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Abstract

The 2025 federal budget reconciliation bill represents the most significant expai
of Health Savings Account (HSA) provisions since their inception in 2003. The E
passed bill includes several changes, while the proposed Senate bill does not adc
HSAs, creating both opportunity and uncertainty for health technology entrepre

This analysis examines how $45 billion over 10 years, according to an estimate f1



the Congressional Budget Office in proposed HSA expansions will fundamentall

alter business models across the healthcare ecosystem.
Key changes include:

e Doubled contribution limits for lower-income individuals with phase-outs ¢

specific income thresholds

e Fitness expense eligibility allowing up to $500-$1,000 annually for gym

memberships and physical activities

e Direct Primary Care (DPC) integration removing disqualifying coverage

restrictions for membership fees up to $1,800 annually
e On-site clinic flexibility eliminating HSA disqualification for qualifying em;
health services

e Medicare Part A compatibility allowing continued HSA contributions for P:

only enrollees

These changes create substantial market opportunities for health tech companie
across telehealth, wellness, direct care, and employer health services sectors whi

requiring strategic pivots in business model design and market positioning.

. Introduction: A Watershed Moment f
Consumer-Directed Healthcare

The healthcare industry stands at an inflection point. After two decades of
incremental changes to Health Savings Accounts, the 2025 budget reconciliation
proposes the most comprehensive expansion of consumer-directed healthcare
financing since HSAs were first introduced. For health technology entrepreneur,
these changes represent far more than regulatory adjustments—they signal a
fundamental shift toward empowering consumers with greater control over thei;
healthcare spending and creating new revenue streams that were previously

unavailable.



The timing is particularly significant. As healthcare costs continue to outpace
inflation and consumers increasingly demand transparency and control over thei
healthcare spending, HSAs have evolved from a niche tax-advantaged account to
mainstream financial tool. HSAs can be a powerful wealth-building tool; think o
a medical IRA. Why? Because the contributions are tax-advantaged and the
distributions from a HSA are tax-free when used for qualified medical expenses.
proposed expansions amplify this value proposition while creating entirely new

categories of eligible expenses and service providers.

What makes this moment especially crucial for health tech entrepreneurs is the
convergence of regulatory expansion with technological maturity. The infrastruc
for digital health delivery, consumer engagement platforms, and integrated finat
services has reached a sophistication level that can immediately capitalize on the
regulatory changes. Companies that understand and prepare for these shifts will
positioned to capture disproportionate value as the market adapts to the new

regulatory landscape.

The scope of change is unprecedented. This is the costliest provision in the bud;
reconciliation bill: $10.5 billion from 2025 to 2034 for fitness-related expenses a
indicating the scale of consumer spending that will be redirected through HSA-
eligible channels. This represents not just an expansion of existing markets, but
creation of entirely new market categories that didn't previously exist in the

consumer-directed healthcare space.

For healthcare entrepreneurs, the question isn't whether these changes will crea
opportunities—it's whether their companies are positioned to capitalize on the

transformation. The companies that move first to understand the implications, a
their business models, and align their value propositions with the new regulator
framework will establish competitive advantages that may prove insurmountable

slower competitors.



Il. The HSA Revolution: Understanding
the Legislative Changes

The proposed HSA expansions represent a comprehensive reimagining of consui
directed healthcare financing, with implications that extend far beyond traditior
medical expenses. Understanding the specific provisions and their interconnecte
effects is essential for health tech entrepreneurs seeking to capitalize on these

changes.

Enhanced Contribution Limits and Income
Targeting

The most immediately visible change involves dramatically increased contributis
limits, but with a crucial twist that creates specific market opportunities. The hi
contribution limit would allow individuals who make less than $75,000 annually
contribute an additional $4,300 every year to their HSA. Families who make less
$150,000 may contribute an additional $8,550 each year to their account. This is
simply an across-the-board increase—it's a targeted expansion that concentrates
additional purchasing power among moderate-income consumers who are most -

to actively use HSA funds for routine healthcare expenses.

