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MISSION STATEMENT 
The Fort Worth Association  

of Health Underwriters exists to in-
form and protect the consumer 

through the professional growth of 

its members. 

The View 
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Presidentõs Message 
Our January luncheon featured Maynard Warren of Bill Grimes and Associates in Oklahoma 

City, OK as our presenter. Our presentation covered the Psychology of Call Reluctance and 

how it relates to sales and earnings. We had a good turnout and received excellent feedback 

from those members in attendance. 
 

We want to encourage our members to bring clients along to our special event luncheon in 

February. The program will feature Alicia Haff as our presenter. Alicia is an attorney with 

Curney, Garcia, Farmer, Pickering & House, PC specializing in Employment Law. Our pres-

entation is a CE course that covers Employer Liability . Please take a look at the flyer in-
cluded in this newsletter or go to the FWAHU website (www.fwahu.org) for more informa-

tion on this excellent program.  
 

Remember that February is the last month to take advantage of the Season Pass for 2009. 

More Season Pass information is available on page 3. 
 

The Brokerage, Inc. will also provide 2 additional hours of CE at no additional cost follow-

ing the luncheon, from 1:30 PM to 3:30 PM. The programs are: 
 

Course Name: Worksite Marketing: Meeting Employer / Employee  Needs 

Course Number:  34859 CG 010 
 

Course Name:  Health Savings Accounts (HSAs) 

Texas CE Provider: #1657 - The Brokerage, Inc. 
 

We will also have New Member Orientation at 11:00 AM on February 12th, immediately 

before the luncheon. Please make plans to attend if you are a new or recent member. 
 

Also, donôt forget about Mark The Date for the FWAHU Golf Tournament , to be held on 

Wednesday, April 29th! (See Flyer on Page 4) We are holding our annual golf tournament 

at Texas Star Golf Club in Euless, TX to correspond with the TAHU Convention. A portion 

of the proceeds will go to The TAHU Honorees Corp. and to Gill Childrenôs Services. More 

information is available on the FWAHU website or by calling Michele Flood at 817-274-

0425 or golf@fwahu.org. 
 

The NAHU Triple Crown Award  is given to any member who contributes to HUPAC, 

recruits two or more new members and responds to three or more Operation Shout requests. 
We should all try to achieve this award as an individual goal this year. 
 

I also want to point people to the excellent contribution to our newsletter this month from 

Past President Eric Johnson (Page 5). Please make it a point to read this great article on the 

value of our association and what makes it ñworth itò to be a member, even if your company 

doesnôt pay for it. We all need CE and the programs are informative but there is so much 

more to what TAHU and NAHU do for us on a legislative level. We need to all be very 

keenly aware of those legislative benefits during this time of a new administration and the 

challenges to our industry that inevitably come with leadership change in Washington. 
 

Finally, I want to encourage our membership to get involved in FWAHU. Come to the 

luncheons, give feedback to the board, help us with the Golf Tournament, bring a couple of 

cans from the pantry for the food drive. In short, do anything that fits you and contributes 

to our outstanding organization. We need the talents of our members to keep this association 

going strong. We are blessed in FWAHU to have THE outstanding chapter in our state and 

we need your help to keep it that way! 

 

Kelly Dills 
 

FWAHU welcomes the 
following new  

member :  

David Everly  
Multiplan  

Sponsored by Dennis Fisher  

FWAHU New Member  
Orientation  

 
Feb 12th @ 11:00 AM 
Pre Chapter Meeting  

Visit our website  

www.FWAHU.org  

http://www.fwahu.org/
mailto:golf@fwahu.org
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As a FWAHU member or associate member, you have the oppor-

tunity to SAVE BIG by purchasing a FWAHU Season Pass. For 

just $180 (thatôs only $15 a month), you can attend every 

FWAHU luncheon, CE class, and special event through Decem-

ber 2009.  

 

This is an outstanding deal and is definitely the way to go for any 

active FWAHU member.  

