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Introduction

To be successful every agent should be doing 6-8 events a week in the community.
That can be anything from working at a Walmart, going to a food pantry, or holding a
T65 event.

Here is an example of what your calendar should look like:

My Success Week week of Juy 20 - 25, 2026

Day Work Week Month

MON TUE WED THU FRI SAT
20 21 22 23 24 25
8AM
Coffee w/ Referral
9AM Partner
Physician Office Visits 8:30a - 10a Standing Medicare Office
9a - 11:30a Elder Law Attorney Hours
Dr. Patel & Dr. Nguyen clinics 9a—11a
10 AM Main St. Library
‘Walmart Retail Table Medicare Education Walmart Retail Table Assisted Living Visit
10a-2p Seminar 10a-2p 10a-12p
Supercenter #1842 10a - 11:30a Supercenter #1842 Golden Meadows ALF
11 AM Library — Community Room
‘Weekend Appointments
12PM 11:30a - 1p
1PM
Senior Apartment Visit Enroliment Appointments Skilled Nursing Facility
1p-3p ip-4p Visit
Oakwaood Senior Living Back-to-back 1p - 2:30p
2PM Riverside SNF
Client Appointments Pharmacy Visit
3PM 2:30p - 4:30p 2:30p - 3:30p
2 enrollments booked Corner Drug Rx Admin & Week Planning
3p-5p
Referral Partner Meeting
4PM 3:30p - 4:30p Home Health Agency
Sunrise Home Health Visit
3:45p - 5:15p
Follow-Up & CRM Notes Camfort Care HHA
5PM 4:30p — 5:30p
Client Follow-Up Calls
5p-6p
Chamber Networking
6PM Mixer
5:30p - 7p Medicare 101 Seminar
Downtown Chamber 6p—7:30p
Senior Center
7PM

@ Medicare Seminar / Education

@ Networking / Referral Partners

@ Retail Marketing (Walmart)
@ Client Appointments / Enroliments

@ Standing Office Hours
@ Follow-Up / Admin & Planning

@ Provider Visits (PCP / Pharmacy / Home Health)

@ Senior Communities (Apts / ALF / SNF)

This guide will detail the different ways you can market yourself and create

opportunities to sell, and give you information on how to communicate with leads to

help turn them into clients.

Remember, your success is driven by your work ethic. It's not about following a strict

formula, but instead showing people why they should work with you and allow you to

help them with something that affects their lives. This is not a light decision! Do your

part to earn their trust and prove yourself, and soon you’'ll be having a positive impact

on many people. Click HERE to view a great example of what your schedule should like and for

additional tips.


https://drive.google.com/file/d/1m5btsTsPxMLchh0rNAH26T3xhVBe6YID/view?usp=drive_link

Retail

Retail events are one of the most effective lead generation strategies because they

position you right in front of your potential clients. Typically, these events include
sitting at a booth in or around a retail store with an advertising sign and some
materials for your table, and waiting for people to approach (photo examples will be
under “Materials”).

In these scenarios, the booth generates curiosity and prompts people to engage with

you. Utilize these opportunities to turn an interaction into a sale!

Here are some engaging topics you can use:
e Are you already on Medicare?
e How do you feel about your current plan?
e |s there anything you wish were different about your plan?

e Tell me about your situation

There will also be a lot of educational engagement, where people have general
questions even if they’re not eligible for Medicare. This is still relationship-building!
Do your best to get a person’s contact information (especially email) so you can reach
out to them with plans, or for AEP.

Get with your upline to find out about retail opportunities such as Walmart, HEB, etc.

Some retail opportunities are owned by agencies while others are owned by certain

CED

private carriers (such as Aetna owning CVS).

Y CVS Wwalmart

T
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Click here for an example of how you can contact a carrier representative in your area

to inquire about opportunities.

Here are some ideas for items you can include at your table or use to market yourself:

Medicare Clarity Guides

Branded Pens

Permission to Contact (PTC) forms
Hand Sanitizer

Personalized Banner

Your business cards

Photo of a blank Medicare Card
Engaging T-Shirt
Candy/Mints/Small snacks

For designing personalized materials, you can use Canva or contact the marketing

department.

