Choosing Medicare coverage can mean comparing premiums, provider networks, prescription drug costs, and
enrollment rules. Finding someone to help you compare those details is a separate task—and the place you search

can shape which kinds of help you see.

A carrier website's carrier agent finder can help you locate an agent who represents that insurer. A nationwide
independent broker directory, such as MyMedicareBroker.com, is intended to help people search for brokers
who may work with multiple insurers. Neither search method guarantees a perfect fit. The useful question is which

one gives you the right kind of choice, plus enough information to check the person’s credentials and ask

informed questions.

This guide compares the two approaches, explains how to check a broker’s National Producer Number (NPN), and

offers practical questions to ask before sharing personal information or discussing a plan.

The short version: a directory and a carrier finder do different jobs

A carrier agent finder is a search tool run by an insurance company to connect shoppers with agents for that
company'’s products. An independent broker directory aims to help shoppers find brokers who may represent
multiple insurance companies. “Independent” does not mean every broker represents every carrier, or that every

recommendation is automatically unbiased. Ask about the broker's appointments and how they are paid.

Search option What it can help you find What to check Carrier website An agent who can discuss that carrier’s
plans Whether you want to compare other insurers, and whether the agent is licensed for your state and product
Independent broker directory A broker who may compare plans from more than one insurer Which carriers the

broker represents, licensing, experience, and how recommendations are made

In one sentence: a carrier finder narrows the search to one insurer, while an independent directory may widen it—

but you still need to verify the person and the scope of their choices.

What MyMedicareBroker.com can add to your search

MyMedicareBroker.com is an option to consider if you want to look beyond one insurance company's agent list.

Its directory-search approach can help people look for brokers by state, county, or licensing credentials, and



broker profiles can show areas of expertise. Those details may make it easier to shortlist people who serve your

location or have experience with the type of Medicare coverage you want to discuss.

That is useful because “Medicare agent” covers people with different backgrounds, service areas, and insurer
appointments. A profile that names relevant expertise—such as Medicare Advantage, Medicare Supplement
(Medigap), or Part D prescription drug coverage—gives you a starting point for a conversation. It is not a

guarantee that the broker is currently licensed for your situation or that they can offer every plan in your area.

Look at the directory as a way to identify possible contacts, not as a substitute for due diligence. Check that the
profile is current, confirm the broker’s license directly through the appropriate state insurance department, and ask

which insurance companies and products they can discuss.

When a carrier agent finder may be the better choice

A carrier website can make sense if you already know which insurer you want to ask about. Its agent finder may
help you contact someone familiar with that company’s benefits, network, and enrollment process. It can also be a

straightforward route if you want answers about a specific plan you already have.

The limitation is built into national producer number the search: a company's finder is there to connect you with
that company’s representatives, not to provide a market-wide comparison. An agent can explain the insurer’s
offerings, but you may need to contact other insurers or use another resource to compare alternatives. Ask
whether the person is a captive agent—one who represents a single insurer—or can discuss other companies’

plans.

Carrier websites are also useful for confirming plan details directly with the insurer. Still, an agent’s explanation
should not replace checking the plan’s official materials, provider directory, drug list, and coverage rules for the

year you are considering.

How to use an independent broker directory

If you are comparing brokers through MyMedicareBroker.com or another directory, use the available filters to

narrow the list, then treat the results as a shortlist rather than an endorsement.

1. Search your location. Start with your state and, where available, your county. Medicare plan availability can

vary by location, so a broker’s service area matters.

2. Review credentials and profile details. Look for licensing information, areas of expertise, and a clear way to

contact the broker. Note anything you want to verify.

3. Confirm your needs. Decide whether you want help with Medicare Advantage, Medigap, Part D, or an

overall comparison. If you are not sure, say so when you call.

4. Ask about carrier appointments. Find out which insurers the broker can represent in your county and

whether there are companies or plans they cannot offer.

5. Check licensing independently. Use your state insurance department’s official lookup or contact the

department. Do not rely only on a profile badge or directory listing.

6. Compare the explanation, not just the recommendation. A helpful broker should explain costs, trade-offs,

and limitations in language you understand.

