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June’s   TTThhheeemmmeee:::   
SSuummmmeerr  SSaaffeettyy    

This month, on our client only portion of 
our website, you will find the following 

tools for you to utilize: 
 

· Monthly Employee Newsletter:  
ü To go along with our summer safety theme, this 
month’s newsletters talks about tips on how to stay save in the sun this summer.  Also 
included: why chocolate isn't so bad after all, allergy tips, and a potato salad recipe to 
serve at your next barbecue. 
 
·Monthly Flyer:  
ü “Camping Safety”--- Camping is an activity enjoyed by millions of Americans a year. 
However, there are some basic safety precautions that should be put into effect when 
taking part in this summertime activity to ensure a safe and enjoyable experience. 
 
·Monthly Poster:  
ü “Fresh Produce”---It’s that time of year again--farmer’s markets and community supported 
agriculture (CSA) are in full bloom.  This month’s poster offers information on why CSA’s are a 
good (and healthy!) investment and how to locate a CSA in your community. 
 
Only clients of LaMair Mulock Condon Co. are able to access these free monthly resources, 
as a value-added service.  Please contact Amanda Moser at amanda.moser@lmcins.com to 
be set up with a username and password. 

   
 
 

Tobacco Regulation On Track for June 
The congressional drive to bring tobacco under Food & Drug Administration control -- 
given new life in the Senate last week -- is poised to approach the finish line in the 
Senate in June, but not without a bipartisan fight from North Carolina's two senators 

 

With An Early Start, Children Can Enjoy Fitness for Life 
The benefits of physical activity--yoga, boxing, climbing rock walls--have been well 
documented, yet one-third of this country's children remain overweight or at risk of being 
overweight. 

 

Deep Brain Stimulation: Expanding Its Reach to New Patients 
Until recently, deep brain stimulation was approved in the U.S. only to treat certain 
movement disorders, primarily those of Parkinson's disease, for which it diminishes 
tremors and rigidity and improves mobility. 
 

For information on wellness news, visit our HealthMatters website and 
click on “Healthy Happenings”.   

 

 
In This Issue: 
 
Employer Tools 
regarding Summer 
Safety are now 
available on the client 
only part of our 
website!  
 
If you don’t have a login 
yet, request one from 
Amanda Moser at 
amanda.moser@lmcins
.com.  
 
 
Wellness News 
Happenings 
 
How to Build a 
Purpose Driven 
Wellness Program: 
Step 4: Crafting an 
Annual Operating 
Plan 
(See Steps 1-3 in our 
February, March, April, 
and May Employer 
Newsletters) 
 
Featured this month:  
Wellness Vendor: The 
Prevention Plan: 
A groundbreaking 
program that enables 
individuals to determine 
their top health risks 
and receive a 
customized plan and 
coaching from nurses to 
lower those risks 

mailto:amanda.moser@lmcins.com
http://www.ahiphiwire.org/Wellness/News/Default.aspx?doc_id=316955
http://www.ahiphiwire.org/Wellness/News/Default.aspx?doc_id=320014
http://www.ahiphiwire.org/Wellness/News/Default.aspx?doc_id=320539
http://www.lmchealthmatters.com/HealthMatters/Default.aspx
http://www.lmchealthmatters.com/HealthMatters/HealthyHappenings.aspx
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This Month’s How To……………………. 
 

 
 
 
 
            
 
 
 
 
 

 

 
In building a results-oriented worksite wellness program, it is essential to 
have an operating plan. Indeed, this is the fourth benchmark in the 
WELCOA model.  From where we sit, the operating plan is the central 
document that serves as the key piece of communication as to what your 
program will accomplish. Believe it or not, many organizations 
underestimate the value and utility of the wellness operating plan. Time and 
time again, organizations fail in their attempts to establish a worksite 
wellness initiative and much of it can be linked back to the lack of an 
operating plan. 

