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Please check In

Scan this cod® access this
Training Decland additional
resources:

A Training Materials

A Webinar registration links
A Contract Request Form
A PeekTraining.com Portal
A Agent Care Team contact

A Links to more info on specific
topics discussed today
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Forecast:

Growthin
the Health

Market for
2026 [ 2027

¢ No eAPTC, but still a 20+ Million market space w 10

million eligibles who araot enrolled

{OAfE MnZnnn b GdzZNYAY -

Insurancehealth plans
A PSM(Both Comprehensive & Limited Medical Options)

A STM(The 3year rule is returning)
A Presidioc in TXand other states foOEP

Employers need option®ootcampin Fall??)

sales

Life Saleg coming this summer!

KSIFfO0OKH LY ¢-3X X azz2y
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Sessior.:

Peek Performance help
build yourLegacy

Clay Peek Peek Performance
peektraining.com
877 612 7317
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What doesyour future look like?

bS¢ ! ASYIK 52yQi (1y2¢6 o6KAOK gl &
Successful3truggling
Thinking about building a team?
Have you looked intgourfuture?
How will you transition?
Sell?
22 N) dzyiAf e2dz OFyQi M ye t2y3SNK
Transition the business to Family?
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What Is
your |
succession

plan?

. Sell 100%

. Sell a Controlling Interest (51% or more)

. Minority Capitalization (30% and roll up)

. Transition to Family or colleague

. Do nothing (Live off renewals until you die)

. ESORA&ASff (2 9YLX 2e8SSQa

11



Are you a
Monsteror
a

Machine?

AA agent will sell a lot of insurance and will make a
lot of money. If they have no plan, at some point their book
will have a declining value over the years in their
retirement.

AA agent can sell their book far X
(maybe3Xin a private sale)

AA (a growing, productive, recruiting agengyas
I odzaAySaa UKI O theissgle.0t wiR S LIS
have alonger trail It hasinfrastructureandrelationships
that could becontinuedandexpandedafter you retire.

AA can sell their book fof or morebased
on size and profitability

13



But to build
a Machine
X

A, 2 dzQf f reakh odt&hdrécuit agents with a

A 2 dzQf dnbogrdngdndsales traininghat is deep and
effective

A 2 dzQt duppertScBrivacting, compliance assistance,
andcommission processing

AApartner who isvestedin your success

X ¢KIFIiQa ¢gKeé ¢gSONB Gl f 1Ay
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PPl wants to be the
oEasy Buttoato help you build

- DN

SUKSNJ €2dzOQNE yS¢ | u |
Syoezx J

KSiK e 2 d ) 3
A4Sy O dKSY e2dzONB gA UK
u:

YO

Findingand Communicatingeffectively w agents,
Contract, Administrate, Recruit, Train, Motivate, Pay,
Create Marketing & assist with youa / dza U(Ag€rs) N
{ SNIWA OS¢

Peek Performance can matteat part of growing your
agency d.OTEasiel
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ldeal Target agents

A Current ACAAgents- who do not haveALLthe carriers in their selling
states andack clear directiom this market.

Final Expens@gents¢ Never accumulate much residual income, already
serving lower income people. Poor Persistency. Chargebacks. Add DUA
al!Qa g 1/ 1 F2NJI GKSAN ySiag2N]

Medicare Agentsc the children, grandchildren and spouses of their
clients/prospects . Regulatory changes may encourage sales.

Mortgage LifeAgentsc Again, no residual income and ACA savings helps
them sell MORE Life. MLife is Night/Weekend work!

Worksite/Ancillary Agentsc the Family Glitchmarket opens a ton of sales
¢ and the savings helps them sell more worksite plans.

P/CAgentsg This market ighaotic Agents are searching. Carriers are
leaving. Rates are increasing!

