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Introduction:

As an insurance agent, understanding the value of supplemental health
insurance is crucial in providing comprehensive coverage and tailored
solutions for your customers. Supplemental health insurance plans can be a
valuable addition to customers' primary coverage, offering additional financial
protection and peace of mind. This guide will explain the benefits of selling
supplemental health insurance and how it can complement customers' existing
health coverage.


https://www.healthinsurance.org/glossary/supplemental-insurance/

Understanding
Supplemental Health
Insurance

Supplemental health insurance is designed to fill the gaps left by
traditional health insurance plans. While primary health insurance covers
essential medical expenses, it may not fully cover all costs, leaving
policyholders vulnerable to unexpected financial burdens. Supplemental
health insurance plans can be used alongside primary insurance to
provide extra protection against specific health-related expenses.

Supplemental health insurance plans come in various forms,
each addressing specific needs and providing coverage for
unique situations. Some common types of supplemental health
insurance include:

e Critical lliness Insurance: This plan provides a lump sum
payment if the policyholder is diagnosed with a critical illness
listed in the policy. It helps cover costs associated with
expensive treatments, non-medical expenses, or lifestyle
changes during recovery.

Accident Insurance: Accident insurance pays benefits in the
event of injuries resulting from accidents. It can help cover
medical expenses, ambulance fees, and other costs
associated with accidental injuries.

Hospital Indemnity Insurance: Hospital indemnity
insurance offers fixed daily, weekly, or monthly cash benefits
for each day the insured person is confined to the hospital
due to illness or injury. These cash benefits can be used to
cover medical expenses or other costs during the hospital
stay.

Dental and Vision Insurance: These plans provide coverage
for dental and vision-related expenses that may not be fully
covered under primary health insurance.

Disability Insurance: Disability insurance provides income
replacement in case the policyholder becomes disabled and
unable to work due to an illness or injury.

Long-Term Care Insurance: Long-term care insurance helps
cover the costs of assisted living facilities, nursing homes, or
in-home care when individuals require long-term assistance
with daily living activities.



https://www.valuepenguin.com/secondary-health-insurance
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Enhanced Coverage:
Supplemental health insurance offers a range of coverage options, including critical
illness, hospital indemnity, accident insurance, and more. Selling these plans enables

you to provide comprehensive protection, ensuring your customers have access to
additional benefits when they need them most.

Customization:

Supplemental health insurance plans offer flexibility and can be tailored to meet each
customer's specific needs and preferences. As an insurance agent, understanding your
customers' unique health concerns, lifestyles, and financial situation allows you to
recommend and design personalized insurance solutions based on different insurance
carriers' plans.

e Assessing Individual Risks: By conducting a thorough assessment of your
customers' health risks, you can identify gaps in their primary coverage and suggest
appropriate supplemental plans to address these vulnerabilities effectively.

e Budget-Friendly Options: Supplemental health insurance plans come with various
coverage levels and options. You can help customers choose plans that align with
their budget, ensuring they receive valuable coverage without stretching their
finances.

e Catering to Life Changes: Life circumstances change over time, and health
insurance needs may evolve accordingly. Being proactive in offering personalized
supplemental insurance can provide a safety net during major life events, such as
marriage, having children, or retirement.

Increased Revenue Streams:
Selling supplemental health insurance presents agents with an opportunity to diversify
their product portfolio, leading to increased revenue streams for their business.

e Additional Commissions: Since supplemental health insurance plans are separate
from primary policies, selling these plans can result in additional commissions for
agents. These commissions can add to their earnings and bolster their financial
success.


https://hub.quotit.com/blog/sell-ancillary-insurance

Customer Loyalty:
By offering supplemental health insurance, you demonstrate your

. This builds trust and enhances
customer loyalty, leading to long-term relationships and potential referrals.

e Comprehensive Protection: By proactively addressing coverage gaps and
providing comprehensive protection, agents show they care about their customers'
overall welfare.

e Reliability in Times of Need: Supplemental health insurance offers financial
support during critical health events, showing customers that their agent is there to
assist them in challenging times, further strengthening the agent-customer
relationship.

e Word-of-Mouth Referrals: Satisfied customers are more likely to refer their
friends, family, and colleagues to an agent who has provided exceptional service
and valuable insurance solutions.

Selling supplemental health insurance benefits both insurance agents and their
customers. Agents can provide enhanced coverage options, increase revenue streams,
and build strong customer loyalty. Customers, in turn, receive comprehensive
protection against various health risks and appreciate the agent's commitment to their
well-being and financial security. By offering supplemental health insurance, agents
position themselves as trusted advisors, paving the way for long-term success and
growth in their insurance business.



https://marketing.quotit.com/quotit-quicks-stop-throwing-your-clients-away-webinar
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HOW SUPPLEMENTAL HEALTH
INSURANCE COMPLEMENTS

PRIMARY COVERAGE:

Coverage Gaps:

Many primary health insurance plans come with deductibles, copayments, and
coinsurance, which . Supplemental
health insurance can help cover these costs, reducing financial burdens.

e Treatment Costs: Even with primary health insurance, the policyholder may face
deductibles, copayments, and coinsurance. offers a lump
sum payout that can be used to cover these costs, ensuring the policyholder can
access the best possible treatment without financial strain.

e Ancillary Costs: Hospitalization may involve additional expenses beyond medical
treatments, such as transportation, meals, and accommodations for family members.
The cash benefits from can help offset these ancillary
costs.

e Loss of Income: When hospitalized or diagnosed with a critical illness, the
policyholder may need to take time off work for treatment and recovery. This

can be financially challenging. The lump sum payout from a supplemental
insurance plan can act as income replacement during this period, allowing the
policyholder to focus on their health without worrying about finances.

