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First, the MOST important Question

Can I still catch the other session 
down the hall if this one isn’t good?



Wade Larson
CHRO

Life story here…

Aluminum
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Russia
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<500 EEs
Mid-Size v. Small?

“Just Right” to Find What 
Works for Large Groups

STAFFING
COMPANY

@DrWadeLarson

WadeLarson.com



YR1
YR2

We ain’t done yet, so 
don’t believe this yet…



Offered HSA while Maintaining PPO w/ 58% migration FIRST YEAR

LOWER EE contributions 10% - YR 1, 15% - YR 2

HSA CONTRIBUTIONS for EE & spouse (up to $2,700/year)

Moved to SELF-INSURED after first-year of program

Fully-ENGAGED wellness program and wellness committee

Actually saved $987,689 YR1 & Overfunded $1,080,000 YR2



70+ Year Old Family 
Owned Company that 

Treats Employees 
Like Family

When We Take Care of 
Employees, 

They Take Care of 
Us

When Employees Can Take 
Care of their Families, 

They Can Focus On 
Work

The Wagstaff Way

Healthy Employees
=

Happy Employees
=

Productive Employees

Productive Employees 
Create Great Partners 
to Make the Most of 

the Business

Good Business 
Partnership Leads to 

Solid Business 
Profitability

Profitable 
Businesses 

Generously Share 
with Employee Partners

Employees Remain 
Loyal and Stay With 

Wagstaff Forever



…Always Find A Better Way for Your People. 

They’re Counting on You!



There’s got to be a better way…



• 6% Renewals

• $200 Deductibles

• Fully-Insured

• Very Comfortable 

• No Immediate Reason to Change

WHAT IF…



WHAT IF… We did nothing?
• Keep getting 6% increases…
• Forever?
• Is that sustainable?



WHAT IF… We did nothing?

We did something?

WHAT’S POSSIBLE?



$200

$1000
PREMIUM 

REDUCTION

HRA

$1,000 EE + 

$1,000 SPOUSE



Did it Work? BEFORE IMPLEMENTATION

-YR3 7.0%

-YR2 6.5%

-YR1 6.0%

YR0 6.0%

FOLLOWING IMPLEMENTATION

YR 1 0.0%

YR 2 1.0%

YR 3 2.0%

YR 4 2.5%

Value of Trend Change

(Less Incentives)

$3.5M



What We 

Learned

• People get stingy when money is theirs

• People make better decisions when they understand

• People want choices

• Behavior changes when it is rewarded

• Peer pressure works

• Incentives must be big enough

• People act like partners when they are treated like it



PREVIOUS YEARS

-YR3 16.03%

-YR2 20.00%

-YR1 11.88%

YR0 4.11%

Can We Do It Again?

















If you get 
culture right, 
most of the 

other stuff will 
just take care 

of itself.
-Tony Hsieh, Zappos



CULTURE READINESS QUIZ
What is your cost “pain point”?

What is your change threshold?

How are your external relationships?

How are your employee relationships?

Are you willing to stop/start?
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$6.2M



 $-

 $2,000,000

 $4,000,000

 $6,000,000

 $8,000,000

 $10,000,000

 $12,000,000

 $14,000,000

 $16,000,000

 $18,000,000

 $20,000,000

2012 2013 2014 2015 YR 0 YR 1 YR 2 YR 3 YR 4 YR 5 YR 6 YR 7 YR 8 YR 9 YR 10

12% Trend

2012

$3.7M

2016

$6.2M

2026

$20.8MHealth Insurance Costs
PROJECTED TREND
10-Year Projection

PROJECTED ANNUAL COSTS



 $-

 $2,000,000

 $4,000,000

 $6,000,000

 $8,000,000

 $10,000,000

 $12,000,000

 $14,000,000

 $16,000,000

 $18,000,000

 $20,000,000

2012 2013 2014 2015 YR 0 YR 1 YR 2 YR 3 YR 4 YR 5 YR 6 YR 7 YR 8 YR 9 YR 10

12% Trend

2012

$3.7M

2016

$6.2M

2026

$20.8MHealth Insurance Costs
10-Year Projection

What if we can 
BEND THE CURVE?

PROJECTED ANNUAL COSTS





Real Problems Renewals go up every year due to…

CLAIMS

ADMIN

TREND

TAXES

STOP LOSS

COMMISIONS

POOLING

OTHER RISK

Impact on Renewals Ability to Influence

?NEG?

?NEG?

?NEG?



Our Focus? Where do we go to address renewals?

DEDUCTIBLES

OOP MAX

REDUCE BEN

UP CO-PAY

UP CO-INS

UP EE $$$

DEC OPTIONS

Rx CARVE OUT

• Saves Money for Company

Unintended Consequences?

• Drives Costs for EEs

• Creates Barriers to Access

• Restricts Care

• Sick EEs...