Group Healthe Their rates are skyrocketing. ACA would help!
AGENCY BUILDERE 2 R2y QU KIF @S | LI IFys |

To

o To I o Do Do
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ttL RZ2
just want
your

contracts | want to help you buildyour asset

2 S R2Y

| want to help you move toward succession,

just want e
acquisition,legacy

your
business...

25
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Notes: Financial Opportunity

N

Want to talk Reach out!
aboutit? W 877 612 731




Your Market Is changingire yol?
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2 SONS [=r% Performanceangive you
Difterent an unfair competitive advantage
In this space ...

21



1. ACAc Reasons to Recruit & Sell
(With Jon Evans)

A ACA is still an 18 second quotea&l0 min enroliment
A Unlimited $$$ Coveragwith No PreExLimits

Aal aaA @S ¢sptmsdhoRthoSeigaoted pay less N
than $20a month — -

A You can markeib Anyone Anywhere Anytime

A ACA creates opportunity tellmore Medicare, Life, etc
Al SOSt O2YYAaaAirizya ONBIFOGS A
| / 5

A There is STILL widespread opportunity to attract masses of
clients & agents into this space

ONE I

L/
S
;.
1J

P
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THEA [ ¢ 2F [ | NENMIFdNOOSpriddd ¢

AIf you only look at / !fityearcommissionyou may forget to consider the impact of the:

A Size of the market (Massive)

A Impact of Regulatory Control (Still Modest)

A Ease andime spentselling (High/Low)

A Affordability of product{ SNEB & !t ¢)/ k€ { dz0 AA R@& ¢

A Quality of product (High)

A General awareness of both the public and the agent community (Modest)
A Levelrenewals!

A A "reasonably interested" agent can wr8 ¢ 100 livesevery year
A A skilled agent can write 3@0500 a yeawithout dramatic lead cost
A The effort to write100 ACAivesa year is like the effort required to write5 MAor Life

25
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ACA/
Health
recruiting
advances

your
other
markets

By Marketing ACA:

A 2 dzQ tndre N @idareagentsandsales

A 2 dzQ tndre LHe8gentsandsales

A 2dz2Q¥ 2 NBS{ ¢ akét NIgenlsaindsalds S I £ (i
A 2dzQY 2 NBSa! y OAdgéntsandisdless t k /

AOLT F3ISyoOe 2ysw wNipgm2rde@rifting td aS S
competitor for ACA(& taking theMA & Lifebusiness tod

Al NBI G6Sa daAai Y @s’z‘ag’eﬁts g“[o&'iv Iind)hﬁpi‘irﬁatfyé £
markets.
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2.65+ [/ Medicarels huge

A Medicare Advantage

A Medicare Supplements
A Hospital Indemnity Plans
A Final Expense
A Short Term Care
A Home Health Care
A Dental
A Cancer
A Annuity sales

F,/E‘E,‘(| Peek Training



3. NONACAc Reasons to Recruit & Se

A Millions of high-income peopleR 2 ygé & tax credit

A Win the Business Owner, Get the employees too!

A There arequality plansthat offer wider provider optionsand
strong compensation

A 3 other kinds of U65 health plans:

A dinsurancé plans:Affordable, High Commissions, ADVANCED
Commissions/Cash Flow

A Medical Cost SharingAnyonecan joinc DEEP BenefitsHigh,
LEVEL Commission

A ERISARlans:National Networks, DEEP Benefits, Feels like ACAR
Coverage, High, LEVEL Commissions.

25
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4. ICHRA Opportunities

ASome States are PERFECT for large scale ICHRA
opportunities.ACA is actually cheaper!

;A ;7 A e A e ‘1 \
AQBSY Ay ay2y NI UGS Tl @d2N) of SIS altM
are experiencing higher than normal rate increases
and they need this option

ASmaller employers have challenges with GRLLE R
LI NOAOALI GA2YE |YyR Oy SgSy 2FFS

ALQft 3AAPBS &2dz I ONRARST 200SNIIA So
ALQf t aK2¢g @&2dz Y2NB UONIFIAYAYy3I (G22f a

25

PEEK Peek Training



5. Life & Ancillary Sales

AWhich plans are available to you?
ADo you understand which plans you need?
AWhich carriers can help you most?

