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What’s being sold?



Dive Into CMS Data

• Who is dominating the marketplace in your county?

• If they sell the majority of the products in the county, you have to assume 
they have solved the network problem.

• We can quickly access what plans are sold in your county –
give me a call!

• Let’s look at an example: Tazewell County in Illinois





Look at networks



National carriers = National networks

• National players like Aetna, Humana, and UnitedHealthcare have national 
footprints – networks aren’t much of a concern

• Consider PPOs instead of HMOs

• According to a 
Milliman whitepaper, 
$0 PPO plan growth 
is outpacing 
nationwide MAPD 
growth each year

https://us.milliman.com/-/media/milliman/pdfs/articles/3118hdp_0-ppos-in-medicare-advantage_20200504.ashx



People sometimes buy 
for the extras



People want perks

• It’s important to understand what motivates senior consumers

• Seniors often buy a plan based on its extra benefits

• Regional plans often have more benefits, including things like pest control, 
carpet cleanings, and even meat allowances



Narrow it down



Select 3-4 at most

• Our recommendation: choose 3-4 carriers to certify with each 
year

• Reference the CMS enrollment data often

• Connect with us if you ever want to confirm which carriers to 
focus on
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