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From the President:
Hi FWAHU’ers!
Come check out our vendor
Update Day on October
14—details inside
newsletter. We have 25
carriers represented. Each
will give us a 5-10 minute
update. With 4th quarter
being so hectic for
everyone, this will be a
good ‘catch all’. With that
said, I understand that being
in the loop and managing
expectations is crucial to
any successful relationship.
So, FWAHU would like to
invite you to a Leadership
Training October 21st.

Location and time to follow
later. This is open to all
members. We can go over
what you can do as a member
to affect change, become
involved, and if you are on
the board or a committee (or
think you might like to be at
some point) we can answers
questions for you about your
position. We would love to
have more participation-big
or small-from our members
as a whole. You are my
insurance family and it takes
a village to raise a FWAHU!
-
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FWAHU welcomes our newest
members:

October FWAHU Luncheon: Thursday, October 14, 2010

• Brandy Gilbert,
Higginbotham

FWAHU’s Annual Vendor Day will be held on October 14th from 10am-3pm at
Rolling Hills Country Club. The 4th quarter is a busy time for agents and it can be
difficult to meet with all your carrier reps to get the most up-to-date information
available. This event will be a great place to get updates from major medical and
ancillary carriers, HSA administrators, TPAs and GAs.

• Susan Murray, JME
Insurance Agency

• Jennifer Godwin,
Innovative Insurance
Solutions

In addition to the opportunity to meet with carriers all at once, there will also be a
plated lunch and one hour of CE credit.
For more information about the event click here. To register for the event click here.
CE Information: Diversify or Die: Creating Alternate Revenue Streams
Course Number: 81285, Speaker: Kelly Dills
Provider: TAHU 32408
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Legislative Update from Kasey Buckner

“A leader, once
convinced a particular
course of action is the
right one, must have
the determination to
stick with it and be
undaunted when the
going gets rough.”

I have been in Washington
DC specifically to meet
with the offices of
Congresspersons Granger,
Burgess, and Barton. The
meetings were geared
toward fixing a hole in the
COBRA-Medicare
system, which currently
disallows open enrollment
to part B of Medicare
when COBRA expires.
Beneficiaries must wait
until the annual
enrollment for Medicare –
which could leave them
uncovered for up to 11

months! Some progress
was made and it looks like
all offices want to craft a
bill for the next session. If
so, I will work on NAHU
to get the full weight of
our organization behind it,
and NAIFA too.
As elections roll
around I want to be sure to
emphasize the importance
of this upcoming election
to our members. Our
battles are not just on the
federal level, but the states
will also be a big player in
the various regulations yet

to come down with the
recent attempt at health
reform.
While in DC I took some
time to attend the UNITE
– March on DC ProAmerica rally. Below are
some pictures you might
enjoy.
Submitted by: Kasey
Buckner
Legislative Chair
kasey@graniteteam.com

– Ronald Reagan

In case you missed it: Recap of September Luncheon: Medicare Day!

Our September luncheon was Medicare Day! This year it was held at the Grapevine
Convention Center on Wednesday, September 8th. The $25 admission fee included
breakfast, lunch, 5 hours of CE including Health reform survival tips, cutting-edge
tools and strategies from a number of great Medicare and ancillary vendors, plus an
auction for lots of great prizes! Thank you to those of you who braved the storms and
supported FWAHU Medicare Day!
CE Course Info: 1 hour each:
Medicare from the Provider’s Perspective (course #81327, Provider: Comedy CE.com, LLC provider #33719) –
Presented by: Dr. Van Johnson
Health Reform: What Agents Need to Know (Course # pending, Provider: Comedy CE.com, LLC, provider #33719) –
Presented by: Eric Johnson
Health Insurance: Not the Only Player on the Field (course #81328, Provider: Comedy CE.com, LLC, provider #33719) –
Presented by: Danielle Kunkle
Medicare 101 (Course #31395, Provider: The Brokerage, Inc., provider #32637) – presented by: Mike Smith
Oh, No He Didn’t! Medicare Sales Follies (course #81322, Provider: Comedy CE.com, LLC, provider #33719) –
presented by: Danielle Kunkle
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Recap of What's Happening!? And What's about to...
As SIX tornadoes touched down, dedicated AHU members from all over the state swam
into FWAHU's 3rd annual Medicare Day--with over 140 participants. Topics and 5
hours of CE ranged from Medicare changes, health care reform, and alternative income
sources not affected by reform.

