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In This Month's Issue:

:2. Minding Your Business

~1. Planting the SeedsI
I

When times are good, insur- You would think and reasonably
ance companies always stand to gain so, that with less coverage, premiums
the most. But during a soft economy or would be lower but logical thinking is
recession, such as the one we are in not tolerable in the health insurance in­
now, their profits suffer. dustry. Aetna raised their premiums

over 32% pre-new plan rollout.

The Shell Game Continues

What's in Store for 2010?

Empire Blue/Cross has fol­
lowed Aetna's lead by pulling most of
their existing plans and re-issuing them
with higher co-pays and less coverage.
Their best selling "Prism" plans,
which were known for affordable
monthly premiums and low co-pays has
been restructured with $50 and $60 of-

In 2010, it's business as usual fice co-pays and painfully high hospital
the insurance companies; higher co-pays of over $3,000 per admittance.

Planting the Seeds of Their
Own Destruction?

for

When the economy works
against them, insurance companies
look for any available means to save
money. The easiest victim is the
American consumer. Raising premi­
ums or cutting benefits of their policy­
holders is the easiest way to increase
their profits.

!3. Big News!
I
I
! 4. This month's Special Deals
I
I
! 5. Local Business Owner
I
I

As one of the wealthiest indus- ! 6. Health Care LegislationI

tries in America, the insurance industry ~

is also one the most powerful. Insur- premiu~~-;~ith~~;~-:'~ki~'i~-th~-~~;~~',:'-
ance companies are one of the nation's for the consumer.
principal investors in the stock market,
corporations, banks and financial insti- Aetna has shelved all of their
tutions. Insurance company executives existing health plans and rolled out new
sit on the boards of America's leading plans with higher co-pays and more in­
companies, and their profits fuel Wall network deductibles. They have elimi­
Street investments. And most impor- nated all out-of network coverage, stat­
tantly, they contribute heavily to politi- ing that "their network of doctors and
cal candidates who are sympathetic hospitals is so extensive that there is no
and compassionate to their views and need for anyone to pursue out of net-
goals. work care anymore."

Most brokers nowa­

days, are too busy try­

ing being everything

to everyone so they

wind up not specializ­

ing in anything at all.

Bill and Jay have over

35 years of combined

experience in the
health insurance in­

dustry.

HealthplansNY was

formed over 6 years

ago by two insurance
brokers, Bill Behr and

Jay Gerlitz who be­

lieve that any business
owner can have an af­

fordable health plan

and great old fash­
ioned service at no

additional cost.

340 Route 202

Somers, NY 10589
Toll Free: 800-514-3513
Direct: 914-633-1717

~.com
Smile. You're going to save a lot of money.



That' s right~vou
can get free instant
group health quotes bv
'ust going to:
www.healthplansny.com

Well we finally
did it. After 6 months of
planning and thousands
of dollars invested, we
have joined the ranks of
the very few internet
companies that offer in­
stant group health
quotes.

Right now, we're only
supporting quotes in
INewYork City, the Bor­
oughs and north
through Rockland
county, but if the de­
mand for instant quotes
increases, we will
broaden our coverage.

UnitedHealthCare which ac- ...
quired Oxford a few years ago, has now IMIndIng Your BusIness
made a successful bid to purchase
Healthnet, (our low cost health plan
leader last year), and will soon be re-

branding all HealthNet plans under the 120Health Plan QuotesOxfor? trade name. After a whopping It's Not The Economy ...It's You! in Under 20 Seconds.
37% mcrease to most of HealthNet' s
customers last quarter, they have an- While the media continues to beat
nounced a discontinuation of all exist- their drumbeat of bad economic news

ing Healthnet plans in 2010. D K d A h f h N B S 'an enne y, ut or 0 t eo .. se-

The new health plans that will ries of marketing and business building
be rolled out by Oxford in late 2010

'11l"k I b 't 'th .. books for entrepreneurs (Amazon.com)WIle y e, say 1 WI me m ullson
now, " more expensive and have less says, "There is no one else to blame for
benefits." the state of your business other than

The "Real" Future of Health Care yourself." He points out two types of
'eager to buy now' consumers: The

