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Limited Medical Plan
Opportunities:

Do Brokers Care Or
Are They Over Them?

hile attending a large, national broker

conference, I recently sat in a break-
out session that was focused on limited
medical plans and how to be successful
selling these benefits. With the increased
exposure of limited medical plans in
newspapers, industry periodicals and the
marketplace, [ was sure that brokers would
be craving information on this topic. Throw
in the number of carriers and experts that
are currently populating the limited medi-
cal marketplace and you would think the
limited medical session would be a surefire
hit. But attendance at this session was poor
and the question-and-answer session after-
ward was minimal.

It made me wonder if brokers already
know enough about limited medical prod-
ucts or if they are no longer looking for this
solution for their clients. Are brokers con-
fused by the quick entries of carriers and the
sheer number of limited medical products
now available and, therefore, are suffering
from analysis paralysis? Finally, do some
brokers believe that limited medical plans
are beneath their expertise and position?
What's going on out there?

As aresult of this, I took a step back and
examined feedback received from brokers
who are successfully selling limited medi-
cal plans. The result: Brokers need to fully

understand the opportunity that limited medical
plans provide. Following are five ways to cut
through the clutter, enhance your credibil-
ity and boost your revenues.

Use limited medical to solve
multiple client problems

Most brokers have clients who are suf-
fering from high premiums, tight financials
and low participation. Help your clients
make it all work by analyzing the dollars
available to spend on health care and use
the majority of that money to cover a tightly
defined eligible class of employees. An
employer can tighten eligibility by hours
worked, job classification, or length of
service, and then maximize the use of the
available major medical dollars to cover
100 percent of that class. In doing so, the
major medical carrier is much happier and
rates may even go down. Next, cover the
remaining employees with a limited medi-
cal program. Many employees excluded
from participating in the major medical
plan are already going without care due
to the cost of paying for their share of the
premiums. With this approach, clients end
up with more lives covered under their
insurance programs, and you end up with
clients who appreciate your expertise in
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establishing more stable and sustainable
coverage packages for them.

2

How many of you have clients on the
books who are fairly self-reliant? It's easy
to let them coast while working with your
more demanding clients. We all like those
“autopilot” clients, but don’t forget to re-
view their entire workforce for employees
who are not covered in existing health
plans. According to the Commonwealth
Fund, 44 percent of employees who work
in companies with 25 or fewer employees
are not covered. In groups with more than
500 employees, 26 percent of employees
do not receive the opportunity to enroll in
group-sponsored coverage. You can mine
premium from your existing client base by
putting a spotlight on total employment
versus total enrollment.

3

The Commonwealth Fund also reports
that 22 million people work in a job
where no coverage is offered. You can

Examine your current
book of business

Prospect where the need for
benefits is the greatest

be the broker who explains to employers
that an affordable option for providing
day-to-day medical needs is available. A
group-sponsored limited medical plan un-
derwritten by a quality carrier can provide
employees with access to physicians and
hospital care with network repricing to
make benefit dollars go furthest. Keeping
more people on the wellness track is good
for your community, state and nation.

4 Keep it simple

Employers are constantly working hard
to explain benefit packages clearly and
completely to their employees. When of-
fering limited medical plans, it is in your
best interest to sell plans that every em-
ployee can quickly read and understand.
Stay away from plans that have confusing
pre-existing condition limitations and
complicated co-insurance maximums.
All limited medical plans have maximum
payouts, and brokers gain nothing by pro-
viding a plan that looks similar to a major
medical plan. Employees should be able
to quickly recognize the limitations of the
plan they are enrolled in; this will reduce
the misunderstandings that many brokers

fear when offering limited coverage.

5

The last thing you need is the headache
of a lower premium plan with service or
administration issues. Find a high quality,
experienced administrator for your limited
medical business, sell the case, and let it run
itself. It is possible. If you are going to sell
multiple products to a client, you cannot
afford to let the new limited medical pro-
gram corrode your entire relationship with
your client. There are employers out there
who have been successfully utilizing the
same limited medical plan for 10 years—it
is possible.

Renewals and consistency are good for
your bottom line, and I welcome your
thoughts and feedback on what you are see-
ing in the limited medical marketplace—the
facts and the fiction. With the upcoming
presidential election just months away,
there is going to be continued focus on our
nation’s health care system and how we can
improve it. Limited medical plans should
be one of the options you are presenting to
clients—new relationships as well as clients
you're already serving. %

Sell it once

Reprinted from BROKER WORLD June 008
Used with permission from Insurance Publications

