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2025 Cigna Medicare Products and Benefits 

1. Welcome 

1.1 2025 Products and Benefits Title Slide  

 

Notes: 

 

 

1.2 Test Out  

 

Notes: 
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We are offering all our valued agents an option to test-out of each of our certification 
courses. The test out does not include Attestations.  
If you want to attempt the test out, please close out of this course and launch the Test-
Out Exam listed on your training track. 
If you have already attempted to test out and you were unsuccessful or if you would 
rather not use that option, please click the next button to continue. 

 

1.3 Copyright 

 

1.4 About Course  

 

Notes: 

Welcome to Cigna Medicare 2025 Products and Benefits!   
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This course is one of the requirements for our 2025 Medicare Certification.  

 

After completing this course, you will need to take the corresponding 15 question exam 
and pass with a score of 85% or higher.  

 

Before we get started, let’s review how to navigate this course….   

 

1.5 Navigation 

 

Notes: 

• Navigating the training 

• Some slides have audio. Please be prepared to listen to the audio through your 
computer speaker or headset. 

• If you prefer to read the audio script, you may click on the player menu to display the 
script.  

• Some slides have activities, complete the activities before you advance to the next 
slide. 

• You will advance to the next slides by clicking on the Next button that looks like a 
forward arrow.  

• The Previous and Next buttons will be available in the lower right corner of the 
window to navigate throughout the course. 

• You can use the Progress bar to replay a slide.  

• Some slides have resources you can download during the training. Please click the 
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Resources link at the top right of the screen to access these documents.  

 

1.6 Your Gains 

 

Notes: 

We are enthused to reveal how our 2025 Medicare Plans and Benefits will help you 
stand out in your market. Before we get started, this is what you will learn by completing 
this course:   

 

• Explain 2025 Cigna Healthcare Plan (MAPD) benefits and highlight the value to 
customers  

•  

• Explain our Standalone Part D plan, or PDP benefits  

•  

• Evaluate which plans can meet customers’ healthcare needs while also hitting all your 
sales goals   
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1.7 Main Menu 

 

Notes: 

 

 

2. About Cigna Medicare  

2.1 About Cigna Medicare Section Title  
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2.2 Mission 

 

Notes: 

 As you prepare to sell our products, we want you to keep in mind that you are 
partnering with a healthcare company committed to improving the health and vitality 
of every customer you will enroll in our plans. At Cigna Healthcare, we relentlessly 
challenge ourselves to partner and innovate solutions for better health. You can be 
assured that each customer you bring into the Cigna Medicare family will be in good 
hands. Powered by our people and brands, we advance our mission to improve the 
health and vitality of those we serve. 

Click Next to see how we achieve our mission. 

 

2.3 Values 

 

Notes: 
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Our values are the core of our culture - they show how all 74,000 of us around the 
world work together, serve our customers, patients, clients, and communities, and 
deliver on our mission. These are the ways we apply our values. We encourage and 
expect all our sales agents, brokers, and partners to reflect these values through their 
actions while they work with our Medicare customers and partners.     

 

2.4 Our Plans 

 

Notes: 

Cigna Healthcare offers a wide range of Medicare products and plans including HMO, 
and HMO Point of Sale (POS), PPO plans, and Standalone Part D. 

 

Our Cigna Supplemental Benefits (CSB) products include Medicare Supplement, Hospital 
Indemnity and Cancer and Heart Attack products. With our full product portfolio, our 
MAPD plans pair well with many of Cigna Supplemental Benefits’ plans. The lower costs 
of our MAPD plans enable customers to purchase additional products while also 
increasing your customer retention. 

