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You told us you want to know more about what happens with your members after they 
enroll in a Humana Medicare Advantage Plan.

 
We listened. 
The result? New resources that provide you a full picture of the communications and 
collateral members receive from us post-enrollment. With them, you’ll have what you 
need to answer any question from a new member—and confidently (and compliantly) 
engage them with their plan’s benefits, programs and services.

The more deeply—and more quickly—a member is engaged with his or her plan, the 
more likely they are to stick with it.

Enrollment isn’t the end of a sale. 
It’s the beginning of 

a relationship.
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Need a little support of your own?  
The Agent Support Unit is available to assist you—and is just an email or phone call away!  

1-800-309-3163  |  agentsupport@humana.com  |  Monday–Friday, 8am–9pm EST

These four key pieces are the ones you are most likely to get questions about:
Enrollment letters are sent as soon as we receive an enrollment application. 
They provide a high-level overview of how the plan works—and when exactly it 
will take effect.

ID card and Benefits-at-a-Glance document. Members should receive their Humana 
Member ID card within 7–10 days of enrollment. Also included: a Benefits-at-a-Glance 
document, which provides a summary of plan coverage and costs.

The Plan Coverage package contains a member’s Evidence of Coverage 
document. Also included are instructions for completing a health assessment— 
either online or via phone. Answers to a few quick questions will help us highlight 
the plan tools and resources that may be most valuable for that member.

The Well-Being Guide contains valuable advice like when to schedule appointments 
to avoid busy days, how to prepare for doctors’ visits, how to assemble vaccine 
checklists, how to talk about health and when to call a nurse, visit an urgent care 
or go to the ER.

How can you ensure you’re having the right conversations at the right time? 
Follow Humana’s 3-30-60-90-day framework. It’ll help you initiate conversations and build the relationships.

3 30 60 90
Call your new client 
to thank them for 
enrolling and to 
explain what they 
can expect to receive 
from Humana next.

Check in on your 
member’s first month:

• Did they get their    
    Member ID card?
• Are they set up on   
   MyHumana?
• Have they signed up   
   for Go365 and know 

how it works?
• Are they happy with   
   their PCP or would 

they like to consider 
other providers in 
their area?

Help your member 
understand all 
the benefits and 
value-added services 
available to them:

• HumanaFirst 24/7   
   Nurse Advice Line
• LogistiCare
• Humana At Home
• OTC Benefits
• Jenny Craig, 
   LogistiCare, 

SilverSneakers, etc.

Ask if they have 
scheduled preventative 
screenings like:

• Annual wellness visits
• Mammogram
• Flu Shot
• Dental Exam (if they 
    want more dental 

coverage, this is a 
great place to bring 
up Humana’s 
stand-alone 
dental plans)

Email agentsupport@humana.com for more information.
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When discussing any benefits, ensure they are part of the member’s plan before bringing them up in the conversation.


