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Broker bill of rights 

Wells Fargo Health Benefit Services (HBS), a division of Wells Fargo Bank, N.A., recognizes the critical role health 
insurance brokers and consultants play in solving their clients’ health benefits needs. We’ve built our HSA 
business around supporting your role to provide a great experience. With that in mind, we pledge to adhere to the 
following “Bill of Rights” as we work with you and your clients. 
 

1. HBS will provide brokers and consultants access to sales and training materials, and HSA educational 
resources to support the HSA sales process. 

2. HBS will work diligently to provide a smooth implementation process for brokers, consultants, and their 
clients through access to Account Managers and Implementation Project Managers who facilitate new 
group implementation. 

3. HBS will clearly communicate what to expect during implementation and provide tips for a great 
implementation experience. 

4. HBS will communicate regularly via e-mail to brokers and consultants during implementation so brokers 
and consultants will know the current status of their client’s implementation. 

5. HBS will pay a one-time referral fee for new business, based on first-quarter service fee revenue. Brokers 
and consultants may request to waive the fee as well.  

6. HBS will provide brokers and consultants with access to a dedicated Broker Support Customer Service 
Team at 1-866-449-9929. 

7. HBS will provide access to dedicated, knowledgeable customer service representatives for employer 
clients and accountholders. 

8. HBS does not systematically share the following with other Wells Fargo divisions for cross-sell efforts: 

a. Details of employer groups’ health plan offerings (e.g., plan design information such as type of 
health plan offered, deductibles, employer contributions to the HSA, etc.). 

b. Contact information for the benefits purchase decision makers at employer groups. 

c. The name of the current broker or consultant of record for employer groups. 

9. Wells Fargo takes employer group privacy seriously and it’s one of Wells Fargo’s core values in how we do 
business. 

a. Employer groups have the option to elect preferences to not be called or mailed marketing 
materials or solicitation requests for other Wells Fargo products.  

b. Unless an employer group has elected to not be solicited, Wells Fargo divisions, through their 
own marketing efforts, may target employer groups with one or more of Wells Fargo’s diversified 
financial services, such as 401(k), investment brokerage, business banking, etc. 

c. For complete details on Wells Fargo’s privacy policies, please visit 
wellsfargo.com/privacy_security/privacy/business. 

10. As an HSA provider, Wells Fargo is committed to the safety and security of the financial information for 
Health Savings Accounts. We safeguard customer information and privacy carefully and protect it in every 
transaction, at every level of our organization, every day. 
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