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Forecast:

Growth in 
the Health 
Market for 
2026 / 2027

ÅACA ς No eAPTC, but still a 20+ Million market space w 10 
million eligibles who are not enrolled 

ÅMedicare {ǘƛƭƭ млΣллл Ҍ ǘǳǊƴƛƴƎ ср ŜŀŎƘ Řŀȅ ΧΦ 

ÅNON-ACA Insurance health plans 

ÅPSM (Both Comprehensive & Limited Medical Options)

ÅSTM (The 3-year rule is returning)

ÅPresidio ς in TX and other states for OEP

ÅICHRA Employers need options (Bootcamp in Fall??)

ÅLife/Ancillary sales 

ÅFirst Responder Life Sales ς coming this summer!

ÅPresidio ƘŜŀƭǘƘΗ Lƴ ¢·Σ Χ ǎƻƻƴ ƛƴ C[Σ D!Σ LbΣ hIΣ t!Σ b/



Session 1:

Peek Performance helps 
build your Legacy

Clay Peek Peek Performance

peektraining.com

877 612 7317
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What does your future look like?

bŜǿ !ƎŜƴǘΚ 5ƻƴΩǘ ƪƴƻǿ ǿƘƛŎƘ ǿŀȅ ǘƻ ƎƻΚ

Successful? Struggling?

Thinking about building a team?

Have you looked into your future?

How will you transition?

 Sell?

 ²ƻǊƪ ǳƴǘƛƭ ȅƻǳ ŎŀƴΩǘ ŀƴȅ ƭƻƴƎŜǊΚ 

 Transition the business to Family?
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¢ƘŜ άмффс ±ŜǊǎƛƻƴέ ƻŦ /ƭŀȅ bŜǾŜǊ ƘŀŘ ǘƘŜǎŜ ǘƘƻǳƎƘǘǎΗ
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What is 
your 
succession 
plan?

1. Sell 100%

2. Sell a Controlling Interest (51% or more)

3. Minority Capitalization (30% and roll up)

4. Transition to Family or colleague

5. Do nothing (Live off renewals until you die)

6. ESOP ς ǎŜƭƭ ǘƻ 9ƳǇƭƻȅŜŜΩǎ
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Are you a 
Monster or 
a
Machine?

ÅA Monster 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.

ÅA Monster agent can sell their book for 1.8 ς 2.3 X ς 
(maybe 3X in a private sale)

ÅA Machine (a growing, productive, recruiting agency) has 
ŀ ōǳǎƛƴŜǎǎ ǘƘŀǘ ƛǎƴΩǘ ŘŜǇŜƴŘŜƴǘ ǳǇƻƴ their sales. It will 
have a longer trail. It has infrastructure and relationships 
that could be continued and expanded after you retire.

ÅA Machine can sell their book for 5-8-10 X or more based 
on size and profitability 
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But to build 
a Machine 
Χ

Å̧ ƻǳΩƭƭ ƘŀǾŜ ǘƻ reach out and recruit agents with a 
compelling message/value proposition

Å̧ ƻǳΩƭƭ ƴŜŜŘ onboarding and sales training that is deep and 
effective

Å̧ ƻǳΩƭƭ ƴŜŜŘ support, contracting, compliance assistance, 
and commission processing

ÅA partner who is vested in your success.

Χ ¢ƘŀǘΩǎ ǿƘȅ ǿŜΩǊŜ ǘŀƭƪƛƴƎ
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PPI wants to be the
άEasy Buttonέ to help you build

²ƘŜǘƘŜǊ ȅƻǳΩǊŜ ƴŜǿ ŀǘ ŀƎŜƴŎȅ ōǳƛƭŘƛƴƎ ƻǊ ŀƭǊŜŀŘȅ ŀ ƭŀǊƎŜ 
ŀƎŜƴŎȅΣ ǿƘŜƴ ȅƻǳΩǊŜ ǿƛǘƘ tŜŜƪ tŜǊŦƻǊƳŀƴŎŜΣ ǿŜ Ŏŀƴ ƘŜƭǇ 
you: 

Finding and Communicating effectively w agents, 
Contract, Administrate, Recruit, Train, Motivate, Pay, 
Create Marketing, & assist with your ά/ǳǎǘƻƳŜǊ (Agent) 
{ŜǊǾƛŎŜέ 

Peek Performance can make that part of growing your 
agency a LOT Easier!



