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Overview of the Affordable Care Act (ACA)

Understanding the fundamentals

The Affordable Care Act (ACA), also known as "Obamacare" or officially as the "Patient
Protection and Affordable Care Act," was signed into law in 2010. This federal legislation
reshaped the healthcare and insurance system in the United States, aiming to provide
affordable health coverage to millions of Americans. The ACA introduced several critical
reforms that have increased access to health insurance and expanded consumer
protections.

Key Provisions:

» Creation of health insurance marketplaces (exchanges) for purchasing plans.

 Individual Mandate - required every American to have coverage or pay a penalty.*

e Prohibition of denying coverage or charging higher premiums based on pre-existing
conditions.

e Extension of dependent coverage, allowing children to stay on their parent's insurance
plan until age 26.

* Provision of preventive services at no additional cost to policyholders.

 Availability of subsidies or tax credits for eligible individuals and families purchasing
insurance through the marketplace.

e Expansion of Medicaid to include low-income adults earning up to 138% of the
Federal Poverty Level.

* The mandate was repealed in 2019. However, as of 2022, some states have
established their own mandates and penalties (California, Massachusetts, New Jersey,
Rhode Island, and the District of Columbia), while Vermont has an individual mandate
without a penalty.
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All ACA Plans sold must provide for 10 essential coverages

Doctors’ Services
Inpatient/Outpatient Hospital Care
Prescription drug coverage
Pregnancy and childbirth

Mental Health Services
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Pediatric services (including dental/vision)
7. Preventative care
8.Laboratory Services
9.Emergency Services

10.Rehabilitative or habilitative service/devices

Additionally, the ACA includes lesser-known benefits such as access to breastfeeding
equipment and support, birth control, counseling, and coverage for substance abuse
treatment—a crucial provision amidst the opioid crisis. The ACA also empowers
policyholders by granting them the right to appeal an insurance company’s decision to deny
a claim or terminate coverage. It further protects employees from retaliation by employers if
they receive premium tax credits or report ACA violations.
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Why Sell ACA?

Selling ACA plans offers insurance agents a significant opportunity to expand
their business to meet the growing need for affordable health coverage in the
United States. ACA Plans make a valuable addition to an agent’s portfolio by
allowing them to serve a multitiude of customers and foster lasting
relationships.

Demand for Economical Health Solutions

More clients are seeking affordable health care options. ACA marketplace
plans are increasingly popular, particularly for those who qualify for subsidies
that can make their coverage more accessible. In 2023 alone, 3.6 million
people enrolled in ACA plans for the first time, contributing to a record-
breaking total of 16.3 million enrollees during the Open Enroliment Period
(OEP).

Certain demographics, such as Black, Latino, and some Asian populations,
have historically been underinsured @&rssfunsured. According to healthcare.gov
1.3 million Hispanic/Latino individuals and 686,875 Black individuals enrolled
in ACA plans in 2022. This reflects a significant opportunity for you as an agent
to reach underserved markets and to provide important access to affordable
healthcare.

Health Plans at their most affordable

ACA plans have become more affordable than in prior years, making them an
attractive choice for a wide range of consumers. In 2023, four out of five
marketplace enrollees were able to find a plan for $10 or less per month. As
living expenses continue to rise, particularly post-pandemic, the appeal of
affordable ACA plans is stronger than ever.

For you the agent, this represents a lucrative opportunity to grow your business
by meeting a critical need. By offering ACA plans, you can help clients navigate
the marketplace, and secure affordable coverage, fostering trust and long-term
client loyalty.
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Only One Certification

To sell ACA plans you have to have only one
certification annually, the Federally Facilitated
Marketplace Certification. This is a FREE
certification that consists of 10 modules and four
exams. You must pass each exam with a score of
70% or higher. Returning agents can also renew
their certification with a condensed version of the
training.

