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I’m Clay Peek

Peek Performance leads the nation in 
ACA sales training. 

• Since 1996
• Clay’s actually “Done it” selling 1000 lives a 

year his first 10 years in the business
• An incredible team to lead you toward training, 

tools and personal assistance in business
• Strong Commissions and even Stronger 

Business Development
• We’ll help you build your own team!
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Today’s 
Agenda

• 9:15 AM – 9:30  AM – Coffee and Registration

• 9:30 AM – 9:55 AM – “Why ACA/Health”

• 9:55 AM – 10:30 AM – Selling ACA all year long w/o an HRA

• 10:30 AM – 11:00 AM – ICHRA Overview

• 11:00 AM – 11:45 AM – 4 Health Tools 
• PSM, Sedera, UHO, Physician’s Mutual

• 11:45 AM – 12:00 PM – CMS Update

• 12:00 PM – 12:15 PM – Agency Building

• 12:15 PM – 12:30 PM – Q & A



Scan this code to access all of  
the helpful tools, links and 
resources mentioned today.

• Training Materials
• Webinar registration links
• Contract Request Form
• PeekTraining.com Portal
• Agent Care Team contact
• Links to more info on specific 

topics discussed today



SESSION 1:

Why ACA?
JON EVANS/DAVE SCHLARB

PEEK PERFORMANCE
peektraining.com



Why ACA?
Clay Peek, Jon Evans, Dave Schlarb
Peek Performance Insurance

www.peektraining.com 
877.612.7317 or marketers@ppisales.info 
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Who is “ACA Clay”?

Husband, Father and Grandfather
Clay Peek has been married to Debbie for 44 years. 6 Kids, 17 Grandkids ... To 
date!

Christian Ministry
Clay has served in 2 Christian Schools and pastored in 4 Churches early in his 
career. He now enjoys lay ministry at his local church. 

Proven Insurance Agent
In 1996, after Clay completed his term at his church in South Philadelphia, he, 
Debbie and his 6 children returned to SC where he began his insurance career. 
He sold more than 1000 lives a year for more than 10 years. 

Industry Leader and Visionary 
Since 1996, Peek Performance has appointed more than 13,000 agents and 
over 996 Agencies across the country. Clay is a “Thought Leader” in the Health 
Industry and has hundreds of hours of training on multiple website platforms. 
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Why On Earth Would 
I Want to Sell ACA? 

Because if you don’t, 
you’re literally “walking 
on dollars” 

Let me explain...

11
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What is ACA?

The Patient Protection and Affordable Care Act, referred to as the 
Affordable Care Act or “ACA” for short, is the comprehensive health care 
reform law enacted in March 2010. 

The law has 3 primary goals:

• Make affordable under age 65 health insurance available to more 
people. The law provides consumers with subsidies (“premium tax 
credits”) that lower costs initially for households with incomes 
between 100% and 400% of the Federal Poverty Level (FPL). 

• Expand the Medicaid program to cover all adults with income below 
138% of the FPL. About 40 states have expanded their Medicaid 
programs.

• Support innovative medical care delivery methods designed to lower 
the costs of health care generally.
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The Affordable Care Act 

(ACA), Obamacare signed 

into law by President 

Barack Obama on March 

23, 2010.  it represents the 

U.S. healthcare system's 

most significant regulatory 

overhaul and expansion of 

coverage since the 

enactment of Medicare 

and Medicaid in 1965.

ACA’s Major Provisions 

came into force in January 

of 2014. Peek Performance 

enters the ACA space, 

recruiting agents across 

the country to sell ACA. In 

the beginning 

ACA was a mess. 

 Healthcare.gov rarely 

worked and the 

commissions were not 

strong. #chaos

President Trump ends the 

Federal “Individual 

Mandate” penalty for 

those who did not 

purchase a Qualified 

Health Plan.

Various Legal and 

Legislative challenges to 

the ACA fail.

The 21st Century Cures 

Act expands the use of 

HRA’s

The American Rescue 

Plan Act/ARPA extends 

Tax Credits to millions of 

new households, and the 

“Family Glitch” is fixed, 

allowing dependents of 

employees who get 

healthcare at work to 

potentially qualify for a 

tax credit on an ACA plan. 

26 Million People are 

currently covered by the 

Affordable Care Act. 

ICHRA and QSEHRA allow 

trained agents to enroll 

qualified employees into 

ACA plans 12 months a 

year!

2025 & Beyond?
Will APRA Continue?

New CMS Guidelines

BBB Impact

Shortened OEP?

A Brief History of ACA

2010
2014

2016-20

2021-22

2022-24

https://en.wikipedia.org/wiki/Barack_Obama
https://en.wikipedia.org/wiki/U.S._healthcare_system
https://en.wikipedia.org/wiki/Medicare_(United_States)
https://en.wikipedia.org/wiki/Medicaid
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ACA is incredibly EASY!

• 18 Second Quote – 15 Minute Enrollment

• 20-40% are Self Enrolled (YOU can become Agent of 
Record)

• Market to Anyone, Anywhere, Anytime

• Millions Still Unaware

• Creates an “Increasing Income Annuity”
• 100 humans = about $2000 a month (varies by 

state/plan) / 200 = $4000 month
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ACA coverage is Great!

• Deepest, Richest Health Coverage EVER

• Guaranteed Issue

• No Pre-Ex-Limitations

• No Dollar Amount Limit to Benefits

• Huge Subsidies/Premium Tax Credit

• Narrow Networks/ High OOP

• 50% of our sales are $0 premium
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But I sell STM & HI Health Plans

• Prospects w health issues or who have modest 
income can’t or shouldn’t buy those.

• Some plans have significantly limited benefits
• Since ACA is Guaranteed Issue and often more 

affordable – it just makes sense 
• Serve the 75%+  who get a subsidy too!
... And you should have great STM and 
Non-ACA Health Options too.
PPI has that too (more later)
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Don’t Miss Out on Sales

• Spouse in the House! 
Children, Grandchildren 
of your Medicare clients 
need this!

• Make BOTH sales!

Increasing Income Annuity

• Stop giving ACA leads 
away as referrals and 
increase your monthly 
income annuity!

Changing Market

• Potential reduction 
commissions and 

• DSNP change in 2025
• Jason Newby/David Poston

Yeah, but I sell Medicare…
Awesome! Want to sell even more?
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Sell More Life!

• Savings on monthly 
health premiums means 
MORE Life sales! Right?!

It’s much easier…

• to talk about Health 
Insurance than Life 
Insurance

Gain the attention…

• of “High Net Worth” 
business owners with 
health… and you’ll sell a 
lot more life!

Yeah, but I sell Life Insurance…
Awesome! Want to sell even more?
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• Stop giving away money 
(referrals) and become a 
one stop shop for your 
customers.

• Stabilize your income in 
an unstable P&C market 
by (at least!) assigning a 
gifted  team member to 
sell the ACA.

• Cross Selling binds your 
client to you even more!

But surely this isn’t a fit for P&C Agents…
It’s the BEST fit for P&C Agents
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Agency Building
Reasons why 996+ agencies 
work with Peek Performance:

• Unparalleled Agent Support 
• We handle contracting and 

commissions FOR you.
• The BEST Training in the Industry

• PeekTraining.com
• Work with the #1 ACA Agency 

Building FMO in the country
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Special Opportunities!

Low Income 12 
Month Selling

?? For 2026

ICHRA & QSEHRA 
Sales

Family Glitch – 
5.1 Million 
Prospects

Non-Profit 
Selling

OEP Nov.1st – 
Jan. 15th 



Year Round Selling!
Don’t be stuck selling just during OEP. Here’s your chance to sell 12 
Months! You never have to stop selling health insurance.