Your Medicare Boutique



https://drive.google.com/file/d/1VGzlaNWmetvwk9GhNLjT4KPbJk83GV53/view?usp=drive_link
https://www.uhc.com/medicare/medicare-education/medicare-guide.html
https://www.bannersonthecheap.com/retractable-banners
https://www.shutterstock.com/search/medicare-cards?image_type=illustration
https://www.canva.com/
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Permission to Contact or Business Reply slips allow you to reach out to leads at a
later time. Remember that CMS regulations prohibit cold-calling, so leads must be the
ones to inquire.

Sales materials such as the “Clarity Guide” pictured above can be found in carrier

portals. Click here to watch a video for an example on how to access carrier sales
materials through UHC (Jarvis).

A4

ASK ME ABOUT
MEDICARE

¥

Click here for this t-shirt design! Click here for this t-shirt design! Click here for this pin!

Turning 65

One of the best lead-conversion strategies there is. This event entails a presentation to

people who are turning 65 soon, or are already 65 and older. The presentation consists

of talking about Medicare and the different options available to them.

At these events, you cannot discuss plan-specifics
during the presentation. These events are typically

hosted in a restaurant setting, or somewhere that

i The whole event typically takes about an hour to
an hour and a half, and consists of people who are

essentially very “warm leads.” It's your opportunity



https://drive.google.com/file/d/1-xkRC4sqglr5uU7SUm6cY-LsG_rsEWGI/view?usp=sharing
https://www.etsy.com/listing/1540714720/ask-me-about-medicare-t-shirt-insurance?ls=r&external=1&rec_type=cs&ref=landingpage_similar_listing_top-6&pro=1&content_source=09958bb653594d0158962fc8ac386064%253ALT6e5c203a67bb6463cc3d63325bf4bf9d83725eac&logging_key=09958bb653594d0158962fc8ac386064%3ALT6e5c203a67bb6463cc3d63325bf4bf9d83725eac
https://www.amazon.com/Medicare-Health-Insurance-Consultant-T-Shirt/dp/B09J1Z8LCB/ref=sr_1_3_sspa?crid=377W1MUDRF557&dib=eyJ2IjoiMSJ9.LYmg8tPkhMkgAtUaoAtiMjsz-Oi3iUVMUvzCEoq2iO3qiC0INAMaSfIoYW-VpTa2yaoSqDT84onB0HoZKUilipCHDfXLAFVriyBv9V7X8BhyFnBHUrr2LopvT80m5eI25GP3BxZsmjh2AFZUfq7ZTQ0tG70cFdSCRhSXUJDJvzDQgj56pvDfXSZVvdSqwW10-8IBnGwtthXPBCbmzQ2wsQkjUKNvTVC0PJTwq9V-4U784xO-0OX5Z4AkqUtEppN3my7UP6eAmWAWSOiIeitzQn20-b4iF4mLFRyfIkI3J7Q.aeXI84FqXP2rePpMSQj3hqz2fE27F1orlKkKQ3qqwI8&dib_tag=se&keywords=ask%2Bme%2Babout%2Bmedicare%2Bshirt&qid=1782322968&sprefix=ask%2Bme%2Babout%2Bmedicare%2Bshir%2Caps%2C156&sr=8-3-spons&sp_csd=d2lkZ2V0TmFtZT1zcF9hdGY&customId=B0752XJYNL&customizationToken=MC_Assembly_1%23B0752XJYNL&th=1&psc=1
https://www.amazon.com/Ask-About-Medicare-pin-Patriotic/dp/B0D279FNB4/ref=sr_1_1?crid=130LPUA5696QL&dib=eyJ2IjoiMSJ9.5OH6yYWtlM_q1yHexHzswfMtlNFqeCXiH1oJwkr2HkT7p5_B8EZe-LMt6p3dopZCHvM8O6tFYqIYR2k6UdNgDnKWuFNEIbkht4Yt-Os54BjzgwYsXXht9iTsfOGOd8AvpYXuKoOBvycs8YBDuBGMJR0g0LsRIx2p15c33ndM_8Y_sSTf7KgfTU8CGINKt3__.1ea6vUR9yeEeo2Na3P7GFSVn4_kYMN_gisdz2vNH9cA&dib_tag=se&keywords=ask+me+about+medicare+large+button&qid=1781042065&s=handmade&sprefix=ask+me+about+medicare+large+butto%2Cspecialty-aps%2C134&sr=8-1&srs=120955898011

to show a large group of people why they should pick YOU to be their agent.
You do so by showcasing your knowledge, empathy and understanding, and your

personality. You demonstrate why people should trust you with an important decision.