 
The Wellness Councils of America believes that there are seven essential components of an exceptional operating 
plan. These seven components include: 
 

1. A Vision/Mission Statement For The Wellness Program That Incorporates The Organization’s Core Philosophies; 
2. Specific Goals and Measurable Objectives That Are Linked To The Company’s Strategic Priorities; 
3. Timelines For Implementation; 
4. Roles And Responsibilities For Completion Of Objectives; 
5. Itemized Budget Sufficient To Carry Out The Wellness Plan; 
6. Appropriate Marketing Strategies To Effectively Promote The Wellness Plan; 
7. Evaluation Procedures To Measure 

 
When taken together, these seven components become very powerful in providing you with the empowerment and 
alignment essential to keep your program moving forward. No matter what the sophistication of your present efforts, your 
operating plan will need attention and updating every single year. With that in mind, let’s take a brief look at each of the 
seven essential components of a results-oriented operating plan. 
 
TTThhheee   SSSeeevvveeennn   EEEllleeemmmeeennntttsss   ooofff   aaannn   OOOpppeeerrraaatttiiinnnggg   PPPlllaaannn  
 
1. Vision/Mission Statement  
Your vision/mission statement is the envisioned future you are trying to achieve. It is simply a one or two sentence 
declarative on what you’d like your program to ultimately accomplish.  Many people struggle with developing their 
vision/mission statements, but in reality, it does not need to be complicated at all.  For example, a large health care system 
developed the vision statement of “Health From Hire To Retire,” as their ultimate declarative destination. You can see in one 
simple phrase, this company has a unique vision of what they want and see for their program. 
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**Why Begin Your Operating Plan With a Vision Statement? 
In addition to immediately engaging the reader, vision statements serve to stimulate the creative juices of the reader 
to consider “what’s possible.” And, if crafted properly, vision statements can coax key players to consider what role 
they’ll play in creating this new reality. Ideally, your vision statement should reflect the core values of your 
organization and it should be bold, compelling and downright inspiring. Oh, and by the way, they need not be long or 
verbose — some companies have done it in just a sentence or two! 
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2. Goals & Objectives 
Your goals and objectives are a very important part of any results-oriented operating plan.  Clear goals and measurable 
objectives will ultimately tell you if you are moving in the right directions.  Believe it or not but failing to have clear goals and 
objectives means you can’t really evaluate any outcomes because your outcomes are based on what you said you would 
accomplish.  Many programs don’t wrestle with writing goals and objectives up front and as a result, suffer greatly when it 
comes to demonstrating outcomes.  Writing good objectives is a very challenging task and will demand a determined effort 
on the part of the wellness committee. To be successful, objectives must be SMART — Specific, Measurable, Achievable, 
Realistic and Time specific. 
 
 
3. Timelines 
Picking up from where the goals and objectives sections leave off are timelines.  It is important to declare specific timelines 
on when things should get done--timelines are absolutely important in any operating plan because they overtly state not 
only what you would like to accomplish, but also when you would like to get it done. Timelines help to hold everyone 
accountable and provide an excellent measure for how your team is doing. Be warned, timelines are not difficult to write, but 
they are very challenging to meet. There is an art to setting timelines. Think of it like a pressure cooker— not enough heat 
and nothing will get done, too much heat and a meltdown occurs. 
 
4. Roles and Responsibilities 
Identifying the specific roles and responsibilities that your team members 
should play is the fourth critical part of a results-oriented operating plan. 
Although it seems straightforward, many operating plans don’t specifically 
identify who and/or what group is to be doing what.  
 
When you think about assigning roles and responsibilities, it is important to 
think of this component in terms of individual strengths and talents. In 
essence, the people on your team will bring three basic and innate 
talents/strengths to the table--1) relators, 2) achievers, and 3) thinkers.  
Relators are the “people” people. They like to interact and they’re good at 
establishing relationships. These people are very important to any team 
because they bring the human element. Second, there are achievers. 
Achievers are those people who are uniquely wired to get things done. 
They like checklists and specific tasks and challenges. These kinds of 
people are critical to the success of teams because they keep the team on 
track in terms of getting things done. Finally, there are thinkers. Thinkers 
like to analyze what needs to be done and to carefully think through how 
things fit together. Thinkers are critical when it comes to tasks like 
analyzing data and thinking through the strategic ramifications of this kind 
of information.  
 
The bottom line on roles and responsibilities is this--roles and responsibilities should be aligned with individual 
strengths/talents. Saddling a “thinker” with “relating” responsibilities will only frustrate and complicate the dynamics of your 
team.  
 
