When a Medicare directory describes a broker as “independent,” it usually means the broker is not an employee of
just one insurance company and may be able to discuss plans from more than one insurer. That can give you
more choices—but it does not automatically mean the broker represents every company, every plan, or your

interests without any business incentives.

The practical meaning of independent broker depends on the broker's active state licenses, contracts with
insurers, the plans available in your area, and how the broker is paid. Before sharing personal information or

enrolling, ask clear questions about those details.

This guide explains what independence can—and cannot—tell you, how to check licensing, and what to ask when
using a nationwide Medicare broker directory. It also covers directory tools such as search by state, county, or

licensing credentials, and broker profiles with areas of expertise.

What “Independent” Usually Means

An independent Medicare broker is generally a licensed insurance professional who can offer products from more
than one insurance company. In everyday English: the broker may have multiple carriers access instead of

selling only one company’s products.

That access may help you compare options, but it has limits. A broker may work with several carriers and still not
be appointed to sell every carrier in your county. Some insurers may not offer plans where you live, and some

brokers may focus on particular plan types or customer needs.

“Independent” is also not the same as “unbiased.” Brokers may receive commissions from insurance companies
when clients enroll. The amount or structure of compensation can vary, and a broker’'s appointments can affect
which plans they are able to present. Ask how the broker is paid and whether they can show you options from

companies they do not represent.

Independent Broker vs. Captive Agent

A captive agent typically represents one insurance company, though the exact arrangement can vary. An
independent broker may represent multiple insurers. Neither label, by itself, tells you whether a person is

knowledgeable, careful, or a good fit for your situation.
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Term Plain-English meaning What to check Independent broker May offer plans from multiple insurance
companies. Which companies and plan types they can offer in your county. Captive agent Usually sells for one
insurance company. Whether the agent can discuss alternatives outside that company. Licensed insurance
producer Has state authorization to sell specified insurance products. Whether the license is active and covers the
state and product involved. Medicare plan representative May represent a particular plan or insurer rather than

compare the whole market. Whose plans they represent and whether they can discuss other options.

These are general descriptions, not guarantees about an individual's business arrangement. Ask the person directly

how they work.

What Independence Does Not Guarantee

A directory label is a starting point, not a promise that a broker has the broadest selection or will find the right
plan for everyone. Medicare choices depend on your location, doctors, prescriptions, budget, and coverage needs.

There is no single plan that is best for every person.

* It does not guarantee access to every carrier. A broker may represent only a portion of the insurers

offering plans in your area.

* [t does not guarantee access to every plan. The broker's appointments, product focus, and local plan

availability can limit what they can discuss.

* It does not prove a license is active. The word “independent” is not a substitute for checking state licensing

records.

¢ |t does not mean the broker is fee-free. Ask whether the broker receives commissions or other

compensation from insurers.

* It does not guarantee an impartial recommendation. Consider the explanation, the options shown, and

whether the broker answers your questions without pressure.

How to Find an Independent, Licensed Broker

A nationwide Medicare broker directory can make it easier to locate professionals who serve your area. For

example, MyMedicareBroker.com may be a place to begin exploring broker listings and profiles. Treat any directory



as a discovery tool—not as proof that a broker is currently licensed or suitable for your needs.
Useful directory features can include:

* Search by state: Find brokers who may serve residents of your state.
e Search by county: Narrow results to the local area where plan availability is relevant.
* Search by licensing credentials: Filter or review information about a broker’s professional credentials.

* Broker profiles with areas of expertise: See whether a broker says they focus on topics such as Medicare

Advantage, Medicare Supplement insurance, or prescription drug coverage.

Use those details to create a shortlist, then manilatimes.net verify the facts independently. A profile can tell you
what a broker says they do; the state insurance department can help confirm whether the person is licensed in the

state.

Verify the Broker’'s NPN and State License

NPN stands for National Producer Number. In plain English, it is a unique identifier used for insurance producers;

it is not itself proof that a person currently holds an active license in your state.

