
MEDICARE IN THE DAKOTA’S:
WHERE THERE ARE AS MANY PLAN TYPES AVAILABLE 

AS THERE ARE FACES ON MT. RUSHMORE

WHAT AGENTS SHOULD KNOW FOR SUCCESSFUL SALES 
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WHAT MAKES THIS REGION UNIQUE

• USUALLY THREE MEDICARE PLAN TYPES TO WORK WITH

• IN THE MIDWEST, AGENTS HAVE FOUR TYPES THEY SHOULD KNOW



2021 Plan Design

Presenter
Presentation Notes
Part B Drugs Not Listed In 2021



Cost Plan Aspects To Understand

• Premiums Not Age Banded



Cost Plan Aspects To Understand 

• MEDICARE SUPPLEMENT AGE BANDING EXAMPLE
• Under-65 rates

Presenter
Presentation Notes
Also point out Under-65 rates being equivalent to age 75 rate with traditional



Cost Plan Aspects To Understand 



Cost Plan Aspects To Understand 

● Retain Original Medicare
○ See Below Description Direct From A Medica Provider FAQ:

The Medica Prime Solution® product is governed primarily by Centers for Medicaid and 
Medicare Services (CMS) rules and regulations. This is a Medicare Cost product that 
utilizes a subset of the Medica Choice® provider network. While enrolled, members retain 
their Medicare benefits, although Medica is primary payer for in-network Part B services. 
For in-network Part A services, Medicare is the primary payer and Medica is the secondary 
payer.  

Medicare is the primary payer for all services received from non-network providers. 
Members enrolled in Medica Prime Solution have very few out-of-network benefits unless 
they activate their extended absence option. On extended absence, Medica supplements 
Medicare’s payment to provide in-network benefit levels while the member travels. 
Otherwise Medicare is the sole payer for services received from non-network providers. 



Cost Plan Aspects To Understand 

● Travel Benefit
○ Up To 9 Months 

○ 2021 Evidence Of Coverage Explanation Below:



Cost Plan Aspects To Understand 

● “Optional”  Part D Rider



Cost Plan Aspects To Understand 

● “Optional”  Part D Rider Significance
○ Unique To Cost Plans 

■ Year-Round Enrollments

■ Move Between Plans During Year

■ Traditional Supplement Enrollees

■ Help Consumers In Difficult Situations

● Closed Pools 

● Dual-Eligibles

■ Veterans 

■ Explanations To Follow………..



Cost Plan Aspects To Understand 

● Medical-Only Plan Year-Round Enrollment 
○ Enrolled in Part A & B or Part B Only? Yes

○ Do You Have ESRD? No

○ You Can Enroll In A Medica Medical-Only Plan

■ *Because Of Separate PDP*

● Needing A Knee Replacement Next Month?
○ You Can Move Up In Coverage Any Time

■ *Because Of Separate PDP*



Cost Plan Aspects To Understand

Presenter
Presentation Notes
Part B Drugs Not Listed In 2021



Cost Plan Aspects To Understand 

● Cost Plan & Traditional Medicare Supplement Clients
○ Cost Plan Not Age Banded (slide 6 example)

■ Plan F & MACRA Legislation

■ Annual Rate Increases

■ Closed Pools

○ Trial Right Ability 

○ Enrollment Available Any Time Of Year 

■ *Because Of Separate PDP*



Cost Plan Aspects To Understand 

● “Optional”  Part D Rider & Medicare Supplement Closed Pools
○ Current Real-Life Example:

○ 14% increase effective 06/01/2021



Cost Plan Aspects To Understand 

● Trial Right Explained
○ You dropped a Medigap policy to join a Medicare Advantage Plan (OR COST PLAN) (or to 

switch to a Medicare SELECT policy) for the first time, you’ve been in the plan less than a 
year, and you want to switch back. (Trial Right)

○ You have the right to buy:

■ The Medigap policy you had before you joined the Medicare Advantage Plan or 
Medicare SELECT policy, if the same insurance company you had before still sells it.

■ IF YOUR FORMER MEDIGAP POLICY ISN'T AVAILABLE, YOU CAN BUY A MEDIGAP 
PLAN A, B, C*, D*, F*, G*, K, OR L THAT’S SOLD BY ANY INSURANCE COMPANY IN 
YOUR STATE.