Target Businesses with 2-49 Employees
The sweet spot is 2-20, but if you come across a group to 49, get 
them signed up. We also have a solution for groups over 50!

ICHRA – Small or Large Businesses! This is where the 
magic happens! These tools are the reason we can do this year-
round. We will show you how!

The Tools You Need
Performance HRA software, training and support you need to 
make this happen. Doing it on your own can be confusing and 
dangerous! We can help. 

Get the 2nd and 3rd Sale
We’ll also show you how to get the employer to pay for the Dental, 
Life, and Accident Insurance too!

Selling ACA to Small Businesses
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This is a training tool that you 
can use for yourself and your 
agents! How to get started, 
basic training for rookies and 
deep dive training for 
advanced markets.

Peek Performance 
Makes it Easy to Start

PeekTraining.com

We have an entire team 
dedicated to making sure you 
and your team are taken care 
of. Once you decide to join 
Peek Performance, you will be 
assigned an ACT member to 
support you. 

Agent Care Team

We want Agency Owners to be 
out selling and recruiting, NOT 
worried about technical details 
like commissions, certification, 
and contracting etc. That stuff 
slows you down. Let our team 
help! We’ve been doing it for 
almost 30 years and we’re 
VERY good at it. 

Support
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PeekTraining.com
 ACA/Under 65 Health Sales (Tab)

 ACA Prep Class (Step 2a):  “Step by Step” 
instructions on how to

• Certify (see map on next slide)
• Appoint/Contract/New Carriers
• Set up Enrollment Platform
• Compliance and Enrollment Training

 Intro ACA Training (Step 3)

 Advanced Training (Steps 4, 5 & 6)

https://www.peektraining.com/


Road Map 
to Success



Blue =  FFM

This map wil l  identify al l  currently  avai lable plans 
(www.peektraining.com)

Yel low = 
State-Based 

Exchange

Grey  =  States  
PPI  does not  
market  ACA
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Your Market is changing.  Are you?
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What Now?

We’d love for you to be a part of our team. We think we can 
revolutionize how you do insurance.

If you’d like to join us, scan and complete this Contract Request 
code. If you’d like to talk to someone before you fill it out, call 
the agent hotline and we’re glad to help!

• 877-612-7317 / Agent Hotline

• PeekTraining.com

• ACAclay.com

• Next Steps? “ACA Prep Class!”



Selling ACA 
12 months a year

PEEK PERFORMANCE
peektraining.com
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YOU COULD 
SELL ACA PLANS 
“ONE AT A TIME” 

BUT ...
THERE IS A 
BETTER WAY!
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OPPORTUNITY: Creating/Collapsing 
Employer GROUPS with ACA

• Almost 50% of all working Americans work in a business 
with less than 50 employees.

• Up to 50,000,000 prospects in this space.

• Significant 2nd, 3rd, & 4th sale opportunities … the 
Employer will often pay for them.

• We see a 90+ % persistency in this space.

• You have very little competition from other skilled ACA 
or Group agents.



2 Ways to Sell ACA without 
using ICHRA

& Market Overview

Clay Peek clayp@ppisales.info 
Peek Performance Insurance

877 612 7317 or marketers@ppisales.info 

mailto:clayp@ppisales.info
mailto:marketer@ppisales.info
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Entrepreneurs need your help with Benefits 
(Understanding Employers = Selling 

Individual Health all year long!)

Just because you perceive some 
Small Business Owners as 

successful doesn’t mean they don’t 
need and wouldn’t appreciate your 

help in serving their employees 
better and saving money.

They would.

Majority of small businesses (under 10 EE’s) don’t 
have any health benefits

The rest typically have very expensive benefits

They need your help.
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Understanding “Group” vs. “Individual” Health

Think of Health markets as if it 
were an airplane.

With a fuselage and two wings.
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“Group Plans”

• State and Federal Employee Plans 
• ALE’s/Applicable Large Employers 50+
• Small, Medium and Large Corporate Employer 

Sponsored “Group” employee health plans  
• ALL “True Group Health Plans” must meet all 

requirements under the ACA. 
• Whether Fully Insured, or Self/Level Funded ERISA plans.

Both Group and Individual plans meeting ACA  requirements 
are referred to as “QHP” or Qualified Health Plans
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Individual Non-ACA Plans, Left Wing

• Limited Medical / Hospital Indemnity Plans/MEC 
Plans – NOT comprehensive

• Short Term Plans *
• “Medical Cost Sharing” Plans *
• “ERISA or Association” – Health Plans * 

(Benefits may meet the guidelines, but are usually  
Underwritten & do Not qualify for Tax Advantages)

Those ”Healthy and Wealthy” enough to buy! (and 
don’t get a tax credit)
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Individual ACA Plans (QHP), Right Wing

• 100% Guaranteed Issue
• No Pre-Existing Limitations
• 100% Coverage Day 1 
• No $ Limits
• All 10 Essential Benefits
• Limited Networks/High OOP
• Tax credits may be available



38Health Revolution Tour

30 - 50 Million people could be 
moving from the Red Section of the 
plane to the Blue Section over the 

next few years.

You’re going to be a part of that! 
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Selling Seasons

3 Selling Seasons:
• OEP Sales 

• ACA individual sales and renewals
• 11.1.25 – 1.15.26

• SEP Sales 
• Life change and “Family Glitch” sales
• Collapsing expensive ER Group plans

• HRA (SEP) Sales  - 12 Months a Year
• Using ICHRA for high income or high-cost groups 

of any size
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1. Selling Dependents

Understand the Family Glitch
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2022 
Update

“Executive 
Order” 

On 4/5/22 President Biden Admin signed an Executive Order 
which details the ability to sell ACA plans with subsidies to 

dependents whose spouse/parent has an affordable 
employer group health plan, but the “dependent” coverage 

is ”unaffordable.”
This opens millions of new prospects into the ACA market.
Now you may approach employers of ANY size re helping 

employees’ dependents previously affected by the      
“Family Glitch”

Executive Order on 
Strengthening Medicaid and the 

Affordable Care Act

https://www.whitehouse.gov/briefing-room/statements-releases/2022/04/05/fact-sheet-biden-harris-administration-proposes-rule-to-fix-family-glitch-and-lower-health-care-costs/
https://www.whitehouse.gov/briefing-room/presidential-actions/2021/01/28/executive-order-on-strengthening-medicaid-and-the-affordable-care-act/
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The
“Family 
Glitch” 

Get more training at 
www.familyglitchfix.com

Use the “Family Glitch Calculator”

Get entire household income
Compare with total monthly cost of least expensive ER plan

If EE’s premium is affordable, they do NOT get a tax credit, only the 
dependents

Understand the financial guidelines (9.96% for 2026)

Help Dependents of those 
covered on an expensive 

employer group plan

http://www.familyglitchfix.com/
https://www.hafamerica.org/family-glitch-calculator/
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2. “Creating” Groups

• What does “Creating or Collapsing Small Groups 12 
Months a Year” mean for your selling seasons?

• Creating means – bringing health benefits to an ER 
group where none currently exist

• Why would they not exist?

• Collapsing means – there is an ER group health plan in 
place but it’s so expensive that it’s crushing the ER, the 
EE or both.

• We’ll illustrate this shortly …
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Why Create 
or Collapse 
Small 
Groups?
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The Small Employer Dilemma

• It’s hard to find and retain good employees!

• Millions quit their jobs each month. Usually for better pay 
and/or benefits

• Competitive employers offer health benefits to attract and 
retain great employees.

• But, if the cost of insurance is too high, EEs can’t cover 
their Employees, their dependents or afford other 
necessary coverage like Dental, Disability, Life, etc. 

