10 Reasons Why Agents Should Sell
Medicare Advantage Plans (MAPD)

1. Simplicity and Ease of Selling

Medicare Advantage (MAPD) plans offer all-in-one coverage, bundling hospital (Part A), medical
(Part B), and prescription drug (Part D) benefits into a single plan. This simplifies the sales process
and eliminates the need to discuss multiple standalone policies like Medigap and Part D separately.
Clients find it easier to understand, and agents can close sales more efficiently.

2. Annual Enroliment Flexibility

Unlike Medigap, where clients face strict medical underwriting if they want to switch plans,
Medicare Advantage allows enrollees to shop for a new plan every year during the Annual
Enrollment Period (AEP) without medical barriers. This provides agents with recurring
opportunities to re-engage clients, strengthen relationships, and earn new commissions annually.

3. Affordability Attracts More Clients

Many Medicare Advantage plans come with low or even $O monthly premiums, making them an
attractive option for cost-conscious clients on a fixed income. Clients prefer pay-as-you-go
coverage (copays and coinsurance when services are used) rather than paying a high upfront
Medigap premium every month, making MAPD plans an easier sell.
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4. Built-in Financial Protection

Medicare Advantage plans include a maximum out-of-pocket limit (MOOP), protecting clients
from excessive medical costs. Traditional Medicare does not have an out-of-pocket cap, leaving
beneficiaries vulnerable to unlimited expenses. Agents can confidently position MAPD as a
solution for clients concerned about financial risk.

5. Extra Benefits Drive Demand

Unlike Medigap, which only fills gaps in Medicare coverage, Medicare Advantage plans often
include extra benefits such as:

m Dental, Vision, and Hearing Coverage

m Over-the-Counter (OTC) Allowances

M Fithess & Gym Memberships

m Transportation for Medical Appointments

M Wellness Programs & Telehealth Services

These added perks give agents a strong selling point and make MAPD plans a more attractive
choice for seniors looking for comprehensive coverage beyond Original Medicare.

6. Growing Market and Stability

Medicare Advantage enrollment is steadily increasing, with over 50% of Medicare beneficiaries
enrolled in MA plans. CMS and insurance carriers are expanding benefits and lowering costs each
year to stay competitive. Unlike Medigap, which has fewer plan options and potential government
phase-outs, MAPD plans are continuously evolving to attract more enrollees—creating long-term
opportunities for agents.
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7. Support from Care Management Programs

Medicare Advantage plans provide coordinated care services, assigning enrollees a care
advocate or case manager to help improve health outcomes. These services ensure better
patient-provider communication, reduce unnecessary medical expenses, and help prevent fraud
and billing errors. Agents can highlight these advantages as key differentiators when helping
clients choose a plan.

8. Recurring Commissions & Higher Payouts

CMS sets competitive commissions for Medicare Advantage plans, often higher than Medigap
commissions.

m Agents receive an upfront payment for new enroliments.

M Renewal commissions continue for the lifetime of the policy, providing long-term
residual income.

m Unlike Medigap commissions, which decline after seven years, MAPD renewals remain

steady year after year.

9. Employer and Retiree Transitions Favor MAPD

Many large employers and unions are shifting retirees info Medicare Advantage plans instead of
offering Medigap coverage. As a result, more retirees will need agent guidance when transitioning
from employer-sponsored coverage to a Medicare Advantage plan. Agents who specialize in
MAPD will be better positioned to capture this growing market.
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10. A Competitive Edge Over Other Agents

By offering Medicare Advantage plans, agents expand their client base and increase client
retention. Since MAPD requires annual certifications, agents who stay up-to-date on plan
changes can differentiate themselves as knowledgeable, trusted advisors. If you don’t offer
MAPD, your clients may turn to another agent who does—potentially losing you future business.

Final Thoughts

Selling Medicare Advantage isn’t just about commissions—it’s about helping clients find
affordable, comprehensive, and financially protective healthcare solutions. With a growing
market, strong residual income potential, and built-in plan benefits, MAPD plans offer an
excellent opportunity for agents to build a sustainable, rewarding business.
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