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CEO Talk:  
How discipline makes peak performers

of who we are. They include staying motivated, reading, 
going to lectures, being proactive instead of reactive and 
taking leadership roles where we are taking the initiative, 
so we’re not always just responding. 

PLAYING TO OUR STRENGTHS
By playing to our strengths, success can be achieved. The 
concept of rational targeting is an important part of playing 
to our strengths. Rational targeting is identifying what we do 
well, what is needed and how those two intersect. Where are 
the needs? If we do A, B and C well, and there is a need for 
A, B and C, we are playing to our strengths. If we do X well 
but Y is needed, then we are not playing to our strengths. We 
have to be intellectually honest about our strengths. Spend 
time with people you know and ask them for their review. 

A concept called relationship mapping was suggested to me 
by my good friend and adviser, Lou Primozic. Where are our 
relationships strong? As we look at this, look at the concept 
of rational targeting and where the need is. Play to your 
strengths, where you do well and where you have potential 
relationships. And connect this with where there is a need. 

COMMUNICATION IS VITAL
Great communication is crucial in every part of success for 
executives. This includes communicating with our family, 
business associates, colleagues, people in our community, 
customers, vendors and suppliers.

Constantly communicating, while continuing to 
develop these skills, is so important. Use as many different 
communication forms as you can. Communications tools 
are always evolving and changing. But at the end of the day, 
personal touch is what really matters. Nothing is better than 
a face-to-face meeting, but we are limited with face to face 
because we can only see so many people in a day. Phone calls 
and emails are good, too, but we have to be careful when 
we put things in writing, as it is permanent. Be particularly 
careful when using this form of communication. 

Relationship Builder: Umberto Fedeli

T
he disciplines of every executive develop 
through a combination of what we read, 
experience and learn. We learn by having  
both triumphs and failures. We learn from 
people who are successful in various fields.  

And we learn from people when we don’t like the way  
they approach certain things. 

Learning how not to be is as important as learning how 
to be. In life, before we figure out what we want to do, we 
have to figure out who we want to be.

There are many aspects in the life of an executive.  
Dr. Gerald Bell, of the Bell Leadership Institute, talks about 
being a “peak performer.” To be a peak performer and at 
the top of our game as professionals, we have to balance our 
personal and professional lives. As much as we need to be a 
“monomaniac on a mission,” says Peter Drucker, we must 
work very hard to have balance, especially if, by nature, we 
work too much, eat too much or drink too much. 

For example, we may be successful in business but strain 
our personal relationships. And if we don’t pay attention to 
our health, how will we be at the top of our game? We have 
to work on balancing the seven aspects of our life (family, 
personal, health, financial, career, spiritual and fun/happy) to be 
a peak performer. If one aspect is off balance, it will affect our 
business. Things are interrelated; we do not live in a vacuum. 

COMMITMENT TO LIFELONG LEARNING
Continuously learning about life is the discipline that 
resonates most with me. This includes learning about your 
profession, your community, your industry, your business 
and the people you do business with (what’s important to 
them, and their problems and concerns). It is a lifelong 
commitment to learning and improvement, and it takes a 
desire to constantly learn and improve. 

Learning is a process, but it’s about making the 
commitment to continuously learn. There are many aspects 
of learning, like the fabrics of a blanket that become a part 
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Umberto P. Fedeli,  
President and CEO of The Fedeli Group

SUCCESS IS A PROCESS
Success is a process, not just luck. If we commit to being 
successful, we have to realize that, on occasion, we will 
fail. And when we do fail, we shouldn’t sit back and beat 
ourselves up. Take what happened, the good and the 
bad, and be intellectually honest. See things the way they 
are, not the way we want to see them, and learn. What 
happened? What could have been better? How do we avoid 
this in the future? What are the lessons learned so that we 
can move on?

All of us have good luck and bad luck, but it’s not so 
much what happens to us. It’s more about what we do with 
what happens. Good luck or bad luck doesn’t last forever. 
If people are consistently lucky, they are doing something 
right. If they are consistently unlucky, perhaps something 
needs to be changed. We have to take responsibility, not 
blame, and be accountable. It’s easy to blame others or 
situations, but take ownership and move forward. Also 
make sure that expectations are managed, so you don’t 
overpromise and underdeliver. 

