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Your Plan Designs 
Effective 1/1/26 to 12/31/26
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Current Plan Benefits: 
$1,700 Deductible

Extra details about the plan 

• Open Access Plan

• HSA Qualified

• Non-Embedded Deductible

• Plan Deductible will index up $1,750/$3,500 effective 1/1/2027  

This comparison is intended to illustrate the carrier's proposed services and rates and should not be 
relied upon to fully determine benefits and rates.  Refer to carrier's renewal/proposal for a complete 
representation of coverage terms.

In-network Out-of-network

Deductible
$1,700 individual

$3,400 family

$1,700 individual 

$3,400 family

Out-of-Pocket 
Maximum

$1,700 individual

$3,400 family

$2,075 individual

$3,650 family

Preventive Care No charge 80% after deductible

Office Visits 100% after deductible 80% after deductible

Urgent Care 100% after deductible 80% after deductible

Hospital Visits 100% after deductible 80% after deductible

Emergency Room 100% after deductible 80% after deductible

Prescription Coverage 100% after deductible No coverage

Prescription Out-Of-
Pocket Maximum

Combined with medical No coverage
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Current Plan Benefits: 
$3,475 Deductible

Extra details about the plan

• Open Access Plan

• HSA Qualified Plan

• Plan Deductible will index up $3,500/$7,000 effective 1/1/2027  

This comparison is intended to illustrate the carrier's proposed services and rates and should not be 
relied upon to fully determine benefits and rates.  Refer to carrier's renewal/proposal for a complete 
representation of coverage terms.

In-network Out-of-network

Deductible
$3,475 individual

$6,950 family

$3,475 individual

$6,950 family

Out-of-Pocket 
Maximum

$3,475 individual

$6,950 family

$3,750 individual

$7,125 family

Preventive Care No charge 80% after deductible

Office Visits 100% after deductible 80% after deductible

Urgent Care 100% after deductible 80% after deductible

Hospital Visits 100% after deductible 80% after deductible

Emergency Room 100% after deductible 80% after deductible

Prescription Coverage 100% after deductible No coverage

Prescription Out-Of-
Pocket Maximum

Combined with medical No coverage
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Current Plan Benefits: 
$1,000 Deductible

Extra details about the plan

• Open Access Plan

• Rx Copays

This comparison is intended to illustrate the carrier's proposed services and rates and should not be 
relied upon to fully determine benefits and rates.  Refer to carrier's renewal/proposal for a complete 
representation of coverage terms.

In-network Out-of-network

Deductible
$1,000 individual

$2,000 family

$1,000 individual

$2,000 family

Out-of-Pocket 
Maximum

$2,500 individual

$5,000 family

$2,500 individual

$5,000 family

Preventive Care No charge 80% after deductible

Office Visits 80% after deductible 80% after deductible

Urgent Care 80% after deductible 80% after deductible

Hospital Visits 80% after deductible 80% after deductible

Emergency Room 80% after deductible 80% after deductible

Prescription Coverage
$15 Formulary

$45 Non-formulary
No coverage

Prescription Out-Of-
Pocket Maximum

$500 individual

$750 family
No coverage
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Current Plan Benefits: 
$200 Deductible – CLOSED TO NEW ENROLLMENT

Extra details about the plan 

• $200 Deductible Plan – CLOSED TO NEW ENROLLMENT

This comparison is intended to illustrate the carrier's proposed services and rates and should not be 
relied upon to fully determine benefits and rates.  Refer to carrier's renewal/proposal for a complete 
representation of coverage terms.

In-network Out-of-network

Deductible
$200 Individual

$600 Family

$200 Individual 

$600 Family

Out-of-Pocket 
Maximum

$600 Individual

$1,200 Family

$600 Individual

$1,200 Family

Preventive Care No charge 20% coinsurance

Office Visits 20% coinsurance
20 coinsurance

Virtuwell:  not covered

Urgent Care 20% coinsurance 20% coinsurance

Hospital Visits 20% coinsurance 20% coinsurance

Emergency Room 20% coinsurance 20% coinsurance

Prescription Coverage
$8 - $12 Copay at retail

$16 - $24 Copay mail order

20% coinsurance at retail

Mai order not covered

Prescription Out-Of-
Pocket Maximum

$2,000 Individual / $4,000 Family $2,000 Individual / $4,000 Family
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Market Update

Cell and Gene Therapy Update
It was just a few years ago that Cell and Gene Therapy was the talk of the industry, with significant 
concerns about its potential impact. Being top of mind with every insurance carrier and stop loss 
provider we met with; we watched the pipeline in this space expand quickly. The cost of these 
treatments was typically in the millions, reaching approximately $400,000 to $4 million depending on 
the drug. Throughout the past several years, we have monitored the potential impact that they could 
have on medical and pharmacy trend lines.

What is the likelihood of having a claim?
In 2025, the probability of incurring one of these claims is very low. For example, one of 
AssuredPartners’ claim data sets sits within a data-warehouse that includes 300,000 members, and 
that block hasn’t had a single cell and gene therapy claim to date. Additionally, in the reporting we 
reviewed from one of the largest stop loss carriers in the market, their block only has between 5 and 
10 of these claims across an industry-leading membership base. While the risk is low, when one of 
these claims is incurred on a plan, it can have a significant impact.

