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WHAT COMES NEXT: i

Mastering the AEP Curve
Plan the Surge, Avold the Slump

These materials are intended solely for Medicare Insurance Broker training purposes and are not designed for use with clients.
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Possibly Looks Like:
A Target of 100 Enroliments (MA/MAPD)

To be accomplished in a Timeframe of 10 weeks
(October 1 - December 7)

Constraints:
 No submissions allowed Oct 1-14
 Thanksgiving Week = Disruption
« Enrollment activity is NOT evenly spread

The Reality:
This is not 10 enrollments/week. You must work with the curve.

These materials are intended solely for Medicare Insurance Broker training purposes and are not designed for
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The Enrollment Curve' Behavioral Patterns

Week-by-Week Activity Flow:
Success means adapting your strategy to the rhythm of consumer behavior.

Timeframe Pattern Notes
Oct 1-14 Prep Zone App gathering, NO submissions.
Oct 15-Oct 31 Surge #1 Egrly elaniners enrell
High volume.
Activity slows.
NEY =2 PlEEEL Need a consistent push to stay on track.
Nov 23-29 Lull Low engagement.
(Thanksgiving Week) Travel, family, distractions..
Nov 30-Dec 7 Surge #2 Vin@ e Pusin

Procrastinators, urgent switchers, final push.

These materials are intended solely for Medicare Insurance Broker training purposes and are not designed for
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Pre-Submission (October 1-14)

Goal: Queue up 30 enrollments for Day 1 submission (10/15).
 Run client meetings.
« Build “ready-to-sign’ files.
« Use tools like MedicareCENTER or carrier-specific platforms.

AEP Starts (October 15th)
Goal: Secure an additional 20 enrollments over the next 2 weeks.
* 30 (ready-to-go) + 10 + 10 = 50 enrollments by Nov 1

November

Goal: Add 20 more enrollments. 5 per week, during a naturally slower t

 Focus on leads who needed more time to decide.

 Review your Turning 65 list

 Address clients in discontinued plans.

* 30 (ready-to-go) + 20 (Oct 15-31) + 20 (Nov) = 70 enroliments Befor
Thanksgiving (Nov 27t"); 70% of goal accomplished

These materials are intended solely for Medicare Insurance Broker training purposes and are not designed for
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Reverse-Engineer Your Path

Thanksgiving Week (Nov 23-29)

Goal: Reset & Recalibrate. DO NOT expect much production here.
 Review pending applications.
 Send reminders and confirmations for Dec appointments.
 Re-engage no-shows or missed opportunities.

The Final Push (Nov 30-Dec 7)
Goal: Add final 30 enrollments. Many clients wait until the last minute.

« All systems GO - Full availability. Prepare for same-day enrollments.
« Check on the submitted-but-not-completed enrollments.
« Confirm all clients received confirmation from carriers.

Play Defense: Look for “lost” applications (7-10% industry loss rate).
Play Offense:. Chase final leads aggressively.

12/7: Clear Your Calendar — Make this day all about Medicare.
Expect walk-ins, procrastinators, loose ends. The last app matters!

These materials are intended solely for Medicare Insurance Broker training purposes and are not designed for
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Tactics to Maximize Success

CRM Tracking:
« Know exactly how many apps are in pipeline/submitted.

Lead Buckets:
« EXxisting clients
« T65/new to Medicare
« Non-commissionable plan reviews
 Plan terminations & network disruptions

£114
Ty )
\ A\

Referral Triggers T
« “Do you know anyone unhappy with their plan?” R e A

Marketing Plan:
« Weekly email/text campaigns/direct calls
« Bag stuffers/in-pharmacy posters or signage, and more
« Reminders: “Still time to review your plan”

These materials are intended solely for Medicare Insurance Broker training purposes and are not designed for
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100 Enrollments

Total

These materials are intended solely for Medicare Insurance Broker training purposes and are not designed for

Planning for the Enroliment Curve
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What if | can’t get 30 pre-loaded apps before Oct 15?
Start with what you can. 15 is better than zero. Each app done
early gives you compounding momentum.

2o

Q: What tools help me track all of this? A\
¢ Carrier Portals, CRM systems (AgencyBIloc, Radius, etc.),
Excel/Google Sheets

Q. How do I handie plan leaving the marketplace plans?
A: Treat them as opportunities. These are clients who must change
plans. Offer them solutions, show value, and convert them early

before they get swept by call centers.

These materials are intended solely for Medicare Insurance Broker training purposes and are not designed for
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Q: What’s the biggest mistake brokers make during AEP?
¢ Waiting too long to get started and assuming every submitted
app Is approved. Always follow up and confirm enrollment
completion.
Q: How can I handle burnout over 10 weeks?
¢ Schedule intentional breaks (especially Thanksgiving week).
Front-load your success to reduce December pressure.
Lean on automation (email sequences, calendar scheduling).

Q. What close rate should | anticipate?
A. Bad gquestion - Instead ask...
Is your client on a plan with a good reimbursement rate?

Conversion between plans?

These materials are intended solely for Medicare Insurance Broker training purposes and are not designed for
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A successful AEP is built on PLANNING, PATTERN AWARENESS, ,
and EXECUTION ,

o Offense wins the clients; Defense keeps them

Your success Is measured not just in volume, but

« QUALITY, RETENTION & SATISFACTION i
- IMPROVED REIMBURSEMENT RATES
- COMMISSIONS EARNED

These materials are intended solely for Medicare Insurance Broker training purposes and are not designed for with c/ien's
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