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Medicare , seminars, or workshops are
designed to help participants understand available Medicare
options and ultimately make informed decisions. They help
Individuals negotiate Medicare's complexities.

ToO and ONLY?!
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LEAD GENERATION

« Establish credibility within your community
« Build a pipeline of potential new clients

BUILD TRUST

 Meet potential new clients face-to-face
« Establish rapport
* Prioritize client care

NETWORK

Meet community groups
« Participate with the Chamber of Commerce events
« Continue to builld recognition and strengthen your
professional connections — Referral sources
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Target audience, people who are within a year of turning 65

Best day of the week to host an event: Tuesday, Wednesday, or Thursday
Pay attention to holidays. Best to be avoided
Plan in advance, provide |lots of notice

Keep presentation KISS (Keep It Simple & Straightforward)
No pressure atmosphere
General information only, no specifics

Public venue i ”,V)
22
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DO

Market it as an “Educational” event
Host the event in a public venue (preferably your pharmacy)

Inform and educate consumers about Medicare, Medicare Advantage,
Prescription Drug, or other Medicare Programs

Have display banners onsite (Must not include any specific product
Information)

Distribute business cards or contact information
Make business reply cards (BRC) available at educational events

Set up a future marketing appointment and collect Permission to Contact
forms

Answer consumer guestions (only to the extent of the question asked)
You can have promotional SWAG of nominal value ($15.00 value)

ltems can display the Your name, logo, phone number, and/or website; may
not include benefit iInformation.

Note: Insurance carriers may require educational event notification to be filed with
CMS. Be aware of carrier specific

— S1N3IA3 TVNOLLYONAZ3
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Distribute plan specific materials (including premiums/benefits)
Distribute enrollment forms or use mandatory sign-in sheets

Discuss plans offered

Distribute or collect enrollment forms

Host a public educational event in-home or have one-on-one meetings

SL:NOQ ? SOQ
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Educational events must be advertised as such and be designed to
generally inform beneficiaries about Medicare, including Medicare
Advantage, Prescription Drug programs, or any other Medicare program.

Do not discuss market specific MA plans or benefits.

M. sams/Hockaday & Associates

T *3 EDUCATIONAL MEDICARE « Add a seminar page to your website.
SEMINAR AT SAMS RANCH  Write a blog post — What to expect
| |  Share on Facebook and your Google My Business page
 Write a press release and share it with local newspapers
and radio stations
 Add upcoming seminars to your email signhature
« Post flyers at local businesses or bulletin boards.

* |Include invitation on your phone's on-hold message
e Obtain testimonials — share on welbsite or social media
« Ask attendees to share future events

Retirement Planning Seminar at Sams Ranch
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You are cordially invited to a local Educational Workshop:

Planning for Medicare Now

YOU WILL LEARN:

[® Should you enroll in Medicare at 65 if you are still working?
[ How does Medicare compare to your current coverage?
® What Medicare does and does not cover?

¥ The difference between Medicare Advantage
& Supplement plans.

® can you enroll in Medicare and contribute to an HSA?
[ How timing effects your Social Security Benefits.
® The impact of filing early vs. delaying your benefits.

If you are between the ages of 60-70 This is an event you will want to attend!

APPROACH RETIREMENT WITH CONFIDENCE!

NOT AFFILIATED WITH OR ENDORSED BY THE GOVERNMENT OR FEDERAL MEDICARE PROGRAM.

This is an Important Invitation
for Those Approaching Retirement
This workshop is specifically designed for those at
or near retirement and/or unclear of their available

options. This enlightening discussion will provide

helpful information on how to avoid common mistakes

people experience when making Social Security and
Medicare enrollment decisions.

This is your opportunity to learn how
new rules apply to your situation.

TIMING IS EVERYTHING!

Join us for this Informational Workshop!
Admission is FREE. Seating is Limited.
RSVP Today!

This is an event you
will want to attend!

t= a general overvi ain rules related

You are cordially invited to a local Educational Workshop:

Planning for Medicare Now

YOU WILL LEARN:

¥ Should you enroll in Medicare at 65 if you are still working?
& How does Medicare compare to your current coverage?
¥ What Medicare does and does not cover?

¥ The difference between Medicare Advantage
& Supplement plans.

® Can you enroll in Medicare and contribute to an HSA?
¥ How timing effects your Social Security Benefits.
B The impact of filing early vs. delaying your benefits.

Date
Location Name

Street Address
City/State/Zip

If you are between the ages of 60-70
This is an event you will want to attend!

APPROACH RETIREMENT
WITH CONFIDENCE!

