
A Medicare broker directory can help you find someone who understands plans in your area. But you do not need
to hand over your Medicare number, Social Security number, or full health history just to ask whether a broker is
licensed and able to help.

The safest approach is simple: use the directory to narrow your options, verify the broker independently, and share
information in stages. Start with the least sensitive details needed to find out whether the person is a good fit.

This guide explains how to use a nationwide Medicare broker directory, what to look for in broker profiles, how to
check a National Producer Number (NPN), and what to write in a safe first message. It also covers practical ways to
avoid Medicare scams without missing out on useful help.

What a Medicare Broker Directory Can—and Cannot—Tell You
A nationwide Medicare broker directory is a searchable list intended to help people find insurance professionals in
different locations. Depending on the directory, you may be able to search by state, county, or licensing
credentials, and review broker profiles with areas of expertise.

A directory is a starting point, not proof that a person is currently licensed, qualified for your specific needs, or the
right fit. Listings can be incomplete or out of date. A polished profile is not a substitute for checking credentials
with official sources and asking direct questions.

Ask yourself this: when using a directory such as mymedicarebroker.com, check what information it displays and
how it explains its search and verification features. Don’t assume that a listing—or the fact that a broker appears in
a directory—guarantees a particular level of service. The same caution applies if you discover a directory through a
news article, a search result, or a technology company’s website. For example, a mention of a company such as
Plentisoft, or coverage in The Manila Times, does not by itself verify an individual broker’s license.

Search Narrowly Before You Make Contact
Start with the location and type of help you need. Medicare plan availability varies by area, and a broker must
generally be licensed in the state where they sell insurance. A directory that lets you search by state, county, or
licensing credentials can help you make a shorter list before sharing any personal details.

Use location filters

State: Choose the state where you live or where you need help comparing coverage.

County: Use your county if the directory offers it. Many Medicare Advantage and Part D options are local, so
a county-level search can make results more relevant.

Credentials: Filter for or ask about the licenses relevant to your needs. Then confirm those credentials
through official state or industry resources.

You can usually begin your search with a city, ZIP code, or county—not your Medicare number or date of birth. If
a site demands highly sensitive information before it will show basic directory results, pause and consider whether
you want to continue.

Read broker profiles with a purpose

Broker profiles with areas of expertise can help you decide whom to contact. Look for clear information about the
states served, the kinds of Medicare coverage discussed, languages offered, and whether the broker works



independently or represents one insurer. Treat profile statements as claims to confirm, not guarantees.

“Independent” generally means the broker may work with more than one insurance company, but it does not
necessarily mean they represent every available plan. Ask which companies they can offer in your county and
whether they can help you compare options outside their portfolio.

Verify the Broker Before Sharing Sensitive Information
In the United States, insurance producers are licensed by state regulators. A broker’s National Producer Number,
or NPN, is a unique identifier used in insurance licensing records. In one sentence: an NPN helps you look up an
insurance professional, but it is not a Medicare endorsement or a guarantee of good service.

Ask the broker for their full name, NPN, and the state license information relevant to your location. Then verify the
information yourself using your state insurance department’s license lookup or an official producer lookup



resource, such as the National Insurance Producer Registry (NIPR). Use a website you find independently rather
than relying only on a link sent in an unsolicited message.

Check that the name and license details match, and look for current status and any information the regulator
makes available. If something does not match, ask the broker to explain before proceeding. An NPN alone does
not show that the person is authorized to discuss every product, represents every insurer, or has completed every
plan-specific requirement.

Medicare plan sales may have additional rules. You can ask whether the broker is currently able to discuss the
plans you are considering and which insurers they represent. You can also contact Medicare directly or use
Medicare.gov to review official plan information. A broker should not pressure you to skip independent checks.

Keep Your First Message Low-Risk
Your first message should help you learn whether the broker can assist—not give them enough information to
access accounts, identify you for marketing, or make a detailed health-based recommendation. A safe first
message includes only what is needed to start a conversation.

Information that is usually enough to start

Your state and county, or ZIP code if you are comfortable sharing it.

A general description of what you want help with, such as comparing Medicare Advantage and Original
Medicare options.

Whether you are already enrolled in Medicare, if you choose to say so.

Your preferred way and time to be contacted.

A question about the broker’s license, NPN, and represented insurers.