AWhat resources does PPI offer to enable these
sales?

4
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6. First Responder Sales i

Aln 2013 PPI assisted a small agency doing about 3 5y 0 N IRy /
3000 AFS LRtAOASEA | eS| WMy & o or
space. (Fire, Police, EMS) O ..

s
AWithin 18 months; 30,000annual applications v

AAnother 12 months; 40,000annual applications & -

AAnother 18 monthg 50,000annual applications
ALQY UGKAY ]l AydbthisEgaidh L &
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/. Presidio Preview

ANow inTX

ATentatively coming té-L & GAhis falland IN, .
OH,PAandNE oO0e UKAa ho9ot ¥
effective date |

AAny Hospital

ANo Deductible

ANo Limits on Major expenses
AAffordable rates

25
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2.Why Medicare?
(& NonACA Health

M arketS) .
%Ié 4 77
25
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The
Medicare Market

Opportunity

Clay Peek & JoBvqgns

Collaborators: Jonathan/Mandy Stertzbach
Peek Performance Insurance
www.peektraining.com

877.612.7317 omarketers@ppisales.info
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Why Medicare?

It may be the most Predictable, Profitable & Fulfilling
Market in Insurance

azal 3ISyda OKIFAaS &akKAyweh (12apa2 NIt aAdy oa

Reliableancome
Reliabledemand
Reliablepeople

25
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The Market Nobody Can Ignore

11,000 People Turn 65 Every Single Day
A 11,000 people/day 365 =4 million new Medicare beneficiariesvery year

A This is not optional most people are forced to decide

ALGQa tA1S UKS &aeaiosSy tAySa UKSY dz2LJ FyR aleéeay

Pz Peek Training
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Medicare iId~orced Demand

Everyone is moving toward Medicare

A Most people will have to make a new healthcare '«
decision on or about age 65. For the majority, 508
Medicare may be not only a better optieout it . Ssede.
O2dzZf R 0S UKSANI 2yf e 2 LIBANREHIEE,
convincing, just sharing their options. RN

A Nearlyall Americans enter Medicare at some
point

3
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Agents Are Leaving Faster Than New Ones Are

Entering /‘t
A Older agents retiring /t /t
ALy adz2N» yOS alfSa AayQua | '-F)\GJQNJ éﬁNﬁ VS /t
A Insurance burnout (all sectors)

Every agent that quits/retires Medicare creates an opportunity for/t /t,/t}tt /t /t

the agent who enters or stays. /t /t

25
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Medicare Builds an Increasing Income Annuity

A Monthly recurring commissions
A MA first year commissions are very high
A MA Renewals are very high and they stack year after year

A Medicare Supplement persistency is long and strong

This is how agents stop hustling and start breathing. *
. 2dz R2y Qi &Sttt aSRA Qbusalitd2 NJ | 1
freedom AN

()

Pz Peek Training
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Lower Political Risk

Stability Matters
A Some markets change constantly
A Medicare changes, but more slowly

A Less panic every election cycle

LQOBS YySOSNI KIFIR |
terrified their plan will disappear.

Peek Training



Your Best Lead Source Is Already In Your Book

Your Health/Life/Worksite/P&C Clients
Age Into Medicare

A Your clients already trust you
A You already have their data

A You already have the relationship

Why hand your clients to someone else at 65?

p’e‘E.‘c Peek Training
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Medicare Clients Are thBEST
Clients

More Loyal. More Pleasant. More Engaged.

