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Chronic Condition plans can be a great way 
to market Medicare Part C with year around 
enrollment opportunity. 

Not all Chronic Condition plans are equal, 
and some are a better fit for certain 
beneficiaries over others. 

For example, do they have Medicaid, or LIS 
and at what level?

The Medicare Part C market recently passed the 40% threshold for 
Medicare beneficiary enrollment. That number is expected to 
continue to rise over the next 7 years. 

It’s hard to argue the viability of Medicare Part C when you take a 
closer look at all the program has to offer. The population that is 65 
years of age and older statistically has a disproportionate number of 
Chronic Conditions. 

For example, one in five on Medicare suffers from five or more 
chronic conditions. In fact, 63% of those 65 -74, 78% 75-84, and 88% 
85 and older, have 2 or more chronic conditions and are treated for 
those conditions on a regular basis. 

With the widespread expansion of Chronic Condition plans 
nationwide the opportunity to grow your Medicare Part C business 
has never been better. The Chronic Condition market is just getting 
warmed up and beginning its expansion. Over the next few years, we 
will see the introduction of new plan types that will allow greater 
flexibility, and enrollment opportunities. 
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Be sure to have proper PTC before 
discussing Medicare Part C and specific plan 
benefits. 

Also, observe the no cold call, no door-
knock, and cool-off period mandated by 
CMS for ALL Medicare Part C appointments.

Cool-Off period MUST be observed on all 
Life and Annuity appointments. You may not 
discuss non-health related products and 
Medicare Part C during the same 
presentation. 

Always follow any specific carrier guidelines 
which may be in excess of CMS guidelines 
for their products. 
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Use the enrollment guide as your blueprint 
to conduct a compliant, in-home sales 
presentation.

Be sure to observe the individual plan 
benefits for the plan you are marketing.

Always double check the plan’s service area 
and the effective dates of the plan, 
ensuring the right sales & marketing 
material is used.

Prior to conducting any Medicare Part C 
sales presentation, please observe all 
CMS/Carrier mandated guidelines. Have 
proper PTC and SOA prior to discussing any 
plan specific benefits. 
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Thank you for taking the time to meet with me 
today. 

One of the most important decisions you can make 
during retirement are your healthcare benefits. 
Once you enter Medicare you have several choices 
to make. For example, do you stay on Original 
Medicare or get a Medicare Approved Health Plan 
known as Medicare Part C?

Medicare Part C can provide valuable benefits that 
Original Medicare doesn’t cover, which you are 
eligible and entitled to receive. 

They even have plans that have been specially 
designed for Medicare beneficiaries like you that 
suffer from Chronic Conditions like this United 
Healthcare Medicare Silver Plan. 

In fact, United Healthcare is the largest Medicare 
Part C provider by membership and has one of the 
largest provider networks in the country. 1 out of 
every 5 people on Medicare choose United 
Healthcare.



In
-H

o
m

e
 S

a
le

s 
B

lu
e

p
ri

n
t

For Agent/Internal Use Only.  Not for distribution. Training Purposes Only. Not For In-Home Presentation.

Let’s start with a few of the basics to make 
sure this plan is a good fit for you and your 
needs.

Do you have your Red, White, and Blue 
Medicare card handy?

Okay great! Now take a look at the card and 
tell me what you see.

You see that you have Medicare Part A and 
Medicare Part B. You also probably know 
that Medicare Part D is for your Prescription 
Medications.  

Medicare Part A is for your hospital stays and 
most inpatient care. Medicare Part B pays for 
your doctor visits, surgery costs, ambulance 
rides, some prescriptions depending on 
location, and Durable Medical Equipment.  

TO VIEW THE REST OF THIS DOCUMENT, 
PLEASE VISIT REAGAN.AI


