FDAC EMPLOYMENT BENEFITS AUTHORITY
Board of Directors Meeting
Monday, March 24, 2014
11:00 a.m. – 5:00 p.m.
Call-in Number: 1-800-250-2600
Participant PIN: 451 9494
California Pharmacists Association
4030 Lennane Drive
Sacramento, CA 95834
1364 Tavern Road, Alpine, CA
5221 Deer Valley Road, Rescue, CA

7 Erba Lane, Scotts Valley, CA
37 Jones Street, Murphys, CA

Agenda

Item

1. Call to Order and Introductions

Action

2. Approval of Agenda Items

Action

3. Public Comment

Discussion

4. Board Vacancy

Info/Action

5. Review of Broker Proposals

Information

6. Broker Interviews
12:00 – 1:00 p.m.
1:00 – 2:00 p.m.
2:00 – 3:00 p.m.
3:00 – 4:00 p.m.

Information

At this time, members of the public may address the Board on any item that is not on the agenda. No
action may be taken on items that are not on the agenda unless authorized by law. Comments are
limited to three minutes per person.

The Board will review the list of member agencies and determine which agency/s may be a possible
candidate to appoint a representative to fill the Board vacancy.

The Board will review the proposals from the four firms being interviewed.

Turner Consulting
Brown Insurance Services Inc.
Arthur J Gallagher & Company
GFBB Benefits & Insurance Services Inc.

7. Decision on Broker

Info/Action

8. Discussion Regarding Transition of Broker

Info/Action

9. Next Meeting

Info/Action

The Board will deliberate and determine the steps to move forward in the process for a new broker.

The Board will discuss its expectations of the current broker through the termination of that contract on
May 31, 2014, and how to seamlessly transition to the new broker.

10.

Adjourn

Action

Fund Reconciliation Report
Preliminary Report (Pending BRMS Review and Approval)
Bill Date: 2/1/2014
Group Number
10147
10311
10163
10148
10271
10149
10150
10151
10152
10153
10154
10156
10155
10199
10161
10157
10158
10276
10160
10162
10309
10164
10201
10165
10166
10167
10280
10168
10169
10170
10474
10171
10172
10183
10173
10174
10175
10194
10176
10177
10181
10231
10184
10185
10186
10187
10281
10340
10188
10189

Group Name
FDAC Alpine Fire Protection District
FDAC Amador Fire Protection District
FDAC American Canyon Fire Protection District
FDAC Arcata Fire
FDAC Beckwourth Fire District
FDAC Ben Lomond Fire District
FDAC Bennett Valley Fire Protection District
FDAC Bodega Bay Fire District
FDAC Boulder Creek Fire District
FDAC Branciforte Fire Protection District
FDAC Burney Fire Protection District
FDAC Central Calaveras Fire & Rescue Prot. Dist.
FDAC Central Fire Protection District
FDAC City of American Canyon
FDAC City of Eureka - Termed 4/1/07
FDAC Clements Fire Protection District
FDAC Cloverdale Fire District
FDAC Deer Springs Fire Protection District
FDAC Ebbetts Pass Fire District
FDAC Felton Fire Department
FDAC Fortuna Fire Protection District
FDAC Gold Ridge Fire Protection District
FDAC Happy Valley Fire Protection District
FDAC Higgins Fire Protection District
FDAC Kelseyville Fire Protect District
FDAC Lake County Fire Protection District
FDAC Lakeside Fire Protection District
FDAC Mammoth Lakes Fire Protection District
FDAC Mokelumne Hill Fire Protection District
FDAC Mokelumne Rural Fire Protection District
FDAC Murphys Fire District
FDAC Nevada Consolidated Fire Protection District
FDAC North Central Fire Protection District
FDAC North County Fire Protection Dist.
FDAC North San Juan Fire Protection District
FDAC Novato Fire Protection District
FDAC Penn Valley Fire Protection District
FDAC Rescue Fire Protection District
FDAC Rincon Valley Fire Protection District
FDAC Ross Valley Fire Department
FDAC Russian River Fire Protection District
FDAC Sacramento River Fire District
FDAC Scotts Valley Fire District
FDAC Southern Marin Fire Protection District
FDAC Stanislaus Consolidated Fire Protection Dist.
FDAC Tiburon Fire Protection District
FDAC Truckee Fire Protection District
FDAC Valley of the Moon Fire Protection District
FDAC Windsor Fire Protection District
FDAC Woodbridge Fire Protection District

►TURNER
Consulting and Actuarial LLC

David E. Turner, FSA
3000-F Danville Blvd., #156, Alamo CA 94507
Phone/fax toll-free: (877) 496-1782
dturner@tcbenefits.com www.tcbenefits.com

February 24, 2014
Ms. Melissa Dixon
FDAC EBA
1215 K Street, Suite 940
Sacramento, CA 95814

RE: FDAC EBA – Consulting Services Proposal
Dear Melissa:
Thank you for considering Turner Consulting for consulting and actuarial work. This proposal will
address the scope of services requested in the RFP, and is intended to also include all currently
contracted services provided by Turner Consulting. We have used the term “consulting services” in
place of term “brokerage services” throughout this proposal due to our firm’s structure and approach.
Company Profile
Turner Consulting has been in business since 1995 as a private company owned by David Turner, FSA.
Mr. Turner will be responsible for all consulting and actuarial work on this project. He has extensive
experience working with healthcare plans for over 25 years. Past work experience includes 10 years
employed by Aetna, KPMG, and Hewitt/Aon prior to launching Turner Consulting. Turner Consulting
maintains a staff of 2-3 people serving about 15-20 clients at any given time.
Summary of Client Experience
Turner Consulting currently works with the following employers as their consultant of record:


Monterey County (medical, dental, vision, life, disability)



City of Tracy (medical, dental, vision, life, disability)



City of Redondo Beach (dental, vision, life, disability)



Morrison Maierle Inc. (medical, dental, vision) - Helena, MT.

We also work with the following public agency pools:


California Association of Counties EIA Health Pool (pool for California counties)



Montana Association of Counties Health Care Trust (pool for Montana counties)



Montana Municipal Interlocal Authority (pool for Montana cities)



Independent Idaho Interlocal Authority (pool for Idaho cities).
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Why Turner Consulting?
We offer the following advantages to our clients:


Track Record of Successful Results – All of Turner Consulting’s clients are fully funded for
claims, expenses, IBNR reserves, and claim fluctuation margin after we have worked with
them in a lead consultant/actuary capacity for 3 or more years. We have helped our clients
attain this status through responsible risk management, rating, and reserve setting practices.



Strategic Perspective – As both a benefit consultant and actuary, we can provide strategic
advice but with the technical experience supporting big picture issues. This helps us bring
well-rounded, client-focused analysis to our work.



Communication Skills – Our strength is verbally communicating complex healthcare topics
to people who don’t work with numbers and/or insurance concepts every day. This helps
decision-makers understand the implications of our advice and use it to make informed
decisions.

Client Testimonials
Our strong working relationships are demonstrated through the following existing client testimonials:
While providing timely responses to our actuarial needs, Turner Consulting also consistently
offers timely suggestions for plan and benefit improvement, cost control and legal compliance.
Turner Consulting stays abreast of market trends, as well as those of our agency, to help us provide the
best services possible for our employees.
Konstanze Assaad
Supervising Benefits Analyst
County of Monterey
Dave Turner has a wealth of knowledge and experience. His ability to break down complex actuarial
information and communicate it in easy to understand terms is excellent. His guidance and insight into
the health care industry has provided our Board of Directors with sound information for the basis of
sometimes difficult decisions. Overall, I would recommend Turner Consulting.
Mike McMurry, Board President, FDAC EBA Insurance Pool
Scotts Valley Fire Protection District
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Turner Consulting’s Standard Consultant of Record Services
The following describes our typical services for consultant of record clients:
Strategic Planning and Account Management


Discuss and review overall business objectives



Provide ongoing program management, including plan design ideas, cost management
suggestions, etc.



Perform financial modeling



Benchmark current benefits to national peer groups



Meet with board members and staff to review program performance and make strategic
recommendations



Provide regulatory updates and interpretation through Turner Consulting’s retained attorney
Alfred Fowler of Kutak Rock, LLP. We also facilitate access to direct legal advice and
preparation of Forms 5500 (if needed), subject to separate fee agreements with Kutak Rock.

Actuarial Analysis of Overall Program Strengths and Risk Factors


Perform an actuarial review of the overall program’s strengths and risk factors

Renewal Analysis, Financial Management and Reporting


Obtain, review, analyze, and make recommendations regarding vendor renewals for medical,
Rx, dental, vision, life, AD&D, disability



Negotiate renewals with vendors to obtain the best possible rate for the plan’s claim experience
and fixed costs, including premium rates, reserves, and fixed costs



Review financials and compare premiums paid to vendors vs. revenue collected from members



Assist in the development of budget projections, pre-renewal preliminary costs estimates, etc.



Negotiate rates with insurance carriers



Evaluate funding options as needed



Evaluate plan design options



Provide monthly reporting on claims, enrollment, fixed costs, large claims, historical trends,
etc.



Review utilization reports to determine cost drivers, such as type of service, diagnostic
categories, network utilization, Rx utilization, etc.
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Ongoing Service and Vendor Management


Facilitate service meetings with vendors to address performance, results, etc.



Act as a liaison with vendors regarding claim, billing, eligibility, and coverage issues



Review vendor contracts, SPDs, benefit summaries, etc.



Coordinate implementation of plan design changes and other administration issues with
vendors



Manage vendor participation in open enrollment as needed



Assist in the design of communication materials.

Vendor Marketing, Selection, and Implementation


As needed, develop RFPs and market benefit coverage to mutually agreed upon vendors



Review proposals and present a summary report, including capabilities, vendor access,
disruption, costs, etc.



Negotiate best and final offers, guarantees, and other financial aspects of bids



Conduct interviews and site visits



Coordinate implementation activities, including contracts, communications, administration,
banking, eligibility data transfer, IT system interaction, and claim system testing results.

We will provide these services within the structure of the EBA-specific items listed in the following
RFP Scope of Services section.
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RFP Section 2 - FDAC EBA’s Requested Scope of Services
The EBA requested a very specific scope of services list in Section 2 Broker Services section of the
RFP, categorized as follows:


General Services



Rating



Documents



Marketing.

General Services
Turner Consulting will perform all of the General Service activities listed in Section 2 Broker Services
of the RFP. Some specific clarifications and limitation are listed below:


Scope #15 – We will develop an admin manual pending further direction/clarification on the
intended audience (board, vendors, district staff, etc.)



Scope #33-35 – We will work with the medical insurance carrier to ensure subrogation applies
to potential presumptive illness claims that could fall under Workers’ Compensation rather
than medical coverage



Scope #41-44 – We will attend up to 3 offsite conferences as part of our standard fees. Additional
conferences will be billed on a per diem basis. All marketing related costs including consultant
travel, written material printing/production costs, booth rentals, giveaways, and other non-consulting
costs will be the responsibility of the EBA. Please see Marketing section below for additional
clarifications.



Scope #45 – Turner Consulting will outsource customer service interaction with district
employees to BRMS as a strategic business partner. BRMS is an existing FDAC EBA vendor
that is experienced, staffed, and well equipped to handle the potential volume of employee
calls/emails. BRMS fees for this specific role can be packaged with Turner Consulting’s
proposal, or contracted directly with BRMS, subject to the EBA’s preferred approach.



Scope #50 – Since certificates of coverage are normally produced by the insurance carrier, we
will ensure they are distributed to the appropriate member groups.

Rating
We will perform all of the rating services in this section as described as well as the currently contracted
actuarial services.
Documents
We will perform all of the document services in this section subject to the limitation above with respect
to scope of services item #50.
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Marketing
We will perform marketing services for the pool and develop a mutually agreeable marketing strategy
with the board and staff upon selection as the consultant of record. Marketing services included in this
proposal’s fee structure are:


A written communication campaign and mailer to potential new member districts, as well as
live dialog with interested fire districts to educate and explain the pool



Attendance at up to 3 offsite conferences per year on behalf of the EBA



Preliminary evaluation of potential new member districts’ risk profile (i.e., demographics,
region, claim experience, etc.)



Coordination with insurance carriers to obtain pricing and potential integration into the pool



Participation in onsite finalist presentations to up to 3 new business candidate districts that
receive formal EBA proposals



Assistance with new member district implementation and participation into the pool.

Excluded Services
The scope of services does not include:


Data analysis, reconciliation, manipulation, programming, sorting, etc. to format data into a usable
resource for performing our duties under this agreement



Multiple contact personnel - A single point of contact is preferred, with other management level
correspondence as needed



Creditable coverage or other actuarial certifications not defined in the scope of services



Actuarial projections of future retiree benefits, the present value of future benefits, or other pensionstyle calculations such as OPEB valuations for FASB/GASB purposes
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RFP Section 3 - Submittal Requirements
This responds to each of the RFP Submittal Requirements bullets points in order:
Minimum Qualifications
1. Turner Consulting is a qualified Fellow of the Society of Actuaries and has working
relationships with all health and welfare insurance carriers that would be potential vendors to
the FDAC EBA. We are not a licensed broker—therefore all carrier contracts are executed
directly between the FDAC EBA and the carrier with our advice and/or recommendations.
More importantly, we do not received any direct or indirect compensation from carriers such
as overrides, bonuses, retention incentives, trips, awards, etc. which means that our advice is
100% independent and in the FDAC EBA’s best interest.
2. We have been in business for 19 years
3. David Turner will be the primary person responsible for this account and has been working
with public agency pools for over 10 years
4. We developed one of the largest public agency pools in California from scratch (CSAC EIA)
and have significant experience in maintaining many public agency pools
5. We are fully versed in PPACA and the California state health care environment. We also
maintain a retained attorney relationship for our clients with Mike Fowler at Kutak Rock, LLP
to provide proactive legislative input and be a resource for technical legal and legislative
questions.
6. We are an expert on provider networks throughout CA and work with all major carriers in the
state (e.g., for medical, the 7 major carriers are Aetna, Blue Cross, Blue Shield, Cigna,
HealthNet, Kaiser, and UHC)
7. We have one of the strongest reputations working with public agencies of any consultant in
CA. Over 50% of our clients are public agencies, including cities, counties, school districts,
etc. When the FDAC EBA was searching for an actuary a few years ago, they performed a
detailed search for qualified actuarial firms and it is our understanding that Turner Consulting
was highly recommended by multiple sources (this could be confirmed through Smith Moore
Associates).
General Information
1. Our firm name, address, etc. is listed on the cover of this proposal letter. David Turner will be
the contact person.
2. Our firm history is on page 1 of this proposal under Company Profile
3. Our Consultant of Record services are described above in the RFP Section 2 – Scope of
Services section of this proposal letter
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4. David Turner will be the primary contact person on this account. Mr. Turner’s background
includes graduating from the University of Notre Dame in 1986 with a B.S degree in math. He
attained his Fellowship in the Society of Actuaries in 1993, passing all 10 required actuarial
exams and ethics courses over a 7 year period. He worked for Aetna, KPMG, and Hewitt/Aon
during the first 10 years of his career before starting Turner Consulting in 1995. Over his
nearly 30 year career, Mr. Turner has developed a strategic perspective to benefit consulting
that is enhanced by his mathematical/actuarial background. This provides a unique perspective
for clients that is not easily duplicated by a traditional broker or firm. Mr. Turner has been
married 13 years, has one daughter, and enjoys athletic activities in his spare time.
5. Turner Consulting’s financials are private. However, we service about 12-20 clients at any
given time and no single client is more than 10% of our company’s revenue. Our company is
debt free and revenue has grown for 8 years in a row.
6. There have been no significant ownership or restructuring developments in our firm
7. Turner Consulting is an LLC with 2-3 staff members working on an independent contractor
basis. Our clients range from about 200 employees to over 10,000 employees. We do not
track our clients’ premium revenue, but a ballpark rule of thumb is that medical, dental, and
vision benefits cost employers about $12,000 per employee per year.
8. We have had no turnover in our staff
9. David Turner will be the principal staff member. Mike Fowler with Kutak Rock is our
retained attorney. BRMS will be a business partner for customer service activities.
10. BRMS will be our strategic partner for customer service. BRMS will utilize the current benefit
administration system, Vbas, to manage the eligibility, benefit changes and termination in
conjunction with each individual district. A direct and dedicated 800 number for all districts
and their members will be established for benefit inquiries. The 800 number will be
supplemented with a dedicated inbox, fdac@brmsonline.com, for each member or district to
inquire with questions and to assist with eligibility. Based on each individual district and their
employees' needs, BRMS will maintain all aspects of Vbas and ensure
all monthly consolidated bills reflect properly.
BRMS will expand upon its current dedicated FDAC staff to meet the additional customer
service requirements. BRMS believes in superior customer service and will work hand in
hand with each of the districts to ensure all customer support inquiries are dealt with timely
and professionally. Any questions unrelated to benefits or Vbas will be directed to the
appropriate party, such as Turner Consulting, the EBA, or the carriers.
In addition, BRMS would be more active at quarterly meetings and will report back to the
board on any and all activity deemed necessary.
11. We do business with all insurance companies in CA. We have been associated with them for
over 20 years.
12. We are an expert on PPACA. There are many PPACA requirements which have been
provided to the FDAC EBA via Kutak Rock legislative updates on a regular basis over the last
few years. These have been sent to Smith Moore Associates for distribution to the EBA as
needed.

Page 9

13. We can provide all services requested in the RFP. Please see the Scope of Services section for
clarifications and limitations.
14. We have not been involved in any litigation in the last 5 years.
Technical Proposal Information
1. An overview of all services and products is described in the Scope of Services section of this
proposal
2. We work extensively with public agency employers, JPAs, and Trusts. Our firm’s experience
is demonstrated on page 1 of this proposal showing current public agency pool clients, as well
at Appendix I with a broader list of other public agency clients. Our capabilities include both
strategic and technical consulting experience, which has been demonstrated through our prior
work with FDAC EBA as well as the favorable industry reputation Turner Consulting holds
among public agency clients. Please contact our references who can provide the best
endorsement for our work.
3. We have worked with the EBA since 2007. We were hired about 1 year after the pool
launched in order to provide actuarial and technical support in rate setting, business
development, and carrier negotiations. Over time, our role expanded into a strategic advisor to
the board of directors on a variety of issues beyond the technical actuarial area due to our
significant experience working with other JPA pools. As a result of this background, we have
some strong opinions on the strategy necessary to optimize the EBA program.
We believe there should be a 3-step strategic plan as follows, with each step providing the
foundation for the next:


Establish financial security – Ensure revenue equals or exceeds insurance
premiums, fixed costs, and administrative expenses on an annual basis.



Build competitive stability – Restructure plan design, rates, insurance contracts, etc.
in order to retain existing membership and build an attractive reputation as the health
program of choice for fire districts that want to have more flexibility in their health
programs than CalPERS offers



Targeted Membership Growth – Successful completion of the first 2 strategies will
build a foundation for growth through a favorable track record of results and
satisfaction among current members. The EBA should also target desirable
demographic and regional characteristics of potential new member groups to
favorably impact the overall program.
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The above strategies will take into account the issues listed in the RFP such as PPACA, risk
tolerance, fire district culture, and local provider communities. For example, PPACA limits
the EBA’s potential plan design options. The pool’s risk tolerance is limited by its headcount
which is why the pool is fully insured with a carrier taking the overall risk of claims exceeding
premium (vs. self-funding as a higher risk alternative). The fire district culture can help the
pool once there is a track record of member satisfaction and districts view the EBA as their
program of choice. And the local provider communities impact cost, which in turn can help
target marketing efforts to lower cost areas, which will bring down the overall rates for all
members.
4. Our cost-management vision for the EBA’s program is impacted by the rule of thumb that
80% of a JPA’s costs are claims, 10% carrier admin, and the remaining 10% are program
management/vendor fees. A JPA’s premiums are always going to track claims, so the most
effective cost management efforts are focused primarily on managing claims, along with
administration/fixed costs. Claims can be managed by:


Attracting favorable risks (demographics)



Accessing favorable pricing (vendor and region)



Managing the existing risk (wellness programs)

Therefore, targeting favorable demographic groups in lower cost regions is one way to
improve claim results. Ensuring the best vendor contracts is also critical to managing claims.
Wellness programs are valuable too, but more so in a self-funded environment than fully
insured.
5. Please see scope of services section for a narrative of the proposed consulting services
6. We keep employers informed through legislative updates from our attorney Kutak Rock. This
is a service we have been providing to the EBA via email for years.
7. We will indemnify and hold the JPA, board, and participants harmless for acts of gross
negligence, but expect a mutual indemnification agreement clause in our contract
8. We have no financial interest in any service we are recommending
9. Please see response to question #9 above in the General Information section for a description
of our organizational structure.
10. All primary consulting/actuarial services will be provided by David Turner
11. BRMS will provide customer service

Page 11

12. We are excited to provide direct consulting to the FDAC EBA and member/customer services
through BRMS. We feel the EBA will receive the “best of class” vendor resource for both
services through our partnership with BRMS.
For the past 20 years, BRMS has been dedicated to offering high-quality service and customer
support that puts people first. Our dedicated customer service staff is available to support and
meet the expectations of the board, the individual districts and their employees. The customer
support staff will be trained on all aspects of FDAC benefits to ensure BRMS offers a
dedicated resource to all members. We want the FDAC and our clients to feel BRMS is
different from the rest because of the quality customer service and the overall employee
experience.
13. We have access to the latest technology for analysis, communication, and support. All our
software is developed in house and is proprietary to Turner Consulting. It is then customized
to our clients' specific needs. The current claim monitoring and preliminary rate illustration
models used for the FDAC EBA in the past are an example of this technology.
Insurance Requirements
We maintain Commercial General Liability and Professional Liability with the required limits in the
RFP. Since we do not employee staff, we are not required by the State of CA to maintain Workers’
Compensation insurance. BRMS maintains all required insurance coverage.
Conflict of Interest
We are also the actuary to CSAC EIA, a public agency pool that has previously bid on the EBA
business through their broker Alliant Insurance. Our role for CSAC EIA is actuarial policy setting,
financial oversight, and rate review, to provide “checks and balances” to the program since the broker is
compensated on headcount and growth. As an independent advisor to EIA, we are not compensated or
otherwise incented to secure new membership in any way. Further, we establish a “fire-wall” of
confidentiality between clients in such situations. Finally, CSAC EIA and the FDAC EBA do not
compete for or market to the same type of public agency clients. As a result, we do not believe there
are any conflicts of interest in this relationship.
Also, since Turner Consulting is a consultant (rather than a broker) and does not receive overrides,
bonuses, incentives, awards, etc. from vendors, we are able to refer the EBA to carriers, pools, and
other insurance options that a broker might not be willing to share due to competitive interests or
compensation-related factors.
There are no other conflicts to disclose.
Assigned Personnel
We will alert the JPA if there are any personnel changes.
Agreement Not to Discriminate
We agree not to discriminate in the performance of this contract.
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Other Information
1. We maintain automatic backup software on all files, with both hard drive and offsite backup
systems in place
2. All proposed areas of service are covered in the proposal
3. We believe that Turner Consulting is uniquely qualified to provide the services in this proposal
for the following reasons:


Both Turner Consulting and BRMS are familiar with the FDAC EBA pool, have a
significant amount of history with the program, and genuinely care about its members
and want to see the program succeed



We offer both strategic and technical/actuarial perspective that can impact the EBA’s
program and rates in a favorable manner through proactive advice to the board and
negotiation with the insurance carriers



We believe that the 3-step strategy described earlier of 1) financial security, 2)
competitive stability, and 3) targeted membership growth will achieve long term
program success.

References
Feel free to contact the following references:
Trusts/JPAs
FDAC EBA
Melissa Dixon
877.350.4EBA
Mdixon@firebenefits.org
Montana Association of Counties Health Care Trust
Harold Blattie
406.449.4360
hblattie@mtcounties.org
Consultant of Record Clients
City of Tracy
Courtney Bell
209.831.6161
Courtney.bell@ci.tracy.ca.us
Monterey County
Konstanze Assaad
831.755.5119
Assaadkm@co.monterey.ca.us
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Morrison-Maierle, Inc.
Letha Ebelt
406.495.3494
lebelt@m-m.net
BRMS Customer Service Client
California Charter Schools Association
Misti Cole
926.515.0505
mistic@charterassociation.org
Authorized Signature
This proposal is valid for 90 days following the date shown on the cover page. A valid signature
follows.
Fees
The only fee basis we offer is a retainer, since Turner Consulting does not accept commissions.
Monthly Retainer: Fees for the proposed services as described in this proposal are as follows:


Consultant of Record Services: $8,000/mo. plus travel expenses (services will be performed by
Turner Consulting and include the current $3,000/mo. actuarial services contract)



Marketing Services: Proposed marketing services are included in the above retainer fees. All
consultant travel costs, written material printing/production costs, materials, booth rentals,
giveaways, and other non-consulting related costs will be the responsibility of the EBA.



Customer Service: $6,250 per month plus travel expenses (services to be performed by BRMS in
addition to current contracted administrative services)



Total: $14,250/mo. plus travel expenses.

Additional Fees: Additional services outside the above scope and/or additional onsite meetings beyond those
listed will be billed at $250/hr. Additional meetings will require a minimum charge of $1,500/day (6 hours).
Should actual work significantly exceed expectations, we reserve the right to renegotiate the retainer scope
and/or fees based on mutual agreement.
These fees assume complete data necessary to perform our work is available and does not require significant
manipulation and/or verification of accuracy (other than a normal review for reasonableness and consistency).
We provide a monthly invoice from Turner Consulting that is payable within 30 days.

