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2027 Agent Certification Training 
1. 2027 Certification 

1.1 2027 Agent Certification Training 

 

Notes: 
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2. Introduction 

2.1 Start 

 

Notes: 

 The Devoted Health Certification course is required for all agents to review as a part of the process to sell devoted health 
plans. After you complete this course, there will be an exam. Agents are required to pass with a score of 85 percent or above. 
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Course navigation (Slide Layer) 

 

Arrows  (Slide Layer) 
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2.2 Introduction 

 

2.3 Devoted Health's 5 Core ingredients 

 

Notes: 

These are Devoted Health's five core ingredients. Click on each tab to learn more. 
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Devoted health Plans (Slide Layer) 

 

Devoted health guides (Slide Layer) 
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Partnership with local providers (Slide Layer) 

 

Devoted Medical (Slide Layer) 
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Devoted Sofware health Platform (Slide Layer) 

 

2.4 More On Our Guides 

 

Notes: 

We would like to share more about our guides and how they really help in the success of our organization. 
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Language (Slide Layer) 

 

MyDevoted Chat (Slide Layer) 
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Our Guides (Slide Layer) 

 

Contact (Slide Layer) 
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2.5 What is the outcome? 

 

Notes: 

 At Devoted, we prioritize direct human interaction. It's crucial to us that when our members call, they speak to a live person, 
and quickly. It's important that our members can trust us, and the individuals caring for them, and that we actually solve their 
problems. That is why we track these results and make sure we are doing the best we can to help our members with their 
health care. 
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2.6 We have Agent Support Associates too! 

 

2.7 2.9 Agent Portal 

 

Notes: 

Our agent portal is our proprietary system, built from the ground up, that enables us to be agile and seamlessly integrate 
your valuable feedback. The portal is your one stop shop to manage certification, enrollments, commissions, agent support 
tickets, sales events, prospect appointments, eligibility checks, and more. 
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Here are some things that are new this year.  PY25 provider directory so you can check and network providers for new 
markets.  Submitting new provider requests. PY25 Viewing Member ID Cards for Enrolled Members. Multiple SOA options, i. e. 
telephonic, electronic in person, electronic remote, send SMS to prospect, paper. 
 

2.8 Multiple Choice 
(Multiple Choice, 10 points, unlimited attempts permitted) 

 

Correct Choice 

X Medicare Advantage health plans, Guides, Partnership with local providers, Devoted 
Medical and Devoted software health platform 

 Tech platform, 50 states integrated, strong PCP partnerships, 5 stars, Devoted guides 

 Newer MA plan, tech platform, strong PCP partnerships, Devoted guides, Devoted Medical 
Group 

 MA plan, CSNP, strong PCP partnerships, Devoted guides, Devoted Medical Group 

 

Feedback when incorrect: 

You did not select the correct response. 
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Notes: 

 
 

Correct (Slide Layer) 

 

Incorrect (Slide Layer) 
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Try again (Slide Layer) 

 

2.9 Multiple Choice 
(Multiple Choice, 10 points, unlimited attempts permitted) 
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Correct Choice 

X True 

 False 

 

Feedback when incorrect: 

You did not select the correct response. 

 

Notes: 

 
 

Correct (Slide Layer) 
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Incorrect (Slide Layer) 

 

Try Again (Slide Layer) 
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2.10 Introduction 

 

2.11 5 new states for 2027 

 



 

 
Published by Articulate® Storyline www.articulate.com 

Albama (Slide Layer) 

 

Arizona (Slide Layer) 
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Arkanzas (Slide Layer) 

 

Colorado (Slide Layer) 
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Florida (Slide Layer) 

 

Georgia (Slide Layer) 
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Hawaii (Slide Layer) 

 

Illinois (Slide Layer) 
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Indiana (Slide Layer) 

 

Kentucky (Slide Layer) 

 



 

 
Published by Articulate® Storyline www.articulate.com 

Mississippi (Slide Layer) 

 

Missouri (Slide Layer) 
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North Carolina (Slide Layer) 

 

Ohio (Slide Layer) 
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Oregon (Slide Layer) 

 

Pennsylvania (Slide Layer) 
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South Carolina (Slide Layer) 

 

Texas (Slide Layer) 
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Tennessee (Slide Layer) 

 