A ZIP code can still be identifying when combined with other details, so share only what feels necessary. If you
prefer, begin with the county and ask whether that is enough to confirm the broker serves your area.

Do not include these details in an initial email or web form

Social Security number or Medicare number.

Bank account, credit card, or payment information.

Passwords, security codes, or account login details.

Photos or scans of your Medicare card, Social Security card, or driver’s license.

A detailed list of diagnoses, medications, or medical records.

A broker may later need some information to check plan availability or compare costs. That does not mean you
should send it in an ordinary first email. Ask why each item is needed, how it will be protected, and whether there
is a secure way to provide it. You can choose to stop if the explanation is unclear or you feel pressured.

Copy-and-Paste Example of a Safe First Message
Use this as a starting point, and leave out anything you do not want to share:

Hello, I’m looking for help understanding Medicare coverage options in [county and state]. Are you currently
licensed to discuss Medicare-related insurance in my state? Please share your NPN, the companies you
represent, and whether you work with plans in my county. I’m not ready to provide my Medicare or Social



Security number. Could we first have a brief conversation about your services and how you handle personal
information?

This message is useful because it asks for verifiable details and sets a clear boundary. A professional response
should address your questions without insisting that you provide highly sensitive information immediately.

Questions to Ask Before You Schedule a Longer Conversation
A short call can help you decide whether to continue. You do not have to make an enrollment decision during that
first conversation.

1. What is your full name and NPN, and how can I verify your state license?

2. Which insurance companies and plan types can you discuss in my county?

3. Are you independent, or do you represent a limited group of insurers?

4. How do you get paid, and would I pay you directly for your help?

5. What information do you need to compare plans, and at what stage?

6. How will you protect any personal information I decide to share?

7. Can I review the plan information and decide later without pressure?

Listen for clear answers. If a broker says they can show you every plan but cannot explain which companies they
represent, ask for specifics. If they promise that one plan is “best for everyone,” be cautious: people’s doctors,
prescriptions, budgets, and preferences differ.

Warning Signs and Safer Responses
Scammers may impersonate Medicare, an insurer, or a broker. Avoid Medicare scams by slowing down when
someone contacts you unexpectedly, especially if they demand money or sensitive information to “keep” your
benefits.

Warning sign Safer response Someone asks for your Medicare number or Social Security number before explaining
who they are. Do not provide it. Ask for their name, company, NPN, and reason for the request; verify
independently. A caller claims you must act immediately or lose Medicare coverage. End the call and contact
Medicare or your plan using a phone number you find on an official document or website. A person asks for a gift
card, wire transfer, cryptocurrency, or payment to protect your Medicare benefits. Do not pay. Treat this as a
serious red flag and report the contact to the appropriate official agency. A broker will not provide a name or NPN,
or their details do not match licensing records. Pause. Do not share more information until you can confirm the
person’s identity and license. You are pushed to enroll before you understand the plan or have checked your
doctors and prescriptions. Ask for time to review the details. Compare plan information using reliable sources
before deciding.

Caller ID can be spoofed, and a person may know some basic facts about you without being legitimate. Do not
use an incoming caller’s number as your only verification. Contact the organization through a number you locate
independently.

Share Information in Stages
Think of privacy as a series of choices, not an all-or-nothing decision. You can start with a general question, verify
the broker, and only then decide whether to share additional details for a plan comparison.



Stage 1: Search the directory and review profiles without entering sensitive information.

Stage 2: Send a low-risk message asking about service area, license, NPN, and represented insurers.

Stage 3: Verify credentials through official sources and have an introductory conversation.

Stage 4: If you choose to proceed, ask what information is necessary, why it is needed, and how to submit it
securely.

Stage 5: Review plan details and confirm your doctors, prescriptions, costs, and coverage rules before making
an enrollment decision.

You can decline to answer a question, ask to speak with a family member or trusted adviser, or end the
conversation. A legitimate professional should respect reasonable boundaries.

Keep Control of the Decision
A directory can make it easier to find independent licensed brokers, but the responsibility for choosing whom to
trust stays with you. Search by state, county, or licensing credentials; review broker profiles with areas of expertise;
and verify the NPN and state license independently. Then use a safe first message that shares only what is needed
to begin.

Most important, do not let urgency replace verification. You can ask questions, compare information, and take
manilatimes.net time before sharing sensitive details or enrolling. The right help should make your choices clearer
—not make you feel rushed or exposed.

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

