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Consumer-Driven Health Plan Timeline


	ACTIVITY
	TIMING

	Discovery
	

	Identify 2006 objectives

Discuss how the objectives fit into the corporate climate (paternal culture, union concerns)

Review expectations

Explore plan design issues (high deductible plan, HRA/HSA, Rx coinsurance, prevention coverage, disease management/health coaching)

Begin vendor RFP process
	February 1

	Vendor analysis,  selection, and modeling
	April 1

	Interview key stakeholders to gain insight (focus groups, management interviews)

Focus groups to identify areas of resistance so communications can be tailored to employees’ concerns

Identify leaders at key locations who understand and support the objectives
	April 1

	Development of Resources/Vendor Coordination
	

	Consider enhanced company website or “portal” (side-by-side comparisons, online worksheets)
	May – August

	Assess vendor’s resources and tools (treatment cost estimators, Rx pricing, preparing for doctor visits, quality of care, health risk assessments with or without health coaching)

Leverage vendor communication materials that will support your communication efforts
	May – June

	Consider a wellness program and implement if desired
	July – September

	Begin communicating enhanced website, tools, and resources (if available); general health care cost information, promoting the self-service concept
	July and ongoing

	Employee Education/Communication Planning
	

	Shift in entitlement mentality to employee responsibility, changing behaviors: 


I understand→I accept→I will            Typically takes 2-3 years

The communication strategy must:

· Have senior leadership and management buy-in to succeed

· Show the true cost of health care with examples of typical services (employees overestimate what they pay and underestimate what the employer pays)

· Demonstrate “line of sight” between medical plan costs, the company’s bottom line, and employee costs

· Engage employee in order to promote ownership (there’s no “insurance company” footing the bill; employees have a choice in how they spend their money)

· Clearly communicate how an HSA or HRA will work and how it will coordinate with an FSA

· Introduce tools and resources to help employees and their families to use the plan successfully

· Help employees understand how their behaviors are affecting plan costs (not getting preventive services, not following doctor’s orders)

· If changing carriers, explain transition issues
	May 1

	Communication Implementation
	

	Finalize communication plan:

· Announcement (email, letter, etc.)

· Training internal stakeholders

· Education of employees/participants (newsletters—using your health plans wisely, using client and vendor resources, etc. and a “how-to” enrollment guide for the CDH plan)

· Follow up
	May 1

	Develop preliminary materials
	July 1

	Test materials in employee/manager focus groups
	July 15

	Develop communications materials
	August – September

	Train HR staff, meeting leaders, and supervisors

· Presentations and scripts

· Plan summaries

· FAQs

· Meetings
	September 15

	Distribute announcement materials to employees
	October 1

	Hold employee meetings
	October 15

	Fine-tune communication plan for ongoing support/education

· Based on feedback during communication rollout

· Continue education (new hires, repeated messages for existing employees—a change of mindset takes time)

· Build on momentum rather than starting from scratch at Open Enrollment

· Avoid “the grapevine” (if you don’t supply the information, the grapevine will)

· Frequent repetition overcomes skepticism and resistance

· Highlight successes
	November


