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Health Insurance consultant adds up New customer
to big savings for Vermillion
service specialist
by Carol PiƩs, cpiƩs@kasb.org
ini�al conversa�on,
helps members
Miller
met
with
Facing a possible 40 percent
a consultant who
nd best opƟons
increase in health insurance costs
for her district, Vermillion USD 380
Superintendent Mischel Miller faced
a dilemma.
“Under our current nancial
circumstances, I didn’t know how
we could con�nue to provide good
coverage for our teachers and staﬀ,”
she said.
She needed answers, and made
a call to KASB’s Risk Management
Director Rod Spangler to explore the
Associa�on’s new health insurance
consul�ng program.
As a former consultant, Miller
recognized the advantages using
outside subject ma�er experts.
“They just come in and give you
an opinion, based on fact,” she said.
And that is exactly what happened
with the McGinnis representa�ve,
she said.
“The en�re process was pressurefree and professional,” Miller said.
“As superintendents, we are asked
to know a lot about everything, but
it was a great help to have someone
to turn for help in exploring and
inves�ga�ng our possible cost
increase.”
They started with a phone
conversa�on with Miller, Spangler
and a representa�ve from the
McGinnis group. Miller said this
gave her a chance to ask ques�ons
of someone whose only mo�ve is
to help you learn about the world
of health insurance. Following that

then began to
explore the pros
and cons of other
insurance market
op�ons and ask
Miller
ques�ons on
behalf of the school district.
Miller said once the consultant
nished their work, over about a
three-month period, their report
indicated there was no jus�ca�on
for such a large increase. Using
informa�on provided by her work
with McGinnis, she met with their
local insurance provider and asked
for clarica�on and addi�onal
informa�on.
“In the end, we stuck with the
health insurance plan we had, but
without the 40 percent increase,”
Miller said.
McGinnis Group is KASB’s
endorsed health insurance
consul�ng partner. The agency
is based in Fairway, Kansas and
specializes in helping clients
structure employee benet
packages. Costs of the consul�ng
service are based on three op�ons,
from an upfront consul�ng fee to
a fee based on the percentage of
premium or overall savings. An ini�al
consulta�on is oﬀered at no cost to
the KASB member district.
“KASB has a good pa�ern of
ge�ng you in touch with the right
people,” Miller said.

by ScoƩ Rothschild, srothschild@
kasb.org
Jamie Slack is the new customer
service specialist with the KASB Risk
Management Department. She will
be working with individual clients
to nd their best op�ons in the risk
management product line-up.
When a member has a ques�on or
concern, Jamie will work to nd the
best answers and coordinate what
the next steps will be.
Jamie is from Cedar City, Utah
and has been in the Topeka
area for many years now. She
a�ended Washburn University
and recently graduated with a
Business Management degree from
Rasmussen College.
Jamie recently a�ained her life
and health insurance license and is
ac�vely working on her property and
casualty license. She’s eager to get
to work with the many great clients
that take part in the insurance
programs KASB Risk Management
department has to oﬀer. The Risk
Management department at KASB
has grown and Jamie is meant to
bridge the gap to ensure clients are
ge�ng the a�en�on they need.
Jamie will be the point person to
answer any ques�ons that clients
may have.

Should you work with a Health Insurance Consultant?
Health insurance contracts and oﬀerings are very complex. The ini�al review and consulta�on
are the rst steps to see what areas of this service would be valuable for your specic needs.
One thing is clear: With costs rising and benets declining in some cases, our members have not
had the quality “consulta�ve” approach to this process. Ideally, we will reach impac�ul savings
like we did for Vermillion. That is certainly not guaranteed, but the courage to take on this
process, the educa�on surrounding it, are decisions I hope our members can more easily make
now with this service. In the end, while this services is �ed to a fee, the hope is that savings
gained, or the nego�a�ng power our members get with the carriers actually reduce or eliminate
high renewals or pricing like the ones USD 380 faced, and those savings can be used to pay for
this valuable service.

Rod Spangler, KASB
assistant execuƟve
director for risk
management,
encourages KASB
members to take
advantage of this new
service.
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