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The new year stands before us, like a chapter
in a book, waiting to be written.—Melody
Beattie

2018-2019 ETAHU
Protecting the Consumer’s Future – America’s Benefit Specialist
Protect Your Legacy

January, 2019
ETAHU President’s Report

Happy New Year! I hope everyone had a fantastic Holiday Season and an
even more successful 2018. It is now 2019 but our cause is still the same. We
are united as an organization to secure our futures. NAHU continues to be a
strong informative source for our Nation’s leaders to create a better
Healthcare system.
I would like to thank everyone who joined us for another successful and very
entertaining Christmas Party at the Grove the first part of December.
Please join us for our next month’s meeting:
Place: Hollytree Country Club
Time: 11:30 A.M. – 1:00 P.M.
Topic: Live from NAHU! Compliance Update – New and Ongoing Concerns
Happy New Year!
Chad M. Panepinto, MBA
ETAHU Chapter President; 2018-19
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ETAHU
CALENDAR OF EVENTS 2018

January 2019
January 4, 2019

ETAHU Board Meeting—10:30 - 11:30
ETAHU — 11:30 -1:00
Location — Hollytree Country Club
Speaker: Cynthia Swanson
Subject: Live from NAHU! Compliance Update—New and Ongoing
Concerns
Provider#: 32408 Course # 112068 Course Time: 1 hour

February 2019
February 1, 2019

February 6, 2019
February 24—27

ETAHU Board Meeting — 10:30 - 11:30
ETAHU —11:30 -1:00
Location — Hollytree Country Club
Speaker: TBD
Subject: TBD
Day At The Capitol — Austin
To register go to www.tahu.org and click on events
2019 Capitol Conference
To register go to www.nahu.org and click on Events

March 2019
March 1, 2019
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ETAHU Board Meeting — 10:30 - 11:30
ETAHU —11:30 -1:00
Location — Hollytree Country Club
Speaker: TBD
Subject: TBD
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1. Exercise More
2. Lose Weight
3. Get Organized
4. Learn a new skill or hobby
5. Live life to the fullest
6. Save more money / spend less money
7. Quit smoking
8. Spend more time with family and friends
9. Travel more
10.Read more.
May all your Resolutions come true!
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Website Sponsor
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AutoTrader.com—One of the most useful sites for buying and selling cars.
PopularMechanics.com—Auto, home, outdoors, science and tech topics.





Instructables.com—One of the most widely read do-it-yourself sites.

AutoBlog.com—Focuses more on news about automobiles than buying/selling.


Hackaday.com—Using everyday objects for something unintended.




T3.com—Online version of UK’s 2nd most popular tech magazine.
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DoItYourself.com—Self-explanatory.

