
WHAT COMES NEXT:

OTC Cards Decoded. 
Your Tool for Growth, Service & Client Loyalty

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



What’s on the Agenda

• What are OTC Cards?

• Triple win strategy: Broker, Pharmacy, Client

• Expanding usage: Utilities, Food & More

• Driving leads & revenue

• In-pharmacy marketing & education

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



What are OTC Cards

• Issued by many Medicare Advantage Plans

• Reloaded monthly/quarterly with pre-paid amounts

• Traditionally used for non-prescription health items

• Some plans now allow:

a) Groceries

b) Utilities

c) Transportation

d) Personal care
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Win, WIN, WIN
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Agent Benefits:

• Increased enrollments

• Member satisfaction = higher retention

• Unique selling point vs. competitors

Pharmacy Benefits:

• Increased foot traffic

• Product upsells

• New revenue stream

Client Benefits:

• Easier access to essentials

• Improved health outcomes

• More value from their plan



Beyond Dispensing

OTC cards can now cover (plan-dependent):

• Groceries (fresh/frozen produce, pantry staples)

• Utility bills (electric, water)

• Transportation (bus fare, Uber/Lyft credits)

• Dental items, vitamins, first aid

• Pet care

Educate clients on this added value – it's often underutilized!
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Lead Generation

Opportunities to Gather Permission to Contact Forms:

• Offer an OTC “Benefits Check” in-store or via phone

• Use as a hook in ads, flyers, email campaigns

In-Pharmacy Enrollments:

• On-site Medicare specialist days

• Bag stuffers

Collect PTC forms; follow up, and enroll
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Tactics & Tools

In-Pharmacy Tactics:

• Educational Table Days: “What Is an OTC Card?”

• Posters, shelf talkers, endcaps: “Use Your OTC Card Here”

• Short consultations or OTC Card Explainer Booth

• Host Medicare 101 workshops with OTC card demos

Other Promotional Ideas:

• Partner with local senior centers

• Facebook Live or Zoom informational sessions

• Offer printed OTC eligible item lists in-store
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Compliance & Best Practice

Always confirm what each plan’s OTC card covers

 Never imply coverage unless verified

 Ensure all Medicare marketing rules are followed

 Use approved materials for lead generation
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Action Steps… Getting Started

1. Identify OTC-eligible plans in your area
Understand the differences, not all OTC cards are the same

2. Train staff on approved products, equipment operation, and workflow

3. Set up simple in-store signage

4. Promote “Free OTC Card Consultation”

5. Track usage, leads, and enrollments
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• Nationally accepted: UnitedHealthcare, Humana, Vitality, and WellCare

• Regional plans: Clover, Molina, Amerihealth, Sanford, Blue Shield CA, and more

• Free terminals for qualifying zip codes
• Free ProHealth Android App for all pharmacies 
• Free iOS app available mid-June for all pharmacies

• Transaction Fees: 
• $0.75 per transaction + 2% of purchase 
• Example: $100 spend = $0.75 + ($100 * 0.02) = $2.75 in transaction fees 
• No spend, no transaction fee

• Payments received within 48 business hours of transaction

• Real time reporting and transactions via the Admin Portal
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Patrick Tye
Strategic Partnerships Manager
ptye@prohealthconnect.com
408-826-9694

ProHealth Connect Help Desk
(718) 971-9733
https://www.prohealthconnect.com/contact-us

Scan to Learn More – 
No Commitment:

mailto:ptye@prohealthconnect.com
tel:+17189719733


Thank You!
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