Washington (Slide Layer) 
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utah (Slide Layer) 

 

Delaware (Slide Layer) 
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Iowa (Slide Layer) 

 

Kansas (Slide Layer) 
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Louisiana (Slide Layer) 

 

Misouri (Slide Layer) 
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Nebraska (Slide Layer) 

 

New Mexico (Slide Layer) 

 



 

 
Published by Articulate® Storyline www.articulate.com 

Oklahoma (Slide Layer) 

 

Virginia (Slide Layer) 
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2.12 Introduction 

 

2.13 How to build benefits the right way 

 

Notes: 

 As we discuss benefits, it's crucial to understand how we tailor our plans. We don't simply replicate products from one 
market to another. Instead, we immerse ourselves in each market, recognizing their unique differences. Through competitive 
analysis, we identify successful strategies and potential gaps. 
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We engage with local doctors, prospects, and brokers to grasp what truly matters to consumers. 
 

2.14 Plan Qualifications 

 

Notes: 

 Below is a listing of the eligibility requirements that allow an individual to enroll in our plans. 
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2.15 MAPD and MA only 

 

Notes: 

 In this section, we will review our different Medicare Advantage plan offerings across all of our states. There are some 
similarities across our plans depending if they are MAPD or M8 only.  As a reminder, agents cannot market plan year 2026 
benefits prior to October 1, 2026. 
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2.16 MAPD and MA only 

 

Devoted Health Plans (Slide Layer) 
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MA only  (Slide Layer) 

 

Untitled Layer 3 (Slide Layer) 
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2.17 Plan Options 

 

Click (Slide Layer) 
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2.18 Be on the lookout for these benefits: 

 

The food and Home Card (Slide Layer) 
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Over-the-Counter (Slide Layer) 

 

Dental Benefits (Slide Layer) 
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Vision & eyewear benefits (Slide Layer) 

 

2.19 Members' fitness benefits include: 
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Wellness Bucks (Slide Layer) 

 

SilverSneakers (Slide Layer) 
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2.20 Product Section 

 

Notes: 

 Now that you've had a chance to learn about our different plans, you'll see that we do have multiple plans because we know 
that not one size fits all. We have plans to fit many different needs so you can fit the needs of the individual you are speaking 
to.  
 

Disclaimers (Slide Layer) 
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2.21 Introduction 

 

2.22 $0 Premium Plan 
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2.23 Giveback Plan 

 

Important items to know  (Slide Layer) 
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2.24 Giveback Explainer 

 

2.25 MA-Only Giveback 
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Important items to know  (Slide Layer) 

 

2.26 Premium plan 
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2.27 Introduction 

 

2.28 What types of special needs plans does Devoted offer? 

 

Notes: 

 In this section, we will review our different Medicare Advantage plan offerings across all of our states. There are some 
similarities across our plans depending if they are MAPD or M8 only.  As a reminder, agents cannot market plan year 2026 
benefits prior to October 1, 2026. 
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2.29 Medicare/Medicaid (Duals) 

 

Notes: 

Medicare/Medicaid (Duals) 
 
Dual eligible (Medicare/Medicaid) levels are determined by state Medicaid agencies using: 
Income and asset information 
State-specific Medicaid rules 
 
Depending on their level, Medicaid may cover: 
Medicare Part A and/or B premiums 
Medicare service cost sharing 
Additional Medicaid-only services (e.g., behavioral health, personal care, transportation) 
 
Medicaid benefits vary by state. There are 7 dual-eligible levels, grouped into: 
Full Duals (receive Medicaid benefits): FBDE, SLMB+, QMB+ 
Partial Duals (do not receive Medicaid benefits): QMB, SLMB, QI, QDWI 
 
Medicaid eligibility is reviewed annually and can change frequently. 
 
