





Why consider an HSA?

B Protection—

B Affordability—

B Savings—

B Flexibility—

B Portability—

Hl Choice—

H Control—

How can | get an HSA?

HSAs are more available than ever. If your
employer does not offer an HSA, you can
get an HSA on your own. However, be
sure to check with a knowledgeable insur-
ance broker about any other employee
benefits you or your spouse receive that
might conflict with HSA eligibility, such as
a flexible spending account (FSA).

The U.S. Treasury Department offers

a Web site (www.treas.gov/offices/
public-affairs/hsa) that provides detailed
information about HSAs and resources
for locating HSA and HDHP vendors in
each state.

KED:07-872:5M:9/07:df




Especially for physicians -

HSAs are available to physicians, their families and
employees through AMA Insurance Agency, Inc.
Visit www.drhsa.com or call (877) 393-0518 for
more information.

Modifying day-to-day office procedures to avoid increased collection burdens:

B Expect to revise office procedures and
retrain staff regarding pricing, claims
processing, collection of payment and
billing so that patient payment can be
collected when services are provided.

B Help educate patients about their
payment responsibilities and new
expectations for payment at point
of service.

B Seek information from insurers about
“real-time claims adjudication,” which
allows you to electronically file a claim
and immediately learn what the health
plan and patient each will pay.

B Establish a fee list for your most
common services and procedures so
that office staff can tell patients what
they might owe in advance.

B AMA members can visit
www.ama-assn.org/go/psa to obtain
complimentary materials to help
physicians and their office staff with
the claims management process.
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Especially for physicians - |

As an early leader in developing the HSA concept and
promoting such options in the health insurance marketplace,

the American Medical Association (AMA) is committed to identi-
fying the key opportunities and challenges that HSAs pose for
patients and physicians. In particular, we seek to promote trends
that shift health care decision-making from insurers to patients
and physicians. The following guidelines are intended to help you
address challenges and opportunities that may arise in your
practice due to the growth of HSAs.

Helping patients understand and use HSAs:

B Be prepared to answer basic B Be on the lookout for low-to-moderate
questions about HSAs and to share income patients who might skip their
copies of this brochure with your chronic care medications. If their
patients and office staff. Additional health plan waives the deductible
copies are available online at for preventive services, the plan
www.ama-assn.org/go/hsaglance. might classify their medication as

preventive.

B Develop a sense of both the relative
costs and effectiveness of procedures
and treatment alternatives available to
your patients, and be prepared to
discuss both the financial and clinical
aspects of care.