Some examples of marketing flyers for these events:

T Let’s TACO ‘bout MEDICARE

Do | have to

Are there options for

enroll in N
dental, vision and

Medicare? )
hearing coverage?

What's the difference How do | avoid being

between a Medicare Y . penalized for not
Advantage plan & enrolling into a drug

Supplement Plan? ]_WMJ plan?

FREE educational event - e : Reserve your spot TODAY!
F00D & CANTING

&
Complimentary meal

|
Two sessions available

Complimentary meal provided

Tuesday Sept 13" - 6pm

— E 3 A fé) Tuesday Sept 20" — 6pm e and retivement are the start of
< irthdays and retirement are the start of a
ﬁoendiggﬁe’over 3 \a 3 Miranda’s Mexican Restaurant new journey, and let's be honest,
¢ ’ MEDICARE can be confusing!

We know the frustrations of navigating the system Jim Kaufman Diane Kaufman Sheri Wilson 327 S Burleson Bivd
because we’re on Medicare ourselves. Lot us

4

My goal is to remove all of the confusicn

spare you the confusion, the pitfalls, and help you e m— Burleson TX 76028
o from enrolling into Medicare.

get the most out of your benefits.

s, is limited JOIN ME FOR DINNER at Miranda’s where
pace is imice we will help make your options crystal

RSVP recommended. clear,
Please Call:

Have a bite, relax, and
cut out Medicare confusion.

Join our FREE Taco Thursdays!
THURS2/16 MARTINEZ | 901 Gross R, Mesquite 75149
THURS 223 ERNESTO'S | 1512 Northieest

THURS 372 MARIAGHT'S

5:30 p.m. = ALL DATES La a

/ Ryan Tuggl
SEATING LIMITED / Lz:m . ;:55‘:3 To reserve your spot
CALLNOW ‘ or to book an in-home appointment

214.926.4433

.35]1. MISSION INSURANCE
SQolutions

Contact the restaurant or venue where you would like to host your event
o Reach out to the manager with details.
e Remember that per CMS regulations you can only spend an average of $15 per
person for a meal
e Some venue ideas: The Original Pancake House, Cotton Patch Cafe, libraries,

senior centers, YMCAs, community centers



o If you choose to do a restaurant, make sure you are able to get a private
room. Restaurants are loud, and they’re going to need to hear your
presentation.

To acquire leads for these events, you can use LeadingResponse and/or ARM, which

will be discussed in the “Lead Generation Resources” section below.

Being prepared with the proper materials is just as important as a good presentation at
a Turning 65 event because it shows your leads that you're putting in effort into your
event. It also gives your leads a “Call to Action” that allows you to reach out to them
later.

- Questionnaire
- Clarity Guides
- Pens

- Business Cards

Other Opportunities

Other Events

Sales events

e These events are meant to promote or advertise a specific carrier or plans

e Informal Sales Event: Advertising a specific carrier or plan at a booth or kiosk
where people must come up to you and request information. At these events,
you are able to dive into plan specifics, but only of the ones you are advertising
for.

e Formal Sales Event: A formal presentation event given that advertises a specific
carrier or plan.

e These events must be approved by CMS beforehand by submitting the material

and/or presentation to be given

For Sales Events that are sponsored by a certain carrier, such as UnitedHealthcare, an
“Event Request” has to be filled out and approved. Below is an example of part of a
form:



Form effective date: 6/1/2025  New events must be submitted at least 7 calendar days before the event date Be sure your email program is up before
(pmr— New Even Reuestform | TR i
(Required) (Required) (Required) (Required) (Required) (Required) (Required) (Required) (Required) (Required)
Coun B N . Presenting
t Retail Program Venue Name Venue Street Address Venue Zip Event Date Start Time End Time Event Category Language Product
1 No LaMadeleine Café Allen 810 W McDermott Dr Allen 75013 10/6/2026 3:00 PM 4:00 PM Sales Event (Formal): Sales Meeting English MA
2 No LaMadeleine Café McKinney 3625 W University Dr McKinney " 75071 10/8/2026 3:00 PM 4:00 PM Sales Event (Formal): Sales Meeting English MA
3 No LaMadeleine Café Allen 810 W McDermott Dr Allen 75013 10/13/2026 3:00PM 4:00 PM Sales Event (Formal): Sales Meeting English MA
4 No LaMadeleine Café Plano 5000 W Park Blvd Plano TX 75093 10/14/2026 3:00 PM 4:00 PM Sales Event (Formal): Sales Meeting English MA
5 No LaMadeleine Café McKinney 3625 W University Dr McKinney " 75071 10/15/2026 3:00 PM 4:00 PM Sales Event (Formal): Sales Meeting English MA
6 No LaMadeleine Café Allen 810 W McDermott Dr Allen 75013 10/20/2026 3:00 PM 4:00 PM Sales Event (Formal): Sales Meeting English MA
7 No LaMadeleine Café Plano 5000 W Park Blvd Plano TX 75093 10/21/2026 3:00PM 4:00 PM Sales Event (Formal): Sales Meeting English MA
8 No LaMadeleine Café McKinney 3625 W University Dr McKinney | 75071 10/22/2026 3:00PM 4:00 PM Sales Event (Formal): Sales Meeting English MA
9 No LaMadeleine Café Allen 810 W McDermott Dr Allen 75013 10/27/2026 3:00 PM 4:00 PM Sales Event (Formal): Sales Meeting English MA
10 No LaMadeleine Café Plano 5000 W Park Blvd Plano TX 75003 10/28/2026 3:00PM 4:00 PM Sales Event (Formal): Sales Meeting English MA
11 No LaMadeleine Café McKinney 3625 W University Dr McKinney | 75071 10/29/2026 3:00PM 4:00 PM Sales Event (Formal): Sales Meeting English MA
12 No LaMadeleine Café Allen 810 W McDermott Dr Allen 75013 11/3/2026 3:00 PM 4:00 PM Sales Event (Formal): Sales Meeting English MA
13 No LaMadeleine Café McKinney 3625 W University Dr McKinney " 75071 11/5/2026 3:00 PM 4:00 PM Sales Event (Formal): Sales Meeting English MA
14 No LaMadeleine Café Plano 5000 W Park Blvd Plano TX 75093 11/7/2026 3:00 PM 4:00 PM Sales Event (Formal): Sales Meeting English MA
15 No LaMadeleine Café Allen 810 W McDermott Dr Allen 75013 11/10/2026 3:00PM 4:00 PM Sales Event (Formal): Sales Meeting English MA
16 No LaMadeleine Café Plano 5000 W Park Blvd Plano TX 75093 11/11/2026 3:00PM 4:00 PM Sales Event (Formal): Sales Meeting English MA
17 No LaMadeleine Café McKinney 3625 W University Dr McKinney 75071 11/12/2026 3:00 PM 4:00 PM Sales Event (Formal): Sales Meeting English MA

To find this form, you can email the carrier Broker Manager for your area to request.

Food pantries

e The majority of people who go to food pantries typically attend because they
are low on resources, and this gives you the opportunity to help a lot of people
who need it most

e You can go to food pantries and pass out some free goods (toilet paper rolls,
canned food, beverages, etc.) with your business card.

e Be friendly and warm, and you can build relationships with people who will

think of you if or when they become eligible for Medicare.

Trade shows & similar events

e Trade shows, farmer’s markets, and similar events put you in front of people
who are already curious and interested in shopping around for things. It's

another way to reach new populations from various cities.

Additional Ideas

Marketing yourself is essentially putting yourself in front of people in whatever ways
you can, while remaining compliant. This is an ACTIVE effort you must make — it's not
enough to sit and wait for people to come to you. Remember, the harder you work the

more you'll be rewarded. Being passive is accepting mediocrity.



You're not limited to sitting at a table in a retail store to get leads. Here are some other

places where you can market yourself and find the people who need you:

- Senior Centers (independent living)

- Recreation Centers (YMCAs, city recreation centers)

- Senior Apartment Complexes

- Public Libraries

- Retail/Pharmacy stores (that are not already “owned” or “claimed” by a carrier or
FMO)

- Medical Clinics (that are not already “owned” or “claimed” by a carrier or FMO)

Note: Though nursing homes, assisted-Lliving, or long-term care homes seem ideal,

these can actually prove to be difficult due to the fact that Medicare does NOT cover
the services they need that have them in these locations in the first place. This does
not mean you cannot host events or market here, but be aware that that is a blip you

are likely to run into.