If this all sounds confusing, don’t worry. We have a dedicated ACA Sales
Support Specialist to help you. Reach out and she can walk you through the
process.
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Minimal Regulations

ACA Plans are not as regulated as other insurance products you may have in
your portfolio, like Medicare Advantage or Part D Prescription Drug Plans.
There are no set rules for selling ACA plans.

When selling ACA plans, you as an agent are required to gain a customer’s
authorization. Per CMS, agents must:

o Make consumers aware of the functions and responsibilities of the
assister and make them aware that they are not acting as tax advisors or
attorneys while assisting

e Ensure applicants can provide authorization in a form determined by the
proper marketplace and they know they can revoke that at anytime

e Maintain a record of the authorization form for a period of 6 years unless a
different or longer retention period is provided under applicable law.
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Who Qualifies for an ACA Plan?

Qualification for ACA plans is simple. There are 3 main criteria to ask:

1.Livesinthe U.S,, is a U.S. citizen, or is lawfully in the U.S.
2.Must not be incarcerated
3.Must not have Medicare coverage

Medicare beneficiaries would not be eligible for ACA health coverage and
therefore cannot purchase coverage through the marketplace.

|

What is the Marketplace

The marketplace is known by many names. Exchange, Marketplace, and FFM
just to name a few. This is where people go to buy under-65 health plans.

Plans can be sold both ON market and OFF market. ON Market is done through
the exchange and these plans qualify for premium assistance and cost sharing
reduction. OFF Market plans are direct to the carrier and do not qualify for any
assistance.

The federal marketplace is accessed through HealthCare.gov. The federal
marketplace is not available in all states. These states have their own
marketplace sites or exchanges.

o California e Maine e New Mexico

e Colorado e Maryland e New York

e Connecticut e Massachusetts e Pennsylvania
e District of Columbia < Minnesota e Rhode Island
e Idaho e Nevada e Vermont

e Kentucky e New Jersey o Washington
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When can | enroll clients

The current enroliment window for ACA is the Open Enroliment Period (OEP)
from November 1 through January 15 of each year. For plans sold from
November 1 to December 15, coverage typically starts on January 1. Plans
sold between December 16 and January 15 usually take effect on February 1.
However, state exchanges may have different rules, with some extending the
OEP to allow enrollments until January 31, leading to a March 1 start date.

No changes may occur to a client’'s ACA coverage outside of the OEP unless
they qualify for a Special Enrollment Period (SEP). If a clients changes
employers, they could switch to the new employer-sponsored health plan but
may no longer qualify for tax credits or other savings they had through the ACA
plan.

Qualifying Events for SEPs

e Job Loss o Coverage Loss e Moving to new Zip

» Marriage/Divorce e Government Error  Birth/Death in family

o Citizenship Change ¢ Change in Subsidy e Qualifying Federal
Eligibility reason

To take advantage of an SEP, clients must act within 60 days of the qualifying event.
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Marketing ACA Plans

Preparing to sell ACA plans does not have to be overwhelming. This section
will discuss some tips on marketing of ACA to get you started.

Your Network

You don't have to go far to find potential clients for your ACA business. Think
about your personal network. Reach out to friends, family and current clients
who are under 65.

Do you know any small business owners or self-employed people that could
benefit from your help in providing health care.

Online Tools

The biggest location for under-65 clients is...the internet! Consider using online
tools to help market your services. Create social media pages for your
business and use those to share content with your audience. NCC provides you
a couple tools to help get you started. Check out the Online Presence Guide as
well as the Facebook Toolkit.

Both these tools will help you develop an online presence that you can use to
help promote any insurance business you would like. You can also reach out to
NCC's marketing department and discuss ways to improve your online
presence.
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Cold Calling

You might not believe it, but this is a tried and true method of making sales.
The ACA market is not as regulated as the over-65 health industry and cold
calls to prospects is allowed.

You do have to abide by your states tele sales rules and scrub any list against
the Do Not Call list. There are fines for violating that rule! For more information
on DNC you can check out the Federal Trade Commission website.