 
As you help Medicare Advantage beneficiaries meet their healthcare needs with our 
full product portfolio, continue to leverage your consulting skills, and seek to uncover 
each customer’s unique needs, the Cigna Healthcare way.  
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2.5 About Cigna Medicare Summary  

 

Notes: 

 

 

3. Cigna Medicare Plans and Benefits 

3.1 Plans and Benefits  

 

Notes: 
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3.2 2023 Benefits Review  

 

Notes: 

 Do you need to review the 2024 plans because you are not familiar with them? Please 
click the link and select the market specific category on the Resource Center and 
download the 2024 Summary of Benefits for plans in your appointed state(s). If you are 
not a new agent and want to skip the review of 2024 plans, please read the statement, 
click the attestation button, and click Submit.    

 

3.3 Information Pending  

 

Notes: 

All the benefits mentioned in this training are pending the Centers for Medicare and 
Medicaid approval and may change. You will need to rely on the Summary of Benefits of 
each plan for the most accurate plan information.  
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3.4 Benefit Key Changes  

 

Notes: 

These are the key changes for our 2025 plans and benefits.  

 

3.5 Our Footprint  

 

Notes: 

 We are continually expanding into new and existing markets making our products 
available to more customers and providing increased opportunities for you, our agents 
and brokers. This is the map of our Cigna Medicare footprint.Up next is a section on 
what we are offering in 2025.  
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3.6 2025 Portfolio Subtitle 

 

Notes: 

 

 

3.7 Image + Text 

 

Notes: 

At Cigna Healthcare, part of our commitment to our customers’ whole health means 
giving them more ways to get healthier - and stay healthier through supplemental 
benefits.  These are our 2025 supplemental health benefits.  
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3.8 Cigna Healthy Today Card   

 

Notes: 

The Cigna Healthy Today Card is our one-card solution to use multiple supplemental 
benefit wallets. Wallets in 2025 include these benefits: OTC,a new Living Needs for most 
D-SNP customers, Pet Care, and Rewards and Incentives. The Cigna Healthy Today card 
is available to all customers, but benefits and allowances vary by plan. Next are more 
details about how to use the card…    

 

3.9 Cigna Healthy Today Card  

 

Notes: 

• As previously mentioned, benefit allowances will be administered through the Cigna 
Healthy Today card. A pre-activated card will be issued and mailed upon plan 
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enrollment. Funds will be loaded each quarter and will not roll over to the next quarter. 
Customers can conveniently access a program website and app to manage their 
benefits.     

 

3.10 CMAI Key Points 

 

Notes: 

The Cigna Medicare Incentive program provides incentives to MA 
customers for completing important health screenings and engaging 
in non-clinical healthy activities. The program aims to promote our 
customers’ health and well-being.  

 

Preventive care and screenings are vital to our customers’ overall 
health, and it’s our goal to help them stay as healthy as possible. 

 

Customers can participate in this program online or by mail. 

 

There is a retail network of 65k locations. Starting in 2025, funds will 
expire if the customer disenrolls, or at end of calendar year.  
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3.11 CMAI How to participate  

 

3.12 CMAI Examples  

 

3.13 Pet Care Allowance 
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Notes: 

The Pet Care Allowance provides our customers with a quarterly allowance of $75 that 
can be used to purchase pet food, clothes, toys, etc. from standalone pet stores, or to 
cover vet visits, shots, and medication for pets at a veterinary office.   
 
Benefit will be available on the select MA only plans. Customer must have 1 or more of 
the following qualifying chronic conditions to be eligible: hearing loss, vision loss, and/or 
PTSD 

•  

Eligibility will be determined from code(s) on customer’s medical claim.     
 