You also have more options than just sitting at a table waiting for people to approach
or hosting a sales event to market yourself. Here are some low-cost ways to get
yourself in front of clients while also keeping the environment more relaxed and

informal, all while remaining compliant:

- lce cream social, hot chocolate night
- Bingo, jeopardy, and/or other games
- Movie

- Coffee & donuts

For these opportunities, you don’t want to have a “salesy” approach, but instead you

want to position yourself as a resource to make others aware of. Your role is service.

When you go to a business to network, it's best to ask to speak to the office manager.
Introduce yourself, tell them about what you do as a Broker, and explain what you're
looking to do at their place. For materials, bring a flyer that gives some information
about what you do as well as your business cards. Here's an example of how to

approach:

“Hi there! My name is Agent, and I'm a licensed Medicare Broker in the area. | was

hoping to sponsor an activity here at Location, such as an ice cream social or Bingo



night. | won’t be doing any selling, just a casual meetup telling the folks here about
myself and letting them know I’'m an available resource to them should they ever have
questions about Medicare. Here is a paper with a bit of information, as well as my

business card.”

e Dental and vision providers are also great for referrals!

e Send “Thank You” cards to your existing clients requesting referrals

e Request a T65 list from The Brokerage Inc.

e Make a list of everyone you know that may be close to 65 and reach out

e 55+ living facilities

e Senior activities centers

e Nursing homes

e Network with other insurance agents and financial advisors that don'’t offer your
products (assure them that you won'’t steal their clients and you will actually protect
their clients from someone who does everything)

e Special need/Disabled individuals usually have group homes and charities that
support them. They typically qualify for Medicare and Medicaid

e Veteran meetups for Tricare 4 Life and seniors who use the VA. Most of the time
these folks don’t realize they have access to MA-only plans that can enhance their
coverage

e Networking groups can be fruitful, such as the Chamber of Commerce.

Lead Generation Resources

Lead generation services are one of the best resources for independent agents because
they provide you with “warm” leads; essentially, ones who are ready to be contacted
because they have already expressed an interest in learning about Medicare and/or
switching plans, and want to speak to an agent about it.

This eliminates the effort of having to obtain leads organically by instead paying for a

service that has already acquired them and/or using mailers.
Some great sources for leads are:

Medicare Express

Prequalified leads, ready to meet with agents.

LeadingResponse


https://medicareexpress.com/
https://leadingresponse.com/medicare/

Leads for events and seminars; ideal for events such as Turning 65, Formal Sales or

Educational events, etc.

MSP Launchpad

ARM

Mailer for lead acquisition.

Lead Concepts

Fast Start Program - Cost Splitting Opportunity

So long as you have at least 4 carriers RTS, the Brokerage offers a Fast Start program
to help alleviate part of the costs of marketing/lead generation by splitting it with you.
They will match up to $1,000 in co-op for Medicare lead generation any six of your first
12months (up to a total $6,000 in co-op). You can find more information on this
program under “Producer Perks” in the Brokerage portal, or click here to see the

catalog with details.

Provider Relationships

Provider relationships are essential to agent success. This is an effective networking
method since doctors are the ones providing healthcare as well as experiencing the
benefits (or drawbacks) of insurance.

Having a relationship with providers means that when their patients express troubles
with their insurance, the patient can then be referred to you so you can help. This is a
relationship that also requires trust.

You can create these relationships by going to a doctor’s clinic and asking to speak to
the office manager or even the provider, if they’re available. You'll tell them about what

you do and position yourself as a resource for them and their patients.

You can also contact Aleshia Holliday, Provider Relations Director at The Brokerage.
Email: aleshia@thebrokerageinc.com Office: 469-630-3157


https://www.msplaunchpad.com/
https://armleads.com/
https://leadconcepts.com/
https://thebrokerageinc.com/wp-content/uploads/2026/03/Lead-Concepts-Fast-Start.pdf
mailto:aleshia@thebrokerageinc.com

Here are examples of a marketing materials that you can provide when you meet:

About Us PROSURANCESOLUTIONS

Since 2007, we've put the needs of our clients first.
Whether you're shopping for insurance, you're an agent, or
you're a physician wanting to strengthen your patient panel,
we have solutions for you.