Get Involved Locally

Getting involved locally, sometimes called “Grassroots Marketing”, helps to get
your name out into your community. It helps build your brand. Connect with
small business owners in your community. You can be a great resource to
those that are looking to potentially purchase from the marketplace but are
unsure. Attend local business expos or workshops. Offer to share
presentations about ACA for their audiences.

It may not lead to clients right away, but it will help build your brand and
develop a trustworthy image for you in your community. People will feel
comfortable reaching out for help to someone that they know.

Ask for Referrals

Referrals are by far the most cost effective lead source available to insurance
agents. By providing great service to your clients, they will in turn share about
you with their friends, family, and coworkers. Make sure to ask on every
appointment for them to share your name with anyone who may need help with
ACA.

National Contracting Center ® NCCagent.com ¢ 800-695-0280



https://nccagent.com/?utm_source=downloads&utm_medium=guide&utm_campaign=Content&utm_content=guide-seminars-2019
tel:800-695-0280
tel:800-695-0280
https://www.ftc.gov/business-guidance/resources/qa-telemarketers-sellers-about-dnc-provisions-tsr-0

Overview of Plans

Bronze Platinum
% covered by the Policy 60% 70% 80% 90%
% covered by Policyholder 40% 30% 20% 10%
Monthly Premium Lowest Moderate High Highest
Eligible for Cost-sharing reduction No Yes No No
Eligible to apply Tax Crediit Yes Yes Yes Yes

Plans are separated into four metal categories: bronze, silver, gold, and
platinum. The table above is the basic structure of the metal tiers.

As the tiers go up, the member’s coinsurance responsibility goes down,
however their monthly premium increases. The Silver plan is the most popular

plan in the marketplace as it is the only plan that offers cost-sharing reductions
and subsidies if a client qualifies.

There is an additional play option available for unique scenarios. The
Catastrophic plan is offered to clients under 30 or over 30 with a “hardship” or

“affordability” exemption. These plans are not as relevant since the individual
mandate was repealed.
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ACA Subsidies

As you assist your clients, keep in mind that they may qualify for an ACA
subsidy. Officially called Advanced Premium Tax Credit, it is designed to help
income challenged individuals and families afford coverage.

The Inflation Reduction Act of 2022 (IRA) extended the subsidies through
2025. This means that more clients will be able to take advantage of the
savings.

To qualify for a subsidy, a client must meet the following criteria

e Income between 100-400% of the Federal Poverty Level

e Buying a health plan through the market place or exchange

e Does not have “affordable” employer sponsored coverage available to
select*

2023 Income Levels for Federal Poverty Levels

Family Size 100% FPL 150% FPL 200% FPL 250% FPL 400% FPL
1 $14,580 $21,870 $29,160 $36,450 $58,320

2 $19,720 $29,580 $39,440 $49,300 $78,880

3 $24,860 $37,290 $49,720 $62,150 $99,440

4 $30,000 $45,000 $60,000 $75,000 $120,000
5 $35,140 $52,710 $70,280 $87,850 $140,560
6 $40,280 $60,420 $80,560 £100,700 $161,120
7 $45,420 $68,130 $90,840 $113,550 $181,680
8 $50,560 $75,840 $101,120 $126,400 $202,240
Each additional $5,140 $7,710 $10,280 $12,850 $20,560

Note: Individuals who fall below 138 percent of the FPL (or their state’s designated limit) should qualify for
free-or-low-cost health insurance through Medicaid. If your client lives in Hawaii or Alaska, please be aware
that poverty guidelines differ. You can t tat

* to be considered affordable, the health plan must provide at least 60 percent of covered benefits or have
premiums that would cost the member no more than 8.5 percent of their household income annually after tax
credits
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Take Action

@ Complete the FFM/State Based Certifications

®
®
O,

Get appointed with Carriers

Understand the OEP and SEPs

Realize your potential with a partnership

Danielle Byers
ACA Sales Development Specialist

B hd danielle.byers@nccagent.com
R 865-350-6523
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