
 

 

 

            
  

 
A Monthly Publication of the  Award Winning 

East Texas Association of Health Underwriters  

 

March 2022 

In This Issue  
   

 
 

 

 

Happy St. Patrick’s Day  

ETAHU Review 

 

 
 
 
 
  

April 8th, 2022 
Speaker: Carol Bailey 

Topic:  Why Do Drugs Cost 
So Much? 

Course#: 111682  Provider 
#: 32408 

2 Hour CE 
Note Date & Location 
Change more to come 

In This Issue    

 

2        President’s Report 
3    Calendar of Events 
4    March Speaker—Jack Hooper 
5        Website Sponsor—HealthFirst TPA 
6    Negotiating 
7    COVID 19 & DI 
8    Annual Pay Increase 
9-11   Broker Comp Disclosure 
12      DVS 
13      LPRT 
14-15 NAHU’s Legislative Priorities  
16-17 Sponsorships 
18      ETAHU Board 2021-2022 
    
 



 

 

  

2021-2022 ETAHU 

Be Connected.  Be Heard.  Be Informed. 

  

 

March 2022 
 
 I know with the weather right now it sure doesn’t feel like Spring, but don’t forget to move 
your clocks forward on Sunday March 13.  Spring is almost here and before long everyone 
will be thinking about 4th Quarter again.  How many of you actually have mid-year reviews 
with your clients to get a gauge on how things are working for them or what changes they 
might be thinking about come renewal?  There is nothing worse than waiting for a group’s 
renewal to come out and then reaching out to find out they have been talking to another bro-
ker for the last several months. We have seen a lot of mergers with not only agencies but 
with groups as well the last 18 months.  Don’t make the mistake of thinking that no one else 
is reaching out to your groups and trying to win the business.  

  

Even on your smaller groups I would recommend at least a quarterly call to group to 
make sure that everything is going smoothly.  During this call you might just remind 
them about all the services that you provide them, such as terms and additions of 
employees.  Ask them how their health plan is working and if they were going to 
make any changes what those changes would be, so that you can be prepared 
when it is renewal time.  This is also a great time to be cross selling your clients on 
other products and services that you offer.  It seems every month at our ETAHU 
meeting we are learning about different ideas or products that you can use to in-
crease your sales.  Don’t be someone that leaves this type of information that you 
learn and doesn’t think about what client it might be a good fit for………….if you do 
this someone else is going to reach out to your client and talk about it.  A lot of busi-
ness is won just because someone else brought a new idea to a client, even if they 
didn’t put it into place.  It’s because it was something they hadn’t heard yet and it 
was a fresh idea…….just like Spring.  
 
 
  

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

    
 
 
 
 
March 2022        
March 18, 2022   ETAHU Board Meeting — 10:30 at Hollytree 
     ETAHU —11:30—1:00 
     Location — Hollytree Country Club 
     Speaker:   Jack Hooper 
      Subject:     ICHRA:  Is It A Good Fit For My Clients? 
     Course #: 123291  Provider #:  32408 1 Hour CE 
 
April 2022        
April 8, 2022    ETAHU Board Meeting — 10:30 
     ETAHU —11:30—2:00 
     Location — Location Change—Hibbs Hallmark  
     Speaker:    Carol Bailey 
      Subject:      Why Do Drugs Cost So Much? 
     Course #: 111682  Provider #:  32408 2 Hour CE 
 
May 2022        
May 20, 2022    ETAHU Board Meeting — TDB 
     ETAHU —11:30—1:00 
     Location — Hollytree Country Club 
     Speaker:    TBD 
      Subject:      TBD 
 
 
 

 
 
     
 
    Financial reports are available for review, contact the Association Treasure 
 
 

