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Commercial 2026

Health Insurance Predictions for 2026: Less Margin 
for Error, Less Room for Guesswork

Our 2025 Year in Review, we saw clear signs that the economics of health plan growth 
were changing. This post looks at what those shifts mean heading into 2026 and 
where plans should expect conditions to tighten.

Most of what will define 2026 is already in motion. Preparation will matter more than 
prediction.

Premium Pressure Is Becoming Structural
Marketplace premiums for 2026 are rising meaningfully, with many showing 
increases well above historical norms. Premium increases certainly aren’t new, but it’s 
the timing that is different in 2026.

As enhanced ACA subsidies expire, many members are faced with significantly higher 
premiums at the same time base rates are increasing.

For health plans, this combination results in:
•	 Greater enrollment volatility
•	 Increased sensitivity among healthier members
•	 More pressure on brokers, agents and service teams to explain changes they 	
	 didn’t control
What stands out is that many health insurers have already priced in disruption for 
2026. That reflects how the market is approaching next year: not expecting stability, 
but preparing for continued change. 



Mike’s Notes What is HSA and How Can I Benefit 
from This?
HSA or Health Savings Account is a type of account that lets you set 
money aside on a pre-tax basis to pay for qualified medical expenses. By 
using untaxed dollars in an HSA, you may be able to lower your out-of-
pocket health care costs.

In addition, since not being taxed on contributions, earnings on funds in 
an HSA accumulate tax free. Plus, healthcare expenses paid from a HSA 

are not taxable, thus making HSA one of the most tax-smart programs available.

HSA funds can also pay for these eligible costs tax free:
•	 Premiums 
•	 Copayments 
•	 Deductibles 
•	 Coinsurance 
•	 Long-term care insurance premiums 
•	 Dental care 
•	 Vision care 
•	 Hearing aids 
•	 Mental health care 
•	 Medical equipment and supplies 
•	 Preventive care 
•	 Over the counter medications and products without a prescription 
•	 Home healthcare and nursing services 

You must be enrolled in a HDHP to contribute to an HSA, but you don’t need to be enrolled in a 
HDHP to use the money. You can use the money at any time for qualified medical expenses.
If you are enrolled in Medicare Part A and/or Part B, you cannot contribute pre-tax dollars to your 
HSA as noted here.

While the rules say you cannot have health insurance other than the HDHP, there are kinds of 
insurance you can have that you might think of as health insurance. Those are:
•	 Accident Insurance 
•	 Hospital Indemnity Insurance 
•	 Dental Insurance 
•	 Vision Insurance 
•	 Disability Insurance 
•	 Short and Long-term Care Insurance 
•	 Specific Disease Insurance (e.g., Critical Illness) 

If you delay enrolling in Medicare beyond age 65, be careful not to generate a penalty. Medicare 
will credit up to six months of coverage retroactive back to the original date of initial eligibility. 
HSA contributions made during that retroactive period would be subject to penalty.  2026 HSA 
contribution limits for individuals is $4,400 maximum, while families may contribute up to $8,750. 
At age 55, individuals can contribute an additional $1,000, according to these details.

If you have questions or need assistance with Medicare options, please give me a call. You can 
reach ABM Insurance & Benefit Services at 1-800-362-2809 or visit www.getagreatquote.com
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Policy Changes Increase Friction 
Several policy changes scheduled for 2026 affect how and when people enroll, maintain coverage, or 
reconcile subsidies. 

Shorter enrollment windows, the removal of automatic re-enrollment, and changes to subsidy 
repayment rules all add friction for members. This is especially true for populations that already struggle 
to navigate the system. 

While these changes don’t fundamentally alter the structure of coverage, they do increase the 
likelihood of:
•	 Gaps in coverage
•	 Delayed enrollment
•	 Member confusion that plans, providers, brokers and agents have to deal with
From an operational standpoint, friction rarely stays contained. It tends to show up downstream as 
higher service volume, more exceptions, and greater administrative load. 

Technology Expectations Are Maturing
Technology will continue to play a role in 2026, but expectations are changing.
Health plans are becoming more selective about what they invest in and why. There’s less appetite for 
tools that require extensive customization, parallel processes, or ongoing workarounds to function. 
What tends to stick are systems that:
•	 Reduce manual effort
•	 Improve data accuracy
•	 Support core workflows without creating new ones
•	 Keep compliance front and center without adding extra steps for the team
•	 Fit how organizations actually operate 

Durability is overtaking experimentation. 2026 is the time to rely on systems that are tried and proven, 
not to test unproven ideas. The health plans and carriers that don’t invest in technology now will be left 
behind as their peers gain a valuable competitive advantage. 

Sales Distribution Is Where These Pressures Intersect
Brokers and agents experience change before it shows up in reporting. Misalignment between sales, 
operations, finance, and compliance becomes visible quickly when volume shifts or rules change.
In 2026, challenges are less likely to come from a single disruption and more from accumulated strain:
•	 Limited visibility into agent activity and member interactions
•	 Inconsistent compliance oversight
•	 Manual or fragmented commissions processes
•	 Difficulty explaining performance with confidence

What This Means for 2026
Heading into 2026, there’s less tolerance for inefficiency and less margin for error. Members expect 
clarity. Regulators expect consistency. Internal teams expect systems that support the work instead of 
complicating it.

