
Available for 
All Ages, All 
Year Long! 

 
Humana’s Stand-Alone 
Dental & Vision Plans 
 
 
 



Today’s Goal:  You will become an expert on Humana 
Dental/Vision plans and how to present them. 

1.  How to frame the conversation about Dental/Vision  

2.  Address Agent Concerns 

3.  Product Knowledge:  Multiple Dental Options, 1 Vision Option 
– Humana’s Stand Alone Dental Loyalty PPO  

– Humana’s Stand Alone Dental HI215 HMO 

– Humana’s Stand Alone Dental Preventive PPO 

– Humana’s Stand Alone Vision Plan 

4.  How to get started (Quotes and applications, Provider Search Tool, 
Marketing) 
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Today’s Agenda 

4/11/2014 



• It is far easier to sell products and services to existing customers than to 
someone you don't have a relationship with. 

• If you have done a good job taking care of your customer in the past, and 
your products have performed well for them, they are usually willing to give 
any addition to your product line a try.  Because the relationship is in place, 
far less (expensive) selling is required. 

• The two takeaway points here are simple, even if we tend to forget about 
them. 

• A key part of creating a growing business is making sure you don’t lose the 
customers/clients/members you already have. 

• And once you have them, make them your first option when you have an 
additional product or service to sell.  Your costs of sales will be less and you 
will find it easier to gain momentum. 

• Once you have sold all you can to your existing customers, you can start 
reaching out to gain more. 
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Step One:  Outreach to Existing Clients 
Want To Increase Sales? Target Your Existing Customers 

4/11/2014 



• 1.  Transition to Dental/Vision:  “I’m glad you’re happy with your 
current coverage.  I also want you to know that I am appointed 
to sell Dental and Vision plans with Humana.  They have some 
great options and competitive prices.  How do you currently pay 
for your Dental and Vision care?”  

• 2.  Needs Analysis/Probing Questions 

• 3.  Identify which Dental Plan to Offer 

• 4.  Present the Benefits 

• 5.  Provide the quote and Ask for the Sale! 

• 6.  Submit Application 
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Framing the Dental/Vision Sale Conversation 

4/11/2014 



1. How do you pay for your Dental and Vision care? 

2. Do you see a Dentist 2x/year? 

3. Do you know if you need any Dental work done? 

4. Do you have a regular Dentist that you normally see? 

5. Do you have an Optometrist that you normally see? 

6. Are healthy teeth and eyes important to you? 

7. Do you know that poor Oral health is related to poor overall 
Health conditions, such as Heart Disease? 
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Needs Analysis/Probing Question Examples 
Ask your clients these questions! 
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Do you have a Dentist that you regularly see, or are you ok with 
going to any Dentist if it can save you money? 
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Which Dental Plan Should I Present to Clients? 

4/11/2014 

Present Loyalty 
 PPO Plan 

Present HI215 HMO Plan 

“I don’t have a Dentist” 

I’ll see any Dentist if I 
 can save money” 

“I have a Dentist and I 
 want to keep him/her” 

“I want to be able to 
 see any Dentist and 
 still have coverage” 

*Be sure that providers are available 
 in client’s area before offering HI215 HMO Plan 



Do you see a Dentist 2x/year? 
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Which Dental Plan Should I Present to Clients? 

4/11/2014 

Present Loyalty 
 PPO Plan 

Present Preventive 
 PPO Plan 

“I just want a plan to cover my child” “I haven’t been to the 
 Dentist in a long time” 

“I might need to get  
some Dental work done” 

“I only go in 2x/year for cleanings” 

“My teeth are fine” 
 

“I have Dentures” 



 Common Hesitations & Concerns from Agents 

  1.  “Plans don’t cover anything, 
 no value for clients.” 

 

  2.  “Not worth my time.” 

 

  3.  “I don’t make enough selling  
 dental and vision.” 

 

  4.  “I’ve never sold it before.” 

 

 



9 

Important to Know… 

4/11/2014 

 
 

 
 

 
 

 
Dental/Vision Plans go into effect 1st of the following month. 
(HI215 from 1-15th of month; 16-31 1st of following month) 
 
 
Dental/Vision plans are available to sell at ANY TIME 
THROUGHOUT THE YEAR (no enrollment periods apply). 
 
 
Dental/Vision plans are available to beneficiaries of ALL AGES 
(including child only and 65+ Medicare Beneficiaries). 



Humana Stand Alone 
Dental Loyalty Plus PPO 
 
Increasing benefits from years one to three 
One-time deductible 
No copayments 
No waiting periods 
 
 

  



How Stand Alone Dental - Loyalty Plus Works 

As each year progresses, the benefits’ coverage increases until plan 
year 3 when coverage remains the same for all subsequent years. 

There is no restart period in the plan’s deductible each year. 



• Lifetime Deductible 

– There is a one-time deductible for as long as you are on the plan. 

• Avoid Waiting Periods 

– No waiting periods  

 

 

Plan Highlights 



Loyalty Plus Dental Plan--Preventive Services 

Yr 1 
100% Coverage 
No Deductible 

Yr 2 
100% Coverage 
No Deductible 

Yr 3+ 
100% Coverage 
No Deductible 



Diagnostic & Basic Coverage – Loyalty Plus Dental 

Yr 1 
40% After 
Deductible 

Yr 2 
55% After 
Deductible 

Yr 3+ 
70% After 
Deductible 

 



Major Coverage – Loyalty Plus Dental 



Addressing Concern #1 – No value for client 

• 1.  Loyalty Plan is $35/month premium  = $420/year 

 

• 2.  Member pays in $420 in first year, gets $1,000 benefit 

 

• 3.  Member gets $580 in first-year benefit, more in years 2 & 3 

 

• 4.  Much better than paying everything out-of-pocket 

 

 

• “Your clients have a lot to gain by enrolling in coverage!” 