17Peek Training

Ideal Target agents

Å Current ACA Agents - who do not have ALL the carriers in their selling 
states and lack clear direction in this market.

Å Final Expense Agents ς Never accumulate much residual income, already 
serving lower income people. Poor Persistency. Chargebacks. Add DUAL 
a!Ωǎ ϧ !/! ŦƻǊ ǘƘŜƛǊ ƴŜǘǿƻǊƪ

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

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

Å Worksite/Ancillary Agents ς the Family Glitch market opens a ton of sales 
ς and the savings helps them sell more worksite plans. 

Å P/C Agents ς This market is chaotic. Agents are searching. Carriers are 
leaving. Rates are increasing!

Å Group Health ς Their rates are skyrocketing. ACA would help!

Å AGENCY BUILDERS ǿƘƻ ŘƻƴΩǘ ƘŀǾŜ ŀ ǇƭŀƴΣ ŀ ǇƭŀǘŦƻǊƳ ƴƻǊ ƎǳƛŘŀƴŎŜΗ
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ttL ŘƻŜǎƴΩǘ 
just want 
your 
contracts; 

²Ŝ ŘƻƴΩǘ 
just want 
your 
business... 

I want to help you build your asset

I want to help you move toward succession,  
acquisition, legacy
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Notes: Financial Opportunity

Want to talk 
about it?

Reach out!

877 612 7317
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Your Market is changing.  Are you?
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²ŜΩǊŜ 
Different

Peek Performance can give you 
an unfair competitive advantage 
in this space ...
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1. ACA ς Reasons to Recruit & Sell
(With Jon Evans)

ÅACA is still an 18 second quote & a 10 min enrollment

ÅUnlimited $$$ Coverage with No Pre-Ex-Limits

ÅaŀǎǎƛǾŜ έ{ǳōǎƛŘƛŜǎέ so that 80% of those quoted pay less 
than $20 a month

ÅYou can market to Anyone, Anywhere, Anytime

ÅACA creates opportunity to sell more Medicare, Life, etc.

Å[ŜǾŜƭ ŎƻƳƳƛǎǎƛƻƴǎ ŎǊŜŀǘŜ ƛƴ άLƴŎǊŜŀǎƛƴƎ !ƴƴǳƛǘȅ LƴŎƻƳŜέ

ÅThere is STILL widespread opportunity to attract masses of 
clients & agents into this space
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THE ά[ŀǿ ƻŦ [ŀǊƎŜ ƴǳƳōŜǊǎέ ς LǘΩǎ Volume, Not Spread

ÅIf you only look at !/!Ωǎ first-year commission, you may forget to consider the impact of the:

ÅSize of the market (Massive)

ÅImpact of Regulatory Control (Still Modest)

ÅEase and time spent selling (High/Low)

ÅAffordability of product (±ŜǊȅ ǿ !t¢/κέ{ǳōǎƛŘȅέ)

ÅQuality of product (High)

ÅGeneral awareness of both the public and the agent community (Modest)

ÅLevel renewals!

ÅA "reasonably interested" agent can write 50 ς 100 lives every year

ÅA skilled agent can write 300 ς 500 a year without dramatic lead cost

ÅThe effort to write 100 ACA lives a year is like the effort required to write 25 MA or Life
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ACA/
Health 
recruiting 
advances 
your 
other 
markets

By Marketing ACA:

Å̧ ƻǳΩƭƭ ƎŜǘ more Medicare agents and sales.

Å̧ ƻǳΩƭƭ ƎŜǘ more Life agents and sales.

Å̧ ƻǳΩƭƭ ƎŜǘ ƳƻǊŜ {¢aκέtǊƛǾŀǘŜ IŜŀƭǘƘέ agents and sales. 