Note: Medicaid enrollment is state-specific. If a member moves from one state to another, they will have to reapply for 
Medicaid in their new state. There is no guarantee that they will qualify for Medicaid in their new state. 
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2.30 SLMB, QI, QDWI 

 

Notes: 

Must know: 
These are the most limited levels of Medicaid assistance - they get some assistance with Medicare premiums, but that’s all 
Medicaid covers. 
They will always pay the higher amount when you see “$0 or $XX with Medicaid assistance” in plan materials. 
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2.31 QMB, QMB+ 

 

Notes: 

Must know: 
These are the most protected levels of Medicaid eligibility - Medicare providers are federally prohibited from billing a QMB 
member for Medicare services, apart from a nominal Medicaid copay if applicable. 
They will always pay the lower amount when you see “$0 or $XX with Medicaid assistance” in plan materials. Members may be 
liable for nominal Medicaid copays (we list these in our D-SNP plan materials if applicable). 
QMB+ members are Full Dual - they have access to Medicaid benefits. 
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2.32 FBDE, SLMB+ 

 

Notes: 

Must know: 
These are the most protected levels of Medicaid eligibility - Medicare providers are federally prohibited from billing a QMB 
member for Medicare services, apart from a nominal Medicaid copay if applicable. 
They will always pay the lower amount when you see “$0 or $XX with Medicaid assistance” in plan materials. Members may be 
liable for nominal Medicaid copays (we list these in our D-SNP plan materials if applicable). 
QMB+ members are Full Dual - they have access to Medicaid benefits. 
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2.33 A note on FBDE and SLMB+s 

 

Notes: 

Must know: 
These are the most protected levels of Medicaid eligibility - Medicare providers are federally prohibited from billing a QMB 
member for Medicare services, apart from a nominal Medicaid copay if applicable. 
They will always pay the lower amount when you see “$0 or $XX with Medicaid assistance” in plan materials. Members may be 
liable for nominal Medicaid copays (we list these in our D-SNP plan materials if applicable). 
QMB+ members are Full Dual - they have access to Medicaid benefits. 
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2.34 A Lifeline for Members with Limited Income 

 

Notes: 

Must know: 
These are the most protected levels of Medicaid eligibility - Medicare providers are federally prohibited from billing a QMB 
member for Medicare services, apart from a nominal Medicaid copay if applicable. 
They will always pay the lower amount when you see “$0 or $XX with Medicaid assistance” in plan materials. Members may be 
liable for nominal Medicaid copays (we list these in our D-SNP plan materials if applicable). 
QMB+ members are Full Dual - they have access to Medicaid benefits. 
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2.35 Introduction 

 

2.36 Why complete this model of care training? 
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2.37 SNP Enrollment Process 

 

SNP Enrollment Process 1 (Slide Layer) 
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SNP Enrollment Process 2 (Slide Layer) 

 

SNP Enrollment Process 3 (Slide Layer) 
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SNP Enrollment Process 4 (Slide Layer) 

 

SNP Enrollment Process 5 (Slide Layer) 
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Click (Slide Layer) 

 

2.38 SNP Enrollment Process 
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2.39 SNP Enrollment Process 

 

2.40 Our Model of Care 
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SNP Population Description (Slide Layer) 

 

Care Coordination (Slide Layer) 
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Provider Network (Slide Layer) 

 

Quality and Performance Improvement (Slide Layer) 
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Click (Slide Layer) 

 

2.41 Multiple Choice 
(Multiple Choice, 10 points, unlimited attempts permitted) 
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Correct Choice 

 Population description 

 Care coordination 

 Provider network 

 Quality of performance and improvement 

X All of the above 

 

Feedback when incorrect: 

You did not select the correct response. 

 

Notes: 

 
 

Correct (Slide Layer) 
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Incorrect (Slide Layer) 

 

Try Again (Slide Layer) 
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2.42 Introduction 

 

2.43 Required Elements 

 



 

 
Published by Articulate® Storyline www.articulate.com 

Element 1 (Slide Layer) 

 

Element 2 (Slide Layer) 
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Element 3 (Slide Layer) 

 

Element 4 (Slide Layer) 

 



 

 
Published by Articulate® Storyline www.articulate.com 

Element 5 (Slide Layer) 

 

Click (Slide Layer) 
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2.44 Prescription Lookup 

 

2.45 Prescription Lookup 

 

Notes: 

https://www.youtube.com/watch?v=x3aXuuiem1g 
 

https://www.youtube.com/watch?v=x3aXuuiem1g
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2.46 Coverage Stages 

 

Untitled Layer 1 (Slide Layer) 
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Untitled Layer 2 (Slide Layer) 

 

Untitled Layer 3 (Slide Layer) 
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Untitled Layer 4 (Slide Layer) 

 

2.47 Coverage Stages 

 