 

 



Humana          
Stand Alone Dental 
Preventive Plus PPO  
Low Deductibles 
No Copayments 
Low monthly premiums 
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Plan Highlights 

4/11/2014 

• Plan designed for clients with good oral health and looking to maintain that 

with regular cleanings and exams 

• Up to a 28% discount at in-network providers 

• HumanaDental network over 225,000 provider locations 



Preventive Coverage –Preventive Plus 
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 Basic Services – Preventive Plus 

4/11/2014 



Discount Services – Preventive Plus 



Humana HI215 HMO 
Dental Plan 
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Confidential/ For Agent Use Only 

Stand Alone Dental Plans 
Dental Preventive Plus 

• Preventive services include 
two routine oral exams and 
cleanings and one set of 
bite-wing x-rays annually 
covered at 100% from an in-
network provider.  

• Basic services are covered, 
generally after a six (6) 
month waiting period and 
an annual deductible. 

• Major services are NOT 
covered by the plan, but 
discounts may be offered by 
in-network dentists.  

• There is a $1,000 annual 
limit per person for covered 
services.  

• $21 Per Member Per 
Month 

Dental Loyalty Plus 

• Preventive services include 
two routine oral and 
periodontal exams and 
cleanings covered at 100%. 

• Basic/Diagnostic/Major 
services are covered after 
meeting a one-time 
deductible. Services include 
but are not limited to root 
canals, crowns, periodontal 
cleanings, dentures and oral 
surgery There is a $1,000 
annual limit per person for 
covered services but this 
does increase in year 2 & 3. 

 

 

• $35 Per Member Per 
Month 

Dental Value: HI215 

• There are no deductibles, 
no waiting periods and no 
annual dollar limits 

• Office visits are either $10 
or $15 depending on the 
plan in addition to any co-
pay for covered services 
listed in the Summary of 
Services 

• Most dental procedures are 
covered with a co-payment 
when seeing a general 
dentist, otherwise cost 
shares and unlisted 
procedures may be at up to 
a 25% discount from 
participating specialists 

• $17 Per Member Per 
Month 

*Stand-Alone Dental/Vision Plans do require a minimum 1 year commitment  



Humana Vision  
Plan 
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HumanaOne Vision Care Plan 

Humana Vision Plan 
 
Covers Exam, Lenses, Frames & Contacts 

• No waiting periods 
• No age restrictions 

 
Large Provider Network 
28,000 participating optometrists and opthalmologists 

• LensCrafters 
• Pearle Vision 
• Sears Optical 
• Target Optical 
• JCPenney Optical 
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Vision Plan Benefits 
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Vision Plan Benefits 

4/11/2014 



Get Started 
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Application Process 

To complete the online application… 

1. www.humana.com 

2. Sign in using your username and password 

3. Select the Vantage Tab Below 

http://www.humana.com/


• Select “Generate New Quote” Link under the Medical, Dental, 
Vision tab in the center of the page. 
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Humana Vantage 

4/11/2014 
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Running a Quote 

4/11/2014 

• Automatically 
opens a new 
tab for the 
Humana Agent 
Workbench. 
 

• Simply Enter 
the zip code 
and select the 
Generate quote 
tab at the 
bottom of the 
screen. 
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Client Demographics 
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Selecting A Plan 
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Review and Apply 
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Saving the Quote 
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Start of Online Application 
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Application  
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Finishing the Application 
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Addressing Concern #2 – Not worth the Time 

 

• 1. It’s easy to offer SADV. 

 

• 2. Submit application electronically or by paper application. 

 

 

• 3. Since it takes 30 minutes or less to submit a Dental/Vision application, you’re 
earning over $70/hour selling these plans to your clients! 

 

• “There is a lot to gain by offering ancillary  coverage!” 

 

 



Find a Dentist 
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Members can save more by choosing one of the more than 
225,000  dentist locations in the HumanaOne Dental network. 
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Humana PPO Plans (Preventive Plus, & Loyalty Plus) all use the same 
network!  The  Humana PPO / Traditional Preferred Network 



• 1. Enter Zip Code 

• 2. Select Mile Radius 

• 3. Select Plan 

• 4. Narrow leave open for 
broad search 

• 5. Accepting New Patient 
box 
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Provider Search:  www.humanaonenetwork.com 

4/11/2014 
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Provider Search 

4/11/2014 



Ordering Materials 
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Order Materials 

4/11/2014 
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Order Materials 

4/11/2014 
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Order Materials 
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Addressing Concern #4 – Never Sold Product Before  

• What We Learned Today 
1. Product Information 

 

2. Quotes and Applications 

 

3. Finding Providers 

 

4. Compensation 

 

5. Materials and Marketing 

 

• YOU ARE NOW READY TO SELL!!!!! 

 



• 1.  Transition to Dental/Vision:  “I’m glad you’re happy with your 
current coverage.  I also want you to know that I am appointed 
to sell Dental and Vision plans with Humana.  They have some 
great options and competitive prices.  How do you currently pay 
for your Dental and Vision care?”  

• 2.  Needs Analysis/Probing Questions 

• 3.  Identify which Dental Plan to Offer 

• 4.  Present the Benefits 

• 5.  Provide the quote and Ask for the Sale! 

• 6.  Submit Application 
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Framing the Dental/Vision Sale Conversation 

4/11/2014 


