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 According to Edison Healthcare, 30% of 
cancers, 40% of stents, and 60% of bypass surgeries 
are misdiagnosed.1  In a study of patients seeking 
second opinions from the Mayo Clinic, researchers 
found that only 12 percent were correctly diagnosed 
by their primary care providers. More than 20 
percent had been misdiagnosed, while 66 percent 
required some changes to their initial diagnoses.2  

How do we �x health care? I propose common 
sense.  Let’s measure twice (accurate diagnoses) and 
cut once.  Let’s treat the problem, not the symptom.
 �is newsletter is aimed at helping employ-
ers of all sizes learn things that they can do to help 
reign in costs while simultaneously driving recruit-
ing and retention in a very tight labor market.   
 We’ll shine a light on the problem, give you 
insight and key executables to make your next 
insurance renewal your best one in years.  �e cards 
are stacked against you and in order to win you have 
to change the rules of the game.  According to the 
2019 benchmark KFF Employer Health Bene�ts 
Survey, published on September, 25, 2019, annual 
family premiums for employer-sponsored health 
insurance rose 5% to average $20,576 this year.  
Average annual deductibles now at $1,655, double 
the average of a decade ago.  Fifty-eight percent of 
employees have less than $1,000 to pay 
out-of-pocket expenses associated with an unex

he picture to the right is a visual of money 
that is hemorrhaging from your 
bottom-line.
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 pected serious illness or accident.3  �at leaves most 
Americans upside down!  Health care represents a 
serious challenge for businesses of all sizes.  �ere 
are two options: Keep doing what you’ve been 
doing, or change.
 �e annual cost of family coverage now 
exceeds the cost of a new car!
 So where has the practice of cost shifting – 
increasing co-pays, deductibles, et., while keeping 
premiums at bay – gotten us?  At time of press, 
Oxford just released their small group rates for Q1, 
2020.  In New York City, Long Island and West-
chester, rates in 2020 range from just over $6,400 to 
$17,373 for an individual plan and $18,268 to 
$49,514 for family coverage – for an insurance 
policy! 

1 https://edisonhealthcare.com
2 https://newsnetwork.mayoclinic.org/discussion/mayo-clinic-researchers-demonstrate-value-of-second-opinions/
3  The 2018 A�ac WorkForces Report is the eighth annual study examining bene�ts trends and attitudes. Conducted by Lightspeed, the study captured responses from 2,000 
employees across the United States in various industries. Visit A�acWorkForcesReport.com.

Deductible

Primary Physician Copay
Specialist Copay

    (Includes deductible, Copays)
Lifetime Maximum
Diagnostic X-Ray and Lab
Inpatient Hospitalization
Outpatient Surgery Facility
Emergency Room

Mental Health In-Patient
Mental Health Out-Patient
Substance Abuse In-Patient
Substance Abuse Out-Patient

Prescription Drugs 
   Prescription Deductible
   Retail (up to 30 days)
   Mail Order (up to 90 days)
Referrals Required

Dependents Definition

Monthly Rates
   Employee 36 29
   Employee & Spouse 5 6
   Employee & Child(ren) 3 1
   Family 4 11
Total Employees
Monthly Premium

