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Medicare 
Supplement Kit

Everything you need to know to sell 
Medicare Supplement insurance

Get Started



Selling 
Medicare 
Supplements

Close to 4 million 
people turn 65 every 
year. That's almost 
11,000 people a day. 

Of those, only 25% will 
purchase a Medicare 
Supplement plan to 
gap the costs that 
traditional Medicare 
will not cover. 
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The pool of potential clients is 
extensive, giving you the 
opportunity to earn residual 
income for many years. 

Additionally, you can sell 
Medicare Supplements ALL year 
long, and you don’t need a 
Scope of Appointment or need 
to be certified, where you do 
when selling a Medicare 
Advantage plan. 

Next



Top Ten 
Reasons to 
Add 
Medicare 
Supplement 
to Your 
Practice

Ø Protective Measure: Protect your 
book of business and generate 
new business.

Ø E-Apps: A mistake-proof and 
efficient 15 minute process that 
allows you to take care of your 
clients quickly and easily. Policies 
get approved quickly which 
means you get paid quickly.

Ø 10 Year Commissions or More: 
Getting paid for ten years on 
one sale allows you to build 
serious renewal income. Earn 
additional income with 
incentives and bonus programs.

Ø 87% Persistency: Med Supps 
keep your commissions flowing 
and allow for long-term 
planning. 

Ø Little to No Service Work: 
Medicare Supplements keep 
you moving forward, making you 
money. You’re not engulfed with 
customer service work, as you 
can be with other types of 
insurance.

Ø 50% of Applicants Automatically 
Qualify: Spend your time 
submitting business that gets 
issued AND paid. 

Ø 90% of Other Applicants Qualify: 
Carriers are used to dealing with 
a senior population and allow 
most clients to get coverage.

Ø Quote & Rate Tool: Our tool 
allows you to become an expert 
instantly by knowing the 
marketplace in every state. 
Market analytics and 
comparisons are at your 
fingertips for all of our carriers 
and then some. Download the 
app version available in the App 
Store and on Google Play.

Ø Your Success: We’re here to help 
you by providing you with sales 
and marketing tools to help you 
grow your business.

Ø Client Assessment: We’ll provide 
you with an in-depth analysis of 
your existing client base to 
determine which prospects 
would be a good fit.
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How Do I 
Get 
Licensed 
to Sell?
In any state*, you’ll 
need to get your 
health license to sell 
Medicare 
Supplements. 
You’ll also want to 
get Errors & Omissions 
coverage.
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*If you live in the state of North Carolina, you’ll need to get 2 licenses:
Ø Accident/Health/Sickness license
Ø Medicare Supplement/Long-Term Care license 

State Licensing Next

https://www.tbrins.com/licensing-tools.html


Which 
Carriers do 
I Contract 
with?

We have the best selection of Senior Health Insurance products in 
the industry, and we are one of A rated carrier Mutual of Omaha’s 
top 10 distributors in the country for Medicare Supplements. Among 
our list of other highly rated carriers for Medicare Supplements 
are: Cigna, Aetna, United Healthcare (AARP), TransAmerica, 
Medico, Equitable and United American. 

Brand recognition backed by customer approval ratings and 
longevity in the industry is why we contract with these highly 
acclaimed leaders.

5Get Contracted Next

https://www.tbrins.com/Contracting.html


How do I 
Market 
Myself?
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Consumers are online. They’re researching, engaging with friends and family 
and shopping online. In short, they’re using the power of the internet to their 
advantage. Having a digital presence is crucial for marketing yourself. Gone 
are the days where insurance agents knock on doors and run ads in the local 
newspaper. 

In order to market yourself, you need to be where potential clients congregate, 
and we’re here to assist you with your marketing efforts.

NextLearn More

Remind your clients and 
prospects that there is 
no fee for using a 
reputable, 
knowledgeable 
insurance agent to 
guide them to the best 
insurance decision.

https://www.tbrins.com/marketing.html


Who are 
Ideal Clients 
for Med 
Supps?

