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Theme for the 2017-2018 year
is
“Stay Engaged “

2017-2018 ETAHU
Protecting the Consumer’s Future – America’s Benefit Specialist
Stay Engaged

July, 2017 / President’s Message
Greetings ETAHU:
Our June meeting was well attended and it was not even a CE – we all learned what makes
those Millennials tick!
The NAHU National Convention in Orlando was a wonderful event. The theme this
year: “The Future is Here”.
I truly enjoyed attending this event packed conference while meeting fellow members of our
professional family from all over the country. Thank you for sending me.
Texas was well represented and our own ETAHU chapter was a recipient of the distinguished
PACESETTER award. Our own Joe Phifer won the Distinguished Service Award.
Looking to our upcoming meeting on July 21, our own D’Ann Miller, Immediate Past-President
will be presenting:
TOPIC: The What and Why of Transparency
Be on the lookout for information for our next seminar - Education Day – to be held on August
18th.
4-hours of CE will be available during this event and those will also have SHRM credit for your
HR employers that need continuing education. CALLING ALL SPONSORS
The ETAHU board is very excited to kick off another new year and enthusiastic about opportunities before us. During the next several months of this historical, pivotal phase in our industry, please continue to avail yourself of vast resources available to us through NAHU.
We’re off to another great year ETAHU – thank you for your partnership and for “Staying Engaged”.
May God Bless You Mary Ann Blair, RHU, REBC
ETAHU Chapter President
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ETAHU
CALENDAR OF EVENTS 2017

July 2017
July 21, 2017

ETAHU Board Meeting—10:30—11:30
ETAHU— 11:30—1:00
Location—Hollytree Country Club
Speaker: D’Ann Miller
Course: The What and Why of Transparency
Course #: 107369 Course time : 1 hour
Provider #: 32408

August 2017
August 10-11, 2017

Region VI Leadership Training
Scottsdale, AZ

August 18, 2017

ETAHU Board Meeting—TBD
Education Day!
See Page 8 for details.

September 2017
September 15, 2017

ETAHU Board Meeting—10:30—11:30
ETAHU— 11:30—1:00
Location—Hollytree Country Club
Speaker: Gentrie Pool
Course: I Want! I Want out! Is This A Qualifying event?
Course: # 45832
Course time : 1 hour

Provider: # 32408
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Derella Ann (D’Ann) Miller, AAI, CLTC, SGS, LPRT
D’Ann began her insurance career in 1977 working in Property & Casualty for Larry
Vaughn / ABC Insurance in Tyler, Texas. She then worked for Hibbs Hallmark and Threlkeld
from 1981 - 1983 when she moved to Corpus Christi, Texas; upon moving back to the Tyler
area in 1985, she began working for Kenneth Threlkeld/ TCI remaining there for 28 years.
During that time, she took on different roles from CSR to In House Sales, Audit Coordinator,
Supervisor and Manager overseeing a 5-person department.
D’Ann also was involved with the local IIAT (Independent Insurance Agents of Texas)
holding positions of Secretary and Vice President. She served two terms on the Texas Education Committee for the Society of CISR (Certified Insurance Service Representative) in
Austin, Texas and the Trinity / Southwest Region CSR Council in Dallas. In 1996, she was
challenged to spear head a local AAI education group (Accredited Advisor in Insurance) and
earned her AAI Designation.
In 2000, she recognized a tremendous career opportunity and transferred to the Individual Market and later the Group Medical side of insurance. She considers herself a “trouble
shooter”, and as such evaluates information, cultivates strategies, structures product resolutions, and builds lasting relationships with her clientele and carrier representatives.
D’Ann holds a General Lines Agent license and previously served on the TAHU (Texas
Association of Health Underwriters) board as Professional Development Chair for the state,
working with all 14 chapters and publishing CE courses. She is a past President for ETAHU
(East Texas Association of Health Underwriters) holds designations for SGS (Small Group
Specialist), CLTC (Certified in Long Term Care Insurance) and qualified for NAHU’s
(National Association of Health Underwriters) LPRT (leading producer round table) designation as a soaring eagle.
D’Ann has two grown children, Dawn Yount and Spencer Jody Haynes and two remarkable grandchildren (Cloee D'Ann & Brody Lane Haynes).
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ETAHU won the coveted Pacesetter
Award again this year

Congratulations to Joe Phifer for winning the Distinguished Service
Award

i)
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The average price of the 50 most popular generic drugs increased
373% between 2010 and 2016. In response, insurers are making consumers jump through more hoops, Steps to saving:


Ditch the name brand.



Get a twofer—one pill that covers two or more medications.



Take the favorite. Plans use tiers to lower costs. Ask your doc if a
drug in a lower price tier might work for you.



Go postal. Mail order for common meds is almost always less expensive.



Try the OneRxapp to find low prices.



