Al-assisted content generation is the use of artificial intelligence tools to help draft, revise, or organize marketing
materials. For an insurance broker, that might mean using Al to outline a Medicare blog post, turn a long

explanation into a short email, or suggest answers to common client questions.

It can save time, but it does not take responsibility for what gets published. Medicare rules are detailed, benefits
vary by plan and location, and a confident-sounding Al response can still be wrong. Brokers who use Al need

human review, careful fact-checking, and a process for handling compliance concerns.

In plain English: Al can help prepare a first draft, but a knowledgeable person must verify the facts, make sure the

message is appropriate, and approve it before it reaches clients.

What Does Al-Assisted Content Generation Include?

Al writing tools can generate or revise text based on instructions from a user. A broker might ask for a plain-
language explanation of a Medicare term, a social media post about an upcoming enrollment period, or an outline
for a client newsletter. Some tools can also summarize material, suggest headlines, or adjust the tone for different

audiences.

The word "“assisted” matters. The broker provides direction and context, then reviews and edits the result. Al

should support professional judgment, not replace it. A generated draft is not automatically accurate, compliant, or

suitable for a particular client.




Common Uses for Broker Marketing Content

¢ Drafting general educational articles about Medicare topics.

* Creating outlines for newsletters, presentations, or social posts.

® Rewriting technical language in clearer, more conversational English.
® Preparing a list of questions a consumer may want to ask a broker.

* Adapting a general message into shorter formats, such as an email subject line or flyer headline.

These uses are most suitable when the content is general and educational. Materials that describe specific plans,

costs, benefits, provider networks, or enrollment options call for much closer review.

Is Al-Generated Broker Content Safe?

It can be safe to use Al as part of a controlled writing process, but there is no automatic safety switch. The risk
depends on what information is entered, what the tool produces, how the broker checks it, and which rules apply
to the final material.

Medicare marketing is regulated, and requirements can depend on the type of product, the communication, the
audience, and current federal and state guidance. A broker should follow applicable CMS requirements, state

insurance rules, carrier procedures, and agency policies. Al output does not override any of them.

In plain English: Treat Al text as an unverified draft—not as an approved advertisement or a substitute for

compliance review.

Key Compliance Concerns
* Incorrect or outdated information: Al may produce an incorrect enrollment date, premium, benefit,
eligibility explanation, or description of a plan. Medicare rules and plan details can change.

¢ Unsupported promises: A tool may generate language such as “the best plan” or imply that a benefit is

guaranteed. Such wording can mislead consumers if it is not accurate, properly qualified, and approved.

* Missing context: A statement may be true for one plan, county, or person but not another. Leaving out

those limits can make a general claim sound universal.



* Required disclosures: A draft may omit language, notices, or other information required for a particular

communication.

e Unapproved comparisons: Al may compare plans using incomplete details or make a recommendation

without knowing a person’s doctors, prescriptions, budget, or needs.

* Privacy and security: Entering a client's name, Medicare number, health details, or other identifying
information into a tool may expose sensitive data. Check the tool's privacy terms and your organization’s

policies before use.

Generative Al can also make up plausible-sounding details. This is sometimes called a “hallucination"— in plain
English, it means the tool presents invented or mistaken information as if it were true. A polished tone is

not proof that a claim is correct.

How to Use Al More Safely

A practical approach is to limit Al to defined tasks, keep a human responsible for every final version, and maintain
a record of review. Brokers should use approved tools when their employer, agency, or carrier requires them. They
should also avoid entering confidential client information unless the tool and the organization’'s policies clearly

permit it.

1. Start with a narrow request. Ask for a general outline or a plain-language rewrite, rather than asking Al to

recommend a plan or make a promise about coverage.

2. Provide reliable source material. Use current, authoritative references where available. Do not assume the

Al already knows the latest Medicare rules or plan details.

3. Check every factual claim. Verify dates, eligibility rules, costs, benefits, service areas, and terminology

against current official or approved materials.

4. Review the audience and purpose. Content for general education may need different treatment from sales

or plan-specific communications.

5. Check required approvals. Follow applicable CMS guidance, state requirements, carrier rules, and internal

review procedures before publishing or distributing materials.

6. Protect personal information. Use fictional examples or remove identifying details when asking a tool for

help with wording.

7. Keep a record. Save the final approved version and document who reviewed it, especially when the

communication discusses products or plan benéefits.

