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Strong, Stable & Secure for Over 100 Years
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A+ Rating with A.M. Best Company

Over 57 years of Med supp experience

2nd largest Med supp provider in the United States




Mutual of Omaha 
• Highly reputable brand
• Pioneer in the insurance industry

• In the early 1900s insurance was for the wealthy
• Most Americans couldn't afford it and figured they didn’t need 

it
• Our founder, Dr. C.C. Criss, changed that, giving the middle- 

class better policies and more coverage than anyone else at 
the time

• Wild Kingdom
• Launched in 1963 on primetime then moved to an online 

Web series and on RFD-TV\
• Re-launched Oct 7th, 2023, on NBC with the new series 

"Mutual of Omaha's Wild Kingdom: Protecting the Wild"
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Finding prospects
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• Digital presence (website, social media)

• Mailers (postcards)

• Warm leads (introductions and seminars)

For producer use only. Not for use with the general public.

Presenter Notes
Presentation Notes
Staying in front of prospects as we know is the key to closing sales. Finding prospects can be the most difficult part of the process and research has consistently shown that social media, mailers and warm leads continue to be keyways to find prospects. 

As you start to market yourself having an understanding of what’s important to your target market is very key. 




In the most recent survey available, Pew Research Center found 87% of adults ages 50 to 64 are online, compared with 82% of those ages 65 to 69 and 75% of those ages 70–74, with those ages 80+ at 44%. 

How do senior use the internet? 

Most online seniors — 86%, according to Google — are enthusiasts who spend at least six hours a day online and own an average of five devices. Of these “digital seniors,” 82% use their smartphone every day. 

https://creatingresults.com/blog/2023/06/27/what-do-seniors-do-online-data-for-marketers/#:~:text=In%20the%20most%20recent%20survey,ages%2080%2B%20at%2044%25 

Mailers – sending post card for example rate guides, sharing our value-added brochures . – health wellness 
Having a presence on social media that aids in the providing educatio




Training Tools

Guides Available on Sales Professional Access (SPA)
• Getting Started with Mutual of Omaha (Senior Health SPA Guide)

• Medicare Solutions Product Portfolio

• Value Ad Producer Guide

• Underwriting Guide

• E-Application Storefront Guide

• Medicare Solutions Contact Card

• Social Media Guide

For producer use only. Not for use with the general public.

http://blogs.mutualofomaha.com/express/files/2023/08/S7126_23470142_O_SH_SPA-Guide-Jan-2023.pdf
https://files.marcomcentral.app.pti.com/mutualofomahaworkplacesolutions/PDFs/S7126_23615126_O.pdf
http://blogs.mutualofomaha.com/express/files/2023/08/606605_0922.pdf
https://blogs.mutualofomaha.com/express/files/2023/07/604504_080123_Underwriting-Guide.pdf
https://blogs.mutualofomaha.com/express/files/2023/06/S7126_23615982_O_0623-eApp-Storefront-Quick-Guide-2-compressed.pdf
http://blogs.mutualofomaha.com/express/files/2023/08/S7126_22469845_O-Medicare-Solutions-Contact-Card.pdf
https://blogs.mutualofomaha.com/express/files/2023/07/S7126_23615135_O_Social-Media-Post-Brochure-2023-compressed.pdf


Exceptional Broker Experience 
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Exceptional Broker Experience 

8

• Direct access to your underwriter 

• Broker sales support team avg speed to answer is 20 seconds

• 96% of applications are auto issued in 180 seconds 

• 99% of your customer’s claims are paid within 24 hours 



SPA Book of Business 
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Now available to all levels in the hierarchy (except for licensed-
only agents)

Over 51k downloads to date
69% downloads are filtered by product 
type
85% downloads are via desktop vs. mobile 
or tablet



Personalized URL’s

• New button on dashboard that opens a screen with two options
1.Medicare Supplement
2.Individual Dental
• The URLs are easy to read and there is a copy button to make it easy to paste 

with one click
• The links direct the consumer to the quote page for the product selected
• Contact information on the page is based on the URL, so it is unique for each 

producer
• Sales made through the link are attributed to the agent
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This is our Med Supp and Dental PURL (Personalized URL Link) 
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Copy Link and Email directly to customer 
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What’s Next For Storefront

• Today
• When multiple products are sold (Med Supp + Dental); two 

signatures are required for each product sold
• Coming Soon…
• When multiple products are sold only ONE signature will be required
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Med Supp – May 2024
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Med Supp – May 2024

16



Dental - Consumer Sentiment

35%

65%

Nearly two-thirds of 
Medicare beneficiaries do 
not have dental coverage

Great Cross-Sell Opportunity with a 
Medicare Supplement. 

2024 YTD 58 issued policies for BIHINI 

No Dental coverage Dental coverage

KFF – “Drilling down on Dental Coverage and Costs for Medicare Beneficiaries” March 2019
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Two plans available
 1. Preferred plan
 2. Protection plan

Option of $1,500, $3,000 or $5,000 
annual max benefit 

No waiting period for coverage to begin
 
20% coinsurance benefit for major 
services on day one – then 50% after year 
one.

Washington State set to release in June 
2024
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Premium Discount
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For producer use only. Not for use with the general public.

15% multi-product discount when Med supp + Dental are sold 
together

The discount applies to the dental policy and is automatically applied when 
the dental application is signed between the Med supp application sign date 

and within 30 days after the Med supp policy issue date 

Presenter Notes
Presentation Notes





21

21

For producer use only. Not for use with the general public.
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Mutual Sales Leaders 2024
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BIHINI - Bonus Opportunity 
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May 2024 – July 2024 

$667,555 ANBP

$4000

Excludes AK, DC, HI, NY, RI, VT, and WA. And NC internal 
replacements and/or affiliate conversions



Patrick Hackman
Associate Sales Manager 
patrick.hackman@mutualofomaha.com
(402) 351-3620
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Thank you for your time! 
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