Notes: 

 The information is readily available in the Summary of Benefits and can be read from there. Even if the individual has low 
income subsidy, this information is still applicable. 
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Deductible stage (Slide Layer) 

 

Initial Coverage Stage (Slide Layer) 
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Catastrophic coverage (Slide Layer) 

 

Click (Slide Layer) 
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2.48 More on prescriptions 

 

2.49 Low Income Subsidy 

 

Notes: 

If a member has LIS or extra help, they may pay less for their prescriptions. We have helpful job aids that describe an 
individual prescription cost sharing by their LIS level in each level of prescription coverage.  Start by clicking here. 
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2.50 Part B vs Part D drugs 

 

Part B vs Part D drugs 1 (Slide Layer) 
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Part B vs Part D drugs 2 (Slide Layer) 

 

Part B vs Part D drugs 3 (Slide Layer) 
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Click (Slide Layer) 

 

2.51 Multiple Response 
(Multiple Response, 10 points, unlimited attempts permitted) 
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Correct Choice 

X Offer to look up their prescriptions and show them how they can look up their prescriptions  
to see if they are covered by the plan. 

X Explain limitations associated with obtaining prescriptions including Prior Authorization, 
Step Therapy, and Quantity Limits 

X Review the transition supply process and the process for exceptions 

X Review the pharmacy network requirement and where individuals can find which 
pharmacies are in-network. 

X Review the M3P program 

X Review the 3 stages of Part D coverage 

 

Feedback when incorrect: 

You did not select the correct response. 

 

Correct (Slide Layer) 
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Incorrect (Slide Layer) 

 

Try Again (Slide Layer) 
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2.52 Introduction 

 

2.53 HMO and PPO 
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HMO (Slide Layer) 

 

PPO (Slide Layer) 
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2.54 Referral vs Authorization 

 

Click (Slide Layer) 
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2.55 Provider Lookup 

 

Find doctors & Drugs (Slide Layer) 
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Search Providers (Slide Layer) 

 

Find (Slide Layer) 
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Doctors & Specialists (Slide Layer) 

 

Click (Slide Layer) 
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2.56 Choosing a PCP 

 

Notes: 

 During the enrollment process for a devoted health maintenance organization, HMO, it is required for the enrollee to select a 
primary care physician, PCP. 
 

Some Guidelines (Slide Layer) 

 



 

 
Published by Articulate® Storyline www.articulate.com 

Changing PCPs (Slide Layer) 

 

Click (Slide Layer) 
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2.57 More On Our Guides 

 

Notes: 

 
 

2 (Slide Layer) 
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3 (Slide Layer) 

 

1 - Copy (Slide Layer) 
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2.58 What is Devoted Medical Primary Care? 

 

Notes: 

 
 

2.59 How can a member choose Devoted Medical Primary Care at the time of 
application? 
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Notes: 

 
 

1 (Slide Layer) 

 

Agent Portal (Slide Layer) 

 



 

 
Published by Articulate® Storyline www.articulate.com 

Connecture (Slide Layer) 

 

Sunfire (Slide Layer) 
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2.60 Encouraging Preventive Care 

 

Notes: 

We want our members to focus on preventive care as well. We encourage our members to take their health care into their 
own hands and take preventive measures to maintain good health and well being.  As part of this focus, we emphasize PCP 
and outpatient treatment whenever possible. We want our members to understand the risks associated with ER visits and 
hospitalizations. 
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2.61 Introduction 

 

2.62 How to Conduct a Compliant Sales Presentation 
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Click (Slide Layer) 

 

2.63 Sales Presentation Process 

 

Notes: 

 There are seven steps in the process. Review each one carefully. Now let's review the seven steps in the process to complete 
a sales presentation.  
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2.64 Step 1 | Scope of Appointment (SOA) 

 

Notes: 

 This next step is completing a scope of appointment. The scope of appointment is required for appointments with a potential 
new or existing member. It ensures that only the types of products the beneficiary has requested are discussed and is 
intended to protect the beneficiary from being solicited for a product they didn't originally express interest in.  
 
We do ask that all scopable appointments be submitted to devoted, and then we will retain the scopable appointment for the 
10 year minimum requirement. There are two different ways to complete scopable appointments if you are completing it in 
person, and then there are multiple options for completing the scopable appointment if you're not in person with a prospect 
or a member. 
 