Page 14

Term of Agreement
This agreement is for 36 months beginning on a date of FDAC EBA’s choice, consisting of 3 contract
years. Since the work may be allocated unequally throughout the year while fees are amortized equally
across 12 months, the minimum annual fee for one contract year is 12 times the monthly retainer. This
agreement is automatically renewable on an annual basis unless terminated in writing.
Termination Provision
This agreement may be terminated by either party with 90 days written notice.
Fees Upon Termination
In the event of any FDAC EBA-initiated mid-year termination, FDAC EBA agrees to pay the unpaid
balance due for the remainder of the 12 month contract year.
Thank you for considering Turner Consulting. We look forward to the opportunity to work with you.
Sincerely,

David E. Turner, FSA
Manager
TURNER CONSULTING AND ACTUARIAL, LLC
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APPENDIX I
Client List
Self-Funded Pools and Trusts (employee count and location shown in parentheses)







California Association of Counties (CSAC) EIA Health (12,000, Sacramento, CA)
California Dental Association Health Care Trust (2,500 Sacramento, CA)
Fire District Association of California (1,000, Sacramento, CA)
Montana Association of Counties (2,000, Helena, MT)
Montana Municipal Insurance Authority (1,000, Helena, MT)
Tri-County Schools Insurance Group (5,000, Yuba City, CA)

Public Organizations (employee count and location shown in parentheses)












City of Bozeman (300, Bozeman, MT)
City of Great Falls (300, Great Falls, MT)
City of Manteca (300, Manteca, CA)
City of Redondo Beach (500, Redondo Beach, CA)
City of Torrance (1,300, Torrance, CA)
City of Tracy (400, Tracy, CA)
Chico Educators Welfare Trust (800, Chico, CA)
Monterey County (4,000, Salinas, CA)
Orland Unified School District (200, Willows, CA)
San Joaquin County (5,000, Stockton, CA)
Santa Barbara County (5,000, Santa Barbara, CA)

Private Organizations (employee count and location shown in parentheses)














Adaptec (1,000, Milpitas, CA)
Cadence Design Systems (4,000, San Jose, CA)
Catholic Healthcare West (4,000+, San Francisco, CA)
Clorox (5,000+, Oakland, CA)
Cost Plus Imports (2,000, Oakland, CA)
Diocese of Fresno (700, Fresno, CA)
Idaho National Labs (4,000, Idaho Falls, ID)
Intuit (2,000, San Jose, CA)
JELD-WEN (10,000, Klamath Falls, OR)
Morrison Maierle (200, Helena, MT)
Northrop Grumman (10,000+, Los Angeles, CA)
Odwalla (500, Half Moon Bay, CA)
Washington Group Environmental Services (1,000+, Aiken, SC)

February 20, 2014

FDAC Employment Benefit Authority
1215 K. Street, Suite 2290
Sacramento, CA 95814

RE: FDAC Employment Benefits Authority Request for Proposal
Insurance Brokerage Services

To whom it may concern,
This letter serves as notification that Benefit & Risk Management Services (BRMS) intends to provide
additional administrative serves to the FDAC Employment Benefit Authority in conjunction with Turner
Consulting’s formal response to the Insurance Brokerage Services RFP. The proposed service would be
in addition to the Benefit Administration services already provided by BRMS. Our response has been
prepared in accordance with the specifications outlined in the RFP due March 1st, 2014.
On behalf of BRMS, I extend my gratitude for our long standing relationship. We look forward to
continuing to provide comprehensive services that address the needs of FDAC Employment Benefit
Authority.
Sincerely,

Paul Schafer
Vice President

Benefit & Risk Management Service I 80 Iron Point Circle, Suite 200 I Folsom, CA 95630 I www.brmsonline.com

FDAC Employment Benefits Authority
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CASE STUDY

Case Study: OC WeFIT Program
• In June of 2003, Brown Insurance Services helped Orange County Professional
Firefighters Association IAFF Local 3631 launch a Wellness and Fitness Program
• The program was branded The WeFIT Program
• The goal of the program is to reduce firefighter injury, illness and line of duty death
• The WeFIT Program includes:
• Onsite Screenings
• Fitness & Conditioning Assessments
• Health Risk Assessment
• Quarterly Fitness Challenges
• Data Gathering & Tracking
• The Following Slides Demonstrate the Positive Impact of the Program on Health
Conditions
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CASE STUDY

Reducing Blood Pressure Impacts Claims
Systolic > 130 or Diastolic > 85 mm/Hg
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Estimated medical cost of person with high blood pressure is $7,657*
-Reduction in medical costs from 2004 to 2012 was $666,159
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CASE STUDY

Impact on Body Fat Percentage
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CASE STUDY

Importance of Obtaining Biometric Data
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CASE STUDY

WeFIT Results
• The WeFIT program has dramatically lowered the medical risk factors of OCPFA’s
population
• The reduction in risk factors has led to lower medical costs for OCPFA than peer
groups without a similar wellness program
• ROI of 4:1 since program inception
• As a result of the significant capital investment in the program as well as a
comprehensive communication campaign, we were able to achieve a 90%
participation rate in the WeFIT program
• Initial goals of the program focused on body fat reduction, strategy now will adapt to
include a focus on healthy eating to lower total cholesterol
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Gallagher Benefit Services of California
Insurance Services

March 3, 2014
Ms. Melissa Dixon
Administrator
FDAC EBA
1215 K. Street, Suite 2290
Sacramento, CA 95695
Re:

Proposal for Insurance Brokerage Services for FDAC EBA

Dear Melissa:
Thank you for the opportunity to provide a Insurance Brokerage Services proposal to FDAC EBA. FDAC
EBA is seeking a broker/consultant/partner who will become a trusted advisor. We have provided a
proposal that will give the JPA a strategic plan focused on growth, managed vendor relations, sustainable
cost structure and increased structure for the JPA. Our strategic plan includes:
 A strategic growth plan for FDAC EBA
 The development of administrative policies and procedures manual
 The development of formalized procedures for on-boarding and off-boarding of Districts (include risk and
impact analysis on the JPA)
 Management of all insurance carriers and vendors
 Oversight of JPA financials including reporting of revenue received from participating Districts and
premiums remitted to the insurance carriers and FDAC EBA’s vendor partners.
 Oversight of the BRMS VBAS system including premium and billing reconciliation.
 Monitoring and reporting of the FDAC EBA employee benefit program.
 Keep the JPA updated on industry trends
 Keep the JPA compliant with PPACA and other federal, state and local legislation.
 Act as a liaison for FDAC EBA, member Districts and employees.
The GBS proposal provides FDAC EBA with a price savings in commissions. Please note we recognize FDAC
EBA would like the JPA to grow. Reaching a mutual understanding of what marketing activities will be
done could impact the flat fee option. GBS recommends FDAC EBA consider a May 1, 2014, broker
effective date. This allows more time to encourage Fire Districts participating in CalPERS medical to
consider at FDAC EBA. We look forward to reviewing our proposal with you. Please do not hesitate to
contact me should you have any questions.
Sincerely,

Bordan Darm
3697 Mt. Diablo Blvd. Suite 150
Lafayette, CA 94549
Direct (925) 310-1066
License # 0D36879
bordan_darm@ajg.com
www.ajg.com
www.gallagherbenefits.com

1215 K Street, Suite 2290
Sacramento, CA 95814

Request for Proposal
Presented: March 3, 2014

Bordan Darm
Area Vice President
Gallagher Benefit Services, Inc.
3697 Mt. Diablo Blvd, Suite 150
Lafayette, CA 94549
Bordan_Darm @ajg.com
www.ajg.com
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Gallagher Benefit Services, Inc.

Request for Proposal for Employee Benefit Brokerage Consulting Services

Executive Summary
Employee benefits play an extremely important role in your member district efforts to provide recruit, retain and
satisfy your diverse workforce. Rarely does one size fit all. You and your advisor need to balance what are often
competing demands. Among other things, you need to consider what products and plans are available, what market
conditions are impacting your industry, what member ditricts have been offered in the past and what your fiscal
objectives are looking forward.
Gallagher Benefit Services, Inc. (GBS), is delighted to present our proposal to become your advisor, benefits expert,
advocate, partner and guide. Your advisor must be an expert in finance, legal and regulatory issues and
organizational culture - in addition to the benefits themselves. They must be able to see both today’s realities and
tomorrow’s uncertainties. Today, more so than ever before, your advisor must possess the experience and
resources to “think ahead.”
GBS, a division of Arthur J. Gallagher & Co., is recognized as an industry leader in employee benefits. Our services
are predicated on effectively delivering best-in-class strategic, analytical and technical consulting, as well as
compliance support to organizations similar in size and complexity to FDAC EBA.
Your GBS team takes great pride in our reputation, which has been earned by combining superior consultative
insight with fully responsive technical and administrative support. Based on our understanding, we are particularly
well suited to partner with you, due to our:
 Depth of public entities and JPAs experience and specific expertise of your proposed local consulting team.
 Familiarity and proven effectiveness in working with committees, boards, memberships, and potential
memberships.
 Expertise in becoming an extension of your and your member districts human resources and benefits
personnel.
 Proven approach, which allows us to effectively and responsively partner with FDAC EBA and a broad
spectrum of vendors.
 Formally trained underwriting staff, complemented with a wide array of proprietary actuarial tools and
resources, our extensive experience and working knowledge in the area of cafeteria plans, value benefit
wellness programs and independent market exchanges.
 Unmatched experience and expertise in alternative funding in the private and public sectors.
 Demonstrated working knowledge and history in addressing employee benefits issues across the entire
benefits spectrum with specific focus on public entities objectives and issues.
 Unique Patient Advocate Link (PAL) Program which provides a one on one liaison to employees and their
families to resolve escalated claim and vendor specific customer service issues
 Volume of business with insurance carriers that allow us to leverage our position with them to your benefit.
 Dedicated resources and methodology in addressing our clients’ compliance needs, especially in wading
through the complex eligibility issues public entities.
 Consolidated solutions to cost effectively address all of your organizational risk management needs.

www.gallagherbenefits.com
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Gallagher Benefit Services, Inc.

Request for Proposal for Employee Benefit Brokerage Consulting Services

GBS is pleased to comply with the
requirements as well as other terms and
conditions as specified in FDAC EBA RFP 2014.
We are proud to be honored by Ethisphere
Institute as one of the World's Most Ethical
Companies in 2012 and 2013.
We welcome the opportunity to meet with you to review our proposal and to address any questions. We look
forward to hearing from you and startinga long standing partnership with FDAC EBA.
Sincerely,

Bordan Darm
Area Vice President

www.gallagherbenefits.com
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Gallagher Benefit Services, Inc.

Request for Proposal for Employee Benefit Brokerage Consulting Services

A. Minimum Qualifications:
1. Licensed broker or professional with the ability to contract with product providers in the areas of health,
dental, vision, life and ancillary products in the State of California
2. A minimum of four years of experience as a business.
3. Primary representative assigned to this account shall have a minimum of five years of experience in public
agency pooled programs.
4. Experienced in developing and maintaining a multi-employer health insurance plan and/or have cooperative
purchasing agreements.
5. Fully versed in the Patient Protection and Affordable Care Act, (PPACA) and the health care environment in
the State of California.
6. Expert on provider networks throughout the State of California.
7. Strong reputation of working with public entities.
Gallagher Benefit Services meets and substantially surpasses all seven of the the Minimum Qualifications outlined
by FDAC EBA.

www.gallagherbenefits.com
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Gallagher Benefit Services, Inc.

Request for Proposal for Employee Benefit Brokerage Consulting Services

B. General Information:
1. Your firm name, home office address, address of the office to provide service under the contract, name of
contact person and telephone number.

Home Office Address:
Arthur J. Gallagher & Co.
The Gallagher Centre
2 Pierce Place
Itasca, Il 60143

Primary Consultant Office:

Day to Day Service Office:

Gallagher Benefit Services of CA

Gallagher Benefit Services of CA

3697 Mt. Diablo Blvd., Suite 150

11060 White Rock Road, Suite 160

Lafayette, CA 94549

Rancho Cordova, CA 95670

Bordan Darm

Carol Yeater-Anderson

(925) 310-1066

www.gallagherbenefits.com
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Gallagher Benefit Services, Inc.

Request for Proposal for Employee Benefit Brokerage Consulting Services

2. Briefly describe your firm’s background, history and ownership structure including any parent, affiliated or
subsidiary company or partnerships.

Arthur J. Gallagher & Co.
Arthur J. Gallagher & Co. (AJG) is a $3.15 billion global consulting, brokerage and administration company. AJG has
more than 16,300 employees operating in 250 countries worldwide. Our stock is traded on the New York Stock
Exchange under the symbol of AJG. Since our founding in 1927, AJG has earned a reputation of having
unquestionable integrity and an unmatched focus on the development and implementation of client focused
solutions and exemplary customer service. That same integrity and focus lead to AJG being included in the 2012 and
2013 Ethisphere® Institute’s annual list of the World’s Most Ethical Companies.

Arthur J. Gallagher & Company – Family of Companies
Arthur J. Gallagher & Company, plans and administers a full array of customized, cost-effective insurance,
reinsurance, risk management, self-insurance claims management, and employee benefits products and services
through an organization of specialized companies organized by:

Employee Benefit Services
Gallagher Benefit Services, Inc. and our divisions provide a full range of employee benefits services including
benefits strategy, plan design and management, employee communications, and compliance. When SCVWD works
with GBS, you not only benefit from our expertise, you have access to an array of specialized services available from
our parent, Arthur J. Gallagher & Company and the following GBS divisions.
 APEX Management Group provides tools and consulting services to the insurance industry and employers. With
APEX, employers can predict the cost impact of making changes to their benefit plan before implementing a
change. In addition, APEX helps self-funded companies evaluate the performance of their third party
administrator, determine the cost impact of converting to a consumer-driven health or self-funded plan, and
more.
 Gallagher Retirement Services specializes in providing retirement services to public sector, not-for-profit,
healthcare and corporate entities. While the company performs the role of consultant and/or traditional
broker, our services and work product expand to include on-site participant communications, reporting,
investment selection, investment monitoring, and customized employee communication.
 GBS Insurance and Financial Services, Inc. is a provider of individual life insurance, fixed annuities, and longterm care insurance and is the managing general agent for dozens of the most competitive and highly rated
insurance companies in the marketplace. In addition to its role as a wholesaler, and delivering competitive
policies and aggressive underwriting for insurance professionals, it also provides point of sale assistance with
Gallagher brokers on a co-retail basis.
 GBS Investment Consulting, LLC. is an institutional investment firm offering strategy development, defined
contribution/benefit plan investment consulting, spending policy analysis, performance analysis, and investment
manager selection.
www.gallagherbenefits.com
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Gallagher Benefit Services, Inc.

Request for Proposal for Employee Benefit Brokerage Consulting Services

 HRadvantage offers extensive experience and custom-designed tools to help organizations in the areas of
compensation program design and renovation, custom Internet-based salary and benefit surveys, and
outsourcing of a variety of human resource functions.

Property/Casualty Services
 Artex Risk Solutions, Inc., provides access to the many specialized insurance and reinsurance companies
operating within the Bermuda marketplace and acts as a captive manager and an intermediary in providing
services to pools, captives, rent-a-captives, risk retention groups, and self-insurance arrangements.
 Arthur J. Gallagher Risk Management Services, Inc., Gallagher’s largest division, specializes in structuring
property/casualty insurance and risk management programs for commercial, industrial, institutional, and
governmental organizations through its offices in the U.S., and through a network of strategic alliance partners
in more than 100 countries around the world.
 Arthur J. Gallagher Australasia Holdings Pty Ltd provides a full range of property/casualty solutions for
wholesale and retail clients in Australia and New Zealand. Retail brokerage services are provided by Arthur J.
Gallagher (Aus) Pty Ltd, which offers cost-effective insurance and risk management solutions.
 Arthur J. Gallagher (UK) Limited is a Financial Services Authority (FSA) registered broker and approved Lloyd's of
London broker that accesses Lloyd's and other London and international insurance and reinsurance markets. It
places risks for Gallagher's own brokers, other brokers/carriers and direct retail clients worldwide, across all
aviation, marine, and non-marine classes.
 Risk Management Partners Ltd. markets insurance and risk management products and services to U.K. public
entities through offices in England and Scotland.

Property/Casualty Third Party Administration
 Gallagher Bassett Services, Inc. provides a broad range of risk management services—including claims and
information management, risk control consulting and appraisal services—to help corporations and institutions
reduce their costs of risk.
 Gallagher Bassett Services Pty Ltd. provides claims management services, workcover (workers compensation),
crisis management claim handling and consulting, loss control, and information management services to clients
in Australia and New Zealand.
 Gallagher Bassett Canada Inc. provides claims management, workers compensation oversight, appraisal, and
information management services to Canadian and U.S. clients.
 Gallagher Bassett (UK) provides Pan-European claims management, loss control, and information management
services to clients.
 MountainView Software Corporation designs standardized and customized electronic claims reporting and
claims management software that enables users to submit/view claims, such as OSHA 300, workers
compensation, state First Report of Injury, property, and general and auto liability via the Internet, as well as
generate loss runs and claims analysis reports.
www.gallagherbenefits.com
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Gallagher Benefit Services, Inc.

Request for Proposal for Employee Benefit Brokerage Consulting Services

 Shelter Island Risk Services provides data consulting services to members of the insurance industry, including
carriers, brokers and third-party administrators, as well as directly to risk managers of companies.
 Western Litigation, Inc. (WLI) is a national litigation and claims management firm, staffed by experienced
professional liability trial attorneys and insurance claims executives. WLI is dedicated to the healthcare industry,
and its client base covers a wide spectrum of healthcare entities, including hospital systems, physician groups,
healthcare captives, and risk retention groups.

Wholesale Services
 Arthur J. Gallagher Australasia Holdings Pty Ltd provides a full range of property/casualty solutions for
wholesale and retail clients in Australia and New Zealand. Wholesale services are provided by Australis Group
(Underwriting) Pty Ltd, a multiple lines general insurance and reinsurance underwriting agency.
 Arthur J. Gallagher (UK) Limited is a Financial Services Authority (FSA) registered broker and approved Lloyd's of
London broker that accesses Lloyd's and other London and international insurance and reinsurance markets. It
places risks for Gallagher's own brokers, other brokers/carriers and direct retail clients worldwide, across all
aviation, marine, and non-marine classes.
 Risk Placement Services, Inc. operates as a traditional wholesale broker, managing general agent and program
manager, working with both Gallagher and non-Gallagher producers, and has access to all major excess/surplus
lines carriers. Its operating units include: ARM of California, Castle Insurance Associates, National Insurance
Professionals Corporation, Edwin M. Rollins, Healthcare Insurers, Yanoff Companies, Yanoff South, Alternative
Market Specialists, WorkCare Northwest, and CoverageFirst.com.
The 4th quarter financial report for 2013 is provided in Appendix 1. A soft copy of the 2013 Annual Report report
can be retrieved from the Gallagher website www.ajg.com .

www.gallagherbenefits.com
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Gallagher Benefit Services, Inc.

Request for Proposal for Employee Benefit Brokerage Consulting Services

3. Briefly describe the services your firm provides.

Gallagher Benefit Services
Our focus is on small to mid-market customers with 100 to 2,000 employees. Although many of our competitors
service similar-sized clients and provide only limited resources, we recognize the need of mid-market customers to
access this same level of consulting acumen for actuarial resources, communications, human resource consulting,
and more. Therefore, we have a unique team of consultants who are specialists in the following services:
 Health and Welfare Consulting
 Healthcare Analytics
 Retirement Benefit Consulting
 Human Resources and Compensation Consulting
 Executive Benefits
 Voluntary Benefit Strategies
Our consultants bring to each of our clients an array of services and resources.

www.gallagherbenefits.com
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Gallagher Benefit Services, Inc.

Request for Proposal for Employee Benefit Brokerage Consulting Services

4. Identify and briefly describe the personal background of the primary contact person on the FDAC EBA
account.

Primary Contact Person
Bordan Darm will serve as your proimary contact person and key strategic consultant. Bordan’s responsibilities will
be to develop, implement and oversee the strategic plan for FDAC EBA. Additionally he will oversee the client
service team to assure all projects are fulfilled, vendor relations are managed effectively and that the day to day
consulting and servicing are completed timely and to FDAC EBA’s satisfaction. Bordan’s role provides overall
strategic leadership and quality assurance, including:
 Strategic planning process and work plan development
 Developing and executing the FDAC EBA marketing plan
 Client reporting and trend reviews
 Coordination of overall team's services/support
 Problem solving and conflict resolution
 Creative and innovative thinking around market trends and keeping FDAC EBA benefits program competitive
 Technical peer review on financial reporting
 Peer review of benefit plan information

Bordan Darm, Area Vice President – Lafayette
Bordan is a seasoned professional with 24 years of experience in the benefits industry, He brings a high level of
expertise to our public entity clients. His experience consulting with healthcare benefit programs in conjunction
with his far-reaching proficiency in all aspects of benefits management, make Bordan a highly effective team leader.
His experience and depth in knowledge in benefits consulting, together with his forward thinking, make Bordan a
highly effective leader. His experience encompasses strategic planning and goal setting for the short and long term,
analysis of a wide range of funding mechanisms, and flexible, innovative benefit design and modeling.
Bordan will have lead consultant duties on your account. Bordan has experience in building JPA health plan
programs, growing JPA programs, and managing JPA programs. He excels at assisting clients plan for the future, and
meeting benefit objectives in the face of marketplace and budgetary challenges.
Prior to joining Gallagher in 2012, Bordan worked for 19 years at major consulting firms in northern California. Prior
to coming to Gallagher he managed Mercer’s Sacramento office.
Bordan works out of Gallagher’s Lafayette office. He lives with his family in Elk Grove, is involved with the Boy
Scouts of America and church activities. Bordan graduated from California State University, Hayward with a
Bachelor of Science degree in Business Administration.

www.gallagherbenefits.com
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Gallagher Benefit Services, Inc.

Request for Proposal for Employee Benefit Brokerage Consulting Services

5. Describe the financial size of your company and what portion is derived from benefits brokerage.
Arthur Gallagher founded Arthur J. Gallagher & Co. in 1927 in Itasca, Illinois as a family run agency, and over the
years evolved into a risk management and insurance consulting firm. In 1984, Gallagher became a public traded
company, and today we are the 3rd largest insurance consultant in the U.S. with over $3.15 billion in revenue.
Despite our size, we remain a family run firm that is still headquartered in Itasca. Approximately 25% of our business
is derviced from employee benefits.

Arthur J. Gallagher & Co.
Property/Casualty

Wholesale Services

Employee Benefits

51% of Business

24% of Business

25% of Business

6. Within the past three years, have there been any significant developments in your firm such as changes in
ownership, restructuring, or personnel reorganization/departures? Do you anticipate any significant future
changes within the firm? If yes to either question, provide details.
Arthur J. Gallagher Co. has had significant growth over the past three years. Gallagher continues to grow via internal
growth and acquisitions of smaller, profitable brokerages that serve our same market sector. We anticipate these
trends to continue in the future.
Pat Gallagher, CEO, has stated publicly that Arthur J. Gallagher is not for sale. This strategy of internal growth and
strategic acquisitions, has and will continue to benefit our clients as we grow with the brightest minds in the
employee benefits business, serving you through our Northern California offices as well as our national practice and
specialty groups.

www.gallagherbenefits.com
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Gallagher Benefit Services, Inc.

Request for Proposal for Employee Benefit Brokerage Consulting Services

7. General description of your firm - including premium range of public entity clients, number of clients,
number of employees, organizational structure, other business conducted or services provided, type
of organization (franchise, corporation, partnership, etc.), and other relevant descriptive material.
Arthur J. Gallagher & Company is a $3.15 billion revenue global consulting, brokerage and administration company.
Approximately $800 million comes from employee benefits services. Public Sector clients make up approximately
7.5% of the revenue ($60 million) and 1,500+ clients. Our Public Sector clients are served by 268 employees out of
86 different offices.

Gallagher Benefits Services (GBS)
GBS is the human resource and employee benefit consulting
and brokerage division of AJG. GBS currently has over 170
offices and more than 2,500 employees worldwide dedicated
to delivering a broad range of employee benefit support
services. Our primary focus is delivering unparalleled service
to core middle market companies, typically defined as those
with 100 to 5,000 employees.
GBS operates under a very flat organizational structure to
assure that decisions affecting our clients can be made
quickly, with our service support remaining focused on
meeting our client’s employee benefit and broader human
resources objectives. At GBS we believe that we provide an
operating structure that likely reflects FDAC EBA’s operating
philosophy…we leverage best in class expertise to deliver
superior client-centric employee benefit services in a cost
effective manner.

Public Entity Practice Group
Gallagher has chosen to structure its operations around providing tailored benefit management solutions to specific
industries. Our value proposition is built on the concept that by devoting our best talent, corporate resources and
time toward specializing in chosen market niches, we can provide greater value to our clients by helping them
understand and manage their total cost of risk. Today Gallagher serves clients in 7 industry groups or practices.
These niches provide resources, specialized programs, and enhanced market relationships at local and national
levels. Our niches do industry research, compile information for benchmarking, and communicate on current issues
and trends unique to their industry.
Gallagher currently manages the benefit programs for over 1,500 public entity clients nationally. The benchmarking
data, experience and information on current trends in the Public Entity environment, gives our consultants a
competitive advantage in the marketplace that smaller brokerage firms do not have.

www.gallagherbenefits.com
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Gallagher Benefit Services, Inc.