Å̧ ƻǳΩƭƭ ƎŜǘ ƳƻǊŜ ά!ƴŎƛƭƭŀǊȅέ ϧ tκ/ agents and sales

ÅόLŦ ŀƎŜƴŎȅ ƻǿƴŜǊύ¸ƻǳΩƭƭ ƪŜŜǇ your own team from drifting to a 
competitor for ACA (& taking the MA & Life business too)!

Å/ǊŜŀǘŜǎ άƛƴŎƻƳŜ ǎǘŀōƛƭƛǘȅέ as agents grow in their primary 
markets.
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2. 65+ / Medicare is huge

ÅMedicare Advantage

ÅMedicare Supplements
ÅHospital Indemnity Plans

ÅFinal Expense

ÅShort Term Care

ÅHome Health Care

ÅDental

ÅCancer

ÅAnnuity sales
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3. NON-ACA ς Reasons to Recruit & Sell

ÅMillions of high-income people ŘƻƴΩǘ get a tax credit

ÅWin the Business Owner, Get the employees too!

ÅThere are quality plans that offer wider provider options and 
strong compensation

Å3 other kinds of U65 health plans:

ÅάInsuranceέ plans: Affordable, High Commissions, ADVANCED 
Commissions/Cash Flow

ÅMedical Cost Sharing: Anyone can join ς DEEP Benefits ς High, 
LEVEL Commission

ÅERISA Plans: National Networks, DEEP Benefits, Feels like ACA 
Coverage, High, LEVEL Commissions.

26
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4. ICHRA Opportunities

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

Å9ǾŜƴ ƛƴ άƴƻƴ ǊŀǘŜ ŦŀǾƻǊŀōƭŜ ǎǘŀǘŜǎΣέ ǎƻƳŜ ŜƳǇƭƻȅŜǊǎ 
are experiencing higher than normal rate increases 
and they need this option

ÅSmaller employers have challenges with 
άǇŀǊǘƛŎƛǇŀǘƛƻƴέ ŀƴŘ ŎŀƴΩǘ ŜǾŜƴ ƻŦŦŜǊ ōŜƴŜŦƛǘǎ

ÅLΩƭƭ ƎƛǾŜ ȅƻǳ ŀ ōǊƛŜŦ ƻǾŜǊǾƛŜǿ

ÅLΩƭƭ ǎƘƻǿ ȅƻǳ ƳƻǊŜ ǘǊŀƛƴƛƴƎ ǘƻƻƭǎ
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5. Life & Ancillary Sales

ÅWhich plans are available to you? 

ÅDo you understand which plans you need?

ÅWhich carriers can help you most?

ÅWhat resources does PPI offer to enable these 
sales?
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6. First Responder Sales

ÅIn 2013 PPI assisted a small agency doing about 
3000 ƭƛŦŜ ǇƻƭƛŎƛŜǎ ŀ ȅŜŀǊ ƛƴ ǘƘŜ άCƛǊǎǘ wŜǎǇƻƴŘŜǊέ 
space. (Fire, Police, EMS)

ÅWithin 18 months ς 30,000 annual applications

ÅAnother 12 months ς 40,000 annual applications

ÅAnother 18 months ς 50,000 annual applications

ÅLΩƳ ǘƘƛƴƪƛƴƎ ǘƘŀǘ L ǿŀƴǘ ǘƻ do this again!
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7. Presidio Preview

ÅNow in TX

ÅTentatively coming to FL & GA this fall and IN, 
OH, PA and NC Χ ōȅ ǘƘƛǎ h9t ŦƻǊ ŀ мΦмΦнт 
effective date

ÅAny Hospital

ÅNo Deductible

ÅNo Limits on Major expenses

ÅAffordable rates



2. Why Medicare? 

(& Non-ACA Health 
Markets)