 

 

3.14 OTC 

 

Notes: 

The Cigna Over-The-Counter (OTC) benefit provides a quarterly allowance so our 
customers can easily access/purchase over 542 OTC medications and products such as 
vitamins, disposable under pads, bathroom safety rails, grab bars, and much 
more.  New items for 2025 include:  portion control plate, handheld mirror, and reusable 
gloves 

 

Ordering options: 

• In-store purchases at participating retail vendors 
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• Mail-order delivery: 

• Using Cigna Healthy Today website 

• Calling in an order to the Cigna Healthy Today customer service 

• Through our OTC vendor via a mail-in form 

• Mail-orders are limited to one order each month  

 

3.15 Living Needs Allowance  

 

Notes: 

The Living Needs Allowance is a NEW flexible quarterly allowance available to select D-
SNP customers.  This combined allowance provides customers with additional funds to 
help pay for a variety of basic living expenses.  Customers have flexibility to use 
allowance dollars in a way that best fits their needs.  All D-SNPs, except OH and CO 
markets, offer this wallet.  Up next are the Living Needs Allowance wallet categories…  
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3.16 Living Needs Allowance Wallets 

 

Notes: 

The new living needs allowance is four benefits in one wallet. The allowance ranges are 
from $50-$350 a quarter, depending upon the plan.   

 

The Utility Services Allowance provides select D-SNP customers with a quarterly 
allowance that can be used to pay for essential utility services such as home gas, 
electric, water, sanitation, Internet, and cell/phone service. Customers can make utility 
payments directly to the merchant, by phone, in-person or online. Customers will not be 
able to make their utility payments through third party companies such as Walmart, HEB, 
or other retailers offering a utility payment service. 

 

The Healthy Groceries Allowance can be used to purchase healthy groceries such as 
dairy, meats, bread/grains, produce, fresh/canned fruits and vegetables, and much 
more. Customers can use this allowance at participating retailers to make in-store 
purchases.  

 

 

The Cleaning Supplies Allowance provides select D-SNP customers with a quarterly 
allowance that can be used to purchase items such as disinfectant cleaners and 
detergents, brooms and dustpans, reusable gloves and more. Customers can use 
participating grocery retailers to make in-store purchases. They can also place online, 
phone and mail orders through the Cigna Healthy Today catalog.   

 

The General Transportation and Gas at the Pump allowance provides select D-SNP 
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customers with a quarterly allowance for general transportation and/or for gas for 
their vehicles. This includes select taxis, railways, and bus lines that accept Visa® 
payments.  Customers can also use the allowance to purchase gas at the pump to fuel 
their vehicles. Customers cannot purchase gas inside a store. 

 

 

 

   

 

 

 

 

 

 

3.17 Dental Benefits  

 

Notes: 
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3.18 Vision  

 

Notes: 

Cigna partners with EyeMed Vision to provide our customers with a nationwide network 
of over 21,000 plus independent provider locations and online options to serve our 
customers with the highest quality in vision care in most areas in the country. Coverage 
includes: Routine Eye Exams, including well eye care service consisting of a 
comprehensive eye exam with refraction (covered when bundled with a routine eye 
exam), and provides coverage for eyeware. In 2025, all plans will offer supplemental 
routine eye exams, and most plans will offer eyewear allowance. 

 

3.19 Hearing 

 

Notes: 

We partner with Hearing Care Solutions (HCS) to provide easy access to routine 



 

Published by Articulate® Storyline www.articulate.com 

hearing exams/evaluations, fittings, and dispensing of hearing aid devices. HCS 
provides access to a wide selection of major manufacturers, and a vast number of 
hearing aid models to our customers. ALL plans offer routine hearing exams and 
hearing aids at a copay, based on the technology level of the hearing aid. HCS provides 
a nationwide network with over 5,000 locations for convenient access to hearing 
services.  

 

3.20 Sliver and Fit  

 

Notes: 

Under the Silver&Fit Exercise and Healthy Aging Program, most customers have access 
to fitness facilities and instructor-led classes, exercise centers, one-on-one telephonic 
lifestyle coaching, a home fitness kit and up to 2 additional kit options each year so 
customers can exercise in the comfort of their own home. There is no cost share for 
utilizing this benefit when accessing a standard network facility. Most plans in 2025 will 
offer supplemental fitness benefit.  
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3.21 Home Delivered Meals and ESRD Meals 

 

Notes: 

ALL HMO and most PPO plans will offer a supplemental meal benefit in 2025. Home 
delivered meals are provided through GA Foods,  a producer of delicious high quality 
nutritious meals. This benefit includes 14 delivered healthy medical diet frozen meals 
post release from an inpatient hospital stay or a skilled nursing facility. Up to 56 
delivered healthy frozen meals are provided to E S R D customers in an E S R D care 
management program.  