Request for Proposal for Employee Benefit Brokerage Consulting Services

Consulting Team
Gallagher has assembled a team of experts to service FDAC EBA’s account. Their experience includes:
 Strategic Planning and Consulting
 Carrier Underwriting and Negotiation
 Public Sector Expertise
 Market Research and Statistical Reporting
 Board/Committee Presentation and Education
 Marketing / Communication Programs
 Vendor Management
The structure of the GBS service team includes multiple layers of resources, including senior benefit consultants,
experts at plan management, specialized support through the GBS Technical Support Group and Gallagher’s Public
Entity Niche.
FDAC EBA’ Primary Consulting Team is the group you will typically see at meetings and interact with on a regular
basis. In addition, this primary team will receive support from our designated specialty resources made up of
specialists focused on specific areas of expertise. Their work is generally completed behind the scenes, but they are
a critical part of the total service team Gallagher brings to FDAC EBA.

www.gallagherbenefits.com
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Gallagher Benefit Services, Inc.

Request for Proposal for Employee Benefit Brokerage Consulting Services

8. Description of your firm’s employee turnover experience among professional, para-professional and
support staff within the last three years and rationale for the turnover rate.
GBS is committed to meeting and exceeding the expectations of the FDAC EBA. Should turnover occur to the GBS
team for the FDAC EBA, GBS will replace the individual immediately with a new team member.
As a proactive measure, GBS is committed to developing talent from within. This means that we train our junior staff
members and provide opportunities for them to grow. If a vacancy were to occur on a team, we look for internal
sources first to replace the void.
The turnover rate within GBS is in line with industry standards. GBS has maintained a retention rate of employees of
90%+ within the last three years.

www.gallagherbenefits.com
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Gallagher Benefit Services, Inc.

Request for Proposal for Employee Benefit Brokerage Consulting Services

9. Identification of principal staff members who will be responsible for this account.
Name & Location

Role & Title

Years of
Experience

Function

Principal Staff Members
Bordan Darm
Lafayette, CA

Bruce Caldwell
Larkspur, CA

Senior Consultant
Area Vice President

Senior Advisor
Area President

20+

20+













Carol Yeater-Anderson
Rancho Cordova, CA

Account Manager
Client Support

19






Andy Yu
Lafayette, CA

Technical Consultant
Client Support

8






Kelly Furtado
Rancho Cordova, CA

David Brown
San Francisco, CA

www.gallagherbenefits.com
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Account Coordinator
Client Support

15






Executive Sponsor
Area President

35+




Responsible for overall strategy and strategic advice
Develop and implement marketing plan for FDAC EBA
growth
Responsible for overall client satisfaction
Ensures all work meets FDAC EBA expectations
Responsible for contract reviews
Resolves escalated claims issues and advocacy
Responsible for service delivery
based on FDAC EBA objectives
Identifies and assigns the appropriate consulting
resources for specific issues or projects at hand
Responsible for bringing FDAC EBA up to date
information and trends for Public Entities and JPAs
Supports the overall consulting team with
benchmarks, relevant data and consulting advice
Point person for day-to-day project management
Ensures all work meets timeframe and quality
expectations
Acts as an extension of FDAC EBA HR team
Implementation assistance/confirmation of coverage
terms
Technical lead for all carrier/vendor marketing and
renewals
Provides monthly, quarterly, semi-annual and annual
reports of plan performance
Responsible for financial analysis and negotiation for
plan design changes, plan utilization analysis, alternate
benefit initiatives and alternative funding options
Responsible for oversight of marketing and vendor
renewals
Provide market intelligence and research
Support plan administration, research, and
coordination of the marketing and renewal process
Open enrollment and health fair coordination
Implementation assistance/confirmation of coverage
terms
AJG service commitment
Develops relationships to foster partnership and
continuous improvement

Gallagher Benefit Services, Inc.

Request for Proposal for Employee Benefit Brokerage Consulting Services

Name & Location

Role & Title

Years of
Experience

Function

Specialty Resources
Senior Underwriter

30+



Supports team on underwriting, actuarial services and
financial modeling

ERISA Attorney

20+



Supports the team on escalated compliance and legal
issues

35+



Responsible for compliance delivery and educational
support

Technology &
Administration
Consultant

30+



Responsible for supporting FDAC EBA on benefits
technology and administration systems

20+




Princeton,NJ

Healthcare Analytics
Actuarial Consultant

Steve Smith

Retirement Consultant

20+



Responsible for retirement consulting support to FDAC
EBA



Supports the team on communications materials,
design and graphics

John McCue
Lafayette, CA

Sally Wineman
Seattle, WA

Vic Deksnys

CCompliance Consultant

Larkspur, CA

Rhonda Marcucci
Chicago, IL

Mark Rosenberg

San Francisco,CA

To Be Determined
Based on FDAC EBA Needs

www.gallagherbenefits.com
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Communications
Consultant

Responsible for actuarial support to FDAC EBA

Gallagher Benefit Services, Inc.

Request for Proposal for Employee Benefit Brokerage Consulting Services

10. Describe how your firm will facilitate the customer service component of this contract.

Our Performance – Measurable Results Win the Day
The highest level of client service can only be attained with talented personnel,
the right approach, resources to support that approach, and the ability to
execute a strategic plan. At GBS we understand this and incorporate all of our
resources and skills to specifically address the most difficult challenges facing
our HR partners. By addressing each challenge individually and detailing the
action steps we manage and lead on behalf of our clients, we create a blueprint
for success that is clear, measurable and proven.

Performance Guarantee
Quality consulting is our top
priority. GBS is willing to
provide a performance
guarantee to ensure FDAC
EBA continued satisfaction
with our work.

This is further supported by our willingness to provide FDAC EBA a performance
guarantee covering up to 10% of our annual compensation. This performance guarantee will be based on a
combination of mutually agreed upon objective and subjective service delivery measures that will be jointly
evaluated by FDAC EBA semi-annually.
The process begins with the identification of the objective and subjective performance measures to be included in
the agreement. Once the agreement is completed there are formal mid-year and year-end meetings scheduled with
FDAC EBA to discuss the preliminary and final performance ratings (completed by FDAC EBA) respectively. The midyear meeting is designed to identify and address any needed corrective actions, and the final meeting covers the
final FDAC EBA rating/review under the performance agreement, as well as the status of any required payouts under
the performance contract.
In addition to these specific meetings, the consulting team will seek feedback from FDAC EBA staff during quarterly
financial review meetings and other client meetings as is appropriate. Dave Brown, as the Executive Leadership
contact, will also make periodic contact with FDAC EBA to discuss our performance under the agreement.
An annual Stewardship Report will be completed and reviewed with FDAC EBA within the first quarter after the plan
anniversary date. This report revisits strategic objectives for the prior year and how well actual results tracked
relative to the objectives. This meeting also kicks off the strategic review process for the next year addressing any
course-corrections necessary to the strategic plan and reviewing all the key initiatives anticipated for the upcoming
year. Based on the topics addressed, we try to schedule the stewardship meeting at a time that can include all key
senior team members from both GBS and FDAC EBA.
Quality control of daily work product is the responsibility of the Lead Consultants, Bordan Darm and Carol YeaterAnderson, working closely with the other team members. This includes assuring our formal GBS peer review
process is being utilized on all client reports and significant correspondence. This peer review process covers
technical peer review when dealing with financial reports and/or compliance related documents and non-technical
peer review when dealing with general plan information.
Peer review, HIPAA compliance, transparency, and other practice areas are subject to periodic audit at the Branch
and Regional level. These audits provide reports to Executive Leadership regarding the percentage compliance by
team and individual. Where there are shortfalls, they are addressed immediately as a training opportunity.
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Day to day Services
Fire Districts of today face an overwhelming task of developing and delivering a full range of benefits and human
resource programs. Attracting, retaining and motivating the finest employees is imperative. More than ever, the HR
functions play a vital and strategic role in a firm’s success.
GBS has unique expertise in delivering a full range of HR consulting services for today’s business needs. As your
experienced partner who is “thinking ahead”, GBS delivers guidance in all areas of employee benefits. In addition,
we have expertise in the following areas:

Technical Resources – Renewal Process
The renewal negotiation process starts with the claim experience data we receive from your insurers. GBS combines
this data with local market trends to provide early renewal projections, which we use for preliminary budgeting and
early negotiation. In addition, we utilize our actuarial software program to provide manual estimates on what Mill’s
benefits program should cost based on your plan design and demographic information. We can also model pricing
and plan design changes using this tool.
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GBS has extensive experience managing annual renewals; we use the annual renewal period as an opportunity to
review all aspects of your current benefits program, determine whether it is meeting your short and long term
objectives, and make changes if appropriate.
We also review and revise any performance guarantees, and implement new guarantees when appropriate. We
specifically recommend guarantees for claims trend, network utilization, implementation timelines, and other key
service indicators.
We will commence the renewal process by presenting FDAC EBA with an Annual Benefit Plan Review Report. This
report compares actual plan performance to projected performance.

Key Tools Used During the Renewal Process


Evaluation of claims data to determine adverse claim or utilization patterns.



Management of the renewal with the current carrier geared to achieving lower costs



Negotiation of the most favorable premium rate actions based on claims experience and market condition



Review of carrier provider networks to determine both maximum network access based on clients’ employee
population, as well as the appropriateness and competitiveness of carrier network discounts



Budget and cash flow projections for each respective plan and, if appropriate, recommendations

We augment this report (and all GBS reports) by developing/purchasing current benchmarking information on cost
trends, utilization and network performance from other organizations of note, such as:


Gallagher Benefits Strategy & Benchmarking Survey



Kaiser Family Foundation Employer Health Benefits Survey



Mercer Survey of Employer-Sponsored Health Plans



U.S. Chamber of Commerce Survey



Segal Health Plan Cost Trend Survey



Profit Sharing/401(k) Council of America



Society for Human Resources Management (SHRM) Benefits Survey



Watson Wyatt Survey

These sources of benefits information allow us to build and provide meaningful and relevant competitive
benchmark data.
Once we present the Annual Benefit Plan Review Report, we move forward with our annual renewal process which
includes:


Strategy development in cooperation with FDAC EBA to identify goals, analyze program costs, and review both
current and alternative funding arrangements
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Management of the renewal with the current carrier(s) with a strong focus on achieving competitive,
appropriate pricing (or with alternative carriers if desired)



Preparation and presentation of the annual renewal timeline to FDAC EBA which covers every aspect from RFP
preparation to the delivery of employee communications



Continued exploration into self-funding, stop loss insurance, and/or fully insured options



Evaluation of vendor responses to ensure that variations in coverage and costs are identified, and that Mill’s
needs are met



Conducting finalist interviews to explore cultural compatibility



Analysis report based on renewal negotiations factoring claims cost projections and benefit plan designs



Finalization of vendor and carrier decisions in close collaboration with Mill’s human resources management and
company executives

In addition to services of an actuarial nature as described above, such as plan design consulting, plan modeling and
self-insurance analysis, we also have internal actuarial resources available. When more specialized actuarial process
is needed we partner with GBS Healthcare Analytics. Healthcare Analytics is a specialty subsidiary comprised of
actuaries, thought leaders and academics. GBS Healthcare Analytics utilizes predictive modeling tools, consultative
services and data warehousing to the largest insurance companies in the world. Their predictive modeling system is
considered the most sophisticated modeling software available.

Network Discounts and Network Access
Effectiveness of provider contracts and
networks require determining if the
programs provide the optimal balance
between network/provider access,
and provider discounts.
The network/provider access is
generally easier to evaluate, with most
carriers providing robust data based
on geographic provider locations your
group’s population distribution. They
can also breakdown actual claims by
network versus non-network
occurrences. Using this data we can determine the efficacy of a program to your employees.
Determining the relative value of network discounts is a little more complex and can take one of two approaches
commonly used to compare discount levels among provider networks.
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The approach with the highest accuracy utilizes actual client claims data. Under this approach, our GBS Healthcare
Analytics actuarial team would evaluate the total claims data and submit the entire file to the potential carriers to
re-price using their discounts and current provider base. GBS Healthcare Analytics will then compare these findings
to the 20 million claims in our database to validate the pricing results that come back from the competing networks.
When detailed claims information is not available we employ a sampling model. These findings will then be
weighted based on the number and relative demographics of the employees in each location using models
developed by our actuaries.

Utilization and Disease Management
The promise of disease management (DM) as a tool for helping to control escalating medical costs has become a
popular topic. In recent years TPA’s developed software tools to identify potential large claims based upon
diagnosis, utilization, treatment patterns and prescription usage. TPA’s were the earliest to use this data to reach
out to the plan participant, communicating the seriousness of the situation, suggesting a visit or consultation with
physician.
Insurance carriers have followed suit, directly communicating via outbound phone calls and mailings to the plan
participant to: improve the participants health and safety, improve compliance with evidence-based guidelines,
increase early detection of and rapid response to health issues, enable plan participants and their physicians to
make more informed management decisions, inform the plan participant of carrier discounts related to good health
(generic vs. name brand drugs, discounted vitamins, gym memberships etc.), educational websites with name-brand
medical groups (e.g. Harvard Medical School), and toll free access to health coaches. Cost reductions occur for the
employer and the plan participant when the insurance carrier can direct the participant to a better health outcome.
Results from DM are mixed and difficult to quantify. Most DM reports to employers compare results from a current
study period with comparable data from the same population in a previous reference period. In these cases it is
important to note that just because utilization and cost decreases, the related savings are not necessarily the result
of the DM program. Most positive financial results will be more likely to occur in the third, fourth or fifth year. Thus,
an employer with high turnover is less likely to see significant savings.
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Additionally, reported costs savings can be self-serving. Without a third party review of the data, there is a measure
of ‘good faith’ required.
For employers who have not yet implemented or wish to review their current carrier DM program, a real question
exists. Will the costs of deploying such a plan yield enough of a return?
This question can best be answered through a
feasibility study of the employer’s data
measured against valid benchmarks, e.g. the
percentage of actual vs. expected incidence of
disease in your population.
With the help of GBS Healthcare Analytics,
GBS’ actuarial unit, we analyze the offerings
by the various insurance carriers, reviewing
their scientific and statistical evaluations.
Additionally, we consider the amount of data
available to the DM and its ability to act upon
it. For example, will a Kaiser DM and wellness
program be more effective based upon the
amount of data and quality of their systems?
Do they have a good track record for reaching
out and receiving positive responses? How is Kaiser perceived by the employee population? Reach-out requires
interaction on both parts and the willingness of the plan participant to act upon the overture.

Wellness
Developing a sound and well-conceived wellness program is one of the most delicate balancing acts of all medical
management services. These programs include:


Integration of wellness centers with disease management programs



Weight loss education



Diabetes control and assistance



General health screening

The primary goal of these programs is to get people thinking about what they can do to improve their general
health, and then provide the tools to help them focus on the steps that produce the most meaningful results.
GBS helps to secure both employee and management buy-in and also helps develop the communication efforts
necessary to enhance the employees’ awareness of the programs. Gallagher has worked with a number of wellness
companies to offer Health Risk Assessments and Wellness Screenings such as;


Cholesterol profiles
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Diabetes



Blood Pressure

We have also worked with employers to develop incentives designed to drive participation and help identify high
risk conditions early, when treatment is far less invasive.

Gallaghers Vendor Monitoring Capabilities
One of GBS’s key values is to forge strong, lasting relationships and to work in partnership with our clients as well as
with our vendors, carriers and TPA’s. The most valuable measure of carrier performance comes from you and your
employees directly. We assist in monitoring carrier performance and act as your advocate to resolve service
problems and carrier disputes.
We gladly accept full responsibility and accountability for managing relationships with vendors, and proactively
serve as chief advocate for FDAC EBA.
Whenever possible, we negotiate implementation and annual performance guarantees between our clients and
their insurance carrier(s). Standard performance measures include such metrics as claim payment accuracy,
turnaround time, customer service problem resolution, and average speed to answer the phone.
Because of our national relationships with many of the large insurance carriers, we have been able to negotiate
client-specific performance measures encompassing a broader range of services. These may include network
discount guarantees, disease management program and wellness program return on investment, guarantees and
implementation timelines for new carrier installations.
Regardless of the type of performance guarantee in place, we track the measures quarterly if possible, but at least
annually to ensure the carriers are meeting the objectives they were selected to meet. The negotiations usually
result in a portion of premiums or ASO fees being placed at risk for falling below the performance standards. If
reviewing the performance measures in place for a particular carrier yields negative results and/or employee
satisfaction surveys indicate poor performance, GBS works closely with the carriers and our clients to correct any
errors or problems.
For many of our clients we conduct quarterly, monthly, or even weekly conference calls and/or meetings to ensure
the carriers stay on track. Where warranted, we have and will work jointly with our clients and the vendors in
reassigning account managers, utilizing our depth of experience and leverage with various vendors to facilitate the
selection of an appropriate replacement and a transition plan.
If attempts to correct errors or improve satisfaction fail, GBS may recommend terminating the relationship with a
particular insurance carrier and begin to discuss alternatives with FDAC EBA. We consistently monitor carrier pricing,
product portfolio, and solvency to determine if an insurance carrier should remain in place.
In addition, we utilize a vendor “scorecard,” where our clients periodically rate each vendor in a number of areas,
such as claims resolution, account service and member services. We share this information with our vendors and
work with them to make appropriate improvements.
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Our approach to negotiations with the insurance carriers and other vendors is to be tough, but fair, recognizing we
represent our client’s interests first and foremost. By taking these up front steps and maintaining clear lines of
communications, we find we have been able to minimize most carrier service issues throughout the year.

TPA Performance Practice
We maintain a TPA Performance Evaluation practice that is staffed by claims professionals with extensive insurance
industry experience. We can also coordinate third party claims system and vendor administration audits when
necessary. This service is available through GBS, or can be secured through independent vendors.
Highly qualified specialists conduct a variety of assignments annually including;








Reviews of third party administrators
Pharmacy benefit managers
Insurance companies
Reinsurance companies
Managing general underwriters
Self‐administered health plans
Health maintenance organizations

Technical Resources Reports
The following reports are subject to availability of data provided by each carrier.
Monthly Reports


Summary of Plan Costs



Analysis of Actual Versus Budget



Identification of Employee Contributions



Tracking of Large Claims



Comparison of Claims to Aggregate Stop Loss



Identification of Plan Costs by Specific Line of Coverage
(i.e., Medical, Dental, Pharmacy, etc.)

Quarterly Reports


Comparison of Plan Costs to Projections



Identification of Services Provided



Utilization Review



Comparisons to Prior Claim Periods



Plan Trends
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Annual Reports
 Executive Summary of Program Expenses

Forecasting Plan Changes

 Comparison of Current Costs to Renewal Costs
 Renewal Alternatives
 Incurred But Not Reported (IBNR) Dollar
Projections
 Overview of Specific Stop Loss Projections
 Future Plan Cost Projections
 Dollars Saved by Contract Negotiation
 Percent of Benefit Dollars Paid by Employee
 Claims by Size
 Physician Visit Details
 Benefits Paid by Type of Service
 Plan Funding/Budget Comparison
 Fixed Expense Comparison
 Our service team members:
 Review the data available from the carriers
 Analysis of data review
 Review options to address any outliers

Healthcare Analytics - Actuaries
GBS has a highly skilled team of internal actuaries called Healthcare Analytics (HCA). HCA is schooled in all facets of
healthcare and risk management. HCA has the ability to mix plan and carrier actuaries together, which provides us
with deeper knowledge and increased value to our clients. Your technical consultant, Brad Ficke, is responsible for
analysis and interface with our team of actuaries.
Negotiating renewals, tools to compare carrier capabilities, tools to analyze claims and other analytics are necessary
actuarial services to complete a full servicing of FDAC EBA benefits program. Via these questions, we map out the
various ways we use these ‘tools’ and proprietary programs to provide in depth data to support employee benefit
options to FDAC EBA.
GBS uses our proprietary rating tool HRM to evaluate the impact of any benefit changes, projecting the impact in
both the near and long term. We also work to ensure any benefit changes under consideration do not long-term
adverse impact on other benefit programs, or overall employee productivity.
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GBS Healthcare Analytics, an actuarial unit for special circumstances. They develop and utilize predictive modeling
tools, consultative services and data warehousing delivered to the largest insurance companies in the world. Their
predictive modeling system is considered one of the most sophisticated modeling software programs available and
has been used by insurance carriers for years to set rates internally.
Our GBS consultants access these actuarial support services on behalf of our clients in one of two primary ways.
First, our local underwriters have access to proprietary financial management tools developed and maintained by
the GBS Healthcare Analytics actuarial staff including:
 GBSInsider - financial reporting package that includes
sophisticated data analysis and benchmarking
capabilities and is used for ongoing client utilization
reporting.

GBS Insider

 BenefitPoint ‐ Data by geographic region, industry/SIC
Code and group size to analyze various aspects of
benefit design.
The second way is to directly engage the GBS Healthcare
Analytics staff to complete projects that require development of more sophisticated actuarial models or consulting
services.









Data Warehousing
Budget vs. Actual Analysis
Utilization Analysis
Actuarial and Comparative Benchmarking
Eligibility and Duplicate Checks
Consumer Driven Modeling
Disease Management
Clinical Analysis.

Financial Benchmarking Services
Benchmarking is a vital tool in assessing the competitive value of benefits programs within specific industries. GBS
creates benchmark data reports which compare clients’ employee benefits programs to industry and/or geographic
survey data. These reports pinpoint the strengths and weaknesses of a benefits package relative to a client’s
recruiting competition for both specific plans and a total benefits package.
Additionally, through Aptus and Gallagher’s Higher Education and Public Entity niche efforts we are able to
benchmark various benefit and contribution levels, again with data cuts available on a regional basis where the data
is robust enough to be relevant.
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GBS also develops/purchases up-to-date survey information and other resources regularly.
 Gallagher National Survey
 Kaiser Family Foundation Employer Health
Benchmarking Tools
Benefits Survey
 Mercer Survey of Employer-Sponsored Health
Plans
 U.S. Chamber of Commerce Survey
 Segal Health Plan Cost Trend Survey
 Profit Sharing/401(k) Council of America
 Society for Human Resources Management
(SHRM) Benefits Survey
 Watson Wyatt Survey
GBS also has the capability to develop and
implement customized, industry-specific benchmarking surveys

Gallagher’s Health Improvement Capabilities
The Gallagher team outlined in this proposal has worked with numerous clients in developing a wide array of
wellness programs that are specific to each client’s unique set of goals and objectives.
Both locally and corporately, we are actively partnering with our clients and their vendors in crafting wellness
initiatives as part of an integrated population health management strategy, while leveraging, to the extent practical,
carrier resources that are embedded within the existing cost structures. In addition, we are able to tap into
expertise within our Healthcare Analytics group, as well as colleagues throughout the division.
At GBS we firmly believe the short and long term profitability of an organization is directly linked to the physical and
mental health of their employees. We are fully prepared to support FDAC EBA with wellness and disease
management consulting services.






Our approach proposes the following steps:
Conduct a wellness audit
Devise a strategic plan
Implement and deployment
Monitor plan progress and effectiveness on an ongoing basis

The implementation of a comprehensive wellness platform can improve employee overall physical and mental
health, lowering the incidence and severity of medical problems, and decreasing the number and cost of medical
claims. Several recent studies show that over 50% of healthcare costs are directly related to people’s behaviors and
lifestyle choices. The bottom line is to keep employees at low risk through ongoing health promotion initiatives and
addressing those who are at moderate and high risk though appropriate, interactive disease management programs.
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When getting started, GBS will work with FDAC EBA to take significant actions to formalize a wellness program
designed to not just help control future health care costs, but also improve your employees’ overall quality of life
now and into the future.
Key success factors for wellness programs include:











Analyze Employer Capacity- HR Dept’s ability to handle additional duties
Establish Timetable
Grow the Program- Only offer to employees what they can absorb and handle
Executive buy-in- Vision from senior leadership
Worksite environment- Consistent message of wellness
Health risk appraisals- Determine baseline of health
Individual stratification- Proper alignment of program availability
Population programs- Easy access to materials
Incentive to participate- Joining the programs and participating
Measurement- Follow-up to identify improvements

GBS also has WellCare Solutions as one potential solution for our clients. This customizable program ranges from
online wellness support to fully, all inclusive wellness and disease management programs including biometric
screening and incentive tracking. This work can be tied into our actuarial modeling work to approach wellness and
disease management as part of a broader integrated clinical care model. The clinical model allows you to target the
behaviors that drive higher health care costs and measure the results of wellness and disease prevention efforts to
track success rates into the future.
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11. Listing of the insurance companies with which your firm does business and the number of years
associated with each company.
As one of the leading national employee benefits consulting firms, GBS offers FDAC EBA the highest level of market
leverage and clout. GBS has established strong, senior-level, long-standing relationships and sizeable placements
with your current and potential carriers. Our strong market presence ensures that each of our clients will have
access to the most competitive products and pricing available in the marketplace.
This concept of leverage is applied at the national, regional and local levels where GBS, through our network of
offices, has a significant amount of volume with the top carriers in the northern California marketplace. This results
in not only pricing advantages, but also better customer service from the carriers. Our preferred status with the
carriers means that there are high performing teams specifically assigned to GBS clients so we can better address
client needs and issues as they arise.
As a market leader, Gallagher is represented every year in California on the advisory boards of:

In addition, we participate in annual (and with some vendors more frequent) regional and national executive
briefings and market assessment sessions with:





United Healthcare
Kaiser Permanente
Cigna
MetLife






Prudential
Delta Dental
Vision Service Plan
And other prominent ancillary benefit insurers.

