
AHIP recognizes Humana’s  
innovative wellness programs
America’s Health Insurance Plans (AHIP), an association representing 
1,300 companies that provide health insurance to 200 million 
Americans, recently recognized Humana’s achievements in  
innovative wellness programs in two of its publications. 

“AHIP’s Innovations in Prevention, Wellness, and Risk Reduction” 
study highlights carrier initiatives to improve the lives of their 
members and communities. AHIP found Humana’s health coaching 
program provides tailored, personalized, and intense contact that 
showed improvements for the vast majority of participants. The 
Humana-sponsored HealthMiles program was featured as an engaging, 
nontraditional program to overcome obesity. AHIP also highlighted 
our targeted messaging campaigns to consumers, which reinforce and 
encourage healthy behaviors. 

AHIP’s white paper, “Facing the Challenge of Unhealthy Weight: 
Recommendations for the Health Care Community,” offers 
recommendations for promising programs to address the obesity 
epidemic. Health coaching, Humana Health Assessment, preventive 
reminders, and MyHumana were featured as personalized, high-tech 
approaches to controlling obesity. Of those who enrolled in Humana’s 
weight management health coaching, 57 percent lost weight. 

These publications not only give Humana national recognition, but 
also lend credibility to our wellness programs and how we’re helping 
shape the future of healthcare. 

Program acknowledges immunization rate improvements
In addition to recognizing our wellness programs, AHIP’s 
Immunization Recognition Program recently highlighted Humana’s 
Texas, Ohio, and Wisconsin markets for significant improvements in 
childhood immunization rates. The Healthcare Effectiveness Data 
and Information Set (HEDIS) reports success in supporting and 
encouraging the use of preventive care such as immunizations. HEDIS 
measurements also contribute to accreditation scores for NCQA 
surveys and in U.S. News and World Report’s Best Health Plans. 
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What marketing information, 
brochure, or sales tool would make 
it easier for you to sell Humana?  
 

E-mail your thoughts to madams@
humana.com and we’ll make it worth 
your while by sending a $10 Starbucks 
card to the first 10 respondents. 

We’d like to know …

Most responses to our December 
question favored e-mail and sales rep 
visits, but some prefer direct mail.  
Here’s a sample of what you had to say:

E-mail seems to be the best way for me. 
It seems it is harder and harder to spend 
the time on the phone or in person to go 
over these items, while with e-mail you 
can get to it when you have a  
quick minute.”

E-mail is fine, but I like a sales rep to  
call sometimes!”

E-mails are easily categorized and 
organized for quick access when the 
information is needed. Faxes get lost, 
phone calls are not always answered  
and sales visits are nice, but not always 
time efficient.”

We would like to hear about your 
product promotion and bonus  
programs via direct mail.”

I would prefer to hear about promotions 
and bonus programs directly from our 
sales rep; either a call or visit would  
be fine!”

These readers each got a $10 Starbucks 
card for sending in their ideas. Answer 
this month’s question for your chance  
to get one.

 

Reader Response
How do you like to hear about product  
promotions and bonus programs?

“We live
    service.”

Lockton finds Humana’s Group Medicare 
plans benefit employers and retirees
When Media News Group, a company of 54 newspapers across the country, consolidated 
into one health plan at the beginning of 2008, they looked for alternatives for their retirees. 
Because of union regulations, Lockton had specific needs – Humana’s Group Medicare 
plans were one of the few that could meet all their requirements. 

Lockton Companies of Colorado Vice President Judy Strand showed the group how 
Humana offered a comprehensive plan at a great price. The group signed up for the 
Medicare Advantage Plan (MAP) and has been thrilled with the results. MAPs provide 
more benefits and services than Original Medicare. Humana offers a wide range of plans 
that are often more affordable for retirees.

Meeting customers’ needs is one of Lockton Companies main goals. As the largest privately 
held insurance broker and tenth largest broker in the world, Lockton has found great 
success by offering exceptional results and service. 

Founded in 1966 in Kansas City, Lockton’s Denver office opened in 1979. The company 
has been the fastest growing U.S. insurance broker for the past 10 years. Lockton now has 
offices in 20 cities, plus 26 international locations. With a client retention rate of more than 
96 percent, Lockton continues to grow. 

How does Lockton keep such a strong client base? Lockton associates offer only the most 
competitive plans with affordable price tags, which is where Lockton and Humana meet.

Lockton’s passion for serving its clients is shown in the motto, “We live service.”  Associates 
focus international resources to do one thing: serve clients better. As one of the largest 
insurance brokers in the world, Lockton has done a great job at it. 

Judy A. Strand
Vice President

 Barbara H. Gahbauer
Account Manager



“We live
    service.” Humana Active OutlookSM (HAO) is a health and wellness program 

that offers information on healthy living, members-only local classes 
and national health education events, and money-saving offers on 
common products. The program guides HAO members to achieve 
their health goals through our publications, Website information, 
classes, and seminars tailored to their specific interests.