ETAHU—Established October 15, 1989 
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Jack Hooper, Founder & CEO 
   Jack is the co-founder and CEO of health tech startup Take Command. The com-
pany offers an end-to-end HRA platform solution for employers adopting the new 
individual coverage reimbursement model of employee benefits. It recently raised 
a $12M Series A and celebrated its best year yet, with 400% increases in signups 
over last year. 
   Prior to co-founding Take Command in 2014, Jack was a strategy consultant at 
the Boston Consulting Group and an intelligence officer for the FBI and CIA. He 
twice received an innovation award from the Director of the FBI and was awarded 
for distinguished service overseas by the Director of the CIA. He earned his MBA 
from the Wharton School of Business where he focused on entrepreneurial man-
agement. 
   Jack’s practical insurance advice has been featured in The New York Times, the 
Wall Street Journal, BenefitsPro, Bloomberg, Employee Benefit Adviser, and 
more. An outspoken champion and recognized thought-leader for consumer-driven 
healthcare, Jack currently serves as the Chairman of the HRA Council. His motto? 
“Health insurance was never meant to be this complicated.” 
   A Dallas native and a proud Aggie, Jack shamelessly cracks dad jokes, is a father 
of three boys, and a tech junkie (ask him about the robot he bought for his wife that 
was supposed to cook dinner).  
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HealthFirst is proud to sponsor 
ETAHU and our local brokers. 
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Negotiating  
 

     Many buyers and sellers have second thoughts as an agreement 
gets close to being final.  The ideal period between agreeing to a 
deal and closing it is zero time.  But often, delays are caused by such 
things as title searches, contractual details, and any number of 
things. 

     If you expect an opponent who has finally agreed to something to 
wrap up all of these details, you are at his or her mercy concerning 
time.  The longer your opponents take to wrap up details, the greater 
the chances that they may change their minds about the deal.  This 
means that you must always volunteer to take care of details.  Do the 
boilerplate.  Run those approvals through.  Pull together the presen-
tation, and fill in everywhere else involved. 

          Negotiator’s Factomatic 
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COVID-19 Fueled Greater Interest In Long-Term DI, 
Survey Shows 

 

The COVID-19 pandemic apparently fueled an interested in long-term disability insurance, according to a sur-
vey by DI insurtech Breeze. 

Average monthly benefits and annual premiums for long-term disability insurance increased more than 20% in 
2021 compared to the previous year. 

The results of the Breeze survey found consumers seeking much more disability coverage (23% increase year-
over-year), and concluded it was likely pandemic-related. 

“After seeing the COVID-19 pandemic cause unimaginable devastation in 2020,” the report said, “consumers 
were more aware than ever before of the possibility of a sudden injury or illness that can upend everyday life 
and leave them financially vulnerable.” 

Life insurers have reported similar findings. 

“We theorize the pandemic is behind the increase,” said Mike Brown, director of communications for Breeze. 
“Two years in and it seems as though it played a part in people looking for more coverage. It caused people to 
realize it could happen to them and they need to protect their financial interests.” 

Brown said the Breeze survey may be the most robust long-term DI pricing data available because it’s based 
on real quotes over a two-year span from consumers of all different backgrounds. In 2020, the average annual 
premium for long term disability insurance was $1,084 (or $90.33 monthly). Comparatively, the annual premi-
um jumped to $1,297 in 2021 (or $108.11 monthly). 

The Breeze survey correlated with data showing only 14% of Americans own disability insurance compared 
with 54% who own life insurance. Consumer awareness of disability insurance is lacking, the report said, as 
more consumers believe that workers’ compensation or Social Security will protect them, despite statistics 
showing two-thirds of disabling accidents happen off the job. 

The survey breakdown of age and gender showed several diverging factors in coverage and premiums. For ex-
ample, the average annual premium in 2021 for the 18-to-24 age group was $451. For the 45-to-54 cohort, it 
was $1,800. 

In both 2020 and 2021, the average annual premium for women was higher than for men.  The report said this 
is because women are more likely than men are to suffer disabilities that impact their careers, such as breast 
cancer, autoimmune disorders and depression. Disability claims for women also typically last longer than 
those for men. Thirty-year-old women have a 57% chance of becoming disabled and only a 16% chance of dy-
ing before age 65, according to statistics. 

The report also found New Jersey, California, Nevada, and Hawaii had the highest average annual DI 
premium in the US (average $1,668). While Vermont, Nebraska and New Mexico had the lowest ($753). 

         InsuranceNews 
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     Who decreed that all employers shall grant annual pay 

increases?  Most businesses today can’t afford this mag-

nanimous move.  Be ready for the argument: “But we’ve 

always received an annual raise!” 

     This is no longer always.  Wage increases every twelve 

clicks of the calendar are not an entitlement or a birth-

right.  Merit increases are in—and automatic increases 

out.  Here’s your yardstick for considering increases:  Can 

the company afford it?  And that goes for the higher-ups 

as well as the rank and file.  Base increases on merit, in-

flation and what the business can  afford. 

