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Easier Interactions Solution between Sales Executives,
Health Insurance Carriers and Businesses

CEOCFO: Mr. Andrew, would you tell us the concept behind Limelight Health?
Mr. Andrew: The three co-founders and myself, all former health insurance agents or 
with experience working in health insurance, had been frustrated with the way our 
businesses operated in the health insurance space. There was—and still is—incredible 
inefficiency and waste on the business side. 

We asked ourselves, how can we improve the interaction between the health insurance 
carrier and the sales executive? How can we streamline the decision-making process? 
Specifically, how do we help those involved in the distribution of health insurance to 
simplify workflows around quoting and comparing rate information? 

About 96% of all businesses in the country have less than 50 employees. There are 
many solutions for large businesses but for small businesses, the available solutions are 
fragmented. We want to make it much easier for businesses to get rates and benefits 
information while simplifying the decision-making process.

CEOCFO: Is it the end business that is using your system or would it be the agent 
or both?
Mr. Andrew: Right now, it is the agent, although we were agnostic in the way that we 
designed our technology, so businesses too are starting to use our product in many 
ways. For example, customers can customize the consumer-facing application with their 
own business logo and information. Limelight Health can also be the front end for a 
public or private exchange; our technology already integrates with some. Moreover, we 
can be a front end for a professional employment organization (PEO), a payroll 
company or a health insurance carrier. 

Currently, however, there are 1.4 million distribution agents, and the role of the agent is not going away. While employers 
may end up using some of these business applications as a front end, today our main end user is the sales executive, 
insurance agent or broker who is working with the decision-maker in a company.

CEOCFO: What has been the traditional way that an agent can obtain the information and present it?
Mr. Andrew: The main form of communication and information transfer for most agencies and insurance carriers today 
remains email, fax and mail. If I’m the agent and you own a business and need to get dental and vision quotes for your 
employees, someone from my insurance agency sends an email to five carriers to “shop the market” for plans. In this 
email, the agency will include some information about you as a business as well as a census with the name of the 
employee, the date of birth, etc. – basically, all the required information that is required to begin the quoting process. 
Depending on the group, three or four other historical documents from the current carrier may be required. A 
representative at the current carrier, such as a sales executive associated with that distribution channel, gets the email 
and then combs through it to be sure they have all documents required in order to provide a quote. 

Next, they send the information to a carrier underwriter. Two long weeks later, the sales executive gets the quote back in 
a 30-page static pdf, which is sent out to the broker. Somebody in that brokerage office then manually enters all the data 
into a spreadsheet. Then, the broker must take all five of these quotes and put them in a presentation for the client. 
Usually there is missing information, resulting in a time-consuming back and forth, which slows down the entire process 
and increases costs. 
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One of our first enterprise clients—one of the largest insurance companies in the world—gave us their flowchart and 
literally the very first bullet point said fax, email, and send this to the broker. Now, they are completely overhauling and 
streamlining their workflow process with our mobile, all-in-one quoting technology platform. 

CEOCFO: Has your approach been tried in the past?
Mr. Andrew: It has been done in lots of different industries including to some extent, the insurance industry. There are 
competitors in the market that are doing some component of what we are doing. 

I think a combination of market factors is now driving a 180-degree shift in the health insurance industry. Health insurance 
reform has caused everyone to have to think about how to run more efficiently because carriers are required to get their 
costs down. One of the reasons is that because carriers are required to run more efficiently based on the MLR (Medical 
Loss Ratio) rules under ACA (Affordable Care Act). Technology is driving disruption, changing the way insurance is 
distributed and enabling businesses to be more proactive. There are, however, many legacy technology systems that do 
not integrate with each other, so it has been slow going. 

Although others are doing some piece of this, Limelight is different in that we analyze and leverage the most 
comprehensive rate data in the industry and accommodate complete integration with a full suite of CRM and HR 
applications, all in real-time. 

CEOCFO: Are there any regulatory issues in working with this information electronically or is that not a concern?
Mr. Andrew: We have to be HIPAA compliant. Our system is architected with industry-standard personal identification 
information. If we have someone’s name, address and date of birth, we make sure they are fully encrypted. 

CEOCFO: Do the carriers have to sign on to make their information available through Limelight Health? How 
does the business work?
Mr. Andrew: Yes. We value the relationships we have with our carrier partners and get all our rate and benefit data 
directly from them. We have a rigorous QA process to make sure all data is accurate, following carrier rules and 
regulations. From a business standpoint, we sell licenses to users, including carriers. 

The fact is we’re a data company in addition to the technology we are creating. 

CEOCFO: What is involved for a carrier to make themselves available? What kinds of information do they need to 
provide? What is the backend in setting it up?
Mr. Andrew: There’s no current standard for how carriers give rate and benefit data to partners and vendors like us. We 
have a data team that collects information in whatever format the carriers give it to us. We normalize it and put it into our 
own format that goes into our database. We have someone that interfaces with the carriers. We get their rate and benefit 
data, their network data, forms, and other information needed to make a buying decision. 

For example, let’s say you’re a small business owner with 20-40 employees and you’re changing your medical or dental 
provider. You care about your employees, so you are concerned about how your choice of carrier may affect them. You 
want to know about the offered in-plan services, their costs, which doctors they have access to and how a prescription 
drug selection will impact them based on your decision. 

Limelight Health not only provides complete rate and benefit data, we also have many other tools agents can use when 
presenting to their small-business CEO client. The result is an improved experience and a more informed decision-making 
process.