NOT AFFILIATED WITH OR ENDORSED BY THE GOVERMMENT
OR FEDERAL MEDICARE PROGRAM.
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You are cordially invited to a

' Local Educational Workshop
Planning for Medicare Now

You are cordially invited to a

Local Educational worKShop TURN'NQ You are.cordially invited to a local EdueationalWorkshop:
Planning for Medicare Now Planning for Medicare Now

{

NING You are cordially invited to a
.y Local

Educational
Workshop

Planning for
Medicare Now

' . . . .
TURNINQ You are.cordially invited to a local Educ.ational Workshop:
Planning for Medicare Now

You are cordially invited to a

Local I
Educational
Workshop

Planning for
Medicare Now
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ENROLL IN
ORIGINAL
MEDICARE

Original Medicare
provided by the Federal government

— Part A

EHE Federal Covernment
] In : i .
patient Hospital Care

Part B
% Federal Government

Outpatient Care & Doctor Visits

ICBN | MYICBN.COM
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SELECT
AN OPTION

for additional coverage

MEDICARE SUPPLEMENT

Secondary coverage for
Dut-of-Pocket Medicare costs

MEDICARE PART D PLAM

‘) Prescription Drug Coverage

MEDICARE ADVANTAGE

PartC
Cormbination of Part A
& Part B coverage

Part D
Some plans include
prescription drug coverage

0 May offer benefits not
coverad by Original Medicare

ICBN | MYICBN.COM



SIGN-IN SHEET

INTRODUCTION

0 HANDOUTS
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iNew To Medicare™ Educational Seminar Outline

Purpose: To deliver a concise, compliant serminar on Medicare basics to potential
customers within 45 minutes.

Introduction: Start by having the pharmacy owner (or assigned employee) to thank
the attendees and highlight the unigue value proposition of the pharrmacy.
Introduce the agent, who will then provide a brief personal and professional
background to demonstrate their expertise in Medicare.

Seminar content:

1. Explanation of Original Medicare: Cover who qualifies, potential out of
pocket costs [premiums, deductibles, copays, and coinsurance), what it covers
{rospital and doctor visits), and what it does not cover (dental, vision, hearing,
and prescription drugs).

Introduce Solutions: Discuss Option 1 (Medicare Supplement & Part
Prescription Drug Plan [PDP]) and Option 2 {Part C Medicare Advantage
[MAMAPDI).

Option 1 Pros: Controlled costs and “no network”

. Option 1 Cons: Highest monthly premium (which will increase over time) and
no additional benefits like dental, vision, or hearing.

Option 2 Pros: Highlight the inclusion of dental, vision, hearing, and
prescription drugs, along with low or no monthly premium.

. Option 2 Cons: Varying copayments and necessary netwaork restrictions.

Enrollment Periods:

Focus on the Initial Enrollment Period (IER) but introduce other
enrollment periods for educational purposeas.

Explain & B, and D Late Enrollment Penalties and discuss their impact
on attendees planning to work past 65 and get insurance through their
employer.

This is a good time to discuss the impacts for VA, Tricare and IHS (Indian
Health Sarvices) recipients.

8. Summary of Options 1and Z

» Emphasize the pros and cons of each option

=  Highlight enroliment period impacts and penalties
=  Offer your services for free as a local trusted expert.

9. Q&A: Limit questions to generally applicable topics and encourage attendees
to schedule an appointment for individual circurmstances

Conclusion: Thank attendees for their attendance and the pharmacy for hosting the

seminar. Encourage attendees to consider the pharmacy and refer to handouts in
the provided folder with a permission to contact form inside or to schedule an
appointment with you.

‘B [¢1a72 th.g[
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KNOW YOUR MEDICARE OPTIONS
STARTING WITH THE BASICS

Step 1
Sign up for Original Medicare

Original Medicare
Federal Government

E%E Part A m

Inpatient Hospital Care

L4
(5) Part B —
QO thpatient Ca rE'f‘DDCtDI' Visits _

Step 2
Select One Option for Additional Coverage

Option 1 or Option 2

Medicare Supplement Medicare Advantage
Private Insurance Company Private Insurance Company

Part C
Secondary coverage for Out- N
i of-Pocket Medicare costs Combination of Part A
& Part B coverage

Part D

Medicare Part D Plan Some plans include

Private Insurance Company prescription drug
coverage

o May offer benefits not
Prescription Drug Coverage covered by Original

Medicare
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Dear Medicare Shopper,

Thank you for attending the Medicare Educational Waorkshop in partnership
with XXXX Pharmacy.

