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December 2021 
ETAHU President’s Report 
 
As we approach the end of the year I am sure that a lot of you are reflecting on this past year and thinking 
about the upcoming year.  I am sure that everyone is also looking for to the Holidays and spending time 
with family and friends and having a break from hectic time of the 4th quarter.  It’s been a very different 
past 18 months with what has been going on in the world with COVID and it has changed the way we 
have had to do business.  Things just now seem to be getting back to some type of what we use to think 
of as normal and it’s great to be able to see people face to face again.  As we all reflect back on this year I 
am sure that a question a lot of people are asking is what could have we done different or you might be 
thinking about what you are going to do different this upcoming year.  Some might call it setting goals 
others might call it making New Year resolutions, are you one that every year you have goals and then 
after a few weeks they are forgotten about or do you stick them out and reach them? 

  

I found this article from Dale Carnegie a while back and wanted to share it with you about goal setting.  

  

Here are seven steps for effective goal setting: 

1. 1.      Pinpoint what is most important in your life. Goals must have a benefit for you in order to stay 
committed to them. Take time to examine your life and determine the areas that are most important for 
you to become the type of person you want to be. 

 
2.      Set a goal and write it down. Once you have examined your life, set goals in the most important are-
as that you want to grow or enhance. Is it becoming more involved in a charity or getting a business off 
the ground? It may be something totally different and that is OK as long as it has meaning and im-
portance to you. The key is to set a goal in an area of importance to you and write it down in clear and 
concise words. It should be quantifiable, for exam- ple: taking a position as a volunteer in a charity 
that requires you to commit to working 1 day a week or acquiring 8 customers for your new 
business within 3 months. 

 
(continued  next  page) 
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December 2021 
ETAHU President’s Report   (cont.) 

 

3.      Identify obstacles. Any goal is going to have obstacles, or it would not really be something worth work-
ing towards. Identify the challenges that may come up or stand in the way of you accomplishing your goal. 

4.      Make a plan. Now that you have a clear goal in mind, create a plan to give you a step-by-step map to ac-
complishing your goal. Keep the obstacles you identified in mind so that you can incorporate steps to over-
come those obstacles if they occur. 

5.      Set a timeline. Goals should have a timeline with a start and stop date. Setting a stop date will help you to 
stay motivated in accomplishing the goal. This helps to ensure that they are given importance and priority in 
your vision of what you want to accomplish. 

6.      Commit and block time. With your goal in place and plan to achieve it – ACT! It is imperative that you 
take action if you want to achieve your goals. Make sure you are consistently working toward your goal. This 
may be only 15 minutes a day once a week. Whatever it is, make sure you block the time on your calendar and 
treat it as an important event that you will not miss. 

7.      Get an accountability partner. Just like every professional athlete has a coach, most successful people 
have coaches or someone that holds them accountable to the goals they set. Think about who you have in your 
life that you could trust to hold you accountable to your goals. This should be someone that will check in with 
you at least once a week to see how your goal is coming, and if you did not follow through on your commit-
ment ask you why. This should be someone that can hold a mirror in front of your face and remind you that 
you made this goal to help you become the person you want to be. 

  

Make this year the year you accomplish what is important to you!  

  

I hope that everyone has a safe and Happy Holiday Season.  I look forward to seeing everyone next year at our January 
meeting, hope you will come join us 

Thanks! 
  
Joe Sherman 
ETAHU President 
2021-2022 
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            ETAHU  
                 CALENDAR OF EVENTS 2021– 2022 

        
 
                                                                 
 
December2021        
December 17, 2021   No formal meeting—we are looking at maybe a Happy hour. 
         
 

 
January 2022        
January 21, 2022   ETAHU Board Meeting — 10:30 at Hollytree 
     ETAHU —11:30—1:00 
     Location — Hollytree Country Club 
     Speaker:    Tonya Booth 
      Subject:      Ethics The NAHU Way 
     Course #:  3101     Provider #: 32408 
 
February 2022        
February 18, 2022   ETAHU Board Meeting — 10:30 at Hollytree 
     ETAHU —11:30—1:00 
     Location — Hollytree Country Club 
     Speaker:    TBD 
      Subject:      TBDTBD 
 
 

 
  

 
 
     
 
    Financial reports are available for review, contact the Association Treasurer 

 
 
   
 

 
 
 
 

ETAHU—Established October 15, 1989 
 

  
“Maybe Christmas doesn’t come from a store. Maybe Christmas...perhaps...means a little bit more.” - The 
Grinch—aka Dr. Seuss 
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Five Minutes With A Medicare Expert: Trends To Watch For In 2022 

  
With just a few weeks to go before the end of the year, many of your clients on Medicare or 
about to enroll in Medicare are thinking of what Medicare changes are likely to occur in 2022. 