Use your network’s preferred pharmacy—it there is one.
Money

i)
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Save The Date!
Date: Friday, August 18, 2017
Location: Willow Brook Country Club, 3205 W Erwin, Tyler, TX
Time: To Be Determined

Speakers

Carolyn McNairy—ERISA Compliance & DOL Enforcement Overview
Course #: 100163 / Provider #:3408 / 2 hours CE
Rachel Huber—Benefits Impact Delivering Dynamic Benefits for a Loyal
Workforce
Mike Smith—Qualified Small Employer Health Reimbursement Arrangements
Course #: 108752 / Provider #: 32637 / 1 hour CE

At lunch a presentation by the Re-Boot Campaign

Be on the look out for your registration form in your in box!

i)
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Best time to work out to stay consistent is 6 a.m. Not a dawn riser? 3rd best
is 9 a.m. 2nd is 5 a.m., but forget that.



It’s a myth in weight-lifting that low reps build muscle while high reps define
it. High-rep sets do burn more calories, but the difference is nominal. And
research suggests that high reps are at least as effective for putting on muscle as heavy training. One study found that subjects who did 24-rep sets
made better gains than those who did five-rep sets.



A study in the British Medial Journal confirmed that not only is vegetable oil
not healthier to eat than butter, it may actually be worse.
Men’s Fitness
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Selling your slightly worn home? Better sparkle it up a bit first:


Hire an inspector. Fix a few things or use his report as a selling tool.



Boost your curb appeal. Clean the siding. Paint your house yellow.
Paint the front door a bright color. Plant flowers.



Make it feel bigger. Remove 1 piece of furniture from each room.
Been there 10 years? Make it 2 pieces. Put half your clothes in storage. Get rid of dark paint. Kill the knickknacks: paperbacks, photos,
trophies, porcelain puppies, etc.



Fix the little things. Small details alert buyers to your level of care.



Call a cleaning service.
Best Life
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Schmooze or lose—it’s smarter to develop relationships before you
have need for them. Here are a few thoughts:


Schmoozing is ‘discovering what you can do for someone else’, not what
they can do for you. If you understand this, the rest is just mechanics.



Ask good questions, shut up, listen.



Unveil your passions. Talking only about business is boring. Your passions
make you interesting. Great schmoozers lead with their passions.



Even if you are a pathetic, passionless person, at least be a well-read one
who can talk about a variety of topics.



Follow up. Hardly anyone does. Great schmoozers follow up within 24
hours— a short e-mail (not canned) will do.



Make it easy to contact you.
Entrepreneur
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Harness the power of “only”: It’s the single word which can distinguish you
(or your firm or your product) from all the others who do what you do and
want what you have.
Identify yourself as the only manufacturer with a public showroom, or
the only financial officers with 20 years experience, or the firm’s only bilingual attorney. When you set yourself apart, you prosper. Say that you are
the only account executive in your area who has worked with “Fortune 500”
companies, or the only sales rep to lead the company six consecutive
months. That’s special.
Find out for yourself the power of the word only, and do what you must
to develop your onlyness. Start with a list of what only you can do.
Celebrate Marketing
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Can’t afford to give raises or one-time bonuses? Consider these alternatives:



Flexible schedules: Letting people work where/when they want is probably the
easiest benefit to implement.



Cafeteria plans/FSAs: These let employees pay for expenses like health coverage, childcare and parking with pretax dollars.



Personal time off: It relieves employee stress. If you already have a PTO plan,
you might raise the number of days or add a ‘no questions asked’ approach.



Vacations/holidays: This could include half-day Fridays and/or birthdays and
work anniversaries off.
Entrepreneur
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It’s amazing how much you can learn from simply putting yourself in
another person’s shoes. Southwest Air accelerates the learning process by encouraging people to understand other people’s jobs. It
stimulates communication and reminds people that there are perspectives other than their own. To help pilots better understand a ramp
agent’s job, they designed the Cutting Edge program to get pilots to
work on the ramp so they could learn more about what goes on around
the plane or in its belly while it’s at the gate. They also got ramp agents
up into the cockpit to show them what it takes to get the plane going—
and how important 30 seconds saved can be. The result: better communication, understanding, courtesy, teamwork and results.

Nuts!
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If people toy with your reaction time, it should be a signal to react more carefully
than ever. These tactics cut your reaction time—or increase theirs:

 When the other side gives you a verbal deadline (“We need a decision now!”)
 When they delay sending you the contract until the last possible moment.
 When they claim that they have to consult with an absent decision maker.
 When they claim they don’t have the backup material you requested.
 When they plead ignorance (“We need to study this issue.”)
 When they adjourn a meeting after you have presented—but before they have.
If people try to manipulate your ability to react properly to something, they often have something to hide.
On Negotiating
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It’s Selling 101, but here is language that trips you up or helps you sell:
 Don’t say contract; say form, paperwork, agreement.
 Don’t say cost or price; say amount, investment.
 Don’t say monthly payment; say monthly investment, monthly
amount.
 Don’t say buy; say own.
 Don’t say sell or sold; say get them involved, help acquire.
 Not deal; it’s opportunity, transaction.
 Don’t say problem; say challenge.
 Not objection; it’s area of concern.
 Don’t say pitch; say presentation, demonstration.
 Not commission; it’s fee for service.
 Don’t say sign; say approve, endorse, okay, or authorize.
Selling For Dummies
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President’s triPle Crown Program

NAHU has 20,000 members across the country, you are the reason we exist. Your participation in
lobbying and advocacy is the reason we’ve become a force in Washington and in state houses

across the country. Your recruitment efforts are why membership is up 33% over the past five

years. Your contribution of your time and talents is why we have over 200 chapters across the
country.

