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Agenda  
At-a-Glance

Wednesday, February 2
11am -1pm Registration, Photos, 
Light Lunch

12:15 -12:45pm First Timers 
Orientation

1-5pm Opening General Session

5-6:30pm Reception/Exhibits

7pm Optional Dine-Arounds 
Depart from Port-Cochere

Thursday, February 3
7-8am Hot Breakfast/Exhibits

8-10am General Session

10:15-11:15am Breakout Sessions 

11:30am -12:30pm Exhibits, 
Refreshments, Prize Drawings

12:45pm Golf Tournament  
Check In, Pro Shop Patio

2:30-3:30pm Informal Meet & 
Greet, Champions Patio

6-7:30pm Networking Reception 
& Exhibits

Friday, February 4
8-9am Continental Breakfast, 
Committee Meetings

9-10:45am Closing General 
Session

NOTE: All functions in Legends Ballroom 
Areas unless otherwise noted.

General Information
ICMG Guides
Around the meeting you’ll see members with a red “ICMG Guide” 
tag on their badges. These members have volunteered to serve 
as Guides to new attendees and anyone else who would like help 
achieving their goals for the conference. Feel free to introduce 
yourself to an ICMG Guide and ask how you can get the most out 
of attending this meeting!

ICMG’s L. Don Kampe  
Lifetime Achievement Award
ICMG’s highest honor, the Kampe Award will be presented on Wednes-
day, Febuary 2, after the keynote presentation. Recognizing outstand-
ing contributions to the association, the award has been presented to 
nine ICMG members to date. See page 13 for more information.

Travel Insurance for Attendees
Europ Assistance USA has sponsored travel insurance for all ICMG 
attendees, administered by CSA Travel Protection. For information 
see www.icmg.org/annual_meeting/2011/travelinsurance.asp or 
call 800-448-5790.

Antitrust Policy & Caution
As members of a trade association, each person attending this 
function must be mindful of the constraints imposed by federal 
and state antitrust laws.  The people here today represent com-
panies that are in direct business competition with one another.  
ICMG’s purpose is to provide a forum for the free exchange of 
ideas on designated topics of our meetings.  It is not the purpose 
of these meetings to reach any agreement that could have anti-
competitive effects. Individuals must keep in mind that a violation 
of the antitrust laws may subject them to substantial fines—or 
worse. You can avoid problems by following simple guidelines.
•	 Stick to the published agenda—informal rump sessions should 

not be held.
•	 Be cautious about discussions involving pricing, premiums, 

benefits to be offered or terminated, and who should or 
should not be covered. The Justice Department views these 
types of discussions with concern and suspicion. Never take a 
poll of people’s positions or make a collective agreement on 
these issues.

•	 Always retain your right to make an independent judgment on 
behalf of your company.

ICMG is dedicated to helping all members achieve their competi-
tive potential.
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27th
At ICMG’s 
  

Welcome to ICMG—the best meeting in the industry for networking with 
insurance executives involved in inter-company strategic alliances, 
the movers and shakers who succeed through creative and productive 
business relationships. Hundreds have come to:

• Explore manufacturer-distributor alliances, 
• Discover business process outsourcing opportunities, 
• Connect with hundreds of industry colleagues. 

The program provides a networking platform for developing business 
relationships, meeting with existing and prospective partners, and 
keeping informed on what other companies in the business are doing. 

Find Alliance Opportunities  
In this Time of Change
Hear from the inspirational Curt Garbett, whose presentation based 
on the book “Who Moved My Cheese?” provides insight into dealing 
with change. Implement these ideas as you attend ICMG’s formal and 
informal networking opportunities, where current and prospective al-
liance partners abound! Other highlights include panel discussions on 
carriers’ and producers’ responses to health insurance reform and two 
breakout panels—one on cross selling and in-force marketing and the 
other on the distribution shift in worksite marketing.

ICMG Exclusive! Member Introductions
See each member on the big screen, learn who they are and what 
they’re looking for; Attendee Photo Boards will ensure that you connect 
with those you want to meet.

Thank you for coming to ICMG’s 27th Annual Meeting! We hope you 
enjoy the program and find Opportunities in Change through the many 
valuable connections you’ll make here.

2011 
Program  
Committee

Co-Chairman 
Frank A. Osborn, CLU, RHU, REBC 

Marketing Manager 
Modern Woodmen of America

Co-Chairman  
Anne Marie Faria 

Executive Vice President 
HealthPlan Services

Lauren Woods, HIA 
Senior Marketing Associate 

Fairmont Specialty

Annual Meeting 
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ICMG WiFi Lounge
ICMG is pleased to be hosting complimentary WiFi for attendees to use throughout the meeting spaces. ICMG’s 
WiFi Lounge, located in the Legends 9&10 Foyer, will offer a quiet place to log in, with seating and tables  
available, as well as outlets for recharging electronic devices (bring your own charger or power cord). See the 
ICMG Registration Desk for the WiFi password.

Legends Ballroom Area

Program Booklet Sponsored by Beazley Group
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Marriott Doral Resort and Spa
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Conference Agenda 
Wednesday, February 2, 2011

11am-1PM 	Registration, Photos & Light Luncheon (Legends Foyer)

	 Attendee photos will be displayed throughout the meeting to help you connect with 
other attendees. Sponsors: Fairmont Specialty (Name Badge Wallets), BenefitMall
(Conference Bags), HTH Worldwide & ARAG Group & askAFS (Conference Bag Inserts), 
Oxford Life (Pads & Pens), Texas Life (Name Badges), Modern Woodmen Fraternal 
Financial (Conference Sign)

1-5PM	 Opening General Session (Legends 8&12)

1-1:20PM 	 Welcoming Remarks 
	 Program Chair Frank Osborn, Modern Woodmen of America 
	 ICMG President Ted Williams, Security Life Insurance Co. of America

1:20-3PM	 Who Moved My Cheese?			 
	 Curt Garbett, Vice President, Red Tree Leadership

	 This entertaining presentation, based on the #1 international best-seller by Dr. Spencer 
Johnson, is a look at how four different characters deal with unexpected change. Learn how 
to laugh at yourself, overcome obstacles such as fear and comfort as you prepare for what’s 
ahead, and see change as an adventure where something better awaits you.

3-3:15PM 	 Special Recognition
Don Kampe Lifetime Achievement Award (see page 13)
Member Referral Prizes and Longtime Exhibitor Awards

3:15-5PM 	 Member Introductions 
	 Unique to ICMG meetings—each member will have 30 seconds on the big screen to say 

who they are and what they’re looking for at the meeting. ID numbers and the Attendee 
Photo Board are designed to help you connect with those you want to meet. NOTE: If 
you’re with others from your company, it’s a great idea to sit together and combine your 
introductions to help save time and avoid repeating information! 

5-6:30PM	 “Finding Opportunities” Reception & Exhibit Hall (Legends 1-6)

	 Drinks Sponsored by MetLife
Meet with old friends and new colleagues...existing partners and prospective clients...
at the biggest event of the week. Experience the open sharing of information and the 
friendly atmosphere for which ICMG is known. Be sure to meet with all the exhibitors!

7PM 	 Dine-Around Departures (Port Cochere)

	 Attendees who signed up for the optional no-host Dine-Around Groups should plan to depart 
at 7pm from the Port Cochere at the end of the ICMG Registration hallway. Sign up sheets are 
posted in the ICMG Registration Area.

First-Timer’s Meeting
Wednesday, February 2      12:15-12:45pm     (Legends 9-10)

Meet ICMG Board Members, ICMG Guides, and fellow first-timers for  
ideas and strategies to get the most out of the ICMG Meeting.

Sponsored by Great American Supplemental Benefits Group
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In the Member Introductions session, members get 30 seconds each on the big 
screen to tell who they are and what they’re looking for at the meeting. ID numbers 
and the Attendee Photo Board will help you connect with those you want to meet. 
Plan your 30 seconds here - be sure to include these four elements in this order!

1. I’m (name/title/co.)____________________________________________________________________.

2. We offer_____________________________________________________________________________.

3. I’m looking for ______________________________________________________________________. 

4. My ID# is ______________. 
ID# is on your name badge. If you don’t have an ID#, repeat your company and name.

ID#              Attendees of Interest (find them on Photo Boards in numerical and company name order)

______ 	 _ _____________________________________________________________________________	

______ 	 _ _____________________________________________________________________________	

______ 	 _ _____________________________________________________________________________	

______ 	 _ _____________________________________________________________________________	

______ 	 _ _____________________________________________________________________________	

______ 	 _ _____________________________________________________________________________	

______ 	 _ _____________________________________________________________________________

______ 	 _ _____________________________________________________________________________

Member Introductions
Same Company?