$
MONEY

If this is your 

only focus, 

your plan will 

NOT succeed 

over the long 

term

PEOPLE

If people 

come first, 

you create 

solutions that 

deal with real 

problems

Allows you to 

create a 

partnership

where you 

and EEs work 

together on 

problem





HISTORY OF 

LOW CHANGE
HISTORY OF HIGH 

CHANGE

MODERATE 

CHANGE







BROKERS
• Do they know they work FOR you?

• Will they go beyond the comfortable and try the untried?





BROKERS
• Do they know they work FOR you?

• Will they go beyond the comfortable and try the untried?

CARRIERS
• Do you have a personal relationship with them?

• Are they willing to try new things?

OTHER VENDORS
• Do you have a network of other vendors to help?

• Are you learning about “what’s new”?











CULTURE READINESS QUIZ
What is your cost “pain point”?

What is your change threshold?

How are your external relationships?

How are your employee relationships?

Are you willing to stop/start?





Focus of LT and ST Goals 

Basis of Decisions

Sets Tone and Direction

WHAT
DO YOU WANT?



WHAT
DO YOU WANT?

WHY
DO YOU WANT?

Sets Vision for Partners

Creates Passion

Defines Purpose



WHAT
DO YOU WANT?

WHY
DO YOU WANT?

HOW
WILL YOU GET?



Healthcare Plan

Wellness Program

Support Tools

Alternative Solutions



What We Had
Fully-Funded

Traditional PPO Plan
One-Size-Fits-All 

Healthcare Plan



What We Had
Fully-Funded

Traditional PPO Plan
One-Size-Fits-All 

What We Needed

Flexibility 
of Self 

Funding

Stop Loss 
Mitigation 

and 
Management

Integrated 
Wellness 
Program

Control 
costs of Rx

Options for 
Employees

Alternative 
Sourcing 

for Rx and 
Treatment

Healthcare Plan
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Healthcare Plan

EDUCATION • How does insurance work?
• Is there another possibility?
• What would happen if…?

YEAR 0



Healthcare Plan

EDUCATION ENGAGE • Introduce wellness program
• Include in Wellness Committee
• Engage in Activities (Fun)

YEAR 0



Healthcare Plan

EDUCATION ENGAGE INQUIRY

• Lunch and Learns – New Ideas
• Started Discussions with Leaders
• Explored Available Options
• Explored Alternatives
• Looked Outside the “Norm”YEAR 0



CHOICE
EVEN 2 PLANS IS A 

CHOICE

REWARD
REWARD PARTNERS

COVERAGE
SAME PLAN, 

DIFFERENT STRATEGY

Healthcare Plan CRITERIA

• Not too radical

• Sustainable (“bend the curve”)

• ADOPTION, not COMPLIANCE

PPO HDHP



Wellness Program Recipe
• Easy to Understand

• Fun to Participate

• Practical to Manage

• Applicable to Everyone

• Aligns with Culture

• Motivational

• Contagious

• Personal



EDUCATION ENGAGE INQUIRY

YEAR 0

Where does wellness fit in here? 



Phase I: Pre-Year

Gym Installation Wellness Fair Competitions

Focus: Implementation
Wellness Committee



Phase II: First Full Year

Gym Installation Wellness Fair Competitions Wellness Committee

Focus: Integration

HSA ProgramIncentives Biometrics Tobacco Cessation



+5% EE Rates -10% EE Rates

Tobacco Incentive
$600/Year to Pass

Tobacco Incentive
$600/Year to Pass

Wellness Incentive
$300/Year for 

Biometrics

Up to $1,350 for EE 

and Spouse

(Total $2,700)

Wellness Incentive



WELLNESS INCENTIVES (HSA PLAN ONLY)

BIOMETRIC SCREENING $200

BLOOD PRESSURE $100

BODY MASS INDEX (BMI) $100

CHOLESTEROL $100

BLOOD SUGAR $100

BIOMETRIC COMPLETION BONUS $200

ACHIEVE VITALITY GOLD STATUS $200

ACHIEVE VITALITY PLATINUM STATUS $350

Available to:

• Employees

• Spouses (on plan)

Additional Options for 

EE+ child(ren)

• Earn 100% of incentives

• Take child to wellness exam

Phase II: Full Integration



Support Tools



www.PowerofVitality.com



Points translate to credit to 
earn HSA incentives AND gift 

cards or other rewards 
through Vitality



Support Tools

Health Savings 
Accounts

Health 
Reimbursement 

Accounts

Flexible Spending 
Accounts



Alternative Solutions





Alternative Solutions







INTERMISSION
PAUSING TO CATCH OUR BREATH















How much are we 
saving a year?

What would we be 
paying if we stayed 

with the other plan?

Are people any 
healthier as a 

result?

Is this really better? 
Or just different?

How much does the 
company save at 
the employees’ 

expense?



What matters most 
to the CEO?

What matters most 
to managers?

What matters most 
to employees?

What matters most 
to you?

That which gets measured 

gets done. 

That which gets measured 

and reported…improves.

That which gets measured 

and rewarded improves 

quickly & sustainably.