This targeting creates a specific demographic sweet spot for health tech compan
Unlike high-income HSA holders who might use accounts primarily for retireme
savings, moderate-income beneficiaries of these expanded limits are likely to be
consumers of HSA-eligible services throughout the year. For companies offering
primary care, fitness services, or employer health solutions, this represents a

substantial expansion of their addressable market with consumers who have bot

means and the motivation to spend.

The Fitness and Wellness Breakthrough

Perhaps the most transformative change for consumer-facing health tech compa
the inclusion of fitness-related expenses as qualified medical expenses. The

reconciliation bill would allow HSA distributions to pay for certain sports and f



expenses, such as gym memberships and participation/instruction in physical
activities. Annual HSA distributions for these expenses would be capped at $50(

single taxpayers and $1,000 for joint or head of household filers.

This provision creates an entirely new category of HSA-eligible services, but wit
important limitations that will drive specific business model innovations. The c:
mean that fitness companies cannot simply capture unlimited HSA spending—t]
must design services and pricing models that maximize value within these const
while potentially upselling additional non-HSA services. The requirement that

facilities be "open to the public" and exclude luxury amenities like golf or sailin
creates opportunities for focused fitness concepts that prioritize health outcome

recreational amenities.

Direct Primary Care Integration and Market
Validation

The DPC provisions represent perhaps the most strategically significant change
healthcare delivery companies. The budget reconciliation bill stipulates that DP
that meet specific requirements will not be treated as a health plan. In addition,
legislation would also treat dollars used to pay DPC fees as an HSA-specific qua
medical expense. The $150 monthly limit creates a clear revenue ceiling but also

provides regulatory clarity that has been absent from the DPC market.

This change transforms DPC from a supplementary service that potentially

complicated HSA eligibility to a core component of consumer-directed healthca
health tech companies operating in or adjacent to the DPC space, this represent
validation of the business model at the federal level and removes a significant ba
to adoption. The specific monthly limit also creates pricing discipline that could
benefit well-run DPC operations while making poorly capitalized competitors le

viable.

Employer Health Services and Competitive
Differentiation



The on-site clinic provisions address a long-standing compliance burden that ha
limited employer adoption of comprehensive workplace health services. Coverag
Under Spouse's FSA: Sec. 110212 provides that a spouse's enrollment in a health
flexible spending account ("FSA") will not be considered disqualifying coverage
long as the FSA does not reimburse expenses of the HSA-eligible individual. Mo
significantly, the expansion of qualifying on-site services means that employers ¢
offer more comprehensive health services without disqualifying employees from

participation.

This creates substantial opportunities for B2B health tech companies that serve
employers. Instead of designing minimal services to avoid HSA disqualification,
companies can now develop comprehensive on-site health offerings that include
physical exams, immunizations, preventive care, and workplace injury treatment
ability to offer these services without HSA penalties transforms workplace healt
from a compliance exercise to a competitive advantage in employee retention an

healthcare cost management.

I1l. Direct Primary Care: From Regulato
Burden to Revenue Opportunity

The inclusion of Direct Primary Care in HSA-eligible expenses represents one o
most significant business model transformations enabled by the proposed legisl:
For nearly two decades, DPC providers have operated in regulatory uncertainty,
many potential patients unable to participate due to concerns about HSA eligibi
The legislative changes don't just clarify this uncertainty—they transform DPC

a potential compliance risk to a core component of consumer-directed healthcar

The Regulatory Transformation

Under current regulations, DPC arrangements could potentially be considered '
health coverage" that would disqualify individuals from HSA participation. This

uncertainty created a significant barrier to adoption, particularly among the hea



conscious, financially sophisticated consumers who were most likely to be HSA

holders. Direct Primary Care Service Arrangements: Sec. 110205 provides that "
primary care service arrangements' will not be treated as disqualifying coverage
provision removes the regulatory uncertainty while simultaneously making DPC

HSA-eligible expenses.