Weare expecting a huge exodus , .. ,
thO f th t d'f I h lth OpportUllStICvalue buyers and theIS year rom e ra IlOna ea
care plan mentality to more creative 'resisters.' The opportunistic buyer has
planning such as: HSA's (Health Sav- the attitude of, 'I'll be damned in will

ings Accounts) and HRA's (Health Re- pay that much in can find it cheaper ..
imbursement Accounts) which offer . Plug m your ZIp
enormous premium savings to the em- somewhere else and the reSIstersneed to code and you'll be taken
ployer. HRA's have become an ex- be convinced they need to buy what you to our brand new state-
tremely popular planning tool over the are selling. of-the-art .insurance
past few years with 2009 being a record quote engme. In under
year for HRA's. We anticipate this Kennedy offers three ways to get 20 seconds, you.will
trend will continue. f h . fi h 11b' have 20 customIzedout 0 t e receSSIOnor t e sma usmess h lth t figroup ea quo es or
.. If you don't know what .anH~ owner; Sell to someone different. sell dif-.your business.
IS or If you have not looked mto thIS ferently or sell something different. He
type of planning as of yet, you can ..
download our FREE WHITE PAPER also adVIsesyou use your core busmess
about HRA's at our Website. Just go to: to sell other stuff. Example: a restaurant
www.healthplansnv.com and click on, owner who has seen a downturn in cus-
"Free White Paper." ..tomers can offer :treewme tastmg classes

If you have any further ques- to lure more people in.
tions about HRA planning after reading
our White Paper, or if you would like Another smart strategy is to align

us to customize an HRA at no charge your business with the recession. One

for your business, just give us a call.. h . I d ICheckit out and let us
way ISto enter t e conversatIOna rea y

know what you think.
going on in your prospect's mind. One

914-633-1717 www.healthplansny.com Fax: 914-931-1975
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Product Spotlight: Low Cost,

High Quality ...Yes, You Can Have it All!

electronics retailer that sells high end gadgets, positions themselves verses

the credit crunch by advertising; We don't even check your credit."

Call us at: 914-633-1717 for more details or for a Free, no obliga­

tion, customized quote.

One of our very good clients,
Fred Yannantuono of County
Chair Party Rentals is now a
published author. His work of
poetry, "A Boilermaker For
The Lady" has been pub­
lished by NYQ Books and is
now available at Amazon.com
and Barnes and Noble.

Local Business

Owner Gets Pub­

lished!

Fred says, "this book

was written with your mind in

mind." Check it out today!

Tom O'Grady of the
Hampton-Sydney Poetry, re­
views Fred's book like this:
"Fred Yannantuono can tackle

the whimsical, the lyrical, the
musical, the hypothetical, the
critical, the empirical, and the
fantastical at the same time
and make it all seem sensible.

In 35 years as an editor. I've
never read a poet with a
greater control of form or
range of subject matter or
voice. He is just plain fun to
read. "

Do you know of a lo­

cal business owner that is

newsworthy? This newsletter

is read by several hundred

professionals each month.

Send us your story.

bill@healthplansny.com

In Network Only
Doctor Co-pay $40/ 0 Dependant
Specialist Co-Pay $40/0 Dep
Deductible: None

Lab Fee: Co-pay $40/0 dependant
Hospital Inpatient $500 co-pay
Lifetime Max: Unlimited
*RX Card: 0/30/50- $100 Ded.

~

EmblemHealth

Emblem Health
EPO 40/100/500/250

@
OxttJrd Health Plans'

Oxford Liberty HMO

In Network Only
Doctor Co-pay $30.00
Specialist Co-Pay-$50.00
Deductible: None

Lab Fee: No Charge
Hospital Inpatient $500 p/day
Lifetime Max: Unlimited
RX Card: 12/30/60-$100 Ded.

Single: $376.54
EE/Sp: $828.38
EE/Ch: $696.60
Family: $1,157.27

Kennedy says, "People love to buy, so much that there is an entire

TV channel devoted for people to buy. There is no programming other than

products being shown, demonstrated 24/7 and talked about by callers re­

viewing their previous purchases. Anytime you start thinking that consum­

ers have lost their love of buying or being sold to, you're wrong, just tune

into QVC and count the numbers and dollars of each item being sold."

Single: $431.68
EE/Sp: $948.60
EE/Ch: $823.58
Family: $1,278.01

. *$1000 ann max. no max for mail order

* Plans are available to businesses with 50 employees or less. Rates could differ by location.

Valid only through January 3],2010. For full plan details call our office.

914-633-1717 www.healthplansny.com Fax: 914-931-1975
I