• Large (and/or) National employers offer generous 
employee health benefits and many also help with the cost 
of Dependent coverage.

• Advantage: Larger Employer!
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4 kinds of ER Scenarios

• ERs who currently have an Employer Group 
Health Plan

• ERs who had a group health plan but dropped it
• ERs who tried to get a plan but could not meet 

participation
• What is true of all three kinds of employers?

• ERs who never tried to get EGHP
• Mandated ER’s (50+ FTE’s)with no group plan who 

don’t know that they’re about to hear from the IRS
• Small ER’s who let their EE’s do whatever they want
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Example:
A Small 

Employer
Group Health 

Plan.

It’s NOT 
COMPETITIVE

Small Group Health insurance is expensive for both the 
EMPLOYER/ER and the Employee/EE.

Example:

EE - $800 mo (if ER pays $600 – the Net cost to EE is $200)
Spouse - $800 mo

Kids - $400 mo
Summary Cost to EE: Self ($200), Spouse ($800), Kids ($400)

Employee must pay $1400/mo to cover self and family
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Annualize 
the Costs
Small ER

&

COLLAPSE 
the Group!

If EE premium is $800 per month
ER pays $600 mo. = $7200 yr and 

EE pays $200 mo. = $2400 yr
Spouse $800, and dependent children will be about $400.

($14,400 a year more for the Dependents.) 

Total cost for a family of 4 (both ER and EE costs) - $24,000
Employee’s Cost -  $16,800

Average Families CANNOT afford this

(Ave EE costs in 2025 are approximately $775 Month)
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1. A Family of 4 Savings

Using tax credits – No ICHRA … 

Parents (age 45) and 2 teenagers – Family Income $75,000 a year

In most Zip Codes, this family could get an ACA plan with a copay for 
Doctor, Specialist and Drugs for $0 a month.

• A savings of $7200 a year for the ER
• A savings of $16,800 for the EE

Unfair Competitive Advantage # 1
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2. Better Benefits from my Boss

The employer could use some of his $7200 annual 
savings and provide some Dental, Gap and/or Life 

Insurance … say $150 a month. 
He still saves $5400 a year per employee.

But now the EE gets additional benefits that they 
likely didn’t enjoy previously – paid for by their ER.

Unfair Competitive Advantage # 2
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3. ”Pay Raise” for the EE

Because the cost of health care is reduced,                                                  
the EE keeps more of their own money …                                                     

it’s like a pay raise that costs the ER NOTHING!

Unfair Competitive Advantage # 3
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4. Additional Sales for the Agent

Agent makes 3-4 sales instead of 1 and the 
ER is often paying for 2-3 of them!

Unfair Competitive Advantage # 4
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5. You won’t lose it

Getting the benefits (sale) is one thing. 
Keeping them is another.

 To replace it, the other agent is going to have to convince: 
the Employer

their bookkeeper/HR 
(or engage another HRA platform.)

... And that’s unlikely.

It’s called Persistency. More than 90%!
Unfair Competitive Advantage # 5
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6. Who else gets an “Unfair Competitive Advantage?”

The Employer!

Now, “Franks HVAC” can afford to attract, hire and retain more and better 
employees than their competitors because of their Health Insurance cost savings.

Unfair Competitive Advantage # 6
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Value Proposition for Small Business

• Collapsing/Creating  the Small Group Health Plan is good for both the ER and the EE.

• Saves both parties money.

• ER can “Get out of the Insurance Business” and can offer “Better Benefits” that are now 
“Employer Paid” like, Dental, Gap, Life.

• EE can now afford to cover dependents, and their insurance is portable should they ever change 
jobs.

• EE’s can choose any plan they want and not be forced to choose between the 2 options 
recommended by ER.
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Value Proposition for You

• You’re Fishing with a Net, Not with a Pole.

• You’re getting 1-3 “Employer Paid” Ancillary sales in most 
cases in addition to the Health Sale for 100% of the 
Employees!

• You’re also getting some “Voluntary” sales (additional plans 
that the EE is paying for themselves).

• Your income doubles or triples PER EE.

• You have significant referral opportunities.

• These new clients eventually turn 65!

• You retire in CABO (or Belize is also good).

57
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Are other agents doing this?

…Very few 
and far between
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• Are groups with more than 50 FTE’s your target?

• NO. 50+ Groups are NOT your initial target. … even if 
your best friends, cousin’s neighbor can “get you 
in….”

• Stay with 2-20 until you have this in hand.

Your Target
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Easy Access

• There are easily 14 Million different groups in 
this space that contain 30 Million additional 
Prospects that are NOT on the “Do Not Call” list. 

• Yes, you may call them. Legally.

• You may discuss this product freely with anyone 
at anytime in a simple, non-threatening and “non 
salesy” way.
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EE Count

Employees on Site Number of Businesses

1 - 4 employees 13,115,030

5 - 9 employees 2,197,924

10 - 19 employees 1,065,752

20 - 49 employees 726,627

 Counts by Employees On Site
(Updated February 2021) NAICS Association



65

3 Fake 
”Group 
Health” 

Plans

1. MEC (Minimum Essential Coverage) plans that do 
not also have a “MVP/Minimum Value Plan” (ACA 
Compliant) group health plan offered affordably to 
all EE’s  

2. Limited Medical/Hospital Indemnity health plans 
are NOT ACA compliant/QHP’s

3. Some “INDIVIDUAL” Association/ERISA Plans 
sometime identify as “ACA Compliant,” but few if 
any are! (There are compliant ERISA Group plans)
(Is it Unlimited Benefit$? Is it Underwritten?) 

Quick check if the plan is comprehensive? 
RX & Chemo: Are there $ Dollar limits?                                  

Annual, and/or Lifetime $ limits?                                 
ACA plans have no $ limit

Replace them ASAP.



67Health Revolution Tour

Both ACA Compliant Group or Individual plans have Unlimited 
coverage for “10 Essential Benefits” & No Pre-Ex.

The difference is primarily 
Price and Network

Group plans typically cost much more but offer PPO’s and “out of 
network coverage” … many group plans now offer HMO and EPO’s

 Individual/ACA plans cost less but have limited networks (HMO/EPO).

Advantage / Disadvantage



ICHRA 101

Clay Peek clayp@ppisales.info 
Peek Performance Insurance

877 612 7317 or marketers@ppisales.info 

mailto:clayp@ppisales.info
mailto:marketer@ppisales.info


ICHRA – Individual Coverage Health 
Reimbursement Arrangement

QSHRA – Qualified Small Employer 
Health Reimbursement Arrangement

69



What is ICHRA?

Individual Coverage Health Reimbursement Arrangement
● Employers may contribute to the premium cost of an “Individual” health plan

● Pre-Tax savings on the premium contribution

● No “APTC” available to the employee if ICHRA is affordable

● Can work in any size group

● No “Participation” requirements

● Keeps employers compliant – no penalty

©2024 RemodelHealth.com
70
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ICHRA – ER Paid Premiums are Pre-Tax, But NO subsidy!

• Can use ACA to provide health insurance for 
employer groups of any size

• Can enroll groups 12 mo. a year
• Can add EE’s anytime
• If the “group” cost is high ... Use ICHRA and ACA 

to replace it!
• If you get ER ICHRA Dollars and it makes the 

premiums “Affordable” – you get NO SUBSIDY



Why ICHRA?

170 Million Americans are covered by an employer sponsored health plan
● ER’s have been doing “group” a long time – and it doesn’t always work well

● ER plans usually have 2-3 options w one carrier

● Do you want your ER to pick your phone? (It would be a Blackberry!)

● Big networks and big claims are driving group prices

● Cost prohibitive for millions of employers and dependents!

