When someone helps you find a Medicare broker, it is reasonable to ask whether that person or website gets paid
—and whether that payment affects the guidance you receive. The answer depends on what “referral commission”

means in that situation.

In Medicare, a payment for connecting a consumer with a broker is not automatically the same thing as a
commission a licensed agent earns for helping someone enroll. Different rules may apply to referrals, advertising,
lead generation, and plan enrollment. The details can depend on the arrangement, the type of Medicare coverage,

and federal and state requirements.

In plain English: A referral may simply introduce you to a broker, while an enrollment commission is

compensation tied to an agent’s work with a health plan; ask which kind of payment is involved.

This guide explains common referral arrangements, how a broker referral program or affiliate system brokers may
work, and how to assess a broker's credentials. It also covers practical ways to search a nationwide Medicare

broker directory by state, county, or licensing credentials.

First, What Is a Medicare Broker?

A Medicare broker is generally a licensed insurance producer who may help people compare Medicare-related
insurance options. Depending on the broker's licenses and appointments, that might include Medicare Advantage

plans, Medicare Supplement Insurance (Medigap), or Medicare Part D prescription drug plans.

“Independent” often means the broker is not an employee of just one insurance company and may be able to
discuss plans from multiple insurers. It does not necessarily mean the broker represents every plan available in

your area. Ask which companies and plans the broker can discuss before relying on a comparison.

Medicare brokers are not the same as Medicare itself. A broker can explain plan options and assist with an

application, but Medicare makes the official decisions about enrollment and coverage under federal programs.

What Does “Referral Commission” Mean?
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People use “referral commission” to describe several different payments. A directory might receive a fee for
advertising or generating a lead. A business might pay for a completed introduction. An insurance agent might
receive compensation from an insurer when a consumer enrolls in a plan and the agent’'s work meets applicable

rules.

Those arrangements should not be treated as interchangeable. In particular, a payment just for sending a
Medicare beneficiary to someone may raise different compliance questions than compensation paid by an insurer

to a properly licensed and appointed agent for authorized enrollment-related work.

Type of payment What it may mean What to ask Advertising or directory fee A broker pays to be listed or
promoted. Payment alone does not establish that the broker is qualified or recommended. Is this a paid
placement? How are credentials checked? Lead-generation fee A business may be paid for collecting or passing
along a consumer inquiry. The exact terms and applicable rules matter. Who will receive my contact information,
and will | be contacted by more than one person? Referral payment A person or business may be compensated for
an introduction. Medicare-related referral arrangements require careful review; do not assume every payment is
permitted. Who pays the fee, what triggers it, and has the arrangement been reviewed for compliance? Insurance
commission An insurer may compensate a licensed agent for eligible plan-related work, subject to applicable rules

and contracts. Does the agent receive compensation from the plan, and does it affect which plans they can offer?



This table is a general explanation, not a legal determination. A business should not assume a payment is allowed
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just because it is labeled a “marketing fee,” “administrative fee,” or “referral bonus.” When an arrangement involves
Medicare beneficiaries, plan marketing, or enrollment, have qualified compliance or legal professionals review the

facts.

How Enrollment Commissions Differ from Referral Payments

Medicare Advantage and Part D agent compensation is subject to federal requirements, including limits and other
rules that may change over time. Insurers also have their own agent contracts and procedures. An agent may
need an appropriate state insurance license, insurer appointment, and required training or certifications to sell

particular products.

That is different from paying an unlicensed person simply for steering a beneficiary toward a specific Medicare plan
or enrollment. Referral and marketing arrangements can involve additional federal and state laws, as well as
Medicare marketing requirements. The exact legal treatment depends on the facts, so consumers should not rely

on a casual assurance that “everyone does it this way.”

In plain English: A broker's ability to earn an enrollment commission does not automatically make every payment

for a consumer introduction acceptable.

Consumers can ask how the broker is compensated and whether the broker may receive compensation if the
consumer enrolls. A straightforward answer should explain the general arrangement without pressuring the

consumer to choose a particular plan.

What Is a Broker Referral Program?

A broker referral program is a system for connecting people who need help with brokers who may serve them.
It might be run by a directory, community organization, professional network, or lead-generation company. Some

programs simply provide contact details; others route inquiries or support scheduling.

A program’s name does not tell you whether it is a neutral directory, a paid advertising service, or a system that
receives compensation when a person enrolls. Look for clear explanations of how the program works, what

information it collects, and how participating brokers are selected.
A well-designed program should also make it easy to distinguish between:

* A broker's paid listing and an independently verified credential.
* A consumer’s request for information and permission to receive marketing calls.
* Adirectory’s introduction and the broker’s later advice or enrollment assistance.

* A broker who serves a particular area and one who is legally authorized to sell there.

