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Why Patient-Centered Benefit Designs and 

an Individual Mandate Are Just Like Seat 

Belts!
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When it comes to 

having health care, 

donôt be a dummy.

Fact: Most people that drive do not have accidents. 
But when they do, they are more likely to avoid major injury because of 

federal standards for seat belt and air bag design and a requirement to 

wear seat belts.
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Why do we have standards?
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Before federal standards

There were no laws requiring use of seat belts or design standards 50 years 

ago. Dummies, and people, didnôt survive accidents.
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Federal standards for seat belts

were created:

Just like patient-centered benefit 

designs:
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After federal standards: most of us still donôt have bad accidents, just like 

most of us donôt use much health care even though we have insurance.

But today, seat belt restraints and air bags prevent serious injury, 

and people walk away from accidents. 

Andé for those with insurance coverage, they get the care they need.



The ñMandateò to do whatôs right.

Today 49 states require adults to wear 

seat belts ð although New Hampshire, 

the ñlive free or dieò state, is the only 

U.S. state that does not.

Today after federal repeal,only three states 

and the District of Colombia have a 

mandate or penalty to have health 

insurance: 

(Massachusetts, New Jersey, Vermont)
7



Potential Agent Payment Standards as part of 

Qualified Health Plan Contracts
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COVERED CALIFORNIA EVALUATION OF AGENT 

COMMISSIONS 
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One out of two Covered California consumers rely on certified insurance 

agents for assistance.  Because agents serve an important role in helping 

Californians enroll in and use their health plan benefits, Covered California 

conducted an evaluation of agent compensation programs.  We identified 

four key takeaways for further exploration:

1. Looking at agent compensation as one component of total acquisition 

costs and impact to consumers

2. Evaluating adequacy of compensation programs

3. Recognizing the value to the independent agent channel to have 

predictable revenue streams to plan and invest in their operations

4. Ensuring agent incentives align with consumer protections



AGENT COMMISSION TRENDS IN CALIFORNIA, 2013-2019
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Å Consumer demand for 

decision-support from agents 

has remained steady while 

agent compensation has 

declined  

Å Agents earned 7% of 

premium in 2013 and 

2.4% of premium in 

2018


