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Attribute Selection Step1of 4

Pisase chack which of the following attributes (characteristics) are important to you
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Importance Ratings Step 2 ofd
For sach of the follewing attributes, you will be presented with twe values. For sach,
pleage rale how importance the diference Babiedn theds baa values e o you,
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J Trade Off Benefit Page - Microsoft Intemet Explorer
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Health Plan
Selection Tool

Trade-Offs Step 3 of 4

You will now be presented with a series of hypothetical health plan profiles. For
each, compare the plan profile on the left to the plan profile on the right and indicate
your preference between them.

of 8 Which do you prefer? A plan with . ..

Yision care coverage includes glasses,
contacts, routine examinations, diagnosis,

treatment, injuries and correction of Mo el [:';E g uE,
(e Wilie ey V5. 92% of the Plan’s enrollees surveyed gave
ELIY high ratings to the Plan for the category
¥2% of the Plan’s enrollees surveyed gave ¢ n o
A q How Well Doctors Communicated.
high ratings to the Plan for the category

‘How Well Doctors Communicated.”
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PlanSmartChoice Results Stepd of 4

The Mans isted below are available 1o wou for thig upeeming year. The
PlanSmartCheics Scors indicates how well each of these Plans match yeur persanal
health care nesds.
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Plan Comparison

Below |5 a list of Plans that are avallable o you for the upcoming year, From here
wou can look ot the gpecific benefits provided by each plan by “chcking' on the
Plan's naen, Ir sdditan you may ompans up e four Plans” Benafits sido-ly-glde
by selecting the Flans and pressing the “Comparne” buttbon.
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Age Segment in 1999 Percent Who Switched
between 1999 & 2000

63.0%
52.9%
42.6%

42.2%
44.1%
56.5%




75 or older

65-74

3% 3% 3%

55 - 64
S Family ‘

lon Analysis
Analysis)

bers

-54

mographics

@ Individual

35-44
OOverall

I |

25-34

D

%

18-24




ortance Profile
ibution: Family

Major Medical
17%

Highly Hospital
20%

Prescription
Preferer
14%

loyees whose Current
nance Organization

ax.
ctor

ible

0.00 0.02 0.04 0.06 0.08 0.10

Importance




Current Planis a
eferred Provider Plan

| care
mium
octor
ck up
t max.
ctible
octor
level
ctible

n care

0.00 0.02 0.04 0.06 0.08 0.10
Importance

e Profiles for the Age Group
ugh 24 Years of Age

T T T
0.00 0.02 0.04 0.06 0.08 0.10 0.12 0.14

Importance

10



iles for the Age Group
Years of Age

0.00 0.02 0.04 0.06 0.08 0.10 0.12 0.14
Importance

ices to Plans

y to your web site
y to provider lists

rt - $7,500
S - custom pricing
atabases, by nation, state

ols

11



ommittee

to establish an
ittee, including . |
s,employers and
mers

ions

ote quality through
d employers

on scores are used by
mployees as
selection

g decisions based on a
roposition
es value-based

12



Contacts

220-9665
ston@Psmart.com

656-0402
lark@aol.com

00-220-9665
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