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HOW to aSk « Attendees are .In listen-only mode.
o  To ask a question, use the chat box at
questions

the lower-right of your screen to chat
with the presenter.

* You may also email questions to
acetacenter@jsi.org after the webinar.



mailto:acetacenter@jsi.org

us? computer speakers/headset.

Can y0u hear g % The audio is being shared via your
If you can’t hear the audio, make sure
I<D your computer audio is turned on.
e o o | Ifyou're still having problems, please
chat the host.

Call-In Number: +1 669 900 9128
Webinar ID: 924 5625 7245
Password: 499005



//ACE The ACE TA Center

TA CENTER " helps organizations

Engage, enroll, and retain
clients in health care coverage (e.g., Marketplace and other private
health insurance, Medicare, Medicaid).

Communicate with Ryan White HIV/AIDS Program
(RWHAP) clients

about how to stay enrolled and use health coverage to improve
health care access.

Improve the clarity
of their communication around health care access and health care coverage.

3 D %



//ACE Audiences

\TA CENTER

« RWHAP program staff, including case managers

« RWHAP organizations (leaders and managers)

« RWHAP clients

« Navigators, State Health Insurance Assistance Programs (SHIP)
counselors and other in-person assisters that help enroll RWHAP

clients in health care coverage



“Poll #1

Which of the following RWHAP Parts does your organization receive
funding from? (Check all that apply.)

Part A

Part B

Part C

Part D

Part F - Dental

Part F - SPNS

I’'m not sure

We do not receive any RWHAP funding



Poll #2

Which of the following describes your primary role at your workplace?
(Select one.)

Director or administrator (ADAP)

Director or administrator (RWHAP non-ADAP)
Program manager or coordinator (ADAP)

Program manager or coordinator (RWHAP non-ADAP)
Case manager or social worker

Clinical director or staff

Benefits and enroliment staff

Quality assurance or compliance staff

Data entry staff

Other (let us know in the chat!)



Visit us at

TAforHIV.org

TA for H I\/ Home  Projects v  Resources Upcoming Events

This is an interim webpage to share these resources while the TargetHIV.org site is under maintenance. For more information, contact ihaptac@jsi.org = or acetacenter@jsi.org m.

Home » Projects » ACE TA Center

ACE TA Center

The Access, Care, and Engagement TA Center (ACE) Technical Assistance (TA) Center builds the capacity of °

the Ryan White HIV/AIDS Program (RWHAP) community to navigate the changing health care landscape
and help people with HIV to access and use their health coverage to improve health outcomes. A‘ :E
To receive updates on the latest strategies for health care coverage enrollment and TA offerings, sign up for the ACCESS, CARE. & ENGAGEMENT

ACE TA Center’s eNews list@ . TA CENTER

Topic Overviews

Marketplace Coverage Tools and Resources

Medicare Coverage Tools and Resources

Events

The ACE TA Center hosts a variety of information sharing and training webinars to build the capacity of Ryan White HIV/AIDS Program (RWHAP)
managers, staff, and enrollment assisters to engage, support, and enroll RWHAP clients in health care coverage. The webinars feature presenters from
national, state, and community organizations who are experts in health policy, health care access, HIV, and the RWHAP.


https://www.TAforHIV.org
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“Poll #3

What is the primary concern your clients express regarding their
Marketplace plan options? (Select one.)

Plan affordability (monthly premiums)

Out-of-pocket costs (deductibles, copays)

Network coverage (keeping their current providers/specialists)
Formulary coverage (ensuring specific medications are covered)
Confusion over how RWHAP assistance works with their plan
Something else (let us know in the chat)



Marketplace Basics
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Erketplace: What is it?
&
VK

« Avirtual shopping and enroliment
platform (aka an “exchange”) for
health insurance

* There are three types of
Marketplace platforms:

« Federally-facilitated
Marketplace (HealthCare.gov)

« State-based Marketplaces

(S B M ) AK FL
 Joint state-based/ HI
fed e ra I Iy'faC| I |tated Federally Facilitated . State-based Marketplace . State-based