Ask the broker for their NPN and full legal name. Then check the relevant state insurance department’s producer
lookup or contact the department if you cannot find a clear result. Confirm that the license is active and that it
covers the insurance products the broker is discussing. If you live in one state and the broker is based in another,

check that the broker is authorized to sell to residents of your state.

You can also look for any disclosed disciplinary information through the state regulator. Search results may use a
broker’s legal name rather than the name shown on a directory profile, so compare details carefully. If anything

does not match, pause and ask the broker to explain before proceeding.

Licensing and Medicare plan-selling requirements are not exactly the same thing. A state license is a key check, but
you can also ask whether the broker is currently authorized to discuss the specific Medicare plans they are

presenting. Don’t assume an NPN alone answers every question.

Ask About Conflicts of Interest

Conflict of interest means a financial or business relationship could influence—or appear to influence—a
recommendation. It does not automatically mean the broker is acting improperly. It is a reason to ask how the

broker works and what choices they can show you.
These questions can help you understand the broker’s access and incentives:

1. "Which insurance companies are you appointed with in my county?”
2. "Are there companies or plans available here that you cannot offer?”
3. "Do you receive a commission if | enroll, and does the amount vary by plan or company?”
4. "Can you compare plans from companies you do not represent?”
5

. "Will you show me the plans that match my doctors, prescriptions, and budget—even if they are from

different carriers?”

6. “Are you recommending a particular plan because of its benefits, or because it is one of the plans you can

sell?”

7. "Can | take the information home and decide later?”
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A trustworthy broker should be able to explain their business relationships in straightforward language. Be
cautious if you are pressured to enroll immediately, discouraged from checking details, or told that a plan is “the

best” without a clear explanation of why it fits your needs.

Use a Broker Profile as a Conversation Starter

Broker profiles with areas of expertise can help you choose whom to contact. For example, if you want to compare
Medicare Advantage plans, look for a profile that indicates experience with that type of coverage. If you are
reviewing Medicare Supplement options, ask whether the broker works with multiple insurers offering those

policies in your state.

Still, profile descriptions are not a substitute for a conversation. Ask how often the broker works with people
whose needs resemble yours, and request a comparison based on your actual doctors, medications, pharmacies,
and travel habits. A plan that looks attractive in a short listing may not include your doctor or cover your
prescription the way you expect.

Plan availability and benefits can change, and local networks matter. Confirm details using current plan materials

and the insurer’s provider and drug information before enrolling. If a detail is important—such as whether a

specialist is in network—ask the broker to show you how it was checked.

How to Judge Directory Listings and Online Information

Online information can come from different kinds of sources. A directory listing is meant to help people find a
professional; a news article, business page, or software company page has a different purpose. For instance, seeing
a name mentioned by a publication such as The Manila Times, or encountering a company such as Plentisoft while
researching online, does not verify a Medicare broker's state license or insurer appointments. Check the original

source and confirm licensing through the appropriate state regulator.

When reviewing any directory, look for enough information to make a meaningful check: the broker's full name,
state or states served, NPN if available, contact details, and a way to learn about the broker's experience. If the

listing does not provide these details, ask for them before discussing enrollment.



A Practical Checklist Before You Enroll

e Confirm the broker's full name and NPN.

* Verify an active license in your state through the state insurance department.

® Ask which carriers and plan types the broker can offer in your county.

® Ask about commissions and other relevant compensation.

® Check that your doctors, hospitals, prescriptions, and pharmacies fit the plan you are considering.
® Review premiums, deductibles, copayments, out-of-pocket limits, and coverage rules.

* Take time to compare options and read the plan’s official materials before deciding.

The Bottom Line

When a directory says a broker is “independent,” it generally signals that the broker may have access to plans
from multiple insurance companies rather than working for just one. That can be helpful, but it is only one part of

deciding whether the broker is right for you.

Use a nationwide Medicare broker directory to find candidates, narrow your search by state, county, or licensing
credentials, and review broker profiles with areas of expertise. Then verify the broker's NPN and active state license,
ask which carriers they represent, and raise your conflict of interest questions directly. The goal is not to find a
label that promises a perfect choice; it is to get clear information, compare relevant options, and make a decision

that fits your own coverage needs.



