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When T. Rowe Price installed its con-
sumer-driven health plan in 2004, it was in
an optimal position to make the plan work.

With almost 5,000 financially
savvy U.S. employees and a
sophisticated benefits pro-
gram in place, enrollment in
the plan hit a predictable 8
percent in the first year. 

Then enrollment remained
utterly flat for three years until 2008, when
it ticked up a negligible amount to 9 percent.
And there it sits, with enrollments too low to
produce substantial savings, no real incen-
tives or deterrents to boost participation

and no meaningful tools for consumerism.
In other words, the T. Rowe Price plan

looks just like thousands of other consumer-
driven plans at companies across the country. 

Consumer-driven health plans have
stalled out. Adoption has slowed, enroll-
ment rates are low and flat, and the tools
needed to drive behaviors have never mate-
rialized, most recent studies of the plans
have found. The most common plan de-
signs are a setup for failure. For example,
when Towers Perrin wanted to quantify po-
tential cost savings from consumer-driven
plans in a recent study, it found that the
universe of well-designed plans was too

small to do a credible survey.
T. Rowe Price strives for a cutting-edge

rewards program. “We wanted to be ready if
CDHP really took off and succeeded in
changing the whole cost equation and the
whole structure of employer-based health
care,” says Randall Singer, global benefits
manager. “Our objective was to get the plat-
form up and running in case the market
shifted, but the market has not moved in
any significant way. Like us, most employ-
ers are just dabbling in this.”

But dabbling is all employers can do un-
less they move to a full forced replacement
of all their medical plans with a consumer-

If You Fix It, They Will Come

Source: Mercer (www.mercer.com)

Like any high-deductible insurance plan, a consumer-driven one lowers employer costs by only a modest
amount. If employers want more, they’ll have to overhaul plan design to win workers over—and force
providers to supply more detail on health costs. Stories by Fay Hansen • Illustration by Gonzalo Hernández
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Source: Kaiser Family Foundation, 2007 survey
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HEALTH PLAN VITAL SIGNS
Consumer-driven health plans aren’t quite flatlining, but their growth is
extremely slow. The percentage of employees enrolled in a consumer-
driven plan with an HSA or HRA rose from 3 percent in 2006 to just 5
percent in 2007. Employer adoption slowed in 2007, and will moderate
again in 2008, according to a Mercer survey. 

Singer

18% Percentage of employers with more
than 1,000 employees currently offering
a consumer-driven health plan 3% Percentage of employers not offering con-

sumer-driven plans reporting they are likely to
add a health reimbursement account in 2008
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