The 
Medicare Market 
Opportunity

Clay Peek & Jon Evqns

Collaborators: Jonathan/Mandy Stertzbach

Peek Performance Insurance

www.peektraining.com 

877.612.7317 or marketers@ppisales.info 
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It may be the most Predictable, Profitable & Fulfilling 
Market in Insurance

aƻǎǘ ŀƎŜƴǘǎ ŎƘŀǎŜ ǎƘƛƴȅ ƻōƧŜŎǘǎΦ aŜŘƛŎŀǊŜ ƛǎƴΩǘ ǎƘƛƴȅτƛǘΩǎ ǊŜƭƛŀōƭŜΦ

Reliable income. 
Reliable demand. 
Reliable people.
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The Market Nobody Can Ignore

11,000 People Turn 65 Every Single Day

Å11,000 people/day × 365 = 4 million new Medicare beneficiaries every year

ÅThis is not optionalτmost people are forced to decide

ÅLǘΩǎ ƭƛƪŜ ǘƘŜ ǎȅǎǘŜƳ ƭƛƴŜǎ ǘƘŜƳ ǳǇ ŀƴŘ ǎŀȅǎΥ ²ƘƻΩǎ ƎƻƛƴƎ ǘƻ ƘŜƭǇ ǘƘŜƳΚ
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Medicare is Forced Demand

Everyone is moving toward Medicare

ÅMost people will have to make a new healthcare 
decision on or about age 65. For the majority, 
Medicare may be not only a better option - but it 
ŎƻǳƭŘ ōŜ ǘƘŜƛǊ ƻƴƭȅ ƻǇǘƛƻƴΦ CƻǊ ǘƘŜƳΣ ǿŜΩǊŜ ƴƻǘ 
convincing, just sharing their options.

ÅNearly all Americans enter Medicare at some 
point
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Less Competition Than You Think

Agents Are Leaving Faster Than New Ones Are 
Entering

ÅOlder agents retiring

ÅLƴǎǳǊŀƴŎŜ ǎŀƭŜǎ ƛǎƴΩǘ ŀ Ŧƛǘ ŦƻǊ ŜǾŜǊȅƻƴŜ

Å Insurance burnout (all sectors) 

Every agent that quits/retires Medicare creates an opportunity for 
the agent who enters or stays.
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Monthly Cash Flow That Builds Freedom

Medicare Builds an Increasing Income Annuity

ÅMonthly recurring commissions

ÅMA first year commissions are very high 

ÅMA Renewals are very high and they stack year after year

ÅMedicare Supplement persistency is long and strong

This is how agents stop hustling and start breathing.

¸ƻǳ ŘƻƴΩǘ ǎŜƭƭ aŜŘƛŎŀǊŜ ŦƻǊ ŀ ŎƻƳƳƛǎǎƛƻƴ ǎǇƛƪŜΤ you sell it for 
freedom.



42Peek Training

Lower Political Risk

Stability Matters

ÅSome markets change constantly

ÅMedicare changes, but more slowly

ÅLess panic every election cycle

LΩǾŜ ƴŜǾŜǊ ƘŀŘ ŀ aŜŘƛŎŀǊŜ ŎƭƛŜƴǘ Ŏŀƭƭ ƳŜ ŀŦǘŜǊ ŀƴ ŜƭŜŎǘƛƻƴ 
terrified their plan will disappear.



43Peek Training

Your Best Lead Source is Already in Your Book

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

ÅYour clients already trust you

ÅYou already have their data

ÅYou already have the relationship

Why hand your clients to someone else at 65?
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Medicare Clients Are the BEST 
Clients

More Loyal. More Pleasant. More Engaged.

ÅAnswer the phone

ÅRead texts

ÅAppreciate service

ÅSay thank you

¢ƘŜǎŜ ŎƭƛŜƴǘǎ ŘƻƴΩǘ ƎƘƻǎǘ ȅƻǳΦ ¢ƘŜȅ ƛƴǾƛǘŜ ȅƻǳ ǘƻ ŎƻŦŦŜŜΦ
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Seniors ARE Tech Savvy

The Myth Is Dead

ÅStat from a high producing couple: Out of 1,700 Medicare clients, 
only 50 had no email

ÅBest Contact Order:

ÅText

ÅEmail

ÅPhone

ÅIn-person

¢ƘŜȅΩǊŜ ƴƻǘ ŀƴǘƛ-techτǘƘŜȅΩǊŜ ŀƴǘƛ-confusion.
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They WANT to Talk About Medicare

This Is a Welcome Conversation

Talking Points:

ÅGeneral Medicare education

ÅDoctors

ÅMedications

ÅBills

ÅCoverage changes

ÅHealth or income categories that may entitle them to additional 
benefits

!ǎ ǎŜƴƛƻǊǎ ǘŀƭƪ ŀōƻǳǘ ǘƘŜƛǊ ƘŜŀƭǘƘΣ ǘƘŜȅΩǊŜ ƘŀƴŘƛƴƎ ȅƻǳ ȅƻǳǊ 
marketingτif you listen.
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Referrals Become Automatic

Trust Creates Momentum

ÅReferral close rates: 90ς95%

ÅAfter book maturity: referrals fuel the business

Å{ƻ Ƴŀƴȅ ƻŦ ȅƻǳǊ άbŜǿ ǘƻ aŜŘƛŎŀǊŜέ ŎƭƛŜƴǘǎ ǘƘƛǎ ȅŜŀǊ ƎǊŀŘǳŀǘŜŘ ǿƛǘƘ 
ǘƘŜ Ŏƭŀǎǎ ƻŦ ΩтуΣ Ωтф ŀƴŘ ǎƻƻƴ Ψул

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

After plan choice, the enrollment takes less than 10 Minutes

ÅOne app

ÅNo underwriting marathons

ÅSome enrollments done in 4-5 minutes

After you make the sale, the actual enrollment is quick and easy.
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Medicare Is Consistent Nationwide

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

ÅFederal rules govern Medicare Advantage and Original 
Medicare

ÅSimilar or identical structure across states

ÅEasier scalability

ÅThere are exceptions and special programs that may be 
offered by state
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Special Chronic Needs = Year-Round Opportunity

40% Have Diabetes

Å40% of beneficiaries qualify for CSNP

ÅYear-round enrollment allowed

aƻǎǘ ŀƎŜƴǘǎ ƛƎƴƻǊŜ /{btǎΦ ¢ƘŀǘΩǎ ǿƘȅ ǘƘŜ ƻƴŜǎ ǿƘƻ ƭŜŀǊƴ ƛǘΣ 
dominate.
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Disability Market Is Increasing

Younger Medicare Clients = Longer Relationships

ÅPeople under 65 may qualify due to sickness or accident 

Å Qualifying for Medicare due to a Disability

Å/ǊŜŀǘŜ ά5ŜŎŀŘŜǎ-ƭƻƴƎέ ŎƭƛŜƴǘ ǾŀƭǳŜ
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Your personal fulfillment matters

¸ƻǳΩǊŜ {ŜǊǾƛƴƎ tŜƻǇƭŜ ²Ƙƻ 
Truly Need Help

Many seniors feel forgotten. When you say 
ΨLΩǾŜ Ǝƻǘ ȅƻǳΣΩ ƛǘ ŎƘŀƴƎŜǎ ŜǾŜǊȅǘƘƛƴƎΦ



53Peek Training

Rescue Mission

Saving Clients From Bad Agents and Call Centers

ÅForeign call centers

ÅMisleading plan switches

ÅZero follow-up

ÅZero Customer Service

²Ŝ ŘƻƴΩǘ ŎƘǳǊƴ ŎƭƛŜƴǘǎΦ ²Ŝ ǇǊƻǘŜŎǘ ǘƘŜƳΦ



54Peek Training

Go From Average Agent to Super Agent

How?