5. Itemized Budget 
The itemized budget is the fifth component of a results-oriented wellness program and is a very important part of the 
planning process. It’s important because it forces you to think through what you plan to invest in your wellness program and 
specifically what everything will cost. You’ll want to include not only the costs associated with things like health risk 
appraisals, newsletters, brochures, and incentives, but also to think through what the “softer” costs will be. Softer costs 
include things like staff time, release time for employees to participate, and team strategic planning meetings. All of these 
things have very real price tags, so if your budget is to be complete and accurate, it’s important it’s important to think 
through how much everything will cost. 
 
6. Marketing Strategies 
The sixth component of a results-oriented operating plan is the execution of innovative marketing communications 
strategies. While this section sounds more complicated than it needs to be, there really is no mystery in this component. 
Marketing and communication strategies simply force you to think through how you’re going to communicate the program 
to your employees and specifically what the messages should be. A good mix of marketing and communication strategies 
should be used and this mix can and should include written, oral, and electronic messages. In essence, no one in your 
organization can be expected to get involved in the program if they don’t know what’s going on and specifically how they 
can participate. That’s the challenge and the purpose of this component. 
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7. Evaluation 
The evaluation section of your plan is the seventh and final component of a results-oriented operating plan. The evaluation 
section simply and straightforwardly outlines how you plan to measure and evaluate the results that occur from your 
program.  Evaluation measures can and should include things like participation, participant satisfaction, changes in 
knowledge, attitudes and behaviors, and ultimately changes in environment and culture. Some like to think of evaluation in 
terms of keeping low-risk employees at low-risk and helping high-risk employees return to low-risk status. However you 
choose to structure your evaluation efforts, it is essential that your evaluation methods link back directly to the program’s 
goals and objectives.  
 
Tips for Crafting Your Operating Plan 
 

 Do some research on what sort of health risks cost your company the most money, and address them in your goals 
and objectives. It’ll make it easier to justify your budget. Refer to your 
company statistics in your operating plan.  

 Also check out the HERO studies on the internet at their site: www.the-
hero.org. Their data suggests areas where your company may save money 
by spending on employee wellness. 

 Use the talents of your wellness team wisely. Ask an accounting person to 
help design the evaluation plan and work on the budget, someone in sales to 
design the communications plan, and a good writer to edit the entire 
document. 

 If your company already uses a planning method, use it! Don’t reinvent the 
wheel. 

 Be sure that your operating plan is proofread, formatted, printed and bound 
properly. You’ve worked hard on it — the presentation should be worthy of 
the content. 

 Give plenty of recognition to those who work on the plan as you develop it, and by all means put their names on the 
final document for senior managers to see. Take group pictures of the wellness team and publish or post them. 

 Be realistic when you set goals, especially if you haven’t done so before. You want to set your program up for 
success, and a modest success beats a grand failure any day! 

 We can’t stress enough that there should be a close fit between the company vision and business plan and that of 
 the wellness program. 
 
Just DO IT! 
If you think that crafting an annual operating plan sounds like a lot of work, you’re right. But if you want your program to 
be taken seriously, to have a lasting impact, and to produce measurable results, you need to plan at a professional 
level. 
 
With a good operating plan, you’re in a position to roll up your sleeves and get into the nitty gritty of your wellness 
program — designing interventions to meet your goals and objectives which will be the topic in July’s Employer 
Newsletter. 

 
References 

“Carefully Crafting Your Organization’s Wellness Plan” report by David Hunnicutt, PhD at WELCOA 
Design of Workplace Health Promotion Programs by Michael P. O’Donnell, PD, MBA, MPH. Call (800) 783-9913 to order. 

Health Promotion: Sourcebook for Small Businesses published by the Wellness Councils of America and Canada. Call (402) 827-3590 to order. 
Say It and Live It: 50 Corporate Mission Statements That Hit the Mark 

Social Marketing by Philip Kotler and Eduardo Roberto 
Planning, Implementing, and Evaluating 

Health Promotion Programs: A Primer, 2nd Edition by J. McKenzie and J. Smeltzer 
 

Interested in having the Health Management Services team at LMC help you assess develop an 
Annual Operating Plan?  Just contact Amanda Moser at amanda.moser@lmcins.com for more 

information. 