As a local independent Medicare Insurance Broker, | help lowans enroll in
their Medicare plans. | would be honored to guide yvou through the process of
choosing either Option 1 (Medicare Supplement) or Option 2 (Medicare
Advantage).

Please work with a local Medicare broker to support the economy of XX0(X
and ensure you have personalized support. My services are free of charge, so
why not have a local expert working for ynu?|

Thank you again for attending the workshop. Please don't hesitate to call, text
or email me if you have any questions or if you'd like to schedule a
consultation.

Warm regards,

HHK
xaxxx Agency

000-000-0000 (Call) or Email: xeooci@xxxx.com
NPN and A State License # 00000000
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STEP .I SIGN UP FOR ORIGINAL MEDICARE

— Part A Part B
ol Federal Government % Federal Government

Inpatient Hospital Care Qutpatient Care & Doctor Visits
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What is Medicare?

W

Meo
get

ho Qualifies for Original Medicare?

icare is health insurance for people 65 or older. You may be eligible to

or A

Medicare earlier it you have a disability, End-Stage Renal Disease (ESRD),
| S (also called Lou Gehrig's disease).
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Ways Medicare Can Charge You
(Out-of-Pocket Expenses)

1. Premium — monthly payment

2. Deductible — A deductible is the amount you pay for certain medical
expenses or prescription drugs before your insurance plan starts
paying any of the costs

3. Co-pay - a fixed amount of money that you pay out-of-pocket for a
specific service

4. Co-insurance —the percentage of healthcare service's cost the
beneficiary is responsible for paying AFTER meeting their annual
deductible (I have a responsibility to pay something / someone else
has a percentage of responsibility i.e. Part B 80/20 split)




Medicare Part A

Medicare Part A deductible is
$1,676 per benefit period.

Benefit Period
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Medicare Part B

Helps cover 2 types of services:

N 2025, the standard monthly premium
for Medicare Part B enrollees is $185.00*,

*Income dependent

Medicare Part B deduectible is $257 before Original

Medicare starts to pay. You pay this deductible once each
year.

After your deductible is met, typically you pay 20% of the

Medicare-approved amount for these services. There is
Nno benefit period for Part B coverage.




Medicare is NOT free!

How do we manage the costs?

¢Qd3Xid 38 11 NVO
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STEP .I SIGN UP FOR ORIGINAL MEDICARE

[—

a

Part A
Federal Government
Inpatient Hospital Care

Part B
Federal Government
Outpatient Care & Doctor Visits

STEP 2 SELECT AN OPTION FOR ADDITIONAL COVERAGE

[—

MEDICARE SUPPLEMENT

§|l Secondary coverage for
Out-of-Pocket Medicare costs

¢

MEDICARE PART D PLAN

Prescription Drug Coverage

MEDICARE ADVANTAGE

Part C
Combination of Part A
& Part B coverage

Part D
Some plans include
prescription drug coverage

May offer benefits not
covered by Original Medicare

SNOLLNTOS 3HL
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OPTION 1 OPTION 2

MEDICARE SUPPLEMENT + MEDICARE ADVANTAGE
MEDICARE PARTD

Supplements Medicare — will help cover Provides same coverage as Original

some or all of whatever Medicare covers Medicare PLUS may go above and beyond —
Part A deductible dental, vision, hearing, OTC, drugs, etc.
Reduces or eliminates Part B
deductible
Plan A through N available, only 3-4 of
the plans cover most out of pocket
expenses

If appealing to customer makes most sense

to do it now!

1. You're never younger than you are now;
If you wait, you'll be older with higher
rates

. Guaranteed acceptance for |[EP (turning
65) regardless of health status

¢AINIUIA4Id JHL S AVHM
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OPTION 1

MEDICARE SUPPLEMENT +
MEDICARE PARTD

Pros:

1. Controls Costs associated with
Original Medicare — Predictable
Out-of-Pocket Costs

2. No Network

3. Set It and Forget It

Cons:

1. Price

2. No Dental, Vision, Hearing, or Other
“Extras” Included

3. Does Not Cover Prescription Drugs

'\

OPTION 2
MEDICARE ADVANTAGE

Pros:

1. Price - $0 or low premium policies

2. Includes “Extras” like Dental, Vision,
Hearing, or other benefits

3. May cover Prescription Drugs (MAPD)

Cons:

1. Unpredictable usage costs — co-pays
and deductible expenses; does have
maximum annual out-of-pocket
expense

. Must use the Network
. Annual Program Review

SNOJD 2 SOlidd dHL
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Thank you!

ICBN myicbn.com 888-341-4314
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