BROKER CONVERSATION GUIDE
% AEVITAS The Three-Pillar Client Conversation

What to Tell Your Clients

Every client with 200+ employees has exposure in all three areas. Pick the opener that fits the room — and use the script below.

"The clients who engage fastest hear the fiduciary angle first. Most CFOs don't realize they can be personally named. That gets attention
in a way that a premium conversation doesn't."

PILLAR 1 — THE URGENCY OPENER
Penalty Prevention

WHAT THIS COVERS

CMS is now actively auditing MSP compliance. Up to SAY THIS TO YOUR CLIENT

$1,512 per day per employee — and your clients likely "CMS began auditing MSP compliance in February 2026.

have documentation gaps they don't know about. This is Employers who can't document their Medicare coordination process
the fastest way to create urgency with a client who isn't are exposed to penalties up to $1,512 per day, per employee. Do
feeling pain yet. you know where your plan stands?"

BEST FOR: CFOs, risk managers, and ERISA counsel — focused on
downside protection.

PILLAR 2 — THE ROI OPENER

02 Medicare Savings

WHAT THIS COVERS

Every Medicare-eligible employee who transitions saves SAY THIS TO YOUR CLIENT

the plan $18K+ per year. Education-led transitions are the "Most employers with 200+ employees have 30-50

only legal path — and they compound over time. This is the Medicare-eligible employees on their group plan right now. At $18K
opener for clients focused on reducing renewal costs per person per year, that's a significant opportunity — and the only
without cutting benefits. compliant way to capture it is through structured education.”

BEST FOR: HR Directors and CFOs focused on reducing renewal costs
without cutting benefits.

PILLAR 3 — THE OPENER MOST CONSULTANTS AREN'T USING

03 Audit Documentation & Fiduciary Protection

WHAT THIS COVERS

Monthly reports, timestamped records, full MSP SAY THIS TO YOUR CLIENT

coordination trail. Your clients have documented proof of a "Under ERISA, you — not just your company — can be individually
prudent process — and you have a renewal story beyond named in a fiduciary breach claim if the plan isn't properly

the premium increase. The real opener is below. documented. Aevitas's monthly reports are the paper trail that

protects you personally.”

BEST FOR: CFOs, HR VPs, and benefits committee members with
personal fiduciary responsibility.

THE FIDUCIARY CONVERSATION OPENER
Under ERISA, your clients' HR Directors and CFOs can be individually named in a breach of fiduciary duty claim — not just the
organization. Aevitas's monthly documentation record is the defensible paper trail that demonstrates a prudent process and protects
them personally. That's a conversation most consultants aren't having yet.

Why this works: Most CFOs feel insulated from compliance risk because they assume the company absorbs it. ‘Personally named' changes that. Always
follow with: 'Consult your ERISA counsel for advice specific to your plan.'
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Quick Reference — Conversation Opener by Audience
Use the opener that matches who is in the room.

WITH AN HR DIRECTOR WITH A BENEFITS COMMITTEE
Lead with penalty + fiduciary. Lead with savings + documentation. Use all three pillars as one story.

"CMS is auditing now — and under ERISA, you "You likely have 30-50 Medicare-eligible "CMS enforcement is active, your plan has
can be personally named if the plan isn't employees on the plan right now. At $18K Medicare cost exposure, and your fiduciaries
documented. We close that gap for $18 per each, that's a significant savings opportunity — need documented proof of a prudent process.
employee per year." captured compliantly through structured One Aevitas engagement addresses all three."

Pillars 2 + 3 All 3 Pillars

The ROI of Aevitas — 1,000-Employee Illustration

Use this when the client asks "what does it cost and what do we get?"

$18,000 $180,000+ $250,000+ $430,000+

Annual Aevitas cost Medicare optimization savings Penalty exposure reduced Total value — 2,300% ROI
$18 PEPM / 1,000 employees 10 transitions x $18K minimum MSP, COBRA, Section 111, ERISA On an $18K annual investment

How the Partnership Works — Five Steps to Renewal

Your client, your relationship, your renewal story.

You introduce Aevitas to a client

200+ employee groups on self-insured or level-funded plans. Manufacturing, healthcare, and professional services tend to have the most
Medicare-eligible employees.

We run a free exposure assessment

No cost to you or your client. We quantify their Medicare exposure, penalty risk, and estimated savings — giving you a concrete number.

We present findings together
You stay in the room. We present the Sentinel proposal — your client, your relationship. We never contact your clients independently.

Sentinel launches — monthly reports to both of you
Every month: transitions to date, savings accumulation, compliance status. You see everything your client sees.

You walk in with documented savings, a lower claims profile, and a compliance trail. A different conversation — and a stronger client relationship.

e Renewal arrives — you tell a great story

OUR INDEPENDENCE GUARANTEE

Aevitas is not an insurance agency. We never sell, recommend, or earn commissions on insurance products of any kind. When
employees choose to transition to Medicare, they are connected to licensed enrollment partners — not to us. This independence is why
employers trust our guidance, why consultants bring us in, and why our results are defensible.

AEVITAS www.aevitasol.com
Independent. Education-led. Compliant:



