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Humana Agent Podcast Series 

 

……………………………………………………………………………………………………………………………………. 

 

Episode 50. [Winning Sales Strategies to Use With Humana Extend Plans]. This is the 

fourth episode of Humana’s Grow Your Book podcast “Two-Minute Bites” miniseries about 

dental and vision. Over the next few minutes, you’ll hear from Brandon Rasmussen, 

Business Relationship Executive for Humana in Kansas and Missouri, about how the 

Humana Extend plan fits into your lead generation strategy. 

 

Speaker: 

Brandon Rasmussen 

Business Relationship Executive 

Humana, Kansas and Missouri 

 

……………………………………………………………………………………………………………………………………. 

 

SECTION 1 – WELCOME 

 

Jason/Host: 

Welcome to Grow Your Book: The Humana Podcast Series where we help agents like you 

learn how to find leads, close sales and retain members. 

 

Today’s episode is the fourth in our “Two-Minute Bites” miniseries about Humana dental 

and vision plans. Over the next few minutes you’ll hear from Brandon Rasmussen, Business 

Relationship Executive for Humana in Kansas and Missouri, about why the Humana Extend 

plan is exciting for you as an agent. 

 

On the go, at your command, get ready to Grow Your Book! 
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INTRODUCTION 

Jason/Host: 

Hello, Humana agents! This is your host, Jason Rockow-Vivier. 

 

Today we’re talking about the new Humana Extend plan as part of our “Two-Minute Bites” 

miniseries. Without further ado, let’s plunge right into our discussion with today’s special 

guest, Brandon Rasmussen, Business Relationship Executive for Humana in Kansas and 

Missouri, on Humana Extend plans and lead generation. 

 

……………………………………………………………………………………………………………………………………. 

 

SECTION 2 – What’s So Great About Humana Extend? 

 

Jason/Host: 

Many agents focus on medical plans, but there are some great reasons to position dental, 

vision and hearing plans like Humana Extend more front and center in your offerings. Not 

only can these plans be written for any age group, they can also be written year-round. This 

makes them a great way to generate sales outside of AEP, fill your pipeline, and leave 

members with satisfying experiences year-round. 

 

Brandon: 

There's a wide plan selection, they're all competitively priced. The network is really, really 

competitive, we have such a really good network. Then the other part is, they're very easy 

to quote and enroll. You could do it through a link, we have a great website that they can 

do. We have a digital signature option, there's also an email signature. They're really quick 

to write and the policies issue relatively pretty fast. 

 

……………………………………………………………………………………………………………………………………. 

 

SECTION 3 – Lead Generation Tips 
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Jason/Host: 

Dental, vision and hearing plans like Humana Extend can serve as a doorway to discussing 

other plans and to referrals. This makes discussing standalone plans like Humana Extend a 

great tactic for generating leads. 

 

Brandon: 

You never know if somebody's going to need a dental or vision policy, or a hearing plan 

specifically now with the Extend option. So even if when you're talking with that particular 

client they might not purchase that dental or vision plan, but they might have a family 

member or a friend that needs that plan. 

 

Jason/Host: 

Brandon shares how on the other hand, one agent he worked with selling a Medicare 

Advantage plan led to the addition of a standalone dental plan.  

 

Brandon: 

When he was doing the presentation with the client, she brought up that she was looking 

for also a dental plan. She wanted to see if there was something with a little bit more extra 

coverage, because she hasn't really gone to the dentist in about five years and she knew she 

needed to get a little bit more coverage or more robust plan. One of the plans in the area 

was this really nice HMO. What it is, it's roughly $15 and it covers a lot of the major services 

right away, there's no waiting period on this plan. So this new agent not only sold a 

Medicare Advantage Plan with this client, he also was able to sell a standalone plan. What's 

really nice about that is the client was obviously ecstatic. 

 

Jason/Host: 

So how do get the word out to potential new members? One great way involves sharing 

information at B2B centers of influence and other places members go. Better yet, Humana’s 

Marketing Resource Center is full of materials to help you do that. 

 

Brandon: 
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You can actually create different flyers and postcards with your information on it, and 

specifically with dental and vision. I've had agents, they've placed their information on it, 

they've distributed those throughout the community, but one really good spot to look at 

that with is dental offices. You can actually see who's in our network and spend an 

afternoon and stop by those dental offices and introduce yourself. 

 

Jason/Host: 

You can also increase your opportunities with a multi-channel approach. The leads you 

miss pounding the pavement and sending direct mail could be the ones you reach through 

digital channels. 

 

Brandon: 

Social media has done really well the last few years in particular. Actually, if you go into our 

MRC, we have preapproved ads. If they have a business page through Facebook, they could 

place a lot of that information onto their business website. 

 

……………………………………………………………………………………………………………………………………. 

 

SECTION 4 – CLOSING 

 

Jason/Host: 

A special thanks to Brandon for taking time out of his busy schedule to talk to us! Be sure to 

stay tuned for the next episode in our “Two-Minute Bites” miniseries. Lisa Gingles, Product 

Marketing Lead at Humana, will teach us some post-enrollment dental and vision strategies 

to improve retention. 

 

All right. Let’s do a quick recap of what you heard today: 

- Humana dental and vision standalone plans like Humana Extend are exciting for 

agents because they appeal to members needing more robust coverage, can be sold 

to anyone, they offer competitive pricing and benefits, and they’re easy to write. 
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- Some great ways to generate leads for dental and vision standalone plans are to 

bring these plans up when discussing Medicare Advantage and other plans, place 

leave-behinds at dental offices, and share on social media. Humana’s Marketing 

Resource Center offers pre-approved, customizable marketing resources in multiple 

languages for agents to use. 

 

Hungry for more dental tips? Check out IgniteWithHumana.com. You’ll find our refreshed 

dental and vision playbook and a ton of other top-notch dental content. Be sure to check 

out our virtual event, 2022 Dental Vision Roadshow: A Guide to Year-Round DV Plans. You’ll 

get a ton of great lead, sales and retention tips you can put to use ASAP. 

 

Thanks for listening, agents! Subscribe for more tips and resources to help Grow Your Book.  

 

Human care means helping members care as well for their gums as they do their bodies. 

Because human care is healthcare’s superpower.™ 

 

I’m Jason Rockow-Vivier. This is Grow Your Book: The Humana Podcast Series.  

 

 

 