Dave Brown as the key executive assigned to FDAC EBA, maintains relationships with the senior management of
most prominent carriers admitted in the state of California. This assures FDAC EBA that its voice will be heard at the
most senior levels of the insurance carriers when needed.

www.gallagherbenefits.com
Page 30

Gallagher Benefit Services, Inc.

Request for Proposal for Employee Benefit Brokerage Consulting Services

12. Expert on the Patient Protection and Affordable Care Act (PPACA), integrating into your proposal the
requirements of the PPACA.
Compliance requirements for employee benefits plans have become more challenging with the PPACA
requirements. This increase in governmental regulation has affected every area of human resources and employee
benefit administration. GBS will take an active role in ensuring you stay abreast of and in compliance with PPACA<
the multitude of local, state, and federal regulations.
We have both national and regional compliance support. Regulatory compliance materials are prepared by GBS,
through our Technical Support and Compliance Unit. This resource includes a Western Regional Compliance Team,
with a representative assigned to FDAC EBA, Sally Wineman.
GBS has also developed a proprietary suite of tools specifically designed to gauge the impact of healthcare reform
on a client-specific basis. The tools guide employers through an analysis and exploration necessary to determine the
best course of action:
 GBS HCR Planner: an interactive tool that helps
employers create a concrete action plan to
respond to healthcare reform legislation. This
tool provides the framework to identify
provisions of healthcare reform that will apply
specifically to your organization, document any
gaps between your current benefits offering
and the new legal requirements, and
determine next steps in plotting your
organization's response to the new law.
 Health Risk Model (HRM): Federally mandated
health plan changes, such as elimination of
lifetime and annual dollar maximums and elimination of cost-sharing for preventive services (for nongrandfathered plans), can have a substantial effect on the cost of some health plans. The HRM is an actuarial
predictive modeling tool developed by the GBS Healthcare Analytics division, which helps accurately forecast
effects on costs.
 HCR Financial Outlook: a comprehensive statistical modeling methodology based on the client’s specific census,
contributions, plan designs, and a series of assumptions. The outcome of this analysis is a range of financial
impact an employer may anticipate in the year 2014 and beyond as a result of federal healthcare reform. This
tool runs a number of simulations to arrive at the outcomes that are the most statistically probable and thus
serve as a valid basis for strategic planning for the future.
As a demonstration of the resources dedicated to keeping our clients apprised of evolving healthcare reform
developments, as well as our value added approach to serving our clients, GBS has developed and maintains a
website dedicated to this critically important topic. The website – http://www.GBShealthcarereform.com– is
available to all of our clients.
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Gallagher Exchange Marketplace
We are one of the few consulting companies to have a private exchange to best meet our customers evolving needs.
Research shows that private exchange models, such as
Gallagher Marketplace are becoming a more attractive
method of providing healthcare coverage. Intrigued by all of
the noise in the marketplace and in the news concerning
Private Exchanges? The first step is to understand what a
Private Exchange is and if and if it aligns with your
organizations' strategic goals. Through this discovery
process, you can then better assess how adopting a Private
Exchange platform such as Gallagher Marketplace can help
solve your organizations' employee benefits challenges.

Defined Contribution 101

1 “2012 Employer Health Plan Study,” J.D.
Power & Associates, Released June 2012.

Defined contribution is a funding strategy in which employers provide a set dollar amount to each employee for
benefits. Unlike the defined benefit approach, defined contribution facilitates transparency in full employee
compensation and allows employers to gain predictability in setting their long-term benefits budget. A defined
contribution strategy works best in an exchange environment where employees have the choice of how to spend
their benefits dollars.

Benefits Exchange 101
A benefits exchange is an online store or marketplace where employees purchase benefits to suit their individual
and family needs. Exchanges offer multiple options for health insurance plans, and may also offer other benefits,
such as dental, vision, life, and disability, among others. This level of choice is available because exchanges also offer
end-to-end enrollment and benefits administration services – enabling manageability from an administrative
standpoint.
Some exchanges contain tools to help employees make wise benefits choices, including:
 Decision-support technology, such as using a questionnaire to collect and analyze personal data including
health status, financial status, risk tolerance and preferences in order to recommend a plan or customized
portfolio of plans
 Plan comparison tools, to allow easy comparison of all the plans offered based on the decision support
recommendations.
 Education about benefits in general and specifics about the benefits offered.
Depending on the type of exchange, they may offer group or individual insurance plans. Exchanges that are“private”
are run by industry, while those that are “public” are run by the government.
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Key Features to a Successful Exchange
 Funding for Coverage – A system where the funds for healthcare coverage are seamlessly transferred from the
employee and/or the employer to the insurance carrier providing the coverage.
 Inventory of Medical Plans – Ability to choose from a meaningful selection of major medical plans with varying
plan designs.
 Supplemental Insurance Products – Access to supplemental products such as dental, vision, disability and
wellness programs, giving employees a wider range of choice and potentially greater protection for their unique
risks.
 Decision Support – Ability to provide the support employees need to determine the package that is right for
them, including education and plan recommendation tools, and price transparency on products.
 Comprehensive Support Services – Services provided at the front-end of the purchasing process as well as the
necessary services to ensure the employee gets coverage on the back-end.

Leader in the Exchange Marketplace
In its purest sense, a Private Exchange is a marketplace that empowers employees to take control of their
healthcare. If done correctly, a Private Exchange provides:


Predictable benefits costs for the employer



Greater employee choice



Increased employee engagement

Gallagher does not view the Private Exchange as a transaction, but as a process. We strive to continue innovation
and leadership in the benefits arena by continually work to reduce medical spend, increase employee engagement
and create administrative ease.
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13. Identify any services you are unable to perform under this RFP.
GBS is able to comply with all aspects of this RFP with the exception of the following:

Section 2 Broker Services – Scope of Work
GBS reviewed the Scope of Services with Ms. Melissa Dixon, Administrator to FDAC EBA. She clarified that items 33
and Item 34 Maintain Claim Files and Claims handling oversight (respectively) refer to worker’s compensation and
do not apply to the RFP.
GBS confirms that we will not be providing services outlined in 33 and 34.

Section 3 Technical Proposal Information – Item 7
Reads as follows: Describe your ability to indemnify and hold the JPA, Board of Directors, and plan participants
harmless against any and all claims, suits, actions, liabilities, and costs of any kind arising from your acts or omissions
and those or your subcontractors, if any.
Gallagher clarifies that:
 Sec. 7 (pg. 10) - Indemnification will be limited to negligent acts and omissions or breaches of the contract.
 Sec. 7 (pg. 10) – The $20 million limitation of liability language will need to be added to the indemnification
provision.

Section 3 Insurance Requirement – Item 1
1. Commercial General Liability: Commercial General Liability insurance which affords coverage at least as broad
as Insurance Services Office “occurrence” form CG 00 01, with minimum limits of at least $1,000,000.
Endorsements are required adding the JPA as an additional insured and providing primary and non-contributory
coverage.
The Insurance Services Office “occurrence” form CG 00 01, is unfamiliar to AJG. We have asked Melissa Dixon for
clarification on the form.
AJG carries the following limits of General Liability and Commercial General Liability






General Aggregate
Products – Comp/ Op Agg
Personal and ADV Injury
Each Occurrence
Damage to Rented Premises (Each Occurrence)

$3,000,000
$3,000,000
$1,000,000
$1,000,000
$100,000

Section 3 Assigned Personnel (pg 11)
GBS shall accommodate any reasonable request for replacement of personnel and will provide notice of such within
a reasonable time after the change has occurred. GBS will use good faith efforts to ensure that FDAC is satisfied with
the replacement personnel assigned. GBS cannot provide an opportunity for FDAC to approve replacement
personnel.
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14. Describe any litigation in which your firm has been engaged during the last 5 years.
At the present time, Arthur J. Gallagher & Company and Gallagher Benefit Services face no pending litigation that
would impact our ability to provide the services described in the proposal to FDAC EBA nor result in a material
change in the firm’s financial position nor future viability.
However, Arthur J. Gallagher & Co. and its affiliates may be involved in various court actions (i.e., customer
complaints, subpoenas, and investigations from Departments of Insurance, etc.) at any given time proportionate for
a broker of its size and profile. Any material items are noted in reports to the SEC, which are available at
www.ajg.com.
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C. Technical Proposal Information:
1. Provide a brief overview of all services and products your organization provides.

Gallagher Benefit Services
GBS is a full service benefit services insurance broker/consultant. Our focus is on small to mid-market customers
with 100 to 2,000 employees. Although many of our competitors service similar-sized clients and provide only
limited resources, we recognize the need of mid-market customers to access this same level of consulting acumen
for actuarial resources, communications, human resource consulting, and more. Therefore, we have a unique team
of consultants who are specialists in the following services:
 Health and Welfare Consulting
 Healthcare Analytics
 Retirement Benefit Consulting
 Human Resources and Compensation Consulting
 Executive Benefits
 Voluntary Benefit Strategies
Our consultants bring to each of our clients an array of services and resources.
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2. Describe your firm’s experience and capabilities, particularly with public entity employers.
GBS is experienced in performing all aspects of public entity employee benefits consulting and brokerage.
This expertise extends to building, growing and managing JPAs as well. GBS is uniquely positioned to assist
FDAC EBA with creative and innovative cost-containment strategies and network alternatives.

Our Philosophy/Approach
The philosophy of GBS is one which seeks to partner with our clients in a way that best complements your in-house
resources and expertise. We strive to provide ongoing insight into evolving trends, while providing technical
expertise, so as to allow our clients to provide benefits that meet their human resources and fiscal objectives.
We structure our teams in such a way to assure responsiveness. We seek to empower our clients to make fully
informed decisions, and then work hand in hand to support implementation and ongoing administrative efforts. The
four primary consulting team members have over 60 years of collective employee benefit plan experience, covering
all facets of employee benefit design and delivery.
We take on our clients’ issues as our own. Our collaborative philosophy has consistently resulted in customized,
often innovative solutions for our clients. We strive to create a mechanism that provides for budgetary
predictability, assured objectivity and full disclosure, while reasonably reflecting the level and intensity of services
provided. We believe our three pronged service approach is one of our key differentiators:
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This 3-pronged approach, embedded in our Annual Partnership Blueprint, provides the foundation which will enable
you to deliver competitive, cost effective benefits to your employees
GBS will partner with FDAC EBA in a way that best complements in-house resources and expertise. We strive to
provide ongoing insight into evolving trends, while delivering technical expertise to assist our clients in providing
benefits that meet their human resources and fiscal objectives. We take on our clients’ issues as our own; our
collaborative philosophy has consistently resulted in customized, often innovative solutions for our clients.
We strive to create a mechanism that provides for budgetary predictability, assured objectivity and full disclosure
while reasonably reflecting the level and intensity of services provided.
GBS will review the data from all sources and will review FDAC EBA’ goals, objectives and philosophy. In partnership
with you, we will implement an Annual Partnership Blueprint.

ANNUAL PARTNERSHIP BLUEPRINT
Experience has taught us that our greatest value is realized when we are true partners with our clients in providing
employee benefit plan management. GBS' focus is on proactive, rather than reactive, employee benefit consulting
services.
The Gallagher Annual Partnership Blueprint involves a step-by-step process for organizing and prioritizing the
services we provide each client throughout the year. The Blueprint features:


long-range planning and consideration of creative approaches



an action plan for the highest priorities



a commitment to identify and deliver specific services and products at specific times



regular opportunities for our client to hold us accountable for our services

The six phases of The Gallagher Annual Partnership Blueprint are outlined below.
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Assessment
We start each year with an assessment of
your benefit program.

Strategy
We work with you to outline and develop
your long range plans.

Client Service Plan
The outcome of the assessment and
strategy phases is the preparation of a
written client service plan for the year.

Action
Once the Blueprint is in place, we go to
work for you.

Checkpoints
Our Blueprint makes us accountable to
you.

Report Card
Another aspect of our accountability to
you each year is the report card.

•Review your goals, objectives and philosophy
•Conduct a compliance inventory
•Complete a plan design analysis
•Present an annual report outlining results from the prior year
•Collect and evaluate claims and financial data
•Brainstorm with you on creative approaches
•Share information on new benefit trends, approaches and product and
identify the realm of possible solutions
•Explore administrative needs to enhance benefits design and delivery
•Set goals with you that help you achieve your long-range plan

•The action plan for the year for our services including a timeline for delivery
•A record of your goals and priorities for the year
•A commitment to deliver specific agreed-upon services
•An agreement on individual responsibilities for services

•We never lose sight of the priorities and commitments in the plan
•We know that client priorities change, sometimes very quickly.
•We are quick to respond and quick to take action in a new direction for you.

•Review the Client Service Plan
•Assess results
•Adjust priorities and timeframes as appropriate

•At the end of each year, we will ask you how we did
•We will ask for your assessment of how we delivered on our commitments

With the Annual Partnership Blueprint, our services are a commitment, not a promise.
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3. Identify the strategy towards optimization of the JPA’s benefit program taking into consideration:
health care reform requirements on both a state and national basis; the risk tolerance level, the
culture, and the local provider communities of the districts.
The strategy for the JPA’s benefit program optimization starts with the transition process. Bordan Darm will be
responsible for the smooth transition to GBS. Transition starts the day we are notified that we are your new partner.
The Transition Process
GBS has developed a structured, proprietary transition process focused on minimizing the impact of change on our
clients and plan participants. FDAC EBA will have a specific transition team consisting of experts in Plan Design,
Employee Communications, Carrier Negotiations, and Customer Service. A transition plan and timeline will be
drafted, which FDAC EBA will approve prior to commencement. Timely status reports are then provided regarding
key dates and initiatives. Areas of concern are addressed and solved immediately. The process thus moves quickly
with no undue burden on FDAC EBA.
The transition process consists of the GBS Broker/Consultant and an Account Management team meeting with FDAC
EBA in order to fully understand and appreciate FDAC EBA’s goals and objectives. The team will then identify the
strengths and weaknesses of the current plan, and strategize on how to best align FDAC EBA’s goals and initiatives
with their benefit plan options. At this time, existing vendor relationships are reviewed along with current
administrative practices. GBS will work closely with the existing consultant to make sure the transition is as smooth
as possible.
Key steps include:
 Introduce all members of FDAC EBA’s FDAC EBA personnel to the GBS account management team and Customer
Service team.
 Strategic planning meetings to establish immediate and long term goals and objectives.
 Understanding FDAC EBA’s current benefits plan and employer/employee satisfaction.
 Evaluate current benefits, current processes, and vendor capabilities to identify gaps in coverage and areas for
improvement.
 Evaluate plan documents for compliance with ERISA, HIPAA, etc.
 Review employee handbook for consistency with plan documents.
 Discuss and evaluate the benefits of a Fire District survey.
 Prepare, conduct, and evaluate a Fire District survey (if desired).
 Evaluate existing BRMS VBAS online enrollment platform.
 Develop marketing plan.
 Develop open enrollment schedule.
 Establish claim data feeds from carrier to data warehouse (where data is available).
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 Prepare initial Management Reports.
 Set monthly meeting schedule to review reports.
We will schedule a strategic planning meeting to address the issues and initiatives noted above. Based upon this
initial meeting, action steps and a transition schedule will be determined. Typically, we will follow up with semimonthly meetings throughout this transition period. After the initial transition, we will set a monthly management
meeting for the remainder of the plan year.
Blueprint for Implementation
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4. Provide a recommendation and your vision of the JPA’s benefit program with a detailed description
of where you anticipate expenditure reductions to come from.

Growth of FDAC EBA
FDAC EBA’s calendar associated with this RFP for Insurance Brokerage Services outlines an effective date of June 1,
2014. Given the RFP requirement to assist the JPA with membership growth and the fact that most Fire Districts are
in CalPERS, GBS would ask FDAC EBA to change the implementation date to May 1, 2014 effective date.
GBS’ recommendation is based on CalPERS procedure of releasing renewal rates in mid-June and allowing public
agencies to 60 days from the date renewal rates are released to provide CalPERS with a letter of intent to not renew
with CalPERS. A June 1st effective date would limit the marketing opportunity to Fire Districts. A May 1st effective
date would allow more time to contact the prospective members and communicate the value proposition of FDAC
EBA.
GBS would look to explore with FDAC EBA internet based and social media based web developments to more
completely inform non-member Dsitricts of FDAC EBA’s program. This approach combined with GBS working with
FDAC EBA on a direct marketing campaign can have a significant impact on membership.

Expenditure Reduction
GBS’ approach will be to do a full performance audit of the carriers immediately upon higher. From this audit we can
ascertain shortfalls and uncover potential expenditure reductions. Without this process, we would be making
recomeendations without sufficient information.
In lieu of these comments, ACA compliance avails itself to create expenditure reductions. Other concepts include
predictive modeling of claim cost, reviewing/introducing wellness, disease management, plan design, narrow
networks, and many more. GBS would look forward to discussing these options in greater detail as its broker and
once the performance audit is completed.
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5. Review the “Scope of Work” and provide a brief narrative of the nature of brokerage services that
the FDAC EBA is seeking which the proposer will provide.
FDAC EBA is seeking a broker/consultant/partner who will become a trusted advisor. They are looking for
someone who will come to them with a strategic direction. The plan will include:
 A strategic growth plan for FDAC EBA
 The development of administrative policies and procedures manual
 The development of formalized procedures for onboarding and offboarding of Districts (include risk and
impact analysis on the JPA)
 Management of all insurance carriers and vendors
 Oversight of JPA financials including reporting of revenue received from participating Districts and premiums
remitted to the insurance carriers and FDAC EBA’s vendor partners.
 Oversight of the BRMS VBAS system including premium and billing reconciliation.
 Monitoring and reporting of the FDAC EBA employee benefit program.
 Keep the JPA updated on industry trends
 Keep the JPA compliant with PPACA and other federal, state and local legislation.
 Act as a liason for FDAC EBA, member Districts and employees.
SCOPE OF WORK - GENERAL SERVICES
1

Fully dedicated staff with expertise to design, acquire, purchase and operate a health benefit program.

2

Provide information to the Board of Directors regarding insurance terms and conditions: pending rate (if available), coverage
problems or concerns, make a good faith effort to keep FDAC Employment Benefits Authority informed of market
developments (including significant changes in the financial status of major insurers or reinsurers and other entities providing
services to the program), trends and anticipated changes to the program and program renewal expectations.

3

Review of existing coverage placement.

4

Loss trend analysis/develop understanding of any new or additional loss exposures. [in conjunction with Administrator]

5

Development of underwriting specification data using up to date technology to generate professional proposal packages for
marketing purposes.

6

Preliminary underwriting and data entry and population of data for underwriting and rating to carrier.

7

Recommend coverage consistent with the exposures to provide a high level of coverage at the least possible cost.

8

Design insurance wording for the program contracts to meet the specific needs of FDAC EBA.

9

Review policy wording and coverage, check endorsements, recommend alternative language, revisions or corrections to
documents, where applicable.

10 Be available to consult and answer insurance related questions and concerns.
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SCOPE OF WORK - GENERAL SERVICES
11 Attend client meetings.
12 Develop/prepare/maintain new member guidelines and accepting new members.
13 Review all applications for new members and coverage placement.
14 Make recommendation to the board to accept/reject prospects/new member applications for coverage.
15 Produce and maintain an administrative policy and procedures manual for the program.
16 In conjunction with Third Party Administrator, review billings and invoices as applicable
17 Oversee and coordinate all services purchased from insurance carrier(s). [In conjunction with Administrator]
18 Continuously monitor the program to assure its continuing balance of coverage scope, cost, service and stability.
19 Develop and recommend insurance and other risk financing or loss funding programs, techniques, methods whenever they will
benefit FDAC EBA. Work with actuary to perform a comprehensive analysis of actuarial projections and financial status towards
self-insurance for future program structure design.
20 Advise/explain programs: Benefits, risk management and coverage(s) to the Board or individual members (as needed). [In
conjunction with Administrator]
21 Provide reports and analysis for Board decision making.
22 Maintain industry contacts with key organizations, professional associations and the insurance industry.
23 Attend meetings with the FDAC EBA Board or other individuals as directed and make appropriate presentations. [In conjunction
with Administrator]
24 Monitor and manage external consultants to assure the delivery of quality services. Recommend changes in, or improvements
to services provided by consultant firms, as needed. [In conjunction with Administrator]
25 Monitor on-line system – computerized database for all statistical information.
26 Develop effective risk management/loss control procedures.
27 Vendor selection of risk management/insurance programs/TPA’s/insurance carriers/etc. [In conjunction with Administrator]
28 Advise/review risk impact of proposed new/revised programs.
29 Assist actuaries in review and analysis.
30 Monitor production of loss runs/claims information.
31 Report to the Board regarding any results in overboard losses that could impact negatively on the program.
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SCOPE OF WORK - GENERAL SERVICES
32 Retain sufficient personnel to conduct the business affairs of FDAC EBA.
33 Maintain claims files.
34 Claims handling oversight.
35 Compliance with any special claims handling instructions of FDAC EBA.
36 Recommendation on reserve setting and penetration pooled funds.
37 Semi-annual claims activity report by year/cumulative.
38 Detailed report by program year of claim activity-cumulative all years.
39 Review progress of claims – look for trends.
40 With regards to claims, as required, provide advice/assistance to member agencies.
41 Marketing of the program at state conferences and local chapter level sessions such as PARMA, CAIPA, and FDAC EBA.
42 Marketing expenses would include cost of travel, hotel, meals and/or car rentals.
43 Exhibiting fees/booth rental.
44 Annual membership dues and occasional attendance at local chapter level sessions.
45 Act as liaison between districts, district employees, and carriers.
46 Ensure prompt and accurate enrollments as requested.
47 Develop timeline for open enrollment.
48 Work with administrator on open enrollment processing.
49 Generate claims activity reports to Board for quarterly meetings.
50 Coordinate issuing of certificates of coverage.
51 Advise/explain and monitor Patient Protection and Affordable Care Act (PPACA), health environment in State of California as it
concerns and affects the EBA and the members it serves.
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6. Describe how you keep employers informed of legislation affecting their benefit plans and the
support that will be provided when law requires participant notification of a change.
GBS assists clients in understanding and complying with today’s complex benefit plan laws and regulations. Your
assigned consulting team partners with you in assuring your plans remain in compliance. Some of these activities
include:
 Evaluating plan design to confirm compliance
with state and federal regulations.
 Performing comprehensive audits of summary
plan descriptions, contract, employee
summaries, and policies/procedures to outline
variances and inconsistencies which may lead to
employee litigation.
 Conducting research relative to current events
and topics specific to the client’s needs and
objectives.
 Delivering an open enrollment checklist to assure
all disclosures have been sent.
We have developed a proprietary Annual Compliance Planning Guide that is adapted to the specific characteristics
of each client, and then incorporated into our ongoing support and coordination efforts.
Keeping our clients apprised of evolving trends, best practices and various legislative and regulatory developments is
an element of our services which our clients consistently rank very favorably. Preparing a variety of publications that
address specific areas of interest is among the avenues through which this objective is accomplished:
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 Directions – This newsletter will
be sent electronically on a
quarterly basis with a focus on
the financial aspect of IRS, ERISA
and specific retirement plan
regulations including articles by
nationally recognized GBS
consultants.
 Technical Bulletin – Sent
electronically when regulatory
changes are enacted that affect
clients.
 GBS Insight – GBS Insight
connects clients with the full
spectrum of GBS compliance
resources, as well as providing
access to HReSource, a powerful
search engine and information
repository that delivers human
resources, employee benefits,
compensation, employment and
regulatory issue information with
the depth and breadth you need
to get your job done.
GBS conducts multiple seminars, periodic webinars, and other
training session throughout the year on an array of topics regarding
health industry trends, legislative updates, funding alternatives,
and more. Some of our most recent topics include:

Additional Expert Resources
We have access to the National Insurance Law Service (NILS) –
INSource – a State and Federal statutory and regulatory reference
service in all 50 states, the Federal Government, the District of
Columbia, the Virgin Islands, and Puerto Rico. In addition, we
subscribe to many compliance reference services including:
 CCH Expanded Employee Benefits Library
 Spencer’s Research Reports
 CCH COBRA Guide
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 RIA Pension & Benefits Expert
 RIA qualified Pension & Profit Sharing Plans
Through our corporate Gallagher Technical Services & Compliance (TSC) group, comprised of a team of compliance
consultants, including Sally Wineman, GBS’ Area Corporate Counsel for Regional Compliance and Legal Support, we
are able to provide solid business advice on a wide variety of compliance and potential legal matters. However, as a
benefit consulting and brokerage firm, we do not practice law and always recommend our clients review issues with
legal ramifications to legal counsel.
Sally’s hands-on approach is best exemplified by a recent consultation she had with a GBS client. The client was
purchasing the assets of a like company. Not all employees would be retained. What employee benefit issues would
impact the sale or the HR Department’s operations if the sale was completed? Sally worked directly with the client
and the client’s attorney to guide them through this employee benefits maze. (No fee was charged.)
GBS also provides a service called LawRoom to our
clients as part of our standard service package.
LawRoom is the premier online resource for
employment law and provides comprehensive
compliance information, including:
 Instant answers to more than 6,000 everyday
employment law questions
 More than 400 ready-to-use HR forms, policies
and letters
 An online “Ask the Editor” resource that helps
you with answers or forms you can’t find
otherwise
 Email publications that keep you up to date on the law
Beyond these resources, to facilitate more in depth legal review of benefit related issues, we have both regional and
national counsel resources available for our clients. We currently maintain retainer relationships with two
experienced local ERISA attorneys, who are well-versed in state-specific legislative issues and ERISA.
We also maintain a relationship with the national law firm, Drinker Biddle Gardner Carton. With more than 630
lawyers, Drinker Biddle Gardner Carton represents a wide range of clients, from mid-sized enterprises to Fortune
500 companies.
A cost to our clients may or may not be associated with the use of any of these resources, depending on the nature
of the service provided, and is determined on a case by case basis. Our objective when dealing with these partners
is to clearly outline to the client any situation where external costs are going to be charged, and the client then
makes the final decision on whether or not to proceed.
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7. Describe your ability to indemnify and hold the JPA, Board of Directors, and plan participants
harmless against any and all claims, suits, actions, liabilities, and costs of any kind arising from your
acts or omissions and those or your subcontractors, if any.
Gallagher agrees to indemnify and hold the JPA, Board of Directors, and plan participants harmless against any and
all claims, suits, actions, liabilities, and costs of any kind arising from your acts or omissions and those or your
subcontractors, if any with the following clarification:
 Indemnification will be limited to negligent acts and omissions or breaches of the contract.
 The GBS $20 million limitation of liability language will need to be added to the indemnification provision.