Another crucial part of success is momentum. 
Momentum — in sports, business, investments or family 
life — is so important. When we have momentum in life, 
we have to do whatever it takes to keep it. Once we lose it, 
it’s very hard to get back. 

Goal setting — business, personal, financial and career 
— is important, too. People who put their goals in writing 
have 10 times the chance of success of those who don’t. 
Constantly review and measure goals, so progress can be 
measured and adjustments can be made. 

CONNECTING THE DOTS AND KNOWING WHERE TO GO
Many times, we may not know where to go, and we may 
feel stuck or not sure what to do. We don’t have to have 
all of the answers. We just need to know where to go for 
them. There are plenty of people who may have answers. 
My oldest son, Nick, once asked me while he was in college, 

“What’s the difference between school and business?” I said, 
“In school, you have to be good at what you do. In business, 
you have to know who is good at what they do.” 

We don’t have to have all of the answers. It’s a matter of 
following up and following through with intensity. There’s 
no sense in starting and not finishing. We can do so much 
to build the platform and start, but if we are not pushing 
through with intensity, what’s the point? There’s no sense 
collecting dots if we don’t connect the dots to make sure 
whatever we are working on becomes a success. It’s always 
important to go the extra mile. 

SHOW APPRECIATION — AN ATTITUDE OF GRATITUDE 
Having an attitude of gratitude is key. Those who show 
appreciation tend to be happier, and people want to be 
around people with good attitudes. Many times, people 
will do things not so much because they believe, but they 
believe that you believe. And as much as we need to have 
confidence in what we are doing, we also need to have a 
sense of humility. People who lack any sense of humility 
are in trouble. Understand that we have to be constantly 
flexible because things happen, and things change.  

By making a lifelong commitment to learning, 
committing ourselves to success, following through with 
intensity and having a sense of appreciation, we can adhere 
to the important disciplines in life and attain the success 
we are all trying to achieve. 

IF WE COMMIT TO BEING SUCCESSFUL,  
WE HAVE TO REALIZE THAT, ON OCCASION, 
WE WILL FAIL. 

http://www.thefedeligroup.com/
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Talking at the Table
High-profile leaders connect with the Cleveland business community at The Fedeli Group

Whether it’s one of Ohio’s senators explaining the latest government initiative, a president of a prestigious 
university, a local business leader and CEO of a Fortune 500 company, or the chairman of a national bank, you never 
know who you’ll meet at The Fedeli Group. Civic, government and business executives come to dine and interact 
with clients and friends of the firm, and enjoy sharing ideas about how to solve the region’s most pressing issues. 

Speaker of the U.S. House of Representatives 
John Boehner, Umberto Fedeli and U.S. Rep. 
David Joyce at Fedeli’s home

Who’s Up For Lunch?

U.S. Sen. Rob Portman speaking in June on the terrace at The Fedeli Group 

Chris Connor, chairman and CEO of Sherwin-Williams, speaking 
in June on the terrace at The Fedeli Group

Nick Fedeli, Maryellen Fedeli, Umberto Fedeli, 
Joanna Fedeli, former Ohio State President Gordon 
Gee, and two representatives from The Ohio State 
University in Fedeli’s office in January
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A luncheon in honor 
of former Cuyahoga 
Community College 
President Dr. Jerry 
Sue Thornton in May

Nick Fedeli, Lorain Mayor Chase Ritenauer, Steve Van Zandt  
of the E Street Band and Jaime Vigil, CEO of Republic Steel

Tony Cafaro, Sam Miller, chairman of Forest City, 
Bob Sebo and Nick Fedeli

Who’s Up For Lunch?