By Being There When It Matters

²ŜΩƭƭ ǘŜŀŎƘ ȅƻǳ Ƙƻǿ ǘƻ ŦƛȄ ŀ ōƛƭƭƛƴƎ ƛǎǎǳŜ ƻǊ 
ƘŜƭǇ ŘǳǊƛƴƎ ŀ ƳŜŘƛŎŀƭ ǎŎŀǊŜΣ ǎƻ ǘƘŀǘ ȅƻǳΩǊŜ ƴƻ 
longer an agentτȅƻǳΩǊŜ ǘƘŜƛǊ ǇŜǊǎƻƴΦ όƛΦŜΦΣ 
retention)



55

Medicare 
ƭŜŀŘǎ ǘƻ Χ

ÅLife Sales

ÅKids/Grandkids ς Health Sales

ÅAnnuity opportunities

ÅLTC/HHC/DVH/HI

ÅP & C sales



Why Medicare with PPI

Why PPI is the Smartest Place 
to Build 

Clay Peek, Peek Performance

peektraining.com

(877) 612-7317
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Peek Performance Insurance (PPI)

ÅWhen Medicare Advantage went national in 2005, PPI 
was there and wrote tens of thousands of policies the 
first few years.

Å²ŜΩǊŜ ƴƻǘ ƴŜǿ ŀǘ aŜŘƛŎŀǊŜΦ ǿŜΩǊŜ Ƨǳǎǘ ƎŜǘǘƛƴƎ ōŀŎƪ ǘƻ 
our roots.  We know how to do it, duplicate it in our 
agents and now we know how to do it better.

ÅhƴŜ ƻŦ ǘƘŜ ǊŜŀǎƻƴǎ ǿŜΩǾŜ ƎǊƻǿƴ ǎƻ Ŧŀǎǘ ƛƴ ǘƘŜ !/! 
market is ǘƘŀǘ ǿŜΩǾŜ ƳŀŘŜ ƛǘ so easy for agents and 
agencies to grow ŀǘ ŀ ƘƛƎƘ ƭŜǾŜƭΣ ŀƴŘ ƴƻǿ ǿŜΩǊŜ 
applying those skills to our new Medicare platform.
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Why Peek Performance

Built for Long-Term Medicare Success

ÅSupport-driven culture

ÅMedicare mastery focus

ÅEthical growth

ÅClient-first mindset

Å Introduce you to NEW Markets

ÅUnique tools to help you build an agency

²Ŝ ŘƻƴΩǘ Řƻ ǘǊŀƴǎŀŎǘƛƻƴǎτwe build books.
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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 

ƘŜƭǇΗ ²ŜΩǾŜ ōŜŜƴ ŘƻƛƴƎ ƛǘ ŦƻǊ 

ŀƭƳƻǎǘ ол ȅŜŀǊǎ ŀƴŘ ǿŜΩǊŜ 

VERY good at it. 

Support



The PPI Growth Path

www.peektraining.com

The άaŜŘƛŎŀǊŜκhǾŜǊ срέ tab
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PPI Growth Tools

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

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

ÅStep 3: Medicare University ς Multiple courses cover 
Medicare fundamentals in depth while equipping 
agents with advanced, practical knowledge to 
confidently match the right plan to each client.
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PPI Growth Tools

ÅStep 4: Carrier Training ς Learn carrier-specific products and 
enrollment processes for ancillary plans, Medicare Advantage, 
and Medicare Supplements.

ÅStep 5: Medicare Masters ς Marketing & Growth Strategies ς 
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.

ÅStep 6: Selling Medicare to Businesses ς Learn how to 
compliantly work with small groups and business owners, 
educate Medicare-eligible employees, and help them transition 
off the group health plan into the right Medicare solutions.



The Reality Check: 
Medicare is No Longer 

Optional
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The 
Client 
Truth

Older clients:

ÅAnswer the phone

ÅAre more loyal

ÅAppreciate guidance

ÅRefer naturally (doctors, billing offices, friends)
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The 
Operational 
Truth

пл҈Ҍ ŘƛŀōŜǘƛŎ ǇƻǇǳƭŀǘƛƻƴ Ҧ /{bt Ҧ ȅŜŀǊ-
round enrollments

10ish minute applications (after initial 
consultation)

Annual Election Period (AEP): Oct 15 ς Dec 7 

+ MA OEP: Jan 1 ς March 31

Disability market is growing
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Why High Commissions/Overrides Could be a Trap

.ǳǘ ƛǘΩǎ temporary love. 