CEOCFO: How are you able to help an agent or business to understand and make a comparison?
Mr. Andrew: Our chief product officer has a great eye for design. He’s an artist and has been in this industry for years. 
Our CTO is a techie, and the rest of us are industry “geeks.” We took all of the frustrating things about the health 
insurance process and built a solution, QuotePad, to make them easier to navigate. 

“Limelight offers an efficient backend application to help bring overall costs down significantly and make the process of 
getting health insurance easier. Ultimately, this will give consumers the best and most effective health insurance plan 
options possible. We’re excited to be a big part of this change.” - Jason T. Andrew
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Currently, double and triple data entry is the norm, and there are usually many errors. In contrast, we made getting the 
data into a solution very straightforward. Within seconds you can import an Excel file with your information. You can 
connect to a system like payroll to pull employee data and authenticate it immediately. 

Everything is built on iOS, in a very elegant way with sliders, so instead of having to go into an Excel spreadsheet and 
manipulate numbers, you can just slide a bar across your touchscreen. You can tap on a topic to see more detail or you 
can tap on a plan to see which doctors are involved. We walk everyone through the tool’s sales and decision-making 
capabilities. 

Limelight draws on all the insights we gained from years of working with clients and addressing their needs. We’ve built 
the application to anticipate the challenges and make it a good experience for all. 

CEOCFO: Have agents welcomed this with open arms or has there been resistance?
Mr. Andrew: The only resistance has been our capacity to build features and get to market fast enough. We’re getting a 
good reception from the industry and are pleased at how well agents, carriers, and their customers have responded to our 
innovative technology.

CEOCFO: I know you had a recent $3 million funding. How will that money be used?
Mr. Andrew: We’re going to use it expand our business, adding additional functionality and growing sales. We’re also 
ramping up our sales and marketing as we work to expand to all states. We just released a new version of QuotePad last 
Friday with a carrier that puts us into about 40 states. Our goal is to become the standard platform for insurance “quote 
and compare” decision-making, and we’re working hard to get there. 

CEOCFO: What have you learned since QuotePad was released in January? What feedback has caused some 
tweaks for you?
Mr. Andrew: Interestingly enough, when we came out with our iPad version about 80% of our customers—agents and 
health insurance professionals—told us they needed QuotePad in a desktop version because most of their current 
processes revolved around desktop. That was quite a shift for us. We were one of the first to develop this kind of mobile 
technology platform and we continue to be a mobile company, but we immediately went back to develop across platforms 
so our customers can use QuotePad anytime, anywhere. 

CEOCFO: How are you reaching out to potential customers on both sides?
Mr. Andrew:
With our core team and the new hires we’ve brought on we’ve built a strategic sales plan to reach our key audience of 
brokers, agents, and carriers. Besides tapping the experience of our founding team, we’re also working with analyst firms 
to understand the needs of our customers. 

Our new funding will help us to increase our speed to market and get our key message out to carriers and brokers—that 
using Limelight Health quoting tools helps their small-business customers drive efficiencies, generate more revenue and 
cut overhead costs.

CEOCFO: Why take notice of Limelight Health?
Mr. Andrew: There have been news articles recently that point out how digital and mobile health companies are going to 
take about $400 billion of waste out of the market in the next six to 10 years. I think a big problem, largely missed right 
now by most people in the industry, is the extremely inefficient distribution platform of every single carrier still using legacy 
systems. Communication, planning, and decision-making are still done via email, fax, and Excel. Because insurance is so 
complicated many consumers are not getting the most value possible from their current health plan. 

Limelight offers an efficient backend application to help bring overall costs down significantly and make the process of 
getting health insurance easier. Ultimately, this will give consumers the best and most effective health insurance plan 
options possible. We’re excited to be a big part of this change.

Interview conducted by: Lynn Fosse, Senior Editor, CEOCFO Magazine
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BIO:
Jason is CEO and co-founder of Limelight Health, provider of mobile enterprise technology for the health insurance 
industry. Started in 2014, with offices in San Francisco and Redding, Limelight Health offers mobile, cloud-based 
technology that enables enterprise companies to simplify employee health benefits information and streamline the 
proposal, decision, and renewal process. 

Previously, Jason was the Founder of Stone Meadow Benefits & Insurance Associates, a Silicon Valley-based insurance 
brokerage that provides cutting edge technology and wellness solutions for its clients. Prior to founding 
SMB, Jason worked as the managing producer at LHI (Lawson-Hawks Insurance Associates) where he focused on public 
entity clients, non-profits and technology startups. He has worked as the lead consultant in negotiating, designing, 
implementing and communicating benefit plans to over 30 public entities and union clients. 

Jason has advised numerous Silicon Valley startups and works closely with the Silicon Valley business community. 
Currently, he serves on the Board of Napa Children's Health Initiative, a non-profit whose mission is to enroll all children in 
subsidized health insurance. He also serves as an advisor to GoVoluntr, a startup that connects volunteers, non-profits 
and businesses together. 

Previously he was on the SVAHU (Silicon Valley Association of Health Underwriters) Board of Directors and led a 
committee for CAHU (California Association of Health Underwriters) which was designed as a collaborative discussion 
between CAHU and HHS’s (Health & Human Services) Region IX’s Director, Herb Schultz, a Presidential appointee, to 
provide feedback on key pieces of PPACA and its impact to the California business community. Jason served for seven 
years as a minister for the International Churches of Christ and holds a degree in communications from Lewis and Clark 
College.
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