Review this slide for more information. 
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How to complete an SOA  (Slide Layer) 

 

SOA must be secured  (Slide Layer) 
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The SOA  (Slide Layer) 

 

Click (Slide Layer) 
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Untitled Layer 12 (Slide Layer) 

 

2.65 Step 2 | Introduction 

 

Notes: 

 Now we move to the introduction. This includes getting to know the individual and introducing ourselves and making sure 
that they know they are working with a licensed agent and the organization we work for.  Laura will go over what the 
introduction process includes. 
Make sure it is clear that you are a licensed agent and the company you work for 
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Ensure your introduction does not come off as though you are an employee of Medicare 
Provide a business card and it is suggested to have some type of name tag or badge 
 

Licensed agent  (Slide Layer) 

 

Warm up (Slide Layer) 
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Click (Slide Layer) 

 

Untitled Layer 9 (Slide Layer) 
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2.66 Step 3 NEADS Analysis 

 

Notes: 

 Next part of our presentation is where we're going to do a lot of listening. This is where we're going to ask some questions 
and determine what plan might fit the individual's needs.  It's important to ask some questions like what do they currently 
have for their health plan? Do they have Medicaid and or low income subsidy? 
 
Do they have another Medicare Advantage plan, Medicare Supplement plan?  Then what do they like about that plan?  Why 
did they initially choose it? And if they could change something or add something to their health care, what would it be?  It's 
really important that we also make sure to ask if there's anyone that helps them make their health care decisions.  
 
Once we've asked all of our questions, we're going to choose one plan or product to provide in our review. Make sure that it 
falls into the category of the scope of appointment that was completed.  A couple tips when we're asking questions is to make 
sure that we're not asking any question that can come off as cherry picking, meaning any type of direct medical question.  
 
Also, it's important that we only ask one question at a time. That way it gives the individual time to actually respond.  
 



 

 
Published by Articulate® Storyline www.articulate.com 

Now (Slide Layer) 

 

Enjoy (Slide Layer) 
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Adjust  (Slide Layer) 

 

Decision maker (Slide Layer) 
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Solution (Slide Layer) 

 

Click (Slide Layer) 
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Untitled Layer 9 (Slide Layer) 

 

2.67 Step 4 | Present the plan 

 

Notes: 

This part of your sales meeting is where you're going to present the plan. When you're presenting the plan, there are a couple 
important pieces to make sure that you cover. First, it's showing the devoted health video,  then going into the enrollment kit.  
It's important when we're reviewing the summary of benefits that we review it in its entirety.  
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Next, we'll review prescription coverage and in network pharmacies.  Then we'll review providers and select a primary care 
physician.  And finally, we'll want to make sure to talk about star ratings.  If this is a telesales call center, at this point in the 
presentation, you'll want to make sure to use the phone recorded scripts as approved by devoted health 
 

Medical Enrollment (Slide Layer) 

 

Devoted Health’s Video (Slide Layer) 
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Whats Next (Slide Layer) 

 

Review of Summary of Benefits  (Slide Layer) 
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Review of Prescription coverage and in-network pharmacy (Slide Layer) 

 

Review Providers and select a Primary Care  Physician  (Slide Layer) 
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Star Ratings (Slide Layer) 

 

Additional required elements (Slide Layer) 
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Audio (Slide Layer) 

 

2.68 Step 5 | Finalize the Sale 

 

Notes: 

Now it's time to finalize the sale. Once you've answered all their questions, refer back to the information you've gathered in 
the beginning and summarize why this plan will bring them value. Don't forget to ask for those referrals.  
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video (Slide Layer) 

 

2.69 Step 6 | Completing the Enrollment 

 

Notes: 

When you are ready, there are two different ways to complete an enrollment application. You can do so using our electronic 
submission and our easy to use online enrollment tool.  When you're doing electronic submission, you do have two options 
for completing an application in person or a remote signature option as well.  
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Our other option is complete a paper submission.  You can fax or mail the application. Make sure to do so within 48 hours. 
The paper application has the fax and or mailing address to send to the correct location.  Also, an HRA will be available for 
broker agents to complete on any Medicare Advantage member through our agent portal upon submission or receipt of the 
application.  
 

