
WHAT COMES NEXT:

C-SNPs Decoded 
A Practical Guide for Pharmacy-Based Medicare Brokers

These materials are intended solely for Medicare Insurance Broker training purposes and are not designed for use with clients.



What’s on the Agenda

These materials are intended solely for Medicare Insurance Broker training purposes and are not designed for use with clients.

C-SNP Definition

How to identify ideal C-SNP prospects

Key plan features and drug clues

C-SNP vs. D-SNP — major differences

Why carriers prioritize these plans
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WHAT is a C-SNP?

These materials are intended solely for Medicare Insurance Broker training purposes and are not designed for use with clients.

A SNP has all the benefits of a Medicare Advantage plan (including 
prescription drug plan) and also have extra services specific to the type 
of plan.

Chronic Condition Special Needs Plan
These are Medicare Advantage plans that offer specialized coverage, 
benefits and support. They are designed for eligible people living with 
specific chronic conditions like diabetes, CHF, COPD, etc.

May offer customized benefits, provider networks, and formularies

Goal:  Improve health outcomes and care coordination 
for high-need patients



C-SNP VS. D-SNP Eligibility

These materials are intended solely for Medicare Insurance Broker training purposes and are not designed for use with clients.

Must have:
• Have Medicare Part A (hospital insurance) and Part B (medical insurance)
• Live in the plan’s service area
• Meet the eligibility requirements for the SNP

Feature C-SNP D-SNP
Based on Chronic Condition Yes No
Requires Medicaid Sometimes Yes
Customized Clinical Care Yes, by condition Yes
Enrollment Steps May include doctor's attenstation Must verify full dual-eligibility



WHY Carriers want Patients on C-SNPs

These materials are intended solely for Medicare Insurance Broker training purposes and are not designed for use with clients.

• Better clinical outcomes = lower long-term costs

• Improved medication adherence via plan design

• Targeted care = fewer hospitalizations

• Plans may earn higher CMS star ratings with engaged C-SNP populations



SPOTTING a Prospect in your Pharmacy

These materials are intended solely for Medicare Insurance Broker training purposes and are not designed for use with clients.

Clues to look for:
• Frequent Rx refills for brand-name or specialty medications (e.g., insulin, 

Entresto, Symbicort, etc.)

• Chronic condition medication clusters

• Patients struggling with medication costs or managing multiple conditions

• Repeated visits asking for help managing health



Common Drugs: Clues Linked to Chronic Conditions

These materials are intended solely for Medicare Insurance Broker training purposes and are not designed for use with clients.

• Diabetes: Insulin, Jardiance, Ozempic

• COPD: Anoro, Breo, Spiriva

• Heart Failure: Entresto, Coreg, Lasix

• CKD: Farxiga, Renvela

Tip: Use pharmacy software to flag high-risk patients



WHAT Do C-SNP Plans Cover?

These materials are intended solely for Medicare Insurance Broker training purposes and are not designed for use with clients.

• All standard Medicare Advantage benefits
• Enhanced disease-specific benefits (e.g., reduced specialist copays, 

care coordination)

• Case management and disease education

• Often includes Part D coverage tailored to chronic condition drugs

• Additional support: Transportation, OTC cards, nutrition, etc.



ENROLLMENT Considerations

These materials are intended solely for Medicare Insurance Broker training purposes and are not designed for use with clients.

• May require provider documentation or confirmation of diagnosis

• Some C-SNP plans may require dual eligibility — check plan rules

• Full-year SEP (Special Enrollment Period) may apply if newly diagnosed or eligible

• Some plans limit networks to specialists experienced with chronic condition



These materials are intended solely for Medicare Insurance Broker training purposes and are not designed for use with clients.

• Better care continuity for patients

• Stronger broker-client relationships

• Improved medication adherence

• Opportunity to cross-sell or counsel on adherence

• Potential increased pharmacy loyalty & plan retention

BENEFITS for your Patients & Pharmacy



These materials are intended solely for Medicare Insurance Broker training purposes and are not designed for use with clients.

NEXT STEPS: Actions You Should Take

• Start identifying eligible patients this week

• Integrate Rx review with Medicare consults

• Use plan comparison tools to highlight C-SNP advantages



Thank You!
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