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WHAT IS MEDICARE?

• Health Coverage for 3 groups of  people

• Those 65 and older

• Those under 65 with certain disabilities

• Those that are any age with End Stage Renal Disease

• Enrollment is through Social Security or Railroad Retirement Board

• Administered by Center for Medicare and Medicaid Services
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WHAT MEDICARE DOES/DOESN’T PAY FOR

3



HOW WE FILL THE GAP
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HAVING THE TALK

• Start Early

• “We have a variety of  health coverages including Medicare Supplements when you are ready to make 
those decisions.”

• “Medicare supplements are standardized, so as long as your provider takes Medicare, they have to 
take your supplement. You are truly comparing price and customer service.”

• Encourage them to sign up for an online Social Security Account

• Once they have their Medicare Part A & B, they are ready to come see you
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GUARANTEED VS. NON-GUARANTEED

• Guaranteed
• Their open enrollment period (3 months before they turn 65, the month they turn 65, and 3 months 

after they turn 65.)

• Within 6 months of  Medicare Part B starting

• Special Enrollment Period (the 6 months following their/spouse’s retirement)

• Non-Guaranteed
• When they have been with another company and want to switch.

• When they have had Medicare Part A & B, but didn’t want a supplement, but now want one

• ****The Fall Open Enrollment Period for Medicare Advantage and Part D is not an open 
enrollment for these plans
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KFB HEALTH TO MEDICARE

• Does not automatically roll over

• Must complete paperwork (We mail form 2-3 months in advance)

• Must pick up a drug plan (We do not sell)

• ***Plan D and Part D are NOT the same!!!!!!
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SAYINGS TO REMEMBER

• Medicare Part D---Is a dance. Pick your best partner for the year. 
Every year from Oct. 15-Dec. 7 you are going to check to see who 
your best partner is.

• Medicare Advantage---Not an advantage if  you Dr./Hospital is not 
in-network

• Medicare Supplement---Treat like a marriage. Pick well, pick what 
you can afford, and stick with it.
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Erin Petersilie

Director of  KFB Health 
Plans

petersiliee@kfb.org

785-346-6185

mailto:petersiliee@kfb.org






Retirement is no longer…
"hang on and hope nothing bad happens!"

Instead, living intentionally and investing in:
• Life Experiences
• Health and Well-being
• Security/Guaranteed Income 
• Leaving a Legacy
• Choice 

Renaissance!



11,200 Americans turn 65 everyday

4.1mm Americans every year through 2030

The longevity market represents $22 TRILLION 
opportunity. 83% of the US household wealth is 
controlled by 50-year-old households.

Let's Talk Peak 65



LIFE EXPECTANCY

Longevity TaxesInflation Volatility

Source: socialsecurity.gov, 
IRS Pub 590-B (2018)
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Embrace EVERY Stage

If you make it to 65-years-old, you have even odds to live into 
your 90s. This is a seismic shift in how we perceive and 

prepare for later stages in life. 

As we seek more fulfilling lifestyle choices, there are unique 
challenges to consider



• 76,000,000 (almost 25% of the US population; higher % for Kansas)
• 22% live alone
• 22% have no children; 37% have no grandchildren
• 35% of American divorcees in 2021 were 55+ (2x more than others)
• 49% expect to or are already working past age 70
• 70% expressing financial uncertainty over retirement savings
• Greater number of chronic health conditions than previous generations
• Value health and financial well-being, social connections, hard work, individualism, 

independence, optimism, family

Interesting Stats: Baby Boomers
Born 1946 – 1964
Age range: 61 -79



•Focus on Stages, Not Just Age: "The three-stage life of learn, earn retire, no 
longer holds and that the increasing healthspans decrease the importance of 
age in the market. Rather, it will be stage that defines what types of products 
and services a person will need". NikeCruzr One sell the need, not the age.

•Diversity Within Older Adults: “We need to reset what an 'old person' is. Three 
people, all seventy years old, may not even be in the same market segment".

•New Opportunities: "People will live a multi-stage life with new life stages. 
Individuals should think about their own stages as well as the stages of their 
customers and workforce".

•Call to Action: "Every business leader needs to develop a longevity strategy for 
the opportunities presented by the living a 100-year life. Changing your mindset 
will be crucial."



Senior Living Myths

55 is too young to consider senior living options - that's for "old" peopleMyth 1
Senior living communities are only for sick peopleMyth 2

Medicare covers the cost of long-term careMyth 3

Aging at home (without a plan) is the most affordable and easiest option Myth 4

Senior living is an asset drain and my options are limitedMyth 5

Understanding Senior Living Myths

When the time comes that more care is needed, care center options are readily 
available

Myth 6



PREPARING FOR RETIREMENT TRANSITIONING TO RETIREMENT LIVING IN RETIREMENT

How can I cover my 
healthcare needs?

Will I have enough to retire?

When should I start taking 
Social Security?

How can I leave a legacy?

How should I access my money 
to fully enjoy retirement?

Accumulation

Retirement Timing
& Lifestyle

Debts

Risk

Other Financial 
Goals to Balance

Risk Tolerance 
Changes

Healthcare (Medicare) 
Long-term Care

Social 
Security

Business 
Succession

Distribution Plan
& Taxation

RMDS
Estate 
Planning

Legacy 
Planning



NEST EGG

401k 403b

IRA SEP

Savings & 
CDs

Life 
Insurance & 

Annuities

Roth IRA
Stocks & 

Bonds



SOCIAL SECURITY BENEFITS

-30% -25% -20% -13.3% -6.7%

62 63 64 65 66

+8% +16% +24%

68 69 70

Reduction is permanent!

Example: birthday of May 9, 1961

100% Benefits
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3+ Chronic Conditions
By 2033, the majority seniors 75+ will have 3+ chronic conditions and 
mobility limitations

Many older adults 
will need additional 
caregiving support 
and may not be able 
to continue to live 
independently.



LONG TERM CARE

Longevity TaxesInflation Volatility

70%

CARE OPTIONS

Rely on the government

Long Term Care Insurance

Asset Based Solution
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Over age 65 will 
need some form of 

long term care

$260
Average daily cost 

of semi-private 
room

20%
Will need care for 
five years or more
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Challenges Facing Older Adults
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Only things comparable to effects on 
health and well-being of caregiving are:

1.Divorce
2.Bankruptcy

Needs to be acknowledged and though of 
when you consider aging at home.

The Growing Caregiver Role  

Impact: Biological & Physiologic



https://www.va.gov/pension/aid-attendance-housebound/



Comprehensive 
Planning Platform

 
*NEEDS*

*WANTS*

*WISHES* 

MoneyGuide Pro Elite











LET’S PREPARE OUR CLIENT 
MEMEBERS FOR EVERY STAGE 

OF LIFE!

WARD PHILLIPS 
ward.phillips@fbs.com

515-669-2205

Registered Representative/Securities & services offered through FBL Marketing Services, LLC,+ 5400 University Ave., West Des Moines, IA 50266, 
877/860-2904, Member SIPC. Farm Bureau Property & Casualty Insurance Company,+* Western Agricultural Insurance Company,+* Farm Bureau Life 
Insurance Company+*/West Des Moines, IA. +Affiliates. *Company providers of Farm Bureau Financial Services. Individual must be a registered 
representative of FBL Marketing Services, LLC to discuss securities products. Individual must be an investment adviser representative with FBL Wealth 
Management, LLC to discuss advisory services. Individual must be licensed with issuing company to offer insurance products. 
Neither the Company nor its agents or advisors give tax, accounting or legal advice. Consult your professional advisor in these areas. 

mailto:ward.phillips@fbs.com
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