● 94% satisfaction rate w ICHRA’s

● A 2-step sale: 

● Convince the ER that it makes sense

● Enroll the employees

©2024 RemodelHealth.com
72
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Group vs ACA “Heat Maps”

The following heat maps show the 
difference between the lowest cost 
Bronze/Silver Plans on the Individual 
and Small Group ACA Markets by 
County, 2025

• 50 Year Old – Bronze
• 27 Year Old – Bronze

LINK TO HEAT MAPS  

http://analytics.ideonapi.com/veristat/hra/lowest-premiums-map/2025/
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INSERT GROUP VS ACA “HEAT MAP”
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INSERT GROUP VS ACA “HEAT MAP”



©2024 RemodelHealth.com

How we got here: Health Benefits Law Improvements

Remodel Health 
starts Oct. 2014

ICHRA as a new 
option: Jan. 2020

The ACA 
signed 
into law 
Mar. 2010

No Surprises Act 
Mar. 2020

ARPA signed 
Mar. 2021

Executive Order
allowing 1-year
Short Term plans

Tax Cuts and Jobs Act of 
2017 lowers individual 
mandate to $0

QSEHRA available via 
21st Century Cures Act 
of 2016

The IRA 
signed 
Aug.
2022

2010 2011 2012 2013 2014 2015 2016 2017 2018 2019 2020 2021 2022

Start of the Individual 
Marketplace Oct. 2013

IRS allows employers 
to help employees 
with individual plans

“Family 
Glitch” 
Is Fixed

76



1. Employer provides 
a contribution.

+ Added Benefits:

Telemedicine

Ancillary Options Resource documents

Managed “Individual” Health 
2. Employee selects the plan 

they wish to purchase.

On-Going Support

3. Software for one bill 
to manage it all.

77



EE “CLASSES” ICHRA
Some basics to HRA classes and keeping it legal

Employee Classes Class Size Requirements

● Waiting Period

● Full-Time and Part-Time

● Seasonal

● Collective Bargaining Agreement

● Non-resident Alien

● Geographical Area

● Salary and Non-salary

● Staffing Firm Employees

● New Hire Subclass

● Combination thereof

● No minimum if employer does not offer group health plan

● If group plan is offered, these minimums required:

○ 10 for employers with fewer than 100 employees

○ 10% (rounded down) for 100-200 employees

○ 20 for employers with 200+ employees

Rating Options:
• Age (1:3)
• Dependents  

©2024 RemodelHealth.com
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Practical Use of ICHRA
What kind of Employers should consider this option?

Small Employers with High Income Employees (Young IT Pro’s)

“Mandated” Employers with Over 50 EE’s (No QSEHRA for 50+. ICHRA only)

Anytime “Group Health” costs more than ACA (without the Tax Credit)

Let PPI Help you 

 Comprehensive Quoting and Comparison w all plans

 Agent makes additional HRA fees PEPM on all ACA sales, permanently

 Agent can make ancillary sales to group

 Need Census, Current Monthly Bill and Summary of Benefits for Group plan 

 
©2024 RemodelHealth.com
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(Commercial!)

RECRUIT TO 
YOUR (OUR) 
MARKET 
ADVANTAGE

Very few agents are 
aware or engaged in the 

ER Group w/ACA 
opportunity 

Almost no other FMO’s 
teach this

(Do they even    
understand it?)

This is part of what 
makes Your/PPI’s “Value 

Prop” so powerful as 
you recruit agents

PPI can take agents to a 
deep level of 

understanding and 
expertise



82Health Revolution Tour

WHY OUR MESSAGE IS DIFFERENT

More Profit

• In this space, you CAN 
make the 2nd, 3rd and 4th 
sale ... and the Employer 
will pay for them.

• Pick up additional 
Medicare sales too!

More 
Participation

• Now you’re “Fishing with 
a Net, Not with a Pole.”

• Why wouldn’t you want 
to write ACA plans by the 
dozen?

• When the employer pays, 
everyone is offered and 
is getting the ancillary 
sale.

More 
Persistency

• It’s very hard to steal a 
group.

• Our 3rd party admin 
keeps the premium 
payments compliantly 
current, so you don’t 
lapse policies.

More Prospects

• 10+ Million small 
employers under 50 EE’s 
means 30 – 50 Million 
Prospects!
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Group Individual & Family Rate Increases over time

Source: https://www.kff.org/interactive/premiums-and-worker-contributions-among-workers-covered-by-employer-sponsored-coverage-1999-2020
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Total Addressable Market (i.e. the opportunity!)

● 4,533,903 total employers with 10 employees and under

● Only 24.9% of these employers offer health benefits in 2024

● 3,404,961 total employers need to start offering health benefits

● 11,127,846 total employees are ready to be served

Source: https://meps.ahrq.gov/data_stats/summ_tables/insr/excel/2022/84
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How Can You Catch This Wave?

85



Confidential 

And

87% of employers believe they will be 
unable to offer health benefits to 

employees within 5 – 10 years.

Source: How Corporate Executives View Rising Health Care Costs and the Role of Government -  April 2021
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January 1, 2020 
Health Insurance Tax Laws 

Changed

89

For the First Time in 75 Years a 
QHP Individual Health Insurance 
Plan Can be Purchased Through 

Employers on a Pre-tax Basis

Enactment of Individual Coverage 
Health Reimbursement Account 

(ICHRA)

The Catalyst for Change

Confidential Copyright® 2023 Enrichly, Inc. All Rights Reserved

In simple terms, employers, rather than choosing an insurance plan for all employees, can give people money, 
and each employee can choose the plan they wish from the individual health insurance marketplace. 



ICHRA IN ITS 
SIMPLEST 

TERMS

Modification to Health 
Reimbursement Accounts
1. Made the premium of an 

individual health 
insurance policy 
(including Medicare) an 
eligible expense under an 
HRA

2. Raised the HRA limit to 
accommodate higher 
expense
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ICHRA Has Opened the Flood Gates

Move to 
Individual (ACA) 

Market

160 Million Americans

Traditional Employer 
Group Health

• 1 – 3 Plans
• 1 Carrier 

Individual 
Health Exchanges

• 30 – 150+ Plans per Market
• Many Carriers 
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Components of 
ICHRA

The technology to help 
employees choose plans based 
on their contributions.

A way to process the 
individual applications. 
(HS!) 

A payment mechanism for 
employers and employees.

The 3 components to 
ICHRA Administration

 Solved
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ICHRA Administration is Primarily 
Processing Individual Health Insurance 

Who does that?

A Licensed, Certified ACA Broker

... YOU!



Confidential 

Employer Provides $500 

HSA

Dental

Accident

Cancer plans

Healthcare 
Navigation

Critical Illness

Individual 
Health 

Insurance 

All Other 
Insurance 
Products

$350Employer 
Provides $500 

per Month

Chooses $600 
per month Plan

Employee Pays 
$100 for 

Coverage

$150

Employers Will Move to  a New Model

Kaiser 2020 Survey
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The PPI  Revenue Model

• Most ICHRA Admin are Charging Employers $20 PEPM & Brokers are adding 
$20 - $30 PEPM = $40 - $50 a month

• Most ICHRA platforms will want to write the ACA themselves and just pay 
you a monthly fee per employee

• Our Platform Cost to You - $15.00 PEPM – You Can Charge an additional $10 
- $30 PEPM = $25.00 - $45.00

• Plus – You write and get paid for the ACA sales
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Marketing

Focus on 3 Topics
- Can I Reduce/Control Health Care Costs?
- Can I Deliver a More Equitable Benefits Program?
- Can I Expand Benefits to a Modern Workforce?

