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How provider-agent  relat ionships work:

Doctor and agent relationships are mutually beneficial. Both the doctor and the agent get paid 
by the carrier for each plan that is sold.

At a high level, independent brokers provide rich value to physicians who accept Medicare.  
Many brokers coordinate care delivery by working closely with Medical Groups and physicians in 
order to better serve their clients.

The most successful brokers leverage Spark Marketing Center, Spark Client Services, and their 
t ime and expertise to drive healthy results for all part ies.  

Knowing how to f ind, target, understand your value add and how to leverage Spark?s tools will 
set you up for success. 

Provider  Relat ionships Market ing Guide

Provider  Relat ionship Market ing

Build successful relationships with local medical groups and 
doctors to expand your business through word-of-mouth 
referrals and marketing.

W ho do you help: Turning 65 within a 6-month window

Older than 65, but losing insurance coverage

Unsure whether to choose employer insurance 
or enroll in Medicare

Unhappy with the current coverage

On Social Security disability

Doctors serving individuals aging into Medicare turning 65 and 
needing assistance with Medicare coverage. 

Object ive: 

Target  Audience:  

W hat  is your  brand posit ioning and compet it ive advantage

When providers partner with a Spark agent they will receive expert advice for helping 
patients enroll in a plan that works best with the provider. Providers will also receive 
ongoing customer service support, improving patient experience and retention while 
handling the administrative work for the provider's off ice. 



Agents can emphasize these 
value adds out lined in our

You are an expert in your local market and your 
clients trust you

You have a back-office support team

Marketing support

HIPAA-compliant CRM tool that easily helps you 
manage your clients. 

Client services team that assists with billing 
issues, encouraging patients to come in for 
wellness visits, prescription issues, and more. 

Provider  Par tnership 
One Pagers:

Market ing to doctors and medical groups 

Research local medical groups and doctors in your market  1.

Utilize Spark?s provider search 
with marketing maps

Testimonials from your current clients, for the 
providers they go to,  are good doctors you 
would want to partner with

Google search local medical groups

Build relat ionships with these medical groups and doctors:2.

Go in person: Sell yourself and your business and the benefit of a partnership. Identify 
who makes the business decisions at the off ice -  which can be the medical group or 
business manager, not always the doctor, and speak with them.

Arrange One-on-One Meetings: Request one-on-one meetings with doctors to 
introduce yourself, explain your services as an insurance agent, and explore 
potential collaboration opportunit ies. Focus on how you can benefit the 
doctor's patients.
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Attend events where medical groups and doctors are present

Look up local health fairs to attend to meet with providers and have 
one-pagers to give them

Provide educat ional materials

Provider deck 

Medicare 101

Maintaining relat ionships and growing your business3.

Create leave-behinds for doctors' off ices and educational materials

Provider partnership one-pagers and presentation

Mailers on the doctor's behalf

Can potentially have a medical group sponsor 

Support from the Spark marketing team

Events with providers can draw in more clients

Informal sales events, a kiosk in parking lots, or health presentations for the 
doctor at the provider's off ice

Social Media with organic relationship-building with providers

Lunch and learn with a staff of the doctor's off ice to understand how you help 
Medicare beneficiaries

Market ing Resources with Spark

Market ing 
Center  Assets 
for  social media, 
pr int , and direct  
mail:

Market ing to Providers: highlighting your value proposit ion 
and why they should partner with you

Action item: Post to social media accounts or run a social 
media ad in your area targeting medical groups and doctors.

Market ing to Provider Social 
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Action item: Purchase a lead list of providers (spark can 
assist) and mail out to providers in your area. OR use as a 
leave behind at medical groups.

Market ing to Provider Postcard 

Market ing with providers: provider encourages the patient to 
come in for a visit and to review Medicare coverage with a 
local, trusted agent 

Action item: encourage providers to use these marketing 
materials on their socials, sponsor a mailer, and use fliers at 
their off ice and local community places that seniors attend.

Provider Postcard 

Provider Mailer 

Provider Flyer

Provider Flyer 2

Event w ith Provider /  T65: hosting an event with a provider 
for patients aging into Medicare.

Action items: Create an event with the doctor / medical group 
to encourage those aging into Medicare promote at the 
off ice, local places, and social media to increase attendance:

Event Flier Event Social

Provider  
One-pagers:

Action item: leave at medical groups after you have gone and 
introduced yourself as an easy way for them to gather all the 
information they need to review later even after a 
presentation

Provider Partnership one-pagers 

Provider  
Presentat ion:

Action item: Give a presentation to the doctor and off ice on 
your value proposit ion and partnership.

Provider Presentat ion

Client  retent ion: Action item: Opt into our client retention program who will 
provide automated marketing campaigns, encourage 
wellness visits, and transportation benefits.

LINK -  opt  in!
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Compliance on Provider  Relat ionships



Market ing Pieces in the Market ing Center :

Postcards

Flyers Social media
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