Werd.com—Specializes in tech gear and gadgets for guys.
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Your kid has finally finished school and landed a job. Do you
keep him or her on your own health plan? Your kid is allowed to
stay until he or she is 26, even if he or she is financially independent and lives on his or her own. Or you can encourage him
or her to sign up through his or her new job if coverage is available, or buy a policy via the Obamacare exchange in his or her
state.
When to possibly keep coverage: 1. If he or she can’t get insurance at work. 2. If it’s cheaper to keep him or her on your
plan.
On the other hand, your kid may be better off on his or her
own if it’s cheaper, if he or she lives far from home, if he or she
is healthy or if you just want to cut the cord.
Money
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Breaking up is hard to do—especially when that breakup can jeopardize
business assets. Considering that a significant number of marriages end in divorce, it’s a real possibility. ‘Marital assets’ can include your business, which
is why more people are including their businesses in prenuptial agreements.
While not always an easy topic to broach, a prenup can protect you from ugly
battles later should a marriage end. An existing business and its appreciation
can be carved out of marital assets in a formal prenup. It’s best that both
parties have separate counsel and that a professional drafts the agreement.
Entrepreneur
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NAHU Dues Increase
The 2018 House of Delegates approved a $60 increase in the NAHU
annual dues, our first increase in eight years, effective January 1,
2019. We are very excited about the improved advocacy, professional
development and other resources and services this increase will allow
us to provide. Watch for more information on ways we can help you
be more successful and protect your future in the months to come.
As a reminder, 75% of NAHU annual dues are tax-deductible on
your federal tax return. That is a $202.50 deduction for 2018 and a
$242.50 deduction for 2019!
TAHU Dues are $120.00
ETAHU Dues are $25.00
To be a member total cost is $415.00
This is a total of $7.98 per week –what a bargain!
This would be a good time to join at the lower membership fee and
then the increase would not effect you until a year from now!
Contact Hennessey Terry about joining now—
hennesey.p.terry@metlife.com
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Sure they’re less expensive for consumers, but short-term health policies have another side: They’re highly profitable for
insurers and offer hefty sales commissions.
Driven by rising premiums for Affordable Care Act Plans, interest in short-term insurance is growing, boosted by Trump
administration actions to ease Obama-era restrictions and possibly make federal subsidies available to consumers to purchase them.
That’s good news for brokers, who often see commissions on such policies hit 20 percent or more. On a policy costing
$200 a month, for example, that could translate to $40 payment each month. By contrast, ACA plan commissions, which
are often flat dollar amounts rather that a percentage of a premium, can range from zero to $20 per enrollee per month.
“Customers are paying less and I’m making more,” said Cindy Hotlzman, a broker in Woodstock, GA., who said she gets
20 percent on short-term plan commissions.
Large online brokers also are eagerly eyeing the market.
EHealth, one such firm, will “continue to shift our focus to selling short-term plans and non-ACA insurance packages,”
CEO Scott Flanders told investors in October. The firm saw an 18 percent annual jump in enrollment in short-term plans
this year, he added.
Insurers, too, see strong profits from plans because they generally pay out very little toward medical care when compared
with the more comprehensive ACA plans.
Still, some agents like Holtzman have mixed feelings about selling the plans, because they offer skimpier coverage than
ACA insurance. One 58-year-old client of Hotlzman’s wanted one, but he had health problems. She also learned his income qualified him for an ACA subsidy, which currently cannot be used to purchase short-term coverage.
“There’s no way I would considered a short-term plan for him, “she said. “I found him an ACA plan for $360 a month
with a reduced deductible.” (A federal district court judge in Texas issued a ruling Dec. 14 striking down the ACA, which
would among other things impact the requirements of ACA coverage and subsidies. The decision is expected to face appeal.)
Short-term plans can be far less expensive that ACA plans because they set annual or lifetime payment limits. Most exclude people with medical conditions, they often don’t cover prescription drugs, and policies exclude in fine print some
conditions or treatments. Injuries sustained in school sports programs, for example, often are not covered. (These plans
can be purchased at any time throughout the year, which is different than plans sold through the federal marketplaces.
The open enrollment period for those ACA plans in most states ended Dec. 15.)
Consequently, insurers providing short-term plans don’t have to pay as many medical bills, so they have more money left
over for profits. In forms filed with state regulators, Independence American Insurance Co. in Ohio shows it expects 60
percent of its premium revenue to be spent on its enrollees’ medical care. The remaining 40 percent can go to profits,
executive salaries, marketing and commissions.
A 2016 report from the National Association of Insurance Commissioners showed that, on average, short-term plans paid
out about 67 percent of their earnings on medical care.
That compares with ACA plans, which are required under law to spend at least 80 percent of premium revenue on medical claims.
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(continued)
Short-term plans have long been sold mainly as a stopgap measure for people between jobs or school coverage. While
exact figures are not available, brokers say interest dropped when the ACA took effect in 2014 because many people got
subsidies to buy ACA plans and having a short-term plan did not exempt consumers from the law’s penalty for not carrying insurance.
But this year it ticked up again after Congress eliminated the penalty for 2019 coverage. At the same time, the premiums
for ACA plans rose on average more than 30 percent.
“If I don’t want someone to walk out of the office with nothing at all because of cost, that’s when I will bring up shortterm plans, “said Kelly Rector, president of Denny & Associates, an insurance sales brokerage in O’Fallon, a suburb of
St. Louis. “But I don’t love the plans because of the risk.”
The Obama administration limited short-term plans to 90-day increments to reduce the number of younger or healthier
people who would leave the ACA market. That rule, the Trump administration complained, forced people to reapply every few months and risk rejection by insurers if their health had declined.
This summer, the administration finalized new rules allowing insurers to offer short-term plans for up to 12 months- and
gave them the option to allow renewals for up to three years. States can be more restrictive or even bar such plans altogether.
Administration officials estimate short-term plans could be half the cost of the more comprehensive ACA insurance and
draw 600,000 people to enroll in 2019, with 100,000 to 200,000 of those dropping ACA coverage to do so.
Granting subsidies for short-term plans “would mean tax dollars are not only subsidizing commissions, but also executive
salaries and marketing budgets,” said Sabrina Corlette of Georgetown University Center on Health Insurance Reforms.
No state has yet applied to do that.
For now, brokers are focusing on getting their clients into some kind of coverage for next year. Commissions on both
ACA and short-term plans are getting their attention.
After several years of declining commissions for ACA plans – with some carriers cutting them altogether a couple of
years ago – brokers say they are seeing a bit of a rebound.
Among Colorado ACA Insurers, “it’s gone from about $14 to $16 per enrollee (a month) to $16 to $18”, said Louise Norris, a health policy writer and co-owner of an insurance brokerage.
Rector, in Missouri, said an insurer that last year paid no commissions has reinstated them for 2019 coverage. For her,
that doesn’t really matter, she said because once carriers started reducing or eliminating commissions, she began charging
clients a flat rate to enroll.
Norris noted that some states changed their laws so brokers could do just that.
At least one state, Connecticut, ruled that insurers had to pay a commission, which she thinks is protective for consumers.
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(continued)
“Insurance regulators need to step in and make sure brokers are getting paid,” said Norris, or some brokers, “out of necessity,” might steer people to higher-commission products, such as short-term plans, that night not be the best answer for
their clients.
Her agency does not sell short-term or some other types of limited–benefit plans.
“I don’t want to have a client come back and say I’ve had a heart attack and have all these unpaid bills,” she said.
By Julie Appleby – Kaiser Health News
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Apple’s Mail app may be one of the few iOS apps users don’t immediately banish, but
there are alternatives:


Spark—My favorite, Spark understands productivity in a way few other email apps do,
giving a sense of clarity to your inbox even before you start jettisoning emails to the future or the trash.



AirMail—My runner-up, AirMail lets you customize everything from the appearance to
the swipes, snoozes and services and offers many syncing options.



Dispatch—Best for getting things done.



Outlook—Best for professionals.



CloudMagic—Best for minimalists.



Inbox—Best for Gmail.
Macworld
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The most important part of a presentation is the close. It’s where you either accomplish your objective, or you don’t. It’s so important that you should plan it and design it from the very beginning. The
objective and close should dictate the contents of the whole presentation.
The audience will remember best what they hear last. Write out the last 2 minutes of your presentation and memorize it. If you had just 2 minutes to tell someone the bottom line of your entire presentation, what would you say? That requires some planning and heavy thinking. Your entire presentation is
no better than the close. The worst possible close is one that just peters out with the comment, “Well
that’s about all I have. Are there any questions?”

Presentations Plus
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Be prepared to apply for LPRT:
What to know when applying for LPRT:


Applications will only be accepted online.



Anyone applying for Soaring Eagle or Golden Eagle no longer needs to provide Certification Form(s) showing the number of lives sold or income earned.



By submitting an application, you are certifying to the accuracy of your eligible
production and that you possess the necessary records to support your level of qualification.



All applications are subject to random audit and if selected, applicants must be able
to provide all supporting documents, such as commission statements, that verify the
income or production used as to the qualifying criteria.



Personal Producers and Agency Owners may qualify at any level either by income or
points.



Carrier Reps and Carrier Managers can now only qualify using the point method.