Talk to Everybody!
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Client Consulting
Three-step Process
1. Employer Education / Data 

Collection
2. ER Decision: Go / No Go
3. If “GO” - Set Employer Monthly 

Budget and schedule 
enrollment
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Year-Round Enrollment: ICHRA

• If ICHRA is established in a business, then new EE’s may 
enroll in the ACA all 12 months of the year.

• An affordable ICHRA offering satisfies the “Employer 
Mandate” for groups 50+ even if only a few people enroll

• The IRS treats ICHRA contributions the same as a 
Qualified Employer Group health plan for tax purposes

• New EE’s may get health coverage all year long (according 
to ER’s participation eligibility guidelines, Day 1, 30, 60 
etc.)
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What Employees Want

Source: https://www.shrm.org/resourcesandtools/hr-topics/benefits/pages/health-benefits-foster-retention.aspx

56% of employees 
will stay or leave 
based on benefits

102



Harvard Business Review
Traditional Group Health Benefits are Dying

Source: https://hbr.org/2020/12/give-employees-cash-to-purchase-their-own-insurance.  

Source: https://www.kff.org/interactive/premiums-and-worker-contributions-among-workers-covered-by-employer-sponsored-coverage-1999-2020
©2023 RemodelHealth.com

Group Plan Cost Averages

104



Group vs. Managed Individual
Simple breakdown of how it works

©2024 RemodelHealth.com

10 Employees, 1 Bill

1 Group Plan

10 Employees, 1 Bill

10 Individual Plans

vs.

105
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We’ve
been
here

before.

Source: https://crsreports.congress.gov/product/pdf/IF/IF12007

Group retirement plans already died.
Group health plans are dying, too.

©2023 RemodelHealth.com
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Average Monthly Allowance by Org Size

Source: https://www.peoplekeep.com/offers/2024-qsehra-annual-report
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Employees are buying good plans

Source: https://hracouncil.wildapricot.org/report
110
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Breakdown of Average Value + Costs

What You bring ... 
● Enrollment is only available through a Certified ACA Agent
● RA responsive, local agent
● Professional Guidance on Plan Choice
● Understanding of your unique Doctor/Specialist preferences
● Someone who can match your prescription formulary correctly 
● Enrollment assistance 
● Assistance with required Government documentation
● Help with 1095/Tax forms
● Updates to your plan when your family, work or location changes
● Help with other insurance needs like Dental, Life, Medicare, etc.

111
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ICHRA Bootcamp & Accelerator Program: 
Turning information into Results 

• 6 Week Accelerator program for Alumni of 2025 
ICHRA Bootcamp events. (See Step 6 for recordings)

• Contents: 
• Week 1: Qualification/Approach 
• Week 2: Discover/Quote 
• Week 3: Design
• Week 4: Propose/Close 
• Week 5: Setup 
• Week 6: Service/Re-enroll 



Scan this code to access all of  
the helpful tools, links and 
resources mentioned today.

• Training Materials
• Webinar registration links
• Contract Request Form
• PeekTraining.com Portal
• Agent Care Team contact
• Links to more info on specific 

topics discussed today



4 Health Tools

PEEK PERFORMANCE
peektraining.com
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Non-ACA Health Plans

For Prospects who don’t get a “subsidy” for an 
ACA Plan

• PSM (Population Science Management)

• Sedera

• UnitedHealthOne



Population Science 
Management / PSM

PEEK PERFORMANCE
peektraining.com

STEP 3
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BE A 
RECRUITER 
(AGENT) WITH 
PSM

HELP 
“WORKING 
OWNERS” GET 
A GREAT 
HEALTH PLAN!

2 Primary plan structures:

1. Comprehensive Health Plans

• RPB (Referenced Based Pricing) & PPO 
options

• “Gig Care” with BCBS PPO options too

2. A $1M yr/$5 Million “Limited Medical” 
plan options – very affordable and 
permanent.
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Who qualifies?

• ”Working Owners” get paid a fee to respond to 
survey questions quarterly. Anonymous. (Yes, 
they get a small ownership interest in the plan)

• They will be paid fees/dividends as a K-1  (Not a 
W-2 or 1099)

• They’re offered Group health plan benefits under 
PSM

• Reasonable premiums for those who don’t get a 
tax credit/subsidy
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Once you join

• There is No Pre-Existing Limitation

• Extraordinary Telemedicine and Concierge Care 
Navigation services to get you the right provider 
and even set appointments!

• Comprehensive plan has No $ Limits for covered 
benefits

• Able to enroll in 44 states (See Map)

• Enrollees can use Providers / Facilities in all 50 
states
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PSM - No Sell States
There are currently 9 no sell states for PSM.  
They are CA, CT, HI, MN, NH, OR, PA, VT, WA, WI

CT
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How to start

• Complete the 19-minute Certification class and take 
the certification test

• Access materials on our website

• E123 enrollment platform available in April

• Take ongoing training classes as offered

• Get all marketing materials approved before use

• Ask other agents to join your team. Strong overrides!

• Commissions are Strong, LEVEL and pay Fast!
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Sedera
Medical Cost Sharing 

www.peektraining.com

Step 3

http://www.peektraining.com/


Sedera Puts YOU in Control. 

Sedera is a Medical Cost Sharing Community 
made up of Members who share the cost of 
large medical expenses.

We empower Members with tools and 
resources to lower the cost of healthcare.

We provide affordability, price transparency, 
freedom of choice and peace of mind.

Control Your Costs Choose Value-Driven Care Get Real Support

The Sedera Medical Cost Sharing Community, a Covenant HealthShare, Inc. Benevolence fund (hereinafter “Sedera”), is not an insurance company nor is it insurance.  

The Sedera Solution



What Makes
Sedera Medical 
Cost Sharing 
Unique

Sedera Medical Cost Sharing is not insurance and is NOT issued or offered by an insurance company. In order to participate in the membership, Members are 
required to agree to the Sedera Ethical Beliefs and Principles and Commitments. Membership in the Sedera Medical Cost Sharing Community, by and of itself, 
does NOT make any representations that it satisfies any federal or state law requirements for healthcare coverage or insurance.

Sedera Medical Cost Sharing is not insurance and is NOT issued or offered by an insurance company. In order to participate in the membership, Members are 
required to agree to the Sedera Ethical Beliefs and Principles and Commitments. Membership in the Sedera Medical Cost Sharing Community, by and of itself, 
does NOT make any representations that it satisfies any federal or state law requirements for healthcare coverage or insurance.

People over 
Numbers

Savvy Healthcare
Consumers

Every Member is
a Cash Pay Patient

Freedom from
Networks

Sharing on a 
per Need Basis

Commitment to a 
Healthy Lifestyle



Initial Unshareable Amount (IUA)
The amount Members pay without help from the 
Community.

Needs that exceed your IUA 
$500, $1,000, $1500, $2500, $5000
are eligible for sharing with the Community.*

Limiting your costs
3 IUA’s per Membership Year, 4th eligible Need 
fully sharable without IUA.* 

A “Need” is one or more 
shareable medical expenses 
caused by a single injury or 
illness to a Member that 
exceeds their IUA.

8

Sedera for the Large and Unexpected Needs

*Subject to the applicable Sedera Membership Guidelines.