The $150 monthly limit creates both opportunities and constraints for DPC pro
Companies that have been pricing services above this threshold must decide wh
to redesign their offerings to fit within HSA eligibility or to maintain higher-pri
models that target non-HSA customers. For many DPC providers, the $150 limit
aligns well with existing pricing models while providing access to a much larger

of potential customers who can now use pre-tax dollars to pay for services.

Market Expansion and Customer Acquisition

The HSA eligibility changes the fundamental economics of customer acquisition
DPC providers. Previously, DPC companies needed to convince customers to pa
of-pocket for services while maintaining traditional insurance for catastrophic

coverage. Now, DPC fees can be paid with pre-tax HSA dollars, effectively provic
tax subsidy that makes DPC more affordable for HSA holders. For customers in

22% tax bracket, this represents an immediate 22% discount on DPC services.

This tax advantage becomes even more significant when combined with the expa
HSA contribution limits for moderate-income individuals. A family earning $12
annually could potentially contribute an additional $8,550 to their HSA, with $1
of that dedicated to DPC services. This creates a sustainable funding mechanisn
DPC that doesn't require cash flow management or budgeting decisions—the fu

are already set aside in the HSA specifically for healthcare expenses.

Technology Integration and Service Expansior

The regulatory clarity also enables DPC providers to develop more sophisticatec
technology integrations with HSA administrators and benefits platforms. Previo

the uncertain regulatory status made it difficult for HSA administrators to form



support DPC payments or for benefits platforms to promote DPC as an HSA-eli;
option. Now, DPC providers can work directly with HSA technology platforms t
streamline payment processing and enable automatic monthly transfers from HS

accounts.

This integration capability creates opportunities for DPC providers to expand tl
service models. Rather than operating as standalone practices, DPC providers ce
position themselves as integral components of consumer-directed healthcare
strategies. This might include partnerships with HSA administrators, integratio
employer benefits platforms, or collaboration with high-deductible health plans
provide comprehensive primary care coverage that complements catastrophic

insurance.

Competitive Implications and Market Position

The HSA eligibility creates both opportunities and new competitive pressures fc
DPC providers. On the positive side, the expanded market and improved econon
will likely drive increased demand and enable more sustainable business models
However, the regulatory clarity will also attract new entrants to the DPC market
including larger healthcare organizations and technology companies that previo

avoided the space due to regulatory uncertainty.

Successful DPC providers will need to differentiate themselves not just on clinic
quality but on their ability to integrate seamlessly with consumer-directed healt
tools and technologies. This might include sophisticated health savings account
integration, comprehensive wellness tracking, or coordination with other HSA-e
services like fitness programs or employer health clinics. The companies that bu
the most comprehensive and user-friendly consumer-directed healthcare platfor
around their DPC services will be best positioned to capture market share in the

expanded market.



IV. Fithess and Wellness Tech: The New
HSA Goldmine

The inclusion of fitness and wellness expenses as HSA-eligible represents perhaj
most dramatic expansion of the consumer-directed healthcare market, creating

entirely new revenue streams for companies that previously operated outside the
medical expense ecosystem. This is the costliest provision in the budget reconcil
bill: $10.5 billion from 2025 to 2034, indicating the substantial market opportur

this creates for fitness and wellness technology companies.

Market Size and Consumer Behavior Implicati

The $500 individual and $1,000 family annual limits represent significant purch
power that will flow into fitness and wellness services. For context, this exceeds
annual membership fees at most mainstream fitness chains and is sufficient to si
premium fitness services, personal training, or comprehensive wellness program
key insight for entrepreneurs is that this isn't discretionary spending—these are
tax healthcare dollars that consumers are already setting aside and are motivatec

use for eligible expenses.

The consumer behavior implications are profound. Previously, fitness expenses
competed with all other household expenses for after-tax dollars. Now, fitness
expenses compete only with other HSA-eligible medical expenses for pre-tax
healthcare dollars. For many consumers, particularly those with high-deductible
health plans who don't regularly exhaust their HSA contributions on medical ca

fitness expenses may become a preferred way to utilize accumulated HSA funds.

