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Copyright

No part of this consumer report may be reproduced or transmitted in any form 

without the written permission of the author. This electronic book is optimized for 

viewing on a personal computer screen, but is optimally organized so that it can be 

printed out and assembled in a traditional book form. Since this electronic book is 

optimized for viewing on a personal computer screen, the type used is larger than 

that of which is traditionally utilized in printed books.

Disclaimer

This report was diligently researched and compiled with the intent to 

provide information for persons wishing to learn about the landscape of health 

insurance reform and the opportunities they present. Throughout the making of this 

consumer report, every effort has been made to ensure the highest amount of ac-

curacy and effectiveness for the techniques suggested by the author. The report may 

contain contextual as well as typographical mistakes.

No information provided in this report constitutes a warranty of any kind; nor shall 

readers of this report rely solely on any such information or advice. All content, 

products, and services are not to be considered as legal, medical, or professional ad-

vice and are to be used for personal use and information purposes only. This report 

makes no warranties or guarantees express or implied, as to the results provided by 

the strategies, techniques, and advice presented in this report. The publishers of this 

report expressly disclaim any liability arising from any strategies, techniques, and 

advice presented in this report. 

The purpose of this consumer report is to educate and guide. Neither the 

publisher nor the author warrant that the information contained within this 

consumer report is free of omissions or errors and is fully complete. Furthermore, 

neither the publisher nor the author shall have responsibility or liability to any entity 

or person as a result of any damage or loss alleged to be caused or caused indirectly 

or directly by this report.

Safe Harbor Notice

Certain statements in this presentation relate to future results that are forward-look-

ing statements as defined in the Private Securities Litigation Reform Act of 1995. This 

presentation contains statements involving risks and uncertainties, including state-

ments relating market opportunity and future business prospects. Actual results may 

differ materially and reported results should not be considered as an indication of 

future performance. Factors that could cause actual results to differ are not included.
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When you need to buy a birthday card for someone, where do you go 
– the Hallmark store or the post office? Both offer a selection of cards, 
but you have a lot more to choose from at Hallmark than you do at the 
Postal Store. And the same is true no matter what government agency 
you want to pick on.

Look, we all know that the government tries – that’s not the issue. The 
problem is that they don’t succeed all that often. 

Buying birthday cards, gifts, or anything else from the post office is 
sort of like going shopping at, well, the post office. There’s really noth-
ing else you can compare it to. The government is good at protecting 
Americans and building highways, but it doesn’t excel at creating an 
enjoyable, user-friendly consumer shopping experience. No wonder 
the rollout of the Healthcare.gov website has been so sloppy.

The Individual Marketplace

A marketplace, by definition, is a physical or virtual location where 
sellers offer a selection of products and/or services in exchange for 
something of value, usually money, from a willing buyer. It’s also the 
term the Department of Health and Human Services has used for the 
new exchange websites recently established by the federal and state 
governments that allow Americans to shop for qualified individual 
health insurance policies and apply for a premium tax credit to help 
them pay the monthly premium.
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While marketplaces come in all shapes and sizes, there are a few 
differences between the government’s exhange sites and what we 
normally think of when describing a marketplace:

WILLING BUYERS: Usually, but not always, buyers 
actually want the products they shop for in a marketplace. A 
lot of people would argue that’s not the case with the health 
insurance market, though. While the decision to purchase 
or go without health insurance protection has always been 
a personal choice, the individual mandate, which goes into 
effect in 2014, now dictates that people must have health 
insurance or pay a tax penalty. So many consumers are better 
described as reluctant buyers than willing buyers.

SUPPLY AND DEMAND: In most marketplaces, the 
products and services that are offered and the price set by 
sellers for those products and services is driven by the law 
of supply and demand. That’s not the way health insurance 
has historically worked – instead, insurance companies price 
the plans based on their perceived risk. But starting in 2014, 
health insurance companies selling plans in the individual 
marketplaces cannot factor in the expected claims cost when 
setting the premium – instead, the government tells carri-
ers how much they must spend on claims and will investigate 
any “unreasonable’ renewal increases. In most states, the new 
rating rules are driving prices up, not down.

VARIETY: In most shopping environments, consumers have 
a variety of options to choose from, and that’s sort of the case 
with the new health insurance marketplace, but the actuarial 
value requirements and cost-sharing limitations will reduce 
the number of plans consumers have to choose from, some 
of the major players in the health insurance industry aren’t 
even participating, and consumers can only purchase medical 
plans on the site – if they want other lines of coverage, like 
dental, life, or disability, they have to look elsewhere.

QUALITY VS. PRICE: Consumers are used to comparing 
quality and price when making a buying decision. And some 
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people are willing to pay more for a product with all the bells 
and whistles while others are willing to forego some of the 
features in order to save a little money. While it is true that 
there is a low, medium, high, and extra-high option in the 
individual marketplace, even the low-level bronze plans come 
fully-loaded. All plans sold in the marketplace must cover 
all essential benefits, cannot have annual or lifetime dollar 
limits, and put a cap on the maximum amount the consum-
er can be responsible for. Oddly, many of these plans also 
come with more restricted provider networks. The one thing 
consumers really do want – a wide selection of doctors and 
hospitals – is the one feature many of these plans are lacking.

USER EXPERIENCE: In a retail shopping environment, 
a lot of emphasis is placed on the ambiance of the store – 
retailers want to make sure consumers enjoy the shopping 
experience. Online retailers do the same thing, often sink-
ing millions of dollars into technology. They know that a slow 
or difficult-to-navigate site will frustrate and often run off 
consumers. But Healthcare.gov is not set up that way 
(although they definitely spent the money). Visitors must cre-
ate an account before learning about their options; the site is 
slow and doesn’t function properly; and it certainly isn’t a “do 
it yourself” experience. 

Less Choice, More Cost

The net effect is that consumers who purchase coverage through the 
individual marketplace – either the Healthcare.gov website or one of 
the state exchange sites – are forced to purchase a plan that is probably 
more comprehensive and almost certainly more expensive than they 
would like; they have fewer options to choose from than they have in 
the past; the shopping experience leaves a lot to be desired; and they’ll 
have to look elsewhere if they truly want to protect their family by 
purchasing other important insurance products.
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Problem Solved!

Normally, when the government creates a sub-par product, the private 
market steps up and offers a better solution. The obvious example is 
FedEx vs. the post office, but there are dozens of others. And that’s 
certainly what’s happened with health reform.

While the Affordable Care Act calls for an exchange website in every 
state and requires HHS to step in and create one if the state is un-
willing (as most of them were), the law does not preclude HHS from 
finding other ways to get consumers enrolled in qualified plans. And, 
for all its shortcomings, HHS has certainly shown a willingness to 
provide consumers with some additional options.

One of those options is a private exchange website. 

Like the Healthcare.gov or state exchange websites, a private exchange 
is also an online shopping environment where consumers can compare 
qualified health insurance plans and apply for financial assistance. 
They can do this if the exchange is set up as or connected with a web 
broker that contracts with HHS. The site can also provide telephonic 
assistance where licensed agents, usually in a call center, can assist an 
individual with the application process and get them enrolled directly 
through the carrier’s website.

Unlike the public exchange sites, a private exchange can also offer 
additional health insurance options to individuals and families who 
do not qualify for a government subsidy. Most insurance companies 
that do offer qualified plans through the government’s exchange site 
also offer a number of additional options outside of the exchange, and 
some carriers who don’t participate in the individual marketplace do 
offer plans in the outside market. Consumers have access to these 
plans through a private exchange site, expanding the options they have 
to choose from.

Not only can an exchange site offer an expanded selection of health 
plans, it can also offer a variety of product lines. So, while purchasing 
health insurance, families can also buy other coverage to protect them 
financially if something unexpected happens. Some examples include:
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 » Dental Insurance: While pediatric dental and vision will be 
an essential benefit on health insurance policies going forward, 
most of these plans do not offer comprehensive coverage or 
provide coverage for adults.

 » Life Insurance: This helps protect your loved ones when 
you’re no longer around.

 » Disability Insurance: Depending on the policy you 
purchase, this will protect your income if you’re out of work due 
to a short- or long-term disability.

 » Critical Illness Insurance: When you’re out of work due to a 
serious illness, the bills don’t stop coming. While health insur-
ance pays your medical bills, critical illness insurance can keep 
the lights on and keep food on the table.

 » Cancer Insurance: Most families have been touched by 
cancer. This policy provides protection if you’re diagnosed with 
this all-too-common disease.