 

3.22 Part B Giveback   

 

Notes: 

A Part B Giveback offers customers a rebate towards their Part B premium. The 
program is administered through the Social Security Administration. The SSA deducts 
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the Part B Giveback subsidy amount from the customer’s Part B premium. It can be up to 
90 days to for this transaction to appear on an enrollee's statement, and it will be 
retroactive to the first day of the plan membership.    

 

3.23 Part B Giveback Eligibilty  

 

Notes: 

Here is a bit more on the Part B Giveback. Some customers will not be eligible for this 
rebate. Beneficiaries who pay their Part B premium are eligible while beneficiaries who 
receive Medicaid or any other assistance from a program that helps pay their Part B 
premium are not eligible for the Part B Giveback benefit.  

 

3.24 Transportation  
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Notes: 

We partner with Modivcare, an industry recognized transportation manager, to 
provide routine health-related transportation coverage for routine non-emergency 
health-related transportation to and from approved health-related locations within 70 
miles. The transportation benefit covers vans, taxis, wheelchair-equipped vehicles or 
rideshare service (where available).  

 

Customers enrolled in the plans offering this benefit are eligible for the number of one-
way trips per year as determined by their plan. 

 

Those who have special needs are offered traditional non-emergent medical 
transportation with drivers who have vehicles that can accommodate multiple 
occupants in one vehicle.  

 

3.25 MD Live Telehealth  

 

Notes: 

MDLive provides our customers with virtual and phone access to providers for non-
emergent medical care, behavioral health care, and dermatology.  

 

Medical providers can assist our customers with many health issues, including allergies, 
cough, headache, sore throat, and dermatological concerns. 

 

Behavioral Health services include, but are not limited to, assistance with anxiety, 
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depression, and PTSD.  

 

Customers in all plans pay the PCP copay for telehealth urgent care through MDLive, $0 
for Behavioral Health, and for dermatology services, members will pay the specialist 
copay. 

 

3.26 Other Telehealth 

 

Notes: 

Physical and Speech Therapy telehealth services are covered at $0 for in-network 
providers. Cigna Medicare partners with Great Speech for speech telehealth. 
Customers’ PCPs or Specialists may offer virtual office visits. Those visits will use the 
plan’s filed cost shares. There are no other copay differences between virtual and in-
office visits. 
• 
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3.27 Virtual Companion   

 

Notes: 

Homethrive’s Virtual Companions combat social isolation and loneliness by connecting 
with members digitally and/or telephonically through the Companionship+ Program.  

 

The Virtual Companions conduct check-ins with the member, coordinate group activities 
like virtual games, and research local organizations that align to the customer’s hobbies 
and interests. Additionally, Virtual Companions can assist the customer with researching 
and scheduling non-clinical support services like transportation, housekeeping, and 
meal or grocery delivery.  

 

Virtual Companions personalize their approach to each customer’s unique situation to 
make certain the right support, services, and resources are in place to benefit the 
member long-term. The benefit is available on select plans.  
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3.28 Carergiver Support  

 

Notes: 

We partner with HomeThrive to deliver a support system for both our customers and 
their caregivers by providing resources and assistance. Support is available through all 
phases of the caregiving journey. Caregivers will work one on one with a Caregiver 
Coach, either telephonically and/or digitally, for help to address their caregiving needs. 
This helps the caregiver with appropriate and timely resources to help them navigate 
the health care system and to ease the strain of managing care for their loved one 
while ensuring they take care of themselves.  
 

