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Overview
Elevating Your Medicare Sales to Their Full Potential

Cross-selling is a core growth strategy for 2026; closing coverage gaps, protecting
clients financially, and strengthening long-term retention. This guide reflects updated
Medicare Advantage messaging, compliance alignment, and strategic enhancements.

Cross-selling isn't just an optional add-on anymore, it's a core strategy for growing
agent revenue and filling real gaps in Medicare Advantage member coverage. As
supplemental benefits shift year-to-year, and as health costs rise, ancillary products
offer your clients financial protection and peace of mind that their Medicare
Advantage plan alone cannot guarantee.

This 2026 edition focuses specifically on Medicare Advantage (MA) clients, aligning
with compliance requirements and leadership feedback. It corrects outdated
Medicare-vs-MA distinctions, strengthens product positioning, and adds real world
phrasing built for today’s consumer expectations.

Ideal Clients for Ancillary Insurance Products

Before you start cross-selling, it's important to understand which clients will
benefit most from each ancillary product. Tailoring your approach based on
their unique needs is key to success.
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Why Cross-Selling Matters in 2026

Rising MOQOP limits, variability in supplemental benefits, increased DVH costs, and
greater chronic conditions create widening protection gaps. Ancillary products help
clients reduce out-of-pocket risk and reinforce your role as a trusted agent.

Medicare Advantage continues to evolve:
» Higher MOORP limits across many plans
Continued variability in supplemental benefits
Rising dental, hearing, and vision costs
Increased cost-sharing for inpatient and emergency services
More members enrolling in chronic-condition-focused plans

These trends widen the protection gap and create a prime opportunity to reinforce
your value as a trusted agent.

Cross-selling ancillary solutions helps your clients:
» Manage out of pocket risk
» Prepare for expected aging related expenes
o Access care that MA supplemental benefits may not fully cover
o Feel more secure under unpredictable medical circumstances

It also helps you:
e Increase retention
» Increase revenue per client
« Strengthen long term relationships
o Build a more resilient business

*For agent use only. Not for public distribution.




Ideal Clients by Products

1. Hospital Indemnity Insurance
Perfect for Medicare Advantage Members

Ideal Clients: Any MA client with per day inpatient copays, ER
copays, or observation costs.

Pitch: “"Most Medicare Advantage plans require a per day

copay for hospital stays. A Hospital Indemnity plan can help
reimburse those costs so a short hospital stay doesn’t turn

into a financial burden.”

*HI should be framed specifically around MA inpatient copays.

2. Dental, Vision, and Hearing Insurance (DVH)

Clients needing fuller dental, hearing, or vision coverage beyond
Medicare Advangate caps.

Ideal Clients: Medicare Advantage members whose DVH benefits
don't fully cover their needs.

Pitch: “Many MA plans include DVH benefits, but caps and
limitations can leave members paying more than they expect.
A standalone DVH plan helps cover the real costs of
maintaining overall health.”

3. Cancer, Heart Attack & Stroke Insurance (CHS)
Clients with family history or risk factors.

Ideal Clients: Clients with a family history of these conditions or
personal risk factors that increase their likelihood of a serious
diagnosis. It offers valuable financial protection for individuals
who want peace of mind and support during unexpected major
health events.

Pitch: Cancer, heart attack, and stroke are among the most
financially devastating health events, often leaving individuals with
unexpected costs even when they have solid medical coverage. A
CHS policy provides a critical lump-sum benefit at diagnosis, helping
cover real-world expenses like treatment gaps, deductibles, and lost
income during recovery.
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4. Critical lliness Insurance

Clients needing financial flexibility beyond treatment

Ideal Clients: Clients wanting financial flexibility beyond medical bills.

Pitch: “Even when your MA plan covers treatment, a critical illness often
comes with expenses outside healthcare; caregivers, travel, loss of
income. Cl coverage helps fill those gaps.”

5. Accident Insurance
Ideal Clients: Active adults concerned about falls and injuries.

Pitch: "As people age, accidents become more common and recovery
costs add up fast. Accident plans cover the unexpected costs your MA
plan doesn't fully pay.”

6. Short-Term & Long-Term Care Insurance
Clients planning ahead for ADLs or extended recovery care

Ideal Clients: Any client planning ahead or concerned about mobility,
ADLs, or recovery care.

Pitch: “Medicare Advantage does not cover long term custodial care.
STC and LTC plans help protect savings if you ever need extended in
home or facility care.”
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How to Pitch:
Ancillary Insurance Products

Use probing questions to identify needs, position each product as a solution,
emphasize real financial protection, and clearly explain costs, benefit triggers,
and value.

e Do hospital costs worry you?”
e “When was the last time you had dental or hearing work done?”
e "“Is there any family history of cancer or heart disease?”
» “Do you have a plan in place if you ever need extended care?”
Needs based questioning remains the most compliant, effective approach.

Example:
“Your MA plan has a $350/day hospital copay for the first 5 days. Hospital Indemnity
covers those costs so your budget stays protected.”

