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An Agents guide to navigating the Annual
Enrollment Period (AEP) with Clients

The Annual Enrollment Period (AEP) is a pivotal time for insurance agents to assist Medicare
beneficiaries in optimizing their coverage options. This guide equips you with insights and
strategies to navigate AEP effectively with your clients, ensuring they make informed decisions
that align with their healthcare needs.

Familiarize yourself with the AEP timeline (October 15 to December 7) and the significance of
coverage changes taking effect on January 1. A solid grasp of the basics sets the foundation for
informed client conversations.

1. Understand AEP Basics:

2. Evaluate Client Current Coverage:

Begin by assessing your client's existing Medicare coverage. Are they on Original Medicare (Parts
A & B), a Medicare Advantage plan (Part C), or a combination with prescription drug coverage (Part
D)? This evaluation forms the starting point for their potential AEP choices.

3. Clarify AEP Options:

Original Medicare Only:
Join a Medicare Advantage plan (Part C).
Enroll in a stand-alone Medicare prescription drug plan (Part D).
Maintain current coverage.
Transition to Medicare Advantage with/without drug coverage.
Switch prescription drug plans.
Drop drug coverage.
Maintain current coverage.
Switch to another Medicare Advantage plan.
Revert to Original Medicare.

Grasp the scope of choices available during AEP for each coverage scenario:
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Enroll in a stand-alone Part D plan.
Drop drug coverage.
Maintain current coverage.
Change Medicare Advantage plans.
Switch prescription drug plans.
Return to Original Medicare.
Drop drug coverage.
Maintain current coverage.
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4. Utilize Clear Communication:

Break down complex jargon and present options in an easily understandable manner. Guide
clients through potential penalties and the implications of each choice, emphasizing the
importance of aligning coverage with their healthcare needs.

5. Tailor Recommendations:

Craft personalized recommendations based on each client's health requirements, preferred
providers, and medication needs. Provide scenarios that align with their budget and long-term
wellness goals.

6. Facilitate Decision-Making:

Offer decision-support tools, such as plan comparison worksheets or online resources, to
empower clients to visualize the benefits and drawbacks of various options

7. Encourage Annual Review:
Emphasize the significance of an annual coverage review, reminding clients that healthcare
needs can change over time. Encourage them to proactively explore options during each AEP.
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8. Stay Updated:

Keep up-to-date with Medicare policy changes, benefit updates, and regulatory shifts.
Stay informed to provide accurate information to your clients.

By mastering AEP dynamics and empathetically guiding your clients through their
coverage choices, you empower them to make the best decisions for their healthcare
journey. Your expertise ensures beneficiaries receive tailored coverage that supports
their well-being and peace of mind.
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Contact our client support services at (844) 998-7878  if you'd like more support on how you can
strategize your AEP season.


