
1

PlanSmartChoice and The 
Consumer Perspective

Partnering with OPM to Promote 
Value-Based Plan Selection

Understanding Membership Needs
Quality Counts:

Is This You?  Your Employees?
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Internet Decision Support:
Information Overload !

• Tools to sort, filter & navigate

• Preference-based systems
(Thoroughly Tested Social Science)

Employee’s Response to Tool
Value-based Decisions

• Average Federal Employee clicked on 22 
attributes versus 4 or 5 with brochure 
selectors

• 80% very or extremely satisfied
• 81% found very helpful
• 83% would recommend to a friend
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PSC Believes in Market Driven 
Quality 

• Empower the consumers to make wiser 
choices

• Empower the health plans to better 
understand their enrollees and prospective 
enrollees

• Assist the employer in serving their 
employees

A Partnership to Promote 
Quality

• PlanSmartChoice and NCQA working together to 
provide quality data direct to consumers.

– To promote use of Report Card Data Directly to 
consumers through PlanSmartChoice

– To collaborate on inclusion of other quality data in the 
future
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PlanSmartChoice - How it works

• Eligibility and Demographics
• Attribute Importance
• Importance of Difference
• Trade-offs
• Results
• Links to healthplan web sites & provider 

lists
• Compare plan features



5



6



7

Coming in 2001
The Internet-based Analytical 

Tool

State of the art, graphical, web-based 
simulation and modeling tool.  Licensed 

to employers, carriers and consultants.

Assess Switching Behavior
Age Segment in 1999 Percent Who Switched

between 1999 & 2000

18 – 24 year old segment 63.0%

25 – 34 year old segment 52.9%

35 – 44 year old segment 42.6%

45 – 54 year old segment 42.2%

55 – 64 year old segment 44.1%

65 years or older segment 56.5%
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Track Demographics
Age
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Overall Individual Family

Market Segmentation Analysis

• By Type of Health Plan

• By Age Group of Subscribers

• By Buyer Group (Cluster Analysis)



9

Assess major buying groups and 
how big they are?

Attribute Importance Profile 
Segment Distribution:  Family

Major Medical
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Preference Profile for Employees whose Current 
Plan is a Health Maintenance Organization
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Employees Whose Current Plan is a 
Fee-for-Service or Preferred Provider Plan
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Attribute Importance Profiles for the Age Group
from 18 through 24 Years of Age
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Attribute Importance Profiles for the Age Group
from 55 through 64 Years of Age

Available Services to Plans

• New marketing channel
– Links from PSC directly to your web site
– Links from PSC directly to provider lists

• Employee Research
– Standard FEHBP Report - $7,500
– Custom research reports - custom pricing
– Complete health plan databases, by nation, state 

or region
– Analytical simulation tools



12

Advisory Committee

PSC would like to establish an 
Advisory Committee, including 

OPM, health plans,employers and 
consumers

Conclusions

• Research reports promote quality through 
empowering plans and employers

• Quality and satisfaction scores are used by 
over 15% of federal employees as 
prominent drivers of selection

• Employees are making decisions based on a 
much broader value proposition

• PlanSmartChoice drives value-based 
selection
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Contacts

• Jeffrey M. Johnston 800-220-9665
Johnston@Psmart.com

• Mike Clark 516-656-0402
emclark@aol.com

• Lisa Childs 800-220-9665


