Do your clients think cheaper means better?
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 You know the 2026 drug
.~ coverage changed. You
need a cleaner way to
“explain why premium

- headlines are only part L
. of the story. e
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Drug coverage is no longer separate from
the broader Medicare Advantage decision.
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Drug coverage needs
to be reviewed in
full context.

1| Many PDP But plan choice
5 bremiums dropped. narrowed.
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CMS keeps redesigning the experience
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continue to evolve. out-of-pocket o
exposure works. /é

= : NG
. Official Decree - Kg

April 2026 Ongoing The Impact

—{;n:‘,u-
i i L Yy, E
by = GK“‘H\__G:\;M e L

(e IRADsiren Pui/ D 4%7” nais elpes e eliminiion of e cor

N and hegpss e anmual o of~rockel o 7 82,100 for 2026,

N’
a L
!-_-Ih ™
Ff”f’xﬁ‘}.:—d -
) Ay "t’;j?

48971 = IN
-

S,




:_ a3y ‘;; ’%Wﬂh“““ -]

LA
7 £ ,h’; AN
Z Q) v
l.‘..1 by
'I. l.:-I:
'

t
\

= Premium vs

l!'F".:—E.-“II =y




aalfaal=s -

L

A |

Ly e T TRy Ty Tr ANy IR T TN yureyrrnes

I am reaching out because 2026 dru-
coverage changed in ways that are not
obvious from the premium alone.

I want to help you check your
prescriptions, pharmacy, and total cost
so there are no surprises.
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Use PSM
Brokerage tools
for compliant

outreach and
training
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Use review
conversations

to uncover Jii
\\\ ancillary needs /J

L e,

" Trust grows when N
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M Pull 25 current Medicare clients

T@{ Invite them to a drug-plan review

5@{ Use PSM Brokerage Marketing Hub
LX)y | assets to support the outreach
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