Sit together!

Combine introductions, 

avoid duplication, 

save time.
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Conference Agenda 
Thursday, February 3, 2011

7-8AM	 Hot Breakfast Buffet in the Exhibit Hall (Legends 1-6)

8-10AM	 General Session (Legends 8&12)

	 ICMG Business Meeting - including 2012 Meeting Announcement, Introduction of New 
ICMG President & Board, and Introduction of The First Tee Charity

	 Carrier Responses to 
Health Insurance Reform

	 Mohit Ghose, Vice President, Public Affairs, Aetna 
Craig C. Uchytil, Market Vice President, Humana Marketpoint

	 Health insurance reform is here to stay—in some form. Look “behind the curtain” and hear 
how insurance companies make the decisions and how they’re allocating their marketing 
resources. Major carriers discuss the impact of reform on health insurance products. Bring 
your questions; time will be allotted for Q&A.

10:15-11:15	Breakout Sessions (Two presentations offered concurrently)

	 Refreshments Sponsored by Custom Disability Solutions

	 A. Cross Selling & In-Force Marketing (Legends 10)

	 Jason Woods, Assistant Vice President, Worksite Affinity, Fairmont Specialty
	 William A. Suneson, Managing Partner, Next Generation Insurance Group
	 Kathy Schauer, Managing Partner, Affinitas Partners LLC 

Moderator: Lauren Woods, Senior Marketing Associate, Fairmont Specialty	

	 Many companies are recognizing the importance of cross selling and identifying new 
opportunities with existing partners. Hear from industry peers who are successfully 
implementing these dynamic solutions in an ever-changing market.

	 B. The Distribution Shift in Worksite Marketing 
(Legends 9)

	 John Penko, Sr VP of Sales, Employee Benefit Solutions, American General Life Companies 
	 Todd Reimers, CLU, LLIF, Senior VP Chief Marketing Officer, Assurity Life Insurance Co.
	 Moderator: Anne Marie Faria, Exec. VP & Chief Marketing and Sales Officer, HealthPlan Services

	 Employee benefit brokers embrace the worksite market in the face of healthcare reform. 
Hear from distribution leaders who understand the market’s changing distribution.

11:30-12:30	 Exhibits, Refreshments & Prize Drawings (Legends 1-6)

	 Be in the hall at noon for exhibitor prize drawings.

12:45PM	 ICMG Annual Golf Tournament (Doral Gold Course)

	 Raising Money and Awareness for The First Tee  (See next page)

2:30-3:30 	 Non-Golfer Meet & Greet (Champions Patio)

	 Get to know other attendees who are not playing in the Golf Tournament at this informal 
networking meet-up.

6-7:30PM 	 “Find Your Dinner Partner” Networking Reception 
	 in the Exhibit Hall (Legends 1-6) 
	 Sponsored by Woodmen Insurance Agency
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ICMG Annual Golf Tournament
Thursday, February 3, 2011

 
Raising Money & Awareness for the First Tee 
The Doral Gold Course

ICMG’s Golf Tournament is a friendly and casual competition 
where you can continue networking with your colleagues and 
potential alliance partners. The Doral provides complimentary 
bag storage and transfer. When checking into the hotel, leave 
your clubs with the Valet and mention the ICMG Tournament. 
They’ll be on the cart ready to go. Club rentals are available at  
the Pro Shop for a fee.

The Gold Course at Doral winds its way through a beautiful residential community. Beautiful palms and tropical 
foliage surround the fairways along with several sand bunkers and water hazards.  

Check-In: 12:45pm Pro-Shop Patio    Shotgun Start: 1:00pm 
Please check-in with ICMG staff at the Pro Shop patio to receive your box lunch and purchase Mulligans for the 
First Tee. All Mulligan Sales will be matched by the sponsor Modern Woodmen Fraternal Financial.

Format: Shamble (all four players hit tee shots and the group chooses the best one from which to play in. Each 
player then plays their own ball and the team records the best two scores.)

Tournament Fee: $170 includes greens fee, cart, complimentary golf balls, tournament scoring, bag handling, 
lunch, contests, prizes. You must be pre-registered and paid to play in the tournament.

Contests: Closest to the Pin (Front & Back), Longest Drive (Men & Women), Longest Putt (Front & Back) and the 
50/50 Split Hole-In-One contest which supports The First Tee. 

Sponsors: Security Life (Golf Lunch & Carts), The Pinnacle Benefits Group ($20,000 Hole-In-One 50/50
Split & Golfer Goodie Bag Item), Modern Woodmen Fraternal Financial (First Tee Mulligan Sales Match), 
Assurity Life (Bag Tags), askAFS (Golf Balls), Senior Market Sales (Longest Drive Contests), HTH Worldwide 
(Closest to the Pin Contest), Ameritas (Longest Putt Contests), Loyal American Life Insurance (Course Hole),  
WebWisedom (Photos)

The First Tee is an initiative of the World 
Golf Foundation, a 501(c)(3) nonprofit 
organization based in St. Augustine, FL. It 
is supported by some of the game’s most 
respected and influential organizations: 
PGA, LPGA, USGA and others. Its mission is 
to impact the lives of young people from 

all backgrounds by providing learning facilities, educational programs 
and development opportunities that promote character development 
and life-enhancing values such as honesty, integrity and sportsmanship 
through the game of golf.  Proceeds from the ICMG Tournament’s mulligan 
sales and other contests will go to The First Tee at the national level and 
will help touch the lives of thousands of young people. 

www.thefirsttee.org

How You  
Can Help

Donate during  
the Thursday 

morning break or 
on the course

Buy Mulligans

Hit a Hole-In-One!
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Conference Agenda
Friday, February 4, 2011

8-9AM 	 Continental Breakfast (Legends Foyer) 	

8:15-8:45AM	ICMG Committee Meetings
	 ICMG’s Committees are a great way to get involved, help the organization, and work with other 

members. Three committees will meet during the breakfast hour: fill your plate and bring it to 
the meeting location. New volunteers are welcome - please sign up at  the ICMG Registration 
Desk so we can plan for seating.

	 •	 Editorial Committee (Legends 9) 

	 •	 Marketing Committee (Legends 10)  

	 •	 Membership Committee (WiFi Lounge Area in Legends 9&10 Foyer) 

9-10:45AM	Closing General Session (Legends 8&12)

	 Producers’ Responses to 	  
	 Health Insurance Reform
	 Margaret LeClair, CEO, LeClair Insurance 
	 Ed Porter III, Director of Distribution, AmeriLife Group 

Michael Gomes, Executive Vice President, BenefitMall  	
	 This panel of leading marketing organizations will discuss the new health insurance 

reform law. Panelists will offer their insight on marketing organization changes expected 
in the short and long term, marketing organization opportunities in the Patient Protec-
tion and Affordable Care Act, and marketing organization forecast of health insurance in 
America 2020. Presentations will be followed with questions and answers. 

10:45AM	 Adjourn	

Thank you for attending ICMG 2011!
Plan To Be At ICMG’s 28th Annual Meeting 

Arizona Grand Resort in Phoenix 
January 31 - February 2, 2012
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ICMG’s L. Don Kampe Lifetime 
Achievement Award was established 
in 2001 to recognize a dedicated ICMG 
member who had made outstanding 
contributions to the development of 
the organization over a long period 
of time. 

The award was named for its first 
recipient, Don Kampe, because he 
personified the very ideals and goals 
of ICMG. Don served on the ICMG 
Board from 1987 to 2010, chaired the 
Editorial Committee for over 15 years, 
and brought countless members into 
ICMG and its leadership. Because 
Don passed away earlier this year, the 
award takes on even more meaning in 
his memory.

During the Opening General 
Session, join in recognizing another 
outstanding member with ICMG’s 
highest honor, the Kampe Award.