The Sedera Membership



Health benefits for all

• All can join
• 3 Year (Graduated) Pre-EX
• Unlimited Benefits for 

medically necessary health 
needs

• Reasonable monthly 
contributions

• Strong level compensation



1
3
5

1
3

Health Insurance vs Medical Cost Sharing

Dr Visit 1

Dr Visit 2

Dr Visit 3

Dr Visit 4

Specialist

Surgery

$2,525

$60 $100

$1000

$135 $150

$60 $100

$135 $150

$35

$2,100 SHARED

Co-Pay + RX

Co-Pay + Shot

Co-Pay + RX

Co-Pay + Shot

Co-Pay

Appt + RX

Appt + Shot

Appt + RX

Appt + Shot

Health Insurance - $5000 Deductible Medical Cost Sharing - $1000 IUA

Patient out-
of-pocket

+
Annual Costs

Total

$19,800*
$22,325

$8,196*
$9,196

$500

*Based on Family of 4 over the age 
of 30 with DPC Membership



14*Subject to the applicable Sedera Membership Guidelines. For more details about Pre-existing Conditions, Tobacco/Vape Users and what may be shareable, please see the applicable Sedera Guidelines.

● Year 1: No cost sharing for the condition

● Year 2: A $25,000 sharing limit for the condition

● Year 3: A $50,000 sharing limit for the condition

● Year 4: Condition eligible for full sharing

Conditions for which symptoms and/or treatment existed within 36 months prior to membership.

Existing Medical Conditions Sharing Rules

Individuals are not excluded from the Sedera Community due to existing medical conditions.



*Subject to the applicable Sedera Membership Guidelines for age, membership period, and/or monetary limits for certain preventative care, and only if the Member does not have access to 
preventative care through another responsible payor.

● Screening colonoscopy age 45+

● Screening mammogram age 40+

● Childhood immunizations by schedule to age 18

● Annual flu vaccine for all ages 

Members are responsible for preventive care costs,* 
other than larger, high-cost routine diagnostic 
procedures of:    
   
  

Preventive Care Sharing Rules



Sedera TRU Benefit Breakdown
Sedera Healthshare

No caps after reaching IUA (Initial Unshareable Amount)
Pre-Exisiting Conditions – 3 year look back

Tiered Sharing on pre-exisiting conditions (1st yr - $0; 2nd yr - $25k; 3rd yr - $50k; 4th yr – full sharing)
Only responsible for 3 IUAs in a 12 month window

TRU-Virtual First
Unlimited $0 Virtual:
*Primary care, Mental 

Health, and Specialist care

In-Person:
*Urgent Care Visits
*$0 for first 6 visits

Unlimited Quest Labs:
*$0 on most labs

Discounts:
*Chiropractic and Gym

TRU-DPC Plus
Direct Primary Care 

Network
Unlimited $0 Virtual:

*Primary care, Urgent Care 
and Specialist care

Unlimited In-Person:
*DPC - $10/visit

*Urgent Care - $25/visit

Unlimited Quest Labs:
*$0 on most labs

Discounts:
*Chiropractic and Gym

MyTRUrx
800+ $0 Generic 

Maintenance Meds:
*90-Day Supply by mail 

Acute Meds:
*Immediate Need

Discounts:
*Over-the-Counter Meds

*Save on Diabetes Supplies
*64,000 Pharmacies Nation-

Wide

Additional 
Products

Life Insurance

Dental, Vision & Hearing

Accidental Expense:
*Can help cover IUA

Critical Illness:
*Pays lump sum for major 

illnesses

Disability Insurance

Medicare Supplements



Virtual First Plus – Sedera Membership Rates



Sedera Member Resources



Regular, routine medicines (“Maintenance”) 

● Sharing eligible for first 120 days following a new diagnosis

Hospital administered medications

● Fully shareable as part of an eligible Need

Medicines to recover from illness or injury (“Curative”) 

● Fully shareable as part of an eligible Need

Medication Sharing Rules



Maternity specific Initial Unshareable Amount applies: 2x 
the Member’s selected IUA up to a maximum of $5,000.*

Newborn members must be added to a household no later 
than 30 days after birth to be eligible for shared funds.  

*For pregnancies that begin after the membership Effective Date the Maternity Need will be generally Shareable. For a pregnancy that began prior to membership Effective Date, sharing is limited. 

Maternity Sharing Rules



● Members request a list of providers, 
procedures, and/or prescriptions.

● Sedera provides a list of fairly priced, 
local recommendations within 3-5 days. 

● Members compare these options to find 
the right fit.

Medical Shopping Concierge helps members 
shop for local, value-driven prices on office 
visits and smaller diagnostics such as X-rays, 
ultrasounds, and medications.

We shop the best value, quality, and price for most things in 
life - shouldn’t healthcare be the same?

Medical Shopping Concierge



● Find reduced costs on medical 
procedures, saving up to 90% 
compared to local hospital prices

● Pay just once for all provider 
services for a procedure

● Communicate with Sedera 
Member Services, medical 
professionals, and Savvos all in 
one message center.

1
5

Savvos Cash Pay Marketplace

Savvos is the nation’s largest marketplace of affordable cash prices for 
shoppable medical care, imaging, outpatient surgery, labs, and more.

Members using Savvos 
are eligible for a 

reduction of their IUA!

By using Savvos, Sedera Members 
are able to:



Sedera Members Services helps Members:

● Shop for the best prices for medical 
services

● Understand the Medical Cost Sharing 
Guidelines

● Navigate the Needs Case process

1
5

Speak with a real, live expert who can answer 
your questions and walk you through the process. 

Get Real Support



There’s a better way to pay for 
healthcare — Sedera.



Sedera Training Webinar
Tues Sept 2nd @ 3:00 PM (EST)

Register 
Here



UnitedHealthOne

www.peektraining.com

Step 3 - UnitedHealthOne

http://www.peektraining.com/


156Health Revolution Tour

Short Term Medical Plans

Peek Performance will be appointing agents with United Health One and 
Allstate for STM plans

Why STM Plans?

• These are affordable and reasonably comprehensive options for 
healthy people who don’t get a subsidy

• Commissions are strong

• There IS a Pre-Ex-Limitation on all plans

• Currently available for up to 120 days. Hopefully available for up to 36 
months in most states November of 2025. No announcement yet ... 

• Much deeper coverage than “Hospital Indemnity” plans
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UnitedHealthOne – Under 65

Guarantee Issue Under 65 Ancillary:

• HospitalWise (GI 18-65)
• Hospital SafeGuard (GI 18-65)
• CriticalGuard (GI 18-74 / SI 18-90)
• AccidentWise (GI 18-75)
• Accident ProSeries (GI 18-65)

• DentalWise (GI 18-99)
• VisionWise (GI 18-99)
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UnitedHealthOne – Over 65

Medical Financial Protection Products:

• AdvantageGuard (GI 60-74 / SI 60-90)
• CriticalGuard (GI 18-74 / SI 18-90)
• AccidentWise (GI 18-75)

Ancillary:

• DentalWise (GI 18-99)
• VisionWise (GI 18-99)
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UnitedHealthOne Training:
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UnitedHealthOne

• Contract Now!
• Competitive commissions, 3 mo advance, 

sales bonus
• Learn more at www.peektraining.com 3H

http://www.peektraining.com/
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UHO Portfolio
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UHO Portfolio



Physicians Mutual: 
“Innovative G”



YOUR LOCAL SUPPORT

Rick Izze
Sales Director

704-310-0109

Bruce Hamdorf
Broker Relationship Manager

972-533-7872



Physicians Mutual 

• Headquartered in Omaha NE
• Established in 1902- 123 years old in 2025
• Selling Medicare Supplements over 55 years
• Selling Exclusive Innovative plan for 16 years
•  A+ rating by Weiss
• Local Support
• Available on CSG
• Available on Connecture
• 95% customer satisfaction rating 



Household Discount 

• 10% discount
– Married
– Roommate age 60+



Medicare Supplement Sales

• Medicare has created the Need and the GAP
• People aging in T65 (part B) are Open Enrollment Apps
• People leaving an Employers plan are GI Apps
• People leaving a Medicare Advantage plan