 

More resources that can help you develop an annual operating plan for your workplace can be found on the client only side of our 
HealthMatters website, under the Other Employer Resources tab in a section titled “Annual Operating Plan”.  These items include: 
 
ü “Rolling up your Sleeves”-- In this interview from Wellness Council of America, Mike Wanetka of ConAgra Foods shares his 

perspectives and insights on how the wellness planning process works in a real life setting. 
 
ü Planning Matrix-- This helpful tool will help you outline and organize your wellness plan and help to ensure that you address the 

key elements. 
 
ü University of Nebraska Medical Center Operating Plan Sample -- This sample plan illustrates clear goal statements supported 

by a rational that forms the basis for measurable objectives. 
 

mailto:amanda.moser@Lmcins.com
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The History of The Prevention Planϱ: 
 
U.S. Preventive Medicine, Inc., a privately 
owned company formed in 2004 by health care 
executive, Christopher Fey, is building the first 
power brand in the United States and 
internationally focused specifically on primary, 
secondary and tertiary prevention.  
 
The idea for U.S. Preventive Medicine 
originated from two significant events that 
occurred in Fey’s life. His father died at the age 
of 29 from colon cancer three days after his first 
birthday. A few decades later, his brother-in-
law, while standing at his side, suffered a 
massive stroke at the age of 39. Fey knows 
firsthand how lives are affected when people 
do not receive appropriate preventive care. 
 
So does U.S. Preventive Medicine’s president, 
Frederic Goldstein. Goldstein, also an 
experienced health care executive, continues to 
be dismayed at the ineffective care 
management provided to his two young sons—
both of whom have asthma—by the large 
insurance carriers. He was fortunate enough to 
have the resources to provide his children with 
proper care, but throughout his career as a 
health care administrator, he has witnessed 
individuals trying to cope in a broken health 
care system. 
 
Fey went on to spend his entire career 
specializing in health care and health care 
marketing. He and Daniel Tillotson, now CEO of 
The Prevention Plan from U.S. Preventive 
Medicine and a highly successful entrepreneur 
himself, worked together opening and  
growing multiple health plans across the nation.  
 
Goldstein and Fey also worked together 
previously, when Fey founded and led 
HealthCare USA from 1992 to 1997. Goldstein 
served as Vice President and General Manager. 
That company, headquartered in Jacksonville, 
Fla., became a multi-state, 115,000-member 
HMO with $130 million in revenue in 30 months.  
 
Fey raised $3.7 million in capital, and built a 
management team, infrastructure and 
technology interface to connect multi-state 
claims processing with electronic interchanges.  
HealthCare USA received the highest quality 
rating of 22 Medicaid HMOs audited by Florida’s  
Agency for Health Care Administration, received 
a commercial HMO license, achieved NCQA 
accreditation, and was awarded a prestigious 
Medicare Choices demonstration project. It was 
 
 

What is The Prevention Planϱ? 
The Prevention Plan is a groundbreaking program that enables 
individuals to determine their top health risks and receive a 
customized plan and coaching from nurses to lower those risks. 
Members receive a “one-stop” personalized online website to store 
medical information, complete educational health programs, receive 
reminders about needed screenings, track personal progress and 
learn about work-related preventive benefits and incentives.  
Participants are provided with a secure area to store health 
information online where they can access their own personal health 
database anytime, anywhere. And it’s totally confidential. 
 
This new healthcare program brings a team of medical specialists and 
tools into the life of its participants to help improve their overall health 
through assessment and intervention. 
 
Why The Prevention Planϱ? 

 Total program to reduce costs and increase productivity 
 Identifies risks and provides effective solutions 
 Reduces absenteeism and prevents presenteeism 
 Improves morale and loyalty 
 Cost based on per participant (no upfront fees) 
 Turnkey internal marketing program 
 Five-star customer care 
 Portable and independent of insurance 
 Scalable for any size company, in any location 

 
 

 
 
Integrates with current  
employer initiatives 
 
Comprehensive reporting 
of all programs back to 
employer 
 
Identification of individuals 
for programs already in 
progress 
 
Integration into The 
Prevention Score for 
incentives 

Integration with case 
management and 

other programs 
 

Claims integration 
into TPP Personal 

Health Record and 
Prevention Score 

EMPLOYER INSURANCE 
/BENEFITS 



 6              LMC Insurance ǒǒ   44 22 00 00   UU nn ii vv ee rr ss ii tt yy   AA vv ee nn uu ee   SS uu ii tt ee   22 00 00   WW ee ss tt   DD ee ss   MM oo ii nn ee ss ,,   II AA   55 00 22 66 66   ǒǒ   (( 88 00 00 ))   66 77 77 -- 11 55 22 99   ǒǒ   JJ uu nn ee   22 00 00 99  

 
 
 
 
 
 
 
 
 
 
 

History continued… 
 
acquired by Coventry Health Care Corporation 
in 1995.   
 