8. Does your organization have any financial or other interest in any service you are recommending or
subcontracting with?
Gallagher does not have any financial or other interest in any service we recommend. Gallagher prides itself on our
ability to be fair, impartial and neutral in the solutions we bring to our clients. Our transparent approach to our
compensation disclosure assures FDAC EBA that you are aware and understand Gallagher’s compensation.
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9. Provide an organizational chart that includes all names of management personnel and primary staff
who will be assigned to the JPA account. Include biographies.
Include job title, current responsibilities, total years of experience in the field, years with firm,
degrees and certifications, professional affiliations and any other relevant information. Resumes
may be attached as an appendix to the proposal.
The following is an overview of the GBS team members who will serve FDAC EBA

Strategic Consulting Team
Bruce Caldwell

Bordan Darm

David Brown

Client Advisor JPA Expertise

Client Executive and Key
Strategic Consultant

Senior Fulfillment Executive
Consulting / Brokerage

Expertise:

Expertise:

24 Years Employee Benefits

37 Years Employee Benefits

Expertise:
30+ Years Insurance Industry

Core Service Support Team
Carol Yeater-Anderson

Andy YU

Kelly Furtado

Client and Service Manager

Technical Resources Consultant

Client and Service Coordinator

Expertise:

Expertise:

Expertise:

19 Years Employee Benefits

8 Years Employee Benefits

15 Years Employee Benefits

Subject Matter Experts Support Team
Sally Wineman

Mark Rosenberg

John McCue

Western Region Compliance
Manager

Actuarial Services Manager
Healthcare Analytics

Technical Resources Manager

Vic Deksnys

To Be Determined Based on
Needs

Steve Smith

Compliance Consultant

Retirement Consultant

Communications Consultant
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Primary Consulting Team Bios
Bordan Darm, Area Vice President – Lafayette
Bordan is a seasoned professional with 24 years of experience in the benefits industry, He brings a high level of
expertise to our public entity clients. His experience consulting with healthcare benefit programs in conjunction
with his far-reaching proficiency in all aspects of benefits management, make Bordan a highly effective team leader.
His experience and depth in knowledge in benefits consulting, together with his forward thinking, make Bordan a
highly effective leader. His experience encompasses strategic planning and goal setting for the short and long term,
analysis of a wide range of funding mechanisms, and flexible, innovative benefit design and modeling.
Bordan will have lead consultant duties on your account. Bordan has experience in building JPA health plan
programs, growing JPA programs, and managing JPA programs. He excels at helping clients to meet their benefit
objectives in the face of marketplace and budgetary challenges, has extensive experience working with jointly
managed health benefit programs and developing focused, high-impact employee benefit communications.
Prior to joining Gallagher in 2012, Bordan worked for 19 years at major consulting firms in northern California. Prior
to coming to Gallagher he managed Mercer’s Sacramento office.
Bordan works out of Gallagher’s Lafayette office. He lives with his family in Elk Grove, is involved with the Boy
Scouts of America and church activities. Bordan graduated from California State University, Hayward with a
Bachelor of Science degree in Business Administration.

Bruce Caldwell, Area President – Larkspur
Bruce has more than 30 years of experience in the benefits industry, Bruce Caldwell brings a high degree of
expertise to JPA clients. As part of Gallagher’s Public Entity and Scholastic Group, and the Northern California public
sector business leader, his experience consulting with JPA programs in conjunction with his far-reaching proficiency
in all aspects of benefits management, make Bruce a highly effective advisor. His experience encompasses strategic
planning and goal setting for the short and long term. He excels in flexible, innovative benefit design and modeling.
Prior to joining Gallagher in 2007, Bruce worked at Aon, where his primary focuses were managing public sector
clients, branch office management, and managing the Aon Public Sector Task Force in the Western Region. His
consulting expertise includes work with school districts, cities, counties, JPAs, transit agencies and CalPERS, as well
as, work with private sector employers and Taft-Hartley Trust plans.

Bruce graduated from Pennsylvania State University with a Bachelor of Science degree in Finance. He also
holds the designation of Certified Employee Benefit Specialist (CEBS) from the Wharton School and the
International Foundation of Employee Benefit Plans, and is an active member of various industry advisory
groups, including Gallagher’s national strategic planning team.
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Carol Yeater-Anderson, Account Manager – Rancho Cordova
Carol’s role is primary account management and has been in the industry for 33 years. She handles day to day
service issues for small to mid size groups, eligibility, renewal preparation, technical support, open enrollment
meetings, and ensures timely receipt of policies, rates, benefits, etc.
When Carol moved to the brokerage side of the industry in 1994 she was the benefits administrator for the
California State Firefighters Association (CSFA) via a third party administrator.
Carol works out of Gallagher’s Rancho Cordova office. She lives with her husband in Citrus Heights, and is involved
with Woodmen of the World Fraternal Society. Carol graduated from California State University, Sacramento with a
Bachelor of Science degree in Business Administration.

Andy Yu, Technical Consultant – Lafayette
As a technical consultant at Arthur J. Gallagher, Andy provides underwriting, technical analysis, and other
knowledge based services. His areas of expertise include:





fully-insured programs,
self insured programs,
carrier negotiations,
plan design analysis,






contribution modeling
migration modeling,
analytical support for collective bargaining, and
Healthcare Reform modeling.

Andy has worked as a national accounts underwriter for one of California’s largest medical insurance carrier and as
an benefits analyst at a health and welfare consulting and actuarial services firm. He has experience working with
single employer, multi-employer, and public entity plans. Andy is a graduate of the University of California Davis
with a degree in mathematical statistics.

Kelly Furtado, Account Coordinator – Rancho Cordova
Kelly Furtado will be responsible for the day to day duties associated with primary account management. With over
15 years in the insurance industry, Kelly brings extensive knowledge of working with carrier partners to assist
employees and their dependents with health plan questions. Kelly works in the Rancho Cordova office along with
Carol Anderson, and will serve as another great resource for day to day service issues.
Also a long time resident of Elk Grove, Kelly serves as a troop leader with the Girl Scouts and supports several sports
organizations in Elk Grove.

www.gallagherbenefits.com
Page 52

Gallagher Benefit Services, Inc.

Request for Proposal for Employee Benefit Brokerage Consulting Services

David Brown, Area President – Lafayette/San Francisco
David has spent his entire professional career helping employers create and manage group benefit plans. He and his
executive colleagues manage Northern California’s 2nd largest employee benefit consulting organization, focusing
on business opportunities within the middle-market (typically defined as 200 to 5,000 employees).
Before joining Gallagher in 2004, David spent 18 years as a Consultant and Healthcare Practice Leader for other
benefits consulting firms. He began his career as Group Account Executive for a large national insurer.
David currently serves as Director of New Century Healthcare Institute in San Francisco. He participates on several
national and regional insurer advisory councils. He is a past director of the Northern California Employee Benefits
Council and also co-founded Benefit Alliance, which was the first health benefits group purchasing cooperative
established for the middle market in the mid-1990s.
David graduated as an Insurance major from San Diego State University in 1976 and has been an active leader in the
Bay Area benefits community since moving here in 1983.
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10. Describe which major functions and tasks will be performed by primary account representatives and
other key personnel.
Name & Location

Role & Title

Years of
Experience

Function

Principal Staff Members
Bordan Darm
Lafayette, CA

Bruce Caldwell
Larkspur, CA

Senior Consultant
Area Vice President

Senior Advisor
Area President

20+

30+













Carol Yeater-Anderson
Rancho Cordova, CA

Account Manager
Client Support

19






Andy Yu
Lafayette, CA

Technical Consultant
Client Support

8






Kelly Furtado
Rancho Cordova, CA

David Brown
San Francisco, CA
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Account Coordinator
Client Support

15






Executive Sponsor
Area President

35+




Responsible for overall strategy and strategic advice
Develop and implement marketing plan for FDAC EBA
growth
Responsible for overall client satisfaction
Ensures all work meets FDAC EBA expectations
Responsible for contract reviews
Resolves escalated claims issues and advocacy
Responsible for service delivery
based on FDAC EBA objectives
Identifies and assigns the appropriate consulting
resources for specific issues or projects at hand
Responsible for bringing FDAC EBA up to date
information and trends for Public Entities and JPAs
Supports the overall consulting team with
benchmarks, relevant data and consulting advice
Point person for day-to-day project management
Ensures all work meets timeframe and quality
expectations
Acts as an extension of FDAC EBA HR team
Implementation assistance/confirmation of coverage
terms
Technical lead for all carrier/vendor marketing and
renewals
Provides monthly, quarterly, semi-annual and annual
reports of plan performance
Responsible for financial analysis and negotiation for
plan design changes, plan utilization analysis, alternate
benefit initiatives and alternative funding options
Responsible for oversight of marketing and vendor
renewals
Provide market intelligence and research
Support plan administration, research, and
coordination of the marketing and renewal process
Open enrollment and health fair coordination
Implementation assistance/confirmation of coverage
terms
AJG service commitment
Develops relationships to foster partnership and
continuous improvement
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Name & Location

Role & Title

Years of
Experience

Function

Specialty Resources
Senior Underwriter

30+



Supports team on underwriting, actuarial services and
financial modeling

ERISA Attorney

20+



Supports the team on escalated compliance and legal
issues

35+



Responsible for compliance delivery and educational
support

Technology &
Administration
Consultant

30+



Responsible for supporting FDAC EBA on benefits
technology and administration systems

Healthcare Analytics
Actuarial Consultant

20+



Responsible for actuarial support to FDAC EBA

Princeton,NJ

Steve Smith

Retirement Consultant

20+



Responsible for retirement consulting support to FDAC
EBA



Supports the team on communications materials,
design and graphics

John McCue
Lafayette, CA

Sally Wineman
Seattle, WA

Vic Deksnys

CCompliance Consultant

Larkspur, CA

Rhonda Marcucci
Chicago, IL

Mark Rosenberg

San Francisco,CA

To Be Determined
Based on FDAC EBA needs
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11. Describe any services or portions of services that will be performed by a subcontracting firm and
provide relevant information on such firm’s qualifications and personnel.
All work will be performed by Gallagher Benefit Services. No subcontractors are will be used in conjunction
with this RFP.

12. Discuss your firm’s philosophy on the process of providing insurance brokerage and customer
services.
Our goal is to be the preeminent consulting firm serving the Public Sector. We aim to provide personal service of
the highest quality to our clients on matters concerning benefits management and the financial management of
benefits plans and programs.
It is GBS's objective to:
 Provide advice and service that consistently meets or exceeds the needs and expectations of our external and
internal clients.
 Involve our employees -- at all levels of the organization -- in the never-ending process of quality improvement
in the problem solving, information, and service we provide to our clients.
 Ensure that our employees have the training and tools necessary to provide advice and service that meet our
firm's rigorous quality standards.
Why the emphasis on quality? Simply because there is nothing more important than delivering the highest quality
service to our clients. It serves as a basis for differentiating GBS in the marketplace. We know that clients value
quality advice and service as well as cost-efficiency. It strengthens our ability to attract and retain the very best
professionals in the business. It leads to greater client loyalty and is therefore the best promotion. A satisfied client
is our strongest reference.
GBS focuses on two components of quality: consulting and service.
 Quality consulting relates to the content of our work -- ensuring that we diagnose our clients' problems
correctly and develop practical recommendations. GBS has an organization-wide commitment to quality
assurance through training, peer review, and professional standards.
 Quality service is the environment in which we deliver our consulting. It's timeliness. It's accessibility. It's the
relationships we maintain with our clients. It's always meeting or exceeding our clients' expectations. We
monitor service quality by listening to our clients and asking them if they are satisfied.
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We ensure quality in our operations – and differentiate
ourselves from our competitors in the following ways:

Client Appraisals

 Mandatory peer review. GBS requires all substantial
consulting work to be reviewed by a qualified
consultant before being released to the client. Peer
review is a way of life at GBS. No substantial advice,
deliverable, or product reaches a GBS client without
critical evaluation by other qualified senior GBS
professionals.
 Professional development. Our professional
development takes a strategic focus, targeting
ongoing training activities for both senior and junior
staff to individual developmental needs and
organizational objectives.
 Project management training. Senior consultants learn the integration of skills needed to manage major
projects successfully and to build mutually rewarding client relationships in multiple service areas.
 Client appraisals. Our most important source of information about quality performance is our clients. Our senior
people meet with clients periodically to evaluate our work. On a national basis, we survey our clients on their
satisfaction with the technical and service quality of our work.
 National Leadership Group. This group is responsible for establishing professional standards within our
consulting and service disciplines. They also serve as focal points for planning and reacting to external events,
such as new legislation, so that we can advise clients quickly and accurately.
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13. Briefly describe your firm’s technological resources, including equipment, software, communications
capabilities and staff support.

Core Communication Services
Our role is to help you develop communication materials for your employees that are crisp, easy to understand and
are aligned with your objectives. We do this in a number of ways, including leveraging vendor resources, helping you
draft documents where needed and providing sample communication materials. The following are some of the
communication materials we have found to be most effective and why.
 Web-based benefits information – With a well educated workforce located in multiple states, and with the
number of spouses covered under your plans, a web-based application provides 24/7 access to both employees
and their spouses at home. This also can dramatically reduce printing and postage expenses.
 Carrier resources and tools – Major carriers offer a wealth of communications resources and tools. It is
important to leverage and capitalize on these tools, both in terms of education and enhanced administration.
 Quarterly or monthly newsletter – Too often we see employers communicating benefits to their employees
only at open enrollment. A proven best practice is to move away from purely event driven communications to
ongoing comprehensive messaging. Choosing topics that align with your business and total reward strategies is
key.
 Web-based employee communications and enrollment – we maintain relationships with some of the industry’s
most technologically advanced companies currently provide you and your employees effective, efficient online
communications, administrative and enrollment solution through Benetrac. In addition, we are able to assist in
the evaluation of other independent vendors to best meet your needs and budgetary constraints.
Listed below are the types of assistance that would be explored with FDAC EBA:










executive/management team presentations
contributions for in-house newsletter articles
review of employee enrollment materials
coordination with carriers to edit and revise, as necessary, summary plan descriptions
employee announcements
benefits comparisons & summaries
train the trainer sessions
open enrollment meetings
health fair coordination

Total compensation statements – Total compensation statements are a key tool in an employer’s total reward
strategy which often seeks to gain an increase in the perceived value of the rewards provided by an organization.
Although our standard services includes our assistance in finding and evaluating a total compensation statement
partner for you, it does not include the cost of these statements which would vary based on your specific needs.
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Communications Samples

Open Enrollment Presentations

Enrollment Guides

Wellness Newsletters

Connect2mybenefits

Enrollment Website Sample

www.gallagherbenefits.com
Page 59

Gallagher Benefit Services, Inc.

Request for Proposal for Employee Benefit Brokerage Consulting Services

Communications Resources Available to FDAC EBA
GBS has expertise in handling all forms of employee benefit communications. Our dedicated team is comprised of
consultants, writers and designers. They provide top tier consultation with material design, layout and copywriting
of materials.
Our capabilities range from simple in-house benefit brochures all the way to sophisticated enrollment packages and
employee sensing tools. The following resources are currently available to FDAC EBA:
 Dedicated local professional communications team - producing custom employer communication pieces
ranging from open enrollment guides, recruiting brochures, web-based employee sensing surveys to total
compensation statements.
 National GBS communications programs - repository for template based, off-the-shelf communications pieces.
 Connect2mybenefits - an employee communication website offered through GBS electronic platform and soon
to be launched mobile app.
A standard package of communications services include:
 Open Enrollment Communications - Custom written and designed open enrollment materials. We typically
provide a benefits guide and/or an open enrollment brochure highlighting benefits. This can be delivered via
physical or electronic means.
 New Hire Communications - Material to help streamline the “on-boarding” and education of the benefit
package.
 Recruitment Communications - We have the capacity to develop recruitment brochures highlighting a client’s
benefits program, communicating a branded message about the value and benefits of working for a particular
employer.
 Employee Surveys and Sensing - Proprietary Strategic Sensing Survey quantifying employee attitudes toward
benefits satisfaction
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Online Enrollment & Communication
GBS maintains an extensive working relationship with the top vendors throughout California and the U.S. We
thoroughly vet and aggressively negotiate on behalf of FDAC EBA. A process factoring outsourced administrator
comparison tools, highlighting areas of strengths and weakness, target market segments, services available, and
estimated costs of pre-screened vendors.
 Identifying potential vendors – The first step is to screen vendors based on a capabilities and compatibility
approach that best pairs with FDAC EBA’.
 Reviewing proposals – Ensure that FDAC EBA’ requirements are outlined in the proposals, as well as a clear
layout of both bundled and a la carte costs.
 Summarizing and making recommendations – GBS created a marketing report to compare the proposals
received to assist in the decision making process. Identify vendors we feel are most appropriate based on all of
the information reviewed, including interviewing current and former clients. Implementation and ongoing
performance guarantees are important factors in the decision process.
 Vendor selection – FDAC EBA will make the final vendor selection after reviewing our summary and
recommendations.
 Installation – GBS will work closely with the selected outsourcing vendors to ensure the installation process
follows the established timelines, and includes all aspects of the proposed product. Our goal is to have Mill’s
staff participate only when absolutely necessary, such as making key decisions on the program interfaces, etc.
 Testing – Prior to any system release, GBS will work with FDAC EBA and the vendor to ensure that diligent
testing of the system has been completed to identify any errors and loopholes.
Your account management team at GBS will manage the relationships with both newly implemented and existing
third party vendors to allow the FDAC EBA benefits team to focus on other strategic issues. At Gallagher, we
understand that every client has specific needs. No single solution is appropriate for every client. As such, Gallagher
does not own nor have interest in one web-enabled online enrollment solution. We treat each client’s needs
individually, considering the resources and tools already at hand, the client’s budget, administrative requirements
and technological capabilities. The level of expertise and support that Gallagher is able to apply to the process
ensures that our clients’ web-enabled online enrollment tools remain successful long after implementation.
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Insurance Requirements
The following insurance is required:
1. Commercial General Liability: Commercial General Liability insurance which affords coverage at least
as broad as Insurance Services Office “occurrence” form CG 00 01, with minimum limits of at least
$1,000,000. Endorsements are required adding the JPA as an additional insured and providing primary
and non-contributory coverage.
The Insurance Services Office “occurrence” form CG 00 01, is unfamiliar to AJG. We have asked Melissa Dixon for
clarification on the form.
AJG carries the following limits of General Liability and Commercial General Liability and hopes these will be
acceptable to FDAC EBA.






General Aggregate
Products – Comp/ Op Agg
Personal and ADV Injury
Each Occurrence
Damage to Rented Premises (Each Occurrence)

$3,000,000
$3,000,000
$1,000,000
$1,000,000
$100,000

2. Professional Liability: Professional Liability insurance with minimum limits of $2,000,000 each claim.
Covered Professional Services shall specifically include all work to be performed under the contract
and delete any exclusion that may potentially affect the work performed.
GBS is able to comply with the Professional Liability requirement.
3. Workers’ Compensation: Workers’ Compensation insurance, as required by the State of California and
Employer’s Liability insurance with a limit of not less than $1,000,000 each accident for bodily injury
and $1,000,000 each employee for bodily injury by disease. A waiver of subrogation is required.
GBS is able to comply with the Worker’s Compensation requirement.
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Conflict of Interest:
Provide a statement of conflicts your firm, subcontracting firms and/or key staff may have regarding these
services, particularly, other public entity pools. The statement should include not only actual conflicts, but also
any working relationships that may be perceived by disinterested parties as conflicts. If no potential conflicts of
interest are identified, so state in your proposal.
No potential conflict of interest exists with GBS working with FDSAC EBA.

Assigned Personnel
Assigned personnel must be approved by the JPA. If for any reason the service provided by assigned personnel is
unsatisfactory, the proposer will agree to assign replacement personnel that will be approved by the JPA.
GBS shall accommodate any reasonable request for replacement of personnel and will provide notice of such within
a reasonable time after the change has occurred. GBS will use good faith efforts to ensure that FDAC is satisfied with
the replacement personnel assigned. GBS cannot provide an opportunity for FDAC to approve replacement
personnel.

Agreement Not to Discriminate
In the performance of the terms of any contract resulting from this proposal, the provider agrees not to engage in
nor permit subcontractors, where applicable, from engaging in any unlawful discrimination in employment of
persons because of race, color, national origin or ancestry, age, gender, disability, sexual preference, or religion of
such persons.
GBS agrees to not engage in any unlawful discrimination in employment of persons because of race, color, national
origin or ancestry, age, gender, disability, sexual preference, or religion of such persons.
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Fees/Pricing:
FDAC EBA is interested in exploring different fee arrangements. Designate how you would be compensated
under the following structures on an annual dollar basis: Please describe your ability to accept payment on a:
(1) fee only basis,
(2) fee basis offset by commission (show anticipated dollar amount and percentage of commission), or
(3) commission only basis (again please show anticipated dollar amount and percentage of commission).
Service components: Broker services, Customer service and Marketing showing related cost for each component.
At GBS, we customize our compensation arrangements to meet the unique needs of each client and the nature of
the services they have requested. Our GBS proposal is all inclusive and does not breakout cost by Broker services,
Customer service and Marketing.
Our general approach to compensation, however, never changes. We make these promises to all of our clients:


Our compensation may be derived from fees or commissions, or a combination of both. The choice is made by
each client based on their philosophical and budgetary considerations.



Our compensation will be a fair reflection of the services we are asked to provide. Our fee for service fee is
determined by the level of services we are asked to provide and is based on our experience working with other
clients of your size and complexity.



Our compensation will be inclusive and agreed upon in advance.



We will fully disclose to our clients any and all compensation we receive each year.



We back our commitment to service with a Performance Guarantee.

GBS will provide the following services for FDAC EBA:


Financial & Funding Analysis with claim reports (dependent on availability of claims data)



Brokering renewals and completing Plan Marketing for all lines of coverage (as needed)



Program & Plan Design strategy



Developing and implementing a marketing plan for growth of FDAC EBA



Conference attendance and Booth sponsorship as outlined in the scope of work.



Carrier negotiations & benchmarking including the use of the Gallagher HRM predictive modeling software



Technical support & compliance with review of all plan documents and agreements



Legislative & Technical updates including newsletters, webinars & local seminars



Access to ERISA attorney for complex and/or unique benefit related compliance questions/issues



Access to LawRoom
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Day-to-Day administration support to resolve claims, billing, enrollment or other carrier related issues



Open enrollment support including preparation and delivery of open enrollment presentation, health fairs,
wellness educational meetings (travel for meetings included)



Creation & printing of many communication materials



Universal Enrollment Form



Access to GBS Insight with HR Benefits & Essentials for Employer



HR GBS, Connect to my Benefits, for Employees



Design & distribution of Employee Surveys



Basic Total Compensation Statement

We are proposing an overall 2.5% commission which equates to a flat fee of approximately $150,468.

FDAC EBA
Current
Coverage
Premium

Premium and Commission
Arrangement

Current
$
%
Commission
Commission

Medical
Health Net
Kaiser Permanente
Total Medical

$
$
$

212,576 $
158,445 $
371,021 $

Dental
Delta Dental
Delta Dental (Self Funded)
MetLife
Total Dental

$
$
$
$

90,472
12,349
1,070
103,891

Vision Service Plan

6,377
5,546
11,923

3.0%
3.5%
3.2%

$
$
$
$

6,333
75
6,408

7.0%
0.0%
7.0%
6.2%

$

11,964 $

837

7.0%

Standard

$

14,684 $

1,028

7.0%

Monthly Total
Annualized Total

$
$

501,561 $
6,018,727 $

20,196
242,355

4.0%
4.0%

GBS Proposed
$
%
Commission
Commission

To be determined
by line of coverage.
Proposal Based on
total shown below.
Total for all lines of
coverage, to equal
Monthly total
shown below.

$
$

12,539
150,468

2.5%
2.5%

It is our intent to match FDAC EBA’s Scope of Work requirements and all services requested in the RFP with our
proposal with the exception of what we have outlined below: Services not included in this proposal but were
requested in the Scope of Work include:
 the Production of an administrative policy and procedure manual for the program
 Develop/prepare new member guidelines and accepting new member process.
Since both of these services would be one time projects with annual review and possible updates, GBS prefers to the
initial development of the manual and guideline on a project basis. We propose a project fee of $10,000 for to
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produce an administrative policy and procedure manual and $5,000 to produce new member guidelines and
accepting new member process.
As we stated above, we customize our compensation arrangements to meet the needs of our clients. If there are
services not mentioned here that FDAC EBA is interested in, we are open to discussing these services and a
customized compensation agreement to include these services.