Services Offered:

- Help drive patient growth and/or retention
- Turning 65 marketing outreach

- Medicare expertise

Jake Boegemann - Assistance with Medicaid & LIS applications
Owner & CEO - Free consultations across multiple channels

Contact Information Insurance Options:

Medicare
?14.517.7783 . Under 65
jake@prosurancesolutions.com All Major Carriers
www.prosurancesolutions.com In everything we do, we serve with integrity, advocacy, and

understanding.

PARTNER WITH PROSURANCE SOLUTIONS

Our team delivers expertise and turnkey solutions designed specifically for clinical practices.
We equip you, your staff, and your patients with the guidance needed to navigate Medicare and other
insurance solutions confidently - so you can stay focused on delivering exceptional care.

The best part is that our services cost you absolutely nothing.

% Fﬁ Dedicated Insurance Consultant: All major health plans |
EL'T'.J Focus on retention | Bilingual support

{2‘/ | Education for Staff and Patients: AEP Prep | Turning 65|
2228 Medicare 101 | Plan-specific education

r’-’.VPVP\ Panel Growth & Change Management: Retention and

ll} A |,| outreach | Co-op marketing | Consultant referral support |

Contract change communications

PROSURANCESOLUTIONS




| ——
Q ADVISORS e

HELLO,

A family-owned SERVICES TAILORED FOR
and cporoted HEALTHCARE PROVIDERS
insurance agency /

dedicated to
providing ,
personalized MEDICARE EDUCATION

Medicare and 4 TO PATIENTS AND
Private Insurance PROVIDER STAFF

_ : — ; We offer Medicare 101 and Turning 65
SUI'LJ tions. < Infarmation Sessions both in person
andyor virtually. We alse update your office
staff on Annual Enreliment Period plan
changes so your staffis prepared before

CONTACT

MEDICAL ENROLLMENTS
INFO FOR PATIENTS
Dan White

Plan offerings based on accepted plans by
the provider office - we help keep your

Founder of Diligent Advisors & patient with you.

Licensed Insurance Agent

& . DEDICATED MEDICARE

727-390-4700 ar; CONSULTANT ASSIGNED TO
(¥ YOUR PRACTICE
Consultant available to answer Medicare-
related guestions from patients or staff.
Consultant only presents plans accepted
by provider. Manager of the consultant
accessible by the provider to ensure 100%
satisfaction in services delivered.

~ Be

dan@mydiligentadvisors.com

Selling Effectively

Foundation

Now that you know what you're selling and where you're selling it, you need to learn
how to sell it. This section will detail how to approach sales conversations and give
pointers for how to navigate the process. Remember, this is meant to be a tool, not a
script. It's important to ensure your conversations are authentic and personal to build
trust with clients. There are many independent agents out there, so show them why
they should choose you.



Step Process

Build Trust Put the client at ease by being warm and friendly, tell them
about what you do, and set the expectations for the meeting.

Analyze Ask questions to understand the client's situation, health
needs, budget, and concerns.

Education Explain the options the client has in simple terms and provide
clarity as needed.

Recommendations | Present 2-3 plans maximum and explain the reasoning for
your recommendations. |deally, have one plan in mind as your
top recommendation.

Objections Address concerns honestly and prioritize client understanding.

Close Ask to confirm the plan they’d like to enroll in, walk them
through the application in Simply Enroll, then explain what
they can expect next.

Essential Questions

What's your zip code and county?
Medicare Advantage plans are not available in every area, so this is the first question

you should ask to see what plans are available to them in their area.

Do you have a primary care doctor and/or any specialists you see reqularly?

This one has a huge impact on clients because many have doctors who they already
have an established relationship with, and having to switch can be stressful.

When asking for the list of doctors, make sure to differentiate which ones they would
like to keep, and which ones they have flexibility on.

Asking for their necessary doctors can also help narrow down plans to ones that their

doctors are in-network with, which can make the search process easier for you.

Do you take any prescription drugs, and if so: what’s the name, dosage, and

frequency?
If a client takes prescription drugs then you can look into plans that will offer them the

most savings on the prescriptions they regularly take. Remember that different plans
have different formularies.



Do you have any pre-existing conditions or family history | should know about?