Marketplace Marketplace-Federal
Platform

Marketplaces

Source: “State Health Insurance Marketplace Types,” KFF State Health Facts, 2026.


https://www.HealthCare.gov

« All Marketplaces offer Qualified Health Plans (QHPs) with

M a rketp I a C e : different coverage levels
What’s Covered? « Metal tiers: bronze, silver, gold, platinum

* All QHPs must cover, at a minimum, the 10 essential
health benefits (EHBs) below:

« Ambulatory patient services

« Emergency services

* Hospitalizations

« Pregnancy, maternity, and newborn care

* Mental health and substance use disorder services
« Prescription drugs

« Rehabilitative and habilitative services and devices
« Laboratory services

* Preventive and wellness services

« Pediatric services, including oral and
vision care



o  The Marketplace offers financial assistance to
Marketplace: "

. eligible individuals in the form of Premium Tax
Saving on coverage Credits (PTCs) or Cost-Sharing Reductions

with PTCs (CSRs)

* Premium Tax Credits:

* Atax credit to lower monthly premium
payments

 Available to individuals with household

incomes between 100% and 400% of the
Federal Poverty Level (FPL)

* Can be provided up front in the form of an
Advanced Premium Tax Credit (APTC)



Erketplace:

Saving on coverage
with CSRs

The Marketplace offers financial assistance to eligible
individuals in the form of Premium Tax Credits (PTCs)
or Cost-Sharing Reductions (CSRs)

Cost-Sharing Reductions:

* A discount to lower the amount individuals have to
pay for deductibles, copayments, and coinsurance

* Auvailable to individuals with household incomes
between 100% and 250% of the Federal Poverty
Level (FPL)

* |n Medicaid expansion states, the lower limit
is 138% FPL

* Automatically calculated and applied during
the application process



Marketplace:
Who'’s eligible?

To be eligible to enroll into health care coverage
through the Marketplace, individuals:

d Must live in the United States

d Must be a U.S. citizen or national (or be
a lawfully present non-citizen)

4 Cannot be incarcerated



‘Plan Year 2027 Open Enrollment Period

(for states using HealthCare.gov)

Dec. 15 Jan. 1 Feb. 1
| | |
Coverage
GRPlvloe i starts Jan. 1
Apply by Jan 15 Goverage
PR Y ' starts Feb. 1
I 75 days |
Open Enroliment Open Enroliment
Begins Nov. 1 Ends Jan. 15

Note: States that operate their own Marketplaces have the
flexibility to extend their 2027 Open Enroliment Periods.



https:///www.HealthCare.gov

Marketplace Updates for 2027
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o  Reminder:
Key C h a n g es ¢  Deferred Action for Childhood Arrivals (DACA) recipients
Ellglblllty and are ineligible for Marketplace coverage
Financial Assistance - Lawfully present immigrants who do not qualify for

Medicaid and whose income is below 100% FPL are
ineligible for premium tax credits

* There is no longer a cap on Advance Premium Tax
Credit (APTC) repayment amounts (when filing 2026
federal taxes in early 2027)

* New for 2027:

» Subsidies will be limited strictly to U.S. citizens, Lawful
Permanent Residents (LPRs/green card holders),
Cuban-Haitian entrants, and Compact of Free
Association (COFA) migrants

* Pending Litigation:
» Additional documentation may be needed to
get or keep PTCs



Ky Changes: "fmooe

» Gender-affirming care is no longer designated as
Coverage and an Essential Health Benefit (as of Plan Year 2026)
Benefits  New for 2027:
« Adult dental services are no longer designated as
an Essential Health Benefit
* Insurers can now offer catastrophic plans with
multi-year terms

Only covers emergency expenses and
essential health benefits

Available to individuals under age 30 or who
qualify for a hardship exemption

Low monthly premiums

Very high deductibles

Note! Catastrophic plans are not
comprehensive coverage



. * Reminder:
Key ChanQes' « The monthly Low-Income SEP for individuals
Special Enroliment

. with incomes at or below 150% FPL was
Periods (SEPS) eliminated in August 2025 in all Marketplace
types.
 Pending Litigation:
* Pre-enroliment verification may be required
prior to enrolling in the following SEPs on

