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Who Moved My Cheese? How many 

of you remember this book by Spencer 

Johnson, MD popular in the year 2000? 

It was “THE” book to read; and required 

reading for the employees of many 

corporations. All who read it, verbally 

paid it homage – then we all quickly 

forgot the message and went about our 

lives “business as usual”.

If, by some chance, you kept your copy, 

perhaps it is time to wipe the dust off 

the cover and reread it. I think you’ll ! nd 

the book’s message more appropriate 

today than when it was initially published 

– especially since we are now truly 

beginning to experience major changes 

in our personal and business lives as a 

result of current economic struggles.

Most of us don’t embrace change. We 

aren’t comfortable with it. And, some 

of us will remain “hems and haws” 

(as referenced in Dr. Johnson’s book) 

IBSi is one of the few 
insurance marketing ! rms 
devoted solely to the 
ancillary segment of the 
group insurance market.
And we know that market 
well!

One-stop access to 
multiple insurers.
When carriers compete for 
your business, you and your 
group clients win!

We are experts in plan 
selection and tailoring 
the right product/carrier 
combination based on 
each group’s individual 
needs.  This saves you time 
and increases your closing 
ratio!

As a major production 
source for our core 
carrier partners, we 
proactively negotiate the 
most competitive rates 
possible- new sales and 
renewals.

Why IBSi?

Service.

Knowledge.

Leverage.

attempting to maintain our same old 

routines and methods. Yes, some of us 

will “bury our heads in the sand” hoping 

that when we come up for air, our world 

will be unchanged.

Fortunately, there will be those who will 

step back, review current situations and 

circumstances, make the necessary 

adjustment in their business road maps, 

and chase success with a renewed vigor 

and determination. 

The cheese is always moving – bringing 

new opportunities for all of us. Change 

is not the enemy. The culprit is failure to 

recognize the opportunities that change 

encourages.

We thank you for making our year at IBSi 

a good one. We will work diligently in 

2009 and beyond to help you meet and 

exceed your goals and expectations. 

IBSi Broker News

Change

IBSiDC 12.08

When you think ancillary, think IBSi

Terri Pritchard, President



The Countdown is On!

Katie Poage  has joined our staff as a Business Development 
Specialist. She has an extensive administrative background and is 
well-trained and eager to assist you with your quote requests.

Dannica Hayes  has joined our team as Marketing Coordinator. She 
is experienced in graphic design and is responsible for our weekly 
eNews blasts, newsletters and other print media. Dannica is also 
overseeing renovations and maintenance of our website.

Kim Workman  joined the staff as our New Business Coordinator. 
Kim brings many years of accounting experience and is currently 
working towards her BA degree in accounting. 

Other staff changes at IBSi include:

Trisha Adams  has been promoted to Sales/Business Development 
Coordinator. Trisha oversees the Business Development Team and 
works with carriers to secure the most competitive quotes available. 

Ashley Rehner , Regional Sales Coordinator, is now providing sales 
support assistance to Travis Allen and Pam Ridge.

Nancy Uffelman  has been named Senior Regional Sales 
Coordinator in recognition of her distinguished service to IBSi’s 
broker force. Nancy will continue to provide marketing, sales and 
administrative support to Joe and Travis for NC and SC.

Are you ready for tropical sunshine, 

crystal clear waters, the view from your 

beach chair? The countdown is on for 

IBSi’s 2009 incentive trip to the Moon 

Palace Casino, Golf & Spa Resort in Punta Cana, Domincan Republic. Our 

2009 trip, the most exoctic destination yet, is scheduled for June 12-16. 

And it’s not too late for you to qualify!   New sales with effective dates on 

or prior to March 1, 2009 count toward quali! cation. Call or visit us online at 

www.IBSibrokers.com for complete contest rules and details.

Wachovia Insurance Service

Strategic Employee Bene" t Services

Senn Dunn

Corporate Bene" t Advisors

Wil liford Insurance Group

Trion Group, Inc.