Ideal clients for Medicare 
Supplements are those who:

Ø Don’t want to use network 
doctors, and want the 
freedom to go to any hospital 
or doctor that accepts 
Medicare

Ø Want to know their costs every 
year and don’t want to deal 
with copays and coinsurance*

Ø Live in rural areas where 
Medicare Advantage plans 
and networks are limited

Ø Prefer having original 
Medicare

Ø Would like to save money on 
their prescription drug plans

Ø Enjoy travelling and want 
flexibility with their coverage

Ø May have health issues

Ø Have higher incomes
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Note:
Your clients may receive 
lower premiums if they: 
Ø Don’t have a history of 

tobacco use

Ø Buy a  policy during their 
Open Enrollment Period

Ø Buy a policy in their 60s 
or early 70s

Ø Are female

Ø Qualify for a household 
discount

*Some Med Supps do have copays and coinsurance Next



When is the 
Best Time to 
for Clients to 
Buy a 
Medicare 
Supplement?

The best time for your clients 
to purchase a Medicare 
Supplement policy is during 
their six month Open 
Enrollment period.

During that time they can buy 
any Medigap policy sold in 
their state, even if they have 
health issues. 

This period automatically 
starts the month they turn 65 
and are enrolled in Medicare 
Part B.

8Learn More Next

https://www.medicare.gov/supplements-other-insurance/when-can-i-buy-medigap


Asking your clients pertinent 
questions during the application 
process assists in getting policies 
issued faster. If your client is taking 
prescription medications the 
Underwriter needs to know this, as it 
gives a clearer picture as to the 
overall health of your client. This 
enables the Underwriter to make 
accurate decisions about the 
coverage your client needs. 

The flipside of asking these 
important questions about the 
medications your client is taking, is 
that it allows you to brace your 
client for the fact that they may be 
excluded for coverage for certain 
conditions, and that the exclusion 
can be temporary. In short, it allows 
you to set expectations for your 
client, and gives them a realistic 
view of what their coverage may or 
may not include. 

It’s quite common for seniors to be 
taking numerous medications for 
an array of health conditions. By 
listing all the medications your 
client is prescribed, it expedites the 
underwriting process and can 
potentially eliminate the need for 
an Attending Physicians Statement 
(APS) and additional interviews and 
reports. 

By taking the time to ask relevant, 
in-depth questions, it also shows 
your client that you have their best 
interest at heart, and that you are 
looking out for them. Your client 
depends upon you to make the 
best recommendations for them, 
and in turn, you need to do your 
due diligence by being thorough 
and honest. 

Certain medications can be 
prescribed to treat numerous 
conditions.

Your clients rely on you. Serve 
them well. If you need 
answers, we’re a call, click, 
email or chat away.
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Asking 
Questions 
About Your 
Clients 
Health



Personal Information

Name: Salary: $

Date of Birth: Pension: $

Currently Employed?: Investments: $

Expected Date of Retirement: Other: $

Current Health Insurance: Total Income: $

Health Issues:

Medications:

Spouse/Partner’s Information

Name: Salary: $

Date of Birth: Pension: $

Currently Employed?: Investments: $

Expected Date of Retirement: Other: $

Current Health Insurance: Total Income: $

Health Issues:

Medications:
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Healthcare 
Planner

Gathering as 
much information 
as possible about 
the health of your 
clients is 
important to 
establish the best 
plan and rate.



Which 
Medicare 
Supplement 
Plans 
Should I 
Offer?