ICMG’s L. Don Kampe  
Lifetime Achievement Award

Larry Green
2007

Tom McCracken
2006

Mel Hicks
2005

L. Don Kampe
2001

Larry Gerdes
2003

Rich Katz
2004

Greg Vacek
2008

Bob Bowsher
2009

Theodore Coia
2010
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Thank You 
27th  

Annual Meeting  
& Conference 
Sponsors

Meeting Sponsors:
Beazley Group.......................................................... Program/Exhibit Guide Booklet
MetLife	........................................................................... Opening Reception Drinks
Woodmen Insurance Agency......................................................Thursday Reception 
Custom Disability Solutions..................................... Thursday Breakout Refreshments
Great American Supplemental Benefits Group.......................... First Timers Reception
Europ Assistance............................................................................ Travel Insurance
Fairmont Specialty................................................................... Name Badge Wallets
Texas Life Insurance........................................................................... Name Badges
BenefitMall....................................................................................Conference Bags
Oxford Life Insurance.................................................................... Note Pads & Pens
ARAG	 ................................................................................. Conference Bag Insert
HTH Worldwide...................................................................... Conference Bag Insert
askAFS	................................................................................. Conference Bag Insert
Modern Woodmen Fraternal Financial..............................................Conference Sign

Golf Tournament Sponsors:
Security Life Insurance Co. of America....................................Golf Lunch & Golf Carts
The Pinnacle Benefits Group................. $20,000 Hole-In-One 50/50 Split for First Tee
Modern Woodmen Fraternal Financial..................... Mulligan Sales Match for First Tee
Senior Market Sales...........................................................Longest Drive Contests (2)
Ameritas............................................................................Longest Putt Contests  (2)
HTH Worldwide..................................................................Closest to the Pin Contest
The Pinnacle Benefits Group ............................................... Golfer Goodie Bag Items
Loyal American Life Insurance...............................................................Course Hole
Assurity Life ....................................................................................... Golf Bag Tags
askAFS	....................................................................................................Golf Balls
WebWisedom.....................................................................................Golfer Photos
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Exhibit Hall Guide

A.D. Banker & Company.......................................................Booth 305
5000 College Blvd Ste 120, Overland Park, KS 66211-1871, www.adbanker.com
Dennis Anderson, CO-CEO, (800) 866-2468, dennis@mail.adbanker.com
Tyler Dixon, Regional Manager - East Coast, (800) 866-2468 x424, tyler@mail.adbanker.com

Assist all distribution channels to get producers licensed (insurance and FINRA) and into production sooner. 
Training solutions available online or live classes. Our trainers or we train your trainers. Training for specialty 
CE - Annuity Suitability, Long Term Care Partnership, Ethics, etc.

Access Plans USA...................................................................Booth 204
4929 W Royal Ln #200, Irving, TX 75063, www.accessplansusa.com
David Huguelet, President, (636) 536-4307, dhuguelet@accessplansusa.com 
Melissa Hopkins, Assistant Vice President of National Sales, (972) 915-3238, mhopkins@accessplansusa.com
Charles Harris, President America’s Health Care Plan (AHCP), (972) 915-3201, charris@achpsales.com

Access Plans USA is a developer and nationwide distributor of quality affordable consumer driven membership 
programs. The benefits of these programs can include a wide variety of everyday saving and discount medical 
benefits. Though our insurance marketing division, America’s Healthcare Plan, We distribute a broad array of  
insurance products and non-insurance healthcare discount and patient advocacy programs. We provide web-
based technology and marketing for health and life insurance, supplemental insurance products, medical 
discount programs, patient advocacy, and defined benefit insurance plans.

Affinitas Partners LLC........................................................Booth 107
Ellis Preserve, 3813 West Chester Pike, Newtown Square, PA 19073, www.affinitaspartners.org
David Barnes, VP Strategic Partners, Individual Retirement Solutions, (610) 622-3993, david.barnes@us.ing.com
Cathy Colburn, Managing Partner, (610) 547-1854, cathycolburn@affinitaspartners.org
Kathy Schauer, Managing Partner, (215) 808-9916, kathyschauer@affinitaspartners.org

Affinitas Partners LLC is a developer and national distributor of innovative financial retirement solutions, mort-
gage programs and lifestyle plans including energy consumer products, for the affinity, association and worksite 
markets. Affinitas Partners focuses on creating products that traditionally bypass Brokers and TPAs. Affinitas has 
partnered with national benefit providers to create unique products and opportunities for Brokers and TPAs.

American Enterprise Group..............................................Booth 101
601 6Th Ave, Des Moines, IA 50309-1605, www.americanenterprise.com
Julie Titze, Sales & Marketing, (402) 496-8353, julie.titze@americanenterprise.com

American Enterprise Group, Inc. is the parent company of American Republic Insurance Company (founded 
in 1929) and World Insurance Company (founded in 1903). We’re interested in strategic partnerships with 
insurance companies and marketing organizations that focus on the major medical and senior markets. We 
manufacture competitively priced Major Medical and HSA products, along with Medicare Supplement and 
other senior products. Our products can be used as a lead-in sales tool, or to add value to an existing relation-
ship. Call Kim Abram, Sales Vice President at (515) 558-6562 for additional information.

American Health Value.....................................................Booth 411
671 E. River Park Lane, Suite 100, Boise, ID 83706, www.americanhealthvalue.com
Michael Berry, President & CEO, (800) 914-3248, Michael@americanhealthvalue.com
Rebecca Messreni, National Marketing Director, (480) 288-8664, rebecca@americanhealthvalue.com

As the first independent MSA/HSA administrator (1996), our HSAs work with all qualified health plans. We 
provide a user-friendly HSA, online enrollment, 25 free checks, overdraft protection, no fee VISA Debit card, 
online banking perks, 6000+ investment options with the lowest overall cost (no hidden transaction fees). Our 
live (no voice mail) HSA Specialists are available by toll free telephone or by email. We are selecting strategic 
partners who want to offer customized, turnkey HSA programs without the cost, time or expertise. Webinar 
training available for Agents & Employer’s. Top commissions paid monthly. Telephone: 800-914-3248 (Ask for 
Fran) Email: Fran@americanhealthvalue.com.
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AmeriLife Group.....................................................................Booth 301
2536 Countryside Blvd, 6th Floor, Clearwater, FL 33763-1639, www.ameriLife.com,
Ed Porter, Director of Marketing & Distrbution, (601) 942-7724, eporter@amerilife.com
Joseph Pelletier, Director of Product Development, jpelletier@amerilife.com, (727) 726-0726

AmeriLife, LLC has over 40 years experience in the Senior Insurance Marketplace.  Our organization has 45 Ca-
reer Agencies located throughout the southeastern United States.  In addition, our Brokerage Division consists 
of 14 different National Marketing Organizations who work with FMO’s, IMO’s and Agents across the country.  
AmeriLife continues to provide competitive products to over 200,000 licensed Life and Health agents across 
the country.  Our Actuarial Product Development Division has over 45 proprietary products built especially for 
our Affiliated Organizations.  In 2010, these corporations were responsible for $2.5 billion in Annuities, $300 
million in Medicare Supplement, over $175 million in Life and Final Expense Premium, and 157,000 enroll-
ments in Medicare Advantage.

askAFS........................................................................................Booth 420
11921 85th Pl N., Maple Grove, MN 55369, www.askafs.com
Bud Schaitberger, President, (612) 386-6946, bschaitberger@askafs.com
Charlie Schaitberger, VP, (866) 312-9466, charlie@askafs.com

askAFS, an industry leader since 1989, provides live financial counseling and education services to members 
of a wide variety of  sponsors, including; EAP’s, fraternal societies, insurance companies, unions and discount 
membership programs. This essential and timely benefit covers millions of members in the US and Canada. As 
an independent business, we have no affiliation with any company that sells or manages financial, insurance 
or investment products. askafs uses only experienced, accredited and certified counselors. Yearly, thousands 
of callers receive objective and confidential assistance on a wide variety of financial issues. askAFS utilitizes 
state of the art call center and case management technology to provide one of the most secure level of finan-
cial counseling helpline service in the marketplace.

Bases Loaded, Inc...................................................................Booth 113
13000 S Tryon St # 225F, Charlotte, NC 28278-7652, www.baseload.com
John Artz Jr., Sales Executive, (704) 424-9889 x225, jartz@baseload.com
Shana Boley, Sr Sales Executive, (704) 424-9889 x227, sboley@baseload.com

Bases Loaded, Inc. (BLI) is a service bureau company that is well known in the Healthcare industry as the “Pro-
vider Experts.” BLI specializes in full provider cleanups as well as provider maintenance. This is established 
based on the client’s business model and claims flow. BLI works with over 320 PPO’s on a monthly basis. BLI 
can take the frustration out of 1099 maintenance. We take a proactive approach to make sure your rejections 
are minimal to non-existent. If you have provider issues of any kind, your auto-adjudication rates aren’t high 
enough, and your company has ever been fined by the IRS, maybe we should speak further.