We never want to take these efforts for granted because, without you, we would suffer the fate experienced by countless other non profit associations: declining numbers, shaky finances and a demoralized membership.

NAHU created the President’s Triple Crown Program to recognize those members whose individual contributions to NAHU help advance the association’s mission. Like baseball’s Triple Crown, it
recognizes accomplishments in three key areas. However, while baseball’s Triple Crown hasn’t

been won since 1967, NAHU’s Triple Crown can be won every year by hundreds of our members.
Criteria
To qualify for the Triple Crown, within the calendar year (01/01-12/31), a member must:





HUPAC: Participate on $12 x 12 draft program or contribute $150 total for the year
Membership: Recruit two or more new members
Advocacy: Use Operation Shout to send three or more messages

One, two, three—it’s that sim-

i)
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Satisfaction. Here’s how to get it:
 Diversify. Don’t tie your self-worth up in your career. Make non-

negotiable time for outside interests that you love.
 Talk straight. If you’re always honest, people can rely on you and
trust you.
 Share the credit. Start by thanking others. It also puts goodwill in
your bank.
 Empathize. The never-fail talent to employ is ‘listening’. Showing
some understanding equals more friends, fewer stupid conflicts, and
less stress.
Best Life

i)
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The East Texas Association
of Health Underwriters (ETAHU)
Invites you to become a Luncheon Sponsor



A full-page ad in our 8 time award winning
local newsletter the ETAHU Review
circulated electronically each month to all
80+ East Texas members & archived on our
website. (etahu.org)



5 minutes at the podium to pitch your company.



Table in meeting room to display your
marketing materials.



Distribution of your marketing materials to all
meeting attendees.



Verbal Recognition at the meeting, in meeting
agenda distributed to attendees & on website.



!

Contact Angie Pascual, ETAHU Sponsorship Chair to sign up!
Email angela_pascual1@uhc.com
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East Texas Association of Health Underwriters
LUNCHEON SPONSOR
Name ______________________________ Company Name ____________________________
Address ______________________________________________________________________
City ____________________________ State _______________ Zip _____________________
E-mail ________________________________________________________________________
Please provide a copy of the information you want on our website and I our newsletter.
AMOUNT DUE:

$125.00

Method of Payment _______Check Enclosed (Payable to ETAHU)
_______ Credit Card Charge my credit card in the amount of $________
(Circle one):

MasterCard

Visa

American Express

Discover

Cardholder Name _________________________________________________________
Card number
__________________________________________________________
VAL Code (3-4 digit code on card) ______________ Exp. Date _______________________
I authorize ETAHU to charge my credit card in the above amount. I understand that my
Billing statement will read “East Texas Health Underwriter’s”.
Signature _________________________________________________________________
YOU MAY REQUEST A CHANGE WITHIN 30 DAYS OF THE MEETING.
NO REFUNDS WILL BE ISSUED, YOU MAY RESCHEDULE.
Please mail this form with payment to:
ETAHU
PO Box 133214
Tyler, TX 75713-3214
Or e-mail to Jeff Sherrod, ETAHU Treasurer at jeff_sherrod@uhc.com
If you have any questions, please contact:
Angie Pascual, ETAHU’s Sponsorship Chair at angela_pascual1@uhc.com
Or call 936-637-3444
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East Texas Association
of Health Underwriters 2017-2018

President

Mary Ann Blair

903-939-6403

mblair@hbins.com

President Elect

Chad Panepinto

469-406-9474

chad.panepinto@allstate.com

Treasurer

Jeff Sherrod

903-759-2471

jeff_sherrod@uhc.com

Secretary/ Newsletter/
Awards
Cynthia Swanson 903-561-8484

Cynthia.swanson@hibbshallmark.com

Professional Development Jennifer Henry

713-614-4008

jennifer.henry@ebctx.com

Website

Kim Braly

903-581-0077

kbraly@threlkeld.com

Public Service

Megan Biscomb 903-570-4535

megan@friesen-strain.com

TV/Radio Relations

Craig Smith
903-509-2292
Jana McJunkins 903-509-2292

csmith@arkassurance.com
jmcjunkins@arkassiramce.com

Media Publications

Brenda Massey

903-561-8484

Brenda.Massey@hibbshallmark.com

Sponsorships

Angie Pascual

903-539-4405

Angela_pascual1@uhc.com

Hospitality

Wendy Bratteli

903-570-5351

wendybratteli@sbcglobal.net

Membership/Retention Rachel Huber

972-246-3849

rhuber1@metlife.com

Legislation

903-572-4366

tmelton@higginbotham.net

Immediate Past President D’Ann Miller

903-343-6647

Dann.Miller@hibbshallmark.com

Trustees

469-222-6055
903-343-6647

NormanB1@aetna.com
Dann.Miller@hibbshallmark.com
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Toni Melton

Beverly Norman
D’Ann Miller
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