Medigap Benefits A B C D F* G* K L M N

Medicare Part A 
coinsurance andhospital  
costs up to an additional 
365 days after  Medicare 
benefits are used up

100% 100% 100% 100% 100% 100% 100% 100% 100% 100%

Medicare Part B coinsurance or
copayment

100% 100% 100% 100% 100% 100% 50% 75% 100% 100%*
**

Blood (first 3 pints) 100% 100% 100% 100% 100% 100% 50% 75% 100% 100%

Part A hospice care coinsurance 
or copayment

100% 100% 100% 100% 100% 100% 50% 75% 100% 100%

Skilled nursing facility care
coinsurance

100% 100% 100% 100% 50% 75% 100% 100%

Medicare Part Adeductible 100% 100% 100% 100% 100% 50% 75% 50% 100%

Medicare Part B deductible 100% 100%

Medicare Part B excess charges 100% 100%

Foreign travel emergency (up to 
plan limits)

80% 80% 80% 80% 80% 80%

Out of Pocket Limit 2020** $5,580 $2,940
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Medicare 
Supplement Plans 
are standardized; 
however, certain 
plans have 
certain benefits.

Learn More

*Plans F and G have high-deductible options in some states. If your client chooses this option, they must pay for Medicare-
covered costs (coinsurance, copayments, deductibles) up to the deductible amount of $2,340 in 2020 before the policy 
pays anything.

**After your client meets the out-of-pocket yearly limit and yearly Part B deductible, the Medigap plan pays 100% of 
covered services for the rest of the calendar year.

***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 admission.

Plans C and F will NOT be options for Medicare beneficiaries who turn 65 on or after January 1, 2020. 

https://www.medicare.gov/supplements-other-insurance/how-to-compare-medigap-policies


Plans F & G Comparison
Plan F will not be available for newly eligible Medicare beneficiaries after January 1, 2020

Benefit Part A 
Deductible

Coinsurance Extended 
Hospital

Blood SNF 
Care

Hospice 
Care

Part B 
Deductible

Coinsurance Excess 
Benefits

Blood Care 
Outside 
U.S.

Plan F ✓ ✓ ✓ ✓ ✓ ✓ ✓ ✓ ✓ ✓ ✓

Plan G ✓ ✓ ✓ ✓ ✓ ✓ ✓ ✓ ✓ ✓

Plan G is very similar to Plan F, the only difference being the Part B 
deductible (which can change yearly). This plan is what we recommend, 
as this is usually a better value for your clients.

Ø Quote the annual premium for Plans F and G

Ø Add the Part B deductible amount to the Plan G premium for total cost

Ø Determine the annual difference between Plans F and G

Plan F Premium $1815
Plan G Premium
& Part B Deductible $1428
Annual Savings w/ Plan G $  387
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Medicare 
Supplement Plans 
C and F will no 
longer be 
available in 2020 
for newly eligible. 

However, clients 
who already have 
these plans will be 
grandfathered in.

13Learn More Next

MACRA
An End to 
Plans C & F 
in 2020

What is MACRA?
The Medicare Access and CHIP Reauthorization Act of 2015 (MACRA) is a federal law that affects 
plans that can be sold to newly-eligible Medicare beneficiaries. Effective January 1, 2020, newly-
eligible Medicare beneficiaries will not be able to purchase plans that cover the Part B deductible.

What does MACRA mean to my clients?

For current Medicare Supplement policyholders

Ø Their Medicare Supplement policy does NOT change.

Ø NO action is required.

Ø They can purchase a plan that covers the Part B deductible (Plans C, F, and High Deductible F).

For those who are Medicare-eligible on or before December 31, 2019

Ø Their Medicare Supplement options remain the same as today.

Ø They can purchase a plan that covers the Part B deductible (Plans C, F, and High Deductible F).

For those who are Medicare-eligible on or after January 1, 2020

Ø Their Medicare Supplement options will change.

Ø They cannot purchase a plan that covers the Part B deductible (Plans C, F, and High Deductible 
F).

Ø The guaranteed issue plans that will be available to them are Plans D, G, and High Deductible 
G, which is a new plan.

Ø They are referred to as “newly-eligible” under MACRA.

Who is considered “newly-eligible”?
Newly-eligible are those who first become eligible for Medicare due to age 65, disability, or end-stage 
renal disease on or after January 1, 2020.