Beazley Group.........................................................................Booth 320
7760 France Ave S Ste 1100, Bloomington, MN 55435-5800, www.beazley.com
Anne Dowdle, Business Development, (612) 902-7138, Anne@Dowdle.net
Paul Gulstrand, Head of Accident & Health Insurance USA, (952) 886-7221, Paul.Gulstrand@beazley.com
Scott Machut, Head of Accident & Health Business Dev. USA, (952) 886-7228, Scott.Machut@beazley.com
Tom Owen, Underwriting, Accident & Health Insurance USA (612) 412-3630, Thomas.Owen@beazley.com
Kevin Seeker, Voluntary Sales, Accident & Health Insurance USA (480) 290-8858, Kevin.Seeker@beazley.com
Peter Slot, Head Of Accident & Health Reinsurance USA, (312) 506-1301, Peter.Slot@beazley.com

Introducing Beazley Accident & Health.  We offer custom solutions for a broad spectrum of risks.  Our suite 
of gap protection products includes Critical Illness, Short Term Disability, Short Duration Disability, Personal 
Accident and Corporate AD&D/Business Travel Accident, as well as Reinsurance.  Beazley includes the issuing 
company of Beazley Insurance Company, Inc. (BICI), rated A by A.M. Best. Our parent company, Beazley Group, 
was established in 1986 as a specialist insurer and reinsurer.  
Headquartered in London, the company has operations in 
Europe, Asia, Australia and the US, and manages five Lloyd’s 
of London syndicates — all rated A by A.M. Best.  Beazley 
has decades of experience underwriting accident and 
health insurance and reinsurance, with extensive access to 
global risk partners.
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Beltone Hearing Care Network......................................Booth 210
2601 Patriot Blvd, Glenview, IL 60026-8023, www.beltone.com
John Laftsidis, Strategic Alliance Manager, (847) 832-3773, laftsidisj@beltone.com
John Wesenberg, Manager Hearing Care Programs, (847) 832-3833, wesenbergj@beltone.com

Hearing care is one of the fastest growing trends in healthcare today with over 30 million people suffering 
hearing loss. Beltone is an industry leader in national network management with over 70 years of experience. 
We represent a nationwide network of hearing care providers with over 1500 locations offering a full product 
line and hearing care services through flexible cost-effective plans. The Beltone brand is the most recognized 
name in hearing and the most trusted brand among seniors. Representing over 25 million covered lives, 
Beltone has a hearing program to meet your needs.

BenefitMall.............................................................................Booth 118
4851 L B J Fwy Ste 100, Dallas, TX 75244-6025, www.benefitmall.com
Brent DePeppe, Director of Specialty Markets, (469) 791-3300, Brent.depeppe@benefitmall.com
Kelly Dills, Carrier Relations Manager, (469) 791-3397, Kelly.Dills@benefitmall.com
Michael Gomes, Executive VP, Market Operations, (469) 791-3300, michael.gomes@benefitmall.com

BenefitMall is the complete broker-oriented sales solution that provides brokers with products, services and 
tools to make selling employee benefits to small businesses more efficient.  BenefitMall offers small-business 
brokers thousands of plans from more than 125 leading insurance carriers, either directly through the Com-
pany’s sales offices, or via its website, www.benefitmall.com.  With more than 500 employees, BenefitMall is 
nationwide with sales capabilities in most of the 50 states and has a local presence in 12 serving 33 markets.

Benefits Selling Magazine.................................................Booth 103
7009 S Potomac St #200, Centennial, CO 80112, www.benefitssellingmag.com
Tamara Patterson, Publisher, (720) 895-4988, tpatterson@benefitssellingmag.com

Benefits Selling is the authority for brokers and agents selling group and voluntary employee benefit prod-
ucts. As the industry leader, the editorial mission of Benefits Selling is to cut through the fluff and provide bro-
kers with the best sales strategies, reveal upcoming trends and analyze the latest research in order to be the 
most successful, customer-based brokers in the business. We strive to be the leading resource in the benefits 
market by delivering exclusive real world sales tactics, news and information through our magazine and web 
site and by bringing brokers together with other market players at Benefits Selling Expo.

BFC...............................................................................................Booth 410
1051 N Kirk Rd, Batavia, IL 60510-1438, www.bfcprint.com
Gerard Allard, Director Sales & Marketing, (630) 879-9240, gallard@bfcprint.com
Brad Novak, Vice President, (630) 879-9240, bnovak@bfcprint.com
Joe Novak, President, (630) 879-9240, jnovak@bfcprint.com

BFC, 35 years of forward-thinking process improvement and targeted communications experience.  Our part-
nerships consist of companies like Combined Insurance, WellCare, Wells Fargo Insurance, & Sterling Health 
Plans as they count on our expertise and industry experience to build, deliver, and manage their content and 
communications. Our consultative approach creates customized solutions that automate processes to help our 
clients engage more efficiently with consumers through personalized, brand consistent and timely communi-
cations across all channels including: mail, e-mail, and interactively through micro-sites.  Achieve improved 
efficiencies, streamlined content production and fulfillment, and enhanced revenues with all communications 
through our tailored services and scalable technology.  BFC makes possible business critical communications.

Brainshark..............................................................................Booth 317
130 Turner St, Ste 100, Waltham, MA ‘02453, www.brainshark.com
Timothy Delay, Senior Account Manager, (781) 370-8051, tdelay@brainshark.com

Brainshark is the leader in on-demand presentations, transforming static business content into high-impact 
communications. Delivered via Software-as-a-Service (SaaS), Brainshark enables audiences to access and 
engage with business content when and how they want. Users also can access the Brainshark Content 
Network, the premier online marketplace for on-demand, user-generated business content. More than 1,000 
companies - including a third of the Fortune 100 - rely on Brainshark software and services to help sales, 
marketing, training and HR experts cost-effectively deliver measurable results to their organizations. For more 
information, visit www.brainshark.com.
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Ceridian....................................................................................Booth 212
3311 E Old Shakopee Rd, Minneapolis, MN 55425-1361, www.ceridian.com
Josh DeSart, Strategic Partner Development, (800) 790-9057 x6647, josh.desart@ceridian.com
Robert Kramer, Business Development, (801) 766-5934, robert.kramer@ceridian.com
Manny Penate, SVP, (952) 412-9540, manny.penate@ceridian.com

Partnering with Ceridian enables Insurance Carriers to become more competitive in a post-Health Care reform 
world.  Whether providing audit tools to manage risk profiles (DVS), or providing industry proven employer 
services that differentiate a Carrier’s core offering, Ceridian lowers MLR regulated operating costs and frees 
up Carriers to focus on what they do best. Key Products:  Dependent Eligibility Verification, Payment Services, 
EAP/WL, Cobra, Reimbursement, State Continuation, CCA. Through a partnership with Ceridian, Benefit Brokers 
have access to the wide array of industry leading HR Services.  Reliable services that significantly improves 
the value they add to their employer customers, and provides them with new revenue streams to counter 
the decrease in Carrier commission resulting from Health Care reform. Key Products:  Dependent Eligibility 
Verification, ASO, Reimbursement, Payroll, Cobra, HR Comply, POP.

Colorado Bankers Services Critical Illness Insurance.......311
PO Box 50145, Phoenix, AZ 85076, www.cbsinsurance.net
James E Jordan, Jr., President, (480) 706-4520, jim.jr1@cox.net
J.R. Jordan, Senior Vice President, (480) 706-4520, j.jordan9@cox.net

Colorado Bankers Services Insurance (CBS) is one of the nation’s most committed providers of critical illness & 
accident insurance! CBS distributes products through a National Brokerage network of individual life/health 
agents that specialize in individual & list bill sales. We understand the importance of The Best Products, Short 
Form Applications, Jet Issue, High Advances and the ability to get your questions answered in a timely man-
ner. CBS is committed to agent & client services. When you call our office be ready to speak with a live voice 
and remember, “We work for you.” We look forward to earning your business!

