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» Covers 80% of

» Example: If you break your arm and
cost $1000 to fix. Medicare might say it should only
$800 to fix.

» Medicare will only cover 80% of what Medicare approves. In
this case they will only cover 80% of $800, equaling $640 that
they will pay.

» This leaves you with a bill of $360 out of pocket.
» There are two parts of Medicare

» Part A: Covers your hospital expenses

» Part B: Covers your regular doctor expenses
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MEDICARE PROJECTED
ENROLLEES

» Baby Boomer Generation is dramatically increasing the
number of Medicare beneficiaries

Projected Medicare Enrollees
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Source: 2013 Medicare Trustees Report
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doesn’t cover
» They are sold by private insurance co

» Every policy must follow federal and state law and are
standardized so individuals can compare easily
» In most states?, the plans are identified by letters A— N

» All plans offer the same basic benefits, but some offer additional
benefits

» Note: Plans E, H, | and J are no longer available to buy; but if you already have one

of these policies you may keep it
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» Plan selection

» Tobacco and non tobacco
» Only cover one individual

» All plans are guaranteed renewable
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» When a he
agree:

» To be paid directly by Medicare,
» To accept the payment amount Medicare approves, and

» Not to bill you for more than the Medicare deductible and
coinsurance

» Do not need to be certified through CMS and/or carrier to sell
a Medicare supplement

» Only a health license and state appointment is needed

SENIOR INSURANCE MARKETING




Medicare Supplement Plans A - N

Medicare Supplement Insurance (Medigap) plans

I
Benefts | A|B|CID|F]G|K|LIMIN

Medicare Part A
coinsurance and hospital

costs (up to an additional

365 days after Medicare

benefits are used)

Medicare Part B 100% 0% | 7 5% 100%
coinsurance or cupa]r'ment
Blood (first 3 pints) 111-0% :

Part A hospice care lﬂﬂ'} lm% lﬂﬂ% 100%% | 100 54]% T
coinsurance or copayment

Skilled nursing facility care 50% | 75% [ 100%
minsurame

Medu.a.[EPa]‘t ﬁ.dedudlb]c IW% lﬂﬂ“‘n lﬂﬁ“n IW% "'d]ﬂ-q .-5*!.:

Medicare Part Bdeductible| | [100%] |

Medicare Part B excess

charges

Foreign travel emergency 100% | 100% | 100%
(up to plan limits)

Out-of-pocket
limit in 2014

$4,940 ($2,470

* Plan F also offers a high-deductible plan in some states. If you choose this option, this
means you must pay for Medicare-covered costs (coinsurance, copayments, deductibles)
up to the deductible amount of $2,140 in 2014 before your policy pays anything.

** Plan N pays 100% of the Part B coinsurance, except for a copayment of up to $20 for
some office visits and up to a $50 copayment for emergency room visits that don't result in : :
an inpatient admission. SENIOR INSURANCE MARKETING




charges inc

» The senior is only responsible for
monthly premium.

P

» Plan F Is sold 8 times out of 10.
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G does not pa

» After the Part B deductible is met, Pla
like Plan F does

» Seize the Plan G opportunity when:

» The annual premium difference between Plan F and
G is more than the $147 Part B deductible; and

» The applicant is willing to pay the Part B deductible

out of pocket
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» Tobacco / Non Tobacco
» Area rating

» Discounts (explained later)
» Attained or Issue age

» Rate Adjustments
» Help keep pace with rising Medicare claim trends and changes

In annual deductibles and co-pays
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IS during your

» This 6-month period begins on the fi
which you are:

» Age 65 or older AND
» Enrolled in Medicare Part B
» During this open enroliment period, you:

» May buy anK Medicare supglement policy available in your state;
eveg |rf] y0|lflh ave health problems, for the same price as people with
good héa

» Don’t have to wait for coverage to start
» Pays full commission

» Takes 1-3 business days to issue the policy. ‘ \
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» Anyone who is o
Guarantee Issue falls in this cate

» The senior must answer a list of 12-15 health
guestions.

» Pays full commission.

» Takes 3-5 business days to issue the policy.
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iInsurance carrier from

» The two most common scenarios are when a
Medicare Advantage plan cancels coverage in a

county, or when the senior is coming off of a employer
provided group insurance plan.

» Our carriers pay a greatly reduced commission
on this business.

» MLIC: Pays a one time $25
» CSI: Pays 5%
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» Premiums
» Plans offered
» Customer and Producer Service
» Brand

» Other: Value added benefits, discounts, etc.
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premiu
the insurance company.

- Example: Annual premium is $1500 and the
commission is 20%

- 1500 x .20=

» A commission of $300
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» Advancing can
advances.

» Advancing commission is when you sell a policy
and you are advanced your commission up front
based upon your selection in the contract.

» A lot of agents choose a 12 month advance
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» 20% commission

» $1500 x .20 = $300 annual commission (12
advance)

» ($300/12)x9= $225 (9 month advance)
» ($300/12)x6= $150 (6 month advance)

» $300/12= $25 per month (As earned, or no
advance)
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» A charge
commission and the polic
advance duration is met.

» Example: | sell a policy and am advanced 12
months worth of commission at $300. The senior,
who pays monthly, drops the policy after only 6
months. The carrier charges me the remaining 6
months worth of commission, or $150.

» Rule of thumb: The agent gets paid when the senior

pays the premium.
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send them informa

» The first thing we want to find out is if the
selling Medicare Supplements.
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October throu
Medicare Advantage plans

ANBP(Annual New Business Premium)- The tota
premium an agent has in-force.

Application- the forms that a senior completes to apply for a
Medicare Supplement.

Appointment- The process and forms that are completed by
an agent to be eligible to sell any caurrier.

Book of business- All policies in-force for a caurrier.
Commission (Comp)- What the carrier pays to the agent.
Effective- When the carrier will start coverage on a policy.
Health Questions- A list of 15 questions on the application to

help determine if the client is eligible for coverage.
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Non Residen
insurance license.

Production Minimums- A set threshold for issue
meet.

Proof of production- An outline of ANBP provided to us by an agent for higher
commission.

Rating- AM Best rating of the carrier.

Renewals- What the carrier pays to the agent the following years.

Resident State (Res)- The state in which an agent lives.

State Fees- Amounts of money paid to the state for an appointment with a caurrier.
Subsidiary- A carrier creates a new company in order to form a new book of business.
Vector- A debit against an agent from an insurance catrrier.

Writing number- a set of numbers issued by the carrier to identify the agent.
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