Current Market Solutions
•Fully Insured: The current response from the Fully Insured Markets is to cover the therapies, which 
took the decision-making process away from employers and makes it easy to move between carriers.
•Stop Loss (self-funded): The response from the Stop Loss market is far less clean. We need to:

o Educate ourselves on whether or not to cover the treatments;
o Use bundled carrier solutions or layer separate risk corridors over the top of 

traditional policies; and
oLearn how each carrier would treat lasers at current and future renewals.

 Source: AssuredPartners

High Cost Claimants
Facility/inpatient costs and medical specialty drugs are still the top contributors to spend in higher 
thresholds. Cancers continue to dominate the conditions driving the highest-cost claimants (those 
over $250K).

Source:  Springbuk



1 10

Client Focused. Solution Driven

2026 RFP Results

Market Update

Rx Trend
From 2020-2023, Rx costs surged 42%, reaching $131 per member per month (PMPM).  The primary 
contributors to this increase are specialty drugs and brand-name maintenance drugs, which are 
crucial for treating chronic conditions. 

Notably, in the past year, the PMPM for brand-name maintenance drugs has grown at a faster rate 
than that for specialty drugs, with increases of 15.5% and 9.8%, respectively.

The Employee Health Trends 2024 report unveiled a striking revelation: Five conditions accounted 
for 75% of the increased prescription drug spending from the previous year, with diabetes and 
obesity among them.

Consider a comprehensive strategy to address rising obesity treatment costs. This could involve 
partnering with clinical programs that take a holistic approach, combining:

• Step therapy protocols to ensure cost-effective medication use 

• Lifestyle interventions

• Disease management strategies

Source:  Springbuk
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RFP Responses



1 12

Client Focused. Solution Driven

2026 RFP Results

RFP Responses

The district received responses from:

• HealthPartners

• BlueCross BlueShield

• Medica

• PEIP

The district received best and final 

responses from:

• HealthPartners

• BlueCross BlueShield

• Medica
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Respondent Proposal:
HealthPartners
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HealthPartners
Financial Summary

Financial Summary

· Renewal for January of 2027, would be a 32% increase

· Revenue from current premium for 2026 is $4,750,762

· 2027 Proposed revenue, using current enrollment, would be 
$6,266,250

· Annual increase in revenue of $1,515,489

· Response did not include any renewal caps for 2028
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Respondent Proposal:
BlueCross BlueShield
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BlueCross BlueShield
Financial Summary

Financial Summary

· Renewal for January of 2027, would be an 11% increase

· Revenue from current premium for 2026 is $4,750,762

· 2027 Proposed revenue, using current enrollment, would be 
$5,251,581

· Annual increase in revenue of $500,819

· Response did not include any renewal caps for 2028

• This rate is base upon implementation of the Kavira 
Program
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Kavira
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Kavira
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Kavira
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Kavira
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Kavira
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Respondent Proposal:
PEIP
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Financial Summary

· Renewal for January of 2027, would be a 29% increase

· Revenue from current premium for 2026 is $4,750,762

· 2027 Proposed revenue, using current enrollment, would be 
$6,130,266

· Annual increase in revenue of $1,379,505

· Response did not include any renewal caps for 2028

Plan Highlights

• Enhanced coverage of infertility for BlueCross members (similar to 
HealthPartners coverage) 

• $0 or reduced office copays for mental health treatment. 

• Out of area care for members has changed (see attachment). 

PEIP
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Respondent Proposal:
Medica
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Medica
Financial Summary

Financial Summary

· Renewal for January of 2027, would be a 42.6% increase

· Revenue from current premium for 2026 is $4,750,761

· 2027 Proposed revenue, using current enrollment, would be 
$6,776,588

· Annual increase in revenue of $2,025,827

· Response did not include any renewal caps for 2028
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Rate Displays
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BlueCross BlueShield
Rate Display

• Aggregate plan rates above include the monthly program cost for 
Kavira

• Grid above reflects the Teacher Cost Sheet effective 1/1/2027
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HealthPartners
Rate Display
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PEIP
Rate Display
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Medica
Rate Display
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Selection Criteria
Evaluation Criteria

Evaluation of proposals will take into account (but is not limited to) the following criteria: 

• Compliance with specifications

• Contract provisions

• Provider network and Provider Contracts 

• Premium rates and guarantee periods

• Proposer's ability to adequately service the District's employees and their dependents Ease, cost 
and effectiveness of transition from present carrier

• The District reserves the right to accept or reject any or all proposals, to waive informalities in the 
proposals and to negotiate with carriers on benefits, premiums and other contract terms (as 
allowed under Section 471.6161 of Minnesota Statues).
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Selection Criteria
Recommendations

NIS recommends transitioning to BlueCross BlueShield of 
Minnesota direct effective January 1, 2027 given the matching plan 
designs and the overall 11% increase in premium expense using 
current enrollment and with the inclusion of a not to exceed rate cap 
in year two of 19.5%. This recommendation includes deploying the 
Kavira primary care program to achieve the proposed pricing for a 
minimum of one year.
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