No other fees, commissions, credit or other remuneration of any type may be collected or received by the
broker or firm from the excess carrier. Any discounts, credits or refunds shall be applied to FDAC EBA’s
premium.
Our fees and any commissions are fully communicated to our clients via our annual compensation disclosure
statements. In keeping with our practice of full compensation disclosure, GBS also does not accept any
supplemental, or additional commissions from vendors unless the client has been informed and has agreed to our
receiving this supplemental compensation.
There are situations where GBS is eligible to receive “additional commission” from certain regional and national
carriers that FDAC EBA does business with. These “additional commission” payments do not increase premium
costs to our clients. They are used by GBS to offset the cost of operating programs such as GBS Insight and
Connect2MyBenefits. These additional commissions are not contingent upon GBS placing or maintaining certain
levels of business with any carrier, and GBS never recommends carriers based on additional commissions. GBS
standards require us to disclose our additional commission arrangements for any of FDAC EBA’s current or
proposing carriers whenever renewing, proposing, or implementing programs. If FDAC EBA does not wish for GBS to
accept these additional commissions, we are willing to decline acceptance of these additional commissions.
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Other Information
1. Describe your firm’s disaster recovery plan as it relates to equipment, software, data and personnel.
All GBS locations have disaster recovery plans, which include contingencies for office space, computers and
equipment, and complete communications instructions including staff contact trees.
All FDAC EBA data will be stored on secure servers, backed-up each night and stored off-site, while stand-by servers
perform online duplication of critical issues. In addition, access to relevant areas of our website is only possible
through a Secure Sockets Layer (SSL) enabled web browser that supports encryption technology.

2. Describe areas or processes not included in the scope of this engagement your firm may examine in
order to provide more complete and efficient services to the JPA.
FDAC EBA’s calendar associated with this RFP for Insurance Brokerage Services outlines an effective date of June 1,
2014. Given the RFP requirement to assist the JPA with membership growth and the fact that most Fire Districts are
in CalPERS, GBS would ask FDAC EBA to change the implementation date to May 1, 2014 effective date.
GBS’ recommendation is based on CalPERS procedure of releasing renewal rates in mid-June and allowing public
agencies to 60 days from the date renewal rates are released to provide CalPERS with a letter of intent to not renew
with CalPERS. A June 1st effective date would limit the marketing opportunity to Fire Districts. A May 1st effective
date would allow more time to contact the prospective members and communicate the value proposition of FDAC
EBA.

3. Provide any additional information you believe to be relevant to the RFP and your firm’s abilities to
provide the requested services.
We are distinguished from our competitors by our:
 Depth and breadth of consulting expertise – many of our consultants, including those on your assigned team,
have been advising organizations similar to FDAC EBA for over 20 years, offering an unmatched collective
perspective.
 Resources and approach to data analytics – the combination of analytical, underwriting and actuarial expertise
and proprietary modeling and datawarehousing resources, coupled with our approach, differentiates us through
our efficient, cost effective and quality insight.
 National resources, coupled with our local, entrepreneurial approach – this powerful combination lends to a
comprehensive, yet client-focused service delivery model.
 Unmatched local/regional public entity and JPA experience – our team and more broadly our region, has an
impressive array of experience in advising public agencies here in California and across a broad geographic
spectrum, lending valuable perspective to FDAC EBA. Further, we have demonstrated our commitment to
serving the public sectoer through the formation of our GBS Public Entity Practice.
 Carrier volume, leverage and insight – with one of the largest client-based volume among all of our
competitors, we have a keen understanding of their system, resources and tools, and also the leverage to assure
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best in class pricing and service. Moreover, through our progressive approach and leverage, we are pioneers in
working with carriers in exploring alternative funding arrangements.
Demonstrated combination of strategic insight and hands-on, partnership approach – this holistic approach
will provide FDAC EBA with a direction that is aligned with organizational and HR initiatives, while delivering the
various analytic, technical and operational support to effectively meet your objectives.
Objective, broad-based to population health management – delivering keen insight while not seeking to
provide the actual wellness management services assures you that you’ll get customized, focused expertise best
aligned with your organization, goals and objectives.
Significant human resources/compensation expertise – through our Compensation Practice, we are able to call
upon professionals with demonstrated public entity experience and knowledge to broaden our support to
encompass a total rewards perspective.
Thinking ahead – we truly do seek to think ahead, bringing new developments and ideas to the table, in order to
keep our clients abreast of trends and opportunities, and to assess potential application. Among areas we
currently view as of importance:
o Growth of the JPA
o Employee aging/workforce planning – what are your current demographics, how will your human capital
needs be addressed, and how should benefits be designed to best align with those objectives?
o Benefit-wide alignment/value – beyond medical benefits, how well are benefits aligned, and valued, across
the health & welfare spectrum? For example, are paid time off provisions consistently aligned with
consumerism, accountability and employee health philosophies/objectives? Should tax treatment of
disability benefits be reassessed? Are we optimizing risk management strategies across the entire
continuum?
Health care reform – how should eligibility, plan design, funding, choice and coverage be structured, in light of
affordability, increased adverse selection, and other factors that will play themselves out as exchanges continue
to evolve.
Patient centered medical homes, accountable care organizations – we will be actively monitoring these
important health care reform initiatives, in order to determine how these potentially transforming models take
shape, which carriers are leading efforts in the integration of these strategies into their network, care delivery
models and reimbursement mechanisms. These efforts are already taking shape in various areas throughout the
country, including here in California.

Ten Distinguishing Advantages of Gallagher
1. Our reputation as one of the premier benefits consulting firms in northern California has been earned
through over 50 years of consistently delivering comprehensive, insightful services for our clients, as
evidenced by the number of long-standing relationships we continue to enjoy. In partnership with our
clients, we continue to “think ahead.”
2. Our proposed consulting team represents significant, relevant experience and knowledge. This experience
consists of unmatched expertise, technical and compliance depth and sound underwriting techniques. We
will serve as an extension of your human resource and benefits administration staff to manage not only
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value based Health and Welfare programs and cost containment strategies, but continue to strategize and
bring sustainable solutions.
3. Patient Advocate Link (PAL) is a service that we have included in our consulting service offerings to FDAC
EBA. The PAL program provides a valuable customer service function that relieves both your employees
and benefit/HR staff from the time, energy and frustration in dealing with escalated claims or billing issues.
Our PAL consultant acts as an objective liaison between the carrier/vendors, your benefits staff and
employees to resolve these tough, and often time consuming, situations. Our PAL consultant has specific
contacts at each carrier that work directly with GBS to break down barriers, cut through red tape and create
a path for resolution. The program also protects HIPAA privacy rights and keeps your staff from becoming
involved in private employee affairs, as well as increasing productivity. GBS is offering this service to FDAC
EBA as part of our overall consulting services to enhance our commitment as an extension of your benefits
and HR staff. This service normally has an associated fee of $1.50 per employee per month.
4. Our considerable expertise and value is enhanced through our unmatched public sector experience, and
specifically JPA experience, combined with our local and national dedicated public sector practice. This
practice assures you of superior knowledge, insight and resources geared to organizations similar to FDAC
EBA.
5. As one of the largest brokerage and consulting firms in the U.S., we have an influential position in the
benefits marketplace, which means more cost effective and quicker solutions.
6. We have developed healthcare reform compliance and financial forecasting tools to help navigate the
requirements and costs.
7. Through our dedicated actuarial team, we have access to sophisticated actuarial tools to complement our
comprehensive underwriting capabilities.
8. We have a variety of benchmarking resources and tools at our disposal. These resources, along with our
total value benchmarking philosophy, will provide timely and insightful perspective into the competitive
landscape.
9. Our assimilation of technology-based tools will enhance the quality and efficiency of our services, and
afford you access to expertise and applications geared toward administrative ease and improved customer
(employee) service.
10. We will truly partner with you, through the broad array of capabilities and services available through the
Arthur J. Gallagher family of companies.

www.gallagherbenefits.com
Page 69

Gallagher Benefit Services, Inc.

Request for Proposal for Employee Benefit Brokerage Consulting Services

References
Contact information for references shall be submitted by proposers responding to the RFP in order to be
considered for award. A minimum of 3 references shall be provided.

ASCIP (JPA)
Russ O’Donnell
Chief Operating Officer
16550 Bloomfield Avenue
Cerritos, CA 90703
(562) 404-8029
Size of Group: 4,500 employees (15 school districts)
Primary Gallagher Contact: Bruce Caldwell

San Joaquin Valley Insurance Authority - SJVIA (JPA)
Paul Nerland
SJVIA Personnel Services Manager (County of Fresno)
2200 Tulare Street, Suite 1400
Fresno, CA 93721
(559) 488 3069
Size of Group: 9,500
Primary Gallagher Contact: Leroy Tucker

Washington Unified School District
Scott A. Lantsberger
Assistant Superintendent of Business Services
930 Westacre Road
West Sacramento, CA 95691
(916) 375-7604 ext. 1010
Size of Group: 650 employees
Primary Gallagher Contact: Bordan Darm
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Authorized Signature
The proposal must be signed and dated by the person authorized to bind your firm and should state the
number of days your offer will remain firm after date of signature, and the person to be appointed as
the JPA’s contact.
GBS is pleased to provide FDAC EBA with our proposal for Insurance Brokerage Services. Our proposal will
remain valid for 90 days. We look forward to serving FDAC EBA.

Bordan Darm
Area Vice President
Gallagher Benefit Services
March 3, 2014
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Appendix 1 – Fourth Quarter 2013 Financial Report
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NEWS RELEASE

ARTHUR J. GALLAGHER & CO. ANNOUNCES
FOURTH QUARTER AND FULL YEAR 2013 FINANCIAL RESULTS
ITASCA, IL, January 28, 2014 — Arthur J. Gallagher & Co. (NYSE: AJG) today reported its financial results for the quarter and year
ended December 31, 2013. A printer-friendly format and supplemental quarterly data is available at www.ajg.com. For a
description of the non-GAAP measures used to report financial results in this earnings release, please see “Information Regarding
Non-GAAP Measures” beginning on page 7.
“We had an excellent quarter to finish an outstanding year, and we are well positioned for 2014,” said J. Patrick Gallagher, Jr.,
Chairman, President and CEO. “In the fourth quarter, our combined Brokerage and Risk Management segments posted 18%
growth in adjusted total revenues, 6.2% organic growth in commission and fee revenues, 22% growth in adjusted EBITDAC and
adjusted EBITDAC margin improved by 71 basis points.”


Our Brokerage segment had a terrific quarter. Adjusted total revenues were up 22%, base organic commission and fee
revenues grew 5.8%, adjusted EBITDAC was up 28% and adjusted EBITDAC margin was up 110 basis points. For the year,
adjusted total revenues were up 18%, base organic commission and fee revenues grew 5.6%, adjusted EBITDAC was up
23% and adjusted EBITDAC margin was up 110 basis points.



Our Risk Management segment had an excellent organic growth quarter of 7.3%, yet adjusted EBITDAC margin of 14.3% fell
slightly short of our fourth quarter target of 15.8%, almost entirely due to adverse medical plan severity. For the year,
adjusted total revenues were up 8%, organic fees grew 9.3%, adjusted EBITDAC was up 6%. Adjusted EBITDAC margin of
15.8% nearly matched our forecasted target of 16% for the year.



Our acquisition program finished strong and our integration efforts are on track. During the fourth quarter, the Brokerage
segment completed another 13 acquisitions with annualized revenues of $193.5 million bringing the count for the year to 30
with annualized revenues of $369.9 million. The Risk Management segment also closed a claim portfolio transfer from an
insurance company, and going forward we will be their preferred administrator for certain claims. This transaction should
generate another $12 to $15 million of annualized revenues for this segment. We are extremely pleased to welcome all of
our new merger partners and associates to the growing family of Gallagher professionals.



As a result of our acquisition program and subsequent centralization efforts, during the fourth quarter we took actions to
consolidate our management ranks and related support staff, mostly in our international operations. As a result, pretax
charges in the Brokerage and Risk Management segments totaled $6.6 million and $1.5 million, respectively and should
generate annual workforce cost savings of $9.0 million and $2.3 million, respectively.



Our clean energy investments had an outstanding quarter, exceeding our forecast. For the year, they generated
$63.7 million of after tax earnings, which was nearly double that of 2012.



We are comfortable with the current rate environment. Stable rates with carriers quoting individual lines and covers based on
rational and informed underwriting continues to bode well for us. In this rate environment, our professionals can create
solutions based on our deep industry knowledge, access the right markets and demonstrate our high-quality service offering.



We are increasingly optimistic about the recovering economy in the US and in the UK. We are hearing our clients speak
more of growth and opportunity than we have in years.

“Finally, I am thrilled with the dozens of awards and recognitions we are receiving for our impeccable culture, our high-quality
service, and our excellence in leadership and talent development. All of these demonstrate that our unique culture is thriving and
most importantly, we are delivering valuable solutions to our clients and prospects.”
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The following provides non-GAAP information that management believes is helpful when comparing 2013 revenues, EBITDAC and
diluted net earnings per share with the same period in 2012:

Quarter Ended December 31
Segment

Revenues
4th Q 13 4th Q 12

Chg

(in millions)
Brokerage, as adjusted
Gains on book sales
Acquisition integration
Workforce & lease termination
Acquisition related adjustments
Levelized foreign currency translation
Effective income tax rate impact

$ 590.8
1.9
-

EBITDAC
4th Q 13 4th Q 12

Chg

Diluted Net
Earnings Per Share
4th Q 13 4th Q 12

(in millions)

$ 485.5
2.5
1.1
-

Brokerage, as reported

592.7

489.1

Risk Management, as adjusted
New Zealand earthquake claims
administration
Workforce & lease termination
South Australia and claim portfolio
transfer ramp up

151.5

143.8

Risk Management, as reported

151.5

Total Brokerage & Risk
Management, as reported
Corporate, as reported

22%

5%

$ 133.1 $ 103.7 28%
1.9
2.5
(6.8)
(7.0)
(6.6)
(9.7)
(0.4)
121.6

89.1

21.6

23.0

$

-6%

0.41 $
0.01
(0.03)
(0.03)
0.01
0.01

0.35
0.01
(0.04)
(0.05)
(0.02)

0.38

0.25

0.07

0.09

(0.01)

(0.01)

-

1.0
-

(1.5)

(2.6)

-

-

(1.2)

(2.1)

144.8

18.9

18.3

0.06

744.2

633.9

140.5

107.4

0.44

0.32

146.0

39.3

(26.8)

(12.0)

0.01

(0.05)

Total Company, as reported

$ 890.2

$ 673.2

Total Brokerage & Risk
Management, as adjusted

$ 742.3

$ 629.3

$ 113.7

$

18%

$ 154.7

$ 126.7

Chg

EBITDAC
Year 13
Year 12

-

95.4

Segment

(in millions)
Brokerage, as adjusted
Gains on book sales
Acquisition integration
Workforce & lease termination
Acquisition related adjustments
Levelized foreign currency translation

0.07

$

0.45

$

0.27

22%

$

0.48

$

0.44

Chg

Diluted Net
Earnings Per Share
Year 13
Year 12

Year Ended December 31
Revenues
Year 13
Year 12

(0.01)

(in millions)

$2,139.1
5.2
-

$1,816.2
3.9
7.5

2,144.3

1,827.6

Risk Management, as adjusted
New Zealand earthquake claims
administration
Workforce & lease termination
South Australia and claim portfolio
transfer ramp up

609.5

563.1

0.1
1.4

Risk Management, as reported

611.0

571.7

94.5

87.0

0.35

0.35

2,755.3

2,399.3

578.5

470.3

1.92

1.62

424.3

121.0

(73.6)

(38.2)

0.14

(0.03)

Total Company, as reported

$3,179.6

$2,520.3

Total Brokerage & Risk
Management, as adjusted

$2,748.6

$2,379.3

Brokerage, as reported

Total Brokerage & Risk
Management, as reported
Corporate, as reported

18%

$ 510.7 $ 414.2 23%
5.2
3.9
(24.1)
(19.3)
(7.8)
(14.4)
(1.1)
484.0

383.3

96.1

90.3

8.6
-

(1.7)

1.5
(2.7)

-

0.1

(2.1)

8%

16%
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$ 504.9

$ 432.1

$ 606.8

$ 504.5

$

6%

1.65 $
0.03
(0.11)
(0.04)
0.04
1.57

1.27

0.36

0.36

(0.01)

0.01
(0.01)

-

20%

1.43
0.02
(0.10)
(0.07)
(0.01)

(0.01)

$

2.06

$

1.59

$

2.01

$

1.79

Brokerage Segment Fourth Quarter Highlights - The following tables provide non-GAAP information that management
believes is helpful when comparing certain 2013 financial information with the same periods in 2012 (in millions):
Organic Revenues (non-GAAP)

4th Q 13

Base Commissions and Fees
Commissions as reported
Fees as reported
Less commissions and fees from acquisitions
Less disposed of operations
Levelized foreign currency translation
Organic base commissions and fees

4th Q 12

Year 13

Year 12

$

426.3
130.0
(72.1)
-

$

339.8
121.8
(3.2)
(0.9)

$

1,553.1
450.5
(216.8)
-

$

1,302.5
403.2
(6.2)
(6.7)

$

484.2

$

457.5

$

1,786.8

$

1,692.8

Organic change in base commissions and fees

5.8%

5.2%

5.6%

4.4%

Supplemental Commissions
Supplemental commissions as reported
Less supplemental commissions from acquisitions

$

23.9
(2.1)

$

17.6
-

$

77.3
(5.4)

$

67.9
-

Organic supplemental commissions

$

21.8

$

17.6

$

71.9

$

67.9

Organic change in supplemental commissions

23.9%

9.4%

5.9%

3.3%

Contingent Commissions
Contingent commissions as reported
Less contingent commissions from acquisitions

$

8.6
(1.0)

$

5.9
-

$

52.1
(8.8)

$

42.9
-

Organic contingent commissions

$

7.6

$

5.9

$

43.3

$

42.9

Organic change in contingent commissions

28.8%

Adjusted Compensation Expense and Ratio (non-GAAP)

4th Q 13

Reported amounts

$

370.1

Acquisition integration
Workforce and lease termination related charges
Levelized foreign currency translation
$
*

359.0

0.9%

4th Q 12
$

(4.5)
(6.6)
-

Adjusted amounts
Adjusted ratios using adjusted revenues on page 2

54.3%

316.9

Year 13
$

(6.1)
(9.0)
(0.4)
$

60.8%

301.4

-1.1%

1,290.4

Year 12
$

1,131.6

(10.9)
(7.7)
$

62.1%

1,271.8

(13.2)
(13.7)
(5.4)
$

1,099.3

59.5%

60.5%

* Adjusted fourth quarter compensation expense ratio was 1.3 pts lower than the same period in 2012. This ratio was
primarily impacted by workforce reductions of 0.7 pts and lower incentive compensation of 0.6 pts.
Adjusted Operating Expense and Ratio (non-GAAP)

4th Q 13

Reported amounts

$

101.0

Acquisition integration
Workforce and lease termination related charges
Levelized foreign currency translation

$

(2.3)
-

Adjusted amounts
Adjusted ratios using adjusted revenues on page 2

4th Q 12

$
*

98.7
16.7%

83.1

Year 13
$

(0.9)
(0.7)
(1.1)
$

80.4
16.6%

369.9

Year 12
$

(13.2)
(0.1)
$

356.6

(6.1)
(0.7)
(3.2)
$

16.7%

* Adjusted fourth quarter operating expense ratio was 0.1 pts higher than the same period in 2012. Expense
components were generally consistent with the prior period.
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312.7

302.7
16.7%

Brokerage Segment Fourth Quarter Highlights (continued)
Adjusted EBITDAC (non-GAAP)

4th Q 13

Total EBITDAC - see page 9 for computation

$

121.6

Gains from books of business sales
Acquisition integration *
Workforce and lease termination related charges
Levelized foreign currency translation

4th Q 12
$

89.1

(1.9)
6.8
6.6
-

Adjusted EBITDAC

$

133.1

Year 13
$

(2.5)
7.0
9.7
0.4
$

103.7

484.0

Year 12
$

383.3

(5.2)
24.1
7.8
$

510.7

(3.9)
19.3
14.4
1.1
$

414.2

Adjusted EBITDAC change

28.4%

18.7%

23.3%

21.2%

Adjusted EBITDAC margin

22.5%

21.4%

23.9%

22.8%

* Acquisition integration - During the fourth quarter 2013, integration costs related to the acquisitions of Bollinger and
Giles totaled $4.1 million and $2.7 million, respectively. These costs were primarily related to the on-boarding of over
1,600 employees, communication conversion costs, and related performance compensation. Integration costs in 2012
relate to the Heath Lambert acquisition only.
The following is a summary of brokerage acquisition activity for 2013 and 2012:
4th Q 13
Shares issued for acquisitions and earnouts
Number of acquisitions closed
Annualized revenues acquired (in millions)

1,743,000
13
$
193.5

4th Q 12

$

470,000
21
75.9

Year 13

Year 12

5,181,000
30
$
369.9

7,792,000
58
$
231.3

Risk Management Segment Fourth Quarter Highlights - The following tables provide non-GAAP information that
management believes is helpful when comparing certain 2013 financial information with the same periods in 2012
(in millions):
Organic Revenues (Non-GAAP)

4th Q 13

Fees
International performance bonus fees

$

147.6
3.3

Fees as reported

$

150.9

Less fees from acquisitions
Less South Australia ramp up fees
Less New Zealand earthquake claims administration
Levelized foreign currency translation
$

150.9

Organic change in fees

$

$

New Zealand earthquake claims administration
South Australia and claim portfolio transfer ramp up costs
Workforce and lease termination related charges

97.0

$

$
*

94.3
62.2%

90.7

$

86.0
59.8%

604.8

(8.6)
(6.3)
$

370.5

Year 12
$

(1.2)
(1.7)
$

367.6
60.3%

553.6
6.4%

Year 13
$

550.3
18.2
568.5

9.3%

(0.8)
(1.5)
(2.4)
$

$

(2.7)
(1.4)
(0.1)
-

4th Q 12

(1.2)
(1.5)

Adjusted amounts

140.7

589.0
20.0

Year 12

609.0

3.4%

4th Q 13

Reported amounts

$

(1.0)
(2.2)

7.3%

Adjusted Compensation Expense and Ratio (non-GAAP)

138.6
5.3

Year 13

143.9

-

Organic fees

Adjusted ratios using adjusted revenues on page 2

4th Q 12

347.0
(5.5)
(1.5)
(2.5)

$

337.5
59.9%

* Adjusted fourth quarter compensation expense ratio was 2.4 pts higher than the same period in 2012. This ratio was
primarily impacted by increased salaries of 1.6 pts and employee benefits of 1.0 pts, partially offset by decreased
incentive compensation of 0.4 pts.
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Risk Management Segment Fourth Quarter Highlights (continued)
Adjusted Operating Expense and Ratio (non-GAAP)

4th Q 13

Reported amounts

$

New Zealand earthquake claims administration
South Australia and claim portfolio transfer ramp up costs
Workforce and lease termination related charges

$

35.8

-

Adjusted amounts

$

Adjusted ratios using adjusted revenues on page 2

4th Q 12

35.6

$

34.8

23.5%

Year 12

146.0

(0.2)
(0.6)
(0.2)

35.6

*

Year 13
$

$

137.7

(0.1)
(0.1)
$

145.8

24.2%

(1.6)
(0.6)
(0.2)
$

135.3

23.9%

24.0%

* Adjusted fourth quarter operating expense ratio was 0.7 pts lower than the same period in 2012. This ratio was
primarily impacted by savings in real estate, banking fees and office supplies of 2.0 pts, partially offset by increased
professional fees associated with client-centric service enhancements of 1.0 pts.
Adjusted EBITDAC (non-GAAP)

4th Q 13

Total EBITDAC - see page 9 for computation

$

4th Q 12

18.9

New Zealand earthquake claims administration
South Australia and claim portfolio transfer ramp up costs
Workforce and lease termination related charges

$

18.3

1.2
1.5

Adjusted EBITDAC

$

Year 13
$

94.5

2.1
2.6

21.6

$

23.0

Year 12
$

87.0

(0.1)
1.7
$

96.1

(1.5)
2.1
2.7
$

90.3

Adjusted EBITDAC change

-6.1%

6.5%

6.4%

10.9%

Adjusted EBITDAC margin

14.3%

16.0%

15.8%

16.0%

Corporate Segment Fourth Quarter Highlights - The following table provides non-GAAP information that management
believes is helpful when comparing 2013 operating results for the Corporate Segment with the same periods in 2012
(in millions):
2013
Income
Tax
Benefit

Pretax
Earnings
(Loss)
4th Quarter
Interest and banking costs
Clean energy investments
Acquisition costs
Corporate

Year
Interest and banking costs
Clean energy investments
Acquisition costs
Corporate

Net
Earnings
(Loss)

2012
Income
Tax
Benefit

Pretax
Earnings
(Loss)

Net
Earnings
(Loss)

$

(14.5)
(15.5)
(6.2)
(5.5)

$

5.8
31.3
1.5
3.9

$

(8.7)
15.8
(4.7)
(1.6)

$

(11.6)
(5.7)
(3.3)
(2.5)

$

4.7
6.8
0.1
4.6

$

(6.9)
1.1
(3.2)
2.1

$

(41.7)

$

42.5

$

0.8

$

(23.1)

$

16.2

$

(6.9)

$

(53.0)
(49.3)
(5.6)
(18.7)

$

21.2
113.0
0.2
9.8

$

(31.8)
63.7
(5.4)
(8.9)

$

(46.1)
(17.3)
(7.1)
(11.4)

$

18.4
50.0
0.7
9.5

$

(27.7)
32.7
(6.4)
(1.9)

$

(126.6)

$

144.2

$

17.6

$

(81.9)

$

78.6

$

(3.3)

Debt, interest and banking - At December 31, 2013, Gallagher had $925.0 million of long-term borrowings and
$530.5 million of short-term borrowings under its line of credit facility. As previously announced, Gallagher has entered into a
note purchase agreement for a private placement of $600 million of senior unsecured notes, which is expected to fund on
February 27, 2014. Proceeds will be used primarily to pay down its line of credit facility.
At-the-market equity program - Gallagher previously announced on November 20, 2013, that it had established an at-themarket equity program under which it may sell up to $200 million of its common stock through Morgan Stanley & Co. LLC as
sales agent. During the fourth quarter 2013, Gallagher sold 91,572 shares of its common stock under the program at a
weighted average price of $47.41 per share, resulting in net proceeds to Gallagher, after sales commissions, of
approximately $4.3 million.
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Corporate Segment Fourth Quarter Highlights (continued)
Clean energy investments - The following provides certain information related to Gallagher’s investments in limited liability
companies that own 34 clean coal production plants, which produce refined coal using proprietary technologies owned by
Chem-Mod. We believe that the production and sale of refined coal at these plants qualifies to receive refined coal tax
credits under IRC Section 45 through 2019 for the fourteen 2009 Era Plants and through 2021 for the twenty 2011 Era
Plants. The underlying operations of those investments where Gallagher has a controlling ownership interest are
consolidated.

