How to Sell
Medicare

A Simple Conversation
Framework
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Memorize a

Structure,
not a pitch




The Conversation
Blueprint

‘Understand
~ Situation
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Step 1: Build Rapport &

2 to 3 minutes
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Step 2:
Understand
Situation

Let them ntalk.
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ioning from an employer plan




Step 3: Identify Needs

The 3 Drivers of Every Medicare Decisionf’"}’__







Step 4: Educate Simply

Connect every feature back to their words.

Your
Recommendation | =

Their Need

Narrow down to 1 or 2 options. No product dumping.




Step 5: Guide to Decision

I Clarity, not pressure.



The Framework in Action

ecommending includes
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1 and General Hospit al in-network.

Built around their life, not a commission.
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Your Action Step

Bring the framework to your
next appointment
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B ring it to your first 3
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Memorize a structure.

The conversation changes. The flow stays the same.
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