
Phase 3: Enroll and Phase 4: Engage 
The third and fourth phases are Enroll and Engage.

In the third phase, you want to create a positive and 
welcoming open enrollment experience. Because an HSA 
plan can seem confusing, this phase encourages employees 
to ask questions during open enrollment meetings and help 
them decide if the HSA plan would be best for them.

The fourth phase may seem optional, but this follow-up 
communication is crucial to employee satisfaction with your 
HSA plan. Bi-monthly articles teach your employees how to 
maximize their HSA, and monthly table tents for your break 
room or cafeteria include tips and facts that can help your 
employees better navigate their health plan.

Plus we make it easy for your employees to always know 
where they’re at with their HSA. Your employees have access 
to their deductible, out-of-pocket limit and HSA information 
right at their fingertips. They can look up their information 
in three easy ways:
•	 On their computer — They can log on to  

healthpartners.com to view their cost and account 
information right on their myHealthPartners homepage.

•	 On their smart phone — They can download the 
HealthPartners iPhone app or visit the mobile  
site to see their account information in the  
my Plan balances section.

•	 On any mobile phone with texting — If they don’t  
have a smart phone, they can sync their mobile phone 
with their myHealthPartners account to receive updates 
via text.

Learn more about our mobile offerings at   
http://www.healthpartners.com/gomobile.

Health savings accounts put your health care spending in your own hands. You decide when and how to use your health 

care dollars and you can save on taxes in the process. For more information on the EmpowerSM HSA Plan, please see the 

plan overview. 

If you have questions about your HSA after you enroll, you may call Member Services at 952-883-5000 or toll-free at 

1-800-883-2177. TTY users can call 952-883-5127 or 1-888-850-4762.

Note: This document has general HSA information. For information that is specific to your HSA plan offering, please refer to your 

employer’s plan document.

Q What is an HSA?
A   An HSA is a tax-exempt trust or custodial account 

that you set up exclusively for paying for eligible 

medical expenses. Funds roll over from year to year, 

can earn interest and accumulate for future health 

care needs.

  To be eligible to open an HSA, you must be covered 

under a high-deductible health plan (HDHP), you 

cannot be enrolled in Medicare, cannot be enrolled 

in another health plan, and cannot be claimed as a 

dependent on someone else’s tax return. 

Q  Are HSAs and HDHPs the same 
thing?

A   No. The term “HSA” is used to describe the whole 

plan, but they are actually two parts. The HSA is the 

account in which you save money for eligible health 

care expenses, and the HDHP is the health insurance 

plan. Enrollment in the HDHP is what allows you to 

contribute to your HSA.

Q How does the HSA work?
A   It’s just like a bank account set up for a specific 

purpose. 

	 •	 	You	save	money	in	your	HSA	either	through	payroll	

deduction or direct contributions to the account.

	 •	 	When	you	have	an	eligible	expense,	you	can	

withdraw money from your HSA to pay for it 

(or, you may decide to save your HSA money 

for the future or for planned expenses, such as a 

pregnancy or braces).

	 •	 	After	your	eligible	expenses	reach	your	HDHP	

deductible, your health plan coverage starts. This 

means that you will only have to pay part of the 

costs involved with your health care (known as 

coinsurance) and the plan pays for the rest. 
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When you choose HealthPartners Empower HSA Plan, you not only get HealthPartners seamless implementation and 
integrated administration but valuable communications support. That’s what it means to have a partner in health. 

HealthPartners HSA Communications Toolkit is available with any HealthPartners Empower HSA Plan for Open Enrollment. 

Ask your broker or sales consultant for more information during your next renewal or benefit review. Or call HealthPartners 
directly at 952-883-5200 or 800-298-4235.



We understand an account-based plan like HealthPartners 
EmpowerSM HSA may seem different from other health plans. 
But you can overcome this barrier and achieve your target HSA 
adoption rates by helping your employees become comfortable 
with your HSA plan. All it takes is effective, consistent 
communication. 

That’s where HealthPartners comes in.

When you select HealthPartners Empower HSA Plan, you will 
receive our HSA Communications Toolkit. The toolkit provides 
you with pre-written flyers, articles, e-mail notices and more 
that can be customized with your company name. The toolkit 
also contains articles for employers, leadership  
and management staff about best practices with HSAs. 

These materials are broken into four phases to help you 
identify which communication pieces you should use 
during each phase. They can be easily converted into a 
communications plan for your Empower HSA Plan.

HSA Communications
Support for You and Your Employees



Phase I: Plan and Announce 
The first phase of HealthPartners HSA Communications 
Toolkit is Plan and Announce. There are three major goals for 
this phase:

•	 Build support among leadership, human resources 
personnel and staff

•	 Review Communications Toolkit and select which 
materials to use

•	 Announce to employees the new plan offering

The majority of this phase is spent communicating this 
new health plan offering to the staff and leadership. With 
presentations that discuss key messages and talking points, 
you will be able to answer questions from your employees and 
create a more comfortable tone around the HSA plan.

One piece featured in this phase is the placemat (pictured 
below). In it, you will find each phase’s goals, actions to take 
and specific toolkit materials that correspond to those actions. 

The Toolkit placemat will also keep you organized with a 
timeline for launching each phase. You can develop your own 
communications plan and select different materials to use, but 
with our placemat, there’s less work for you. 

