
2014: The Year of Play or Pay 

By Ken Doyle 

For a few moments on July 2, 2013 there was a collective gasp felt around the nation when the Obama 

administration announced that it was delaying the “play or pay” employer mandate for 51+ groups.  

Unexpectedly and without warning one of the chief components of the Affordable Care Act had been taken off 

the table until 2015.  The result: Those 51+ groups who were considering various “Play or Pay” scenarios realized 

there was no impetus to move forward and they slammed on the brakes.  

What we learned from that day is that when it comes to the Affordable Care Act things can change on a dime 

and nothing will ensure success more than remaining flexible and adaptable. There was perhaps an even harder 

lesson to be learned: Many brokers were caught off guard by this aspect of the law and there was more than a 

little confusion about look-back periods, measurement periods, variable-hour or seasonal, and new versus 

ongoing employees to name just a few.  In short, while employers weren’t prepared for the law neither were a 

lot of their brokers.  

While we can’t predict the future, it is reasonably safe to assume that the law won’t be delayed again. So let’s 

learn from the past and prepare. No, actually, let’s over prepare. 

 

Here are a few suggestions to help you make the most of this opportunity. 

1. Understand the law inside and out.  

Become a “Play or Pay” expert.  Study different scenarios of the 51+ market so when one comes up you 

already know how to properly advise your client. Don’t assume that it will be easy to determine who is 

eligible and who isn’t because it’s not. Fortunately, there is a wealth of material and resources available 

online as well as personal training and assistance being offered throughout the industry to help brokers 

learn and understand fully, everything they need to know about “Play or Pay.” 

 

2. Prospect now. 

Don’t wait until June or July to talk to groups. It will be too late and your competition will already be one 

step ahead.  Remember you want to build a relationship. Let your prospect know you are extremely well 

versed in the law and therefore uniquely qualified to offer the best advice.  Follow up with a monthly 

phone call and send a card or flyer in the mail detailing your strengths. 

 

3. Get your clients ready. 

Advise them on how to put systems in place to calculate FTEs, measure employee hours and determine 

plan affordability and minimum value. Let them know there are tools available from NAHU, and many 

other industry resources that will give them “real time” calculations. 

 

4. Work with a General Agency.  

A General Agency has tools and resources you don’t. (If you haven’t been to the LISI Informer, I highly 

recommend it.) What’s more a GA will save you considerable time and they’ll give you an extra boost of 

confidence in making sure your group is tight. Plus, they have the clout to negotiate rates with the 

carriers.  

 



5. Do more prospecting. 

Remember it’s a numbers game. The more effort you put into it the greater the reward. Consider a 

telemarketing campaign or post frequently on social media sites like LinkedIn and Facebook so you 

become known as an expert.   

When it comes to “Play or Pay” the one thing you don’t want to do is delay. Dust off your notes. Get straight on 

the facts. Understand the measurement periods. I found a quote from Benjamin Disraeli that sums it up nicely. 

“The secret of success in life is for a man to be ready for his opportunity when it comes.”  Here’s hoping you 

have a year of big, big, big opportunity. 

About Ken Doyle: 

With over two decades experience in both disciplines of sales and marketing, Ken joined LISI in 2011. As the 

Executive Director of Sales and Marketing, he is responsible for managing the sales for LISI in Southern 

California, as well as LISI Marketing. Got a question? Feel free to give Ken a call to learn more about how LISI is 

helping brokers make the most of Large Group opportunities. He can be reached at 866.570.5474 or you can 

email him at kdoyle@lisibroker.com  

 

 

 

 

  

  


