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Meeting Purpose

Review the new Capstone Horizon product commission structure and explain how consultants should position
the products, handle client discovery, and structure future producer splits.

Executive Key Takeaways
e Capstone Advantage commission increased from $25.00 to $27.50 per employee per month (PEPM).

e Kingston Advantage now uses a tiered commission structure: $11.00 PEPM for groups under 100
employees that are not DSP/ISP groups, and $16.50 PEPM for groups with 100+ employees or DSP/ISP
groups.

e Century Premier pays $13.75 PEPM because it is fully insured and has higher carrier/GP cost structure.

e Consultants should lead with fact-finding and business problem solving rather than pushing one product
upfront.

e Recruiting is shifting away from downline overrides and toward case-by-case split-sale agreements between
licensed producers.

Updated Commission Structure

Product / Program Updated Consultant Notes
Compensation

Capstone Select (CIMR) $16.50 PEPM Discussed as available, though not commonly used.

Capstone Advantage $27.50 PEPM Increased from $25.00 PEPM,; currently a top choice
in presentations.

Kingston Advantage $11.00 PEPM Groups under 100 employees and not DSP/ISP.

Kingston Advantage $16.50 PEPM Groups with 100+ employees or DSP/ISP.

Century Advantage $11.00 PEPM Puerto Rico product; not expected to be heavily used.

Century Premier $13.75 PEPM Fully insured version; lower payout due to higher plan
costs.

Sales Positioning & Client Conversation Guidance
o First meetings should be treated as fact-finding conversations to identify the employer's pain points.
e Position yourself as a consultant or technician diagnosing the issue before prescribing a solution.

o Avoid entering a new employer conversation with only one product because it limits flexibility and can
pigeonhole the presentation.
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e For companies that do not participate in Social Security and/or Medicare, Kingston Advantage may be
required because it has no employer fee.

« Forinitial employer conversations, use a conservative savings figure around $700 PEPM to avoid
over-promising. Kingston Advantage can sometimes produce higher figures, but actual results vary by plan
and employer.

Recruiting & Split-Sale Guidance

e Future producer recruiting will focus on split sales from the consultant compensation number rather than
traditional downline overrides.

e Splits can be negotiated case by case, such as 50/50, 75/25, 80/20, or another agreed structure.

e GP can pay licensed producers directly according to the signed commission agreement submitted with the
case paperwork.

o The recommended recruiting target is voluntary benefits brokers who already have employer relationships
and relevant client lists.

e Recruiting people without existing employer/business relationships may require significant training time
without producing immediate business.

Q&A; Highlights

Can Capstone Advantage be offered to Yes. The key requirement discussed was more than 10 employees.
companies with fewer than 100 employees?

Why is Century Premier commission lower? Because Century Premier is fully insured, making it more expensive
and leaving less room for commission payout.

What should be said about employer Use a conservative $700 PEPM figure initially to avoid over-promising.

savings? Higher numbers may apply in certain Kingston Advantage scenarios.

Who pays split commissions? If all involved producers are licensed and listed on the commission
agreement, GP can pay each producer directly based on the signed
split.

Is the split the same for every deal? No. Splits are handled per transaction and can be adjusted case by
case.

Next Steps

e Andrew Cardi to coordinate with GP leadership to update consultant contracts.
e Andrew Cardi to upload the meeting recording to the back office / Wellness HQ site.
e All consultants should begin using the updated commission numbers and consultant-led sales approach.

o Next biweekly team training was referenced for June 29, 2026.
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Note: This recap was generated from the Fathom Al summary and transcript for the referenced meeting.
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