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IMPLEMENTING THE ASSOCIATION
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B The New Enrollment Process

Telemarketing

e Client receives call
and sets up
appointment to go
to center.

e Or we send "Your
guide to Medicare
Preventive
Services" to house

# Set appointment to
center

Transportation

e Coordinated with
the Center

Medical Center
Visit

e Greeting

e Liaison

e Center Tour

¢ 5YRM document

Medical Center
Enrollment

e Get prospect to
become member of
the center

e Offer free dental

o Massage/Physical/Pain
Therapy

o Paraffin Treatment
e Activity Center

e Free Beauty Salon
Services

e %15/ month OTC
Medicines

Medicare
Advantage
Enrollment

e Insurance Agent Calls
Client

e [A goes to prospect
house or meets
prospect at center

# Present carriers are
Wellcare, United;
nead to add Simply




B Documents Needed

I. Marketing/Sales II. Telemarketing ITI. Medical Center Visit

1. Marketing Data Selection 1. Scripts 1. PSQ Complete Report

2. Medical Center Components 2. Appointment /Transportation 2. PS Memo
and Resources Report

3. CMS Form 10110




The Power of the First Visit

B Characteristics of first visit:

> “VIsSItor” IS not sick or In pain

> \/ISIter COmes to listen te your
‘Health Propoesition™

P FinaMedic



Interprofessional Healthcare

B Prevention iIs much more of an
Interprofessional activity than reaction.

B The scope Is broader; Practitioner needs
o act before anything can happen.

B Collaboerative team behavior reduces the

P FinaMedic

error rate In healthcare.




Improving Delivery

B Pamphlets, posters and reading
YEEEUS

B Short guestionnaires

B Assess patient’s readiness to change
— Early behavior: infermation

— Ready for change: counseling and
pPehavior modification

— Changed: support and fellow-up
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The End
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