.

https://nabip.org/membership/agency-dues-model
https://nabip.org/membership/corporate-partnership


2025 FINANCIAL SNAPSHOT (AS OF 9/30/25)

FINANCIAL VITALITY 
(Membership growth + sustainability + budget discipline)

Budget pressure mitigated through cost reduction + non-dues strength

Budgeted: $6,575,121

Actual: $5,110,880

22% below budget

Revenue
Budgeted: $6,558,953

Actual: $5,530,480

15.6% below budget

Expenses

Deficit: about 6% 
of our $7M budget

Net Impact

2025 Sponsored Revenue (MCI): $935,000 actual vs. $830,000 budget 
+$104,000 over budget (~12.5% above plan)

2026 Momentum: Already $25,000+ ahead of last year’s pace to date

Sponsored Revenue
Sponsored revenue delivered 
strong non-dues performance 
in 2025—outpacing plan and 
strengthening NABIP’s long-
term sustainability.

NABIP continued expanding high-performing 
revenue channels beyond dues—including $300,000 
in Medicare Certification revenue since June

Revenue-Driving Momentum

New lease will generate annual savings of more than $140,000

Continued progress toward selecting a next-generation AMS to improve efficiency, service delivery, and growth 
capacity in 2026 and beyond

Strategic Investments for Long-Term Efficiency

Impact: While revenue came in below plan, NABIP mitigated the impact through disciplined expense 
management and strong non-dues revenue performance—reinforcing a more resilient business 
model and positioning the organization for sustainable growth and expanded member value in 2026.

Key Performance Indicators

Strategic Priorities
Organizational Performance • Sustainable Growth & Innovation • Visibility & Influence

Strategic Pillars
Membership • Advocacy • Professional Development 

Ethos: The American Consumer Healthcare Bill of Rights

Access and Affordability • Consumer Empowerment • Professional Responsibility

Vision & Mission
To advocate, educate, and empower benefits professionals.

Equitable, high-quality, affordable care for all.

This framework aligns all NABIP initiatives toward our shared objectives. Each element builds upon the foundation below it, creating a cohesive pathway to organizational success.

Operational Excellence • Industry Influence • Financial Vitality

NABIP Strategic 
Framework
Guided by NABIP’s Strategic 
Framework and rooted in our 
Healthcare Bill of Rights, our 
impact in 2025 continues to grow. 
By strengthening professional 
standards, advancing advocacy, 
and elevating the value of 
agents and brokers, we are 
building an organization 
prepared for what’s 
next—one that protects 
consumers and 
expands access to 
affordable, high-
quality coverage.