Beth Mooney, Chairman and CEO of 
KeyCorp, and Bernie Kosar greet guests 
on The Fedeli Group terrace in August

U.S. Sen. Rob Portman, Umberto Fedeli and Speaker 
of the U.S. House of Representatives John Boehner at 
Fedeli’s home in May

http://www.thefedeligroup.com/
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Health Care: Reform

T
he Affordable Care Act was 
passed in 2010, but the real 
impact is only now being felt. As 
the law continues to evolve, an 
ongoing commitment to research, 

analysis and the development of solutions 
that provide clients with a “best path” 
scenario is required. 

Darice Inc., an arts and crafts supplier 
based in Strongsville, Ohio, known for its 
Pat Catan’s Craft Centers, has engaged The 
Fedeli Group to consult about the best ways 
to navigate the uncharted waters of health 
care reform.

“We work with Fedeli very closely, and 
they’ve done a very good job of mapping 
out the meetings we need to have and what 
we’ll be covering for the year,” says Matt 
Castelli, Darice’s senior director of human 
resources. “We have Fedeli involved in the 
decision-making process with anything 
regarding our benefits program.”

In addition to expertise with the inner 
workings of health care reform, The Fedeli 
Group provides Darice with the perspective 
of a partner that is based outside the 
company walls, bringing a fresh point of 
view to the meeting table.

“One of the biggest ways they help us is 
simply by bringing us information on what 
is happening beyond our office building, 
giving us a new perspective that allows us 
to make better, more informed decisions,” 
says Mike Catanzarite, Darice’s CEO. “So 
many companies get into trouble when they 

How The Fedeli Group helps Darice meet the 
health insurance needs of 1,500 employees

By Erik Cassano

ARTFUL  
MANAGEMENT

Mike Catanzarite 
CEO, Darice
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enrollment,” Castelli says. “They helped 
us review our policies regarding part-time 
employees, seasonal employees and variable-
hour employees. It helped us analyze our 
staffing needs and make sure we are prepared 
for new regulations as they go into effect.”

Catanzarite says Fedeli helped Darice get 
to the bottom of how the Affordable Care 
Act would impact Darice’s business.

“They helped us review every detail 
regarding hours worked, payroll, job 
classifications and so on,” Catanzarite says. 
“It’s a tremendous value to us, because 
we’re not doing it all ourselves, and we’re 
partnering with a firm that can give us a 
much better idea of what is going on and 
what might be coming down the road.”

Although it’s still too early for Darice 
— or any other company — to completely 
understand how every aspect of the ACA will 
affect the future of health insurance policies, 
Catanzarite says he’s comfortable with the 
foundation that Fedeli has put into place.

“We feel very fortunate to have their skill 
set on board,” he says. “They know this 
legislation inside and out, as much as anyone 
is able, and they’re using that knowledge 
to advise us. We have a comfort level that 

they’re going to stay on top of things.”
Michael McGrath, senior vice president 

of Fedeli’s Employee Benefits Division, 
says being current is a matter of constant 
data gathering and analysis. The goal is to 
deliver a comprehensive picture to Darice’s 
leadership regarding where the company 
stands currently and prospectively in 
relation to the requirements of the ACA.

“We spend a great deal of time working 
with the folks at Darice analyzing data 
and reviewing regulatory pronouncements, 
so that the reports we deliver accurately 
describe the effects of the health care 
reform,” McGrath says. 

PROCESS MANAGEMENT
The Fedeli Group has implemented a 
process management system that allows for 
a smooth flow of information from Fedeli’s 
advisers to Darice’s management team, and 
ultimately, to the employees throughout the 
Darice organization.

“Because of the knowledge that Fedeli 
accumulated about our organizational goals 
and objectives, they were able to develop the 
pieces and parts of a strategy,” Castelli says. 
“After that, they continuously followed up 

try to act like know-it-alls, but we’re seeking 
that outside perspective. Fedeli brings us 
a lot of value in the fact that they’re very 
good listeners. They hear us and work to 
understand our business and our needs.”

MEETING THE CHALLENGE
Through a great deal of interaction with 
Darice’s leadership team, Fedeli developed 
an understanding of Darice’s company and 
culture, and subsequently the organization’s 
employee benefits needs, including the 
ramifications of the Affordable Care Act. 