Audio (Slide Layer) 

 

2.70 Step 6 | Completing the Enrollment 
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Health Risk Assessment  (Slide Layer) 

 

HRA so important (Slide Layer) 
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Click (Slide Layer) 

 

2.71 Step 7 | Buttoning up the Sale 

 

Notes: 

Our last step is buttoning up the sale. Thank the individual for the enrollment, complete the enrollment receipt that's in the 
enrollment kit, and let the individual know what they can expect next, including a welcome text, their welcome kit,  a text 
asking if they have any transition needs, and for our members with transition needs, a welcome call. 
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Enrollment Receipt (Slide Layer) 

 

2.72 Steps in the Process 

 

Notes: 

There are seven important steps in the sales presentation. If you have any questions, give us a call as we are happy to help 
you. 
 



 

 
Published by Articulate® Storyline www.articulate.com 

video (Slide Layer) 

 

2.73 What happens if there is an issue with an application? 

 

Notes: 

There are seven important steps in the sales presentation. If you have any questions, give us a call as we are happy to help 
you. 
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Enrollments (Slide Layer) 

 

Messages (Slide Layer) 
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Click (Slide Layer) 

 

2.74 Telephonic/Virtual Enrollments 
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video (Slide Layer) 

 

2.75 No need to worry about plan-to-plan changes 

 



 

 
Published by Articulate® Storyline www.articulate.com 

2.76 Cancellations and Disenrollment 

 

Cancellations and Disenrollment 1 (Slide Layer) 
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Cancellations and Disenrollment 2 (Slide Layer) 

 

Cancellations and Disenrollment 3 (Slide Layer) 
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Cancellations and Disenrollment 4 (Slide Layer) 

 

Cancellations and Disenrollment 5 (Slide Layer) 
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Click (Slide Layer) 

 

2.77 Multiple Response 
(Multiple Response, 10 points, unlimited attempts permitted) 
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Correct Choice 

X Paper 

X Electronic 

X E-mail/Text 

X Phone 

 

Feedback when incorrect: 

You did not select the correct response. 

 

Correct (Slide Layer) 
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Incorrect (Slide Layer) 

 

Try Again (Slide Layer) 

 

2.78 Multiple Choice 
(Multiple Choice, 10 points, unlimited attempts permitted) 
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Correct Choice 

X True 

 False 

 

Feedback when incorrect: 

You did not select the correct response. 

 

Notes: 
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Correct (Slide Layer) 

 

Incorrect (Slide Layer) 
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Try Again (Slide Layer) 

 

2.79 Multiple Choice 
(Multiple Choice, 10 points, unlimited attempts permitted) 
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Correct Choice 

 True 

X False 

 

Feedback when incorrect: 

You did not select the correct response. 

 

Notes: 

 
 

Correct (Slide Layer) 
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Incorrect (Slide Layer) 

 

Try Again (Slide Layer) 

 

2.80 Multiple Choice 
(Multiple Choice, 10 points, unlimited attempts permitted) 
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Correct Choice 

 Devoted welcome kit 

 ID card in a separate mailer 

 Welcome text 

 MyDevoted app 

X All of the above and more 

 

Feedback when incorrect: 

You did not select the correct response. 

 

Notes: 
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Correct (Slide Layer) 

 

Incorrect (Slide Layer) 
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Try Again (Slide Layer) 

 

2.81 Introduction 
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2.82 Devoted Website 

 

2.83 Agent Portal 
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1 Enrollment/membership status (Slide Layer) 

 

2 Medicaid and LIS  (Slide Layer) 
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3 Complete an enrollment application  (Slide Layer) 

 

4 Scope of appointment  (Slide Layer) 
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5 Complete an HRA (Slide Layer) 

 

6 Tools and training  (Slide Layer) 
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7 Request to host  (Slide Layer) 

 

8 Identify and provide  (Slide Layer) 
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9 Agent Support (Slide Layer) 

 

10 Login  (Slide Layer) 
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11 Completing your certification  (Slide Layer) 

 

Click (Slide Layer) 
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2.84 Marketing Storefront 

 

Login (Slide Layer) 
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Items to order (Slide Layer) 

 

Click (Slide Layer) 
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2.85 Marketing Assets 

 

2.86 Introduction 
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2.87 Devoted Events Overview 

 

