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The Robust Exchange
● The Massachusetts Health Connector 

(www.mahealthconnector.org)  
● Enrollment & Premium Billing Through 

Exchange 
● Requirements of Licensed Brokerage, 

Enrollment & Premium Billing, and 
Customer Service

The Passive Exchange
● Utah Health Exchange 

(http://www.exchange.utah.gov/)
● Brochure-ware – Connecting 

Consumers to Insurers to Buy Direct

Exchange Format
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Exchanges are a New Distribution Channel – Includes Stand 
Alone Dental Plans – Pediatric Dental Benefit
Example – MA Health Connector 
(www.mahealthconnector.org)
Exchange Customers
● Individuals

▪ PPACA Individual Tax Credit – Income at 133% - 400% FPL – Must 
purchase through an Exchange

▪ Number - 16 – 18 Million Individuals Expected to Purchase through 
Exchanges

● Small Employers with up to 100 Employees - SHOP
▪ Small Business Tax Credit (50% of Employer Cost)

A Changing Market - Exchanges
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The MA Health Connector

Massachusetts PPACA
The Plans (no 
Dental)

• Bronze
• Silver
• Gold

•Bronze
•Silver
•Gold
•Platinum

The Subsidy 0% - 300% FPL
CommCare –

170,000

133% - 400% FPL
Est. 100,000

Convenience 
Purchasers

CommChoice
40,000

60,000

Small Group (up to 
50 employees)

Business Express 
1,500

?
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Transparency
● Price
● Benefits
● Provider Network
● Quality

Simplicity
● Limited # of Plans

Choice
Honesty

Principles Critical to the Consumer



56/11/2011 The Concept Group, Confidential & Proprietary



66/11/2011 The Concept Group, Confidential & Proprietary



76/11/2011 The Concept Group, Confidential & Proprietary

Web Purchasing
● Overwhelming Choice
● Surveys Indicate 33-50% of consumers would like to 

speak to a customer service representative before 
purchasing – Match consumer needs to best Plan

Other Forms
● Must Accommodate Phone, Mail and Be ADA Compliant 

How Consumers Buy
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Live Review of MA Health Connector Website

The Consumer Experience 

Purchasing Health Insurance 
In

Masachusetts 
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Pediatric Dental and Vision Benefits 
● Mandatory

Adult Dental and Vision Benefits
● Discretionary

Integrating New Benefits – e.g. Dental 
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