Fey subsequently continued on with Coventry 
as Senior Corporate Vice President and later 
founded two preventive medicine companies, 
the latest being U.S. Preventive Medicine. 
Goldstein went on to start Specialty Disease 
Management Services, Inc., which provided 
chronic care management services to Medicaid 
and commercial payors around the country.  
U.S. Preventive Medicine acquired Specialty 
Disease Management in September 2007, 
bringing together many of the same clinical, 
operations marketing and management staff 
who had worked with the two entrepreneurs 
over the last two decades.  
 
Today 
The seasoned management team in place at 
U.S. Preventive Medicine now works toward 
two vital goals:  1) total client and member 
satisfaction and 2) development of innovations 
that assure the company’s role as the next 
power brand in health care.  
The company now has approximately 125 
employees, with corporate offices in Dallas, 
Texas, an operations/member care center in 
Jacksonville, Fla., and satellite offices in cities 
including Chicago and London. Nurses and 
other staff also work directly “on the ground” 
with members in their communities throughout 
the country. In 2008, the international 
enterprise was launched in London and full 
development is underway. 
 
Helping the company achieve its goals is 
Tommy Thompson, former U.S. Health and 
Human Services Secretary and four-term 
Governor of Wisconsin. As the company’s 
national policy advisor, Thompson is assisting 
the company in mobilizing employers, 
government entities and health care providers 
to focus on prevention as the solution to the 
health crisis facing the nation.  
 
Ron Loeppke, M.D., MPH, serves as Co-
Chairman of the company's distinguished 
National Advisory Board, along with David 
Nash, MD.  Dr. Nash is the Dr. Raymond C. and 
Doris N. Grandon Professor of Health Policy and 
Medicine at Jefferson Medical College of 
Thomas Jefferson University in Philadelphia, 
while Dr. Loeppke is the former Chief Strategic 
Officer and Executive Vice President of Matria 
Healthcare, Inc.  Both are highly regarded and 
are active in defining and establishing 
measurement criteria for research on the 
frontlines of the health and productivity arena. 
 

Other services from U.S. Preventive Medicine: 
 
The Prevention PlanCMϱ 
The Prevention PlanCMϱ is a custom care management program for 
those with chronic needs.  By understanding the barriers that impede 
better health and working closely with each person and his/her health care 
providers —either telephonically or in the home and workplace—
Prevention Plan RNs work to limit the progression of an existing condition 
and detect other potential issues before they cause harm.  
 
Why The Prevention PlanCMϱ 

 Focused approach on reducing costs 
 Results in immediate and consistent savings by concentrating on 

individuals with chronic conditions who are responsible for 80% of 
health care costs 

 Predictive modeling, claims analysis and concise, factual outcomes 
reporting provide key data for long range needs and opportunities 

 
The Prevention PlanPREMIUMϱ 
This early disease detection and health management program for 
executives and individuals. Available through the Global Prevention 
Network™, U.S. Prevention Network™, and Centers for Preventive 
Medicine®, members receive early disease detection assessments 
through advanced diagnostic technology as well as needed follow up and 
specialty care. 
 
Why The Prevention PlanPREMIUMϱ? 

 Protects the company’s most valuable assets 
 Early warning system to detects diseases and condition when they are 

most treatable 
 Keeps executives productive, healthy and happy 
 Immediate results with minimum lost work time 

 
 
 
 
 

Want to lean more about The Prevention Planϱ? 
 

Visit their website at http://www.ThePreventionPlan.com/ or  
Contact Gina Sypersma, Director of Business Development: 
Email: GSypersma@USPreventiveMedicine.com 
Phone: 712-277-1551 