Plans that are best positioned are focusing on:
•	 Predictability over short-term expansion
•	 Alignment across teams rather than isolated optimization
•	 Embracing technology with platforms designed for sales distribution, not adapted to it

The plans that have already been investing in clarity and structure are much better equipped to deal 
with change. Those that didn’t are being forced to react now and are struggling to keep up.

Continued from page 1-Health Insurance Predictions for 2026: Less Margin for Error, Less Room for Guesswork



Meet Our Commercial Account Manager 
Name – Brandi R. Vincent 
Title – Commercial Account Manager 
Email – Brandiv@getagreatquote.com
How long have you worked at ABM – I have been with ABM Insurance for 
12 months but I have over 10 years of commercial insurance experience.
What do you do at ABM – I help assist with commercial renewal accounts 
– mainly renewing, shopping and rewriting accounts for our current 
commercial clients. 
 What do you love about your job – The best part of my job is the 
opportunity to constantly learn and grow. I thrive in environments where I am able to 
constantly expand my knowledge while also continuing to develop my skills. ABM is the 
perfect mix of challenging opportunities, continuous learning and the sense of making a 
meaningful contribution all while working alongside a supportive team- all those aspects 
together create a fulfilling work experience. I’m a huge believer that when you are happy at 
work, you can be happy at home. 
Why do you think ABM is a great company – ABM is a great company because of the 
collaborative workplace, camaraderie with my coworkers and the positive environment that 
helps boost productivity and make every day enjoyable. The work-life balance allows me to 
pursue my passions outside of work and spend quality time with my family.
ABM genuinely cares about their clients insurance needs and providing outstanding 
customer service is one of the companies top priorities. 
Fun Fact – My husband and I have been married for 12 years & we have three children- ages 
11, 8 and 6. 

Brandi Vincent

If you want a deeper look at how health plans are adapting their distribution models, contact  
ABM Insurance & Benefit Services at 1-800-362-2809 or visit www.getagreatquote.com

Continued from page 2-Health Insurance Predictions for 2026: Less Margin for Error, Less Room for Guesswork

Product Liability: How Global Economic Challenges Are 
Impacting the Market       By Olivia Overman  
 
With factors such as increasing product recalls, growing 
consumer awareness and expanding regulatory requirements 
across almost every industry, the product liability insurance 
market is projected to continue to grow over the foreseeable 
future. 

However, carriers are taking another factor into consideration 
when monitoring this market segment: the impact of any ongoing and proposed tariffs on the 
manufacturers and distributors of products, which may force manufacturers to change suppliers. In a 
global economy, this translates into uncertainty. 

Over the past few years, several key trends have been impacting the market, with the most significant 
including “claim and defense costs rising due to social inflation and third-party litigation funding, 
reshoring and nearshoring of component parts and raw material sourcing, as well as rising product 
recall activity in the consumer products space,” says Erika Melander, national manufacturing practice 
leader, Nationwide. 
 
The change in claim costs drives overall product liability rates up and capacity down, and while I haven’t 

$25
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seen product-related trends due to the more recent reshoring and nearshoring, I would expect to see 
fewer claims given that most of the materials used to make our products are more likely to conform to 
U.S. expectations and standards,” Melander explains. 
 
Nevertheless, social inflation was identified as the primary driver of growth in U.S. liability claims, 
according to the “2024 Social Inflation Index” report by the Swiss Re Institute. Primarily due to a rising 
number of large court verdicts over the past decade, social inflation has increased liability claims in 
the U.S. by 57%, with an annual peak of 7% reached in 2023, according to the report. 

“I don’t see nuclear verdicts ending anytime soon, but I do believe that carriers are adapting 
coverages and are becoming more niche,” says Gary Grindle, executive vice president, Amwins 
Brokerage. “Everything that we’re doing on the brokerage and agency side is to work with the insured 
to help clients avoid these verdicts in the first place.”  

“Reducing capacity has really been the response that I’m seeing, simply because nobody wants to 
be exposed to the full impact of a nuclear verdict,” he says. “I think of today’s capacity like a dimmer 
switch, not an on-off button—for lower exposure accounts it brightens, for tough classes it fades.”
Changing tariffs are poised to introduce further cost pressures on goods and components, as well 
as on the cost to insure such goods. Moreover, as businesses attempt to cut costs to offset tariff 
impacts, some may compromise on sourcing or safety standards, heightening the chance of defective 
products entering the market. 

Continued from page 3-Product Liability: How Global Economic Challenges Are Impacting the Market

ABM offers $25 gift 
certificate for those who 

refer a client to us and they 
buy a policy with ABM.

ABM Referral Program

$25
www.getagreatquote.com

Be sure to ask about our bonus referral program which rewards our clients who send 
us business with $25 Visa Gift card to use at your favorite store or restaurant.

