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RedChip Companies, Inc. research reports, company profiles and other investor relations materials, publications or presentati ons, including web content, are based on data obtained from sources we believe to be reliable but are not guaranteed as to accuracy and are not purported to be complete. As such, the information should not be construed as 

advice designed to meet the particular investment needs of any investor. Any opinions expressed in RedChip reports, company profiles, or other investor relations materials and presentations are subject to change. RedChip Companies and its affiliates may buy and sell shares of securities or options of the issuers mentioned on this website at any time. 

The information contained herein is not intended to be used as the basis for investment decisions and should not be construed as advice intended to meet the particular investment needs of any investor. The information contained herein is not a representation or warranty and is not an offer or solicitation of an offer to buy or sell any security. To the fullest 

extent of the law, RedChip Companies, Inc., our specialists, advisors, and partners will not be liable to any person or entity for the quality, accuracy, completeness, reliability or timeliness of the information provided, or for any direct, indirect, consequential, incidental, special or punitive damages that may arise out of the use of information provided to any 

person or entity (including but not limited to lost profits, loss of opportunities, trading losses and damages that may result from any inaccuracy or incompleteness of this information). Stock market investing is inherently risky. RedChip Companies is not responsible for any gains or losses that result from the opinions expressed on this website, in its research 

reports, company profiles or in other investor relations materials or presentations that it publishes electronically or in print. We strongly encourage all investors to conduct their own research before making any investment decision. For more information on stock market investing, visit the Securities and Exchange Commission ("SEC") at www.sec.gov. and/or 

the Ontario Securities Commission (“OSC”) at www.osc.gov.on.ca. SG Benefit Providers, is a client of RedChip Companies.  SG Benefit Providers agreed to pay RedChip Companies a $15,000 monthly cash fee, beginning upon successful completion of SG Benefit Providers’ IPO, for 12 months of RedChip investor awareness services. Investor awareness 

services and programs are designed to help small-cap companies communicate their investment characteristics. RedChip investor awareness services include the preparation of a research profile(s), multimedia marketing, and other awareness services. 

 

SG Benefit Providers,, ideally positioned for rapid growth in the $300+ billion federally 

subsidized Medicare Advantage market, helps Americans access Medicare Advantage 

coverage through partnerships with A-plus-rated carriers, including Blue Cross Blue Shield, 

Humana, UnitedHealthcare, Aetna, WellCare, and Cigna. Medicare Advantage provides 

comprehensive coverage, offering essential healthcare benefits (dental, vision, and hearing) 

beyond what traditional Medicare provides, all at no cost to participants. The Company's 

highly scalable business model, designed to create significant competitive advantages, 

generates commissions on each Medicare Advantage deal closed with residual income 

earned when the policies are renewed in subsequent years. 
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SG Benefit Providers operates a highly scalable business model that generated approx. $2.3 

million in revenue with a 19% operating margin in 2022. The Company generates income 

from commissions on each Medicare Advantage deal it closes, as well as residual income 

from policy renewals, creating a sustainable recurring revenue generation model. The 

Company's ability to negotiate better rates with carriers and its superior data sourcing 

strategy enables it to maintain a low average client acquisition cost of $125. SG Benefit 

Providers’ competitors often pay nearly double this amount, crippling their margins and 

forcing them to take deals structured around upfront commissions (without residual 

commissions for renewals). SG Benefit Providers, is poised for significant expansion through 

hiring more agents, acquiring field marketing organizations, and forming strategic 

partnerships with call center-based marketing agencies, and the Company's potential 

expansion into under 65 insurance products could further accelerate its growth. With an 

estimated 15 million Americans turning 65 over the next three years, and the potential 

lowering of the Medicare eligibility age, the demand for Medicare Advantage plans is 

expected to continue to grow. As of 2023, 51% of eligible Medicare beneficiaries are enrolled 

in these plans, up from 29% a decade ago, presenting a substantial market opportunity for 

SG Benefit Providers. The Company's leadership team, with a proven track record of success 

in the Medicare insurance market, is a key strength, and their previous experience of growing 

an agency from 8 to 60 agents in just three years, resulting in a $40 million exit, attests to 

their capabilities. With its robust and scalable business model, low customer acquisition 

costs, and experienced leadership team, SG Benefit Providers, presents a compelling 

opportunity in an attractive and rapidly growing market. 

▪ Highly scalable business model with attractive economics 

o Generates income from commissions on each Medicare Advantage deal closed and residual 

income ($32 per month per policy) from renewals 

o Recurring renewal income from 8,000 currently active policies could exceed $3 million 

▪ Significant $300+ billion market opportunity 

o Estimated 15 million Americans turning 65 over the next three years; potential for lowering 

of Medicare eligibility age could further expand market opportunity 

o 51% of eligible Medicare beneficiaries enrolled in Medicare Advantage plans, up from 29% in 

2013 

▪ Executing comprehensive growth strategy 

o Plans for significant expansion through hiring more agents, acquiring field marketing 

organizations, forming partnerships with call centers, and addition of under-65 products 

▪ Proven leadership team with track record of success in Medicare industry 

o Previous experience growing an agency from 8 to 60 agents in three years, resulting in a 

$40 million exit 

RAPIDLY GROWING INSURANCE BROKER WITH ATTRACTIVE MARGINS 

AND EXPANDING BASE OF RECURRING REVENUES 

A+ Rated Carrier Partnerships 

 

 

 

 

 

 

https://1945insurancegroup.com/

