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Healthcare Leadership Council

• Consortium of leaders from all health care sectors
• Shared vision of a health care system defined by 

accessibility, affordability, quality and innovation
• No greater priority than accessible health coverage 

for all Americans



The HAA Message

• Problem of uninsured affects all Americans 
and must be addressed

• Private and public options are available for 
many individuals, and a proactive effort is 
essential to link the uninsured with available 
alternatives

• Uninsured issue must be prominent in 2008 
Presidential campaign and beyond



Assessing the Need: Who?

• Determine target population and needs
– Small business employers and employees
– Young adults
– Children
– Latino Americans



Assessing The Needs

• Stop Gap: Care
• Solution: Coverage 
• Information
• Explanation 
• Access



Environmental Analysis

• Assess the problem: who?
• Demographic information
• Inventory of health care options
• Locate potential partners already conducting 

outreach efforts to leverage 
• Evaluate prevalent media outlets
• Note any benefits or barriers 



Understanding Health Care Options

• What are the private 
coverage options?

• How does CHIP work 
in the state?

• What other programs 
are available in the 
target market?
– How do you enroll in 

those programs? 
– Do they have a high 

risk pool?



Understanding Health Care Options

• What kind of bandwidth 
and support are 
available with 
underwriters and CHIP 
officials in the target 
market? 

• Create Health Options 
Menu



Restructure Options to Meet Needs 

• Michigan Tri-Share Program
• Increased minimum group size required to apply to 2 – 50 

employees
• Increased wage limits so eligible employees must make $14.50 

per hour or less
• Added the option if employees who are covered under a major 

medical plan and do not have their dependents covered under 
the plan they can enroll dependents under Tri-Share if they 
meet the above eligibility criteria for the employee 



Coalition Building—Getting Started
• Broad-based, inclusive, manageable size
• Diverse group
• Uncommon alliances
• List of 50 influential people, organizations 
• Decide best method of introduction:

– Letter
– Trusted source
– Phone call
– Meeting

• Make sure participants can meet identified needs
• Develop the roles and responsibilities



Coalition Building—Getting Started

• Understand the needs and 
concerns of members 

• “Individualize” opportunities
• Determine groups who are 

helpers
• Develop sample activities
• Don’t overwhelm
• Don’t forget meeting 

reminders, newsletters,     
and regular updates



Target Coalition To The Needs

• Success is the best way to keep people involved 
in a coalition

• Look for ways in which different groups’ goals 
overlap and capitalize on them so that everyone 
can have a payoff

• To solicit people’s involvement in a coalition, you 
must show what they can do and what is in it for 
them 

• Each coalition member must perceive a payoff 
for his/her organization for participating in the 
coalition



HAA Coalition Examples: Assess 
The Need – Find “Solutions”

• Underwriters/SCHIP/ 
HAA

• CVS/CoverTN/HAA
• United Networks of 

America/HAA
• HAA/WAVEReach



Conducting Research

• Schapiro Group study – determine needs & 
outreach tactics to drive action  

(1) A national public opinion survey, focused on the 
HLC target groups 
(2) Follow-up one-on-one in-depth interviews 
(3) A simulation experiment



HAA Key Research Findings

(1) Largest obstacle - preconception that health     
insurance costs too much
(2) Don’t know how to find information 
(3) Cost and simplicity are predominant concerns
(4) Persuasive sales pitches, and repeated contacts 
essential



Assessing the Information Needs: 
Sample Delivery Techniques

• CVS/Pharmacy booths

• School health fair

• Soup kitchen

• Small Business 
Development                       
Center workshops

• Shopping mall

• Church seminars



Assessing the Information Needs: 
Outreach & Enrollment Activities

• Group vs. individual 
– Language
– Written vs. oral
– Persuasive vs. factual

Tailoring event styles to the target audience needs is critical



Assessing the Need 
and Acting to Meet It

• Assess

• Evaluate Options

• Determine Delivery Techniques

• Assess and Adjust



HAA Lessons Learned
• Thousands of individuals were eligible for public 

programs but not enrolled
• Just as important, some can afford private 

coverage, but don’t know it
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