Business Model Innovation Opportunities

The annual caps create both opportunities and design constraints that will drive
business model innovation. Companies cannot simply capture unlimited HSA
spending per customer, but they can design services that maximize value within

constraints while creating opportunities for additional revenue streams. This mi



include basic fitness services priced within HSA limits combined with premium

services, nutrition counseling, or equipment sales that extend beyond HSA eligil

The requirement that facilities be "open to the public" and exclude luxury amen
creates opportunities for focused fitness concepts that prioritize health outcome
recreational features. This aligns well with the growing consumer focus on func
fitness, preventive health, and measurable wellness outcomes. Companies that c:
demonstrate clear health benefits and integrate with broader wellness tracking ¢

health management platforms will be best positioned to capture HSA spending.

Technology Integration and Data Opportunitie

The HSA eligibility creates new opportunities for technology integration betwee
fitness platforms and healthcare financial services. Fitness companies can now w
directly with HSA administrators to enable seamless payment processing, autom
monthly transfers, or integrated spending tracking. This integration capability

extends beyond payment processing to include health outcome tracking, wellnes

setting, and coordination with other healthcare services.

The data integration opportunities are particularly significant. Fitness companice
integrate with HSA platforms gain access to broader healthcare spending patter:
can position their services as part of comprehensive health management strategi
This might include coordinating fitness programs with primary care visits, integ
with wearable devices and health tracking platforms, or providing data that sup;

broader healthcare decision-making.

Competitive Landscape and Market Entry
Strategies

The HSA eligibility will likely attract significant new investment and market ent
the fitness and wellness space. Traditional fitness companies will need to adapt 1
business models to capture HSA spending, while health tech companies may exp

into fitness services to provide comprehensive consumer-directed healthcare



platforms. The companies that move first to understand the regulatory requiren

and build the necessary technology integrations will establish competitive advar

Successful market entry strategies will likely focus on demonstrating clear healt
outcomes rather than recreational value. This creates opportunities for compani
that specialize in medically-oriented fitness programs, physical therapy and

rehabilitation services, chronic disease management through exercise, or preven
health programs that integrate fitness with broader wellness strategies. The mos
successful companies will be those that can position fitness services as essential

healthcare rather than discretionary wellness spending.

V. Telehealth and Virtual Care: Enhance
Positioning in the HSA Ecosystem

While telehealth services were already HSA-eligible under existing regulations, 1
proposed changes create new opportunities for virtual care companies to integre
more deeply into consumer-directed healthcare strategies and expand their servi
offerings to capture additional HSA spending. The regulatory clarity around rel:
services and the expansion of HSA contribution limits create both direct and inc

benefits for telehealth companies.

Integration with Expanded HSA Services

The simultaneous expansion of DPC eligibility, fitness services, and employer he
benefits creates opportunities for telehealth companies to position themselves a:
central coordinators of consumer-directed healthcare. Rather than operating as
standalone virtual urgent care providers, telehealth companies can now develop
comprehensive platforms that integrate virtual care with DPC services, fitness

programs, and workplace health offerings—all funded through HSA accounts.

This integration capability transforms telehealth from a convenience service to ¢

component of healthcare financial management. Telehealth platforms that can



coordinate care across multiple HSA-eligible services, track spending across dift
categories, and provide comprehensive health management tools will be positior
capture a larger share of consumer healthcare spending and develop stronger

customer relationships.

Enhanced Value Propositions for Employers

The changes to on-site clinic regulations create new opportunities for telehealth
companies to serve employer customers. Previously, comprehensive virtual care
offerings might have complicated HSA eligibility for employees. Now, employer:
offer integrated telehealth and on-site services without creating HSA disqualific
concerns. This enables telehealth companies to develop more comprehensive
employee health programs that combine virtual care, on-site services, and HSA-

eligible wellness programs.