InsuranceNewsNet spoke with Medicare expert Elie Harriett about what to expect from Medi-
care in 2022. Harriett is co-owner of Classic Insurance & Financial Services Co., which spe-
cializes in Medicare-related insurance. 

He works in three states -- Ohio, West Virginia, and Kentucky -- and although he cannot guar-
antee that everything will be the same in states like New York, California and Oregon and oth-
ers, he is pretty confident that much of it will be. 

This is what Harriett shared with us: 

InsuranceNewsNet: What are some of the positive trends we can expect in 2022? 

Elie Harriett: Seniors and Medicare patients have a lot of things to look forward to, including 
the following: 

• Extra benefits for Medicare Advantage have increased across the board. These include ben-
efits for items like comprehensive dental built into many plans at no additional premium 
and “flexible spending cards.” Some companies are giving the equivalent of a Visa card 
with a small balance on them that can be used for almost anything. And some have even 
taken the extraordinary step of including robotic companionship animals for seniors, and 
fitness trackers as high-end as an Apple watch at no or reduced costs to policyholders. 

• The insulin savings program instituted last year for prescription drugs has been very suc-
cessful, leading to more companies utilizing it and a longer list of prescriptions covered 
through it. 

• People are more aware than ever that they need to revisit their Medicare coverage for 2022 
as a result of all of the advertising that has taken place through different media outlets dur-
ing the Medicare Enrollment Period that is currently under way. 

• Older, frequently prescribed drugs continue to go generic. This has caused an overall de-
cline in the cost of drugs for consumers who are still being prescribed for those drugs. 

More Medicare Supplement plans [terminology is distinct: there is a difference between 
supplemental policies and Medicare supplements] are beginning to offer extra benefits 
to compete with the offerings provided by Medicare Advantage plans. Some of these 
benefits are fitness memberships, glasses and non-Medicare-approved vision coverage, 
and some limited dental as well. There’s even one Medicare Supplement company that 
offers a hearing aid benefit to rival most Medicare Advantage plans. 

 

Continued next page 
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Five Minutes With A Medicare Expert: Trends To Watch For In 2022 

(continued) 

 INN: What are some of the not-so-positive developments that consumers should watch 
out for. 

Harriett: These include the following: 

• Annual maximum out-of-pocket costs are increasing on Medicare Advantage Plans, which 
is the main impetus for us recommending a change this year. 

• Ads seen on various media outlets are leading more people to call into call centers to make 
a fast change, often disregarding a trusted broker. Possible long-term consequences include 
not getting a full “fact-find” completed for health insurance. Personal brokers not only 
know their clients, they also know the questions to ask as they pertain to their clients’ cir-
cumstances from fact finding. For some, the costs that are the most important to an individ-
ual can be buried in an “evidence of coverage” that is 400+ pages long. 

• Costs for Medicare Part B will be taking a jump next year. Prices for Medicare Supple-
ments are set to do the same either this coming year or within a year. 

• Because of the ads they are seeing and hearing, more people are considering changing from 
a Medicare Supplement Plan for the wrong reason. 

Overall costs for prescription drugs have gone up, even as more generics are being add-
ed and more are classified as “brand” than ever before. 

 

INN: So what should consumers do right now to prepare for what’s ahead in 2022? 

Harriett: The most important thing is to have your coverage reviewed. And I don’t mean have 
a knowledgeable person just go over the annual notice of changes. I mean you should compare 
the coverage you are going to get next year with the coverage other companies are offering. 

Your 2021 plan could be the best insurance you ever had, but 2022 is a new year with new 
competition. Have a very critical eye on the medical benefits first, and all the extras second. 

Extra benefits, money back and free gifts don’t mean anything to a person who is staring 
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Selling & Deadlines 

 
     Salesmen know from experience that certain deadlines cause a buyer to 

buy. Here are a few to get a buyer moving: 

• The price goes up July 1. 

• This offer is good for fifteen days. 

• The option expires June 30. 

• Inventory subject to prior sale. 

• If you don’t end us more money, we will have to stop work. 

• If you don’t give me the order by June 1, I can’t deliver by June 30. 

• It will take 8 weeks to get it through our production plant. 

• Better place the order now to assure availability of long lead-time items. 

• The cargo ship leaves at 2:00 p.m. Do you want space on it? 

• If we don’t get your deposit tomorrow. We can’t hold it. 

          Give & Take 



 

 

Credit Score 

 

     It may be higher than ever before, but the average FICO score 
is 697 is still a good bit below the 750 you need to qualify for the 
best mortgage rates.  Try these tips to boost your number: 

• Your utilization ratio, the amount of your available credit used 
at any given time, represents almost a third of your score. Aim 
for below 30%, though the highest scores have ratios under 
10%. 