Connecture Incorporated................................................Booth 108
101 Marietta St Ste 1600, Atlanta, GA 30303, www.connecture.com
Mark Seghers, VP Business Development, Broker Markets, (262) 408-3898, mseghers@connecture.com
Bob Barry, SVP of Product, Market, and Reform Strategy, (508) 254-4059, bbarry@connecture.com
Eric Brandt, Business Development Specialist, (262) 408-3822, ebrandt@connecture.com
Joanna Olson, Marketing Specialist, (262) 408-3866, jolson@connecture.com

Can a single company improve the health insurance market experience for every buyer and seller it touches? 
Connecture can. We have products and services tailored to serve the perspective and interests of every player. 
We truly see big picture, which helps us deliver best-in-class technology in every market we serve. The health 
insurance world has been our sole focus for more than a decade, and in that time, we’ve developed a deep 
understanding of all aspects of insurance distribution. Our agent focused solution, BrokerAdvantage, empow-
ers brokers to more effectively sell individual insurance for multiple lines of coverage across multiple carriers.

Coverdell & Co........................................................................Booth 303
8770 W Bryn Mawr Ave Ste 1000, Chicago, IL 60631-3515, www.coverdell.com
Steven Kolker, Vice President, Business Development, (404) 881-2230, skolker@coverdell.com
Kathy Lannen, Executive Vice President, (773) 867-4466, klannen@coverdell.com
Lisa Wright, Senior Director, Business Development, (404) 881-2739, lwright@coverdell.com

Coverdell is one of the nation’s leading providers of insurance and membership benefits. Add more value to 
your programs with revenue-enhancing benefits and custom product configurations, including identity theft 
with restoration, discount health plans, loyalty program management, and more. Complete servicing and 
administration is available with all programs. Contact Steve Kolker at (404) 881-2230 for more info.

DirectMail.com......................................................................Booth 200
201 Skipjack Road, Prince Frederick, MD 20678 , www.directmail.com
Carleigh Gordon, Director, National Accounts, (401) 539-2990, cgordon@directmail.com

DirectMail.com is a direct marketing company that uses data as a key to all response marketing. We have full 
production capabilities, lists and our GeoSelector product is helping to raising the ROI of your mailings by 
knowing your own customers and finding more just like them. Let us help you with lists, print, data processing 
and mailshop.  Plus we can help with micro-sites, PURLS and e-mail marketing.  We are the experts when it  
            comes to direct mail.  Contact us at cgordon@directmail.com.  Stop by the booth for a demo.
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E&O Pros....................................................................................Booth 115
26461 Crown Valley Parkway, Ste. 200, Mission Viejo, CA 92691, www.eopros.com
Sheri Pontolillo, CEO, (949) 287-4640, sheri@EOpros.com
Jack Pontolillo, COO, (949) 922-5312, jack@EOpros.com

We believe the purchase of E&O insurance is not a buyer-beware proposition, and our customers expect us 
to obtain an insurance product that strikes the best balance of optimum coverage and competitive rates.  We 
are not simply selling an insurance policy, but rather protection in the event of a claim.  No policy covers all 
potential claims, but we consider it our role to work to minimize those gaps and advocate for our custom-
ers whenever possible.  We are a broker of individual, group and company-sponsored insurance agents and 
financial services E&O programs, complete with online purchase capability and risk management services.

Employee Benefit Adviser...................................................Booth 110
1770 Breckenridge Pkwy #500, Duluth, GA 30096, www.employeebenefitadviser.com
Kurt Kriebel, Sales Manager, EBA, (770) 935-0359, kurt.kriebel@sourcemedia.com
James McLaughlin, Ad Director, EBA, (770) 935-0241, james.mclaughlin@sourcemedia.com

Employee Benefit Adviser provides brokers, consultants and advisers, education and training skills that 
facilitate clearer communication channels and a better understanding of their clients’ benefit programs. Our 
publication reaches more than 45,000 subscribers all looking to our experienced editorial staff for topical 
benefit finance date, benchmarking statistics and alerts to new industry trends that focus on proactive ways 
they can manage and advance their careers. At employeebenefitadviser.com we expand or editorial resources 
with online exclusive news and coverage. Delivered weekly, Employee Benefit Adviser InBrief E-Newsletter 
combines the timeliness of the news coverage with a format they can read quickly and easily.

Enhanced Benefit Programs............................................Booth 307
8436 E Shea Blvd, Ste 102, Scottsdale, AZ 85260, www.theEBCcard.com
Larry Sigle, National Sales Director, (620) 242-3794, Larry@theABCcard.com
Carter Murray, National Sales Director, (800) 800-6543, cmurray@mbainc.ws

Enhanced Benefit Programs has removed the roadblocks typically associated with value added benefit plans. 
We’ve eliminated the need to transmit eligibility files, developed online fulfillment, and reduced implementa-
tion time down to days instead of weeks or months. Benefits include Rx, dental, vision, hearing, lab tests, 
x-rays/imaging, diabetic supplies, chiropractic and other services. If you’re looking to embed benefits with 
your limited medical or short term medical plan, or want a stand-alone program, visit www.theEBCcard.com, 
email Larry@theABCcard.com, or call (620) 242-3794.

Face to Face Live, Inc............................................................Booth 111
15333 N Pima Rd Ste 275, Scottsdale, AZ 85260, www.F2FL.com
Seth Lutz, VP of Sales, (480) 348-3400, seth@f2fl.com
Al Smith, CEO, (480) 348-3400, al@f2fl.com

Face to Face Live, Inc., is one of the nation’s fastest growing Video Communications providers. Specializing in 
increased productivity, reduced travel and more effective communication, Face to Face Live will tailor the right 
solution for your business. Video Communications and infrastructure that provide Affordability, Mobility and 
High Quality are now at your fingertips with the Face to Face Live Solution.

Financial Marketing Concepts, Inc. ............................Booth 404
100 Executive Way, Ste 214, Ponte Vedra Beach, FL 32082, www.coast2coastrx.com / www.uspharmacycard.com
Marty Dettelbach, Chief Marketing Office, (800) 931-8872, marty@financialmarketingconcepts.com
Ed Rahn, President, (800) 931-8872, ed@financialmarketingconcepts.com
Steve Rohm, (800) 931-8872, steve@financialmarketingconcepts.com

Financial Marketing Concepts, Inc., a Florida corporation (“FMC”), is a leader in the supplemental benefits 
field; having worked with some of the leading financial institutions in the United States. FMC has developed 
strategic business relationships with banks, non-profit organizations, mortgage companies, insurance 
companies, and other entities. FMC has successfully marketed membership programs and insurance products 
to the customers of these banks and other organizations for over 20 years.  Currently FMC has been marketing 
stand-alone free discount prescription cards to governmental entities throughout the U.S.  More information 
can be seen at www.coast2coastrx.com and for employers/groups: www.uspharmacycard.com. FMC’s business 
philosophy is one of providing a quality product at a discount price. 
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First Consulting & Administration, Inc......................Booth 100
1020 Central, Suite 201, Kansas City, MO 64105, www.theabccard.com
John Palmer, Vice President & Senior Consultant, (816) 391-2744, john.palmer@firstconsulting.com
Scott Sheffer, Associate Consultant, (816) 391-2742, scott.sheffer@firstconsulting.com

Company’s Drafting and Filing Unit a Roadblock? Ever work out a deal to distribute a new proprietary product 
or special version of a product, but the Company’s drafting and filing department couldn’t draft the forms, 
or file them for insurance department approval, for months? First Consulting & Administration, Inc. is your 
solution. First Consulting has served the insurance industry since 1969. We Co-Source the drafting and filing 
of all product lines including life, annuity, long-term care, critical illness and health. We can assist with TPA 
licensing, and advertising review. Visit our website at www.firstconsulting.com.

GoHealth VMO......................................................................Booth 104
214 W Huron St, Chicago, IL 60654-8618, www.GoHealthVMO.com
Michael Owens, Senior Vice President, (877) 596-5611, mowens@gohealth.com

By combining traditional agent distribution and the power of Norvax leads and technology, GoHealth provides 
an industry-leading sales platform focused on the success of insurance agents. We provide our agents with 
1) Free Lead Programs, 2) Competitive Advanced Commission Rates, 3) Comprehensive Product Training, 4) 
Agency Support Services, 5) Sales Incentives and 6) Flexible Application Submission options using the Norvax 
“BrokerOffice” and “Shopping Cart” platform.

