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Deft Research is the health insurance industry’s trusted source for relevant market and
consumer information.

We are committed to helping our clients identify opportunities for innovation, and to provide better service and communications for
their members. Our research and guidance helps the nation’s top health insurers make more confident business plans and decisions.
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Dual enrollment increased by about 2% from 2016 to 2017, growing from about 11.7 million lives to
11.95 million. Partial enrollment increased at a slightly greater clip (2.8%) than full enrollment (1.6%).

Enrollment in MA plans has continued to grow among non, Full, and Partial Duals.

GROWTH IN DUAL ENROLLMENT MANAGED CARE PENETRATION TRENDS
CY 2017 CMS Data, Ever Enrolled Basis CMS Analysis
M Full Duals Partial Duals e NoOn-Duals, % MA Duals, % MA
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Source: “Data Analysis Brief: Medicare-Medicaid Dual Enrollment 2006 through 2017”. Prepared by CMS Medicare-Medicaid Coordination Office, December 2018.
Source: “Managed Care Enrollment Trends among Dually Eligible and Medicare-only Beneficiaries, 2006 through 2017 ”. Prepared by CMS Medicare-Medicaid Coordination Office, December 2018.
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As was the case in the non-dual market, dual consumerism was up from 2018.

SHOPPING/SWITCHING BEHAVIOR SHOPPING/SWITCHING BEHAVIOR BY YEAR
Base: All, n=1,301 Base: All

m 2019, n=1,301 (a) 2018, n=1,338 (b)

66%

Did not shop
72%,

Shopped but did not - 19% Shopped but did not switch _ 19%,,

switch 12%

o)
Switched insurers - 10%

8%
Switched insurers . 10%
Switched plans kept [l 4% Total Switching:
insurer 4% 2019 AEP: 14%
. ()
Switched plans kept 2018 AEP: 12%
insurer 4% ‘ 1%
<1%
Dropped to OMO 9%
Dropped to OMO  <1% Believes Unable to Switch* 3%
0

Letters indicate significant difference from corresponding group, p < .05
*Not asked in 2019
What was your decision regarding your 2019 Medicare health coverage?
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While it may be no surprise that Full and Partial Duals receive information from their state
Medicaid programs about their eligibility at higher rates than Low-Income Non-Duals,
nearly half in both Dual groups report not receiving any outreach at all.

Clearly, more than 55% of Duals have received some sort of information about their eligibility. However, that information does not stick for many
Health insurers have an opportunity to reach these individuals with more personalized messages than what they would receive from Medicaid or
Medicare, for example by focusing on the barriers they face accessing health care or leading healthy lives and the ways in which the carrier can

help. Especially among rural respondents, who are less likely to recall any informational material regarding Medicare assistance (61% versus 51%

of urban respondents), messaging that revolves around the practical solutions to address social determinants of health may help the information
take hold.

MEDICARE ASSISTANCE INFORMATION MATERIALS RECEIVED BY DUAL STATUS

Base: All
H LIND, n=537 (a) Full Dual, n=303 (b) Partial Dual, n=461 (c)
Y
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1%
2%
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2%
B 2%
Other 2%
3%
76%
I have not received anything b
44%

Letters indicate significant difference from corresponding group, p < .05

In the past 12 months, have you received any of the following regarding your eligibility for a Medicare Assistance Program like Medicaid, Supplemental Security Income, or Extra Help with Part D?
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Among LINDs, those who have not received any outreach or information about their
possible dual status are about 2.5 times less likely to have applied for Medicare assistance.

This is to say that simply reaching low-income seniors with a notification that they may be eligible could go a long way in placing people into the
appropriate assistance programs.

EVER APPLIED FOR MEDICARE ASSISTANCE

Base: Not Enrolled in Medicare Assistance Program

B Received Medicare Assistance Info, n=107 (a) Have Not Received Info, n=343 (b)
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9% 8%

Yes No I'm Not Sure

Letters indicate significant difference from corresponding group, p <.05

In the past 12 months, have you received any of the following regarding your eligibility for a Medicare Assistance Program like Medicaid, Supplemental Security Income, or Extra Help with Part D?
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FOR MORE INSIGHTS INTO THE FULL 2019 DUAL ELIGIBLE MEMBER
STUDY RESULTS, PLEASE EMAIL INFO@DEFTRESEARCH.COM WITH
THE SUBJECT LINE “2019 DUAL.”