– Can be Voluntary – Underwritten
– Can be In-Voluntary – GI

• People over age 65 are usually Underwritten
– Ages 65-68 are Simplified Underwritten
– Ages 69 and over are Fully Underwritten



Physicians Mutual Med Supps

• Exclusive Medicare Supplement plan - Innovative
• Exclusive Unlimited preventive care benefits Rider
• Silver & Fit Gym Membership included with Preventive Rider
• Exclusive Two-year selection guarantee
• Write T 65 Med Supps 7 months in advance
• 10% Non-tobacco discount
• 10% Household discount



Plans Offered

For Agent Training Use Only

Plan G

Innovative G

Plan F

High-Deductible 
Plan G

Innovative Plan G:
High-Deductible Plan G coverage for first three 

calendar years, Plan G coverage thereafter – 
with Discounted Premiums

Plan G, F, HDG & Innovative Plan G may 
include access to The Silver & Fit® Program 
and Preventive Benefits Rider

Plan A



Continuing Great Features

Innovative Two-Year Selection 
Guarantee

• Temporary High-Deductible 
coverage, with discounted 
Plan G rates for life

• Preventive benefits not 
subject to the deductible

• Rates may be one of the 
lowest for plans that include 
optional rider benefits

• Long-term ownership 
rewarded with full benefits 
at a lower price

• Minimizes customer 
reluctance to purchase

• Flexibility allows customer 
freedom if finances, 
understanding of Medicare, 
or anything else changes

• Available to customers that 
are new to the Physicians 
Mutual family

For Agent Training Use Only



And Introducing One More

Preventive Care The Silver & Fit® Program

• Fills the gaps in Medicare’s 
Preventive Benefits

• No dollar limit on the benefits 
you can receive

• Defined as an Innovative 
Benefit under Medicare 
Supplement regulations

• Most carriers do not go beyond 
standard benefits

• No other carrier offers this 
benefit

• Free access to over 14,800 
fitness centers, including the 
YMCA

• Discounted access to 5,000 
premium fitness centers

• Online library of hundreds of 
videos

• Daily classes on social media 
channels

• Free home fitness kit each 
year

Preventive Benefits Plus Rider

For Agent Training Use Only

$9.53$9.50
In SC



Preventive Benefit Examples
Procedures Average Cost Value Per Month

Physicals $360 - $960 $30 - $80

Life Line Screenings $149 - $500 $12 - $45

Thermography $180 - $420 $15 - $35

CBC - Broad Spectrum Blood Panel $600 - $720 $50 - $60

Cologuard $600 - $780 $50 - $65

DexaScan $1700 $140

Ability to Code tests Preventive BEFORE symptoms are present…

PRICELESS!

For Agent Training Use Only



The Power of the Innovative



CMS Changes & 
ACA Updates

PEEK PERFORMANCE
peektraining.com



New NON-ACA Plans! Extension of STM plans?
Our Population Science Management/PSM plans by Detego 
Health are awesome and pay extremely well!  STM’s may go back 
to 3 yrs. Sedera MCS options

10 Week OEP this year – 6 week next year Don’t be 
fearful, that’s why you partner with PPI! When others shrink from 
the market, we’ll show you how to advance!

Reduction of CSR? Likely to happen in 2026? If so, learn the 
Manhattan Life plans that can help cover Out of Pocket costs!

No More “Low Income Selling” in 10 states? No 
worries. We’ll teach you how to sell all 12 Months!

Explosion of HRA Sales  PPI Bootcamp - You CAN sell ACA to 
employer groups 12 months a year and get the 2nd and 3rd 
Ancillary sale! Our HRA platform will pay you another $5 or $20 
per policy per month!

Proposed CMS Regs: Challenge/Opportunity?!
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CMS Changes for 2026 OEP

• Last year for 10-week OEP: Nov 1 – Jan 15
• 100 – 150 SEP Closed 
• CMS will flag income discrepancies for 

DMI/Docs/90 Days – no extension!
• Verify Income. Complete taxes. 1 year look back
• 75% of all SEP apps will verify income on FFM 
• Additional $5 per mo. if auto/passive renewal 

(until eligibility is confirmed) for $0 prem plans 
(FFM)
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Program Integrity

• The intent is to lower fraud, lessen Medicaid 
overspend, get able-bodied people working.

• If denied Medicaid b/c failure to meet work 
requirement, will also be denied APTC. Get a job.

• Some healthy people will not be patient with the 
longer process. Could require prospect to go to 
hc.gov, set up account and verify AOR

• HS/Carriers are pushing for the GA SBE process
• Reinforces the value of YOU!

• Some lower income will not pay $5 and will lapse
• End of a $ limit on repayment if you got too much 

APTC. Tell the truth. Update income.
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Good News

• 10 million American’s qualify for an APTC who do not have coverage

• ICHRA, Family Glitch and Collapsing overpriced group plans opens 
the door to 12 mo enrollment.

• PPI absolutely leads the way

• A “Significant” EDE has positioned PPI as their “go to” for agents who 
want to engage in ICHRA education and contracting.



PPI TOOLS THAT BUILD 
YOUR PROFIT

Platform, Contracting, 
Commissions
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The 
Platform

Peektraining.com

https://www.peektraining.com/
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Let our team help build your team

• If you will learn and do your part … then we’ll be able to 
help you best.

• We have great tools and guidance … if you can absorb 
this next, brief session – it will help you a TON!

• You can’t teach what you don’t know; you can’t lead 
where you won’t go.

• We're going to Teach and Lead you there right now!
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The (“Health-y”) cookies 

• Recruit and Motivate Agents to do ACA/Health 
(and other markets)

• Certify, Contract & Platform them
• Train for mastery of this market
• Provide Marketing Strategies & Selling 

Technology
• RESULTS: If you make the good cookies, you’ll 

enjoy fat profits
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The (“Health”) Shelf

• www.peektraining.com … EVERY STEP on one page

• Training to take your agents from “How do you spell 
ACA?” to Selling 1000 Cases a Year

• Technology to appoint agents, write business, to get more 
leads, open markets

• Marketing tools for sales success

http://www.peektraining.com/
http://www.peektraining.com/
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Leverage Our Strength

How do we partner with you to build your ACA agency?

• Contracting – just tell us what you want, nudge and help 
move as necessary

• Commissions – reliable, third party verified, with multiple 
levels

• Basic/Advanced Training – you don’t want to repeat this 
information 4, 12 or 1000 times, do you?

• Tools/Strategies – the best, for selling and for marketing

• Agent engagement - THIS is where 
Profit/Persistency/Participation/Prospects come from
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Why so much agency support?

• If you had to hand process 4-10 carrier contracts per agent

• If you had to do the accounting/bookkeeping to pay commissions at 
multiple commission levels and hierarchies

• If you had to create engaging and practical training and provide it in 
a simple to use format

• And if you had to provide an Agency Care Team to assist agents who 
need help 

 … well, I’m going to get a job at Walmart!

• Don’t do that. Let PPI help you provide a strong “Back Office.”
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Specific Ways PPI helps you

• How do we partner with you to build your ACA agency?