HealthCare.gov
« SEP for loss of minimum essential coverage
« SEP for marriage
« SEP for birth, adoption, or court order
« SEP for permanent move
« SEP for loss of Medicaid/CHIP coverage


https:///www.HealthCare.gov

Poll #4

What is the most common challenge you face when determining a
client’s eligibility for Marketplace coverage? (Select one.)

e Navigating considerations for specific populations

e Assessing how tax filing status impacts eligibility for PTCs/CSRs
e Timing transitions from Marketplace to Medicare coverage

e \Verifying fluctuating household income

e Something else (let us know in the chat)



Best Practices to
Prepare for Open Enroliment
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‘Plan Year 2027 Open Enrollment Period

(for states using HealthCare.gov)

Dec. 15 Jan. 1 Feb. 1
| | |
Coverage
GRPlvloe i starts Jan. 1
Apply by Jan 15 Goverage
PR Y ' starts Feb. 1
I 75 days |
Open Enroliment Open Enroliment
Begins Nov. 1 Ends Jan. 15

Note: States that operate their own Marketplaces have the
flexibility to extend their 2027 Open Enroliment Periods.



Https://www.HealthCare.gov

‘What can you do now to make sure
your program is ready for Open

Enroliment?

1. Conduct training and build enroliment staff capacity
2. Build enrollment partnerships

3. Conduct Account Tune-Ups

4. Assess health plans and conduct client outreach



Step 1:
Conduct training
and build
enroliment staff
capacity

Train staff on the basics of health insurance
enrollment and health insurance literacy.

« Focus on plan considerations for people with HIV.
Consider getting staff trained as Certified Application
Counselors (CACs), a specific type of enroliment
assister who can help consumers seeking health
coverage options through the Marketplace.

* |In states that use HealthCare.qgov, free CAC
training is available through the Centers for
Medicare & Medicaid Services (CMS).

* In states that operate their own Marketplace,
contact your Department of Insurance for training.

Train staff to conduct ‘Account Tune-ups’ (Step 3) for
all insurance-eligible clients.



http://healthcare.gov

Step 2:
Build enroliment
partnerships

If needed, identify and establish partnerships
with Navigators, CACs, and other enroliment
assisters.
« Assisters may be found at partner
organizations or within your health system.
« Train your program staff to refer clients to
these partners before and during Open
Enroliment.
Make sure partners are aware of RWHAP,
including role of AIDS Drug Assistance Program
(ADAP) in health coverage.



Step 3:
Conduct Account
Tune-Ups

An account tune up is an in-person or virtual
pre-enrollment appointment to:

1.

Check client paperwork, accounts, and
payments.

Review finances.

Confirm enroliment in relevant RWHAP
Insurance assistance, including ADAP.
Help clients prepare for their enroliment
appointment.



St 3 . = Check paperwork, accounts, and payments:
ep J = Help clients organize insurance and Marketplace

Conduct Account paperwork.

= Help clients update their Marketplace account details
Tune UpS (COHt.) or set up a new account if needed.

= Review insurance documents and identify any
outstanding payments or credits.
= Review finances:
= Ensure that clients who received Advance Premium
Tax Credits (APTCs) have filed their federal taxes so
that they remain eligible for this financial assistance.
 Reminder: There is no longer a cap on how much
an individual may have to repay for excess
APTCs. This will be important when filing federal
2026 taxes in early 2027.
= Estimate client income and report any changes to the
Marketplace to avoid under- or over-payments



Step 3: = Confirm RWHAP/ADAP enrollment
= Confirm eligibility and enroliment in ADAP or
Conduct Account other RWHAP-supported premium and
Tune-Ups (Cont-) cost-sharing assistance.
= If the client’s certification is due within the
open enrollment period, recertify early.
= Help clients prepare for enroliment
= Help clients identify their coverage priorities
including HIV medications and preferred
providers.
= Dedicate time to educate clients on the
importance of health coverage and answer
guestions.