This one is especially relevant for people who are about to get on Medicare for the first
time, because it can make the difference between if someone should get on a Medicare
Advantage plan versus a Medicare Supplement + Prescription Drug Plan. When

someone is first eligible to enroll in Medicare, there is no medical underwriting.

However, if in the future someone tries to change from a MAPD to a Medigap plan,
there is medical underwriting involved, and if they have any pre-existing conditions or
new diagnoses then their application will be rejected. (The same is not true for the

reverse — going from a Medigap to a MAPD).

Guiding & Understanding Questions

Eligibility

¢ When do you turn 657

e Are you already enrolled in Medicare Parts A and B?

e Are you currently working or covered under a spouse's employer group health plan?
e If you are already on Medicare, when did your coverage start? Have you ever had a

gap in coverage?

Health & Coverage Needs

¢ Do you have a primary care doctor and/or any specialists you see regularly?

¢ Do you take any prescription drugs, and if so, what’s the name, dosage, and
frequency?

e Have you had any major health events (hospitalizations, surgeries, or ongoing
conditions) that we should factor in?

e Whatis important to you in a plan?

e Are you wanting extra benefits such as dental, vision, hearing, etc?

¢ How often do you typically use your health insurance in a year?

e Do you have any pre-existing conditions, or family history of major health issues?

Financial

¢ What is your monthly budget for healthcare premiums?

¢ [f something unexpected happened such as a hospital stay or surgery, what is the
most you could comfortably pay out of pocket?

e Are you receiving any assistance such as Medicaid, Extra Help/LIS, or a retiree benefit

from a former employer?



Take notes while the client speaks, then recap the information back to
them before presenting options. This shows you're actively listening

and making it a priority to understand them, which helps build trust.

PRO TIP

Example: Based on what you shared, it sounds like keeping your
current doctors and managing your drug costs are the two biggest

priorities. Is that right?

Handling Objections

The more you learn about insurance products and build your confidence, the easier it

will be to handle concerns and objections. One of the best things you can do for your
client is to provide them the education they need in order to make an informed decision

and demonstrate that you are their advocate.

Objection Response

“l need to think about it.” | "Of course, what parts do you need to think through? |
want to make sure you have everything you need to
feel confident."

“My current plan is fine.” | "That's great to hear. Would you mind if | just took a
look to make sure nothing has changed this year? Plans
update annually and | want to make sure you're still
getting the best value."

“l don’t want to give out | "I completely understand. You don't need to share
my personal information.” | anything you're not comfortable with. To give you an
accurate quote | just need [minimum info needed].
Everything stays completely confidential."

“It’s too expensive.” "Let's look at what you might qualify for in terms of
subsidies or plan credits. Many of my clients are
surprised by how much help is available. Can | run the
numbers with you?"

“l already have an agent.” | "No problem at all! I'm happy to be an additional
resource. If you ever have questions or want a second
opinion, feel free to reach out."




“l need to talk to my "Absolutely! Would it help if | scheduled a quick call
spouse/family.” when you're both available so | can answer any
questions together?"

Closing the Sale

Trial Close
"Based on what we have reviewed, does Plan X seem like a good fit for what you

need?"

Direct Close

"Great, let's get your application submitted while we have everything in front of us. |
will walk you through each step in our enrollment platform. It only takes about 10
minutes."

Next Steps Close (for hesitant clients)
"I want you to feel 100% comfortable. Here is what | suggest: let me send you a
summary of the plan we discussed. Review it, talk it over with your family, and | will

follow up [specific day/time]. Does that work for you?"

Final Notes

Working retail or educational events can be daunting when you're first starting out, but
it'll be one of the best ways for you to learn. You will encounter many kinds of people
and situations, and you’ll get questions you might not know the answer to. That is
okay! Honesty is the best policy and will help you build trust with prospects.

Again, these are all just some examples to get the tears of your mind turning on how
to continue to build opportunities for yourself.

This industry is very rewarding and the hardest part is getting started. There’s a reason
not everybody does it However, with determination, work ethic, and proper resources
& support, you will be set up to succeed.

You are not going to be alone on this journey — many independent agents have been in
your shoes and are going to be happy to help! Make connections where you can and
don’t be afraid to reach out for guidance. As has been said before, your work ethic will
determine your success, so be sure to use the resources available at your disposal to
make the success happen.



We're excited for you to be on this journey and help a lot of people!