¢ƘŀǘΩǎ ǿƘŀǘ Ƴƻǎǘ CahΩǎ ōǳƛƭŘ ǘƘŜƛǊ ōǳǎƛƴŜǎǎ ƻƴΥ 
άCan they pay more money to cover for the poor 
ǎǳǇǇƻǊǘ ŀƴŘ ǎȅǎǘŜƳǎΚέ

Hard truth:

¢ƘŜ .ŜŀǘƭŜǎ ǎŀƛŘΥ άȅƻǳ ŎŀƴΩǘ ōǳȅ ƳŜ ƭƻǾŜέ ŀƴŘ 
ǘƘŀǘΩǎ Ƴƻǎǘƭȅ ǘǊǳŜΧ 



74Peek Training

Bad Models vs our Value Proposition

ÅPoor Models

ÅOffer unearned benefits

ÅCreate fragile, transactional agencies

ÅLimit scalability and valuation

ÅLong-term value comes from:

ÅWriting more business

ÅWith more agents

ÅComprehensive strategies 

ÅPrivate equity investors ŘƻƴΩǘ Ǉŀȅ ōƛƎ ōǳŎƪǎ ŦƻǊ άōƻƻƪǎ ƻŦ 
ōǳǎƛƴŜǎǎΦέ They buy systems, scale, predictability and 
growth.
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What Makes PPI Different

ÅPPI is not about:

ÅSqueezing out small-mid sized agencies by 
overpaying your competitors

Åά/ƻƳŜ ƘŜǊŜ ŀƴŘ ƘƻǇŜ ƛǘ ǿƻǊƪǎέ

ÅPPI is about a roadmap.

Å6 steps that builds each agent to the MAX

Å.ŜŎƻƳƛƴƎ ŀƴ ŀƎŜƴŎȅ ōǳƛƭŘŜǊΩǎ back office and 
multiplier
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PPI Was Built for This Exact Moment

ÅClay was there at the beginning ƻŦ aŜŘƛŎŀǊŜ !ŘǾŀƴǘŀƎŜ ƛƴ Ψлр

ÅContracts with top carriers

ÅCompetitive, sustainable compensation

ÅTechnology + CRM

ÅReal training, not surface-ƭŜǾŜƭ ƻǊ ƳŜǊŜ άǇǊƻŘǳŎǘ ǘǊŀƛƴƛƴƎέ

ÅAnd a teammate to help you build your book and your agency

IŜǊŜΩǎ ǿƘŀǘ ƳŀƪŜǎ ǘƘŜ ŘƛŦŦŜǊŜƴŎŜΧ
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PPI Has a 
Different 
Approach

²ŜΩǊŜ ŀƴ CahΣ ƴƻǘ ŀƴ FCO

Instead of: 

Å²ŀƴǘ /ƻƴǘǊŀŎǘǎΚ  άIŜǊŜ ya ƎƻΦ  IŀǾŜ ŀ ƴƛŎŜ ƭƛŦŜΦέ

We dig deep: 

Åά5ƻ ȅƻǳ ǿŀƴǘ ǘƻ ƎǊƻǿΚέ

ÅάIƻǿ Ŏŀƴ ǿŜ ƘŜƭǇ ȅƻǳ ŜȄǇŀƴŘ ȅƻǳǊ aŜŘƛŎŀǊŜ ōǳǎƛƴŜǎǎ ǘƘƛǎ ȅŜŀǊΚέ

Åά²ƘŀǘΩǎ ƘƻƭŘƛƴƎ ȅƻǳ ōŀŎƪΚέ

ÅάLǎ ǿƘŀǘ ȅƻǳΩǊŜ ŘƻƛƴƎ ƴƻǿ ŀŎǘǳŀƭƭȅ ƎŜǘǘƛƴƎ ȅƻǳ ǘƘŜǊŜΚέ

ÅάIƻǿ Ŏŀƴ L ǎǳǇǇƻǊǘ ȅƻǳ ŀǎ ȅƻǳ ƎǊƻǿΚέ

¢ƘŀǘΩǎ Ƙƻǿ ǊŜŀƭ ǇŀǊǘƴŜǊǎƘƛǇǎ ǎǘŀǊǘΦ
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Medicare is 
Inevitable