October will prove to be just as informative as we hold a Vendor Day with 25
carriers represented giving product updates. This one stop shop environment is
designed to ease the burden of staying in the loop in light of how busy 4th tends to be-notably this one with health care reform and elections looming.
FWAHU will glide into November with topics covering employer liability and
computer security.
December will be an interesting meeting as well. The topic? "Sex, Politics, and
Religion. Yes, we are talking all 3."

Texas Statewide Blitz!!
November will be here before you know it, so let’s have a Blitz!
Any TAHU member who sponsors a new member between
September 1st and October 31st
will be entered into a drawing for
two $100 prizes
The more new members you bring in, the better chance of having your name drawn.
TAHU is 1866 members strong today, but 1900 has such a nice ring to it.
What do you say Texas?
Let’s let them hear from 1900 TAHU members in November and have a little fun doing
it!!
Susan F. Burdette, CEBS
Texas Small Group Certified Agent
7500 San Felipe, #600
Houston, TX 77063
Ph 713-914-8036
Cell 713-301-8053

What’s for Lunch???
The October luncheon will be a plated meal.
Spinach Salad
Almond Crusted Tilapia
Buttered Broccoli
Rice Pilaf
Warm Rolls with butter
Cookies and Brownies
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Long Term Care: Your Clients’ Silent Concern (correction)
I first became aware of what it means for a family to struggle with caring for a chronically ill loved one from my clients about ten years
ago. Since that time, I’ve witnessed many more families’ struggles with family caregiving, including my own. The details change but the
facts do not. No other life event can be as devastating to an elder’s independence, security or finances as needing long-term care. And their
families are often unprepared for the time consuming, stressful, and expensive care their chronically ill loved one requires.
Today approximately 80% of all long-term care is provided in the home by unpaid “informal caregivers”, mainly family and friends.
According to a 2008 AARP study, “Valuing the Invaluable, the Economic Value of Family Caregiving,” the equivalent value of the unpaid
care provided by family members to their chronically ill loved ones totaled $375 billion dollars in 2007. This surpassed the $311 billion in
total Medicaid spending the same year (both federal and state spending for all Medicaid programs.) The study profiled the “typical
caregiver”- a 46-year-old woman who provided 20+ hours per week in unpaid care to her mother while also working outside of the home.
It examined the costs associated with caregiving to the caregiver which is often devastating: lost time from work, lower wages, loss of job
security and benefits, out of pocket expenses, stress and depression. And these losses frequently occur at a time when income and benefits
are critical for the caregiver and their family. The inescapable conclusion is that a chronic illness is not just expensive, stressful and
disruptive for the elder; the chronic illness is expensive, stressful and disruptive for their family.
Today we know that 70% of people age 65 and above will require assistance with activities of daily living, (e.g. bathing, dressing,
toileting) sometime during their lifetime. We are also beginning to understand why people do not plan for their future long-term care.
According to a 2010 AgeWave/Harris survey, “America Talks: Protecting Our Families’ Financial Futures,” 65% of respondents stated
they had not discussed long-term care with family members (spouses, parents, children) citing fear of “upsetting family members” as being
the biggest barrier to doing this. Yet, “being a burden on the family” was their top long-term care anxiety. Another finding was that most
respondents (86%) stated it was important that their financial representatives discuss long-term care with them, yet most (91%) reported
their financial professionals had not done so. And on the question of long-term care insurance, the biggest reason for not purchasing longterm care insurance (65%) was “confusion”: not understanding the costs associated with long-term care, not sure what Medicare or
Medicaid pay for, and don’t know what long-term care insurance pays for.
I know that long-term care planning can be a difficult subject for people to discuss. But it doesn’t have to be. We know your clients are
looking to their advisors for information about long-term care and this presents a tremendous opportunity for you. A good starting point is
for you to understand the critical role you play in educating your clients and begin talking with them about the risks and consequences of
needing long-term care- consequences not just for them but also for their family. You can educate your clients about the different types of
care options available and their costs. You can encourage your clients to talk with family members about their preferences and the role
family members will play in advance of needing care (care managers versus caregivers.) Finally, you can educate your clients about
funding options including long-term care insurance. Your clients are waiting for you to help them and you can by educating them on one of
the most important issues they may have to face. You can help them make the informed decisions that can protect their family, future and
finances.
Kathy Dorsey, CLTC
About the author: Kathy Dorsey specializes as a provider in long-term care planning and insurance to financial, legal and insurance professionals and their clients. She holds the
CLTC designation (Certified in Long-Term Care), is Series 6 and 63 licensed, and is a multiple recipient of the insurance industry’s National Quality Award. She began her practice
in 1989 and is a frequent featured speaker and certified instructor in long-term care. For more information, you can visit her website at www.kathydorseyltc.com