 

3.29 Supplemental Acupuncture  

 

Notes: 
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The Supplemental Acupuncture benefit provides customers with a reimbursement for 
supplemental (non-Medicare covered) acupuncture services from a licensed 
Acupuncture provider of up to $300 annually. This is above and beyond what Medicare 
covers.  

 

3.30 Podiatry  

 

Notes: 

Medicare-Covered Podiatry 

Medicare Part B covers foot doctor (podiatrist), foot exams, or treatment if customer 
has diabetes-related nerve damage or needs medically necessary treatment for foot 
injuries or diseases. All plans give Medicare-covered podiatry services. Medicare-
covered services include: 

• Diagnosis and medically necessary treatment of injuries and diseases of the feet such 
as hammer toe, heel spurs, etc. 

• Routine foot care for customers with certain medical conditions affecting the lower 
limbs. 

•  

 

Routine Podiatry Visits - Supplemental – Select Plans 

Routine foot care includes: 

• Cutting or removing corns and calluses 

• Trimming, cutting, or clipping nails 

• Hygienic or other preventive maintenance, like cleaning and soaking the feet  
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Customers will have access to routine podiatry services through a set number of 
allowed visits annually.  A visit copay may apply.  

 

3.31 Chiropractic 

 

Notes: 

This benefit provides customers with access to 6 or 12 visits 
to a licensed chiropractor, depending on the plan, to 
receive routine chiropractic services at a set copay or 
coinsurance amount.  This is a supplemental benefit 
available on select plans.  
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3.32 Other Supplemental Benefits  

 

Notes: 

These are other benefits and programs we will offer in 2025:  
 
Health & Wellness Resource offers all customers with access to video and written 
content on a variety of health and wellness topics through myCigna.com. Some topics 
include: Wellness and Prevention,, and hundreds more such as common health issues 
from A-Z.  
 
Bathroom Safety offers all customers a $0 copayment for $1,500 per lifetime combined 
limit for bathroom safety devices and bathroom safety assessment. Items covered must 
directly assist in the prevention of an accident or injury and installed in bathrooms.   
 
Advance Care Directives provides voluntary wellness and Healthcare Planning 
services, which includes Advance Care Planning services through Koda.  
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3.33 PCP Selection  

 

Notes: 

A primary care provider helps customers get the care they need. When you encourage 
your customers to select a PCP, this can help them get the most from their plan and 
increase your retention and referrals. Click next to hear more on the benefits to your 
customer, you, and how to position selecting PCP, even on a PPO plan.    

 

3.34 Choosing a PCP 

 

Notes: 

The key benefits of choosing a primary care provider (PCP) include:  

• Prompt identification of customer‘s needs   
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• More efficient care coordination (e.g., help avoid incidents from 
medications that counter act with other medication) 
• Enhanced provider/member relationships 
• Continuity of care 
• Timely care for acute non emergent needs 

• Familiarity with customer’s health (i.e., keeps track of preventative 
care such as colonoscopy, bone density screening, etc.)  

 

3.35 Choosing a PCP 

 

Notes: 

Encourage your customers, even in a PPO plan, to select a 
PCP.  

All the benefits of selecting a PCP can lead to improved 
customer health and cost savings, which means an increase 
in customer retention and referrals for you!    
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3.36 Choosing a PCP 

 

Notes: 

Here is an example of positioning selecting a PCP to your 
customer:  

“Mrs. Atkins - This PPO plan does not require you to select a 
primary doctor, but I encourage you to choose one. A 
primary doctor can serve as your personal guide through 
your health care journey. They know your medical history 
and can monitor all your tests, prescriptions, and preventive 
care needs. They can also coordinate your care with other 
providers or specialists.”   
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3.37 What is V 

 

Notes: 

•  

 

3.38 Blank Content 
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3.39 Blank Content 

 

3.40 Blank Content 

 

3.41 Blank Content 
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3.42 D-SNPs Title 

 

Notes: 

The following slides include information on son of  D-SNPs, upcoming SEP changes, and 
how you can prepare to retain and gain D-SNP customers during these changes.  

