
 

If you would like a copy of these new 
rates, please call Palma.                

The Broker Program, also known as the 
Broker Pool, has been renamed The In-
dependent Agent Program (IAP).   
Highmark established this program in 
part to be able to identify the broker 
pool to the client population in much the 
same way the association materials have 
been identified.  At the request of      
brokers, this name change brings with it 
semi-annual renewals and rate schedules 
that spread the workload commonly   
experienced in the spring before July 
renewals.  Groups sold with January 
through June effective dates will renew 
in January.  Existing groups and any 
groups sold with July through December 
effective dates will have July 1st renew-
als.  Groups must have the same renewal 
dates for all products.                

When adding or replacing products to an 
existing group, the demographics 
(which is made up of average age,       
industry band and area) remain identical 
to the demographics at the last renewal. 
Their rate band will not change until the 
next renewal, even if the group’s aver-
age age changes.  Demographic infor-
mation can be found on the renewal rate 
page that you receive prior to the re-
newal.  If you are unable to   locate 
those rates, call Donna or Bridgit at 412-
835-0436.   

In an effort to streamline the change and 
replacement process, some changes no 
longer require the employee to com-
plete a new enrollment form.       
When a group is changing  benefit     
design but not benefit delivery systems 
(i.e., network), no new enrollment forms 
are necessary.  Moving into or out of the 
Community Blue network, for example, 
would require enrollment forms.  The 
three items needed when a group is 
changing a benefit design only are a 
Group Sales Entry Form, a check, and a 
current UC-2A.  Participation rules, of 
course, would still apply.   

December 
McKinley Madness 

Winners ! 
 

Joe Pfennigner  

Fred Sample  

Larry Young  

David Lippock  

Francis Petrini 

 

Congratulations!!  
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Highmark  Broker Pool now has 
a new name change and semi-

annual renewals                        
and rate schedules.   
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Your group clients’ administrators, as 
well as your direct pay (individual    
product) clients, received in July a copy 
of Highmark’s Notice of Privacy State-
ment.  It is important that we all under-
stand the importance of the Gramm-
Leach-Biley Act, the HIPAA Privacy 

Rule and Highmark’s policies and pro-
cedures.  Please contact Palma or Jenni-
fer for a copy of any of these publica-
tions.  Highmark will continue to keep 
us informed on privacy legislation at 
group meetings and in their communica-
tions with us. 

Have you heard about Highmark’s   
venture with  Simpata that will provide 
Highmark clients with an easy-to-use 
secure internet tool to simplify all       
aspects of administration needs for their 
company?  This no-cost program        
(to Highmark clients) was designed to 
meet the human resource needs of       
employers with 20-500 employees, and 
may be effective with smaller groups 
(minimum of 10).  It is federally      
compliant, customized to meet your   
clients needs, and will provide            
employees on-line access to:  

• Company Human Resource hand-
book 

• common HR questions 

• company policies and procedures 

• Highmark benefit information 

• Highmark provider information 

• Highmark claim information 

• Highmark add/delete dependent 

• Highmark on-line enrollment.   

Make sure you tell your clients about 
this.  If you don’t,  another broker 
might, and could get a BOR on your 
group while he’s there!  Your clients 
c a n  e n r o l l  t o d a y  a t       
www.simpata.com/highmark/simplyhr.  
Please check it out.  If you’d like a    
brochure, give us a call.  Remember, 
this is free to all medical subscribers! 
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Don’t lose your business 

to someone else...use 

this as an opportunity to 

stay in contact with your 

client and to 

KEEP THAT  

BUSINESS ! 
Free with no Charge! 
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7R EHWWHU VHUYLFH \RXU FOLHQWV

TXHVWLRQV� FDOO IRU D FRS\ RI +LJK�

PDUN·V 3ULYDF\ 3ROLFLHV DQG 3UDF�

WLFHV DQG WKH *UDPP�/HDFK�%OLOH\
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Highmark is now requiring a special form to be used with all individ-
ual products (Complete Care, Keystone Individual, DirectBlue Indi-
vidual, Preferred Benefits).   
 

This form must accompany all applications.   
 

Applications received after 12/1/01 without these forms  
will not be accepted. 

Highmark now 
requires this 
form to be     

submitted with 
all individual   
applications! 



This country, and this region in         
particular, is facing double-digit rate   
increases in health insurance premiums 
again.  In an effort to help explain the 
reasons behind this increase, please keep 
these thoughts in mind: 

• Increase in technology-  FYI-just a 
few years ago, Western Pennsyl-
vania performed more MRIs than 
the entire country of Canada! 

• Pharmaceuticals- More new drugs 
mean higher expenses.  Quality 
medicine sometimes means higher 
costs. 

• Value– The carriers we represent 
are financially sound.  Additionally, 
they put a lot of money into benefits 

for our clients, like community    
service work throughout Western 
PA, and behind-the-scene programs 
for  members with linger ing              
health issues. 

• Economy– Recent events have    
effected our nation emotionally and 
economically.  The cost of health-
care continues to rise, along with 
unemployment and a decreasing 
stock market. 

• Research– All medical providers 
are investing many resources to de-
velop more cost-effective ways to 
control costs and deliver quality 
care. 

 

$PHULFDQ 0HGLFDO 6RFLHW\ KDV UH�

WRROHG WKHLU 0HG2QH SURGXFW� PDN�
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,I \RX ZRXOG OLNH OLFHQVLQJ� EUR�

FKXUHV RU UDWLQJ VRIWZDUH� FDOO

3DOPD. 

Highmark is now partnering with GE 
Capital to provide Long Term Care to 
potential clients in Western Pennsyl-
vania.  They are now making it even eas-
ier for you to sell this top-quality wealth-
preservation product with little or no in-
volvement in the sales process. The 
“Alliance” program partners you with a 
GE Capital agent.  You open the door 
and the well-trained and experienced GE 

agent will provide your client with the 
information they need to make an in-
formed decision.  You then receive 
commission splits based on the amount 
of your involvement.  Commissions are 
45% the first year and 9% in  subse-
quent years.  And remember, most of 
these policies stay active for as many as 
20-30 years!  Please call Bridgit for de-
tails. 

This is an opportunity 

for Highmark Brokers to 

work with GE Capital 

agents to market long 

term care to your 

clients. 
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Pharmaceutical costs 
are rising , which is  

one factor in the         
increasing cost of 
health insurance       

premiums. 
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Quality Service 
Continuous Training 

Courteous & Professional Staff 
Timely and Accurate Commission Payments 

Call us now for Details!! 
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