($ in millions)
Investments that own 2009 Era Plants
12 Under long-term production contracts
2 In negotiations for long-term production contracts
Investments that own 2011 Era Plants
16 Under long-term production contracts
4 In negotiations for long-term production contracts

Gallagher's
Tax-Effected
Book Value At
Dec 31, 2013

Gallagher's Portion of Estimated
Additional
Required
Ultimate
Tax-Effected
Annual
Capital
After-tax
Investment
Earnings *

$

$

10.3
0.7

34.8
1.4

2.0
Not Estimable

1.6
Not Estimable

$

23.0
Not Estimable

73.5
Not Estimable

* Reflects management's current best estimate of the ultimate future potential annual after-tax earnings based on
production estimates from the host utilities. However, host utilities do not consistently utilize the refined fuel plants at
ultimate production levels due to seasonal electricity demand, as well as many operational, regulatory and
environmental compliance reasons.
Gallagher’s investment in Chem-Mod generates royalty income from clean energy plants owned by those limited liability
companies in which it invests as well as refined coal production plants owned by other unrelated parties. Based on current
production estimates provided by licensees, Chem-Mod could generate for Gallagher approximately $3.6 million of net aftertax earnings per quarter.
All estimates set forth above regarding the potential future earnings impact of our clean energy investments are subject to
significant risks. Please refer to Gallagher’s filings with the SEC, including Item 1A, “Risk Factors,” of its Annual Report on
Form 10-K for the fiscal year ended December 31, 2012, for a more detailed discussion of these and other factors that could
impact the information above.
Acquisition costs - Consists mostly of external professional fees and other due diligence costs related to acquisitions. In
fourth quarter 2013, this line also includes a net $0.4 million after-tax fair value loss related to three foreign currency
derivative investment contracts Gallagher executed in third quarter in connection with the signing of the agreement to acquire
The Giles Group of Companies. These contracts were designed to hedge a portion of the GBP denominated purchase price
consideration of this acquisition.
Corporate - Consists of overhead allocations mostly related to corporate staff compensation.
Income Taxes
Gallagher allocates the provision for income taxes to its Brokerage and Risk Management segments as if those segments
were computing income tax provisions on a separate company basis. Gallagher historically has reported, and anticipates
reporting for the foreseeable future, an effective tax rate of approximately 37% to 39% in both its Brokerage and Risk
Management segments. Gallagher’s consolidated effective tax rate for the years ended December 31, 2013 and 2012 was
2.2% and 20.5%, respectively. Gallagher’s tax rate for year ended December 31, 2013 was lower than the statutory rate and
was lower than 2012 due to the amount of IRC Section 45 tax credits earned in 2013 compared to 2012.
Webcast Conference Call
Gallagher will host a webcast conference call on Wednesday, January 29, 2014 at 9: 15 a.m. ET/8:15 a.m. CT. To listen to
this call, please go to www.ajg.com. The call will be available for replay at such website for not less than 90 days.
About Arthur J. Gallagher & Co.
Arthur J. Gallagher & Co., an international insurance brokerage and risk management services firm, is headquartered in
Itasca, Illinois, has operations in 24 countries and offers client-service capabilities in more than 140 countries around the
world through a network of correspondent brokers and consultants.
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Information Regarding Forward-Looking Statements
This press release contains “forward-looking statements” within the meaning of the Private Securities Litigation Reform Act of
1995. When used in this press release, the words “anticipates,” “believes,” ”contemplates,” “see,” “should,” “could,”
“estimates,” “expects,” “intends,” “plans” and variations thereof and similar expressions, are intended to identify forwardlooking statements. Examples of forward-looking statements include, but are not limited to, statements regarding (i) the
amount of, and potential uses for, investment returns generated by Gallagher’s clean energy investments; (ii) our corporate
income tax rate; (iii) anticipated future results or performance of any segment or the Company as a whole (including recent
new business wins in the Risk Management segment and the Giles acquisition); (iv) anticipated cost savings from workforce
reductions; (v) the premium rate environment; (vi) the economic environment; and (vii) anticipated funding under a note
purchase agreement.
Gallagher’s actual results may differ materially from those contemplated by the forward-looking statements. Readers are
therefore cautioned against relying on any of the forward-looking statements, which are neither statements of historical fact
nor guarantees or assurances of future performance. Important factors that could cause actual results to differ materially
from those in the forward-looking statements include the following:
 Risks and uncertainties related to Gallagher’s clean energy investments including uncertainties related to political and
regulatory risks, including potential actions by Congress or challenges by the IRS eliminating or reducing the availability
of tax credits under IRC Section 45 retroactively and/or going forward; the ability to maintain and find co-investors; the
potential for divergent business objectives by co-investors and other stakeholders; plant operational risks, including
supply-chain risks; utilities’ future use of, or demand for, coal; the market price of coal; the costs of moving a clean coal
plant; intellectual property risks; and environmental risks - all could impact (i) and (ii) above; and
 Changes in worldwide and national economic conditions (including an economic downturn due to a U.S. government
shutdown or default and uncertainty regarding the European debt crisis), changes in premium rates and in insurance
markets generally and changes in the insurance brokerage industry’s competitive landscape - all could impact (iii) - (vii)
above.
Please refer to Gallagher’s filings with the SEC, including Item 1A, “Risk Factors,” of its Annual Report on Form 10-K for the
fiscal year ended December 31, 2012, for a more detailed discussion of these and other factors that could impact its forwardlooking statements. Any forward-looking statement made by Gallagher in this press release speaks only as of the date on
which it is made. Except as required by applicable law, Gallagher does not undertake to update the information included
herein or the corresponding earnings release posted on Gallagher’s website.
Information Regarding Non-GAAP Measures
In addition to reporting financial results in accordance with GAAP, this press release provides information regarding
EBITDAC, EBITDAC margin, adjusted EBITDAC, adjusted EBITDAC margin, diluted net earnings per share (as adjusted) for
the Brokerage and Risk Management segments, adjusted revenues, adjusted compensation and operating expenses,
adjusted compensation expense ratio, adjusted operating expense ratio and organic revenue measures for each operating
segment. These measures are not in accordance with, or an alternative to, the GAAP information provided in this press
release. Gallagher’s management believes that these presentations provide useful information to management, analysts and
investors regarding financial and business trends relating to Gallagher’s results of operations and financial condition.
Gallagher’s industry peers may provide similar supplemental non-GAAP information related to organic revenues and
EBITDAC, although they may not use the same or comparable terminology and may not make identical adjustments. The
non-GAAP information provided by Gallagher should be used in addition to, but not as a substitute for, the GAAP information
provided. Certain reclassifications have been made to the prior year amounts reported in this press release in order to
conform them to the current year presentation.
Adjusted presentation - Gallagher believes that the adjusted presentations of the current and prior year information,
presented in this earnings release, provides stockholders and other interested persons with useful information regarding
certain financial metrics of Gallagher that may assist such persons in analyzing Gallagher’s operating results as they develop
a future earnings outlook for Gallagher. The after-tax amounts related to the adjustments were computed using the
normalized effective tax rate for each respective period.
 Adjusted revenues and expenses - Gallagher defines these measures as revenues, compensation expense and
operating expense, respectively, each adjusted to exclude net gains realized from sales of books of business, acquisition
integration costs, New Zealand earthquake claims administration, South Australia and claim portfolio transfer ramp up
fees/costs, workforce related charges, lease termination related charges, acquisition related adjustments and the impact
of foreign currency translation, as applicable. Integration costs include costs related to transactions not expected to
occur on an ongoing basis in the future once we fully assimilate the applicable acquisition. These costs are typically
associated with redundant workforce, extra lease space, duplicate services and external costs incurred to assimilate the
acquisition with our IT related systems.
 Adjusted ratios - Adjusted compensation expense ratio and adjusted operating expense ratio are defined as adjusted
compensation expense and adjusted operating expense, respectively, each divided by adjusted revenues.
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Earnings Measures - Gallagher believes that each of EBITDAC, EBITDAC margin, adjusted EBITDAC, adjusted EBITDAC
margin and diluted net earnings per share (as adjusted) for the Brokerage and Risk Management segments, as defined
below, provides a meaningful representation of its operating performance. Gallagher considers EBITDAC and EBITDAC
margin as a way to measure financial performance on an ongoing basis. Adjusted EBITDAC, adjusted EBITDAC margin and
diluted net earnings per share (as adjusted) for the Brokerage and Risk Management segments are presented to improve the
comparability of our results between periods by eliminating the impact of the items that have a high degree of variability.
 EBITDAC - Gallagher defines this measure as net earnings before interest, income taxes, depreciation, amortization and
the change in estimated acquisition earnout payables.
 EBITDAC margin - Gallagher defines this measure as EBITDAC divided by total revenues.
 Adjusted EBITDAC - Gallagher defines this measure as EBITDAC adjusted to exclude net gains realized from sales of
books of business, acquisition integration costs, workforce related charges, lease termination related charges, New
Zealand earthquake claims administration costs, South Australia and claim portfolio transfer ramp up fees/costs,
acquisition related adjustments and the period-over-period impact of foreign currency translation, as applicable.
 Adjusted EBITDAC margin - Gallagher defines this measure as adjusted EBITDAC divided by total adjusted revenues
(defined above).
 Diluted net earnings per share (as adjusted) for the Brokerage and Risk Management segments - Gallagher
defines this measure as net earnings adjusted to exclude the after-tax impact of net gains realized from sales of books of
business, acquisition integration costs, New Zealand earthquake claims administration, South Australia and claim
portfolio transfer ramp up fees/costs, the impact of foreign currency translation, workforce related charges, lease
termination related charges, acquisition related adjustments and effective income tax rate impact divided by diluted
weighted average shares outstanding. The effective income tax rate impact represents the difference in income tax
expense for tax amounts derived using the actual effective tax rate compared to tax amounts derived using a normalized
effective tax rate.
Organic Revenues - For the Brokerage segment, organic change in base commission and fee revenues excludes the first
twelve months of net commission and fee revenues generated from acquisitions accounted for as purchases and the net
commission and fee revenues related to operations disposed of in each year presented. These commissions and fees are
excluded from organic revenues in order to help interested persons analyze the revenue growth associated with the
operations that were a part of Gallagher in both the current and prior year. In addition, change in organic growth excludes
the impact of supplemental commission and contingent commission revenues and the period-over-period impact of foreign
currency translation. The amounts excluded with respect to foreign currency translation are calculated by applying current
year foreign exchange rates to the same periods in the prior year. For the Risk Management segment, organic change in fee
revenues excludes the first twelve months of fee revenues generated from acquisitions accounted for as purchases and the
fee revenues related to operations disposed of in each year presented. In addition, change in organic growth excludes the
impact of South Australia ramp up fees, New Zealand earthquake claims administration and the period-over-period impact of
foreign currency translation to improve the comparability of our results between periods by eliminating the impact of the items
that have a high degree of variability or are due to the limited-time nature of these revenue sources.
These revenue items are excluded from organic revenues in order to determine a comparable measurement of revenue
growth that is associated with the revenue sources that are expected to continue in the current year and beyond. Gallagher
has historically viewed organic revenue growth as an important indicator when assessing and evaluating the performance of
its Brokerage and Risk Management segments. Gallagher also believes that using this measure allows readers of our
financial statements to measure, analyze and compare the growth from its Brokerage and Risk Management segments in a
meaningful and consistent manner.
Reconciliation of Non-GAAP Information Presented to GAAP Measures - This press release includes tabular
reconciliations to the most comparable GAAP measures, as follows: for EBITDAC (on page 9), for adjusted revenues,
adjusted EBITDAC and adjusted diluted net earnings per share (on page 2), for organic revenue measures (on pages 3
and 4, respectively, for the Brokerage and Risk Management segments), for adjusted compensation and operating expenses
and adjusted EBITDAC margin (on pages 4 and 5, respectively, for the Brokerage and Risk Management segments).
Reported compensation and operating expense ratios can be found in the supplemental quarterly data available at
www.ajg.com.
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Arthur J. Gallagher & Co.
Reported Statement of Earnings and EBITDAC - 4th Qtr and Year Ended December 31,
(Unaudited - in millions except per share, percentage and workforce data)

Brokerage Segment
Commissions
Fees
Supplemental commissions
Contingent commissions
Investment income and gains realized on books of business sales
Revenues

$

Compensation
Operating
Depreciation
Amortization
Change in estimated acquisition earnout payables
Expenses
Earnings before income taxes
Provision for income taxes
Net earnings
EBITDAC
Net earnings
Provision for income taxes
Depreciation
Amortization
Change in estimated acquisition earnout payables
EBITDAC

4th Q Ended

4th Q Ended

Year Ended

Year Ended

Dec 31, 2013

Dec 31, 2012

Dec 31, 2013

Dec 31, 2012

426.3
130.0
23.9
8.6
3.9
592.7

$

316.9
83.1
6.4
25.1
2.6
434.1

1,290.4
369.9
31.1
122.7
2.6
1,816.7

1,131.6
312.7
24.7
96.2
3.6
1,568.8

77.1
26.6

55.0
23.5

327.6
122.8

258.8
103.0

31.5

$

204.8

$

155.8

$

50.5
26.6
9.0
34.5
1.0

$

31.5
23.5
6.4
25.1
2.6

$

204.8
122.8
31.1
122.7
2.6

$

155.8
103.0
24.7
96.2
3.6

$

121.6

$

89.1

$

484.0

$

383.3

Earnings before income taxes
Provision for income taxes

150.9
0.6
151.5

4th Q Ended
Dec 31, 2012
$

143.9
0.9
144.8

Year Ended
Dec 31, 2013
$

609.0
2.0
611.0

Year Ended
Dec 31, 2012
$

568.5
3.2
571.7

97.0
35.6
5.2
0.6
(0.8)
137.6

90.7
35.8
4.2
0.8
(0.2)
131.3

370.5
146.0
19.4
2.5
(0.9)
537.5

347.0
137.7
16.0
2.8
(0.2)
503.3

13.9
5.2

13.5
4.6

73.5
27.3

68.4
25.9

$

8.7

$

8.9

$

46.2

$

42.5

$

8.7
5.2
5.2
0.6
(0.8)

$

8.9
4.6
4.2
0.8
(0.2)

$

46.2
27.3
19.4
2.5
(0.9)

$

42.5
25.9
16.0
2.8
(0.2)

$

18.9

$

18.3

$

94.5

$

87.0

Corporate Segment
Revenues from consolidated clean coal facilities
Royalty income from clean coal licenses
Loss from unconsolidated clean coal facilities
Other net revenues
Revenues

1,302.5
403.2
67.9
42.9
11.1
1,827.6

$

Compensation
Operating
Depreciation
Amortization
Change in estimated acquisition earnout payables
Expenses

EBITDAC

$

50.5

$

EBITDAC
Net earnings
Provision for income taxes
Depreciation
Amortization
Change in estimated acquisition earnout payables

1,553.1
450.5
77.3
52.1
11.3
2,144.3

370.1
101.0
9.0
34.5
1.0
515.6

4th Q Ended
Dec 31, 2013

Net earnings

$

$

Risk Management Segment
Fees
Investment income
Revenues

339.8
121.8
17.6
5.9
4.0
489.1

$

4th Q Ended

4th Q Ended

Year Ended

Year Ended

Dec 31, 2013

Dec 31, 2012

Dec 31, 2013

Dec 31, 2012

141.9
8.8
(2.3)
(2.4)
146.0

$

32.7
8.5
(1.9)
39.3

$

387.1
32.0
(6.6)
11.8
424.3

$

98.0
27.6
(6.0)
1.4
121.0

Cost of revenues from consolidated clean coal facilities
Compensation
Operating
Interest
Depreciation
Expenses

155.7
6.0
11.1
13.9
1.0
187.7

37.2
3.4
10.7
10.9
0.2
62.4

437.3
24.1
36.5
50.1
2.9
550.9

111.6
14.8
32.8
43.0
0.7
202.9

Loss before income taxes
Benefit for income taxes

(41.7)
(42.5)

(23.1)
(16.2)

(126.6)
(144.2)

(81.9)
(78.6)

Net earnings
EBITDAC
Net earnings
Benefit for income taxes
Interest
Depreciation
EBITDAC
See "Information Regarding Non-GAAP Measures" on page 7 of 11.
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$

0.8

$

(6.9)

$

17.6

$

(3.3)

$

0.8
(42.5)
13.9
1.0

$

(6.9)
(16.2)
10.9
0.2

$

17.6
(144.2)
50.1
2.9

$

(3.3)
(78.6)
43.0
0.7

$

(26.8)

$

(12.0)

$

(73.6)

$

(38.2)

Arthur J. Gallagher & Co.
Reported Statement of Earnings and EBITDAC - 4th Qtr and Year Ended December 31,
(Unaudited - in millions except share and per share data)

Total Company
Commissions
Fees
Supplemental commissions
Contingent commissions
Investment income and gains realized on books of business sales
Revenues from clean coal activities
Other net revenues - Corporate
Revenues

$

4th Q Ended

4th Q Ended

Year Ended

Year Ended

Dec 31, 2013

Dec 31, 2012

Dec 31, 2013

Dec 31, 2012

426.3
280.9
23.9
8.6
4.5
148.4
(2.4)
890.2

$

339.8
265.7
17.6
5.9
4.9
39.3
673.2

$

1,553.1
1,059.5
77.3
52.1
13.3
412.5
11.8
3,179.6

$

1,302.5
971.7
67.9
42.9
14.3
119.6
1.4
2,520.3

Compensation
Operating
Cost of revenues from clean coal activities
Interest
Depreciation
Amortization
Change in estimated acquisition earnout payables
Expenses

473.1
147.7
155.7
13.9
15.2
35.1
0.2
840.9

411.0
129.6
37.2
10.9
10.8
25.9
2.4
627.8

1,685.0
552.4
437.3
50.1
53.4
125.2
1.7
2,905.1

1,493.4
483.2
111.6
43.0
41.4
99.0
3.4
2,275.0

Earnings before income taxes
Provision (benefit) for income taxes

49.3
(10.7)

45.4
11.9

274.5
5.9

245.3
50.3

Net earnings

$

60.0

$

33.5

$

268.6

$

195.0

Diluted net earnings per share

$

0.45

$

0.27

$

2.06

$

1.59

Dividends declared per share

$

0.35

$

0.34

$

1.40

$

1.36

$

60.0
(10.7)
13.9
15.2
35.1
0.2

$

33.5
11.9
10.9
10.8
25.9
2.4

$

268.6
5.9
50.1
53.4
125.2
1.7

$

195.0
50.3
43.0
41.4
99.0
3.4

$

113.7

$

95.4

$

504.9

$

432.1

EBITDAC
Net earnings
Provision (benefit) for income taxes
Interest
Depreciation
Amortization
Change in estimated acquisition earnout payables
EBITDAC

Arthur J. Gallagher & Co.
Consolidated Balance Sheet
(Unaudited - in millions except per share data)
Dec 31, 2013
Cash and cash equivalents
Restricted cash
Premiums and fees receivable
Other current assets

$

Total current assets
Fixed assets - net
Deferred income taxes
Other noncurrent assets
Goodwill - net
Amortizable intangible assets - net
Total assets
Premiums payable to insurance and reinsurance companies
Accrued compensation and other accrued liabilities
Unearned fees
Other current liabilities
Corporate related borrowings - current

298.1
1,027.4
1,288.8
261.3

Dec 31, 2012
$

2,875.6

2,429.5

160.4
279.8
320.7
2,145.2
1,078.8

105.4
251.8
283.3
1,472.7
809.6

$

6,860.5

$

5,352.3

$

2,154.7
370.6
84.5
44.5
630.5

$

1,819.7
306.7
70.6
36.9
129.0

Total current liabilities
Corporate related borrowings - noncurrent
Other noncurrent liabilities
Total liabilities
Stockholders' equity:
Common stock - issued and outstanding
Capital in excess of par value
Retained earnings
Accumulated other comprehensive loss
Total stockholders' equity

3,284.8

2,362.9

825.0
665.2

725.0
605.8

4,775.0

3,693.7

133.6
1,358.1
596.4
(2.6)

125.6
1,055.4
510.4
(32.8)

2,085.5

Total liabilities and stockholders' equity

$

See "Information Regarding Non-GAAP Measures" on page 7 of 11.
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302.1
851.6
1,096.1
179.7

6,860.5

1,658.6
$

5,352.3

Arthur J. Gallagher & Co.
Other Information and Notes
(Unaudited - data is rounded where indicated)
4th Q Ended
Dec 31, 2013

OTHER INFORMATION
Basic weighted average shares outstanding (000s)
Diluted weighted average shares outstanding (000s)
Common shares repurchased (000s)
Common shares issued for acquisitions and earnouts (000s)
Number of acquisitions closed
Annualized revenues acquired (in millions)
Workforce at end of period (includes acquisitions):
Brokerage
Risk Management
Total Company

$

132,334
133,990
1,743
14
207.5

4th Q Ended
Dec 31, 2012

$

124,941
126,315
20
470
22
76.2

Year Ended
Dec 31, 2013

$

128,894
130,467
5,181
31
383.9
11,193
4,806
16,336

Contact: Marsha Akin
Director - Investor Relations
630-285-3501 or marsha_akin@ajg.com
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Year Ended
Dec 31, 2012

$

121,018
122,478
82
7,792
60
231.7
9,002
4,390
13,707

Employee Benefits RFP

Prepared By:

L. Dean Forman, PhD, CFP, CEBS
925 Highland Pointe Drive
Suite 190
Roseville, CA 95678
916-740-2400
www.GFBBBenefefits.com

FDAC Employment Benefits Authority
Melissa Dickson
1215 K Street, Suite #940
Sacramento, CA 95814
RE: REQUEST FOR PROPOSAL
Dear Melissa:
We are pleased to present, for your review and consideration, our proposal to provide benefit consulting
and insurance brokerage services to the FDAC Employment Benefits Authority. Our goal is to provide you
strategic ideas and solutions that perhaps others have overlooked. The enclosed information will
demonstrate that GFBB Benefits & Insurance Services, Inc. is a highly diversified firm that specializes in
benefits administration and consulting for clients who require superior service, flexibility, and attention to
detail. The combined level of expertise that our team possesses spans over three decades.
In your RFP, you indicate the need for a broker who can offer creative and innovative solutions that will
allow the FDAC Employment Benefits Authority to maintain a quality health and welfare benefit. Our best
response to these requirements is exemplified in the satisfaction and reputation with our clients who
possess similar complex issues such as the City of Rocklin, City of Winters, North Tahoe Fire District, and
Tahoe PUD. Due to our years of tenure with these groups, they have seen us function at various levels of
expertise ranging from understanding union environments, conducting open enrollment meetings and
health fairs, to difficult benefit and rate negotiations.
Through benchmarking data we were able to reduce the administrative/claims costs of self-funding
for several of our municipal clients. This produced savings of 10-20 percent of costs for dental,
vision and 125 administrative fees.
Our boutique and personal approach allows us to spend greater time with our clients and to
understand their specific needs. This results in greater proactive strategies and finding critical
solutions.
We have been testing all of our clients for affordability and penalties under the new Affordable
Healthcare Act, ACA. We suggest doing this as one of our first steps for FDAC.
We look forward to personally meeting with you and your staff to answer your questions. This will allow us
to explore whether we are the right fit for you, and you for us.
The contact information for this proposal is listed below. In addition, I am available should you have any
follow-up items or questions that you would like to discuss with me directly at 916-740-2402.
GFBB Benefits and Insurance Services, Inc.
925 Highland Pointe Drive, Suite 190 Roseville, CA 95678
Main (916) 740-2400
www.GFBBBenefits.com
We look forward to hearing from you soon.
Sincerely,

L. Dean Forman, Ph.D., CFP, CEBS
President & CEO
Direct (916) 740-2402
Dean@GFBBBenefits.com
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We have presented our responses to your RFP in the question/answer format. Additional and supporting
documentation is provided as an insert, and is subject to our confidentiality agreement. You will find
references to further explanation or detail in bold.
General Information

1. Your firm name, home office address,
address of the office to provide service
under the contract, name of contact
person and telephone number.

