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Abstract
The Generalized Elastic Coupon (GEC) model of marketing is a cooperative model of marketing where two marketers cooperate with each other to meet their individual objective as well as the needs of their customers in a most effective way. In a traditional marketing model, two marketers compete to meet their objectives.  For example, in auction based advertisement model of marketing in internet, marketers bid for best location for Ad placement to get a click from a potential customer. In GEC model as implemented in AskNshare.net platform (1,2), there is no bidding for the best location for Ad placement. In fact, there is no advertisement by marketers. The marketers issue coupons (incentives) to real consumers who buy their services.  These consumers may come back to the same provider to redeem their coupons, or they may go to any other providers in the network. However, the value of the coupon will change according to the rank (position) of the coupon issuer and coupon acceptor in a list, which is compiled by the evaluation of service providers by their clients.
In this paper, I derive a relationship between Medical Benefit Expense (MBE) and Profit generated by an insurance company from an individual member (3). Formally, I establish the following relation:  f3(A) + P(A) = f3(B) + P(B) = Constant……....Eq (1)
Where f3(A), f3(B) = Medical Benefit Expense for member A and B ($/person/year)
P(A), P(B) = Profit generated from member A and B ($/person/year)
The Equation (1) is an important relation between profit/member and medical benefit expense per member. Based on this equation, I present the following theorem:
Theorem: For every member A in the system (insurance company + service providers + members, existing and potential ), there exists a "pairing" member B, which will allow the combined profit derived from both A and B to be equal to any "feasible" target profit/member set by the insurance company. 
[bookmark: _GoBack]In the last section of the paper, I introduce the notion of "pairing" members and proposed a method to identify them in a healthcare system which is composed of members, service providers and insurance companies. I discuss the concept of feasible profit per member. Finally, I propose a method of introducing elastic coupons by which medical benefit expense (MBE) could be reduced.
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