HEALTH PLAN RENEWAL
Medical Plan Design and Cost Comparison

Annual Combined Premium

Coinsurance Benefit Percentage

$524.47
$1,101.39
$917.83

$1,599.64

$40,332

No

Age 26

$30,834

$482.16
$1,012.54
$843.79

$1,470.60

2.5x
No

Age 26

$300/d; 5 day max after ded
$0 after ded

$300 after ded

Freedom HSA
In-Network

$2,850

$15/$35/$75

Included

10% after ded
10% after ded

10% after ded
10% after ded

$4,000
$8,000

$300/d; 5 day max after ded
$50 after ded

Medical Deductible

Liberty HSA

$2,850
$5,700
100%

$30 after ded
$50 after ded

Unlimited Unlimited
$0 after ded

$300/d; 5 day max after ded
$300 after ded
$200 after ded

2.5x

10% after ded

Medical Deductible

In-Network

$35,332

$1,685.13

$552.50

Age 26

10% after ded

$5,700
90%

$200 after ded

$300/d; 5 day max after ded
$50 after ded

$12,700
Included

2.5x

$300/d; 5 day max after ded
$50 after ded

$300/d; 5 day max after ded
$50 after ded

$12,700
Included

Unlimited

$6,350

Oxford Renewal
Freedom HSA

In-Network

$2,850
$5,700

90%
10% after ded
10% after ded

$4,000
$8,000

Included
Unlimited

10% after ded
10% after ded
10% after ded
10% after ded

10% after ded
10% after ded

Liberty HSA

$966.88
$1,160.25

Medical Deductible Medical Deductible
$15/$35/$75

2.5x

95

Benefit Summary
Oxford Current

$853,993

No

In-Network

$2,850
$5,700
100%

$30 after ded
$50 after ded

$6,350

$15/$35/$75

10% after ded

10% after ded
10% after ded
10% after ded

No

10% after ded

$1,847.20

$46,574

$982,873

$128,880

15.09%

    Annual Deductible Individual
    Annual Deductible Family

Out-of-Pocket Limit Individual
Out-of-Pocket Limit Family

$ Change from Current Costs

% Change from Current Costs

Age 26

$605.64
$1,271.84
$1,059.87

$15/$35/$75

10% after ded



Get Sensible
 

 Isn’t it time to do something di�erent?  At 
Sensible Bene�ts, we align our interests with our 
clients’ interests and o�er a performance-based 
compensation option.  In other words, our fee is 
based on outcomes, not activity.
 Part of the reason that our health insurance 
rates are soaring is mis-aligned interests.
MIS-ALIGNED INTERESTS - Have you taken 
a look at the stock charts for insurance carriers and 
big box insurance brokers going back to 2000, or 
2010, when Obamacare was �rst introduced?  
Would it surprise you to learn that their stocks are 
up hundreds – and in some cases – thou-
sands-of-percent over that period?  How is it that 
the very same companies that are raising our rates 
by double-digit increases, (because they say that our 
business is losing them money) are booking record 
pro�ts year-over-year?  �e answer is rather obvi-
ous: they are gaming us! Every time our rates 
increase, so too does the insurance carrier’s pro�t 
and the broker’s commission.

FOLLOW THE MONEY

 �ere is only one question that 
you need to ask your broker: Are my 
rates increasing or decreasing? 

 �ere is no such thing as a one-size-�ts-all 
strategy.  With that said, here are a few things that 
are worth exploring:

Small Employer Strategies
 Contrary to popular belief, small employers 
have options.  We’ll compare and contrast strategies 
and zero-in on alternative solutions that may 
include self-insurance, HRA/HSA optimization, 
and captive arrangements.

 It almost always makes sense 
to self-insure.  Realized savings 
drop directly to the bottom-line.

Large Employer Strategies
 I dislike the term “self-insurance” or 
“self-funding”, because it carries a negative conno-
tation.  It sounds riskier than being “fully insured”, 
when the reverse is true.  Here’s why:  In a fully 
insured plan, we prepay an insurance carrier (premi-
um), for a contingent liability.  In other words, we 
may or may not incur claims, but either way we are 
paying a hefty sum to cover those potential losses.  
If we have a bad claims experience in any given year 
we’ll be rewarded with a steep renewal increase by 
our insurance carrier.  And – here is the kicker – we 
don’t know the cost of anything!  So, we can also 
have a year with low claims and still get an increase.  
We’re �ying blind.
 In a self-funded plan, we can manage the 
supply chain of health care.  �at said, it’s not 
simply enough to be self-funded, you have to zero 
in on the best providers.  �is is our area of expertise 
and a focus here, at Sensible Bene�ts.  Who are the 
best providers to help reduce the frequency and 
severity of claims?  We travel the country meeting 
with our mastermind partners and vet all vendors 
for the exclusive bene�t of our clients.

www.sensiblebene�ts.com              (212) 858-0070          October 2019

Current Health Insurance      
        Premium:           $10M

Proposed Insurance        
Premium Increase:               15%
Broker Negotiates    

“Less-Bad” Increase:                 7%
New Insurance Premium:       $10.7M

Insurance Carrier Revenue/         
Your Cost Increase:          $700K

Broker Commission Increase:            $28K
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Enterprise Employer Strategies
 We partner with an exclusive provider to 
o�er a solution that evacuates risk from the balance 
sheet.  Imagine being able to provide a 100% cover-
age solution for your employees at zero cost to your 
business.  
 Let’s say you spend $500M per year on 
health insurance and trade at 20X earnings.  Our 
solution reduces your health insurance expense by 
$25M.  Do the math.  $25M x 20 = $500M dollars 
– in newfound market cap – per year!
 �is frictionless, non-disruptive, bolt-on 
solution has been out there serving organizations 
for over 17 years.

