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T P G ’ S  B O O K  O F  B U S I N E S S

2025 WASHINGTON HEALTH TREND

10.1% 13.2% 5.0% 3.7%
Medical Trend Rx Trend Dental Trend Vision Trend

*

*10.3% PPO medical plans annual trend.  9.9% HMO medical plans annual trend.



66

VISIONDENTALRXPPOHMOPLAN DESIGN

--12.0%7.4%5.9%

De-Identified 

Carrier Responses

5.0%7.5%15.4%12.9%12.9%

4.0%4.0%16.8%13.3%-

3.5%3.9%11.3%-11.3%

3.0%5.0%11.3%9.5%9.5%

2.5%5.4%13.5%11.0%-

4.0%4.5%12.5%8.0%-

3.7%5.0%13.2%10.3%9.9%AVERAGE

WASHINGTON REGIONAL CARRIER TREND SURVEY
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• Average 1/1/2026 fully insured renewal – 15% - 25%

• We’ve seen renewals as high as 44%

• 2025 saw double digit increases, and it is worse in 2026

• Price increases are unsustainable for employers

• Employers are looking for cost saving alternatives

2026 RENEWAL LANDSCAPE
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FUNDING OPTIONS WITH SAVINGS OPPORTUNITIES

0-5% 

POTENTIAL 

SAVINGS

5-10%

POTENTIAL

SAVINGS

+10% 

POTENTIAL 

SAVINGS

• MERP

• Level Funding

• Fully Insured 

• PEO

• Bundled Self-Funding

• Self-Funded Captives

• Self-Funding ASO

• Reference Based Pricing

• Unbundled Self-Funding

• ICHRA



COST CONTAINMENT & PROACTIVE STRATEGY #1

MERP
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WHAT ARE MEDICAL EXPENSE REIMBURSEMENT PLANS (MERP)?

A MERP is an employer-funded plan that 

reimburses employees for out-of-pocket medical 

expenses that aren't fully covered by their primary 

group health insurance (e.g., deductibles, co-pays, 

coinsurance, etc.).

A MERP can be a powerful tool to enhance a 

health benefits package cost-effectively, especially 

when paired with a higher-deductible group 

health plan. However, careful plan design, 

administration, and compliance oversight are 

essential to avoid pitfalls and legal issues under 

the ACA and HIPAA
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MEDICAL EXPENSE REIMBURSEMENT PLAN STRUCTURE
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MERP POTENTIAL LONG-TERM SAVINGS



COST CONTAINMENT & PROACTIVE STRATEGY #2

ICHRA
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ICHRA – INDIVIDUAL COVERAGE HEALTH REIMBURSEMENT ARRANGEMENT



1515

MEDICAL OPTIONS - ICHRA
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MEDICAL OPTIONS - ICHRA

• Illustrative example of a comparable 

plan on the individual marketplace; 

although employees may choose any 

plan available for their location
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• Employees receive contributions dollars to purchase plan with proof of insurance

MEDICAL OPTIONS - ICHRA
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MEDICAL OPTIONS - ICHRA



COST CONTAINMENT & PROACTIVE STRATEGY #3

SELF FUNDED STOP LOSS CAPTIVE
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• A captive is a group purchasing arrangement for stop-loss reinsurance. Each company still funds its own predictable 

claims, uses its own chosen network, but shares a portion of the high-cost risk. By purchasing stop-loss reinsurance at 

the collective group level, rates are more favorable and stable year-over-year.

WHAT IS A SELF-FUNDED GROUP CAPTIVE 
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Who should consider captives?

• Company Size: Between 50–1,000 employees, large enough to benefit from data credibility but not large enough to completely self-

insure without pooling

• Companies who want Financial Stability: Willing to invest in a long-term strategy, not just chasing the lowest premium this year. 

• Cultural Fit: Leadership that views benefits as part of the talent strategy, not just a line-item expense. 

• Appetite for Transparency: Companies that want visibility into claims, pharmacy spend, and cost drivers—so they can do something to 

improve their long-term risk profile. 

• Frustration with Status Quo: Employers tired of fully insured renewals without any real explanation.

WHAT IS A CAPTIVE AND WHO IS A GOOD FIT
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Better Purchasing Power 

• By pooling risk across multiple employers, captives negotiate stronger stop-loss coverage. This means lower fixed costs and more 

favorable contract terms. 

Return of Underwriting Profits 

• In a traditional self-funded arrangement with a large carrier, any stop-loss profits belong to the insurer. In a captive, those profits are 

returned to the member companies. Over time, this dividend can meaningfully offset healthcare costs. 