The Hartford.........................................................................Booth 116
1150 N Old Mill Rd, Palatine, IL 60067-2772, www.thehartford.com
James Larson, Director New Business Development, (312) 339-5456, james.larson@hartfordlife.com
Brian Hayes, Head of Specialty Sales, (281) 705-1307, bhayes@hartfordlife.com
John Steber, AVP, Group Benefits Product, (860) 843-9604, John.steber@hartfordlife.com

Celebrating 200 years of helping its customers achieve what’s ahead, The Hartford (NYSE: HIG) is an insur-
ance and wealth management company with a strong presence in the Association and Affinity marketplace. 
Through its unique focus on customer needs, the company serves businesses and consumers by providing the 
products and solutions they need to protect their assets and income from risks and manage their wealth and 
retirement needs. A Fortune 100 company, The Hartford is recognized widely for its service expertise and as one 
of the world’s most ethical companies. More information on the company is available at www.thehartford.com.

hCentive, Inc...........................................................................Booth 403
22648 Glenn Dr., Ste 104, Sterling, VA 20164-4447, www.hcentive.com
Sanjay Singh, Chief Executive Officer, (703) 593-0918, sanjay.singh@hcentive.com
Manoj Agarwala, President & Chief Operating Officer, (703) 568-8546, manoj.agarwala@hcentive.com

hCentive is in the business of simplifying the complex world of health insurance. We provide technology solu-
tions for health insurers, state health insurance agencies, and healthcare technology companies. These solu-
tions help them reduce cost and administrative complexity while enhancing relationships with their customers. 
For more information, please email us at sales@hcentive.com or visit us at www.hcentive.com.

HealthPlan Services............................................................Booth 416
3501 Frontage Rd, Tampa, FL 33607, www.healthplan.com
Robin Depenbrock, Vice President of National Sales, (813) 289-1000 x2762, rdepenbrock@healthplan.com
Anne Marie Faria, Executive Vice President, (813) 289-1000 x2051, afaria@healthplan.com

HealthPlan Services (HPS), a Water Street Healthcare Partners affiliate, is the largest independent provider 
of sales, distribution, benefits administration, customer service and retention solutions to the insurance 
and managed care industries. The company serves insurers of 
individual, group, voluntary and association plans and provides 
valuable solutions and support to thousands of brokers and 
agents that sell into these markets.HPS offers an ever-expanding 
array of services and administers products that include medical 
(PPO, HMO, indemnity, consumer-driven), dental, vision, life, dis-
ability, long term care, limited medical, as well as various other 
ancillary insurance. For more information, visit healthplan.com or 
email solutions@healthplan.com.
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HTH Worldwide....................................................................Booth 221
1 Radnor Corporate Ctr Ste 100, Wayne, PA 19087-4547, www.hthtravelinsurance.com
Jill Cappelli, Sales Manager, (610) 254-8742, jcappelli@hthworldwide.com
Brendan Sharkey, Director of Individual Sales, (610) 254-8707, bsharkey@hthworldwide.com

HTH Worldwide provides travel medical insurance plans and global medical assistance services to 650,000 
travelers per year. HTH programs are distinguished by a contracted community of over 6,000 elite hospitals 
and doctors in 180 countries. HTH was recently named one of North America’s fastest growing companies in 
Deloitte’s Technology Fast 500.

Humana, Inc...........................................................................Booth 105
500 W Main St, NCT 28th Floor, Louisville, KY 40202-2946, www.humana.com
Robin Reece, National Sales Director, Strategic Alliances, (502) 580-5887 (5887), rreece@humana.com
Megan Kute, National Sales Manager, (502) 476-1015, mkute@humana.com
Mary-Ellen Levine, National Sales Manager, Strategic Alliances, (630) 808-7058, mlevine@humana.com
Andrew Mangione, National Sales Manager, (502) 476-0193, amangione@humana.com
Derek Richardson, National Sales Manager, (317) 506-9720, drichardson1@humana.com

Humana offers Medicare Advantage (MA-PD) and Part D prescription drug plans (PDP) nationally. Our Strategic 
Alliances division seeks partners interested in offering MA and MAPD plans to their senior clientele through 
their career agents, or Humana’s career agents on a referral basis. Our Delegated Sales division seeks to part-
ner with MGAs who have very close relationships with their downline agents and a strong emphasis on compli-
ant sales practices. Our national footprint, technology-driven enrollment tools and competitive compen-
sation plans, coupled with outstanding training, certification and support make Humana an ideal partner.

The IHC Group........................................................................Booth 106
8009 34Th Ave S Ste 360, Minneapolis, MN 55425-8743, www.ihcgroup.com
Dave Keller, Senior Vice President, Sales and Marketing, (952) 746-6614, dave.keller@ihcgroup.com
Jeffrey Smedsrud, CEO, (952) 746-6620, jeff.smedsrud@ihcgroup.com

The IHC Group is an organization of insurance carriers, managing general underwriters, third-party admin-
istrators and marketing affiliates that has been providing health, life, dental, vision and medical stop-loss 
insurance solutions to groups and individuals for over twenty-five years. With over $1 billion in assets, insur-
ance carriers of The IHC Group have a financial strength rating of A- (Excellent) from A.M. Best Company, Inc. 
Collectively, the companies in The IHC Group provide insurance coverage to more than one million individuals 
and groups. For more information about The IHC Group, visit www.ihcgroup.com.

Insurance Administrative Solutions (IAS).................Booth 415
8545 126th Ave N Ste 200, Largo, FL 33773, www.IASadmin.com
Victor Castellanos, SVP, Chief Marketing Officer, (407) 472-3905, Victor.Castellanos@IASadmin.com
Lia Kumar, Marketing Assistant, (407) 472-6544, Lia.Kumar@IASadmin.com

Insurance Administrative Solutions (IAS) is a proven leader and one of the largest providers of Third Party 
Administration (TPA) solutions for Medicare Supplement (Medigap) in the United States.  IAS provides end-
to-end administrative solutions through innovative, custom-built platforms to perform functions normally 
associated with an insurance company’s home office operation.  We also provide Administrative services/
products for companies in the Health, Life/Annuities business.  Our clients achieve rapid entry to new markets 
and economies of scale, with fixed capital costs.  IAS uses proprietary technology, processes, and administra-
tive systems to process 6 million claims annually and manage 350,000 policyholders, and perform 20+ major 
in-force block conversions.  VISIT US: www.IASadmin.com.

InsuranceBroadcasting.com...........................................Booth 412
9221 Ravenna Road, Suite #D8, Twinsburg, OH 44087, www.insurancebroadcasting.com
Walter Podgurski, (888) 282-1765, walt@insurancebroadcasting.com

InsuranceBroadcasting.Com is a media organization facilitating the exchange of information between 
insurance industry professionals utilizing the improvements available from emerging technology to deliver 
meaningful information. Websites include: InsuranceBroadcasting.com, InsuranceMedia.net,  
WorkplaceBenefits.org, and InsuranceCampus.org.
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Insurance Marketing Group............................................Booth 409
401 Jim Wright Fwy S Ste 110, Ft Worth, TX 76108-2681, www.insmg.com
Gaylan Hendricks, Chief Marketing Officer, (817) 626-4800 x105, gaylan@insmg.com
Taylor Martin, Director - Senior Market Division, (817) 626-4800, taylor@insmg.com

Insurance Marketing Group is a national marketing organization consisting of two distinct divisions: Senior 
Market (Medicare Supplement, Final Expense, Medicare Advantage & Dental) & Under 65 (Individual Health, 
Life & Supplemental Health).   We’re interested in strategic partnerships with insurance companies interested 
in either national or regional distribution or product development in the markets we serve.  In the last 7 years 
we’ve grown from a small captive agency to one of the larger insurance marketing organizations in our two 
markets.  Gaylan and Taylor look forward to meeting you at our exhibit booth.

Insurance Media Services..................................................Booth 402
635 Court Street, Suite 201, Clearwater, FL 33756, www.insurancemediaservices.com
Lisa Barram, Senior Marketing Consultant, (866) 446-3853 x206, lisa@insurancemediaservices.com
Gloria Slaughter, COO, (866) 446-3853 x205, Gloria@insurancemediaservices.com

Insurance Media Services is the industry authority on innovative and effective recruiting campaigns for insur-
ance companies and insurance marketing organizations looking to convert only the best prospective produc-
ers. We combine unique and innovative marketing solutions such as video email, electronic news media and 
voice broadcasts with more traditional methods, including print, direct mail and telemarketing, to make an 
unforgettable impact on your ideal prospects. We’ll help to increase your producer contact-to-conversion 
rate, ultimately resulting in tremendous business growth.