Check �e Comps
 

 I don’t know about you, but HGTV runs 
24/7 in my house.  My wife is on a �rst-name basis 
with Chip and Joanna, the biggest thing to hit 
Waco, Texas, since – well – ever, and the Property 
Brothers, Drew and Jonathan.  And if like me, you 
are dwelling in the vicinity of the �at screen radiat-
ing these productions that are on a seemingly 
endless loop of house hunting and �xer-upper bliss, 
you know that when buying a house, comps (com-
parables) are important.  You check to see what 
comparable homes have sold for in the neighbor-
hood to better gauge the value and price that you 
might list your home for, or make an o�er on a 
home that you are thinking of purchasing.  Of 
course, that makes sense.  So, why don’t we do that 
with health insurance? 
 I know that your broker spreadsheets di�er-
ent plan options for you to look at, but what else is 
he/she doing for you?  Is that it?
 Have you ever done an Rx spend compari-
son to see how much you are spending now vs. how 
much you can save with an alternative strategy?
 Imagine that you are shopping for a home 
down in Waco, TX, and that you check the comps 
and see that the average price for a 4BR/3BTH is 
$300K.  But now, knowing Chip and Joanna you

�nd a 4BR/3BTH home that you can buy for $25K, 
and with a $225K renovation budget end up with a 
home that has a value of $325K.  It‘s not a status 
quo solution, but it’s one that is out there if you are 
in the know.
 �ese opportunities exist in your business’ 
largest expense, second only to payroll.

�is Renewal, 
Do Something Di�erent

 For the �rst time ever, you will have Sensible 
Bene�ts actively manage the supply chain of health 
care on your behalf.  We don’t expect you to replace 
your broker’s services, with our services.  Let them 
continue managing the day-to-day business of 
helping with additions, deletions, getting ID cards 
issued, etc.  Our job is to �nd and release trapped 
capital in your P&L and infuse cash directly into 
your bottom-line.
 From a negotiation’s standpoint, you win.  
Just asking your broker for data will launch them 
into scramble mode.  �ey are guaranteed to roll up 
their sleeves and pound your incumbent carrier for 
the best renewal possible.  You may think they do 
this for you now, but you’d be surprised at what a 
little incentive can do (see Page 2).

Here is what to ask for: Full pharmacy claims 
report to include Full NDC and GCN codes.  
(Pharmacy DUR run report)

Here is what we’ll do: We’ll run a complimentary 
analysis for you to show you exactly how much 
money you’re leaving on the table.

No Risk: �ere’s no risk to engage us.  Our com-
mitment is to deliver savings, along with better 
health care outcomes.

Email your request to: 
solutions@sensiblebene�ts.com
Subject line: Rx Analysis
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Ray Kober worked in numerous industries prior 
to embarking on an insurance career with A�ac 
in 2001.  Ever the entrepreneur, he worked in 
the trenches as an independent, and rose up 
through the ranks of management to run sales 
in Westchester County.  In 2015, Sensible 
Bene�ts was born out of requests from Ray’s 
clients to help with health insurance and other 
employee bene�ts needs.  In 2018, Sensible 
Bene�ts was vetted and admitted to the Next-
Gen Bene�ts Advisory Mastermind, a group of 
health insurance broker/consultants, who are 
committed to breaking the status quo in health 
care.  Ray is an advisory board member for 
C-Suite Network and HERO Club - C-Suite 
Network is the largest network for C-Suite 
executives in the world, with over 350,000 
members and HERO Club is an exclusive 
invitation-only club for founders and CEOs.  
Ray has been happily married for 28 years to his 
college sweetheart, Maria, and is father to two 
wonderful children, Raymond III and Alexa.  
He has a passion for family, friends, and enjoys 
traveling to experience other cultures.  

Ray is a NYS licensed insurance professional.

Our Why
 We work exclusively in the B2B space and 
are committed to breaking the status quo in health 
care in order to improve people’s lives.  Decreased 
exposure and less money spent on health care 
means that we can have a direct, positive impact on 
the lives of everyone that we touch.
 We know that when we do our job, there is 
more money to go around for things, such as pay 
increases and bonuses.  �is leads to lower stress 
levels and a better quality of life for our clients.  
We’re in it to make a di�erence.  It’s why we do 
what we do.

�e Cost Of Inaction
 �e cost of health care is quickly approach-
ing $4 Trillion Dollars!  As a business leader, you 
are in a unique position to be a catalyst for change.  
Most Americans get their insurance though their 
employer, and so it would seem to be a logical place 
to start if we are going to �x this problem.  
 How does health care play a role in your 
mission?  How does recruiting and retention tie 
into your success?  What’s the cost of complacency?  
Six-�gure, seven-�gure savings or more compound-
ed over time is more common than you would 
think.
 Your employees are counting on you, and 
your business depends on you to get this right.
 It has been my pleasure lending you my 
expertise on this most important subject matter that 
a�ects us all.  I would appreciate any feedback that 
you’d like to share.  �e rising cost of health insur-
ance is a big problem, but you don’t have to tackle it 
on your own.  We provide solutions and are here to 
help.  If you have any questions, or we may be of 
service, please write me at: 
ray@sensiblebene�ts.com

Regards,

Ray Kober
Managing Director

To remain subscribed to this free publication:
Email: solutions@sensiblebene�ts.com
O�ce: 212-858-0070

ABOUT RAY KOBER

Performance-Based Consulting