• Check your credit report. In a survey, 21% of consumers found 
errors. Get a free report at AnnualCreditReport.com. 

• Go automatic.  Even being 30 days late with one payment can 
hit your score. Scheduling bills online can help. 
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     CAA Benefits Alert: 2021 Appropriations Bill Adds 
New ERISA Disclosure Requirements for Health Plan 

Brokers and Consultants 

 
The Consolidated Appropriations Act, 2021 (CAA) includes rules requiring brokers and consultants to disclose 
compensation that those service providers receive to steer health plan sponsors to certain insurance carriers, 
benefits administrators, and other vendors. These new comprehensive disclosure rules add a layer of transpar-
ency to what has otherwise been a gray area for many employer plan sponsors and are more comprehensive 
than limited disclosures in effect December 29, 2020, on the Form 5500.    

Background 

ERISA’s prohibited transaction rules limit the types of transactions a plan can enter into with “parties 
in interest,” including persons providing services to the plan. The service provider exemption (section 
408(b)(2) of ERISA) to the prohibited transaction rules permits a plan to pay reasonable compensation 
to a party in interest providing necessary services for the plan. Beginning in mid-2012, Department of 
Labor (DOL) regulations required certain service providers to disclose information about their compen-
sation to a covered retirement plan’s fiduciary to enable the fiduciary to determine whether the arrange-
ment is “reasonable.” The DOL regulations reserved a section for welfare plan disclosures that were 
originally proposed by the DOL but not included in the final 2012 rules applicable to retirement plans, 
and regulators have long indicated that fee disclosure for welfare plans is a priority. The CAA amends 
the section 408(b)(2) statutory exemption to impose compensation disclosure requirements on health 
plan service providers that are similar to the requirements applicable to retirement plan service provid-
ers. 

New ERISA Disclosure Requirements 
The CAA changes the service provider prohibited transaction exemption to add disclosure requirements specif-
ic to ERISA group health plans. Once these new rules take effect, no contract or arrangement for brokerage or 
consulting services is considered reasonable unless certain disclosure requirements are met. 

The new rules apply to any service provider that reasonably expects to receive $1,000 (adjusted for inflation) 
or more in direct or indirect compensation for: 

• Brokerage services provided to an ERISA-covered group health plan with respect to the selection of health 
insurance products (including vision and dental), recordkeeping services, medical management vendor, 
benefits administration, stop-loss insurance, pharmacy benefit management services, wellness services, 
transparency tools and vendors, group purchasing organization preferred vendor panels, disease manage-
ment vendors and products, compliance services, employee assistance programs, or third party administra-
tion services, or 

• Consulting services related to the development or implementation of plan design, insurance selec-
tion (including vision and dental), record- keeping, medical management, benefits administration selec-
tion, stop-loss insurance, pharmacy benefit management services, wellness design and management 
services, transparency tools, group purchasing organization agreements and services, participation in 
and services from preferred vendor panels, disease management, compliance services, employee assis-
tance programs, or third party administration services for an ERISA-covered group health plan. 

   

Continued 
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     CAA Benefits Alert: 2021 Appropriations Bill Adds 
New ERISA Disclosure Requirements for Health Plan 

Brokers and Consultants 

 
The $1,000 compensation threshold includes amounts paid to a service provider’s affiliate or subcontractor. 
Note that this threshold is much lower than the $5,000 threshold required by the Form 5500’s Schedule C. 
“Compensation” includes both cash and non-monetary compensation valued at more than $250 (adjusted for 
inflation) paid, in the aggregate, during the term of the arrangement. 

Similar to the disclosure rules applicable to retirement plan service providers, these rules require a covered ser-
vice provider to disclose, in writing, the following information to the group health plan fiduciary: 

• A description of the services to be provided to the covered plan pursuant to the contract or arrangement. 

• If applicable, a statement that the service provider (or an affiliate or subcontractor) will provide, or reason-
ably expects to provide, fiduciary services to the covered plan. 

• A description of all direct compensation the service provider (or an affiliate or subcontractor) reasonably 
expects to receive in connection with the provision of services. 

• With respect to indirect compensation, a description of all indirect compensation the service provider (or 
an affiliate or subcontractor) reasonably expects to receive in connection with the provision of services 
(including incentives paid to a brokerage firm not solely related to the contract with the covered plan), a 
description of the arrangement between the payer of the indirect compensation and the recipient service 
provider; a description of the services for which the indirect compensation is received, and the identity of 
the payer of the indirect compensation. 

• To the extent compensation is paid among a service provider, the service provider’s affiliate, or the service 
provider’s subcontractor on a transaction basis (such as commissions or finder’s fees), a description of any 
such arrangement and identification of the payers and recipients of such compensation (including the status 
of a payer or recipient as an affiliate or a subcontractor). 