 

Season passes are non-transferable, and we do ask that you con-

tinue to RSVP for the luncheons by the end of the day the Mon-

day before the event so we can know how many people to expect. 

There will be a $5 fee for any Season Pass holder who shows up 

without an RSVP.  

 

 

Click here to register 

http://fwahu.org/cde.cfm?event=245294
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TAHU Honoreeôs Corporation / 
Carnallôs Kids And  

Gill Childrenôs Services, Inc. 
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Association Membership Pays Off 
by Eric Johnson 

Over the years, Iôve visited with a number of agents 

about joining FWAHU, only to be told that they didnôt 

see the value in spending an hour or two a month with 

a bunch of their competitors. Iôve always thought that 

argument was a glass-half-empty way of looking at 

the association. Hereôs why: 

 

1. While itôs true that we are in competition with 

many fellow members, we arenôt going to lose 

business to them just because we share a lunch. 

On the contrary, since itôs more likely that an 

agent will walk away from a group if he knows 

that the current agent is taking care of them, does-

nôt it make sense to develop a good reputation 

with our competitors by getting to know them and 

by giving back to the industry? 

2. By visiting with other agents, we may just learn a 

thing or two. Salespeople love to share ï in fact, 

some are even guilty of talking too much. This 

creates an opportunity for an agent to show up, 

listen, and learn. Surely weôre not so good that we 

canôt pick up a few additional tips. 

3. FWAHU provides a great networking opportunity 

for both brokers and sales reps ï not everyone 

who shows up to the meetings is a competitor. 

When agents develop a relationship with their car-

rier reps, they tend to get more personal attention 

and, when necessary, might even persuade them 

to pull a few strings on a difficult case. This is 

where the post-luncheon happy hours can really 

pay off. 

 

All of these, in my opinion, are good reasons to join 

FWAHU and actually show up to the meetings. But 

one other often overlooked benefit of membership is 

the business opportunity that arises from getting to 

know members who, at first glance, we seem to have 

nothing in common with. Why? Because things 

change and one day we may find that we need their 

assistance.  

 

Let me give you a couple examples. 

 

When I worked at BenefitPort, we represented a num-

ber of major carriers, but not all of them. And thatôs 

why it was helpful to know the competition. On more 

than one occasion I called Leslie Donohue 

(Principal), Michele Ballert (then with UHC), or 

Michele Flood (Dental Select), all of whom had 

served on the board with me, to see if they could help 

one of my brokers with a difficult case.  

 

Did that make me or BenefitPort any money? No. But 

did I benefit from these relationships? Absolutely. 

They helped me help my agents. And because I knew 

all of them on both a personal and professional level, 

I didnôt hesitate to recommend them. 

 

The second example happened just recently. My 

Mom became eligible for Medicare on January 1st and 

we both let the date sneak up on us. While at her 

house over Christmas I tried doing some research on 

the various options available to her, but I didnôt get 

certified with any carriers this year and was unfamil-

iar with the plans in Harris County. So, on Monday 

the 29th, I called Kelly Dills with The Brokerage to 

ask for some advice. As it turned out, Kelly was in 

Houston meeting with several clients.  

 

Three hours after I called, he had already stopped by 

my Momôs house and got her set up on a WellCare 

plan that not only has a $0 premium but also reim-

burses the $96.40 per month she pays for Part B ï a 

plan that I didnôt even know existed. Iôd like to per-

sonally thank Kelly for taking the time out of his busy 

schedule to help my Mom out ï thanks to his exper-

tise, she ended up with a better result than she would 

have if I had tried to do it myself. 

 

 
Share your stories by emailing Eric at 

eric.johnson@agentallies.com. 

Do you have a similar experience ï a time when you 

assisted a fellow member, or maybe a time when 

someone helped you? Why not share it? Weôre always 

looking for additional stories for the newsletter, and 

who knows, yours may just be the one that convinces 

someone to join our association. 
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