Plan and Announce
6 – 12 months before plan begins

Goals:

• �Build support among leadership, human resources personnel and 
staff

• �Review Communications Toolkit and select which materials to use

• �Announce to employees the new plan offering

Actions:

• �Provide training on the Empower HSA plan for leadership, human 
resources and staff 

�• �5 Steps to Success

�• �Train-the-trainer presentation

• �Develop a communications plan using the toolkit instructions and 
placemat

»» Toolkit Instructions
»» Toolkit Placemat

• �Distribute introductory materials to employees
»» Pre-enrollment letter to employees (from CEO)

Educate
3 – 6 months before plan begins

Goals: 

• �Develop employees’ awareness and understanding of the HSA plan

• �Increase employees’ interest in the HSA plan

• �Make employees more comfortable with the HSA plan

Actions:

• �Begin consistent communications around the HSA plan

• �Call attention to the features of the HSA plan
»» �What’s an HSA?
»» �Empower HSA Plan Overview
»» �What You Need to Know about HSAs
»»  �5 Reasons to Consider an HSA

• �Highlight the consumer-driven tools and resources available 
»» List of eligible expenses
»» �E-mail blast: Plan comparison tool and cost calculators
»» �E-mail blast: Web & phone tools

Phases



Phase 2: Educate
The second phase is Educate. The three major goals for this 
phase are:

•	 Develop employees’ awareness and understanding of the 
HSA plan

•	 Increase employees’ interest in the HSA plan

•	 Make employees more comfortable with the HSA plan

This phase is meant to familiarize your employees with 
HealthPartners Empower HSA Plan. Increased comfort with 
the plan will help increase your adoption rates for the HSA, so 
consistent communication in this phase is very important. 

One of the many pieces of this phase is our Top 5 Reasons to 
Consider an HDHP/HSA article. This article is a great way to 
introduce your employees to the benefits of an HSA plan, with 
an easy-to-use tax savings chart.

Health savings accounts (HSAs) and qualified deductible health plans are gaining popularity because 
they can help you make smarter health care choices and lower your health care costs. America’s Health 
Insurance Plans, a national health insurance trade association, completed a recent survey showing that 
11.1 million Americans were covered by an HSA plan in January 2011. 

What is motivating 11.1 million people to move to this kind of plan? They’ve realized just how beneficial 
it can be. Look at these five reasons, and consider whether an HSA-qualified plan may be right for you.

 Save hundreds on taxes
With an HSA-qualified plan, you could 

save hundreds of dollars in taxes every 

year. You can contribute to your HSA with 

pre-tax payroll deductions, reducing your 

taxable income. Because you are taxed on 

less income, you bring home more money. 

Your HSA is set up to help pay for medical 

expenses tax-free! When you have an eligible 

medical expense, you can use your HSA to 

pay for it, and you won’t be taxed on that 

withdrawal.

1.

Five reasons 
to consider an  
HDHP/HSA

HSA  
Contribution

Income

$40,000 $60,000 $80,000 $100,000

Single Taxpayer

$500 $103 $153 $153 $168

$1,000 $207 $307 $307 $337

$1,500 $310 $460 $460 $505

$2,000 $413 $613 $613 $673

$2,500 $516 $766 $766 $841

$3,100* $640 $950 $950 $1,043

Head of Household with 1 Dependent Child

$1,000 $207 $207 $307 $307

$2,000 $413 $413 $613 $613

$3,000 $620 $620 $920 $920

$4,000 $826 $826 $1,226 $1,226

$5,000 $1,033 $1,033 $1,533 $1,533

$6,250* $1,291 $1,291 $1,916 $1,916

Married Couple with No Dependents

$1,000 $207 $207 $207 $307

$2,000 $413 $413 $413 $613

$3,000 $620 $620 $620 $920

$4,000 $826 $826 $826 $1,226

$5,000 $983 $1,033 $1,033 $1,533

$6,250* $1,178 $1,291 $1,291 $1,916

Married Couple with 2 Dependent Children

$1,000 $157 $207 $207 $307

$2,000 $313 $413 $413 $613

$3,000 $470 $620 $620 $920

$4,000 $626 $826 $826 $1,226

$5,000 $783 $1,033 $1,033 $1,493

$6,250* $978 $1,291 $1,291 $1,751

*Maximum contribution allowable for 2012.

Please note: This is an illustration of possible tax savings only. This is not an exact calculation of your tax savings. This illustration assumes: all income is from wages and 
salaries and taxpayers use the standard deduction. This illustration is based on calculations using the EBIA Tax Calculator, found at www.ebia.com.

Enroll
1 – 3 months before plan begins

Goals:
• �Help employees decide if the HSA plan is right for them

• �Encourage enrollment in the HSA plan

• �Provide a positive and memorable enrollment experience

Actions
• �Continue delivering collateral from the toolkit, including pieces 

that can be shared with family members and spouses
»» What Employees Need to Know about HSAs
»» �5 Reasons to Consider an HSA
»» �E-mail blast: Plan comparison tool and cost calculators
»» �Eligibility quiz 

• �Conduct open enrollment meetings 
»» �E-mail: Open enrollment meeting invitation

• �Provide a team (human resources personnel, managers, 
leadership and HealthPartners representatives) to answer 
employee questions

»»  �HSA FAQs
»»  �HSA Claims Process

Engage
After the plan begins, recommended at least once a month

Goals:
• �Help new members understand their plan

• �Teach new members how to best utilize their plan

• �Promote health and well-being tools and resources and healthy 
behavior

• �Continue increasing employee comfort with the plan

Actions:
• �Continue consistent communications around the HSA with toolkit 

materials
»» Maximizing your HSA

• �Deliver consistent communications around health and well-being
»» Did you know…?

• �Encourage members to call HealthPartners with plan questions

• �Distribute real-life employee examples or stories of HSA 
members

• �Begin more communications planning for the upcoming year


