



































































































































Response: We know that the minute you hire us, your problems become our opportunities to solve. One of
the first things our client service team does after we are engaged is to schedule a client kick-off meeting.
This enables our team to guide our clients through the following stages:

STAGE I: ONBOARDING

We like to call this the “getting to know you" stage. Before we know where we want to take you, we have to
understand how you got where you are and where you want to be. The onboarding stage involves a quick
ramp-up where we gather material directly from your service providers and a materials checklist we will
send directly to you. (We'll be asking for things like an employee census and learning more about your
culture, HR/Benefits team and how you interact with employees throughout the year).

STAGE II: DISCOVERY AND DIAGNOSIS

While we are collecting and beginning to analyze this data, we will be asking questions throughout the
consulting process. During the onboarding process, data is transformed into information that enables our
teams to develop cost projections, utilization analysis and benchmarking with peers in your industry to
determine the outliers in your plans. This information, along with an informational interviewing process
called Core Beliefs, enable our teams to transition to Stage III with a thorough understanding of where we
should go next.

STAGE III: STRATEGIC PLANNING

This stage is where we align the strategic priorities of your organization with the short and long-term goals
for your employee benefit programs. If you did not have a clearly articulated benefit's philosophy when we
started, you will have one after we complete this process. After various options are considered, a multi-year
plan design will begin to emerge that will have the approval and endorsement of the company's leadership
team. This phase involves creative benefits design, actuarial and underwriting projections, contribution
modeling, and budget impact analysis.

STAGE IV: IMPLEMENTATION AND EXECUTION

General George Patton said "a good plan implemented today is better than a perfect plan implemented
tomorrow.” After a multi-year strategic plan has been developed, we know that putting our ideas into action
is just as important as having developed the right road map for your organization. We will utilize our project
management and “timeline to implementation” tools to identify who has responsibility among our service
providers, Holmes Murphy, and your team for doing what task by what date. Adhering to these milestones
enables all parties to measure our progress toward open enroliment and effective date adherence so that
your employees have a positive user experience.

STAGE V: ACCOUNTABILITY AND ENGAGEMENT

Purchasing employee benefits that yield the greatest value at the most attractive unit costs can be of high
importance to clients seeking short-term savings, but creating accountability and engagement among plan
beneficiaries is what will flatten trend for years to come. One of the greatest differentiators between Holmes
Murphy and our competitors is the ability to help our clients deploy innovative programs that continue to
move the needle after we have picked the low hanging fruit. By deploying proven programs that lead to
greater consumer advocacy, transparency and accountability, we help our clients target inefficiencies in care
delivery in a way that transforms a company's culture, health, and productivity.
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Form A
Bidder Contact Sheet

Request for Proposal Number 529721

Form A should be completed and submitted with each response to this Request for Proposal. This is intended to
provide the State with information on the bidder's name and address, and the specific person(s) who are responsible

for preparation of the bidder’s response.

Preparation of Response Contact Information

Bidder Name: Holmes Murphy & Associates

Bidder Address:
13810 FNB Parkway, Suite 300 Omaha, NE 68154

Contact Person & Title: Beau Reid, Division Leader/Shareholder

E-mail Address:

Telephone Number (Office): (402) 697.4741
Telephone Number (Cellular): (402) 770.5529
Fax Number: (402) 408.2164

Each bidder shall also designate a specific contact person who will be responsible for responding to the State if any
clarifications of the bidder’s response should become necessary. This will also be the person who the State contacts

to set up a presentation/demonstration, if required.

Communication with the State Contact Information

Bidder Name: Holmes Murphy & Associates

Bidder Address:
13810 FNB Parkway, Suite 300 Omaha, NE 68154

E-mail Address:

Telephone Number (Office): (402) 697.4741

Telephone Number (Cellular): (402) 770.5529

Fax Number: (402) 408.2164
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ABC Company Monthly Financial Reports,
January 2015 through November 2015
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ABC University

December 31, 2015
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ROI Considerations for ABC COMPANY
Enterprise

15 pages
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EXHIBIT 1 - ACTUARIAL CERTIFICATION

I, Mark Van Buskirk, am Chief Actuary with Holmes Murphy & Associates. I have been retained by the
ABC University to provide the actuarial opinion required by the state. I am not an employee of the state;
I'am an associate of the Society of Actuaries and a member of the American Academy of Actuaries;
therefore I meet the qualification standards described in the regulations for providing such an opinion.
This opinion is based on the results of the plan year ending October 31, 2015.

Based on my analysis of the information provided by the plan sponsor and the third party administrator,
it is my opinion that:

The financial position of the State is sound on an expected basis as of October 31, 2015. By that
I mean that the premiums plus assets are enough to cover the expected claims, expenses, and
IBNR reserve. And the State passes all of the tests required by the state policy.

The State's level of specific and aggregate stop-loss insurance combined with its surplus provide
adequate protection against all expected contingencies but not all possible contingencies. The
specific stop-loss level of $250,000 is appropriate and the 24/12 contract with a terminal liability
rider combined with a reserve for claims incurred but not reported satisfies the regulation’s
12/15 minimum requirement and the aggregate insurance satisfies the minimum 125% of
expected claims requirement.

The projected premium income for PY '15-'16, the Supplemental Contribution Fund and the
other plan assets exceed both the expected and maximum liability and expenses.

The fund balance (the plan assets minus the plan liabilities) is more than the required $500,000.

The information used in this report was provided by the plan sponsor, the State, and the third party
administrators. 1 have not audited any data but have checked it for general reasonableness. We do not
accept responsibility for the accuracy or completeness of the data on which this report is based.

All assumptions and methodologies used are in accordance with generally accepted actuarial standards
and are based on actuarial requirements of the State’s policy.

Mark Van Buskirk PhD, ASA, MAAA
Chief Actuary
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EXHIBIT 6 - PROJECTION OF CASH FLOW FOR PY '15-‘16

This table takes the assets at the beginning of the year and projects them to the end of the year
on two bases: one using the expected claims liability and the other using the maximum claims

liability. Whereas the maximum is a “worst-case scenario”, the expected is a more realistic
projection of the assets. In both cases, it is clear to see that the projected assets at the end of
the year should be sufficient to cover all reasonable contingencies. This table satisfies the
projection portion of requirement 1-68-2(b) (2) of the State policy.

Expected Maximum
Plan assets as of 10/31/2015 $7,347,669 $7,347,669
Projected claim liability ($17,680,658) ($20,332,757)
Administration expenses ($2,604,908) ($2,604,908)
Premium for the '15-'16 plan year $19,306,392 $19,306,392
Investment income $240,033 $193,621

- €. -.dn assets as (
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EXHIBIT 8 - RECOMMENDED LEVEL OF STOP-LOSS INSURANCE

Specific Stop-Loss Coverage

The $250,000 stop-loss level is appropriate given the level of assets in the State. An important
issue with health care reform is the maximum level of specific stop-loss coverage. Whereas in
the past, plans usually had lifetime benefit maximums of $1M or $2M, health care reform
requires a plan to be unlimited. Thus it is important that the specific stop-loss coverage not
have a lifetime maximum as well. It is our understanding that the State’s policy does not have a
maximum and the State is completely protected for all claims above $250,000, and thus the
level of coverage is adequate.

Aggregate Stop-Loss Coverage

Since the SCF will cover a bad claims year up to the aggregate stop-loss coverage, by definition,
the coverage should be adequate. Also, the 115% is within the 125% required by the State
policy. Therefore, we feel that the aggregate stop-loss coverage is adequate.

9 5/23/2016
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