Criteria have been adjusted for those using income under the category of Agency
Management.



Lifetime Emeritus membership is only available to members who have qualified for
LPRT 10 or more years.



It is advisable that you review the points calculator so that you can gather all necessary documents to complete your application.
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You can apply starting February 2019.
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The East Texas Association
of Health Underwriters (ETAHU)
Invites you to become a Luncheon Sponsor



A full-page ad in our 8 time award winning
local newsletter the ETAHU Review
circulated electronically each month to all
80+ East Texas members & archived on our
website. (etahu.org)



5 minutes at the podium to pitch your company.



Table in meeting room to display your
marketing materials.



Distribution of your marketing materials to all
meeting attendees.



Verbal Recognition at the meeting, in meeting
agenda distributed to attendees & on website.



!

Contact Angie Pascual, ETAHU Sponsorship Chair to sign up!
Email angela_pascual1@uhc.com
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East Texas Association of Health Underwriters
LUNCHEON SPONSOR
Name ______________________________ Company Name ____________________________
Address ______________________________________________________________________
City ____________________________ State _______________ Zip _____________________
E-mail ________________________________________________________________________
Please provide a copy of the information you want on our website and in our newsletter.
AMOUNT DUE:

$125.00

Method of Payment _______Check Enclosed (Payable to ETAHU)
_______ Credit Card Charge my credit card in the amount of $________
(Circle one):

MasterCard

Visa

American Express

Discover

Cardholder Name _________________________________________________________
Card number
__________________________________________________________
VAL Code (3-4 digit code on card) ______________ Exp. Date _______________________
I authorize ETAHU to charge my credit card in the above amount. I understand that my
Billing statement will read “East Texas Health Underwriter’s”.
Signature _________________________________________________________________
YOU MAY REQUEST A CHANGE WITHIN 30 DAYS OF THE MEETING.
NO REFUNDS WILL BE ISSUED, YOU MAY RESCHEDULE.
Please mail this form with payment to:
ETAHU
PO Box 133214
Tyler, TX 75713-3214
Or e-mail to Jeff Sherrod, ETAHU Treasurer at jeff_sherrod@uhc.com
If you have any questions, please contact:
Angie Pascual, ETAHU’s Sponsorship Chair at angela_pascual1@uhc.com
Or call 936-637-3444
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East Texas Association
of Health Underwriters 2018-2019

President
President Elect
Treasurer
Secretary/ Hospitality

Chad Panepinto

469-406-9474

Cynthia Swanson 903-561-8484
Jeff Sherrod
Wendy Bratteli

Professional Development Cynthia Swanson

903-759-2471
903-570-5351
903-561-8484

chad.panepinto@allstate.com
Cynthia.swanson@hibbshallmark.com

jeff_sherrod@uhc.com
wendybratteli@sbcglobal.net
Cynthia.swanson@hibbshallmark.com

Newsletter/Communications/Awards
Professional Dev. Co-Chair D’Ann Miller

903-343-6647

Dann.Miller@hibbshallmark.com

903-581-0077

kbraly@threlkeld.com

903-561-8484

Brenda.Massey@hibbshallmark.com

Trustee

Website
Public Service

Kim Braly
Brenda Massey

TV/Radio Relations

Craig Smith

903-509-2292

csmith@arkassurance.com

Media Publications

Brenda Massey

903-561-8484

Brenda.Massey@hibbshallmark.com

Sponsorships

Angie Pascual

903-539-4405

Angela_pascual1@uhc.com

Membership/Retention Hennesey Terry

972-246-3843

hennesey.p.terry@metlife.com

Membership/Co Chair

Joe Sherman

972-404-2621

Legislation/HUPAC

Mary Ann Blair

903-939-6403

mblair@hbins.com

Legislation Co-Chair

Brittney Pitts

903-939-6458

BPitts@hbins.com

Sergeant at Arms

Mark Everett

903-509-8808

meverett@hbins.com

Immediate Past President Mary Ann Blair 903-939-6403
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JSherman@insxch.com
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