 

3.43 Our D-SNP Markets 

 

Notes: 
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3.44 Value-Based Care Subtitle   

 

Notes: 

Are you a broker? If yes, go to Resources to download VBE HRA Talking Points. 
Resources is located at the top right of this slide.    

 

3.45 2023 Benefits Review  

 

Notes: 
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3.46 Sales Kit Ordering Subtitle  

 

Notes: 

 

 

3.47 Sales Kit Process Intro  

 

Notes: 

We understand your pain points about paper enrollment sales kits. 
Sometimes you have too many sales kits for different carriers, and 
sometimes you run out while needing to meet with customers. Our 
new hybrid approach of providing digital sales kits, and printed sales 
kits brings best practices to life. Starting 2025 AEP, Cigna Medicare 
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will email enrollment kit materials to all your customers when you 
enroll them with an online enrollment tool and enter the customer’s 
valid email address on the online enrollment form. There is no need 
for you to leave enrollment kit/sales kit materials with the customer 
since Cigna Medicare will email the information directly to them. If 
you would prefer to provide printed enrollment kits, these will 
continue to be an option. Up next is the process for digital sales kits. 
Please note, for 2024 enrollments, these will continue to be paper kits 
only. 
 

3.48 Digital Sales Kits Process 1 

 

Notes: 

• While meeting with a customer, continue to discuss documents 
you are required to show:  

• Pre-enrollment check list,  

• Summary of Benefits, and 

• Star Ratings  

 

  

• If meeting in-person, bring a “show and tell” kit to walk and talk 
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through the materials. Showing and discussing the documents will 
continue to be required by CMS 

•  
• Since Cigna Medicare will be emailing the materials directly to your 

customer, there is no need for you to leave an enrollment kit. You 
can place it back in your briefcase for your next meeting. The 
customer will automatically receive the full enrollment kit by email 
from Cigna Medicare  
•  
• Click Next to see the remaining steps 
  

 

3.49 Digital Sales Kits Process 2 

 

Notes: 

• Complete the online enrollment form through an online enrollment 
tool just as you do today 

•  

• Enter the customer’s valid email address on the online enrollment 
form 
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•  

 

3.50 Digital Sales Kits Process 3 

 

Notes: 

• Cigna Medicare will use the email address you entered on the 
online enrollment form to send the customer a digital sales 
kit/enrollment kit. Be on the lookout for more information from 
Cigna Medicare on details about the turnaround time      

 

3.51 Digital Sales Kits Process 4 

 

Notes: 
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• You can rest assured this new approach will help you meet CMS 
requirements  

• You are only required to provide printed enrollment kits to 
customers IF a paper application is being completed  

• When you complete enrollments digitally (online or telephonically), 
you are not required to provide a printed enrollment kit. Customers 
can receive the enrollment kit material digitally through email  

 

3.52 Sales Kit Dates  

 

Notes: 
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3.53 Sales Kit Summary  

 

Notes: 

• Cigna Medicare will automatically email the enrollment materials to 
your customer when you include the customer’s email address on 
the online enrollment form   

•  

• You do not need to email anything. Cigna will do this for you!  

•  

• Double check that you included the customers’ email address when 
completing the online enrollment form 

•  

• Remember, if your client is filling out a paper application, you need 
to provide the client with the paper enrollment kit 

  

• With the new digital sales kits option, you will never run out of sales 
kits or find room for sales kits again when you complete the 
enrollment online and include the email address in the enrollment 
form 

•  
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•Digital kit process applies to 2025 plan year. 2024 enrollments will 
continue to be paper sales kits only 

•  

 

3.54 Section Summary  

 

Notes: 

 

 

4. PDP 

4.1 PDP  
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4.2 Inflation Reduction Act 

 

Notes: 

Let’s go over industry-wide impact to Prescription Drug 
Plans as a result of the Inflation Reduction Act or IRA. 