St 4 .  For RWHAP recipients purchasing insurance:
ep o » Assess all plan options, including off-Marketplace

Assess health plans plans. o

d dUCt Client » Consider locating a third-party to do a plan
anda con assessment once plan information becomes available.
outreach « Train subrecipient staff on plan options as soon as

they have been assessed.
 For RWHAP-funded direct service providers:

» Check with ADAP and/or other RWHAP insurance
purchasing programs on plan options available to
clients.

» Train program staff on plan options as soon as they
have been assessed.

» Develop relationships with insurance companies to:

* Receive assistance reviewing plans to identify which
ones could be sponsored by RWHAP and ADAP.

« Set up process to make emergency premium
payments via credit card.



Ask the Audience:
Peer-to-Peer Discussion
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E the Audience

 How have you adapted the Account Tune-Ups process
at your organization?

An Account Tune-Up is an in-person or virtual pre-enroliment appointment to:
1. Check client paperwork, accounts, and payments.
2. Review finances.
3. Confirm enrollment in relevant RWHAP insurance assistance, including ADAP.
4. Help clients prepare for their enroliment appointment.

W Please raise your hand to speak. We will uynmute you and ask you to share.



E the Audience

* What are the key training areas for your staff”?
 How do you stay up-to-date?

W Please raise your hand to speak. We will uynmute you and ask you to share.



E the Audience

* \What are the main decision points or considerations that
you keep in mind when helping clients select a
Marketplace plan?

 How do you help clients choose between a Marketplace

plan, an off-Marketplace plan, and employer-sponsored
insurance?

W Please raise your hand to speak. We will uynmute you and ask you to share.



E the Audience

* What tools, trainings, or resources make the enroliment
work easier?

W Please raise your hand to speak. We will uynmute you and ask you to share.



E the Audience

 How do you troubleshoot administrative issues after
plan enrollment, such as misapplied premium
payments?

W Please raise your hand to speak. We will uynmute you and ask you to share.



E the Audience

* What is one piece of advice you would give to someone
who is preparing to help clients during Marketplace Open
Enroliment for the very first time?

W Please raise your hand to speak. We will uynmute you and ask you to share.



Resource Round-Up
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Eligibility
Decision Tree

Health Care Coverage Eligibility Decision Tree
FOR RYAN WHITE HIV/AIDS PROGRAM (RWHAP) CLIENTS

Use this tool to help determine if 3 RWHAP client ic eligible for Medicaid, Medicare, private of employ-
er sponsored insurance, o Marketplace health care coverage- The RWHAPF, including the AIDS Drug
Assistance Program (ADAP), can support people with HIV to receive HIV care and services regardless

of what type of health coverage the client has-

lnsurance: Does the client have an offer of affordable employer sgsored insurance (mrough their
ownplanorasa dependenton 3 family member's plan). TRICARE, or do they qualify for penefits from the
Veterans Adninisl.ration?

{Goto RWHAPIADAP resources)

Citizenship: Isthe client a United States citizen or lawful resident?

Age: Is the client age 65 of older?

Disability: Does the client have 3 qualifying
disability and receive Social Security Disability
|nsurance (ssDh) penefits, of does the client
have End Stage Renal Disease (ESRD) or
amyotrophic lateral sclerosis (ALS)?t

(Goto Medicare eS0Urces)

(Goto Medicare resources)

come meet the Medicaid income fimits in your
state? The household income limit in My’ stafe
is S/!ola family of.

Population Group: Does any member of the
dlient’s household fall into any of the following groups?

. Pregnant person
(Goto )iedicald resourcee) . Receiving Social Security Income (ssh) payments
- Minor under age 18
- Medically needy:

(Goto Medgicald resources) (Goto Marketpiacz and
RWHAPIADAP 1260UTC2E)

LAdiagnosis of HIV alone 15 not congidered 3 quaitying aisaviiity according to the social Securlty Agministration Ingnviduals who are undes 65 can
enroil in Medicare If (neY have been recehing social Security Disaolity insurance {SSDI) for 24 manths or more. The same @isabiiies and/o¢ neaith
conaitions that aliow someone 10 receive SSO! Wit allow someone to become eligible for Medicare aner they've been recening SSO! for 24 monthe.
» Some staks may have 3 “medcally Needy” of 'spenddoﬂn' option for certaln Medicald groups {Le., Ind widuals quaifying pased on 3ge and
gisabiity, children. and pregnant women} Medically needy programs allow Indhviduals 10 use medcal expenses they Incur © reduce, oF spend dOWN,
tnexr income o qualty for Medicald

