
PLANSIGHT General Agents — how it works
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How the connection is created: In the retail broker’s admin settings, add the GA brokerage as a partner. The GA brokerage must have General Agency mode enabled.

Once linked, the retail broker can choose which clients to share.

Retail Broker GA Partner

Employer (Client)
your master record, with documents & current plans

SHARED

→

GA gets a synced copy when you share
the client

Employer (synced copy)
read-only view of your client

The RFP
yours — for each benefit type, you pick a strategy (see below)

VISIBLE

→

GA can view, but cannot edit your RFP
or plans

Shared RFP
read-only for the GA

INSIDE THE RFP, FOR EACH BENEFIT TYPE THE RETAIL BROKER PICKS ONE MODE (CONTROLS YOUR DISTRIBUTION ONLY)

Current Benefits
no shopping by you

Marketing
you send your own RFP out to carriers

General Agent
you don't distribute; the GA covers it

You pick one or the other in the builder — Marketing and General Agent are mutually exclusive per benefit type on your side. But the mode you pick doesn’t gate your GA. Even if you choose

Marketing (and never select GA), your GA can still push plans into the same RFP/presentation. The mode flag describes who you plan to use; it never blocks who’s allowed to contribute. (“RFP”

and “presentation” are used interchangeably — you can’t really have one without the other.)

Presentation
your client-facing deliverable

CO-EDIT

↔
GA can edit & print on your behalf

Shared Presentation
GA can update & print

Carrier Quotes
land in your presentation — even for benefit types not in your RFP

PUSH BACK

←
GA runs their own RFP & pushes the
quotes back into your presentation

GA’s own RFP
GA sources quotes independently, then pushes them to you

The retail broker owns the client. The GA is a service partner — with one upstream push back to retail.

owns the client relationship helps source carrier quotes



The bottom line: You own the client, the plans, the RFP, and the presentation. Your GA can view your work, edit and print your presentation, and — the killer move —

run their own carrier RFP on the side and push the resulting quotes straight into your presentation. New benefit types from the GA show up in your client’s

presentation automatically.


