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ACA is here to STAY!

King v. Burwell clearly decided by 

US Supreme Court.

Subsidies available in all 

marketplaces.

Time to institutionalize annual 

enrollment and reenrollment.
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• Large Institutions provide information to patrons
• Institutions - Community Colleges, Public Schools, Hospitals, DSS, DPH, 

ESC

• Information = Call Center 855-733-3711 & www.GCAConnector.org

• Staff understand basics of marketplace and enrollment

• Institution could schedule the appointment on-line for its patrons

• More Organizations become CAC certified
• Staff is trained in basics and could help people enroll

• Organizations = Public and Private groups, small business

Institutionalizing Annual Enrollment/ Reenrollment

http://www.gcaconnector.org/
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Intake Referral to … YOU!
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Why Collect Names?  To Follow Up

You must have a have a place to put the data so you can use 

it later 
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NEW ROBERT WOOD 

JOHNSON & PERRY UNDEM 

RESEARCH

Post Open Enrollment 2
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• Fewer uninsured! Audience is shifting a bit

• The norming process is taking root 

• Mix of returning and new customers

• Many have more education and experience 
with the Marketplace

• Significantly reduced budgets for outreach

Let’s dig in.

6

Survey of Uninsured: OE3 Changes

Robert Wood Johnson Foundation/PerryUndem Survey, May 2015; 1270 adults surveyed; 18-64 years old; 469 Latinos; all uninsured
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1. Many Uninsured Harder to Reach – They still 

don’t know about marketplace, politically opposed, 

Limited English, New to Country

2. Many Uninsured are Experienced – They 

looked and decided they cannot afford

3. Thousands need to Actively Reenroll

4. Those in the Medicaid Gap

Audience has Changed

You are more important than ever!



The Core Message Still Needed…

Enrollment Timeline

(Nov. 1 – Jan 31 and 
SEPs)

You may be Fined if 
you are uninsured

Free Expert Advice in 
your community

855-733-3711

www.GCAConnector.org

The Marketplace is a 
website where you 

shop for health 
insurance – it works

Financial Help is 
Available

93% of North 
Carolinians get Subsidy

… But Have a Conversation

Uninformed

Informed
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New MESSAGE THEMES 

9

Protects you from 

the unexpected

Marketplace has 

new plans, prices

Financial help

One-on-one help

Accidents happen, medical bills can add up, 

insurance protects you and your family from 

bankruptcy or unaffordable treatment

Plans change every year, rates go up and 

down – You must actively reenroll to ensure 

you get best premium and plan

Make it real, show them they could qualify

Explain how tax credits work

Help is available but don’t overpromise

Why get 

Insured?

Why 

Actively 

Reenroll?

Truly 

Affordable

?

Too 

hard
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MESSAGE TONE

1

0

Just the facts, 

straightforward

• They need information especially 

about tax credits, the fine, special 

enrollment/life changes

• They’re skeptical – don’t 

overpromise and stay away from 

sales-y language

Time to get more 

direct, but don’t 

preach

• Explain the increasing fine, 

but stay away from shaming 

around not having health 

insurance or not following the 

law
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CONNECTOR LESSONS



 All Connector users are not equal.

– Four partner organizations using the Connector accounted 
for over 50% of partner appointments scheduled. 

• Legal Aid of NC/NC Navigator Consortium was the strongest with 25% 
of appointments, Cover Arizona made 13% of appointments, University 
of South Florida Covering Kids and Families made 13% of 
appointments, and the Palmetto Project in South Carolina made 10% 
of appointments. 

– Legal Aid of NC/NC Navigator Consortium not only had the 
most appointments scheduled, but also the highest closure 
rate for their appointments at 80% of total appointments. 

• During the open enrollment period, they had a total of 13,019 
appointments scheduled. This count not only makes Legal Aid the 
most active partner but also made North Carolina the most active 
state as a whole. 

North Carolina ROCKS! 

Recommendation

Be like Legal Aid of NC. 

“Debrief with Legal Aid of 
North Carolina, Cover 
Arizona, University of 
South Florida Covering 
Kids and Families and the 
Palmetto Project to find 
out what made them 
more successful with 
using the Connector than 
other partners. Legal Aid 
should be closely 
examined to understand 
their exceptional ability to 
schedule consumers and 
strong data entry 
practices.” 



• Appointment proximity is important.

– Consumers signed up for appointments that were an 
average of 4.5 miles away from their home address. 

– 89.6% consumers traveled less than 10 miles to their 
Connector appointment.

• Saturday was the most popular day for scheduled 
appointments with 20% of total appointments, while 
Sunday was the least popular with only 6%. 

• Daytime appointments were most common, with 94% of 
appointments happening between 8am and 6pm

Recommendation

Create available 
appointments close to 
the uninsured 
population and on 
between 8am-3pm, 
preferably on 
Saturday.

*Source: “Findings from OE2 Connector Usage”, Enroll America, May 
2015

Lessons Learned from 
Connector Data



 Enrollment events were more successful when looking at 
the number of available appointments, scheduled 
appointments, enrollment rates, walk-in rates, and data 
entry. 

– Enrollment event appointments were 75% more likely to be 
filled when compared to other available appointments. 

– Enrollment Events also had slightly higher enrollment rates 
(54% compared to 41%). 

• This is especially true in non-Medicaid expansion states (47% 
compared to 36%). 

– Looking at walk-in appointments, Enrollment Events had 
almost double the walk-in rate of other events (50% 
compared to 28% of other events). 

• Since many Enrollment Events took place on the weekends, this is 
consistent with the finding of a higher walk-in rate on weekends. 

Enrollment Events Work!

Recommendation

Enrollment events were 
the most successful 
across categories and 
should be used as often 
as possible. 