― Contracting (ACR, Transfer Doc, Hierarchy Protection, Manager Reports)

― Commissions (APL, Commission “GRIDS,” Creating “Spread,” Timelines, & Fixes)

― Training (www.peektraining.com, 50-100 Webinars & LIVE Events a year)

― Technology (HealthSherpa, AMOS, Constant Contact, ICHRA, … CRM 2026)

― Group to ACA tools (ICHRA and “Selling Group w/out Selling Group”)

― ACT / Agent & Agency Care Team

― Spring & Fall Live Agent Events - 45+ cities across the country – to help YOU grow 
your team! www.acaclay.com 

http://www.peektraining.com/
http://www.acaclay.com/
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HEALTH 
REVOLUTION
TOUR

August 2025
Live in 17 cities & 
2 virtual events
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HEALTH 
REVOLUTION
TOUR

CITIES/DATES
ACACLAY.COM

8/5/2025 - Mobile, AL
8/6/2025 - Birmingham, AL
8/7/2025 - Atlanta, GA
8/8/2025 - Greenville, SC
8/11/2025 - Raleigh, NC
8/12/2025 - Philadelphia, PA
8/13/2025 - Columbus, OH
8/14/2025 - Chicago, IL
8/15/2025 - Virtual Event
8/18/2025 - Scottsdale, AZ
8/19/2025 - Dallas, TX
8/20/2025 - San Antonio, TX
8/21/2025 - McAllen, TX
8/22/2025 - Houston, TX
8/25/2025 - Ft. Lauderdale, FL
8/26/2025 - Orlando, FL
8/27/2025 - Tampa/Spring Hill, FL
8/28/2025 - Jacksonville, FL
8/29/2025 - Virtual Event
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BOOTCAMP
FOR 
SEAL TEAM 6 
LEVEL 
AGENTS

September 8/9 – Orlando, FL

This is NOT for beginners. Need 100 sales to apply.

This year’s Bootcamp will offer training on how to penetrate the small 
group marketplace for ACA and other Health, Medicare and Ancillary 
selling.

However, extensive and extended time will be spent on specific steps of 
ICHRA set up and management.
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“2-DAY ICHRA/ACA BOOTCAMP” – SEPT 8/9

September 8th – 9th 

Orlando, FL

2 days of detailed 
ICHRA & marketing 
training. NOT for 
beginners! 

All attendees must be 
fully appointed with 
PPI for ACA sales??

Appointed with PPI for 
Manhattan Life /UHO 
Physicians Mutual / 
PSM & Sedera

Registration 
www.acaclay.com or 
www.peektraining.com

Motivates some of the 
best agents to realign 
with you. They must 
take decisive action to 
qualify.

http://www.acaclay.com/
http://www.peektraining.com/
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FOCUS FOR 2025 - 2026

• Build out of our 65+ Web Site for Medicare / 
Senior Market Sales

• Medicare 101 / Medicare University series

• Focus on Physician’s Mutual Med Sup platform

• Focus on PSM, UHO & Sedera Health Plans

• Focus on ICHRA platform

• Focus on Life Selling

• Agency Accelerator series
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ACAclay.com
Peektraining.com

Agency Care Team Hotline: 

(877) 612-7317

Office/Admin Team: 

(864) 228-2635



Why 996+ Agencies 
Partner w PPI

877 612 7317 
marketers@ppisales.info
www.peektraining.com  

mailto:marketer@ppisales.info
http://www.peektraining.com/
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We Make Agency Building Easy

 We help you share the ACA 
opportunity

• ‘Why ACA’ for your team and prospective 
agents

 We show you where to “point”

• Simply direct agents to our platform

 You Focus on Selling and Recruiting, 
not “Administrivia”
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Next Steps: Contracting & Training

We’d love for you to be a part of our team. We think we can 
revolutionize how you do insurance.

If you’d like to join us now, just scan this Contract Request code 
and complete. If you’d like to talk to someone before you fill out 
this form, call the agent hotline and we will be glad to help!

• 877-612-7317 / Agent Hotline

• PeekTraining.com

• Next Steps? “ACA Prep Class!”



Scan this code to access all of  
the helpful tools, links and 
resources mentioned today.

• Training Materials
• Webinar registration links
• Contract Request Form
• PeekTraining.com Portal
• Agent Care Team contact
• Links to more info on specific 

topics discussed today



Q&A
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ACAclay.com
Peektraining.com

Agency Care Team Hotline: 

(877) 612-7317

Office/Admin Team: 

(864) 228-2635



Why 
Manhattan Life?
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Manhattan Life
(Gap, DVH, Acc, CI, Cancer, etc.) 
• Total electronic app (You sign for your 

client)
• Best in class products
• 6 mo. advance = Cash Flow during transition
• Easy to win Incentive Trips (Awesome!)
• Spanish materials – TIN
• PPI #1 Agency in the country 4 times.

National General
•Trio Med, Accidental Injury, Dental
•Plan Enhancer
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Who is Manhattan life?

• One of America’s oldest insurance 
companies (est. 1850)

• Privately held for 174 years
• Tremendous financial strength & growing
• Licenses to sell in every state and US 

territory
• Our mission – help you achieve health, 

wealth & security for life
• Broad, diverse portfolio of insurance & 

investment products
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ROBUST Product Portfolio

• Individual & Worksite Products

Affordable 
Choice

Cancer 
Care Plus

Critical 
Protection 

& 
Recovery

DVH 
Select

Out of 
Pocket 

Protection

Paid 
Enhanced

Term Life 
Series
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Manhattan Life Product Portfolio
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Manhattan Life Product Portfolio

• Advantage Series – Group Products

Accident 
Disability

Critical 
Illness

Hospital 
Indemnity

Short 
Term 

Disability
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Enrollment

• Individual & Lighthouse Products

• Manhattan Direct 2.0 Enrollment System

• Located on your agent portal at www.manhattanlife.com.  Signature is Mother’s Maiden Name.

• External Manhattan Direct enrollment links can be created to email to clients, put on your 
website, post on social media, etc.

• Products also available on Employee Navigator, EASE, & Selerix. 

• Advantage Series – Group Products

• Quotes are available by emailing advantage@manhattanlife.com.

• Please include Name, Address, Employee Number, Products, & effective date.

• Any questions of group products can be directed to Bailey Schuelke at 
baileyschuelke@manhattanlife.com

http://www.manhattanlife.com/
mailto:advantage@manhattanlife.com
http://www.manhattanlife.com/
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ACES Team (Agent Counselors & Enrollment Specialists)
Available:  Mon through Fri 8AM-5PM & Friday’s 8AM-2PM CST

ACES@manhattanlife.com

800-369-3600

ARMS Team (Agent Counselors & Enrollment Specialists)
Available:  Mon through Fri 8AM-5PM & Friday’s 8AM-2PM CST

Our goal is to answer the phone when you call.  The last thing we want is 
producers spinning their wheels trying to figure out who to contact at 

ManhattanLife. Our staff is highly trained and has internal relationships built 
with new business, claims and contracting. Give us a call!

Concierge Producer Services 

mailto:ACES@manhattanlife.com
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Marketing Materials & Supplies 

• ManhattanLife offers brochures, 
applications, flyers and other marketing 
materials at no cost. Simply download 
and of a multitude of marketing pieces 
from our Agent Resource Center, AKA 
ARC.

• Need 100 brochures for an upcoming 
event? No problem. Simply request an 
order through ARC for free printing and 
fulfillment.
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Product & Training Libraries 

For agents on the go, we 
offer on demand 
product and product 
training videos on 
demand.

Making staying up to 
date convenient.
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Compensation & Cash Flow!

• Competitive Commissions

• Immediately Vested – Commissions paid directly to you

• 6-Month Advances available

• Advance commissions paid daily through automatic bank deposit (As 
earned commissions paid twice per month)

• ITIN accepted for individuals with no SSN

• Easiest application in the known world (Manhattan Direct 2.0)
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Incentive 
Trips
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Notes: Manhattan Life

• Got a small budget? $100 a month?
• Sell a DVH & Accident Plan – They’re both Guaranteed Issue
• Spouse and Dependent can be payroll deducted and added 
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