Pilot Financial Brokerage

Curr ent Top Agencies

(April through November 2008)

Scott Anderson, 
Wachovia Insurance Services

Lisa Hamlett, 
Wachovia Insurance Services

Alan Overbey, 
Strategic Employee Bene! t Services

Kendall Moore, 
Wachovia Insurance Services

James Rasmussen, 
Morrow Insurance Agency

Mary Magrinat,
Trion Group, Inc.

Kevin Williford,
Williford  Insurance Group

Brian Flynn,
Corporate Bene! t Advisors

Bryan Hough,  
Corporate Bene! t Advisors

Cory Newton,  
Senn Dunn

Randy Taylor, 
Senn Dunn

Curr ent Top Producers
(April through November 2008)

IBSi Staff Updates

2009 IBSi Agent Incentive Trip
June 12-16

Domincan Republic
Punta Cana
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Healthy Mouth, Healthy Child
Taking care of their teeth and gums is vital to children’s long-
term health. Here are some tips for your child’s dental health:

• The American Academy of Pediactric Denistry recommends 
 that a child’s ! rst dental visit take place when the ! rst tooth
 appears or by his or her ! rst birthday.

•  Clean your baby’s gums with plain water and a small, soft
 bristled toothbrush designed for infants.

•  Start using a pea-sized amount of " uoridated toothpaste on
 your child’s brush at age 2 to 3. Children should spit out and 
 not swallow axcess toothpaste.

• Baby teeth are important. Not only do they help children learn
 to speak and chew naturally, they hold the place for
 permanent teeth until they are ready to erupt.

• Children should not fall asleep with a bottle. Juice and other
 high sugar beverages should be given in a cup, never from a
 bottle.

• Let children brush under your supervision and assistance until
 they can brush by themselves - generally around age 7.

• Encourage children to chew sugarless gum and stay away
 from sticky candy.

These wellness tips brought to you on behalf of Renaissance. 

IBSi has some exciting changes taking place. 
We are working on integrating a new database 
system that incorporates more ef! cient quoting 
and sales tracking capabilities. We anticipate 
our new database to be in full use early next year#

Also, be on the lookout for our new website designed with you in 
mind# With user-friendly navigation and a smoother design, look 
for our new website in early 2009.    

Technology Updates

Quote Requests
Send us your quote request today and let the 
knowledgeable, experienced members of the IBSi team 
work for you#

To request a quote, email (quoterequests@ibsibrokers.
com) or fax (888-898-0606) the RFP to us or you can go 
online to www.IBSibrokers.com.

Carrier  Highlights You 
May be Overlooking

• Allied  and Reliance  will accept 1099
 employees.

• Best Life, GroupLink and Renaissance
 offer dental coverage to 100% related
 groups. 

• GroupLink  offers dental to home based 
 businesses.

• Capital, Reliance, Best Life and Allied
 will write orthodontics on groups under 10
 lives.

• GroupLink  includes coverage  for
 implants as a part of major dental
 services.

• AIG offers dental rollover feature.

• Securian  offers 2 year rate guarantees
 with a 3% load.

• Securian  can be quoted by IBSi with no
 dental experience needed up to 249 lives.

• Morgan White  offers dental coverage to
 employees of dentists.

• Best Life  has a Special Dental Accident
 Bene! t.

• Best Life  offers child and adult ortho
 bene! ts depending on group size.

• Renaissance, Security Life, Securian
 and Prudential have no administration
 fees.

• United Concordia  offers Preventive
 Incentive, a roll over bene! t without the
 administrative hassles.

• AIG has no administration fees for 10-99  
 lives.

• United Concordia  has no dental waiting
 periods, no pre-existing conditions and
 does not require experience below 200
 lives.
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Happy Holidays 
Wishing you...

every happiness this Holiday Season 
and prosperity in the New Year. We 
appreciate your business and look 

forward to continuing our 
relationship in 2009!

All the best to you and 
your family

IBSi

Great news# You will 
earn 2% additional 

! r st year commissions 
on groups of all sizes 

written with GroupLink/ 
Madison National with 
2009 effective dates.

 

NEW FOR 
2009

Earn 2% 
Extra 

Commission 
with 

GroupLink  

P.O. Box 24337
Winston Salem, NC 27114-4337

Presorted
First Class

US Postage PAID
Winston Salem NC

Permit #217