HAO offers resources in each of our educational cornerstones:

Thrive! ❯  – maximize health during aging and get the latest research

Nourish! ❯  – nutrition basics, healthy cooking, and help making 
healthy choices when dining out

Discover! ❯  – improve brain power and memory through mental 
exercises, plus get involved in the community

Inspire! ❯  – motivation to make positive life changes 

Nurture! ❯  – useful information, support, and guidance for caregivers  
and grandparents

Heal! ❯  – care management and wellness programs for members with  
chronic conditions

Examine! ❯  – developed through member feedback, this program 
helps members manage their healthcare

Enrich your customers’ Medicare experience by presenting Humana 
Active Outlook, a program dedicated to full, fun, and active lives, as a 
solution for their retirees.

Medicare members live 
healthy and happy with HAO

Helping clients  
get more from  
their benefits 
As you know, employers look to you for new ideas 
to lower their healthcare costs. We created the 
Humana Health Plan Guide with that in mind. Your 
small-business clients receive a Humana Health Plan 
Guide twice a year.

We’ve enhanced the guide to provide employers 
with additional information. The guide now shows 
participation levels in Humana health resources  
such as Humana 
Health Assessment, 
health coaching  
and Humana  
clinical programs.

The updated guide 
now also includes 
information about 
Humana’s pharmacy 
programs, including 
RightSourceRxSM 
and Maximize  
Your Benefit.

SmartSummary® Family Roll-up 
statement coming soon
The latest enhancement to SmartSummary – our quarterly  
health finance and benefits statement – now includes  
subscribers, minors, and delegated dependents all in one 
statement delivered in one envelope. 

All dependent totals will be included in the “Numbers   ❯
to watch” section 

All minors’ claims that contain sensitive information will   ❯
be masked to protect members’ privacy 

Information in the statement will be color-coded for   ❯
each member, making it easy to read 

Subscribers will have the option to opt out of the   ❯
Family Roll-up if they prefer 

The enhancement provides a family snapshot of health and 
spending in the SmartSummary statement format. It’s a valuable 
resource to help members plan and manage health information.

Focus on economics
Large Group benefits administrators will receive Focus, our 
bimonthly publication, later this month. In this edition, we explain 
how challenging times call for new approaches to healthcare 
planning. Moving to a consumer-driven plan and encouraging 
wellness can help. To see a copy, visit humana.com/employers/
tools and follow the link to “Focus Newsletter.”

Disability Income Advantage helps 
disabled employees get back to  
work the ‘old-fashioned’ way
More and more businesses offer voluntary workplace benefits 
to supplement their medical coverage. Because the employee 
voluntarily pays for the benefit, there is no direct cost to your 
clients. One of the most popular workplace voluntary benefits 
is disability coverage.* Our Disability Income Advantage plans 
help disabled employees focus on their recovery so they can  
get back to work as quickly as possible. 

Disability Income Advantage pays benefits to help supplement 
lost wages to cover medical costs and everyday living expenses. 
By offering the plan, your clients show concern for their 
employees by helping keep them and their families protected. 

Rae Ann Beaudry, a Milwaukee-based broker, says her 
customers love offering our disability products. “It’s a good 
old-fashioned disability plan. I’ve seen other carriers cut corners 
in plans, but not here,” she explains. Not only does offering 
Humana specialty benefits bolster Rae Ann’s sales, but she has 
found that it helps her medical renewals, too, something she 
definitely supports.

*LIMRA International



Sell Humana dental and vision and earn a bonus
Good health starts with healthy eyes and mouth. By selling Humana’s dental  
and vision cases, you’ll feel good knowing you’re helping your clients’ 
employees stay healthy. You’ll feel even better knowing your clients won’t  
break their budget doing so.

Sell two new dental and/or vision cases with effective dates of coverage  
between Feb. 1 and March 31, 2009, and you earn a:

Here are the details:

Selling a dental case and a vision case to the same   ❯
customer meets the two-case minimum

Bonus applies to employer-sponsored and voluntary   ❯
funding options

Dental and vision coverage sold to new and existing  ❯
Humana customers is included

  ❯ A “case” encompasses all customer sites

See your Humana representative for rules and regulations. 

 

$50 gift card for each  
new vision case when 
sold separately

OR
$200 gift card for selling both a  
new dental case and a new vision  
case to the same employer$100 gift card for each

new dental case when 
sold separately

Humana Inc.
500 West Main Street
Louisville, KY 40201

Contact your Humana sales executive 

for more information about Humana’s 

products and offerings, or visit the 

Agent Self-Service Center at 

Humana.com.

For broker/agent information only. Not for public use.
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