
Account-based marketing (ABM) has become a game-changer in healthtech, allowing companies to focus their
resources on high-value payer targets to maximize ROI. But the US health insurance landscape is complex,
fragmented, and varies widely by geography and specialty, which makes account segmentation and payer
research essential first steps before launching an ABM campaign.

In this guide, we'll break down the essentials of the US payer market so you can better understand the top
national insurers, regional player dynamics like the Blue Cross Blue Shield (BCBS) federation, and specialty insurers.
We’ll also review tools like healthcare.gov and state health insurance marketplaces to bolster your research efforts.

US Payer Landscape Basics
Understanding the US payer ecosystem is crucial for effective account segmentation. In the US, health insurance
payers can be broadly classified into:

National Insurers: Large companies operating coast-to-coast, often with diversified product portfolios.

Regional Insurers: Companies focused on specific states or clusters of states, often affiliated with larger
networks.

Specialty Insurers: Those covering niche markets such as Medicare Advantage, Medicaid managed care, or
specific provider networks.

Government Marketplaces: Platforms enabling consumers to shop for state-specific plans during open
enrollment, such as healthcare.gov and state-run exchanges.

Quick reality check: Payer markets differ dramatically by state because insurance is regulated by states. So any
ABM strategy must factor in these geographic nuances.

Why ABM in Healthtech Must Account for Payer Complexity

When marketing to payers, generic outreach is unlikely to work. Insurers have distinct coverage strategies,
populations served, and technology priorities. An ABM approach requires deep payer research to tailor
messaging and solutions to the right insurer segment.

Next, let's explore some of the top insurers to consider targeting, with context on how they fit into the broader
landscape.

Top National Insurers and Their Positioning
Three insurers often lead the pack in US healthcare coverage: UnitedHealthcare, Elevance Health (formerly
Anthem), and Cigna. These companies have national reach, but each has unique strengths and regional presences.

UnitedHealthcare

Largest health insurer by market share in the US.

Offers diverse plans including commercial, Medicare Advantage, Medicaid, and employer plans.

Focuses heavily on leveraging data analytics and technology innovation.

Presence nationwide, though market penetration varies by state.

Elevance Health (Anthem)



One of the largest Blue Cross Blue Shield affiliates, operating in 14 states.

Strong regional presence in states including California, Ohio, and New York.

Active focus on value-based care and digital transformation.

Cigna

National footprint with a focus on employer-sponsored plans and Medicare Advantage.

Increasing emphasis on integrated care and holistic health platforms.

Strong international presence, though US coverage is the primary focus for ABM efforts.

Each national payer is an ideal ABM target, but your segmentation needs to consider their regional market shares
and product specializations. For example, marketing a Medicaid-focused solution to Cigna might be less fruitful if
their Medicaid presence in your target state is minimal.

BCBS Federation and Regional Differences
The Blue Cross Blue Shield federation presents a compelling but often misunderstood part of the payer landscape.
BCBS is not one company but rather a federation of 35 independent and locally operated companies.

Each BCBS Licensee is a separate entity with its own governance, products, and network.

BCBS across states have independent strategies and varying competitive strengths.

State-level BCBS companies sometimes compete with each other and with national players.

Examples of prominent BCBS companies:

BCBS Licensee Region Special Notes Blue Cross Blue Shield of California (Anthem affiliate) California Strong
commercial and Medicare Advantage presence Blue Cross Blue Shield of Texas Texas Largest insurer in Texas by
membership Blue Cross Blue Shield of Massachusetts Massachusetts Operates a state-specific exchange

When selecting BCBS targets for ABM:

Research the individual BCBS licensee's footprint, product mix, and strategic priorities.

Remember they often participate in state health insurance marketplaces, which you can explore on
healthcare.gov and state exchanges.

Regional and Specialty Insurers to Consider
Although national insurers dominate, regional players and specialty payers are important ABM targets, especially if
your healthtech solution addresses specific states, populations, or care models.



Regional Insurers

Examples: Health Care Service Corporation (owns BCBS in IL, TX, OK, NM), MVP Health Care in the
Northeast.

Often hold dominant market shares in their states.

May have closer relationships with local providers.

Specialty Insurers

Focus on areas like Medicaid managed care (e.g., Molina Healthcare), Medicare Advantage (e.g., Humana), or
behavioral health.

Offer targeted opportunities if your technology supports these specific lines.

Including specialty payers in your ABM segmentation might improve your win chances if your product matches
their unique needs.

Leveraging Tools for Payer Research and Account Segmentation
Data and research are the backbone of a solid ABM plan. Here's how to use publicly available tools to inform your
targeting:

1. Healthcare.gov and State Marketplaces Use these to identify which insurers participate in state exchanges,
the products offered, and state-level enrollment statistics. This can reveal market share and payer focus areas.

2. Insurance Department Websites State insurance commissions often publish market share reports and
regulatory filings providing insight into insurer strategies and financials.

3. Industry Reports Look for payer rankings from sources like Modern Healthcare and Kaiser Family Foundation
for up-to-date market analyses.

4. Direct Payer Websites Browse insurer annual reports and press releases to understand priorities such as
digital innovation, value-based care, or specialty programs.

Putting It All Together: Steps to Pick Target Insurers for ABM



1. Define Your Ideal Payer Profile Based on your product, decide whether you target commercial, Medicaid,
Medicare Advantage, or specialty plans, and consider geographic reach.

2. Conduct Regional Market Analysis Research payers by state/region using marketplaces and state reports.
Segment insurers by market share, product mix, and technology openness.

3. Prioritize National vs. Regional vs. Specialty Weigh the benefits of national scale against regional depth or
specialty focus. Sometimes a regional insurer leads innovation in a state market.

4. Map Internal Stakeholders and Strategic Initiatives Identify decision-makers and align your messaging
with each payer’s stated priorities.

5. Use Multiple Data Sources to Validate Segmentation Combine qualitative insights with quantitative
enrollment and financial data.

Summary
ABM is essential for healthtech companies targeting US payers because of the fragmented and diverse market. By
thoroughly understanding the payer landscape basics, focusing on top national insurers like UnitedHealthcare,
Elevance Health, and Cigna, accounting for the decentralized nature of the Blue Cross Blue Shield federation, and
factoring in regional and specialty insurers, you can enhance your account segmentation and payer research.

Leveraging tools like healthcare.gov and state insurance marketplaces provides actionable intelligence to tailor
your ABM outreach. Remember, health insurance markets vary significantly by state, so adapt your ABM playbook
locally for the greatest impact.

With this strategic foundation, your healthtech company ampliz will be well-positioned to engage the right payers
and drive meaningful outcomes.

https://www.ampliz.com/resources/list-of-health-insurance-companies-in-the-us/