A Answer the phone
A Read texts
A Appreciate service

A Say thank you

¢tKSaS OftASyila R2y Qi 3IK2ald & 2dz




Seniors ARE Tech Savvy

The Myth Is Dead

A Stat from a high producing couple: Out of 1,700 Medicare clients,
only50 had no emaill

A Best Contact Order:
A Text
A Email

A Phone
A In-person

¢ KS @& QNXtechft 21K Sk yoidBfusion/ U A

F,/E‘E,‘( Peek Training



This Is a Welcome Conversation

Talking Points:

A General Medicare education
A Doctors

A Medications

A Bills

A Coverage changes

A Health or income categories that may entitle them to additional
benefits

14 aSyA2z2NR OFft1 lFoz2dzi GKSANI KSI
marketing if you listen.
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ReferralsBecome Automatic

Trust Creates Momentum

A Referral close rates: 895%
A After book maturity: referrals fuel the business

A{2 Ylye 2F &2dzNJ abSg 2
iKS Oflaa 2F Qryz Qtd |

Once you help one person, the whole friend group calls.

25
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After plan choice, the enroliment takes less than 10 Minutes

A One app
A No underwriting marathons
A Some enrollments done in3 minutes

After you make the sale, the actual enrollment is quick and easy.

25
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For the most part: Learn It Once, Use It
Everywhere

A Federal rules govern Medicare Advantage and Original
Medicare

A Similar or identical structure across states

A Easier scalability

A There are exceptions and special programs that may be
offered by state

25\ -
PEEK Peek Training



Special Chronic Needs = Ye&arund Opportunity

40% Have Diabetes

A 40% of beneficiaries qualify for CSNP
A Yearround enrollment allowed

(0p))
QX<

azad F3ASyda A3Iy2NB /{btad ¢KI{iQa
dominate.

365
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Disablility Market Is Increasing

Younger Medicare Clients = Longer Relationships

A Peopleunder 65 may qualify due to sickness or accident
A Qualifying for Medicare due to a Disability

~ o hod
1 4

Al NBIFIGS 6428OEROEASY G Ol f dzS
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Your personal fulfillment matters

. 2dzONB { SNIA y 3
Truly Need Help

Many seniors feel forgotten When you say
WLQWS 3J20 @&2dzZQ Al

25
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Saving Clients From Bad Agents and Call Centers

A Foreign call centers

A Misleading plan switches
A Zero followup

A Zero Customer Service

2 S R2Yy QiU OKdzNYy Of ASydad 2SS LINRIOSOI

25 N
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Go From Average Agent to Super Agent

How?
By Being There When It Matters

2 SQff 0SIFOK @é&2dz K2g 107 NJ
KSf LI RdZNAY3I | YSRAOLI € y 2
longer an agert & 2 dzZONK (1 KSA NJ L.

retention)

25 -
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A Life Sales
AKids/Grandkidg Health Sales
A Annuity opportunities

M ed | care ALTC/HHC/DVH/HI
f é I |VQ é AP & Csales

55



Why Medicare withPPI

WhyPPlis the Smartest Place e,
to Build P

25
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Clay Peek, Peek Performance
peektraining.com
(877) 6127317



Peek Performance Insurance (PPI)

AWhen Medicare Advantage went national in 2005, PPl
was there and wrote tens of thousands of policies the i
first few years. &

A2 SONB yv20 ySs i aSRAOF NI
our roots. Weknow how todo it, duplicateit in our
agents and now we know how tio it better.

AhyS 2F UGKS NBlazya ¢6SQ@S
marketisi K I 0 ¢ S Q gbSasy fbrlgentshand
agenciestogrowr 0 I KA3IK  SOSE =
applying those skills to our new Medicare platform.

25
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Why Peek Performance

Built for LongTerm Medicare Success

A Supportdriven culture

A Medicare mastery focus

A Ethical growth

A Clientfirst mindset

A Introduce you to NEW Markets

A Unique tools to help yobuild an agency

PEEK

»§ R2yQli RzwdmldyoaksOirizya PERFORMANCE
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Peek Performance
Makes It Easy to Start

2]

PeekTraining.com

®
ah

Agent Care Team

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.