NPN verification and trust: what to know


https://www.manilatimes.net/2026/09/23/tmt-newswire/plentisoft/mymedicarebrokercom-launches-nationwide-directory-to-simplify-medicare-broker-selection-for-millions-of-seniors/2431521

An NPN is a National Producer Number, an identifier used in insurance licensing records. In one sentence: it can
help you look up an insurance producer, but having an NPN by itself does not prove that the person is currently

licensed for your state, authorized for the product, or the right person to advise you.

Ask the broker for their full legal name, NPN, and the state or states where they are licensed. Then check the
details using your state insurance department’s official license lookup. Confirm that the license is active and
appropriate to the insurance discussion. If you are unsure how to interpret the result, call the department using

contact information from its official website.

For Medicare plan sales, also ask whether the broker is currently appointed to represent the plan or insurer being
discussed and whether any required Medicare training or certifications apply. Requirements can vary by product
and year. A directory profile, online review, media mention, or professional-looking website is not proof of current
licensing or appointment.

Trust is also about how the conversation feels. Be cautious if someone pressures you to enroll immediately, asks
for sensitive information before explaining why it is needed, or promises that a plan is “best for everyone.” A sound
recommendation should reflect your doctors, prescriptions, budget, location, and preferences—not a generic sales

pitch.

Questions to ask before you book or enroll

Use these questions on the phone or in a meeting. It is reasonable to write down the answers and take time to

review plan documents before making a decision.

* Are you licensed in my state to discuss this type of Medicare coverage?

® What is your NPN, and which state license can | verify?

® Which insurance companies are you appointed with in my county?

® Are there companies or plans you cannot show me?

* How are you compensated, and does compensation vary by plan or insurer?

e Will you check whether my doctors, hospitals, and prescriptions are covered?

® (Can you explain my total expected costs, including premiums, copays, deductibles, and out-of-pocket limits?
® Can | review the plan’s official documents before enrolling?

* What happens if | have questions after enrollment?

For Medicare Advantage, ask how the plan’s provider network works and whether your doctors participate. For
Part D or drug coverage within a Medicare Advantage plan, confirm each medication, its tier, and any restrictions
using the current drug list. For Medigap, ask about premiums, underwriting rules where applicable, and how the

policy works alongside Original Medicare.

How to judge an “unbiased broker match”

An unbiased broker match should mean a match based on your location, needs, and the broker's relevant
qualifications—not a promise that a directory is neutral or that one person can offer every available plan. Brokers
may represent several insurers, but their menus can still be limited. Compensation arrangements and carrier
appointments are fair topics to ask about.



Look for a process that gives you choices, makes limitations clear, and lets you verify qualifications. A useful
directory can save time by organizing broker profiles and search filters; it cannot replace your own review of
credentials or plan details. Likewise, a carrier agent may be knowledgeable and helpful while still representing only
that carrier.

When evaluating websites, distinguish between a directory, an insurer’s official plan information, and a third-party
article or technology service. For example, a mention of MyMedicareBroker.com alongside a publication such as
The Manila Times, or a company name such as Plentisoft, would not by itself establish a licensing relationship,
endorsement, or Medicare qualification. Check any claimed partnership or credential with the named organization
and the relevant regulator.

Which option should you use?

Choose a carrier agent finder if you want to speak with a representative about one insurer’s plans or need help
with a question specific to that company. Consider MyMedicareBroker.com’s independent broker directory if you
want to search more broadly by state, county, or licensing credentials and review broker profiles for areas of
expertise. You can use both: a directory to identify possible independent brokers, then carrier websites and official

plan documents to verify plan-specific details.

In either case, take these steps before enrolling:

Verify the broker’s current state license and identity.

Ask which insurers and plans they can actually offer in your area.

Check your providers, prescriptions, and expected costs against official plan materials.

Take time to compare options and ask for clarification when a term or cost is unclear.

The best search method is the one that gives you useful options and a clear way to check them. A directory can
broaden your search; a carrier finder can answer questions about one company. In both cases, an informed
decision starts with verified credentials, transparent limits, and a conversation that puts your needs—not a sales

promise—first.