 

4.3 2025 Updates 

 

Notes: 

As it did in 2023 and 2024, the inflation reduction act of 
2022 continues to have impacts on the Medicare Program 
including Part D, and it will continue to have impacts for the 
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next several years. Let’s do a quick recap of the program 
and its impact up till 2024 calendar year. Select each 
number below to learn more. 

While it’s impact on the Medicare Program has been 
profound, the IRA is a sweeping, legislation designed to 
achieve several goals at once. One of its purposes is to curb 
rising costs but several of its provisions also touch tax laws, 
investing in energy infrastructure, job creation, and fighting 
climate change.For Medicare Beneficiaries it’s stated goals 
are to expand benefits, lower drug costs, and provide 
meaningful financial relief. 

Effective January 1, 2023, the IRA required Part D plans to 
cap covered insulins at $35 per one-month supply. That cap 
later expanded to include insulins used in durable medical 
equipment pumps covered under Part B. 

Discounts that Plan Sponsors received directly from drug 
manufacturers and after the sale are now applied at the 
point of sale (or pharmacy counter) to the customer. The 
Point of Sale - Direct and Indirect Renumeration also known 
as POS DIR impacts drug pricing. All pharmacy price 
discounts that used to be between the pharmacy and the 
plan sponsors are now included at the point of sale. This 
change will lower member cost-sharing, especially for drugs 
with co-insurance. This will result in members moving more 
slowly through the benefit phases. The change has also 
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resulted in higher premiums as plan sponsors no longer have 
the price concessions to offset other plan costs in the past. 
Cost-sharing for prescriptions in the catastrophic coverage 
stage is now eliminated. This means that people in this phase 
will not have any prescription drugs cost for the remainder 
of the calendar year. Catastrophic coverage starts when 
true out-of-pocket (TrOOP) costs have reached $8,000 in a 
given calendar year. Income eligibility is now expanded to 
allow more people to qualify for Low-Income Subsidy (LIS), 
or “Extra Help” program. This means that beneficiaries who 
only qualified for partial subsidy are now eligible for the full 
LIS, and their out-of-pocket drug costs are limited. 

The biggest impact of the IRA on Medicare Prescription 
Drugs is coming into effect in calendar year 2025. 
Beneficiaries out of pocket cost will be capped at $2,000, a 
$6,000 reduction from the current maximum of $8,000. A 
newly defined standard Part D benefit consisting of only 
three phases: annual deductible, initial coverage, and 
catastrophic coverage will be in effect for 2025. The 4th leg 
of the coverage phases, the coverage gap, is now 
eliminated. The coverage gap discount program is also 
replaced by the Manufacturer Discount Program. A new 
provision, the Medicare Prescription Payment Plan (also 
known as MP3) will also allow beneficiaries to pay their 
prescription drug costs in limited monthly installments over 
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the course of the plan year through the, rather than only 
paying at the point of sale at the pharmacy. 

The IRA also allows the CMS to negotiate directly with drug 
manufacturers to lower the prices of some of the most 
expensive brand-name Medicare Part B and Part D drugs. 
These negotiations have already started, and they will take 
full effect in 2026. This is expected to significantly limit the 
cost of such prescription drugs. 

There are additional changes that will occur as a result of 
the new IRA provisions. TrOOP is the portion of spending on 
covered Part D drugs made by the beneficiary or on their 
behalf by certain third parties. The IRA updates which 
categories of payments count toward TrOOP spending. 
TrOOP is the spending that determines when a beneficiary 
enters the initial coverage phase and becomes eligible for 
the Discount Program. It also determines when the customer 
reaches the annual Out of Pocket threshold, and 
subsequently enters the catastrophic coverage phase. In 
addition to the third-party arrangements that already 
count toward TrOOP, the IRA specifically amends the 
definition of incurred costs that count toward TrOOP for 
calendar year 2025 to include payments for previously 
excluded supplemental benefits provided by Part D 
sponsors and Employer Group Waiver Plans (EGWPs) and 
exclude payments under the new Discount Program. 
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Incomplete (Slide Layer) 
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2023 (Slide Layer) 

 

2024 (Slide Layer) 

 

2025 (Slide Layer) 
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2026 and Beyond (Slide Layer) 

 

Troop (Slide Layer) 

 

4.4 2025 PDP Plans 
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Notes: 

Let’s go over our 2025 PDP plans and the changes from last 
year to this year. 

