Essential Keys to Success for Consuner-Directed
Heal t h Pl ans

ANNOUNCER: Hell 0. Wl cone to Heal t hSounds, conversations wth
heal t hcare i nnovators. Brought to you by the Heal thcare
Intelligence Network.

LAURA GREENE: This is Laura Greene for the Healthcare
Intelligence Network. Today |’ m speaking wth Al exander
Domaszew cz, who goes by Sander, and is a principal and senior
consultant with Mercer Health and Benefits Services. Sander is
presenting at HIN s webinar “Essential Keys to Success for
Consuner-Directed Health Plans.” Wl conme and thanks for joining

nme today, Sander.

ALEXANDER “ SANDER’ DOVASZEW CZ, PRI NCI PAL AND SENI OR CONSULTANT
W TH MERCER HEALTH AND BENEFI TS SERVI CES: Thanks Laur a.

LAURA GREENE: To begin with, what are sone effects of consuner
education strategies Mercer offers to organi zations interested

in offering consuner-driven health plans?

SANDER DOVASZEW CZ: Education is central to the success of any
consuners and prograns. So we obviously have a | ot of discussion
points with enployers and plan sponsors about how they can
educate and communi cate the concepts to their group. Qur first
order of business | think is really to create a strategy around
that. One of the things that we try and encourage all plan
sponsors to do is to make sure that they feel they have enough
time to lay a proper foundation to educate their group. And |
think that includes all stakeholders. So we try and encourage
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themto nake sure that the educational and commrunication
services wap around not only the HR and the managenent fol ks
and kind of the front line enployees, but also other kind of

st akehol ders that are involved, including senior |eadership, so
maki ng sure they’re on board, as well as frontline HR, IT fol ks
and payroll folks. Comunication has to kind of cascade down

t hroughout the organi zation. Wth senior |eadership groups,
often tinmes they may be stopped in an el evator and ask the line
enpl oyees, so what do you think about this new health program

or consunerism programthat the conpany is going through. And we
give those senior leaders a little of what we call an el evator
pitch that will help them understand exactly the points that
they want to make. |If they' ve got two m nutes to make those

poi nts, what do they want to say? And nmake sure they support it
as opposed to sort of submarine it unintentionally. So we try to
build that whole strategy in there.

LAURA GREENE: Thank you, Sander. How do you mar ket consuner -
driven health plans to Generation X and Y?

SANDER DOVASZEW CZ: | think CGeneration X and Y are kind of |ike
any ot her segnment of the population. You have to know what
their needs and wants are and what they' re going to pay
attention to. And | would say marketing consumeri sm and
consuner-directed health plans to the younger set is probably
simlar to just nmarketing healthcare in general to the younger
set. So | think beyond this consuner-directed health plan,

you’' ve got to get thema “why does it matter for thenf, to give
them a reason to care about healthcare. In nany cases they're
not big users of healthcare. There could be sonme touch points
they mght react to well. Traditionally, | think one of the

greatest val ue propositions of consuner-directed health plans
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has been, for the younger set, has been giving them an
opportunity to not throw their noney into this black hol e of

i nsurance each nonth and really get very little in return. So
i nstead of seeing that noney kind of go out the door and in
return they' re using very little services, consuner-directed
heal th plans give them an opportunity to build up a little bit
of a nest egg in accounts that roll over fromyear to year and
they’'re tax advantaged. So we hit that pretty hard in terns of
the financial advantages and in ternms of kind of a |ong-term
opportunity, as opposed to paying and really seeing very little
return with Gen X and Gen Y.

LAURA GREENE: Ckay thanks. Those are all the questions | have
for you today. Thanks for being with us and we’ re | ooking
forward to hearing fromyou during the webinar.

SANDER DOVASZEW CZ: Wonderful Laura. Thanks so nuch.

LAURA GREENE: This is Laura G eene for the Heal thcare
Intelligence Network.

ANNOUNCER: You have been listening to Heal thSounds. To
register, or to get nore information about this topic, please
call the Healthcare Intelligence Network toll free at 1-888-446-

3530 or visit us at www. hin.com
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