Specific Health Conditions:

Some customers may have pre-existing conditions not adequately covered by their
primary insurance. Even without pre-existing conditions, some primary health insurance
plans may not provide sufficient coverage for specific medical needs or critical illnesses.
High deductibles, copayments, or treatment limitations can leave policyholders
vulnerable to substantial out-of-pocket expenses during medical events. Supplemental
health insurance plans can offer targeted coverage for critical illnesses or specific
medical needs.

Non-Medical Expenses

Primary health insurance usually covers medical expenses, but customers may still face
non-medical costs related to illness or injury. Supplemental health insurance, such as
hospital indemnity plans, can provide cash benefits to address these expenses.

e Transportation and Lodging: Hospitalization may require individuals and their
families to travel to a healthcare facility that is not within their immediate vicinity.
Hospital indemnity plans can help cover transportation costs, such as gas or public
transportation fees, as well as lodging expenses if family members need to stay close
to the hospital.

e Childcare or Elderly Care: During hospitalization, the insured person may require
someone to take care of their children or elderly family members. Hospital indemnity
plans can provide funds to cover childcare or elderly care services, allowing the
policyholder's family members to focus on their well-being.


https://www.forbes.com/advisor/health-insurance/critical-illness-insurance/
https://www.forbes.com/advisor/health-insurance/hospital-indemnity-insurance/
https://www.kff.org/report-section/medical-debt-among-people-with-health-insurance-how-does-medical-debt-become-a-problem-for-people-with-health-insurance/
https://www.commonwealthfund.org/publications/issue-briefs/2022/sep/state-us-health-insurance-2022-biennial-survey

» Daily Living Expenses: Hospitalization can disrupt daily routines, leading to
additional expenses. Cash benefits from hospital indemnity plans can be used to
cover groceries, utility bills, and other essential living expenses that might arise
during the hospital stay.

e Reliability in Times of Need: Supplemental health insurance offers financial support
during critical health events, showing customers that their agent is there to assist
them in challenging times, further strengthening the agent-customer relationship.

* Word-of-Mouth Referrals: Satisfied customers are more likely to refer their friends,
family, and colleagues to an agent who has provided exceptional service and valuable
insurance solutions.

Lifestyle and Occupation:

Certain lifestyles or occupations may involve higher risks of accidents or injuries.
Supplemental health insurance, like accident insurance, can provide extra coverage for
these individuals.

e Coverage for Medical Expenses: Accident insurance can help cover medical
expenses resulting from an accident, such as emergency room visits, hospital stays,
surgeries, and follow-up treatments. Even with primary health insurance, copayments
and deductibles can be significant, and accident insurance helps policyholders
manage these costs.

e Supplemental Cash Benefits: In addition to medical expenses, accident insurance
often provides supplemental cash benefits. These benefits can be used for various
purposes, such as transportation to medical appointments, home modifications for
disability support, or even daily living expenses during the recovery period.

* Tailored to Risk Profiles: Accident insurance plans can be tailored to match an
individual's lifestyle and occupation, ensuring they receive appropriate coverage that
aligns with their specific risks.
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EDUCATING CUSTOMERS
CHECKLIST

D Assessing Your Customers' Needs:

One of the essential tasks of an insurance agent is to
engage customers in open and meaningful discussions to
assess their unique needs and requirements.
Understanding their health concerns, lifestyle, budget,
and long-term goals is crucial in recommending suitable
supplemental health insurance plans. Be sure to listen
and show empathy, conduct a health risk assessment and
understand their financial situation.

D Explaining Policy Details
Clearly communicate the benefits and limitations of
supplemental health insurance plans. Ensure your
customers understand what the policies cover and any
waiting periods or exclusions. Present a range of
supplemental health insurance options available to your
customers Clearly explain the terms and conditions of the
supplemental health insurance plans, including waiting
periods, exclusions, and any limitations. Help customers
understand how supplemental plans complement their
existing primary coverage.

[ ] Affordability

Address any concerns about the cost of supplemental
health insurance. Show how the benefits outweigh the
expenses, and how it provides invaluable protection
during unexpected events. Conduct a cost-benefit
analysis for your customers, showcasing the potential
financial impact of unexpected health events. Emphasize
the flexibility in premium amounts and coverage levels
available in supplemental plans. Highlight the intangible
benefits of supplemental health insurance, such as peace
of mind during uncertain times. Knowing that they have
additional coverage for unexpected medical events can
offer customers greater confidence in managing their
health and finances.
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Educating customers about supplemental health insurance is a crucial aspect of
being a responsible and reliable insurance agent. By assessing their needs,
explaining policy details clearly, and addressing affordability concerns, you can
empower your customers to make well-informed decisions about their health
insurance. Building trust and providing personalized guidance will not only lead to
higher customer satisfaction but also foster long-term relationships and potential
referrals. Remember, a well-informed customer is more likely to appreciate the
value of supplemental health insurance and the protection it provides during
unexpected events.

Quotit can assist agents like you in selling supplemental insurance plans by
providing access to multiple carriers and plans, allowing easy comparison and
customization of quotes. The platform streamlines the application process, offers
compliance support, and integrates with CRM systems for efficient lead
management, enhancing customer engagement and sales performance.

To learn more about how you can use technology to sell more supplemental health
insurance, schedule a demo today.

Quotit

Quotit Corporation
3800 E. Concours Dr., Suite 200
Ontario, CA 91765
Phone: 866-311-8279

Email: Teamquotit@quotit.com



https://marketing.quotit.com/schedule-a-demo