For telehealth companies serving the B2B market, this represents an opportunit
expand service offerings and increase customer lifetime value. Instead of providi
only virtual urgent care or mental health services, companies can now offer

comprehensive employee health platforms that include virtual care, on-site clini
coordination, fitness and wellness programs, and HSA spending optimization to
This comprehensive approach creates higher switching costs and stronger comp

positioning.

Technology Platform Opportunities

The expansion of HSA-eligible services creates opportunities for telehealth com;
to develop more sophisticated technology platforms that integrate healthcare de
with financial management. This might include HSA spending tracking, integrat
payment processing for multiple service types, health outcome tracking across

different interventions, and predictive analytics that help consumers optimize tt

healthcare spending.

Telehealth appears poised to stay a robust option for care. Strong continued upt

favorable consumer perception, the regulatory environment, and strong investm



into this space are all contributing to this rate of adoption. The HSA expansion
amplifies this trend by providing additional funding mechanisms and integratio

opportunities that strengthen the value proposition for virtual care services.

Chronic Care Management and Outcome-Base
Models

The expansion of HSA services creates new opportunities for telehealth compan
develop comprehensive chronic care management programs that integrate virtue
with fitness, nutrition, and other wellness services. For patients with diabetes,
hypertension, or other chronic conditions, telehealth companies can now offer
integrated programs that combine virtual medical care, fitness programs, and lif

coaching—all funded through HSA accounts.

This comprehensive approach enables outcome-based business models where

telehealth companies take responsibility for overall health outcomes rather than
providing individual virtual visits. Companies that can demonstrate improved h
outcomes through integrated virtual care and wellness programs will be positior
capture a larger share of healthcare spending and develop sustainable competiti

advantages.

VI. Employer Health Services: From
Compliance Headache to Competitive
Advantage

The changes to on-site clinic regulations represent a fundamental shift in how
employers can approach workplace health benefits. Previously, comprehensive o
health services created potential HSA disqualification issues that limited employ
adoption. The new regulations transform workplace health from a compliance
concern to a competitive advantage in employee retention and healthcare cost

management.



Regulatory Clarity and Service Expansi

On-Site Employer Clinics: Sec. 110207 provides that the receipt of "qualified ite
services" at an on-site employer clinic will not be considered disqualifying cover
The specified qualifying services include physical exams, immunizations, treatm
for workplace injuries, preventive care for chronic conditions, drug testing, and
hearing and vision screenings. This comprehensive list enables employers to offe

substantial health services without creating HSA complications for employees.

For health tech companies serving the employer market, this represents an
opportunity to develop more comprehensive and valuable service offerings. Inste
designing minimal services to avoid HSA disqualification, companies can now cr
full-service employee health programs that provide significant value to both
employers and employees. This might include comprehensive preventive care
programs, chronic disease management, occupational health services, and wellne

program integration.

Technology Integration and Data Analytics

The regulatory clarity enables more sophisticated technology integration betwee
employer health services and broader benefits administration systems. Compani
now develop platforms that integrate on-site health services with HSA administi
benefits enrollment, wellness program tracking, and broader employee health
management tools. This integration capability creates opportunities for
comprehensive employee health platforms that provide value to employers beyor

clinical services.

The data integration opportunities are particularly significant for employers see
to understand and manage healthcare costs. Companies that can provide

comprehensive analytics across on-site services, HSA spending, wellness prograr
participation, and health outcomes will be positioned to demonstrate clear retur
investment for employer health programs. This data capability becomes increasi
important as employers seek to justify healthcare benefit investments in compet

labor markets.



Market Differentiation and Competitive
Positioning

The ability to offer comprehensive on-site health services without HSA complic:
creates new opportunities for market differentiation in employee benefits. Empl
can now position on-site health services as a significant employee benefit that

provides both convenience and financial value through HSA compatibility. For h
tech companies, this creates opportunities to develop premium service offerings

justify higher pricing through demonstrated employee value and cost savings.

The competitive implications extend beyond just health services to broader emp
benefits strategy. Employers that can offer integrated health services, HSA

optimization tools, fitness programs, and comprehensive wellness platforms will
significant advantages in recruiting and retaining employees. Health tech compa
that can provide turnkey solutions for this integrated approach will be positione

capture substantial market share in the employer benefits market.