2.88 Registering for an Event 
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Request via email  (Slide Layer) 

 

Ready to Sell  (Slide Layer) 
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72-hour notice  (Slide Layer) 

 

Click (Slide Layer) 
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2.89 Registering for an Event 

 

Add/View Events (Slide Layer) 
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Submit a new event (Slide Layer) 

 

Event Status (Slide Layer) 
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Click (Slide Layer) 

 

2.90 Preparing for a Sales Event 
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Suggested Items to have for an event (Slide Layer) 

 

Additional Event Set-up Reminders (Slide Layer) 
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Click (Slide Layer) 

 

2.91 Reminders During the event 
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Devoted Health Events (Slide Layer) 

 

Non Plan Specific Event (Slide Layer) 
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Emergency (Slide Layer) 

 

Sign-in Sheets (Slide Layer) 
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Marketing in Health Care Settings (Slide Layer) 
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2.92 Formal Seminars 

 

Audio (Slide Layer) 
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2.93 Marketing Sales Events Dos and Don'ts 

 

Agents May (Slide Layer) 
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Agents May Not (Slide Layer) 

 

2.94 Educational Event Dos and Don'ts 

 

Notes: 
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Agents May (Slide Layer) 

 

Agents May Not (Slide Layer) 
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Click (Slide Layer) 

 

Untitled Layer 9 (Slide Layer) 

 

2.95 Multiple Choice 
(Multiple Choice, 10 points, unlimited attempts permitted) 
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Correct Choice 

 3 days 

X 7 days 

 14 days 

 30 days 

 

Feedback when incorrect: 

You did not select the correct response. 

 

Notes: 

 
 



 

 
Published by Articulate® Storyline www.articulate.com 

Correct (Slide Layer) 

 

Incorrect (Slide Layer) 
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Try again (Slide Layer) 

 

2.96 Introduction 
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2.97 Pre-AEP Enrollment Period Reminders 

 

Upcoming plan year  (Slide Layer) 
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Completing paper applications (Slide Layer) 

 

Date and signature  (Slide Layer) 
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Prior to 10/15   (Slide Layer) 

 

Agent Soliciting definition  (Slide Layer) 

 



 

 
Published by Articulate® Storyline www.articulate.com 

Click (Slide Layer) 

 

2.98 Sales Compliance Oversight & Monitoring 
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Click (Slide Layer) 

 

2.99 Permission to Contact Review 
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2.100 Permission to Contact Review 

 

Door-to-door solicitation (Slide Layer) 
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Common areas  (Slide Layer) 

 

Send direct messages  (Slide Layer) 
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AEP (Slide Layer) 

 

Make unsolicited calls  (Slide Layer) 
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Make outbound calls  (Slide Layer) 

 

Make calls to market plans  (Slide Layer) 
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Call beneficiaries  (Slide Layer) 

 

Call prospective enrollees  (Slide Layer) 

 



 

 
Published by Articulate® Storyline www.articulate.com 

Personal beneficiary data  (Slide Layer) 
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2.101 Contacting Current Clients and or Members 

 

Contact (Slide Layer) 
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Agent of Record  (Slide Layer) 

 

Protected Health Information (Slide Layer) 
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Click (Slide Layer) 

 

2.102 Reporting Fraud, Waste and Abuse 

 

2.103 Multiple Response 
(Multiple Response, 10 points, unlimited attempts permitted) 
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Correct Choice 

X Call our hotline. You can remain anonymous  - 1 (855) 292-7485 

 Keep it to yourself 

X Report it to your local sales manager 

X Email compliance@devoted.com 

 

Feedback when incorrect: 

You did not select the correct response. 
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Correct (Slide Layer) 

 

Incorrect (Slide Layer) 
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Try Again (Slide Layer) 

 

2.104 Multiple Choice 
(Multiple Choice, 10 points, unlimited attempts permitted) 
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Correct Choice 

 5 % 

X 10 % 

 14 % 

 20 % 

 

Feedback when incorrect: 

You did not select the correct response. 

 

Notes: 

 
 

Correct (Slide Layer) 
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Incorrect (Slide Layer) 

 

Try again (Slide Layer) 
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2.105 Introduction 

 

2.106 Resources 
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2.107 Resources 

 

2.108 Summary video 
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