HUPAC & GRIP
FWAHU would like to recognize the following HUPAC Contributors: (list may not be complete)
Kasey Buckner
Robert Campbell
Donna Carnall
Carla Daugherty
Wesley Foster
J.B. Gross
Lorelei Gross
Danielle Kunkle
Gentrie Pool
Rachele Posey
Audra Sullivan
Rob Wendling

We will also be selling raffle tickets for GRIP, Grass Roots Initiative Project. Tickets are 3 for $5 or 12
for $20. Half of all money goes to the winning ticket picked and the other half is given to TAHU’s
lobbying efforts.
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FWAHU Calendar of Events: September 2010 – March 2011
September 8, 2010
10:00 – 4:00 Grapevine Convention Center
March 3, 2020
3:00 – 4:00 TBA

Medicare CE Day
5 Hours CE Pending
Mike Smith, The Brokerage, Inc
Danielle Kunkle, Consumer Benefits Group
Kathy Dorsey, Long Term Care Insurance
Solutions

Membership Call Blitz
March 10, 2010
11:30 – 1:00 Rolling Hills Country Club
“Art of Rebuttals & Social
Networking”
1 Hour CE Pending
Eric Johnson, MSaver First
Horizon
Gentrie Pool, US Health and Life
Company

October 14, 2010
10:00 – 1:00 Rolling Hills Country Club
Vendor Day
Pending “Creating Alternative
Revenue Streams With
Alternative Products”
1 Hour CE Pending
Kelly Dills, Benefitmall

April, 2010
11:30 – 1:00 Rolling Hills Country Club
Legislative Panel
1 Hour CE Pending
Kasey Buckner, Granite Financial
Group

November 11, 2010
11:30 – 1:00 Rolling Hills Country Club
April 14, 2010
11:30 – 6:00 TBA

Privacy Compliance Under
HITECH, HIPAA and GLB
1 Hour CE
Course # 80490
Provider TAHU #32408
Audra Sullivan, VP Granite
Benefits, Inc

FWAHU Annual Golf Tournament
2 Hour CE Pending for non-golfers
Danielle Kunkle, Consumer Benefits Group

December 9, 2010
11:30 – 1:00 Rolling Hills Country Club

May 5-7, 2010 Westin La Cantena, San Antonio Texas
23rd Annual TAHU Convention

“Politics, Religion, and Sex, Yes
We Are Talking All 3”
2 Hour CE Pending
Eric Johnson, MSaver First
Horizon
Gentrie Pool, US Health and Life
Company

May 12, 2010
8:30 – 12:30 Rolling Hills Country Club
“Self Insurance”
4 Hour CE Pending
Kevin Chambers

January 13, 2010
8:30 – 3:30 Rolling Hills Country Club

June 3, 2010
7:30 – 4:00 Rolling Hills Country Club

“COBRA, and HIPAA” 4 Hour
CE Pending
“Ethics the NAHU Way”
2 Hour CE
Course # 3101
Provider TAHU #32408
Ouida Peterson, Conexis

“Small Employer Health Benefit
Plan Specialty Certification”
8 Hour CE
Course Number: 30527
Provider, TAHU 32408
Misty Baker, Lonestar Benefit
Solutions

February 10, 2010
11:30 – 1:00 Rolling Hills Country Club

June 9, 2010
11:30 – 1:00 Rolling Hills Country Club

“Computer Security/Flood
Protection for Agencies”
1 Hour CE Pending
Bob Garner
February 14 -16, 2010 Hyatt Regency, Washington, DC
NAHU Capitol Conference