Why water and freeze losses are surging for small businesses 
despite smart tech adoption    By Gia Snape 
 
Water damage has overtaken burglary as the most common 
claim for US small businesses, underscoring a growing gap 
between risk awareness and real-world prevention even as 
smart technology becomes more widely available. 

According to new claims analysis from The Hartford, water 
leaks and freezing-related losses now account for roughly one 
in five small business claims, a sharp increase from a decade ago.

Chris Jones (pictured), head of small business at The Hartford, said the trend reflects a convergence of 
weather volatility, aging infrastructure, and operational realities that many small business owners and 
their brokers continue to grapple with.
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Get our new app by visiting Insurance Agent app 
in your app store. 

ABM Bad Joke Of The Month...
How many tickles dooes it take to make an Octopus laugh? 

Tentacles
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Continued from page 5-Why water and freeze losses are surging for small businesses despite smart tech 
“Small business owners juggle a lot,” Jones told Insurance Business America. “They’re managing 
inventory, accounting, staffing and training. When a loss happens, whether it’s water damage or an 
injury, it’s incredibly disruptive.” 

Freezing events hit unprepared regions
One of the most significant drivers behind the rise in water claims is the growing frequency and 
severity of freezing events in parts of the country historically unaccustomed to prolonged cold.
The Hartford’s data shows that when deep freezes hit southern states, water and freezing damage 
jumps to the top of the frequency list. Practices that are second nature in northern climates (e.g., 
dripping faucets, opening sink cabinets or maintaining heat overnight and on weekends) are often 
less common in warmer regions. 

“In many of these areas, building codes simply aren’t tuned for cold weather,” Jones said. “We see 
uninsulated water lines running through unheated attics, which becomes a recipe for significant 
losses when temperatures drop.”

Compounding the issue is aging municipal infrastructure. In older cities where storm and sanitary 
sewers are interconnected, heavier rainfall can overwhelm systems and force water back into 
buildings through sewer lines. Jones noted that these events are effectively flooding losses, and they 
are becoming more frequent as intense rain events increase.

“There are steps business owners can take, like installing backflow preventers, but many don’t realize 
they’re exposed until after a loss,” he said.

While water losses are rising in frequency, they are also becoming more expensive. Inflation in 
building materials and skilled labor has pushed up the cost of repairs across all property perils, 
including fire and wind to water damage. The Hartford’s analysis shows that water and freezing 
damage now ranks as the fourth most expensive small-business claim, averaging roughly $35,000 per 
loss. Fire remains the costliest peril, with average losses approaching $80,000.

Despite broader adoption of smart technology, Jones said losses continue to escalate largely 
because detection often comes too late. “The longer a water loss goes undetected, the more severe it 
becomes,” he said. “A small leak can turn into a major claim, especially if it happens when a business is 
closed or in a remote part of the building.”

This challenge is particularly acute for tenants. Many small businesses lease their space and lack 
direct control over building systems where leaks originate. In those cases, real-time monitoring can 
mean the difference between minor damage and a full-scale shutdown.

The Hartford has increasingly partnered with sensor providers to support connected policies that 
enable real-time alerts for leaks or temperature changes. While these tools may not eliminate losses 
entirely, Jones said they significantly reduce severity by accelerating response.
 
Jones emphasized that brokers play a critical role in closing the gap between risk education and 
actual prevention. While technology is improving, adoption and proper use still lag behind more 
mature areas, such as theft prevention.

“Ten years ago, burglary was the number one claim. Now it’s number two,” he said. “That tells us 
technology like cameras and alarms has been effective. Water prevention is catching up, but it’s still 
behind.”



ABM solutions is an a la carte platform providing 
various services, such as:

•	 Payroll
•	 HR web portal
•	 Worker’s Comp.
•	 401K admin
•	 Expenses 1099’s
•	 Time/Labor Management and much more! 

Call us at 1-800-362-2809 for more information.

ABM Insurance & Business Services

www.getagreatquote.com
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Slip-and-fall and other customer injury claims have also climbed, rising from fifth to third in both frequency and 
cost over the past decade. The Hartford attributes part of that increase to litigation trends, but also to higher foot 
traffic risks and weather-related exposures such as pooling water and ice.

At the same time, video monitoring, Jones said, serves a dual purpose: reducing incidents through better oversight 
and providing critical evidence when claims occur.

Looking ahead, The Hartford leader believes progress will depend on a combination of smarter technology, 
stronger insurer engagement and better-informed building practices. While there’s no single silver bullet, educating 
customers on the causes of loss, recommending practical prevention tools such as water sensors and cameras, and 
ensuring coverage keeps pace with rising costs will be crucial to protecting small commercial clients as weather 
patterns shift and losses grow more severe.

“When you put all those pieces together,” Jones said, “that’s how we deliver real peace of mind to small business 
owners in a changing risk landscape.”

Should you need help with claims or the speed of a claim, contact ABM Insurance & Benefit Services at 
1-800-362-2809 or visit our website www.getagreatquote.com

Testimonial
Amazing broker. They were able to find and secure me really competitive rates. 
Ask for Brandi Vincent!	 										        
								        -Randy N.	

Continued from page 5-Why water and freeze losses are surging for small businesses despite smart tech 


