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HUMANA 
DENTAL / VISION ON-LINE APPLICATION

To complete the online application…
1. www.humana.com

2. Sign in using your username and password
3. Select the Vantage Tab Below

http://www.humana.com/


• Select “Generate New Quote” Link under the Medical, Dental, Vision 
tab in the center of the page.
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Humana Vantage
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Running a Quote
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• Automatically 
opens a new 
tab for the 
Humana Agent 
Workbench.

• Simply Enter 
the zip code 
and select the 
Generate quote 
tab at the 
bottom of the 
screen.
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Client Demographics
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Selecting A Plan
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Review and Apply
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Saving the Quote
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Start of Online Application
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Application 
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Finishing the Application
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Addressing Concern #2 – Not worth the Time

• 1. It’s easy to offer SADV.

• 2. Submit application electronically or by paper application.

• 3. Since it takes 30 minutes or less to submit a Dental/Vision application, you’re earning over $70/hour 
selling these plans to your clients!

• “There is a lot to gain by offering ancillary  coverage!”



Find a Dentist
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Members can save more by choosing one of the more than 
225,000  dentist locations in the HumanaOne Dental 

network.
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Humana PPO Plans (Preventive Plus, & Loyalty Plus) all use the same network!  The  Humana PPO / 
Traditional Preferred Network



• 1. Enter Zip Code
• 2. Select Mile Radius
• 3. Select Plan
• 4. Narrow leave open 

for broad search
• 5. Accepting New 

Patient box
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Provider Search:  
www.humanaonenetwork.com
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Provider Search
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Commissions
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HumanaOne Commissions
App. Fee which is 100% commissionable
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HumanaOne Commissions



Addressing Concern #3 – Don’t make enough 

• 1.  Ease of application - $70 an hour

• 2.  Cross Selling for Compensation growth

• 3.  Increased Retention with multiple business lines

• 4.  Bonus Opportunities increase value

• “You have a lot to gain by enrolling in coverage!”



Ordering Materials
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Order Materials
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Order Materials
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Order Materials
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Addressing Concern #4 – Never Sold Product 
Before 

• What We Learned Today
1. Product Information

2. Quotes and Applications

3. Finding Providers

4. Compensation

5. Materials and Marketing

• YOU ARE NOW READY TO SELL!!!!!



• 1.  Transition to Dental/Vision:  “I’m glad you’re happy with your 
current coverage.  I also want you to know that I am appointed to sell 
Dental and Vision plans with Humana.  They have some great options 
and competitive prices.  How do you currently pay for your Dental and 
Vision care?” 

• 2.  Needs Analysis/Probing Questions
• 3.  Identify which Dental Plan to Offer
• 4.  Present the Benefits
• 5.  Provide the quote and Ask for the Sale!
• 6.  Submit Application
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Framing the Dental/Vision Sale Conversation
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