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.

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

KStLH 2SQ@0S 06SSy R?2
It Y2aG on @SINAER |yR
VERY good at it.

61



The PPl Growth Path
www.peektraining.com
Thed a SRA O NRabh @S
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PPl Growth Tools

A Step 1: Why Medicare Understanding the Medicare
Market, Business Model & Using Systems Correctly
from Day 1

A Step 2: Get Ready to SelLearn how to contract,
certify, get Ready to Sell (RTS), use Medicare sales
platforms, and stay compliant with CMS guidelines.

A Step 3: Medicare Universitg Multiple courses cover
Medicare fundamentals in depth while equipping
agents with advanced, practical knowledge to
confidently match the right plan to each client.

25

PEEK Peek Training

MEDICARE /
OVER 65

6 steps to level up
your Medicare
expertise, enroll
more clients, and
build a thriving
business.




PPl Growth Tools

A Step 4: Carrier TrainingLearn carriesspecific products and
enrollment processes for ancillary plans, Medicare Advantage,
and Medicare Supplements.

A Step 5: Medicaréviasters¢ Marketing & Growth Strategies
Take your Medicare expertise to the next level with advanced
strategies for marketing, agency growth, CRM, maximizing AEP,
success habits, and more. Learn directly from top agents who
have built highly successful agencies.

A Step 6: Selling Medicare tBusinesseg Learn how to
compliantlywork with small groups and business owners,
educate Medicareeligible employees, and help them transition

off the group health plan into the right Medicare solutions.

25

A .
Z2 | Peek Training

F

MEDICARE /
OVER 65

6 steps to level up
your Medicare
expertise, enroll
more clients, and
build a thriving
business.




The Reality Check:
Medicare Is No Longer
Optional

A7
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Older clients:
AAnswer the phone
A Are more loyal

The A Appreciate guidance
| ARefer naturally (doctors, billing offices, friends)
Client

Truth




10ish minute applicationgafter initial
consultation)

4

The ‘ * Annual Election Period (AER)ct 15¢ Dec 7
Operational

==+ MA OEPJan 1c March 31

Truth

365) N /E:b RAIFOSUGAO LJ2 LJdzt I ()
round enrollments

0@ : . : :
-1 Disablility market is growing
&
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Why High Commissions/Overrid€suld be a Trap

Hard truth: THE BEAT'.ES
¢ KS . S| (et2&da Gil lyAGRI¥ oddzB R Ymbwapme Vb ahe
GKIFdQa Yz2aofeé (NHzSX

. dzi tempbi@r love.
¢ K I

GKIFEUG Y2au CahQ{X |}

U Qa
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Bad Models vs our Value Proposition

A Poor Models
A Offer unearned benefits
A Create fragile, transactional agencies
A Limit scalability and valuation

A Longterm value comes from:
A Writing more business
A With more agents
A Comprehensive strategies

A Private equity investoiR 2 VL@ {® 06 A 3 0 dzO] ¢

0 dza A ylisea Au@westems scale predictability and
growth.

25
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What Makes PPI Different

A PPI ishot about:

A Squeezing out smathid sized agencies by
overpaying your competitors

AdG/ 2YS KSNB | yR K2LI
APPI is abouh roadmap

A 6 steps that builds each agent to the MAX

A. SO2YAY3 |y lhalbofiicednd
multiplier

25
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PPl Was Bullt for This Exact Moment

A Clay was there ahe beginning2 ¥ a SRAOI NB ! Rl vy il
A Contracts withtop carriers

A Competitive, sustainable compensation

ATechnology + CRM

AReal training not surfacef S@St 2NJ YSNB @& LINR RdzO(
A And ateammateto help you build your book and your agency

yCTV' (aue,\\x'\\
Vi “"v':‘ IO

L , L ANING
| SNBQa 4KFG YIF1Sa GKS R)\??Sf‘&g‘wwggm

t&s \1\‘\‘Y 8
\\\&
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2 SONB |y Eeds yz20 |y
Instead of:

A2 yi [/ 2yiNyaBDRa®K | BOSNBE yAOS .