Executive Visibility and Expense Control

• Employers gain access to robust claims data that most bundled carrier products simply don’t provide. With that visibility, you can make 

targeted interventions on pharmacy, chronic conditions, and high-cost claimants. 

Long-Term Cost Stability 

• Instead of riding the rollercoaster of fully insured renewals, captives create predictability. Sharing risk among like-minded employers 

dampens volatility, and the structure aligns incentives toward keeping costs in check.

Customization

• Captive members often have more freedom to choose networks, pharmacy benefit managers, and wellness strategies. That means 

designing a plan that fits your workforce, not one-size-fits-all from a large insurer

ADVANTAGES OVER TRADITIONAL SELF-FUNDING
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HOW ARE CAPTIVES STRUCTURED?
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DOLLAR BREAKDOWN
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COMPARISON TO OTHER OPTIONS



MEET THE PARTNERS GROUP
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300+ EMPLOYEES

IN 5 LOCATIONS

INVESTMENT IN

• Relationships

• Growth

• Top talent & expertise

• Local insight

• National reach

• Long-term stability

• Innovative technology

• Health & wellbeing

FAMILIES

PARTNERING WITH TPG MEANS…

EMPLOYERS

BUSINESSES

INDIVIDUALS

CHARITABLE 

GIVING10%
CLIENT 

RETENTION95%

YEARS

LOOKING OUT FOR YOUR 

FUTURE FOR MORE THAN

40
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Coordinated strategies & solutions

Saving time & money

Integrated team of specialists

Reach your goals by partnering with experts who make 

the complicated easy.

ONE PARTNER ADVANTAGE®
SINGLE RESOURCE FOR YOUR CONSULTING, INSURANCE, & FINANCIAL NEEDS
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R E C O G N I T I O N  &  A W A R D S

We are honored to work for a 

company that continues to be 

recognized by employees and 

major media outlets across the 

Pacific Northwest. 

Years awarded: 2023, 2022, 2021, 2020, 

2016, 2015, 2012, 2011, 2010, 2008, 2007, 

2006, 2002, 2001

Years awarded: 2023, 2022, 2021, 2020, 2019, 

2018, 2017, 2016, 2015, 2014

Years awarded: 2022, 2021, 2020, 2019

Years awarded: 2023: #3, 2022: #3, 2021: #2, 

2020: #5, 2019, 2018, 2017, 2016, 2015, 2014, 

2013, 2012, 2011, 2010, 2009

Years awarded: 2021, 2020, 

2017, 2015

Years awarded: 2022, 2021, 2020, 2019, 2018, 2017, 

2016, 2015, 2014, 2013, 2012, 2011, 2010, 2009, 2008, 

2007, 2006, 2005, 2004, 2003, 2002, 2001
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YOUR DEDICATED TPG TEAM

EMILY YOUNG

Employee Benefits 

Consultant, Shareholder

Emily has been in the employee benefits industry for 16 years. She came to TPG 

after 12 years as a senior account executive at UNUM, consulting on life, disability, 

leave management, dental, vision, and supplemental health benefits. She is an 

expert in HR technology systems and online enrollment solutions. Emily works with 

clients across many industries, ranging in size from 50–2,500 employees. She will 

serve as your co-consultant, providing strategic planning and goal execution, as 

well a high level of ongoing support. 

Emily attended the University of Washington where she majored in Finance and 

Marketing. Outside of work, Emily enjoys traveling and staying active with her 

husband, two sons, and energetic puppy. 

Stuart Croff

Employee Benefits 

Consultant, Shareholder

Stuart has more than 15 years of experience in the health insurance industry. Prior 

to TPG, he spent seven years with major health insurance carriers in the Pacific 

Northwest, including Cigna, Premera Blue Cross, and Regence BlueShield. His 

expertise includes benefit plan design, negotiation and alternative funding 

strategies for employers with 50–10,000 employees. Prior to working in insurance, 

Stuart focused on payroll and human resource information systems. He has a 

passion for helping employers achieve their strategic goals by delivering creative 

solutions that cater to their long-term needs. In his free time, Stuart enjoys the 

outdoors with his wife and son, golfing and participating in water and snow sports.

STUART CROFF, GBDS | Benefits Consultant, Shareholder | The Partners Group | CA License #0E63494 | Ph: 425.691.2594, Cell: 360.509.7108 | Fax: 425.691.5215  

EMILY YOUNG | Benefits Consultant, Shareholder | The Partners Group | Ph: (602) 616-5830 |  Email: EYoung@tpgrp.com