GFBB Benefits & Insurance Services Inc.
925 Highland Point Drive. # 190 Roseville, CA 95678
Melissa Kreiss (916) 740-2405

2. Briefly describe your firm’s
background, history and ownership
structure including any parent,
affiliated or subsidiary company or
partnerships.

My team and I have been working with public and private
entities for the past twenty years. We find success due to
our ability to quickly identify strategic areas of
improvement and ease the administration of our client’s
benefit programs. We strive to offer proactive
recommendations without prodding and make ourselves
available to you and your employees 24/7. Our cell
numbers are on our business cards.
Our firm is organized as a corporation, all shares being
owned by me, Dean Forman. We have no parent or
subsidiary companies nor do have any formal partnerships.
Securities & investments are offered through Questar
Capital, a member FINRA firm which oversees those
activities. GFBB and Questar are separate entities and are
not affiliated.
Please refer to “Firm History” on page 10

3. Briefly describe the services your firm
provides.

As outlined in this response, our services are highly
diversified in the benefits arena. We consult and broker
the following benefit programs:
 Medical, Dental & Vision Insurance
 Life, Long Term Care & Disability Insurance
 Retirement Plans (including Defined Contribution
and Defined Benefit Plans)
 Self-Insured Benefits (& Partially Self-Insured)
 Executive Compensation Planning
 Health & Welfare planning
Your account will have a dedicated account executive to
handle any day to day items that may arise for you or your
insured. Our services and method of delivery are further
explained throughout this RFP.
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General Information

4. Identify and briefly describe the
personal background of the primary
contact person on the FDAC
EBA account.

Melissa Kreiss, Account Executive
Melissa has enjoyed the last 14 years excelling in the
field of Employee Benefits Account Management. She
joined our team in July 2009 after working for the 5th
largest insurance brokerage in the nation. She has a
universal knowledge of initial and open enrollment,
PPACA, Section 125 Plans, Federal COBRA and CAL
COBRA, HSA and HRA plans. She obtained her life and
health license in 1999.
Her primary responsibility is marketing and negotiating
renewal rates with carriers and preparing
recommendations to reduce the overall annual benefits
increases. She prepares proposal presentation while
fielding questions pertaining to all aspects of
administration to open enrollment.
She is also responsible for maintaining client relationships and responds to elevated client and employee
issues and concerns. She also consults on conducting
renewal strategy proposal presentations and open
enrollment meetings.

5. Describe the financial size of your
company and what portion is derived
from benefits brokerage.

Premium size approximately $80 Million, 75% Benefits,
20% Investment (401k), 5% Individual.

6. Within the past three years, have there
been any significant developments in
your firm such as changes in
ownership, restructuring, or personnel
reorganization/departures? Do you
anticipate any significant future
changes within the firm? If yes to
either question, provide details.
7. General description of your firm ‐
including premium range of public
entity clients, number of clients,
number of employees, organizational
structure, other business conducted or
services provided, type of organization
(franchise, corporation, partnership,
etc.), and other relevant descriptive
material.

No to both.

Please refer to page 11 “Who is GFBB Benefits” and Page
21 for our “Organizational Chart.”
We currently serve as broker & consultant to 5 public
entities, with approximately $3 million in ancillary benefits
premium. All of these entities belong to CalPers for
medical. These represent about 2000 insured lives.
As a family owned boutique firm we offer a high touch
with rapid response times. We currently have 9
employees with a few outside consultants.
As in question 2 above, the firm is incorporated with
securities related business transacted through Questar
Capital Corporation (securities business must be
transacted through a FINRA member firm by law).
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General Information

8. Description of your firm’s employee
turnover experience among
professional, paraprofessional
and support staff within the last three
years and rationale for the turnover
rate.
9. Identification of principal staff
members who will be responsible for
this account.
10. Describe how your firm will facilitate
the customer service component of
this contract.

We laid-off one support staff person during the recession.
We have since hired 3 due to the improving economy and
robust business growth.

11. Listing of the insurance companies
with which your firm does business
and the number of years associated
with each company.
12. Expert on the Patient Protection and
Affordable Care Act (PPACA),
integrating into your proposal the
requirements of the PPACA.

Please refer to page 16 “List of Primary Insurance
Markets.”

13. Identify any services you are unable to
perform under this RFP.
14. Describe any litigation in which your
firm has been engaged during the last
5 years.

We can perform all services requested.

Please refer to pages 12-15 “Key Staff Biographies”

Our dedicated team of Account Executives are available to
answer your questions about your benefit plans from 8:00
to 5:00, they also stay connected with wireless technology
around the clock to facilitate urgent needs. They are
available to assist in resolving specific issues and problems
such as escalated claims assistance including appeals,
provider relations, ID cards/provider lists, education on
your plans, assistance in answering questions and resolving
provider billing issues that may arise.

We have developed expertise by associating with legal and
other industry experts. We also help our clients with a
“play or pay” analysis (refer to pages 17-20).
We’ve held “Lunch and Learns” with our Washington D.C.
experts for the last few years on the ACA which has been
very helpful to us and our clients. (refer to PowerPoint
presentation insert)
Our monthly newsletter (refer to sample insert) is one
method of communicating industry information. Where
specific changes are required, we will bring these items to
your attention and address them individually.

No litigation or complaints in our 33+ years.
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Technical Information
1. Provide a brief overview of all services
and products your organization
provides.

Please refer to Comprehensive Employee Benefits
Programs Insert and page 11 “Who is GFBB Benefits?”

2. Describe your firm’s experience and
capabilities, particularly with public
entity employers.

We have been working with public entities for the past 20
years (see reference insert). Our depth of expertise includes:
contract/premium negotiations, self-funding, retiree health
plans and ancillary benefit strategies.

3. Identify the strategy towards
optimization of the JPA’s benefit
program taking into consideration:
health care reform requirements on
both a state and national basis; the risk
tolerance level, the culture, and the local
provider communities of the districts.

I believe we can build on the existing foundation and make a
good plan better.
Here is how:
 Improved marketing materials and communications.
We produce a custom booklet (see enclosed sample
booklet). A couple of times per year we do “lunch
and learns” with our experts in Washington D.C. Our
annual proposal reviews are easy to read and
understand.
 Firemen need long term disability (LTD) insurance.
This should be added to the package.
 Dental should be self-funded, due to workplace
stability and predictability. There may be enough
savings with this move to add the LTD at no
additional cost.
 Board updates/renewals should include claims
experience to justifying any rate or benefit change.
 To compete with the CalPers Health Plan the JPA
should consider offering an early retiree and post
age 67 Medicare supplement.
 Financial planning and retirement and investment
counseling.
 Lower fees by 50% or more.
As we become more familiar with your organization and
people we will be able to offer suggestions which will
improve ease of administration and/or cost.

4. Provide a recommendation and your
vision of the JPA’s benefit program with
a detailed description of where you
anticipate expenditure reductions to
come from.

I believe there is an opportunity to reduce costs and expand
benefits by working with the board on the following aspects
of your employee benefit offering:
 Partial self-funding as an option.
 The value and cost benefits of HRA’s and HSA’s to
employees and employers.
 Retiree Benefits.
 Self-Funded Dental/Vision to reduce cost.
 Long-Term Disability Insurance.
 Planning for Retirement/Financial Planning.
 Reducing Costs.
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Technical Information
5. Review the “Scope of Work” and
provide a brief narrative of the nature
of brokerage services that the FDAC
EBA is seeking which the proposer will
provide.

While your scope of work is extensive, they are the things
we have been doing for decades. This includes consulting
with the board, staff and employees. It includes proactively
making and processing benefit changes. Communicating
benefits through effective educational and enrollment
materials. Attending and conducting employee or board
meetings. Adherence to, and communication of, legal or
regulatory changes. Recommending TPA’s or other third
party providers and reviewing their service and value.
Suggesting ways to add value to your JPA Fire Clients
through new or creative benefits offerings. Conducting
periodic lunch and learns. Providing clear renewal
information and instructions.

6. Describe how you keep employers
informed of legislation affecting their
benefit plans and the support that will
be provided when law requires
participant notification of a change.
7. Describe your ability to indemnify and
hold the JPA, Board of Directors, and
plan participants harmless against any
and all claims, suits, actions, liabilities,
and costs of any kind arising from your
acts or omissions and those or your
subcontractors, if any.
8. Does your organization have any
financial or other interest in any service
you are recommending or
subcontracting with?
9. Provide an organizational chart that
includes all names of management
personnel and primary staff who will be
assigned to the JPA account. Include
biographies. Include job title, current
responsibilities, total years of
experience in the field, years with firm,
degrees and certifications, professional
affiliations and any other relevant
information. Resumes may be attached
as an appendix to the proposal.

Monthly newsletter. Legal updates. Lunch and learns, in
person or by conferencing. Where notices to employees or
staff are required we will provide them to you with
instructions.
Hold harmless is part of our E&O insurance.

No we do not. As a small independently owned firm, we
have no conflicts of interest or incentive to make
recommendations based on bias.
Please refer to Organizational chart on page 21 and Key
Staff Bios page 12-15.
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Technical Information
10. Describe which major functions and
tasks will be performed by primary
account representatives and other key
personnel.

I will analyze existing plans and their value. I will also review
claims data and it will be scrutinized for trends. Using this
data, I will provide strategic options and provide
recommendation to optimize or enhance the employee
benefit offerings. New benefits may be suggested to
compliment the active lifestyles of the firemen we serve.
Melissa Kreiss will be the day to day contact, responding to
any administrative issues and concerns. She will collaborate
with me on benefits strategy and claims review. Carina Kool
will support as back up in the event that Melissa is
unavailable.
Jessica Epley’ s role is to assist with enrollment/termination
and all aspects of eligibility management. She also assists
with the benefit communication production and open
enrollment meeting preparation. Carita Idigpio will assist
with the marketing and proposal preparation as well as
prepare claims data reports for periodic review.

11. Describe any services or portions of
services that will be performed by a
subcontracting firm and provide
relevant information on such firm’s
qualifications and personnel.

We regularly contract with legal and actuarial firms as
needed. Form most ERISA legal matters we typically work
with Chang, Ruthenberg & Long, a firm specializing in
employee benefits. For actuarial needs we typically work
with Perr & Knight. Depending on the nature of the issue,
we may contract with other highly qualified firms.

12. Discuss your firm’s philosophy on the
process of providing insurance
brokerage and customer services.

Our philosophy is to provide peace of mind through strategic
solutions, education, and uncompromising service. We put
our cell numbers on our cards to give you 24/7 access to
advice. We focus on long term strategic planning rather
than just tactical maneuvers, and strive to develop deep
relationships with our clients. We pride ourselves on being a
trusted advocate, and at all times remain fiercely committed
to professional integrity.

13. Briefly describe your firm’s
technological resources, including
equipment, software, communications
capabilities and staff support.

Our Firm embraces technology. Each employee is supplied
with a smartphone standing ready to respond to client emails/phone calls both day and night. All members of staff
have a laptop or iPad with VPN access to our business
services where client files are housed. We have a dedicated
conference call line along with the ability for video
conferencing and webinars. Most software utilized is the
Microsoft office suite along with Ebix Health Database and
Cisco Security Applications and Programing. All office staff is
trained on all equipment and software.
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Insurance Requirements


Commercial General Liability:
Commercial General Liability insurance
which affords coverage at least as
broad as Insurance Services Office
“occurrence” form CG 00 01, with
minimum limits of at least $1,000,000.
Endorsements are required adding the
JPA as an additional insured and
providing primary and non‐
contributory coverage.



Professional Liability: Professional
Liability insurance with minimum limits
of $2,000,000 each claim. Covered
Professional Services shall specifically
include all work to be performed under
the contract and delete any exclusion
that may potentially affect the work
performed.

Please refer to page 22- Current policy limits at 3 million.



Workers’ Compensation: Workers’
Compensation insurance, as required by
the State of California and Employer’s
Liability insurance with a limit of not less
than $1,000,000 each accident for
bodily injury and $1,000,000 each
employee for bodily injury by disease. A
waiver of subrogation is required.

Please refer to page 23

Conflict of Interest Statement

Please refer to page 24- Please note we’ve listed the JPA as
additional insured.

There are no identified or perceived conflicts of interest. As a
privately held corporation we are free to provide advice
without corporate bias or influence. (We’re not controlled
by a bank, insurance company, or shareholders with an
agenda).
Due to our previous dealings with public entities, we are
aware of the Brown Act and other conflict regulations
surrounding potential conflicts which may arise from time to
time. Should such a conflict arise with me or any of my staff,
we will promptly disclose it to you to seek advice and
consent.

8

Fees/Pricing



MEDICAL (276 EES):
$25 per employee per
month x 276 consulting fee/$4,400
monthly/$52,800 annually



ASO DENTAL (709 EES): $2 per member per
month/$17,016 annually



ASO VISION (800 EES): $1 per member per
month/$9,600 annually



LIFE/AD&D, VOL. LIFE, DEP VOL. LIFE & LTD:
Carrier Standard Graded Commission Schedule (510% of premium)
The fees listed above would commence on the date that
GFBB Benefits is appointed Broker of Record and begins
work on your account.
The areas that we would not cover as part of our
Compensation Package would be those areas relating to
BRMS (as your TPA), Legal services (or legal documents),
Accounting services, or additional tax consulting services.
Other Information
1. Describe your firm’s disaster recovery
plan as it relates to equipment,
software, data and personnel.

Our Firm currently runs on two separate services. Every
night our main server creates a copy of all data from that
day which allows us to have almost immediate access to
client data in the event of a server failing. A separate
external drive also backs-up the server each night which
would allow our IT to get the firm back up and running in
a day in the event of both servers failing. A separate backup is then created weekly and housed offsite. Our
database is housed on offsite 3rd party servers which are
secure. All staff members have access to client
information from company supplied devices at home in
the event staff cannot make it into the office. In the event
of a power outage, our computers and servers will
operate off of a back- up battery to allow for continued
normal use.

2. Describe areas or processes not
included in the scope of this
engagement your firm may examine in
order to provide more complete and
efficient services to the JPA.

CORBA administration services. Employee Assistance
Plans. Implementation of Health and Wellness Programs.

3. Provide any additional information you
believe to be relevant to the RFP and
your firm’s abilities to provide the
requested services.

Additional voluntary benefits that compliment an active
lifestyle traditional to a fireman. Accident/Critical
Illness/Hospitalization, and Cancer Insurance etc.

References

Please refer to pages 25-26
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Firm History
GFBB Benefits was incorporated in 2008 to specialize in the area of benefit and insurance and
investment services after being purchased by Dean Forman from Genovese, Forman, Burford, &
Brothers. Dean has been in the group benefits business since 1982, and was the partner in charge of
the group benefits division when Genovese Forman & Burford formed in 1987. Our office is located at
925 Highland Pointe Drive, Suite 190, Roseville, CA 95678. We currently have a staff of 9 employees.
Over the past 32 years, the terms used to describe Dean and his team has been integrity, honesty,
and competency. We are an independently owned and operated business, maintaining our
objectivity because we have no proprietary products and consequently no conflicts of interest. We
have no affiliation with any bank, insurance company, TPA, or provider network. Our independence
lets us find creative ways to provide optimal solutions for employee benefit programs. We provide
benefit programs to over 22,000 employees and their dependents. Our mission at GFBB is to “provide
peace of mind through strategic solutions, education and uncompromising service.”
Our vision is one of delivering the best value, service, and competence to meet your benefit needs.
Our core competencies include group benefit tax advantages, product design, communication of
benefits, problem solving, continuing education in products and technology, and how those factors
can best be applied to benefits. A few examples of our differentiators have been described in our
cover letter.
Our culture is one of constant improvement. Continuing Education is required. We demand of best
of ourselves, and always focus our efforts on how we can improve our client’s experience. We
conduct Broker Satisfaction Surveys with our clients periodically to assure that the client needs and
expectations are being met and exceeded.
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Who is GFBB Benefits?

GFBB Benefits is a locally owned and operated independent
brokerage, specializing in employee benefits and retirement
planning. We have been in business for over 25 years and
currently serve over 200 businesses comprising over 22,000
individuals or employees.

“Providing peace of mind through strategic solutions,
education, and uncompromising service!”
Areas of Specialty Include:
Medical, Dental & Vision
Self-Funding, HSA, HRA & Cafeteria Plans
Life, Long Term Care, Annuities and Disability Insurance
Health and Welfare Planning
401K & Other Corporate Retirement Plans
Executive Compensation Planning
Individual Estate & Financial Planning
Wealth Management
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Key Staff Biographies
Dean Forman, Ph.D., CFP, CEBS
President & CEO
Dean Forman has worked extensively in creating employee benefit plans since 1982. In 1983, Dean
formed his own firm focusing on providing more comprehensive financial services for his clients.
Dean is a Certified Employee Benefit Specialist (CEBS) granted by the Wharton School and the
International Foundation of Employer Benefit Plans. Dean is one of a few in the Sacramento Valley
that is both a CEBS and CFP (Certified Financial Planner). He is also a Registered Principal with the
Financial Industry Regulatory Authority (FINRA). He received his Bachelor of Science Degree in
Financial and Estate Planning from Brigham Young University in 1982. In 1994 he received his
Master’s Degree in Retirement & Estate Planning from the College for Financial Planning. In 2011,
Dean earned a Ph.D. in Constitutional Law from George Wythe University.
Dean is an active fundraiser for local non-profits, charities and schools. He was elected to the
Roseville Joint Union High School District School Board in 2000. He is also a member of the
Sacramento Association of Financial and Insurance Advisors and the Sacramento Association of
Health Underwriters (SAHU). Dean helped form a local chapter of United Families International (UFI)
in January of 2000 after attending The World Congress on the Family in Geneva in November 1999.
He was the first President for 2000-2001. Dean is also past president and chairman of the Placer
County Republican Party.
His passion for the youth and education is ongoing. He taught weekly classes on leadership,
government and economics to 25 Hispanic youth at Our Lady of Guadalupe in Sacramento from
2005-2008. He is the founder of the John Adams Academy, a charter school providing leadership
education to over 750 students. The school’s mission is to restore America’s heritage by developing
servant leaders.
Jared Forman, GBDS
CFO/Consultant
Jared has always had an entrepreneurial spirit along with a passion for business. In 2004, Jared joined
the firm wanting to become specialized in group benefits. Starting out as an account manager and
becoming familiar with benefit programs and the workings of the insurance industry, Jared has
quickly excelled in the business.
Jared continues to work hard in continuing his education and serving clients. Jared holds a Bachelor’s
Degree from the University of Phoenix in Business Management and in September of 2006 received
the Group Benefits Disability Specialist (GBDS) designation from the National Underwriter Company.
Currently he is pursuing his Certified Employee Benefit Specialist (CEBS) designation from the
Wharton School.
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Jared stays active in his community and church. Most recently he served as treasurer on the board for
the Sacramento Association of Health Underwriters (SAHU). He also is active with the Sacramento
Area Commerce and Trade Organization (SACTO).
At GFBB Benefits, Jared constantly works to give clients first class service and advice. He currently
helps manage the group and individual insurance departments of GFBB Benefits while actively
marketing new clients in the greater Sacramento Valley.
Christian Baldree, J.D.
Retirement Consultant
Christian is a valuable asset to the team at GFBB. He earned a Bachelor’s Degree from the California
State University School of Business where he minored in finance, risk management and insurance,
graduating with honors. Christian is also a graduate of University of the Pacific, McGeorge School of
Law. While at McGeorge, he earned certificates in both business and tax law, and was a member of
the Dean’s honor list. He also served as president of the McGeorge Estate Planning and Trust Society,
and was an active member of the J. Reuben Clark Law Society and the Federalist Society.
In 2009, Christian was selected to take part in Leadership Roseville, a program designed to educate
young professionals on local government, with the goal of developing future civic leaders. He is active
in our community and currently serves on the board of trustees to the Roseville Theater Arts
Academy, a non-profit organization in Roseville. In his free time he enjoys playing golf, soccer, and
studying history.
Christian holds FINRA series 7 and 66 registrations, as well as a CA insurance license. He is passionate
about retirement and estate planning. He is experienced with income and asset planning, and helping
individuals transition from working to retirement successfully. His areas of expertise include investing,
wealth management, taxation, estate planning, life insurance, qualified retirement plans, and all
types of annuities.
Christian is knowledgeable, hard-working, and truly cares about the success of each client. At GFBB,
he primary focuses on qualified retirement plans, including 401K, 403b, and Defined Benefit Plans, as
well as executive compensation and individual retirement planning.
Daniel Forman
Individual Consultant
Daniel acquired his love for business, insurance, and financial services in his early youth. Taught by his
father to work hard and invest in the future, Daniel has eagerly pursed his education to bring
increasing value to the firm. Daniel received his Bachelor’s Degree from Brigham Young University’s
Marriott School of Management in Finance in April of 2013 and has his life and health license.
Daniel’s primary responsibility at GFBB is to manage the individual accounts in the areas of, Medical,
Life, Disability, and Long Term Care. He is dedicated to offering clients comprehensive assistance and
superior service.
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Melissa Kreiss
Account Executive
Melissa has enjoyed the last 14 years excelling in the field of Employee Benefits Account
Management. She joined our team in July 2009 after working for the 5th largest insurance brokerage
in the nation. She has a universal knowledge of initial and open enrollment, Section 125 Plans,
Federal COBRA and CAL COBRA, HSA and HRA plans. She obtained her life and health license in 1999.
Her primary responsibility is marketing and negotiating renewal rates with carriers and preparing
recommendations to reduce the overall annual benefits increases. She prepares proposal
presentation while fielding questions pertaining to all aspects of administration to open enrollment.
She is also responsible for maintaining client relationships and responds to elevated client and
employee issues and concerns. She also consults on conducting renewal strategy proposal
presentations and open enrollment meetings.
Carina Kool
Account Executive
Carina joined our team in October 2013 with 12+ years of experience in the health insurance industry
servicing individual and group markets with their benefit insurance needs. Before joining GFBB
Benefits, Carina worked as an Office Manager for a broker’s office, she was responsible for all aspects
of daily operations and the day-to-day installation, servicing, and negotiating of renewals of all
individual and group accounts.
Carina’s primary responsibility at GFBB will be to market and service accounts, negotiate rates with
carriers, and prepare benefit proposals while fielding client service issues and concerns. She will also
be responsible for maintaining client relationships and evaluating each client’s benefit needs to
assure that we are providing them with the best possible coverage and service.
Carina is friendly, knowledgeable, hard-working, and dedicated to providing superior service. She
holds her CA Life & Health License.
Carita Idigpio
Assistant Account Executive
Carita came to work for GFBB Benefits & Insurance Services, Inc. in July, 2005. She has over 20 years
of experience in the insurance and employee benefits field. Before coming to GFBB, Carita worked for
a broker’s office as an Assistant Account Manager handling all small and large group business
proposals, benefit brochures, and enrollment packets.
Carita effectively works with carriers to resolve any issues with client’s benefits. She is responsible for
spreadsheets, commissions, enrollment materials, and other office administration. Carita is a highly
skilled individual and a great asset to our company.
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Jessica Epley
Assistant Account Executive
Jessica brings with her 10+ years of customer service and office management experience working in
financial services. Jessica will be processing enrollments, creating employee booklets, and assisting
with marketing and customer service related matters. She holds a CA Life & Health License. Jessica is
friendly, professional, and ready to help.
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LIST OF PRIMARY INSURANCE MARKETS
AETNA
CALIFORNIA CHOICE
ANTHEM BLUECROSS
BLUE SHIELD OF CA
HEALTH NET
KAISER
UNITED HEALTHCARE
WHA
ST. MARY’S (NV)

MEDICAL

$50,000,000 COMBINED

AMERITAS
ASSURANT
DELTA DENTAL
GUARDIAN
LINCOLN FINANCIAL
METLIFE
PACIFICARE DENTAL
PREMIER ACCESS
PRINCIPAL
STANDARD
UNITED CONCORDIA

DENTAL

$10,000,000 COMBINED

MES
PACIFICARE
SAFEGUARD
SUPERIOR VISION
VSP

VISION

$1,000,000 COMBINED

AIG
ASSURANT
GUARDIAN
LINCOLN FINANCIAL
HARTFORD
METLIFE
MUTUAL OF OMAHA
PACIFICARE LIFE
PRUDENTIAL
STANDARD
SUN LIFE
UNUM

LIFE/VOL. LIFE

$3,000,000 COMBINED

AIG
ASSURANT
GUARDIAN
LINCOLN FINANCIAL
HARTFORD
METLIFE
MUTUAL OF OMAHA
PACIFICARE LIFE
PRUDENTIAL
STANDARD
SUN LIFE
UNUM

STD/LTD

$3,000,000 COMBINED

MetLife
UNUM

LONG TERM CARE

$100,000 COMBINED

AMERICAN FIDELITY
PACIFIC BENEFITS
TASC

SECTION 125
HRA

$10,000,000 COMBINED
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GFBB Organizational Chart

L. Dean Forman, Ph.D., CFP, CEBS
President & CEO

Linda Forman
Accounting

Jared Forman, GBDS
VP Employee Benefits

Christian Baldree, J.D.
Retirement & Financial Planning

Melissa Kreiss
Account Executive

Carina Kool
Account Executive

Daniel Forman
Individual Benefits

Carita Idigpio
Assistant Account Executive

Jessica Epley
Assistant Account Executive
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Below is a certificate of coverage for our professional Errors & Omissions coverage. Should you wish
to review the entire policy I will be happy to provide you with the contract. The same is true for our
worker’s comp coverage on page 23 and our general liability policy on page 24.
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