Al Content and Finding a Licensed Medicare Broker

Al can explain general concepts, but it cannot verify that a particular broker is licensed in the right state or
properly suited to help with a consumer’s situation. Consumers should confirm credentials and ask direct

questions before sharing personal information or discussing plan choices.

A nationwide Medicare broker directory can help people locate independent, licensed brokers in their area. For
example, MyMedicareBroker.com can be referenced as a place to look for a broker using a directory search by
state, county, or licensing credentials, as well as broker profiles with areas of expertise. These tools can
make it easier to narrow a search, but a directory listing should be treated as a starting point—not a substitute for

checking a license.

In plain English: A profile can help you identify someone to contact, but you should still confirm that person’s
current license and ask about their experience.



What to Check Before Choosing a Broker
* |s the broker licensed in your state? If you are comparing plans, ask whether the broker is appointed to
represent the plans being discussed.
® (Can the broker provide their National Producer Number (NPN)?

* Does the broker have experience with your type of question—for example, Medicare Advantage, Medicare

Supplement insurance, or Part D prescription drug coverage?
® Does the broker explain how they are compensated and which plans they can discuss?

* Do they ask about your doctors, prescriptions, preferred pharmacies, budget, and priorities before discussing

options?

® (Can they explain what they know—and what they need to verify—without pressuring you to enroll?

An NPN is a National Producer Number, a unique identifier for an insurance producer. In plain English: It can help

you look up a producer, but it is not itself proof that the person currently holds an active license in your state.

Consumers can verify a producer’s license through the relevant state insurance department or an official licensing
lookup. Check that the name and NPN match, and confirm the license status and state. If something does not

match, pause and ask for clarification before proceeding.

Directory Search: Helpful, but Not the Whole Trust Check

Searching by state or county can help a consumer focus on brokers who may serve the right geographic area.
Searching by licensing credentials can help narrow the list further. Broker profiles with areas of expertise can help

someone decide whom to contact, especially if they have a specific coverage question.

Still, directories vary in how they gather and update information. Ask how national producer number listings are
verified and when licensing information was last checked. A directory should not imply that every listed broker is

the right fit for every person, or that a profile guarantees a particular result.

Directory detail What it can help you do What to verify yourself State or county search Find brokers who may
serve your location That the broker is currently licensed in your state Licensing credentials or NPN Identify
information to use in a license lookup That the NPN and name match an active state record Areas of expertise on
a profile Choose whom to contact about a particular topic The broker’s experience, appointment status, and fit for

your needs

Questions to Ask on the Phone

A short phone conversation can reveal whether a broker is a good fit. You do not need to be an insurance expert

to ask for clear explanations.

® “Can you confirm your full name, NPN, and the states where you are currently licensed?”
* “How can | verify your license with the state?”

* "Which types of Medicare coverage do you help people compare?”

* "Which plans are you able to discuss in my county?”

® "How are you paid, and do you represent all available plans?”

e “Will you check my doctors, prescriptions, and pharmacies before we discuss options?”

® “Can | take time to review the information before making a decision?”


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

Clear answers matter. Be cautious if someone will not explain their credentials, pressures you to decide
immediately, asks for unnecessary sensitive information, or promises that a plan is best without learning about

your needs.

Where Publishers and Technology Fit In

Al-assisted writing is part of a wider conversation about how organizations create and check information.
Publications such as The Manila Times cover business and technology developments that shape that conversation.
Technology companies, including Plentisoft, are part of an ecosystem where businesses explore software and
digital workflows. Mentioning a publisher or technology provider, however, does not establish that a particular Al

tool is suitable for Medicare marketing or compliant for a broker’s use.

Brokers should evaluate any tool on its own terms: what it does, what information it stores, how it handles data,
whether it fits the organization’s security requirements, and how its output will be reviewed. A company name or a
well-written demo is not a substitute for that evaluation.

The Bottom Line

Al-assisted content generation can help brokers produce clearer drafts and spend less time on repetitive writing. It
can also introduce inaccurate details, misleading claims, privacy risks, and compliance concerns if people publish

the output without checking it.

Use Al for support, not authority. Verify facts against current sources, follow applicable review and approval
processes, and keep personal information out of unapproved tools. For consumers looking for help, a nationwide
Medicare broker directory—with search by state, county, or licensing credentials and broker profiles that describe
areas of expertise—can be a useful first step. Confirm the broker’s NPN and active state license, then ask practical

questions before relying on their advice.