Clearly outline:
e Premium
« Benefit triggers
« Waiting periods
» Payout amounts
e How funds can be used

You Want To Clearly Outline

Clearly outlining premium costs, benefit triggers, waiting periods, payout
amounts, and how the funds can be used helps clients understand exactly
what they're getting and how the coverage supports them during a major
health event. When agents present these details upfront, the transparency
strengthens credibility and builds long-term trust with clients.
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Overcoming Objections:
Ancillary Insurance Products

Refine responses: MA clients often misunderstand inpatient copays. DVH allowances rarely
cover full needs. Cancer/Cl plans fill lifestyle cost gaps. LTC/STC must be purchased
before they are needed.

Hospital Indemnity Insurance

Client Objection: “I don't think | need extra coverage,
my Medicare Advantage plan should handle my
hospital stay.”

Agent Response: “Your MA plan covers the stay, but a \

most plans still charge a daily inpatient copay.
Hospital Indeminty helps pay those costs directly to =43 i
you so your budget stays protected.

Dental, Vision, and Hearing Insurance

Client Objection: “| can get
dental/vision/hearing through my MA plan.”

Agent Response: “That’s true, but many members
find the allowances don’t fully cover real costs.
Standalone DVH fills those gaps.”

Cancer, Heart Attack & Stroke Insurance
T] Client Objection: “l don't have cancer, and
I'm healthy. | don't need this.”

Agent Response: “These ilinesses are unpredictable.
A lump-sum lets you focus on recovery, not the
financial stress.”
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Critical lliness Insurance

Client Objection: “Medicare Advantage already pays
for treatment.”

Agent Response: “It pays for medical care, but not for
everything else like family travel, lost income,
alternative care, in-home help. Cl fills those
lifestyle gaps.”

Short-Term & Long-Term Care Insurance

-

\ /g_:,\»if‘ Client Objection: “l don't need long-term
VM’ care insurance right now.”

Agent Response: “These plans must be purchased
before you need care. That's why people who plan
early get the best rates and options.”

Accident Insurance

Client Objection: “I'm not accident-prone.
| don’t need this coverage.”

Agent Response:“Falls remain one of the leading

causes of injury for seniors. Accident plans provide J

financial breathing room when surprises happen.”
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Conversation Scripts

Use transitions like:

» “Before we wrap up, can | show you one small optional benefit many MA members
add to avoid unexpected costs?' Provide specific scripts for HI, DVH, CHS, CI, and
accident products.”

» “Before we wrap up, can | show you one small optional benefit that many MA
members add to protect themselves from out-of-pocket surprises?”

e “Your plan charges a $___ per day inpatient copay. Most clients add a small
indemnity plan so this doesn't become a budget shock during a hospital stay.”

e “Dental and hearing costs are climbing each year. Your MA plan offers some
benefits, but if you want fuller protection, here’s an affordable option.”

Compliance Checkpoints

Avoid implying ancillary products are required for MA enrollment. Use carrier
approved materials. Verify benefits before recommending. Keep language accurate
and compliant.

Add a compliance box to each section:

e Don’t imply ancillary purchase is required
for MA enrollment

e Don’t misrepresent product benefits

o Use only carrier-approved materials

« Avoid "Medicare-endorsed’ language

« Don't suggest MA benefits are worse than they are

« Always confirm eligibility before quoting

o These reflect guidance from current Agent
Medicare Compliance Guides
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2026 Product Bundles

MA Protection Bundle: HI + DVH + CHS

Financial Security Bundle: Cl + CHS + Accident

Aging Preparedness Bundle: STC/LTC + DVH + Accident
Gap Coverage Bundle: Hospital Indemnity + DVH + CHS
Limited Benefit Plan: Cl + CHS + Accident

Supplemental Health Bundle: STC/LTC + DVH + Accident

Conclusion

Cross-selling strengthens client protection and enhances agent revenue by
ensuring clients receive well-rounded solutions that match their real
healthcare needs. This 2026 edition equips you with the tools to identify
coverage gaps, recommend the right ancillary products, and deliver a more
complete, risk-reducing benefits package. By taking a strategic approach,
you not only protect clients more effectively but also create long-term
value and stability in your business.

Cross-selling is no longer an optional add-on, it's a strategic necessity for
safeguarding clients and building sustainable growth. When you focus on
Medicare Advantage—specific coverage gaps, use compliant and
client-friendly scripts, and frame your recommendations around real-world
solutions, you position yourself as a trusted agent. This approach deepens
client relationships, strengthens loyalty, and ensures every individual
receives comprehensive protection tailored to their unique situation.
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Why Partner With Agent Pipeline?

Agent Pipeline is a Field Marketing Organization (FMO)
specializing in Medicare, Individual Health, Life Insurance,
and Ancillary & Supplemental Products.

We are always developing new products to meet the
changing needs of insurance agents and demands of
beneficiaries. With a robust employee family of over
130 individuals, Agent Pipeline is dedicated to
providing best-in-class service on everything from
contracting to marketing.

Contact us for more information

800.962.4693
agentpipeline.com
Check us out on social media

000

@agentpipeline_

_,,ﬁ' [m] Make the case for ancillary insurance with our Client-facing Out-of-Pocket
S cost booklet! Easily communicate with clients the costs of over 90 common
I} treatments and procedures when you don't have health insurance.

Scan the QR code with your camera to download your copy!
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