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MONTHLY CALENDAR

SUNDAY

REMINDERS

June
MONDAY TUESDAY WEDNESDAY THURSDAY FRIDAY SATURDAY

Create a log for
doing your AHIP
and company
certifications

26 27 28

Be active within
your community
(chamber /
volunteer)

29 30

Continue working the social side to meet as many people as you can.

Start researching carriers in your market.

You must take the AHIP test and pass in order to sell Medicare. It is
important that you take it every year in order to get renewal
commissions as well as new. This is required if you want to sell Medicare
Advantage and PDPs. See the CONTRACTING SECTIONCONTRACTING SECTION on the NCC site 
for more details. 

https://nccagent.com/contracting/


NOTESNOTES

MONTHLY TRACKER
MONTH : 

REVIEWREVIEW

TASK LISTTASK LISTAction Steps

June

Create a log for doing your AHIP
and company certifications. Make
sure that you have a "Ready to Sell"
confirmation from each. This mistake
may cost thousands of dollars in
commissions as carriers will not
contact you during AEP.

Join your local chamber of
commerce and attend networking
events. Volunteer educational
meetings for seniors. Be active
with them so you can hand out
cards or flyers. Go out to new
business open houses

Review rules and regulations for
Medicare as AHIP starts this month.
Make sure you are comfortable with all
aspects of Medicare and if you have
questions, reach out to NCC.

Sort Book of Business by carrier to aide
in contacting customers regarding plan
changes.

Before month's end, evaluate 2nd Qtr.
activity and make sure you're on track
to hit your goals.


