
Be the right insurance agent
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2025 Comprehensive ACA Training



Our Group of Companies

www.prinsuco.com
Field Marketing Organization

www.amidim.com
Educator 

Digital Marketing for Insurance Agents

www.ainfe.com
Educator 

C.E. for agents  by subscription
Financial Literacy for clients

http://www.prinsuco.com/
http://www.amidim.com/
http://www.ainfe.com/


Instructor 

Al Castellanos - CFP®

Master of Science Financial Planning

     Master of Science Financial Analysis

   Postgraduate Diploma In Digital Business
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Your Instructor



ACA 2025 Training Series
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❑ Session 1: Introduction to ACA Health Insurance & Certification

❑ Session 2: EDE Enrollment Platform / HealthSherpa

❑ Session 3: Digital marketing for ACA
❑ Mashup
❑ Content (Prinsuco, Molina, Ambetter, UHC, others)
❑ Help on Demand 

❑ Session 4: ACA business management
❑ Monthly audit
❑ New attestation forms



ACA 2025 Comprehensive Training 
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❑ www.ainfe.com

❑ Self Study 4 Hours C.E.

❑ Course Name: Managing the CMS
      Enterprise Portal & Marketplace Platform

❑ Coupon Code:  CMS2025

❑ Valid through 10/31/2024

http://www.ainfe.com/


Over 21.4 million people on an ACA plan in 2024 in the USA
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Enrollment in ACA Marketplace

Source: U.S. Department of Health and Human Services; ASPE – Office of the  Assistant Secretary for Planning and Evaluation 



Over 3.4 million people on an ACA plan in 2024 in Texas
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Enrollment in ACA Marketplace - Texas

Source: U.S. Department of Health and Human Services; ASPE – Office of the  Assistant Secretary for Planning and Evaluation 
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Obtaining Consumer Consent
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Consent & Confirmation Forms
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Consent & Confirmation Grievance
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Consent & Confirmation Grievance
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Consent & Confirmation Grievance
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Prinsuco Portal for Brokers

https://prinsuco1.sg-host.com/3d-flip-book/pp4b/
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Your Need to be Licensed 



15Overview of Plan Year 2025 Registration and Training

Your Need to be Certified 

https://www.prinsuco.com/files/40742/Plan%20Year%202025%20Health%20Insurance%20Marketplace%20Registration%20and%20Training%20for%20New%20Agents%20and%20Brokers.pdf
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Agent/Broker Marketplace Registration Tracker and Status

Track and Check Your Registration Status

https://data.healthcare.gov/ab-registration-tracker


The World of Subsidies

The World of  No 
Subsidies 

The World of Subsidies 

• No Subsidies

• Subsidies
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The Healthcare Marketplace
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Essential Health Benefits (EHB)
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The Metallic Products 
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The Products  The Products 

The World of No Subsidies              The World of Subsidies

No

YES



The World of Subsidies 

• The World of No Subsidies

• Metallics

• The World of Subsidies

• Metallics
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The World of No Subsidies 

• Metallics

• Ancillaries 

• Short Term Medical   

• Multiple Risk Life Insurance 

• Supplemental Coverage

• Dental & Vision

• Accident

• Critical Illness

• Cancer/Heart & Stroke

The Products 
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The Networks

EPO vs PPO vs HMO

The Networks
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The Cost Structure of a Health Insurance Plan



The Cash Flow Structure in your plan
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The Cash Flow Structure in an ACA plan
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How can we Help?

1. Advance premium Tax Credit (APTC)          2. Cost Sharing Reductions (CSR)



2025 Annual Cost Sharing Limits
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$ 9,200                           2.6 % Decrease                         $ 18,400

SINGLE                                                                       FAMILY



94  % of AV in Silver Plan                                              87 %                             73 %  

Source: https://www.healthcare.gov/glossary/federal-poverty-level-FPL/   10/03/2024

2025 Federal Poverty Level Chart with Cost Sharing Reductions 

Household 

Size
100% 138% 150% 200% 250% 300% 400%

1 $15,060 $20,783 $22,590 $30,120 $37,650 $45,180 $60,240

2 $20,440 $28,207 $30,660 $40,880 $51,100 $61,320 $81,760

3 $25,820 $35,632 $38,730 $51,640 $64,550 $77,460 $103,280

4 $31,200 $43,056 $46,800 $62,400 $78,000 $93,600 $124,800

5 $36,580 $50,480 $54,870 $73,160 $91,450 $109,740 $146,320

6 $41,960 $57,905 $62,940 $83,920 $104,900 $125,880 $167,840

7 $47,340 $65,329 $71,010 $94,680 $118,350 $142,020 $189,360

8 $52,720 $72,754 $79,080 $105,440 $131,800 $158,160 $210,880

https://www.healthcare.gov/glossary/federal-poverty-level-FPL/


Consumers whose income falls between 100-250% of the federal poverty level (FPL) may be eligible 
for CSRs to help with out-of-pocket costs.

Income-based CSRs can only be used with Silver plans purchased through the Marketplace. 

Many CSR-eligible consumers face a choice between a monthly premium and reduced out-of-
pocket expenses through a Silver plan, or a Bronze plan that has no monthly premium or a smaller 
premium than the Silver plan. 

However, if these consumers choose the Bronze plan and require medical services, they may find 
themselves with higher out-of-pocket expenses because of the Bronze plan’s higher deductibles 
and lack of CSRs.

Silver vs Bronze
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Silver vs Bronze



Silver vs Bronze
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Silver Vs Bronze

Consumers should be reminded that they are more likely 

to experience unexpected costs when they seek care if 

they have a Bronze plan compared to a plan at a higher 

metal level. 

Healthy consumers with incomes at the higher-end of CSR 

eligibility may not see the value in CSR out-of-pocket 

savings, due to their potential for lower utilization of 

coverage. 

Agents and brokers should help consumers understand 

how they would pay for a large, unexpected medical cost, 

like a hospitalization.

Agents and brokers enrolled in Bronze plans at a higher rate than those who self-enrolled in Marketplace coverage. 



The Medicaid Gap

• In states that do not expand Medicaid under ACA, there will be large gaps in coverage available 
for adults.
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The Medicaid Gap



The Employer/Employee Family Glitch.

Overlap has to do with affordability. 

Deemed affordable if employee’s share of lowest cost of self-
only coverage does not exceed 9.02 % (up from 8.39 %) of 
household income.

May use W -2 Form Box 1, Rate of Pay or Federal Poverty Level 
chart

Individuals have been unable to get federal subsidies for ACA health-insurance plans if they were eligible 
for affordable employer coverage that meets minimum coverage standards. 

But the coverage had to be affordable just for the employee and didn’t take into account other family 
members. This is what is know as The Family Glitch. 

Employer Health Insurance affordability calculator
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The Employer / Employee Family Glitch

https://info.nystateofhealth.ny.gov/employer-health-insurance-affordability-calculator


Health Reimbursement Arrangements HRA´s

Health reimbursement arrangements (HRAs) are a type of account-
based health plan that employers can use to reimburse employees for 
their medical care expenses.

Three Types
• Individual Coverage HRA

• Excepted Benefit HRA

• Qualified Small Employer HRA - QSEHRA
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Health Reimbursement Arrangements (HRA’s)



HRA’s: Things to Know

A Health Reimbursement 
Arrangement (HRA) isn’t traditional 
health coverage through a job. 

• An Employer contributes a certain amount to the HRA. 
• The employee use the money to pay for qualifying medical 

expenses. 
• For some types of HRA, employee  can use the money to 

pay monthly premiums for own health plan.

Employee must have health 
coverage to use the HRA. 

• For certain types of HRAs, employee  must be 
enrolled in a health plan to use the HRA 
money.

It’s important for employees to 
understand their options before 
they act. 

• Employees could pay more for coverage. 
• Use more tax credits than they qualify for. 
• Face tax penalties unless they understand their  

options. 
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HRA’s: Things to Know



Individual Coverage HRA´s Affordability

Self Only Lowest cost silver plan monthly 
premium minus Monthly ICHRA amount

Employees Household Income / 12 ≤
ICHRA Affordability

The Required Contribution Percentage  9.02%

An employee's monthly contribution for self-only coverage is 
affordable if it is no more than 9.02 % of their monthly wages.
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Individual Coverage HRA’s Affordability



HRA’s: Accept HRA scenario

• HRA: $ 3,000 per year

• Household Income $ 30,000/Year

• HRA Contribution

      Household Income

• 3,000/30,000 = 0.1 =  10 %

• 10  % is greater than  9.02 %

• HRA Plan is affordable 

• You can NOT get APTC in 
marketplace

• Accept  HRA Offering
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HRA’s: Accept HRA scenario



36

Get Ready to Apply 
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Get Ready to Apply 

https://www.healthcare.gov/downloads/apply-for-or-renew-coverage.pdf

https://www.healthcare.gov/downloads/apply-for-or-renew-coverage.pdf
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1. Consumer Pathway

1. Via Healthcare.gov
2. Via Marketplace Call Center

2. Agent/Broker Pathway

1. DE - Direct Enrollment
2. EDE – Enhanced Direct Enrollment

Two Paths to Enrollment
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The Marketplace Pathway

Agents and brokers can assist consumers “side by side” in 

the Marketplace pathway on HealthCare.gov.