“As a result of developing that high 
degree of understanding, they were able 
to help us construct a benefits strategy,” 
Castelli says. “They understood that we 
wanted to provide competitive benefits as 
part of a larger employee relations strategy. 
We wanted to position ourselves to continue 
sharing in the cost of health insurance for 
our employees. We felt that was the most 
prudent path for us to take, and Fedeli 
helped guide us down that path.”

Through a planning process, the Fedeli 
consulting team and the leadership of 
Darice mapped out viable scenarios that 
would best meet the challenges created by 
the ACA. Fedeli was able to help Darice 
narrow the choices and ultimately guide the 
company to the appropriate option. 

“We have gone to countless seminars on 
health care reform, and the one that was 
put on by Fedeli COO Andre Lukez was 
an excellent overview of what companies 
can expect going forward,” Castelli says. 
“Today, we are implementing the items that 
he covered in detail. Andre was very good at 
shedding light on what we needed to do to 
prepare for what the ACA is going to bring 
in 2015 and beyond.”

Fedeli also performed an executive 
summary that gave Darice’s leadership a 
snapshot of what the company needed to 
do in order to fall in line with the ACA’s 
regulations.

“They dug into key regulatory provisions, 
such as minimum value and automatic 

Mike Catanzarite, CEO, 
Darice, with (left to right) 
James O’Shea-Moran, 
Patty Slavick, Chelsea 
Bly and Sara Gryniewicki

http://www.thefedeligroup.com/
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Health Care: Reform

with us to make sure everything was moving 
in the right direction.”

In particular, Fedeli’s process 
management aided Darice in helping to 
conceptualize, develop and implement a 
wellness plan for all employees. 

“They helped us discover the best fit for 
the culture of our organization — what 
our employees wanted and needed in a 
wellness plan,” Castelli says. “Then they 
were instrumental in helping us implement 
it properly and effectively.”

As part of developing a tailored wellness 
plan, Fedeli has educated Darice’s team 
on the nature of claims. To develop the 
best possible plan, Fedeli’s team analyzed 
health conditions that posed the biggest 
risks to Darice’s employee population and 
the impact those conditions could have on 
Darice’s insurance plan — and subsequently, 
Darice’s bottom line.

“We work with them so they understand 
the impact of certain chronic conditions, 
both in the short term and long term,” 
McGrath says. “From there, we work 
within their wellness program to develop 
meaningful approaches, using customized 
claims analytic software.”

With so many changes occurring with 
employee benefits, effective employee 
communication strategies are critical. 
Serving as advisers to the management 
team, Fedeli helps Darice design and deliver 
targeted communication pieces.  

“They have partnered with us to ensure 
that every employee knows the changes that 
have occurred, that everybody understands 
the changes and that they are aware of 
changes that might be forthcoming,” 
Castelli says.

Catanzarite adds that Fedeli is a great 
partner because the company manages 
change so well.

“They’re open to change, they’re good at 
making changes and they’re good at helping 
others manage change,” he says. “With the 
way health care is right now, that’s very 
important.”

STRONG BONDS
In the business world, Catanzarite 
differentiates between “friends” and “true 
friends.” He sees The Fedeli Group as a  
true friend of his business.

“There are companies chasing the last 
dollar at the expense of their reputations 
and anything else,” Catanzarite says. 
“What makes Fedeli special is that 
they relate to us as more than a line 
on a spreadsheet. They want to be our 
partner, to make sure that the needs of 
our people are met. We’re not the type of 
organization that will sacrifice everything 
to chase the last dollar, and it’s good to 
have a partner that has the same sense  
of values.”

Both Catanzarite and Castelli say that 
exceptional willingness to make midcourse 
adjustments as conditions change 
separates Fedeli from the competition. 

By tailoring service to clients, and going 
above and beyond the call of duty, Fedeli 
continues to foster strong relationships 
with Darice and its other clients.

“Whatever you need, they’re right there 
for you,” Catanzarite says. “They’re very 
proactive partners. If there is a better way 
we can provide for the health care needs 
of our employees and their families, they 
work with us to see if we can make it 
happen. They don’t rest on their laurels.”