• A description of any compensation that the service provider (or an affiliate or subcontractor) reasonably 
expects to receive in connection with termination of the contract or arrangement, and how any prepaid 
amounts will be calculated and refunded upon such termination. 

A description of the manner in which any direct or indirect compensation will be received by the ser-
vice provider (or an affiliate or subcontractor). 

This information must be disclosed to the responsible plan fiduciary before the contract or arrangement is en-
tered into, extended, or renewed. In addition, the service provider has an affirmative obligation to notify the 
plan fiduciary of any change to the above required disclosures as soon as practicable, but generally not later 
than 60 days from the date the service provider is informed of the change. The service provider must also pro-
vide other compensation information requested by the plan fiduciary in order for the plan to comply with its 
annual Form 5500 reporting and disclosure requirements. 

As is the case under the retirement plan disclosure regulations, a health plan fiduciary that meets certain re-
quirements would still satisfy the prohibited transaction exemption if the plan fiduciary relied in good faith on 
a service provider’s disclosures that later turned out to be incomplete or inaccurate. In such a case, the plan 
fiduciary must take reasonable steps to obtain the missing or incorrect information upon discovery, must in-
form the DOL, and must consider whether to terminate or continue the arrangement if the service provider 
fails to comply with a request for information within 90 days. These disclosure rules apply to any contract executed on 
or after December 27, 2021 (one year after enactment)  
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Pharmaceutical Facts, Policy  
and the Market Today 

 
About the Course 
The Pharmaceutical Facts, Policy and The Market Today course has been developed by NAHU to educate, explain, 
and discuss the many parts of prescription drugs and their impact on America's health care and health benefits. This 
course will explore the interaction between stakeholders, clinical and economic positives, obstacles that affect those 
that profit, and population that rely on prescription drugs. Attendees will gain a foundation of the industry, role of 
prescription drugs as a means of providing medical treatment, payment of those benefits and predictions for the fu-
ture. 
 

Course Highlights 

Online Cost 

The cost of the Pharmaceutical Facts, Policy and The Market Today course is $191 for members and $298 for non-
members (refund policy and privacy policy), which includes online instruction in three one-hour webinar modules, a 
final exam and continuing education credits. 
 

Online Format 
The first instruction of the Pharmaceutical Facts, Policy and the Market Today Course will be provided in a 
live virtual setting instructed by David Mordo on Wednesday, January 12, from 1-4 p.m. Eastern.  
 

Have Questions? 

• The Evolution of Drug Regulations: A focus on the evolution of drugs, regulations, the industry's power in setting the table 
for how new drugs enter the market, and how pricing works. 

• The Modern Drug Market: How the supply chain is for and against consumers and payers, and the role that insurers and 
self-funded plans have in the payment of medication. 

• The "Secrets" of Prescription Drug Costs: A look inside health care spending and what we expect the near-term future to 
look like in terms of plan design and payment. 

Continuing Education Credits 
The Pharmaceutical Facts, Policy and the Market Today course has been filed for continuing education credits in all 50 states.

Contact Student Services with questions or comments at 844-257-0990 or professionaldevelopment@nahu.org. 

http://nahu.org/professional-development/refund-policy
http://nahu.org/media/5610/privacy-policy-2020.pdf
mailto:professionaldevelopment@nahu.org


 

 

 

 A full-page ad in our 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.  
 
 ! 

The East Texas Association  
of Health Underwriters (ETAHU) 

 

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 Angela Bridges, ETAHU Treasurer at abridges@higginbotham.net 
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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of Health Underwriters 2021-2022 
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President        Joe Sherman  972-404-2621      JSherman@insxch.com 
 
President Elect     Gene Bentley  903-842-4315       gene@customizedbenefitplans.com 
 
Treasurer     Angela  Bridges 903-434-4705       ABRIDGES@higginbotham.net  
 
Secretary/ Hospitality     Wendy Bratteli     903-570-5351     wendy@brattelibenefitconsulting.com 
 
Professional Development Paula Johnson  972-404-2623     pjohnson@insxch.com 
  
Website     Beau Bentley 903-842-4315       beau@customizedbenefitplans.com 
 
Public Service   Brenda Massey    903-561-8484      Brenda.Massey@hibbshallmark.com 
 
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  Joe Sherman  972-404-2621      JSherman@insxch.com 
 
Retention   D’Ann Miller  903-561-8484      Dann. Miller@hibbshallmark.com 
 
Legislation/HUPAC Mary Ann Blair 903-939-6403      mblair@hbins.com 
 
Sergeant at Arms   Mark Everett 903-509-8808      meverett@hbins.com 
 
Newsletter   Cynthia Swanson 903-521-8106      cswanson2240@yahoo.com 
 
  

mailto:rhuber1@metlife.com
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