InsuranceNewsNet.com.....................................................Booth 313
355 North 21st Street 211, Camp Hill, PA 17011 Main Phone: 866-707-6786, www.insurancenewsnet.com
Kari Johnson, Associate Publisher, (303) 549-4317, kjohnson@insurancenewsnet.com
Rob Billingham, Executive Editor, (717) 441-9357 x118, rob@insurancenewsnet.com

InsuranceNewsNet.com Inc. (INN) is the #1-Google-ranked insurance news outlet online. INN offers both a 
web-based publication and a print magazine (InsuranceNewsNet Magazine) for insurance agents, executives, 
and industry professionals in the life, annuity, health and property/casualty industries. INN delivers real-time 
industry-related news, sales concepts, market statistics and insight from over 12,000 different sources. In 
addition, INN offers: Up-to-the-minute insurance industry news, analysis and commentary; Daily and weekly 
industry e-newsletters; Critical legislative and regulatory updates; The latest market research from today’s 
industry leaders. A unique print magazine that goes far beyond traditional insurance sales magazines.

Johnson Direct......................................................................Booth 216
250 N Sunny Slope Rd Ste 203, Brookfield, WI 53005-4824, www.johnsondirect.com
Grant Johnson, CEO/President, (262) 782-2750 x131, grant.johnson@johnsondirect.com
Rob Trecek, Director of Business Development, (262) 762-2750 x136, rob.trecek@johnsondirect.com

Sick and tired of suffering with subpar strategies, copy-cat creative, mundane messaging and absent-minded 
account service from your marketing counsel? Insurance execs seeking a healthier approach to their unique 
business and marketing objectives - to maximize sales, hold marketing investments accountable, minimize 
cost-per-member expenses, and test for meaningful improvement - come to Johnson Direct for truly inte-
grated, measurable marketing campaigns. You’ll be amazed at the insurers we’ve done work for. Protecting 
insurers’ precious investments for more than 11 years, Johnson Direct’s promise is simple and effective - to 
deliver Marketing That’s Measurable.

LeClair Insurance.................................................................Booth 102
6701 Upper Afton Rd, St. Paul, MN 55125, www.LeClairInsurance.com
Michael Hyatt, Marketing Director, (877) 532-5247, MikeH@LeClairInsurance.com
Margaret LeClair, CEO, (877) 532-5247, MLeClair@LeClairInsurance.com

An independent national distributor for LTC, health, and life insurance, LeClair provides access to multiple 
carriers and products, to career and independent distribution channels through strategic marketing partner-
ships. We also include industry leading product training, sales desk support, pending case management 
expertise, and cutting edge technology tools. According to a recent survey, 99% of producers say they  
would recommend LeClair to other producers.
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Medigap360.............................................................................Booth 114
PO BOX 500206, Austin, TX 78750-0206, www.medigap360.com
Gerry Ball, Vice President of Sales Distribution, gerryball@medigap360.com
Casey Hughes, VP of Market Development, caseyhughes@medigap360.com
Brandon Todd, CEO, (512) 203-4981, brandontodd@medigap360.com
Frank Todd, President, (512) 203-4984, franktodd@sbcglobal.net

Medigap360.com is the TOP PRODUCING and most Cutting Edge Insurance Agency and Software Develop-
ment Company in the US for Medicare Supplement Sales. With 2011 sales of Medicare Supplement Insurance 
projected at >$41,000,000 and average agent production well over $1,000,000 per agent, Medigap360 offers 
Insurance Carriers the opportunity to join the next generation of insurance sales with turnkey, compliant and 
transparent sales systems with integrated backend solutions.  As a result, our carriers enjoy lower acquisition 
costs, high sales volumes and higher profit margins than those using the traditional brokerage model. We’re 
looking to partner with 1 progressive Insurance Company who seeks 50 state Medicare Supplement distribu-
tion and wishes to leverage technology, streamline and automate sales processes and agency communica-
tions to dominate the senior market.  In the business already or not, we’ll get you there. 

National Assoc. of Professional Agents (NAPA).....Booth 117
9024 Town Center Pkwy, Lakewood Ranch, FL 34202-4159, www.napa-benefits.org
Edward Baran, Business Development Manager, (941) 907-3828 x252, tbaran@napa-benefits.org
Mike Miele, Group Administrator, (800) 593-7657, mmiele@napa-benefits.org

NAPA is recognized as an industry leader for insurance agent Errors and Omissions programs. NAPA has 
expanded over 20 years and  currently administers 50,000 agents nationwide. In addition to E&O, NAPA’s 
association platform offers a complete portfolio of benefits and services designed for independent contrac-
tor agents. Life, Health, Auto/Home, WebCE, Web Design, and many other small business discounts.  Over 35 
prominent companies in the insurance industry use NAPA as their agent’s benefit and service provider select-
ing products appropriate for their distribution force.

Norvax......................................................................................Booth 202
214 W Huron St, Chicago, IL 60654-8618, www.norvax.com
Brandon Cruz, President, (866) 466-7829, bcruz@norvax.com
Clint Jones, CEO, (866) 466-7829, cjones@norvax.com
Ryan Murphy, Division Manager, (866) 466-7829 x8225, rmurphy@norvax.com
Scott Sullivan, VP of Sales and Business Development, (866) 466-7829, ssullivan@norvax.com

Norvax is the one-stop online marketing and technology resource for the health insurance industry. We work 
with the nation’s 80 leading carriers and offer a full suite of integrated products developed to help brokers 
grow their business.  Our packages include seamless online marketing solutions including the nation’s only 
cross-selling nationwide quote engine, a lead management system, insurance website hosting and search 
engine marketing. Norvax has also revolutionized health insurance education and offers transformational live 
events and online coaching programs.

Potrero Media Corporation............................................Booth 315
3043 Mission St, San Francisco, CA 94110-4501, www.potreromedia.com
Scott Gulfaraz, Senior Sales Executive, (415) 974-1441 x121, scott@potreromedia.com
Kyle McBrien, Director of Account Management, (415) 974-1445 x118, kyle@potreromedia.com

Potrero Media is a leading marketing agency specializing in customer acquisition solutions for the insurance 
industry. We connect insurance carriers and agents to engaged shoppers who are ready to purchase. Our wide 
network of content-rich insurance information sites provides an educational and high-quality customer expe-
rience, resulting in high contact rates and low acquisition costs. Our consultative approach to client manage-
ment ensures that your metrics come first, as we work with you to optimize performance and hit your targets. 
Potrero Media’s #1 priority is helping you acquire new business - try our customer acquisition solutions today 
and start making more from your leads!
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Problem Solving Enterprises............................................Booth 206
35 W 841 Burr Oak Ln, West Dundee, IL 60118, www.problemsolvingenterprises.com
Chuck Ritzke, President, (847) 551-1600, chuck@myactuary.com 
Barbara Ritzke, Business Development,  (847) 322-5862, barb@myactuary.com

Founded in 1995 by Chuck Ritzke, PSE is an actuarial consulting firm which specializes in providing a wide 
range of life and annuity product consulting services in addition to innovative product development, project 
implementation, software development, administrative support, and state filing and compliance services. Our 
commitment to providing our clients with superior, customized, and responsive service sets us apart. We have 
successfully served fraternal, mutual, and stock companies of all sizes. We have recently expanded our staff 
along with our network of associates to allow us to deliver even more unique and innovative services. Contact 
us at chuck@myactuary.com, (847) 551-1600, or visit our website at www.problemsolvingenterprises.com.

Quotit.......................................................................................Booth 400
721 S Parker 330, Orange, CA 92868, www.quotit.com
Lisa Rehburg, VP National Sales, (714) 349-7981, lisa.rehburg@quotit.com

Quotit Corporation is a leading Internet application service provider for the health insurance and employee 
benefits industry. Quotit Corporation’s Internet software enables insurance organizations to increase pro-
ductivity and reduce costs by directly connecting insurance companies, brokers and retail consumers with 
insurance rates and benefits on-line, in real time. Quotit has established relationships with more than 300 
insurance carriers representing over 40,000 plans designs in the health, life, dental and vision insurance 
markets, including such names as: Aetna, United Healthcare, Health Net, Anthem, Assurant Health, Humana, 
Celtic and independent licenses of the Blue Cross Blue Shield Association. Quotit’s database of carriers and 
plans extends to 50 states including the District of Columbia.