         Save Your Business A Bundle 
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Broker Comp Disclosure ‘Will Change The Game,’ NAHU 

Members Told 

Compensation transparency will have a bigger impact on health insurance brokers over the 
next few years than the Affordable Care Act did, an insurance industry veteran told members 
of the National Association of Health Underwriters. 

Dan Meylan built four insurance firms from scratch and has five decades of business experi-
ence. He spoke to NAHU members during their 2022 Capitol Conference this week. 

“It’s not medicine that’s broken in America, it’s the business of medicine that’s broken,” 
Meylan said. He predicted transparency “will change the game dramatically over the next 10 
years." 

The Consolidated Appropriations Act of 2021 requires brokers and consultants who work in 
the health benefits field to disclose compensation from sources such as insurance carriers, in-
cluding commissions, fees, and non-cash compensation. The new regulations require disclo-
sure of direct and indirect payments to brokers that equal $1,000 or more, and disclosure of 
non-cash compensation that equals $250 or more. 

“Is this a problem or is it an opportunity? It’s an opportunity!” Meylan said. He noted that the 
ACA disrupted the health insurance world, “and when disruption happens, opportunity is just 
around the corner.” 

When change is on the horizon, Meylan said, three types of people emerge: disrupters, doubt-
ers and protectors. The disrupter knows something is broken and wants to fix it. The doubter 
knows something is broken but doesn’t know how to fix it. The protector knows something is 
broken but wants to keep everything the same as it was. 

Compensation disclosure will require several big shifts, Meylan said. 

• A shift from broker to consultant. 
• A shift to justifying your compensation. 
• A shift to selling your professional value and not selling a plan or policy. 
• A shift in the employer client’s perceptions and expectations. 
• A shift in the value of your time. 
• A shift in competitive strategies. 

 

“You will have to justify your compensation to your client,” he said. The client knows how 
much you make, so you have to justify your value.” 

 

(Continued next page) 
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Broker Comp Disclosure ‘Will Change The Game,’ NAHU 

Members Told 

(continued) 

 

Compensation disclosure also will require some shifts in the broker’s behavior, Meylan said. 
They include: 

• Adopting a fee-for-services mindset, even if you still take commissions. 
• Knowing your complete scope of services. 
• Using a consulting contract. 
• Knowing the value for your time on a per-hour and a per employee per month basis. 
• Adapting your business operating model. 
• Exploring performance-based compensation. 
• Making compensation disclosure an advantage over your competition. 
• Transitioning from salesmanship to leadership. 
•  
Brokers must determine how they will justify their value and how they will make these shifts, 
he noted. By adopting a fee-for-service mindset and approach, brokers will transition to be-
coming health care advisors. 

 

What You Need To Know About Disclosure 
Stacy Barrow, partner in the law firm Barrow Weatherhead Lent, gave a rundown on what 
agents and brokers need to know about the disclosure requirements. 

The requirements apply to contracts executed after Dec. 27, 2021, and apply to contracts or 
arrangements between plan sponsors (employers) and brokers or consultants involving group 
health plans. For example, he said, the requirements would apply to brokers who receive a 
commission on fully insured groups or consultants who receive fees from a third-party ad-
ministrator for self-insured groups. 

Brokers and consultants who receive at least $1,000 in fees or commissions – either directly 
or indirectly – for performing certain services for group health plans must disclose their com-
pensation to their clients. Barrow said this does not apply to exclusively fee-based work sub-
ject to a fee agreement where the payment is made director from the employer client’s gen-
eral assets. 

 

 

(continued) 
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Broker Comp Disclosure ‘Will Change The Game,’ NAHU 

Members Told 

(continued) 

Disclosures are required to include: 

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

2. Where applicable, a statement that the covered service provider will provide or reasonably 
expects to provide service directly to the covered plan as a fiduciary. 

3. A description of all direct compensation the covered service provider reasonably expects 
to receive in connection with services provided under the contract. 

4. A description of all compensation, including compensation from a vendor to a brokerage 
firm based on a structure of incentives not solely related to the contract with the covered 
plan. 

5. In addition, for any indirect compensation, the disclosure also must include a description 
of the arrangement between the payer and the covered service provider, identification of 
the services for which the indirect compensation will be received, and identification of the 
indirect compensation payer. 