What can I do now?
For your clients who are current Medicare Supplement policyholders or are Medicare-eligible prior to 
January 1, 2020, reassure them that their policies and/or plan options do not change. They can keep 
their existing coverage.

https://www.medicare.gov/supplements-other-insurance/how-to-compare-medigap-policies


Medicare 
Resources
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Medicare & You 2020

Baby Boomer's Guide to Medicare Planning

Choosing a Medigap Policy

The Road to Medicare

Medicare with Employer Coverage

Medicare 2020 Costs at a Glance

Managing Healthcare Expenses in Retirement

Medicare Supplement 101

Medicare Supplement 201

Part D Instruction Manual
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We’ve put together 
an extensive list of 
Medicare resources, 
including 
presentations we’ve 
prepared to help 
you understand the 
intricacies of 
Medicare.

https://www.tbrins.com/uploads/9/5/9/7/95973204/medicare___you_2020.pdf
https://www.tbrins.com/uploads/9/5/9/7/95973204/medicare___part_d_plan_finder_2019.pdf
https://www.tbrins.com/uploads/9/5/9/7/95973204/managing_healthcare_expenses_in_retirement__2020.pdf
https://www.medicare.gov/your-medicare-costs/costs-at-a-glance/costs-at-glance.html
https://www.medicare.gov/sign-up-change-plans/i-have-employer-coverage
https://www.savvymedicare.net/start.aspx
http://www.tbrins.com/uploads/9/5/9/7/95973204/2016-05-25_10.01_medicare_supplement_201.mp4
http://www.tbrins.com/uploads/9/5/9/7/95973204/2016-04-21_14.02_medicare_supplement_101.mp4
https://www.tbrins.com/uploads/9/5/9/7/95973204/road_to_medicare_2018.pdf
https://www.tbrins.com/uploads/9/5/9/7/95973204/2020_choosing_a_medigap_policy.pdf


Tools for 
Success
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Utilizing the tools 
and resources we 
provide you will 
guarantee your 
success. Take 
advantage of 
them all.

Next

Medicare Supplement Insurance Agent Directory

Medicare Supplement Income Projection Tool

Medicare Supplement Fact Sheet

Resource for Rates (Quoting Tool)

Medicare Supplement Client Fact Finder

Prospects & Leads

Marketing Tools

Education & Training

https://www.tbrins.com/education--training.html
https://www.tbrins.com/fact-sheets.html
https://www.tbrins.com/leads--prospecting.html
http://medicaresupp.org/find-local-agent/
https://www.tbrins.com/marketing-resources.html
https://www.tbrins.com/uploads/9/5/9/7/95973204/medicare_supplement_client_fact_finder_2020.pdf
https://www.insurancetoolsportal.com/resourceforrates/auth/signin
https://www.tbrins.com/uploads/9/5/9/7/95973204/tbr_med_supp_income_projection_tool_2020.xlsx


Action 
Items

Familiarize yourself 
with the information in 
this kit. Don’t let it 
overwhelm you.

We’re always just a 
call, click, chat or 
email away. Contact 
us whenever you 
have questions. We’re 
here to help you be 
successful. 

Ø Complete your licensing (according to state guidelines) and 
get your Errors & Omissions coverage.

Ø Get contracted with one of our carriers to begin with, then add 
more as you get comfortable.

Ø Learn how to submit an electronic application by playing in the 
carrier’s training environment.

Ø Register for Resource for Rates and download the app; get 
comfortable running quotes.

Ø Begin marketing yourself and let clients and prospects know 
that you offer Medicare Supplements.
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The Brokerage 
Resource

Our Brochure

Why Partner with us?

Our Team

Frequently Asked Questions

We’ve been in this industry for over 
27 years. We’d like to think we know 
a thing or two about Medicare.

https://www.tbrins.com/find-out-more-faqs.html
http://www.tbrins.com/medicare.html
http://www.tbrins.com/meet-the-team.html
https://www.tbrins.com/uploads/9/5/9/7/95973204/tbr_digital_brochure_5-16-18.pdf