 » Accident Insurance: People don’t plan to get hurt, but 
accidents do happen. Like critical illness insurance, an accident 
policy can help pay the bills when you’re unable to work.

And there are others. Make no mistake, health insurance is very 
important and something everyone should have if they can afford it, 
but it sometimes gets a little too much attention at the expense of some 
of these other policies. Through a private exchange site, you can learn 
about and purchase not only health insurance but also these other 
important plans that can protect you and your loved ones from 
financial loss.

Creative Solutions

Because private exchanges are owned and operated by licensed health 
insurance agents, consumers have the advantage of getting some 
professional advice and hearing some outside-the-box solutions that 
might protect their families while saving them some money. That’s 
something they’re less likely to get by calling Healthcare.gov’s toll-
free number or talking with a “navigator” – an unlicensed individual 
or organization hired by the government to help consumers with the 
application process.
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One of the creative solutions an insurance agent might recommend is 
to actually forego the required “minimum essential coverage” that’s 
offered by a qualified plan purchased inside or outside the exchange. 
For a lot of people, these plans are too comprehensive, and the extra 
coverage added by the ACA comes at a hefty price.

When buying insurance, people have to decide if they’d rather pay 
more premiums and have less out-of-pocket 
exposure when they have a medical event, or 
pay a lower premium but retain more of the 
claims risk.

Unfortunately, by setting a minimum on the 
amount of protection an insurance company 
is required to offer in a qualified plan, the gov-
ernment has taken away a consumer’s option 
of buying needed catastrophic coverage while 
keeping their premium at a manageable level.

Fortunately, there is an alternative – short-term medical 
insurance.

A short-term plan helps protect families in the event of a large, 
unexpected medical expense, which is the primary purpose of health 
insurance. It is not guaranteed-issue like the new, ACA-compliant 
plans; it does not provide the minimum essential coverage necessary 
to avoid an individual mandate penalty; and it does not cover pre- 
existing medical conditions.

Still, for families seeking protection from catastrophic medical events, 
a short-term plan certainly does the trick. And it does so at a much 
lower price than a qualified individual plan – often, a short-term plan 
is one-third the price of an individual policy, so even consumers who 
have to pay a penalty could still come out ahead, and in some cases a 
short-term plan provides better protection since the deductible and 
coinsurance amounts are lower.

And, with a guaranteed-issue window each year from Oct. 15 through 
Dec. 7, families who purchase a short-term policy have an option 
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available to them if they do develop a condition that would prevent 
them from renewing their temporary policy.

In Summary

The Affordable Care Act is a huge piece of legislation that will impact 
nearly every American. Over time, it will cause a shift from the em-
ployer to the individual market as companies drop their group health 
plans so their employees can apply for guaranteed individual policies 
and government subsidies to help pay the bills.

And while the government has not delivered a desirable consumer 
shopping experience for people who want to buy health insurance, 
there is an alternative: a private exchange site offers a wider selection 
of health plans; can help people who qualify for a subsidy as well as 
those who don’t; gives consumers the option of buying lower-priced, 
short-term solutions that actually fit into their budget; and offers other 
lines of coverage that most families need. It’s a one-stop shop where 
individuals and families can learn about all of their options and gain 
the peace of mind that comes with knowing they’re protected.
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Since 2007, HPA has been providing game-changing training 
and soft-ware for financial professionals. They have been solving 
the American health care crisis by using smarter insurance solu-
tions through innovative plan designs using defined contribution 
plans and private exchanges. Private Exchange Broker Blueprint 
is the latest software innovation that walks financial profession-
als through how to setup profitable Private Exchanges for employ-
ers of any size. Their concepts that are built on the solid structure 
of the tax law have been implemented hundreds of times by a small 
number of highly successful agents who began selling and 
implementing defined contribution solutions to businesses over four 
years ago.

Learn more at http://www.healthpartnersamerica.com 

Keep up to date by visiting our resources section:
http://healthpartnersamerica.com/resources/ 

If you’re interested in joining the groundswell of benefit 
advisors, General Agents, Field Marketing Organizations and 
brokers profiting from this new landscape, please join us for our 
next free webinar where we reveal The Proven Step-by-Step 
System to Understand, Present and Sell Private Exchange 
Solutions.

Dates and times change weekly; visit our web site at 
http://www.privateexchangebrokerblueprint.com/ to see the next 
one that’s right for you.