Cost Management and Return on Investment

The HSA compatibility of on-site services creates new opportunities for employe
manage healthcare costs more effectively. Instead of viewing on-site services as

additional benefits costs, employers can position these services as components o
comprehensive healthcare cost management strategies. When employees can use
funds for on-site services, the effective cost to employers may be lower while the

perceived value to employees is higher.

For health tech companies, this creates opportunities to develop service models
demonstrate clear return on investment for employers. This might include reduc
absenteeism through convenient on-site care, lower emergency department utili
through early intervention, improved chronic disease management through regu
monitoring, or reduced workers' compensation costs through better occupation:
health programs. Companies that can demonstrate these outcomes through

comprehensive data tracking and analysis will be positioned to command premir

pricing and expand market share.



VIl. Financial Services and HSA
Administration: Managing the
Contribution Surge

The dramatic expansion of HSA contribution limits for moderate-income indivic
creates both opportunities and challenges for HSA administrators and financial
services companies. In 2025, annual HSA contribution limits are $4,300 for self-
coverage and $8,550 for family coverage, and HSA contribution limits are indexe
every year for inflation. The proposed changes would double these limits for elig
individuals, representing a massive increase in HSA asset flows that will require

significant technology and operational enhancements.

Technology Infrastructure and Scalability
Requirements

The potential doubling of contribution limits for a significant portion of HSA h
creates immediate technology infrastructure challenges. HSA administrators mu
prepared to handle substantially increased transaction volumes, more complex

eligibility verification processes, and enhanced reporting requirements for incor
based contribution limits. The systems that currently manage HSA accounts ma

significant upgrades to handle the increased complexity and volume.

The income-based eligibility requirements create new compliance and verificati
challenges that will require sophisticated technology solutions. HSA administra
must be able to verify income levels, track contribution eligibility changes throu
the year, and provide real-time guidance to account holders about their contribu
limits. This complexity creates opportunities for technology companies that spe:

in benefits administration and compliance management systems.

Service Expansion and Customer Engagement



The expanded HSA contribution limits create opportunities for HSA administra
to develop more sophisticated customer engagement and financial planning serv
With customers potentially contributing substantially more to HSA accounts, th
increased demand for investment advice, spending optimization tools, and

comprehensive financial planning services that integrate HSA management with

broader retirement and healthcare planning strategies.

The expansion of HSA-eligible services creates additional opportunities for enhs
customer engagement. HSA administrators can now provide guidance and tools
optimizing spending across medical care, fitness services, DPC arrangements, ar
other eligible expenses. This comprehensive approach to HSA optimization crea

opportunities for premium service offerings and increased customer lifetime val

Partnership and Integration Opportunities

The expansion of HSA-eligible services creates new partnership opportunities fc
HSA administrators. Rather than simply processing payments for medical expen
HSA administrators can now develop partnerships with fitness companies, DPC
providers, employer health services, and other eligible service providers to creat
comprehensive healthcare spending platforms. These partnerships can include

integrated payment processing, spending optimization tools, and customer acqu

strategies.

The regulatory clarity around various HSA-eligible services enables HSA

administrators to more actively promote and facilitate customer engagement wit
these services. This might include preferred provider networks, negotiated discc
integrated service directories, or comprehensive health and wellness platforms t
combine HSA administration with service delivery. These integrated platforms c
opportunities for increased customer engagement and retention while generatin

additional revenue streams.

Competitive Differentiation and Market
Positioning



The increased complexity and opportunity in HSA administration will likely dri
consolidation and competitive differentiation in the market. HSA administrator:
can successfully manage the increased complexity, provide superior customer
experiences, and develop comprehensive service offerings will be positioned to
capture market share from less sophisticated competitors. The companies that i
early in technology infrastructure and service expansion will establish competiti

advantages that may be difficult for competitors to match.