How you build it 
is a choice
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Why 
Medicare

+ Why PPI

+ Why Now

You can:

ÅPiece it together on your own

or

ÅPlug into a proven roadmap 
designed for growth
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Why 
Medicare

Why PPI/You

+ Why Now

PPI gives you:

ÅThe contracts

ÅThe training

ÅThe technology

ÅThe support

ÅThe systems

ÅThe confidence

ÅThe path to 1,000 Clients (or 1,000 agentsΗύ ƛŦ ǘƘŀǘΩǎ ȅƻǳǊ Ǝƻŀƭ

[ŜǘΩǎ ǎǘŀǊǘ ǿƛǘƘ ŀ ŎƻƴǾŜǊǎŀǘƛƻƴ τ not a pitch.
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*  Unique to PPI

PPI Teaches agents how to COMPLIANTLY and EFFECTIVELY 
help Employer Groups with Medicare Education

Å6.8% of all employees are already over age 65

ÅThat number will be 8% within 5 years

ÅEach year 1.8% of workers turn 65

ÅThat number will approach 2.2% within 5 years

hƴ ŀ άSelf Fundedέ ƎǊƻǳǇ ƘŜŀƭǘƘ ǇƭŀƴΣ ǘƘŜ ŀǾŜǊŀƎŜ Ŏƻǎǘ ƻŦ 
each 65+ employee is approximately $33,000 annually
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*  Unique to PPI

How can you compliantly and effectively:

ÅReach out to employers

Åtƻǎƛǘƛƻƴ ȅƻǳǊǎŜƭŦ ŀǎ ǘƘŜ ŎƻƳǇƭƛŀƴǘ άDƻ ¢ƻέ ŦƻǊ ǘƘƛǎ 
group of employees 

ÅMessage to the eligible employees

ÅWork with owners, HR, and the group health broker 
effectively

PPI can teach you how!
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Agency Building

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

ÅUnparalleled Agent Support 

ÅWe handle contracting and 
commissions FOR you.

ÅThe BEST Training in the Industry

ÅPeekTraining.com

ÅWork with the #1 ACA Agency 
Building FMO in the country
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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 

ƘŜƭǇΗ ²ŜΩǾŜ ōŜŜƴ ŘƻƛƴƎ ƛǘ ŦƻǊ 

ŀƭƳƻǎǘ ол ȅŜŀǊǎ ŀƴŘ ǿŜΩǊŜ 

VERY good at it. 

Support



Scan this code to access this 
Training Deck and additional 
resources:

ÅTraining Materials

ÅWebinar registration links

ÅContract Request Form

ÅPeekTraining.com Portal

ÅAgent Care Team contact

ÅLinks to more info on specific 
topics discussed today



3. The Non-ACA Market 
Opportunity

Sell Non-ACA solutions with 
confidence and integrity
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Non-ACA Market

ÅCreate Year-Round Income with Strong Commissions ς 
Expand beyond ACA and leverage competitive Non-ACA 
commission structures to build more stable, consistent 
revenue all year.

ÅUnderstand Non-ACA Plans Clearly ς Learn what they are 
(ŀƴŘ ŀǊŜƴΩǘ) so you can explain them with confidence.

ÅKnow the Right Fit ς Identify who Non-ACA plans are 
perfect for τ ŀƴŘ ǿƘƻ ǘƘŜȅΩǊŜ ƴƻǘΦ

ÅPresent with Confidence ς Use simple positioning 
strategies to offer Non-ACA as a strong alternative option.
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Why NON-ACA Market?

ÅGreat Need: 10 million ŘƻƴΩǘ get a tax credit

ÅLots of Entrepreneurs/Business Owners/High Net Worth

ÅThey have Employees!

ÅHigh Commission products

ÅCash Flow (some have Advanced Commissions)

ÅStrong products

ÅAlso, there are some really BAD products in this space



Health Sales 
Philosophy