Susan Rupe is managing editor for InsuranceNewsNet. She formerly served as communica-
tions director for an insurance agents' association and was an award-winning newspaper re-
porter and editor. Contact her at Susan.Rupe@innfeedback.com. Follow her on Twitter 
@INNsusan. 
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DVS 

 

     The concept of a Direct Value Statement (DVS) - or 

“elevator speech” - is one of the most important selling and 

relationship tools.  Yet many salespeople never master it.  A 

DVS succinctly and clearly defines what you do and how 

you do it to benefit your customers.  One pattern would be, 

“I help X do Y so that Z.” as in, I help children get more ex-

ercise so they live healthier lives.” Another pattern: “We as-

sist/help/serve customers in the Z industry to Y.  We do this 

by Z. Clients will to use or refer you only if they believe you 

can help.  So be sure that your DVS communicates solu-

tions.  And you must be able to deliver your DVS with ease 

and confidence, ideally as comfortably as telling someone 

your name. 

       Perfect Phrases for Sales Referrals 
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     Access, Choice, Affordability Among NAHU’s Legislative Priorities 

 

Preserving the employer tax exclusion topped the list of the National Association of Health 
Underwriters’ legislative priorities as its members visit Congress during today’s NAHU Capi-
tal Conference. 

In a briefing prior to the Congressional visits, NAHU’s government relations team outlined the 
association’s policy priorities. NAHU members aim to educate Congress on these priorities, as 
well as on the role of agents and brokers in serving the public. 

The policy priorities discussed include: 

Preserve the employer tax exclusion. NAHU believes eliminating the tax exclusion 
would be detrimental to the stability of the employer-sponsored health insurance market 
and would hurt middle-class Americans. Workers benefit most from the tax exclusion 
because it allows their employers to pay for all or part of their health insurance without 
those payments being considered taxable compensation. Repealing or capping the exclu-
sion would destabilize the risk profile in employer-sponsored plans for more than 175 
million workers and their dependents. 

 

Oppose Medicare for All. Medicare for All would remove most Americans’ current coverage, 
NAHU said, including those who have employer-sponsored insurance and those who already 
are on Medicare. NAHU also believes the cost of Medicare for All is not sustainable. It is esti-
mated at $32 trillion over 10 years, with an average tax increase of $24,000 per household, at a 
time when the financial viability of the current Medicare program already is in question. 
  

Employer affordability calculation. NAHU supports maintaining the current employer 
affordability calculation method under the Affordable Care Act. There are proposals to 
lower the employer affordability rate to 8.5% from its current rate of 9.6%. NAHU said 
lowering the affordability rate would increase the amount large employers are required 
to contribute to employer-sponsored plans at a time when many employers are strug-
gling to maintain coverage for their workers. Decreasing the affordability calculation 
would threaten the stability of the employer-sponsored market, NAHU contends. 

 

 

 

    

 

(Continued next page) 
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     Access, Choice, Affordability Among NAHU’s Legislative Priorities 

(continued) 

 

• Mental health parity. NAHU approves mental health parity but opposes penalties. The as-
sociation believes access to mental health providers is critical, but proposals to implement 
financial penalties on employers for noncompliance with mental health parity would in-
crease the cost of care while penalizing employers for network structures that are beyond 
their control. The penalties on employers would be passed on in the form of higher premi-
ums. NAHU is urging Congress to allow the mental health parity requirements that were 
put in place under the Consolidated Appropriations Act of 2021 to be implemented, studied 
and acted on to improve access to and affordability of mental health care, as well as to fo-
cus on the workforce shortage. 

  

• Extend the employer retention tax credit from the CARES Act. The employer retention 
tax credit is a credit against certain employer taxes for eligible employers who were impact-
ed by COVID-19. Many employers benefited from the employer retention tax credit by us-
ing those funds to maintain their employees on payroll while using the tax credit to contin-
ue to offer access to their group health plans. 

Susan Rupe is managing editor for InsuranceNewsNet. She formerly served as commu-
nications director for an insurance agents' association and was an award-winning news-
paper reporter and editor. Contact her at Susan.Rupe@innfeedback.com. Follow her on 
Twitter @INNsusan. 
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 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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East Texas Association  
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 
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