The most successful HSA administrators will likely be those that evolve from sir
account administrators to comprehensive consumer-directed healthcare platforr
This transformation requires significant investment in technology, partnerships.
service development, but creates opportunities for premium pricing and market

leadership in the rapidly expanding consumer-directed healthcare market.

VIll. Strategic Implications for Healthc:
Entrepreneurs

The HSA expansion creates fundamental shifts in healthcare market dynamics tl
require strategic reconsideration for companies across the health tech ecosysten
most successful companies will be those that understand these changes not as
incremental improvements to existing business models, but as opportunities to
reimagine their approach to market positioning, customer acquisition, and value

creation.

Market Timing and Competitive Positioning

The legislative timeline creates both opportunities and risks for health tech

companies. The House passed the reconciliation bill on May 22, 2025. The legisl
now moves to the Senate for consideration. However, Senate Finance Committee
Massive HSA Changes from Tax Bill, indicating that the final legislative outcom
remains uncertain. Companies must balance preparation for potential opportun

with the risk that changes may not be implemented or may be significantly modi



The most successful companies will likely be those that can quickly adapt to
regulatory changes while maintaining operational flexibility. This suggests focus
on technology platforms and business models that can accommodate multiple
scenarios rather than betting exclusively on specific regulatory outcomes. Comp
that build modular technology platforms capable of integrating various HSA-eli;

services will be positioned to capitalize on whatever changes ultimately become

Customer Acquisition and Retention Strategie

The expansion of HSA-eligible services creates new customer acquisition
opportunities but also increases competition for consumer attention and HSA
spending. Companies must develop strategies that position their services not jus
standalone offerings but as integral components of comprehensive healthcare
financial management. This requires understanding how consumers make decisi
about HSA spending allocation and developing value propositions that compete

effectively for limited HSA dollars.

The most effective customer acquisition strategies will likely focus on integratic
convenience rather than just service quality. Consumers with expanded HSA
contribution limits will have more healthcare dollars to spend but limited time «
attention to manage multiple service providers. Companies that can provide
integrated platforms or seamless coordination with other HSA-eligible services v

have significant advantages in customer acquisition and retention.

Partnership and Ecosystem Development

The expansion of HSA services creates opportunities for strategic partnerships t
were previously unavailable or less valuable. Companies operating in different F
eligible service categories can now develop partnerships that create comprehens
consumer-directed healthcare platforms. For example, telehealth companies mig
partner with DPC providers and fitness companies to offer integrated health

management platforms funded entirely through HSA accounts.



These ecosystem partnerships create opportunities for customer sharing, cross-s
and comprehensive service offerings that increase customer lifetime value and

switching costs. The companies that move first to establish these partnerships w
have significant advantages in market positioning and customer acquisition as t!

expanded HSA market develops.

Technology Platform Development

The regulatory changes create requirements for more sophisticated technology
platforms that can integrate multiple service types, manage complex payment
processing, and provide comprehensive customer experiences. Companies that h
been operating with basic technology platforms may need significant upgrades t

compete effectively in the expanded HSA market.

The most successful technology platforms will likely be those that focus on cust
experience and integration rather than just functional capability. Consumers wii
expanded HSA spending power will expect sophisticated tools for managing thei
healthcare spending, tracking health outcomes, and optimizing their use of varic
services. Companies that can provide these comprehensive platforms will be

positioned to capture a larger share of consumer healthcare spending.

Financial Planning and Investment Requireme

The potential market expansion requires careful financial planning and investm:
decisions. Companies that want to capitalize on HSA expansion opportunities w
likely need to invest in technology upgrades, partnership development, custome
acquisition, and operational scaling before the revenue benefits are realized. Thi
requires balancing investment in future opportunities with current operational

requirements.

The most successful companies will likely be those that can secure adequate fun
to invest in HSA market opportunities while maintaining operational flexibility.
might include raising capital specifically for HSA market expansion, developing

strategic partnerships that share investment requirements, or phasing implemer



to manage cash flow requirements. Companies that underinvest in HSA market
preparation may find themselves unable to compete effectively when the opportt

become available.