Fedeli appreciates what makes 
organizations such as Darice unique, and 
Fedeli uses in-depth knowledge to ensure 
that every solution is unique, as well.

 “They understand that how you 
strategize, how you form and implement 

a program, is critical,” Castelli says. “You 
have to do it in a way that is right for 
your company and your employees, or 
you’ll end up doing more harm than good 
in the long run. Fedeli has been great at 
managing that and finding what works for 
us and what constitutes the proper benefits 
package for us and our employees, both 
from a cost and services standpoint.”

McGrath says strong relationships 
are built in stages and retained through 
constant nurturing. 

“Obviously, Umberto Fedeli, The Fedeli 
Group’s president and CEO, maintains 
strong executive-level relationships with 
business owners, but we work to develop 
many different touch points with our 
clients,” McGrath says. “Our account 
managers and executives connect with our 
clients frequently.” 

He says that much of what Fedeli does 
comes back to listening. While consulting 
firms are often guilty of presenting 
themselves as all-knowing experts, The 
Fedeli Group focuses on listening first 
to gain a thorough understanding of the 
client before beginning to offer solutions. 

“We want clients to tell us what they 
need, instead of us coming in and saying, 
‘You need this,’” says McGrath. “By 
listening first, we build a solution around 
what their needs are, not what we think 
their needs are.” v

 “BY LISTENING FIRST, 
WE BUILD A SOLUTION 
AROUND WHAT THEIR 

NEEDS ARE, NOT WHAT 
WE THINK THEIR  

NEEDS ARE.”
–  Michael McGrath, senior vice president 

of Fedeli’s Employee Benefits Division
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T
he Affordable Care Act is vast 
in scope and continues to be a 
moving target of regulations, 
clarifications and interpretations. 
The law has no “hard stop” and 

will continue to evolve for a decade or more. 
The so-called “shared responsibility” 

provisions of Internal Revenue Code 
4980H were scheduled to go into effect 
on Jan. 1, 2014. These provisions are the 
cornerstone of the “participate or be taxed” 
concept underlying health care reform.

But on July 2, 2013, the White House 
and Treasury Department released 
statements that effectively delayed 
enforcement of this cornerstone provision.

Despite the delay, the law has not changed, 
and employers will eventually need to comply 
with the “shared responsibility” rules.

FROM FEAR TO ACCEPTANCE
During the past year, many employers have 
transitioned from a state of outright fear to 
a state of acceptance as regulatory guidance 
for the shared responsibility provisions 
proved to be less severe than anticipated. 
Employers will need to be extra diligent 
in their record keeping, be apprised of 
regulatory nuances and be sure to stay 
current on new regulatory developments.

THE BURDEN OF NEW TAXES AND FEES
Taxes and fees associated with the Affordable 
Care Act are numerous and substantial. 
High-income Americans have seen an 
increase in the Medicare payroll tax and a 
new Medicare Unearned Income Tax. New 
taxes and fees were imposed on medical 
device makers, pharmaceutical companies 

and health insurers. Both direct and indirect 
taxes and fees will find their way into the 
premiums paid by employers and employees. 
The immediate direct cost to insured plans 
will be 3 percent to 4.5 percent. Self-funded 
plans will fare better, with an immediate 
direct cost of 1 percent to 1.5 percent, as the 
health insurer fee will not apply. 

REDEFINING THE WORKFORCE
The complexity of employment 
relationships in a very dynamic American 
economy was clearly misunderstood by 
the framers of the Affordable Care Act. 
Implicitly, there was an assumption that 
there are part-time employees and full-time 
employees. But in reality, the workforce is 
much more complicated.

Arrangements include leased employees, 
seasonal workers, contract workers, workers 

participating in collectively bargained 
agreements, temporary workers, part-time 
workers, commissioned salespeople and 
workers who have irregular hours, such as 
pilots and teachers. 