 

4.5 Our PDP Plans 

 

Notes: 

We are confident you will find a Cigna Healthcare PDP plan 
that will meet the needs of each of your customers. Select 
each arrow to reveal what our PDP plans have to offer. 
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Keynote 1 (Slide Layer) 

 

Keynote 2 (Slide Layer) 

 

Keynote 3 (Slide Layer) 
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Incomplete (Slide Layer) 

 

4.6 Our 3 Plans 

 

Notes: 

In 2024 plan year, we have 3 plans - Secure, Saver and 
Extra. We will maintain that consistency of 3 plans to meet 
different needs in 2025. In 2025, the Secure plan will now be 
known as Assurance. Select each tab to see the highlights of 
the Assurance, Saver, and Extra PDP plans. 

The Assurance plan is for someone who receives Extra Help 
or needs basic protection.  This plan has moderate 
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premiums with $0 & low co-pays on many generics. This plan 
offers modest coverage, low premiums & co-pays, and $0 
deductible for many generics. 

The Saver plan is for someone who is more premium 
sensitive with lower drug utilization. This plan offers modest 
coverage, low premiums & co-pays, and $0 deductible for 
many generics. 

The Extra plan is for someone who needs more flexibility, 
with a broad pharmacy network and robust drug formulary. 
This plan offers $0 deductible for many generics and a low 
deductible for Tiers 3, 4 and 5 drugs. 

 

 

Assurance (Slide Layer) 
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Saver (Slide Layer) 

 

Extra (Slide Layer) 

 

Incomplete (Slide Layer) 
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4.7 Network - 20K Changes 

 

Notes: 

Our wide PDP network of pharmacies. 

 

4.8 Network - 20K Changes 

 

Notes: 

Saver Rx preferred network. Our network for the Saver Rx 
plan continues to be more than 20,000 strong!  
This chart shows some of the better known pharmacies in 
the network. The major changes to the preferred network is 
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that a couple of specialty pharmacies namely CVS 
Caremark Specialty and some Optum Specialty pharmacies 
are moving out of network.  

 

4.9 Network- 30K Changes 

 

Notes: 

Assurance Rx and Extra Rx Preferred Network.  This network 
includes all the 20,000 pharmacies in the Saver network 
and some additional 10,000 plus pharmacies. Please note 
that H.E.B Grocery and Spartan or Family Fair are moving 
from preferred to standard. And with the closure of K-Mart 
and Winn Dixie pharmacies in 2024,  we will obviously not 
have those pharmacies in our network. 
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4.10 Section Summary  

 

Notes: 

 

 

5. Wrap-Up  

5.1 Wrap-up   
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5.2 Download Resources  

 

Notes: 

 

 

5.3 Contact Us  

 

Notes: 

We are here to help! If you have questions about completing 
this training, please contact the Cigna Agent Resource Line. 
For plan and benefit questions, please contact your Broker 
Sales Manager or access Cigna Medicare Producers’ 
University . Be on the lookout for 2025 plan information that 
will be available on Producers’ University before AEP. While 
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on Producers’ University, check out our podcast and other 
training to sharpen your sales skills and product knowledge.  

 

5.4 Course Completion  

 

Notes: 

Congratulations! You have completed this certification 
course.   
There is a separate exam for this course on your learning 
track. You must launch and pass with a score of 85% to 
complete the requirements for this training.  
Please click the red X at the top right hand corner of the 
screen to close out of this course and unlock the exam.  
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