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C A S E  S T U D Y

RESULTS

~$348K Savings vs. projected 
fully insured — 2023

~$410K Savings vs. projected 
fully insured — 2024

~$435K Projected savings vs. 
fully insured — 2025

THE FIND
Alliant implemented a group captive model through the 
captive, designed to restore cost control and eliminate 
renewal volatility. The program included a transition to 
a third-party administrator, a pharmacy carve-out with a 
transparent PBM, optimized stop loss coverage through a 
captive structure, and multi-year plan consolidation and 
specialty pharmacy management.

THE ALLIANT DIFFERENCE
Beyond the dollar savings, the captive structure delivered 
something equally valuable: predictability. Renewal 
increases became largely limited to stop loss premiums 
rather than full fully-insured trend — giving finance and HR 
leadership a planning horizon they had not had in years.

The organization moved from reacting to renewal 
surprises to managing a plan they understood, controlled, 
and could build a multi-year strategy around.

Three consecutive years of ~13% savings against fully 
insured projections. But the number that matters most isn’t 
the savings — it’s that they stopped dreading the renewal 
conversation. Predictability is underrated. 

NEXT STEPS:
Read this article for more information. 
Connect with Alliant.

Captive Strategy 
Eliminates Renewal 
Volatility for 
National Nonprofit
How a strategic shift to a 
group captive replaced 
35‑40% renewal increases with 
consistent annual savings and 
long‑term cost predictability.

AT A GLANCE
After transitioning out of a PEO into a fully insured 
plan, this national nonprofit faced immediate and 
significant renewal volatility. With rising high-
cost claims and limited carrier competition, the 
organization absorbed increases of 35% and 
nearly 40% in consecutive renewal cycles.

Leadership needed a path out of the reactive 
renewal cycle — one that offered both immediate 
savings and long-term predictability. Staying fully 
insured was no longer a viable strategy.
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