■ Guaranteed issue rights | Medicare

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


Cost Plan Aspects To Understand 

● Cost Plan & Dual-Eligibles
○ Great Way To Make More Benefits Available To This Population

○ PDP Auto-Enrollment

○ $0 Medical-Only Standard Plan 

■ Dental, Vision, Hearing, Gym Membership, etc

○ Better positioning consumer if dual-eligible status changes

■ Separate PDP less likely to be affected

■ Other “Dual-Eligible Look-Alike” Issues



Cost Plan Aspects To Understand 

● Cost Plan & Dual-Eligibles continued….
○ Full Medicaid: Cost Share Protected For All Medical Costs 

○ QMB: Cost Share Protected For All Medical Costs 

○ SLMB:  Part B Premium Paid For Only 

○ QI:  Part B Premium Paid For Only

○ Extra Help

○ Ways To Find Out Level Of Assistance

■ Call 605-773-4678

■ Make Medicare.gov Account

Presenter
Presentation Notes
There are multiple ways you can verify beneficiaries level of Extra Help.  You can reach out to the state Medicaid office if you have the client on the phone with you and they can verify QMB, SLMB, QI status:     •Medicaid & QMB: 605-773-4678



Cost Plan Aspects To Understand 

● Veterans: Baseball Analogy & Medica Standard Plan

Presenter
Presentation Notes
Capping Out Of Pocket Risk At $4,500



Cost Plan Aspects To Understand 

● “Optional”  Part D Rider & Veterans: Excellent Part D 
Coverage Through VA



Cost Plan Aspects To Understand 

• Part B Drugs



Cost Plan Aspects To Understand

● Part B Drugs Continued……

● There is no such thing as a “Perfect Plan” Joe….

● Rare but common enough to address with all prospective 
Cost Plan enrollees

● Common Examples: Prolia shot, cancer infusions therapy, 
Eylea shot, Brovana nebulized, etc…. 



Cost Plan Examples

● Jane Smith is in great health and turns 65 in July and has 
her Medicare Card already.  She is nervous about the $0 
Standard Plan you just helped her enroll in even though 
her friends all love their Cost Plan.  What are some key 
points to remind her of?
○ She can move up to the Core/Premier Plan any time effective first 

of following month if health changes 

○ She has a 12 month “Trial Right” and can enroll in any traditional 
Supplement of her choice with no underwriting 

○ Remind her to use all of her “Extra” benefits as well



Cost Plan Examples

● Jane’s husband John is a few years older, 70, and not as 
healthy as Jane.  He has been in a traditional Plan F since 
aging into Medicare and is paying $215 per month.  When 
reviewing Jane’s brochure John was intrigued by the 
Premier Plan at $189.  What should you point out to John?
○ Clarify if John has any medications he cant administer himself or 

needs to use a DME item to administer

○ Remind John HE ALSO has a 12 month “Trial Right”

○ Suggest enrolling before June 1st 

■ Remember to cancel Traditional Supplement



Cost Plan Examples

● Bert is 60 and has been receiving Disability Benefits for 24 
months.  His Part A & B start in August.  Through 
discussion with him and his wife you found he actually 
does not need a lot of medical utilization.  What is 
important to remember?
○ Traditional Med Supp premiums for him equal to 75 year old rate

○ Will have second 6 month Open Enrollment into a Med Supp at 65

○ Benefits of Cost Plan he will enjoy whether Standard, Core, or 
Premier

○ He should see about staying on wife’s group dental/vision

■ Can piggyback Cost Plan reimbursements 



Cost Plan Examples

● Susan and Mike are both Veterans and avid baseball fans!  
Susan turns 65 in two months and Mike is 68.  Mike has 
Part A & B only but does utilize his VA drug benefits.  What 
is important for Susan & Mike to remember?
○ Susan does need to enroll in Part B

○ Susan does not need a standalone PDP 

○ Susan & Mike both need to understand risks of relying on VA 
benefits.  Baseball Analogy

○ Why the $0 Standard Plan makes sense 



Cost Plan Examples

● Herbert saw Joe Namath’s commercial during AEP and 
called the 800 number.  He enrolled in a $0 HMO over the 
phone and realized his error but it is now February.  What 
can you do to help?
○ Anybody enrolled in an MA plan to start year can change between 

Jan 1st & March 31st

○ You can help him enroll in $0 Standard Plan WITH separate PDP



Cost Plan Marketing

● Informational Flyers In Office

● Billboards

● Letters

● Radio

● Generic Educational Meetings For Groups

● Customized Mailings

○ Excel Spreadsheet

○ Great way to reach out to prospective or current clients

○ Can market Medical-Only Plan ANY TIME OF YEAR

○ Examples…….











Cost Plan Marketing



Questions?

60 5.331.210 0 / 8 0 0 .669.3959

GRABERASSOC.COM

https://graberassoc.com/services/
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