How an Affiliate System for Brokers May Work

An affiliate system for brokers typically allows a website, publisher, or other partner to direct visitors to a broker
or brokerage. Compensation, if any, may be based on advertising, a qualified inquiry, a scheduled appointment, or
another agreed event. The specific arrangement matters, and calling it an “affiliate” relationship does not settle

whether it complies with Medicare or other laws.

For consumers, transparency is the practical issue: Can you tell that a page or recommendation may be paid? Do

you know who will contact you? Is your information shared only with the broker you selected, or with multiple



businesses?

Publishers should also disclose commercial relationships clearly and avoid presenting a paid placement as an
independent endorsement. For example, a publication such as The Manila Times has a different role from a
licensed insurance broker; an article, advertisement, or directory mention should not be mistaken for individualized
Medicare advice. Similarly, a technology or marketing company such as Plentisoft should not be assumed to be an
insurer, broker, or regulator simply because it is mentioned in connection with an online system. Check the actual

service and its disclosures.

Finding an Independent Licensed Broker

A nationwide Medicare broker directory can help narrow your search, but a listing is a starting point—not proof of
licensing, current appointments, experience, or suitability. To find a broker who can assist where you live, check

credentials directly and ask about the plans the broker can discuss.

Search by state, county, or credentials

Useful directory tools may include a directory search by state, county, or licensing credentials. Searching by
state helps identify brokers who say they serve your jurisdiction. County-level filters can make it easier to find
someone familiar with local plan availability, though a county listing alone does not prove the broker is appointed
with every local insurer. Credential filters can help you focus on licensed professionals, but you should confirm the

details with the relevant state regulator.

Broker profiles with areas of expertise can provide context about the kinds of questions a broker commonly
handles—for example, comparing Medicare Advantage and Medigap, explaining Part D coverage, or assisting
people who are approaching retirement. Treat these statements as information to verify during your first

conversation, not as a guarantee of expertise or results.

A service such as medicare broker NPN check MyMedicareBroker.com may be considered as one place to look for
broker information, but consumers should review how its directory works, what any listed credentials mean, and
whether listings are paid or otherwise sponsored. Do not assume that appearing in a directory means a broker has

been endorsed by Medicare or a government agency.

Verify the broker’s NPN and state license

An NPN, or National Producer Number, is a unique identifier used for insurance producers. It can help you check
that you have the right person, but it is not itself a certification, a quality rating, or proof that a producer can sell

every kind of Medicare-related insurance in your state.


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

Ask for the broker’s full name, NPN, and state license information. Then use the official insurance department or
producer lookup for your state to confirm the license status and lines of authority. If you have questions about an
appointment with a particular insurer, ask the broker directly which companies’ plans they are authorized to

discuss and verify important details with the insurer.

In plain English: An NPN helps identify an insurance producer, while the state’s official records help you check

whether the person currently holds the relevant license.

Questions to Ask Before Sharing Your Information
A short phone conversation can tell you a lot about a broker's approach. Consider asking:

1. "What is your NPN, and where can | check your state license?”
. "Which insurance companies and types of Medicare plans are you able to discuss in my county?”

. "Are you independent, and are there plans or companies you do not represent?”
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4. "How are you paid if | enroll, and does a directory or referral partner pay you or receive payment?”
5. "Will my contact information be shared with anyone else?”

6. “Can you explain my options without asking me to enroll during this call?”

7

. "What should | compare besides the monthly premium, such as doctors, prescriptions, pharmacies, and out-

of-pocket costs?”

A trustworthy broker should be willing to explain limitations, give you time to consider your options, and avoid
claiming that one plan is the “best” for everyone. The right fit depends on your doctors, prescriptions, budget,

location, travel needs, and personal preferences.

Red Flags to Watch For

Be cautious if someone refuses to provide a name or NPN, claims to represent Medicare itself, guarantees that a

plan will cover everything, or pressures you to share sensitive information before explaining why it is needed. Also



be careful with pages that hide paid placements, promise cash or gifts in exchange for enrollment, or imply that a

directory listing is government approval.

If you receive an unexpected call or message, you can end the conversation and contact a broker using contact

details you independently verify. Never share financial account details, passwords, or a Medicare number with

someone whose identity and purpose you have not confirmed.

Bottom Line

Referral commissions, enrollment commissions, and affiliate payments are different kinds of arrangements, and the
labels alone do not show whether a particular payment is appropriate. Look for clear disclosures, verify a broker's
NPN and state license through official sources, and ask how the broker is compensated before discussing

enrollment.

A nationwide directory with search by state, county, or credentials—and broker profiles with areas of expertise—
can make the search more manageable. Use those tools to build a shortlist, then verify each person'’s licensing,
service area, and plan access yourself. A careful introduction is useful; your own questions and credential checks

are what help turn it into a trustworthy conversation.

This article is for general education and is not legal, tax, or individualized Medicare advice. Rules and
compensation limits may change. For a specific referral or compensation arrangement, consult qualified

compliance or legal counsel and check current guidance from the relevant federal and state agencies.