Donna Carnall Awards Luncheon
June 26-29, 2010 Grand Hyatt, San Antonio Texas
NAHU Annual Conference
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Would you like to become a FWAHU Sponsor?
2010 -2011 Sponsorship Rates
Lunch Sponsorship: $200
• 5 minute commercial at lunch
• Signage at Lunch/Pass out marketing materials and
business cards
• Month long advertisement via website
• Month long advertisement via newsletter
• Month long advertisement via email blasts
Monthly Newsletter Advertisement:
• $200 full page
• $125 half page
• $75 quarter page
Website Advertisement:
Revolving Banner Ad:
• $500 chapter year (July 1-June 30)
• $300 half chapter year
• $200 quarter year
Stationary Ad:
• $600 chapter year (July 1-June 30)
• $400 half chapter year
• $250 quarter year
Individual Bio and Ad: Onetime fee
• Free to membership
• Enhancements:
• $25 for logo
• $50 logo and link to your company's website or
your email

Member Spotlight: Brandy Gilbert, Higginbotham

Brandy Gilbert got her start in the insurance industry in 1998 when she was
recruited by a friend. She started on the individual side working with medical
records and rescissions. In April she became part of the Higginbotham team.
She works as an Account Manager where she puts together quotes and
discusses benefits and changes with employers and their employees. Brandy
really enjoys the environment at Higginbotham, and feels they run a great
company with excellent employees.
After receiving email communication from FWAHU about numerous CE
courses, Brandy decided to become part of our chapter. She wanted to take
advantage of all the opportunities we offer to obtain CE credits, and network
with other agents.
Brandy is married with three children, and lives in the Mansfield area. The
kids keep their mom busy travelling from the soccer field, to the gym for
basketball, and back to the field for track! They are all heavily involved in
sports, and Brandy enjoys cheering them on in their various activities. We are
glad she is part of our chapter, and look forward to getting to know her!
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We will be accepting food/money donations to
support the efforts of the Tarrant Area Food Bank
at every meeting.
Help us by donating non-perishable food items.
Please bring your items EACH MONTH.
Ideas, questions or
comments? Please submit to
newsletter chair, Lorraine
Tune at:

Together we can help- make a big difference in
many lives so please help!

Ltune@fosterbenefits.com

www.fwahu.com

We want YOU (to help recruit!)
Do you know someone that could reap the benefits from joining FWAHU? If you have been meaning to
give that person a call, please keep the TAHU Blitz in mind! Any TAHU member who sponsors a new
member between September 1st and October 31st will be entered into a drawing for two $100 prizes.
To coincide with that, FWAHU is having a BLITZ of our own! Invite prospective members to enjoy a
FREE LUNCH at one of the following events:
- October 14, Vendor Day – 10:00 AM – 1:00 PM at Rolling Hills Country Club; “Creating
Alternative Revenue Streams with Alternative Products”, 1 hour CE
- November 11 – 11:30 AM – 1:00 PM at Rolling Hills Country Club; Privacy Compliance Under
HITECH, HIPAA and GLB, 1 hour CE
If that person attends the luncheon and joins FWAHU, your name will be entered for a drawing for a $50
gift card! Drawings will be held for October and November. Please continue reading for a great offer
from NAHU!
Up to 3 months FREE membership!
To help chapters ramp up membership before the end of the year, NAHU has just announced a new
membership offer.
How It Works
Beginning October 1, any new or reinstating annual member who joins between October and December
of this year will have their dues paid through December 2011. Essentially, they are getting one to three
months of free membership, depending on which month they join. The earlier they join, the better the
offer!
New or reinstating monthly bank draft members who join between October and December will have their
membership dues waived at the end of 2011 according to the following schedule:
Monthly bank draft waive schedule:
October and November 2010 new members will not be drafted in November and December 2011.
- December 2010 new members will not be drafted in December 2011.
Who Is Eligible For This Offer?
Completely new or reinstating members are eligible for the promotion. Members are
eligible to reinstate their membership once they are 90 days past their renewal date.
Members who are billed but not paid or are paying their dues late are not eligible for
this promotion.
So start recruiting and get members on board before the end of the year!
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