ACETA CENTER| Health Coverage Eligibility Decision Tree for RWHAP Clients




Account
Tune-Ups

B—

Account Tune-Ups: Getting Ready for
Marketplace Open gnroliment

There are four main steps in an Account Tune-Up:
An Account Tune-Up is an activity to help make sure your clients are ready to enrollin
Marketplace health careé coverage.

1. Check paperwork, \t's important that clients’ insurance paymen\s and Marketpiace

accounts, and accounts areé up-to-date.

payments. @ Review insurance documents and identify any outstanding
yments OF credits.

@ Help clients organize insurance and Marketplace paperwor k.

¥ Make sure clients can 10d into the Marketplace and help them
update account details. If needed, help clients set up their
Marketplace account.

2. Review finances. A client's income and tax filing history help determine eligibility for
financial assistance through the Marketplace.
@ Make sure that clients who received Advance Premium Tax
Credits (APTCs) have filed and reconciled their federal taxes
for previous years s0O that they remain eligible for this financial
assistance.
“ Help clients estimate their income and report any changes to
the Marketplace-

3. Confirm enrol|ment Many RWHAPIADAPS provide financial assistance 10 help eligible
in the Ryan White HIV/ clients pay for their health caré coverage, but clients need 10
f\lDS Ffrogram (RWHAP), keep their paperwork up-to-date.
including ADAP- @ Confirm eligibiity and enroliment in ADAP or other RWHAP-
supported premium and cost-sharing assistance.
@ Re-certify 3 client's RWHAP!ADAP enroliment if the
paperwork is due during the Marketplace Open Enroliment

period.
4. Help clients prepare
for enrollmer\t and Clients should understand their coverage options and be confident
schedule enroliment they are enrolling int0 plan that best fits their health and financial
appomtments. needs.

Know what plans are being offered in their area-

Help clients identify their coverage priorities including
medication access and continuity with prefen'ed providers.

i)

¥ Dedicate time to educate clients on the importance of
comprehensive health care coverage.

)

Schedule enroliment appointments.




Marketplace

Special m——
Enroliment
Periods

Can | enroll ina Marketplace

health insurance plan outside
of Open enroliment?

Sometmos you axperience 8 big life change that also changes your health coverage
neods—ike having a child, chang\ng your job, of losing your nealth coverage Usually
the annual Open Enroliment period, which pagins on November 1 @ach year, 1s the
only time you can sign up for a health plan {hrough the Health |nsurance Markatplace

(€9, HealthCare gov)

| your Cif cumslances change durng the year, you may qualify
for a Special Enrollment period (SEP) thal lets you apply
tor Marketplace coverage of change your existing plan

outside of Qpen Enroliment You may also quallly for

a SEPI gomething happened durng Qpen Enroliment

that prevented you from getting the right coverage

This fact gheet lists the various events
that can quallty you for a SEP.

||yo.xmmymmaybemguemrasip.aﬂ,uu
e any changes |0 your incoime, househo'd
szn, address, Of nhealih coverage, you shoud
contact Marketplace Gustomes suppor 10 provide
this Information as soan as possbl Also, report
these changes the Ryan \White HIVIAIDS
Program (R’NHAPL as (hay may \mpact the
RWHAP seevices you fecave.

Revised November 2023 AGE TA Center | Special Enrolimant Pertods | Page 1




Fin [ [
ancial Assistance and Taxes

FAQ: Premium Tax Credits (PTCs) and
Cost-Sharing Reductions (CSRs)

September 2026
ACE TA Center

for many consumers Who get health coversge through the

Financial support i available
ium Tax Credits (FTCs) and Cost-Sharing Reductions

Marketplace. Leam how Prem
(CSRs) can help Ryan White HIV/. AIDS Program (RWHAF) ciients pay for health

insurance.