www.brokerworldmag.com
Subscriptions $6/yr. 1-800-762-3387




<<
  /ASCII85EncodePages false
  /AllowTransparency false
  /AutoPositionEPSFiles false
  /AutoRotatePages /None
  /Binding /Left
  /CalGrayProfile (Gray Gamma 2.2)
  /CalRGBProfile (Apple RGB)
  /CalCMYKProfile (U.S. Web Coated \050SWOP\051 v2)
  /sRGBProfile (sRGB IEC61966-2.1)
  /CannotEmbedFontPolicy /Error
  /CompatibilityLevel 1.3
  /CompressObjects /Off
  /CompressPages true
  /ConvertImagesToIndexed true
  /PassThroughJPEGImages true
  /CreateJDFFile false
  /CreateJobTicket true
  /DefaultRenderingIntent /Default
  /DetectBlends false
  /DetectCurves 0.0000
  /ColorConversionStrategy /LeaveColorUnchanged
  /DoThumbnails false
  /EmbedAllFonts true
  /EmbedOpenType false
  /ParseICCProfilesInComments true
  /EmbedJobOptions true
  /DSCReportingLevel 0
  /EmitDSCWarnings false
  /EndPage -1
  /ImageMemory 1048576
  /LockDistillerParams false
  /MaxSubsetPct 100
  /Optimize false
  /OPM 1
  /ParseDSCComments true
  /ParseDSCCommentsForDocInfo true
  /PreserveCopyPage true
  /PreserveDICMYKValues true
  /PreserveEPSInfo true
  /PreserveFlatness true
  /PreserveHalftoneInfo false
  /PreserveOPIComments false
  /PreserveOverprintSettings true
  /StartPage 1
  /SubsetFonts true
  /TransferFunctionInfo /Remove
  /UCRandBGInfo /Remove
  /UsePrologue false
  /ColorSettingsFile (Color Management Off)
  /AlwaysEmbed [ true
    /Symbol
  ]
  /NeverEmbed [ true
  ]
  /AntiAliasColorImages false
  /CropColorImages true
  /ColorImageMinResolution 150
  /ColorImageMinResolutionPolicy /OK
  /DownsampleColorImages false
  /ColorImageDownsampleType /Average
  /ColorImageResolution 300
  /ColorImageDepth -1
  /ColorImageMinDownsampleDepth 1
  /ColorImageDownsampleThreshold 1.50000
  /EncodeColorImages true
  /ColorImageFilter /DCTEncode
  /AutoFilterColorImages false
  /ColorImageAutoFilterStrategy /JPEG
  /ColorACSImageDict <<
    /QFactor 0.15
    /HSamples [1 1 1 1] /VSamples [1 1 1 1]
  >>
  /ColorImageDict <<
    /QFactor 0.15
    /HSamples [1 1 1 1] /VSamples [1 1 1 1]
  >>
  /JPEG2000ColorACSImageDict <<
    /TileWidth 256
    /TileHeight 256
    /Quality 30
  >>
  /JPEG2000ColorImageDict <<
    /TileWidth 256
    /TileHeight 256
    /Quality 30
  >>
  /AntiAliasGrayImages false
  /CropGrayImages true
  /GrayImageMinResolution 150
  /GrayImageMinResolutionPolicy /OK
  /DownsampleGrayImages false
  /GrayImageDownsampleType /Average
  /GrayImageResolution 300
  /GrayImageDepth -1
  /GrayImageMinDownsampleDepth 2
  /GrayImageDownsampleThreshold 1.50000
  /EncodeGrayImages true
  /GrayImageFilter /DCTEncode
  /AutoFilterGrayImages false
  /GrayImageAutoFilterStrategy /JPEG
  /GrayACSImageDict <<
    /QFactor 0.15
    /HSamples [1 1 1 1] /VSamples [1 1 1 1]
  >>
  /GrayImageDict <<
    /QFactor 0.15
    /HSamples [1 1 1 1] /VSamples [1 1 1 1]
  >>
  /JPEG2000GrayACSImageDict <<
    /TileWidth 256
    /TileHeight 256
    /Quality 30
  >>
  /JPEG2000GrayImageDict <<
    /TileWidth 256
    /TileHeight 256
    /Quality 30
  >>
  /AntiAliasMonoImages false
  /CropMonoImages true
  /MonoImageMinResolution 1200
  /MonoImageMinResolutionPolicy /OK
  /DownsampleMonoImages false
  /MonoImageDownsampleType /Average
  /MonoImageResolution 1200
  /MonoImageDepth -1
  /MonoImageDownsampleThreshold 1.50000
  /EncodeMonoImages true
  /MonoImageFilter /CCITTFaxEncode
  /MonoImageDict <<
    /K -1
  >>
  /AllowPSXObjects false
  /CheckCompliance [
    /None
  ]
  /PDFX1aCheck false
  /PDFX3Check false
  /PDFXCompliantPDFOnly true
  /PDFXNoTrimBoxError false
  /PDFXTrimBoxToMediaBoxOffset [
    0.00000
    0.00000
    0.00000
    0.00000
  ]
  /PDFXSetBleedBoxToMediaBox true
  /PDFXBleedBoxToTrimBoxOffset [
    0.00000
    0.00000
    0.00000
    0.00000
  ]
  /PDFXOutputIntentProfile (U.S. Web Coated \050SWOP\051 v2)
  /PDFXOutputConditionIdentifier ()
  /PDFXOutputCondition ()
  /PDFXRegistryName (http://www.color.org)
  /PDFXTrapped /False

  /SyntheticBoldness 1.000000
  /Description <<
    /DEU <>
    /FRA <>
    /JPN <>
    /PTB <>
    /DAN <>
    /NLD <>
    /ESP <>
    /SUO <>
    /ITA <>
    /NOR <>
    /SVE <>
    /ENU (Use these settings to create PDF's if you are not downloading low Res ads from AdSpring.)
  >>
>> setdistillerparams
<<
  /HWResolution [2400 2400]
  /PageSize [612.000 792.000]
>> setpagedevice