IX. Conclusion: Preparing for the New
Healthcare Economy

The proposed HSA expansions represent more than incremental policy changes-
signal a fundamental shift toward consumer-directed healthcare financing that v
reshape market dynamics across the health tech ecosystem. These HSA expansio
represent more than incremental improvements—they signal a fundamental shif
toward consumer-directed healthcare financing. For healthcare entrepreneurs, s
will depend not just on understanding the specific regulatory changes, but on

recognizing the broader transformation they represent and positioning compani

thrive in the new healthcare economy.

The Convergence of Technology and Policy

The timing of these HSA expansions coincides with unprecedented technologica
capability in healthcare delivery, consumer engagement, and financial services
integration. The infrastructure now exists to fully capitalize on consumer-direct
healthcare opportunities in ways that weren't possible when HSAs were first
introduced. Companies that understand this convergence and build comprehens
platforms that integrate healthcare delivery with financial management will be

positioned to capture disproportionate value as the market transforms.

The most successful companies will be those that think beyond their current ser
categories to develop comprehensive consumer-directed healthcare platforms. T
might include telehealth companies expanding into fitness and wellness services
providers developing integrated technology platforms, or HSA administrators

evolving into comprehensive healthcare financial management companies. The



regulatory changes create opportunities for companies that can think strategical

about platform development and customer relationship expansion.

Market Leadership Through Integration

The expansion of HSA-eligible services creates opportunities for market leaders
through integration and platform development rather than just service excellenc
The companies that can provide the most comprehensive and convenient customn
experiences will have significant advantages in customer acquisition and retentis
This requires investment in technology platforms, partnership development, anc

service integration that goes beyond traditional healthcare service delivery.

The regulatory clarity also creates opportunities for market leadership through
mover advantages. Companies that quickly understand the regulatory requireme
develop necessary technology integrations, and establish market positioning wil
difficult for competitors to displace. The HSA market expansion represents a mc
where strategic thinking and rapid execution can create lasting competitive

advantages.

Preparing for Implementation

While the final legislative outcome remains uncertain, health tech companies sh
begin preparing for potential HSA expansion opportunities. This preparation sh
focus on building flexible technology platforms, developing strategic partnershi
and understanding customer needs in consumer-directed healthcare rather than
betting on specific regulatory outcomes. Companies that are prepared for multij

scenarios will be positioned to move quickly when opportunities become availab

The most important preparation involves understanding how consumer behavio;
market dynamics will change if HSA expansions are implemented. This requires
thinking beyond current customer segments to understand how expanded HSA

contribution limits and eligible services will change demand patterns, competiti

dynamics, and customer acquisition strategies. Companies that understand thes:



behavioral changes will be positioned to develop more effective business strateg

and capture market opportunities.

The Future of Consumer-Directed Healthcare

Regardless of the specific legislative outcome, the HSA expansion proposals refl:
broader trends toward consumer-directed healthcare financing and increased

consumer control over healthcare spending. Health tech companies that positior
themselves to serve these trends will be better positioned for long-term success
if specific regulatory changes are modified or delayed. The fundamental directio
toward consumer empowerment and financial control over healthcare decisions
represents a lasting shift that will create opportunities for companies that undet

and serve these consumer needs.

The companies that will thrive in this environment are those that understand
healthcare not just as a clinical service but as a comprehensive consumer experie
that integrates clinical care, financial management, and lifestyle choices. The H¢
expansions create regulatory support for this integrated approach and provide
funding mechanisms that make comprehensive consumer-directed healthcare
platforms economically viable. For healthcare entrepreneurs who understand an

prepare for this transformation, the opportunities are substantial and lasting.

The transformation ahead requires more than adapting existing business models
demands reimagining how healthcare companies create value, serve customers, ¢
position themselves in a rapidly evolving market. The companies that embrace t!
challenge and invest in the capabilities required for the new healthcare economy
emerge as leaders in the most significant transformation of healthcare financing

the introduction of HSAs themselves.
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