Help a consumer obtain an eligibility determination and 

select a QHP directly. 

The consumer creates an account, logs into 

HealthCare.gov with a consumer account, and “drives” the 

process.

Agents and brokers must work “side by side” with 

consumers and are prohibited from logging into 

HealthCare.gov as the consumer. 

1 
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Enhanced Direct Enrollment (EDE) Pathway

Allows consumers to interact directly with private partners and complete all steps in the eligibility and enrollment 
process on a single website.
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Agent / Broker Pathway Updates

• CMS now blocks an agent or broker from making changes to a consumer’s FFM enrollment unless the agent is already 
associated with the consumer’s enrollment.

• Agents and brokers working with consumers to update the National Producer Number (NPN) on their eligibility 
applications are required to either:

•  Conduct a 3-way call with the Marketplace Call Center
•                                                               or
•  The consumer may submit the change through an approved DE/EDE consumer pathway or 

HealthCare.gov.

• Changes are expected to help drive bad actors out of the Marketplace and prevent them from ending other agents' 
and brokers’ commissions.

• Federally-facilitated Marketplace (FFM) systems now require the direct involvement of consumers to add or change 
the agent associated with the consumer’s enrollment. 

17 



The Marketplace sends an annual notice to 

all enrollees during the fall to inform them of 

the upcoming Open Enrollment Period (OEP)
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Enrollment Periods 

NOVEMBER

1

JANUARY

15

Fall 2024                                                                                  Jan. 1, 2025

Nov. 1, 2024 – Jan 15, 2025                                                                       Feb. 1, 2025

Plan selections completed and received by 

the Marketplace from November 1, 2024, to 

December 15, 2024, become effective

Qualified individuals make OEP plan 

selections with regular effective dates (i.e., 

not under a special enrollment period) for 

plan year (PY) 2025

Plan selections completed and received by the 

Marketplace from December 16, 2024, to January 

15, 2025, become effective
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Working with Consumers: The Don’ts

• Create accounts, login, or submit applications on HealthCare.gov.

• Retain access to a consumer’s HealthCare.gov account or associated email. 

• Enter false or dummy addresses in place of a consumer's email or mailing address .

• Enter an agent or broker's own professional or company email or mailing address on a consumer's application. 

• Share Marketplace credentials or use someone else's log-in credentials. 

• Assume income for unemployed consumers or steer a consumer to a desired income amount. 

• Coerce consumers into reporting false incomes. 
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Working with Consumers: The Don’ts

• Falsely attest that the consumer has no other form of coverage if they have reported having other coverage such as 
employer-sponsored coverage. 

• Only ask if someone has Medicare or Medicaid without considering all other coverage types a consumer may have.

• Estimate income after taxes. Income needs to be reported as gross income before taxes.

• Attest that a consumer doesn’t have an SSN if they have one.

• Forget to ask if someone may be American Indian/Alaskan Native or if they have a disability.

• Assume a consumer won’t provide race/ethnicity or gender identity information.

• Purchase leads from a company that uses misleading marketing tactics. 
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Create an                 Apply for                    Select                         Enroll  
       Account               Federal Subsidy           a Plan                         in Plan          

How the Marketplace Works
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Application Help

How to Instruct Consumers to Insert Your National Producer Number on Marketplace Applications

Application Help 

https://www.cms.gov/CCIIO/Programs-and-Initiatives/Health-Insurance-Marketplaces/Downloads/Instruct-Consumers-NPN-Marketplace.pdf
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Special Election Periods (SEP)



The 2021 ACA Product Review
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2025 ACA Product Review



The 2021 ACA Product Review
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Final Verification

❑ Agent and Broker Marketplace Registration Tracker

❑ Ready to Sell (RTS)

❑ Your ACA Brochure (Including 2025 FPLC)

❑ Your 2025 ACA Product review

❑ Your Consumer Consent forms
❑ Make sure you always use your Prinsuco Portal for Brokers



www.prinsuco.com

Questions? Contact our Team (832) 850 6873 



Thank You
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