Premium Tax Ccredit (PTC)
Premium tax credits help lower the cost

through the Health Insurance
used right away 1o lower your monthly

of premiums for health coverage purchased
zyments of the tax credit can be

Cost-Sharing Reduction (CSR)
A discount that Jowers the amount individuals and families have 10 P2y out-of-pocket for
deductibles. coinsurance, and copayments- CSRs are NOT used to pay premiums.

if eligible, 2 person may recene both 2 PTCand @ CSR People who apply for PTCsare

automatically assessed for CSRs.

Frequently Asked Questions

1. Who is eligible?

al helpis available?

2. How much finand

3. Whatincome iS considered?

ut?

4. HowzrePTCs and CSRs given

5. Doclients needtofiled federal tax retum?

FAQ: PTCs and CSRs

What you need to know if you
enrolled through the Health
Insurance Marketplace

ping make your health
g what you reed o
@ Health Insurance

play an impoctant role In he?

Taxes may not be fun, but the,
Tris fact shaet helps you ungerstan

d n & health plan via th
markotpace website

coverage more affordable.

know about filng your taxes 4 you anroke
HealthCare gov of your state’s

Marketplace, such as

Did you choose togeta premium
tax credit when you enrolled in
coverage?

Premium tax credits nalp lower the cost of ocoverage
purchasad through the federal Health Insurance

Marketplace Of state marketplace for pecple with
ums ara the monthly bill you

qualifyng NCOMAS. Premi:

m tax credit can

pay for health insurance The premiu

work in two Ways

» Getltnow. Get the credit each month you nave
overage. This 18 callad an advance
arketplace sends e
ompany, and

Marketplace C
premium tax cradit. The M:
1o your healh insurance ©

monay directly
you pay @ lower monthly premium

& total premium every month

« Get itlater. You pay th
our taxaes after the calendar

put you get a refund 00 Y

yoar is ovar

eviged January 2025 | Pag8 1

ACE TA Center | Taxes and Heatth Caverage: Health Tnaurance Marketpiace | R

Taxes and Health Coverage



Get Covered

foraH
: ealth
I— lfe y insurance, NowW is a good

time to get it.

If you don’t have health

Take the next step for a healthy life.

Heaith insurance nelps you pay for the health care you peed to stay healthy.
Changes \n health care laws have made & much easer 10 get nealth meurance now.
Over 16 million paople have giready signed up put others gtill have questions O
concems. Do you have quesbions about healtn nsurance? Here are some answers.

5 €wny do! need health insurance? My case manager new¢
| already get my HIV care through me find an affordable heak
the Ryan White program.” ﬂ?&“&’nﬂfxs
Including My HIV medication 2

Health insurance covers care for all your health needs.
in addition 10 your Hiv care and medications you'll be able

10 gel oRher nealth gernvices such as

a Free preventve care, ke fiu shots and cancer screenings

s Careand medicalons for othel pealih problems you may

nave, like hear disease OF dgabeles

Hospitaizations

s Substance use reatment and mem¥ health services

s Maternity c€

Health insurance protects your finances |f something
unexpectad happens, ke acar accident, you won't go broke

payng hosptal bils

ACE TA Center | Get Covered for & Hoalthy Lite | Page 1



Poll #5

What topic would be the most useful for client-facing materials about
Marketplace coverage, such as fact sheets or palm cards? (Select one.)

A checklist of what to bring to an enroliment appointment

An easy-to-read timeline of enrollment periods and deadlines
A simple explainer of how RWHAP helps pay for Marketplace
premiums and out-of-pocket costs

A how-to guide for comparing Marketplace plans based on
prescription drug costs

Something else (let us know in the chat)



Questions?
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&A Panelists

Jared Liesl

Brumbeloe

Evaluation Specialist, Project Director, Senior Technical Advisor,
ACE TA Center ACE TA Center ACE TA Center



Thanks for joining us!

@

https:/irb.gy/n7uh0g

Sign up for our mailing list, download tools and

resources, and more.
\TA CENTER  contactus

acetacenter@jsi.org


https://rb.gy/n7uh0g
mailto:acetacenter@jsi.org
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