Securian Dental Plans - Underwritten by Securian Life Insurance Co...Booth 414
PO Box 047, Minneapolis, MN 55440, www.securiandental.com
Julie Kloncz, Senior Distribution Relations Executive, (866) 222-6507 x5, jkloncz@securiandental.com
Christopher Baldwin, Chief Sales Officer, (866) 222-6507, cbaldwin@securiandental.com

Securian Dental Plans continues to be one of the fastest growing Dental Plans in the country with products 
approved in 45 states, and is part of a family of group Dental plans serving over 4 million members globally. 
As part of its continued growth, Securian Dental Plans and its partner Securian Financial Group seek business 
relationships that can lead to steady organic growth through wholesale and broker relationships as well as the 
possibility of group dental block acquisition.  

Select Networks....................................................................Booth 121
317 6Th Ave Ste 1040, Des Moines, IA 50309-4112, www.eyeplan.com / www.oneenroll.com
Clayton Copple, President, (515) 244-6282, ccopple@eyeplan.com
Chris Koettker, Marketing Representative, (913) 961-9802, ckoettker@yahoo.com
Mike Reha, Director - Sales & Marketing, (626) 912-6900, mreha@epichearing.com

SELECT NETWORKS designs and delivers ancillary insurance products for vision and a new combination, 
insured vision and insured hearing benefit, for brokers and insurance companies who market to voluntary and 
employer-paid groups. Select Network Vision programs effectively reduce sponsor and participant costs by 
delivering benefits through a network of providers, consisting of both chain store and independent providers.
OneEnroll is a self-enrollment tool that agents can be customize to offer multiple products from multiple carri-
ers.  OneEnroll is designed to increase voluntary enrollment by cutting down the cost and time of enrollment. 
By employing the “ON BOARD - OFF THE BOARD STRATEGY,” OneEnroll offers benefits to full time and part time, 
temporary, retiree, union and association benefits.  OneEnroll was designed for the independent agent but 
can adapt to any enrollment. OneEnroll is not part of 
an HR package.
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South West Direct................................................................Booth 112
2129 Andrea Ln, Fort Myers, FL 33912-1903, www.swdirect.com
Kristine Haverly, Vice President, (800) 968-5798, khaverly@swdirect.com

Direct Response Marketing – South West Direct®. Generate better leads, promote your brand, and increase 
your average sale with our successful online and offline direct response programs. We can produce excep-
tional results at lower cost because we are your direct provider of direct mail and email. With South West 
Direct’s in-house technology, creative services, and exemplary customer service, we are confident that we 
can provide you with a long-term successful direct response program that gets results. Direct response is the 
backbone of your marketing - don’t leave it just anyone! Go with the trusted provider of online and offline 
direct response campaigns.

Summit Direct Mail..............................................................Booth 214
1655 Terre Colony Court, Dallas, TX 75212, www.summitdm.com
Ben Shenk, National Sales, (502) 741-0941, bshenk@summitdm.com
John Barber, President, (817) 239-3037, john@summitdm.com

Summit Direct Mail is a high volume mail production company located in Dallas, TX. Our clients include some 
of the largest national insurance and financial services companies.   We offer complete data processing, web 
print production, variable digital printing, bindery, and lettershop services. Summit Direct Mail also provides 
Personalized URL services to integrate direct mail responses with the internet.  We have helped our clients 
utilize Personalized URL to provide response lifts as high as 35% per campaign. For info call (469) 916-5170.

Vision Financial Corp.........................................................Booth 406
PO BOX 506, Keene, NH 03431-0506, www.visfin.com
David Hall, (239) 593-5475, dhallnaples@comcast.net
James Pettapiece, President, (800) 793-0223 x207, jpettapiece@visfin.com

Vision Financial’s Value Proposition - Vision works with its customers to develop a unique partnership where 
Vision’s systems and administrative expertise are seamlessly integrated with the carrier’s core competencies. 
Voluntary Benefit Administration - Vision has offered full service administration and aggregated billing for over 
20 years. Business Process Outsourcing (BPO) - Vision has managed closed blocks of life insurance policies 
for over 20 years. Its focus is on blocks of 50,000 and less. Administrative Services Provider (ASP) - Enables 
Vision’s carrier customers to retain all, or some of their administrative functions, but operate on Vision’s state 
of the art administrative system.

WellDyneRx.............................................................................Booth 404
7472 S Tucson Way, Centennial, CO 80112, www.WellDyneRx.com 
Doug Taylor, EVP Sales & Marketing Development, (888) 479-2000, dtaylor@WellDyneRx.com

WellDyneRx is a national leader in providing innovative pharmacy benefit management solutions. Our com-
mitment to incredible service, coupled with our advanced robotic technology, allows us to offer a compre-
hensive range of prescription management services. We are committed to delivering pharmacy solutions that 
provide the highest quality benefits while managing costs.

WLT Software Enterprises, Inc.........................................Booth 401
26133 US Highway 19 N, Ste 400, Clearwater, FL 33763-2018, www.wltsoftware.com
Chuck Brooks, Executive VP, (727) 442-9296, cbrooks@wltsoftware.com
Michael Tuomey, Strategic Business Liaison, (877) 807-4730, mtuomey@wltsoftware.com

WLT Software is an international leader in providing advanced benefit administration software for Insurers, 
Government entities, TPAs and Self Administered Groups. WLT’s philosophy of Client Directed Development 
provides the flexibility to meet the unique needs of each client and proactively adapt to changes and trends in 
the Benefit Administration industry.
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	Booth	 Exhibiting Company
	 100	 First Consulting & Administration (p20)
	 101	 American Enterprise Group (p15)	
	 102	 LeClair Insurance (p22) 
	 103	 Benefits Selling Magazine (p17)
	 104	 Go Health VMO (p20)
	 105	 Humana (p21)
	 106	 The IHC Group (p21)
	 107	 Affinitas Partners (p15)
	 108	 Connecture (p18)
	 110	 Employee Benefit Adviser (p19)
	 111	 Face to Face Live (p19)
	 112	 South West Direct (p25)
	 113	 Bases Loaded (p16)
	 114	 Medigap360 (p23) 
	 115	 E&O Pros (p19)
	 116	 The Hartford (p20)
	 117	 National Assoc. of Professional Agents (p23) 
	 118	 BenefitMall (p17)
	 121	 Select Networks (p24)
	 200	 DirectMail.com (p18)
	 202	 Norvax (p23)
	 204	 Access Plans USA (p15)
	 206	 Problem Solving Enterprises (p24)
	 210	 Beltone Hearing Care Network (p17)
	 212	 Ceridian (p18)
	 214	 Summit Direct Mail (p25)

	

	
Booth	 Exhibiting Company 
 	 216	 Johnson Direct (p22)
	 221	 HTH Worldwide (p21)
	 301	 AmeriLife Group (p16)
	 303	 Coverdell & Co. (p18)
	 305	 A.D. Banker & Company (p15)
	 307	 Enhanced Benefit Programs (p19)
	 311	 Colorado Bankers Services (p18)
	 313	 InsuranceNewsNet.com (p22)
	 315	 Petrero Media Corporation (p23)
	 317	 Brainshark (p17)
	 320	 Beazley Group (p16)
	 400	 Quotit (p24)
	 401	 WLT Software (p25)
	 402	 Insurance Media Services (p22)
	 403	 hCentive (p20)
	 404	 WellDyneRx (p25) 
	 404	 Financial Marketing Concepts (p19)
	 406 	 Vision Financial Corp. (p25)
	 409	 Insurance Marketing Group (p22)
	 410	 BFC (p17)
	 411	 American Health Value (p15)
	 412	 InsuranceBroadcasting.com (p21)
	 414	 Securian Dental Plans (p24)
	 415	 Insurance Administrative Solutions (p21)
	 416	 HealthPlan Services (p20)
	 420	 askAFS (p16)

Exhibitors by Booth Number



Coverage is available through appropriately licensed brokers and may not be available in all 
jurisdictions. Beazley includes the issuing company Beazley Insurance Company, Inc. (BICI)  
for admitted products, rated A by A.M. Best.

Introducing our gap protection products:

• Critical illness
• Short term disability
• Short duration disability
• Personal accident
• Corporate AD&D
• Business travel accident
• Reinsurance

Visit us at booth #320 to enter 
our drawing for a new iPad.

www.beazley.com/accident&health

New player joins world class team

Beazley Accident & Health