PPl Has a

We dig deep:
Different A652 &2dz 6ty (2 3INBOKE
Aal 26 OI S KSfL) é2dz SELI YR @&
Approach (0 %] y %] e Z y e

Ad2 KI i Qa K2f RAy3 &2dz ol O] K¢
AdLa 6KIG @2dzQNB R2AYy3 y26 | OG0
Adl 26 Ol Yy L &adzLJLl2ZNL eé2dz I a &2dz

CKIGQa K2g¢ NBI f LéNJ’JSNhK)\L
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Medicare IS
Inevitable

How you build
IS achoice

peex | Peek Training




Why
Medicare

+ Why PPI

+ Why Now

You can:

A Piece it together on your own
or

A Plug into a proven roadmap
designed for growth

84



PPI gives you:

A The contracts

Why A The training
M ed ICale A The technology

A The support

Why PPI/You

A The systems

A The confidence

+ Why Now

A The path to1,000 Client§or 1,000 agentsl 0 A F G KI (0 Q&

[ $G Q& &G+ NI érAndtféa pitch. O2 y S NA |

85



“ Unique to PPI

PPI Teaches agents how to COMPLIANTLY and EFFEC

help Employer Groupsvith Medicare Education
A6.8% of all employees aadreadyoverage 65
AThat number will be 8% within 5 years

AEach year 1.8% of workers turn 65

AThat number will approach 2.2% within 5 years

hy SelfFaindel I NP dzLJ KSI f 0K LI |
each 65+ employee is approximat&y3,000 annually

25
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* Unique to PPI / ok

my W ‘ N e by ESS
A NON GOVERNMENT ENTITY

How can yowompliantlyandeffectively

AReach out to employers

At 2aA0A2Y @&2dzNBRSET T Fa
group of employees

AMessage to the eligible employees

AWork withowners, HRand thegroup health broker
effectively

PPl can teach you how!

25
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Agency Building

Reasons why 1,148+ agencies
work with Peek Performance:

A UnparalleledAgent Support

A We handle contracting and
commissions FOR you.

A TheBEST Traininig the Industry
A PeekTraining.com

A Work with the#1 ACA Agency
Building FMOn the country

88



Peek Performance
Makes It Easy to Start

2]

PeekTraining.com

®
ah

Agent Care Team

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.

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.

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

KStLH 2SQ@0S 06SSy R?2
It Y2aG on @SINAER |yR
VERY good at it.
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Scan this cod® access this
Training Decland additional
resources:

A Training Materials

A Webinar registration links
A Contract Request Form gt REEKS
A PeekTraining.com Portal '
A Agent Care Team contact

A Links to more info on specific
topics discussed today

SCAN ME!



3. The NoRACA Market
Opportunity

Sell NorACA solutions with
confidence and integrity

EEEEEEEEEEE



Non-ACA Market

ACreate YeaRound Income with Strong CommissioQs
Expand beyond ACA and leverage competitive-NGA
commission structures to build more stable, consistent /
revenue all year.

AUnde[stand NoRACA Plans Cleartylearn what they are
(I Yy R D 3o Eaid explain them with confidence.

AKnow the Right Fit Identify who NoPACA plans are
perfectfort ' YR gK2 UGKSe QNB Yy 22U

APresent with Confidence Use simple positioning .
strategies to offer NofACA as a strong alternative optionf

25
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A Great Need: 10 millioR 2 Vf€l & tax credit T
A Lots of Entrepreneurs/Business Owners/High Net Worth
A They haveEmployeels /\

A High Commission products : Nt
A Cash Flow (some have Advanced Commissions)

A Strong products

A Also, there are some realBADproducts in this space

25
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Health Sales
Philosophy



