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Community Based Marketing
There are an unlimited number of ways for which an agency or individual broker can market within 
their community. Below is a list of locations and events that brokers across the country use to market 
themselves and the services they offer:

Senior Centers Churches   Grocery Stores Pharmacies
County Fairs  Health Fairs   Holiday Events Classic Car Shows
Coffee Clubs  Community Centers  Farmers Markets Networking Groups
Business Alliances Veteran Organizations Volunteer Groups Chamber of Commerce 

Requirements for participation, frequency of events, and situations vary greatly. Some may require 
membership dues or entry fees. Others simply need to be approached and asked by the broker 
wanting to participate. Let’s discuss some of these venues.

These centers are highly sought after by Medicare sales specialists. A broker will 
need to start by introducing themselves to the manager or administrator of the 
center. There is plenty a broker can offer the seniors frequenting these locations:

1. Education – Seminars can be conducted, and broker hours can be scheduled 
to answer coverage questions and build relationships.

2. Customer Service – Brokers that make themselves available to help seniors 
with insurance issues will be remembered and referred business.

3. Companionship – Brokers can volunteer and build friendships with seniors.

These organizations typically require an annual membership fee. But they also 
offer a variety of networking events and educational opportunities, even chances 
for a broker to teach other professionals about the need for seniors to utilize 
a Medicare sales specialist. Brokers should look to build relationships with 
professionals in the following fields:

1. Financial Planners
2. Life Insurance Brokers (that do not sell Medicare products)
3. Elder Law Attorneys
4. Human Resource Managers
5. CPA’s
6. Property and Casualty Insurance Brokers
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CHAMBER OF COMMERCE & BUSINESS ALLIANCES



Some national brands have existing broker programs that are managed by insurance carriers or third-
party companies. Brokers would need to contact these entities regarding availability in their markets. 
Many local retailers are fair game for the motivated broker. Discount pharmacies are often owned by 
the working pharmacist and welcome a broker that can help them build a larger customer base. Brokers 
should introduce themselves and ask which drug plans the pharmacy accepts. The broker can then 
advocate on behalf of the pharmacy. The broker may also be allowed to set up a small table or kiosk to 
be staffed during busier times of the year (Annual Election Period / Open Enrollment Period). Below are 
tips for effectively marketing from a retail location:

1. Display Hours – If multiple agents are sharing 
a store, consolidate hours into one sign.

2. Leave Literature – Keep business cards and 
brochures displayed after hours.

3. Wear a Name Tag
4. Courtesy – Be sure to smile, look people in the 

eye, and be friendly.
5. Materials – Have plenty of business cards, 

brochures, and pens on hand.
6. Scope of Appointment – Always be ready 

with an SOA, so that you are prepared for 
both “walk-up” appointments and scheduled 
appointments.

7. Keep the Kiosk Clean and Orderly
8. Presentation – Make your brochures and 

flyers vertical by using brochure racks. This 

creates better visibility and a more presentable/
organized look to your station.

9. Positioning – Stay close to the kiosk and 
operate from the side of the table with your 
chairs and space positioned for conversations 
without a barrier between you.

10. Posture – Remain standing and greet as many 
people as you can…it’s a simple, but powerful 
conversation starter, and invites them to 
interact with you.

11. Stay Off the Cell Phone – Most people are 
polite and don’t want to interrupt you.

12. Create Advocates – Take time to get to know 
your colleagues throughout the store, office, or 
show, and let them know why you’re there and 
how you can help!

These events often, but not always, require an entry or sponsorship fee. The event will provide a 
certain amount of space and may or may not provide a table, chairs, and electricity. Brokers will need 
to consider what their return on investment may be and consider the costs of the event accordingly. 
Brokers should be prepared with the following items:

1. Tablecloth (at least 8 feet in length)
2. Business Cards
3. Insurance Carrier Brochures
4. Giveaways – Such as broker/agency branded pens, notepads, magnets, etc. Some insurance carriers 

may provide branded giveaway items if requested by the broker.
5. Consent-to-Contact Forms
6. Scope of Appointment Forms

GROCERY STORES / PHARMACIES

COUNTY FAIRS / HEALTH FAIRS / HOLIDAY EVENTS / FARMERS 
MARKETS / CLASSIC CAR SHOWS



Veteran Organizations
It isn’t always necessary for a broker to be a veteran to market a veteran 
organization, but it can certainly make it easier. Joining a veteran 
organization is the easiest way to begin building a relationship. Some 
organizations have ways for non-vets to join in an auxiliary status. Most 
will allow for sponsorship of their periodic events. In any case, the activity 
level and member involvement of each organization varies throughout the 
country. Brokers should also be educated on the different types of health 
coverage that may be available to veterans and how a Medicare Advantage 
plan would affect existing coverage. Some notes regarding veterans and 
coverage options are below.

IS VA HEALTHCARE CREDITABLE COVERAGE?

Part D – VA drug benefits are considered creditable coverage as 
it pertains to Medicare

Therefore, a VA beneficiary can enroll in a Part D plan without 
incurring a late enrollment penalty

Part B – VA medical benefits are NOT considered creditable 
coverage as it pertains to Medicare

Therefore, a VA beneficiary late to enroll in Medicare Part B will 
incur a late enrollment penalty

POTENTIAL ADVANTAGES OF COMBINING VA HEALTH AND 
MEDICARE ADVANTAGE PLAN BENEFITS

May provide additional services beyond what VA offers

• gym membership

• over-the-counter medicine discounts

• dental

• vision

• hearing

• chiropractic

• acupuncture

May cover prescription drugs not covered by the VA

May provide prescription drugs at a lower cost than the VA

Provides emergency and medical coverage outside of the 
VA provider network

VETERAN ORGANIZATION LETTERS MAILED TO MEMBERS

The Veteran Organization may find it beneficial for its members to 
be aware of the services offered by the affiliated agency or agent. 
Some sample letters are attached below.



Greetings!

As a veteran, you have many options available for your healthcare. Whether you utilize VA, 
TRICARE, Medicare, or other benefits, optimizing your coverage can be confusing. As a 
service to our members, the health insurance professionals at <Agency Name> are available 
to assist in the following areas:
• Answer general questions about coverage options
• Review your current healthcare coverage
• Analyze and compare current coverage versus other available options
• Enrollment assistance
• Assistance qualifying for state programs

<Agency Name> is located here in <Service Area> and is looking forward to assisting our 
members. Their team is available to meet with our members for a free consultation through 
the following methods:
• Phone session
• Video conference
• In-home appointment
• Meet here at <Organization Name and Location>

If you have any questions, or if you would like to schedule your free consultation, please call 
<Agency Name> at <Phone Number> or send an email to <Email Address>.

In your service,

<Name>
<Title>



Greetings!

As a veteran, you have many options available for your healthcare. Whether you utilize VA, 
TRICARE, Medicare, or other benefits, optimizing your coverage can be confusing. As a 
service to our members, <Agent Name>, a licensed health insurance professional, is available 
to assist in the following areas:
• Answer general questions about coverage options
• Review your current healthcare coverage
• Analyze and compare current coverage versus other available options
• Enrollment assistance
• Assistance qualifying for state programs

<Agent Name> is located here in <Service Area> and is looking forward to assisting our 
members. <He/She> is available to meet with our members for a free consultation through 
the following methods:
• Phone session
• Video conference
• In-home appointment
• Meet here at <Organization Name and Location>

If you have any questions, or if you would like to schedule your free consultation, please call 
<Agent First Name> at <Phone Number> or send an email to <Email Address>.

In your service,

<Name>
<Title>
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