Multi-employer plans have proven to be 
particularly challenging for regulators. In 
this type of arrangement, a union worker 
(typically a tradesperson) works on different 
jobs throughout the course of a year, with a 
portion of the wages contributed to an hour 
bank tied to a health care trust. This type 
of arrangement leads to confusion in terms 
of eligibility requirements and the nature of 
employment relationships. 

Some employers have sought ways to 
circumvent rules that require them to be 
part of the shared responsibility provisions. 
Strategies including shifting workers to 
independent contractor status, splitting a 

By Andre J. Lukez, COO, The Fedeli Group

‘SHARED
RESPONSIBILITY’

Introducing the era of

Andre Lukez, COO of The Fedeli 
Group, presenting at The Fedeli 
Group’s Health Care Reform 
Seminar in January

http://www.thefedeligroup.com/


12 u FEDELI FACTOR

“HOW WOULD THE CURRENT EMPLOYER-
BASED SYSTEM CHANGE IF EMPLOYERS 
RECEIVE A LIMITED TAX DEDUCTION AND THE 
VALUE OF BENEFITS BEGAN TO BE TAXED AT 
THE EMPLOYEE LEVEL?”

– Andre J. Lukez, COO, The Fedeli Group

Health Care: Reform

company into multiple companies 
with fewer than 50 full-time 
employees, moving employees to 
a leasing company and sharing 
workers with a sister company or 
a friendly competitor. Regulators 
have been proactively considering 
strategies deemed to be avoidance 
schemes. In addition, long-standing 
control group rules apply to the 
Affordable Care Act, making 
corporate restructuring strategies 
mostly ineffective.

A consideration for employers looking 
to redesign their workforce is that fully 
insured plans will now need to abide by 
non discrimination provisions that have 
been in place with self-funded plans since 
the passage of ERISA in 1974, meaning 
that a health plan is not able to favor highly 
compensated employees. 

Also under ERISA is Section 510, 
which makes it unlawful to interfere with 
an employee’s right to attain benefits. 
Reducing work hours of an employee 
already enrolled or expected to enroll in a 
benefits plan should be avoided. 

THE IMPACT OF MEDICAID  
AND PUBLIC EXCHANGES 
Framers of the Affordable Care Act 
assumed that Medicaid would expand 
across all 50 states. But a Supreme Court 
ruling on June 12, 2012, allowed each state 
to make that determination. By mid-2013, 
20 states and the District of Columbia have 
decided to expand Medicaid, 15 states have 
declined expansion of Medicaid and 15 
are undecided. Multi state employers with 
lower-wage workers will need to consider 
implications state by state. If a worker is 
Medicaid eligible, shared responsibility tax 

penalties do not apply. 
As with Medicaid, public 

health exchanges will vary by 
state. Ohio has elected to opt 
into a federal exchange model, 
along with 33 other states. The 
federal exchange opens for 
business on Oct. 1, 2013. 

A report from the 
United States Government 
Accountability Office issued 
in June 2013 reported on 
the readiness of the federal 

exchange. The so-called data hub (which will 
connect with other government databases 
such as the IRS), according to the report, was 
in final testing. The Centers for Medicare & 
Medicaid Services has spent $394 million 
from fiscal year 2010 through March 31, 
2013, on federal exchange infrastructure 
development, mostly with private contractors.  

SITUATIONAL ASSESSMENTS —  
FINDINGS FROM THE FEDELI GROUP
Beginning in 2013, The Fedeli Group saw 
a need to provide clients with a thorough, 
written analysis as to how the Affordable 
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Care Act would impact their organizations. 
These Situational Assessment reports are 
designed to address the needs and requests 
from management, the board of directors 
and other stakeholders. 

Clients of The Fedeli Group represent a 
diverse cross-section of mostly Midwest-
based employers, including professional 
services firms, manufacturers, distributors, 
retailers, hospitality companies, 
municipalities and non profit organizations. 

After completing dozens of Situational 
Assessments, only a handful of clients 
expressed an interest in exiting from an 
employer-sponsored health care plan. But 
a significant number of clients realized that 
adjustments were needed to plan design, 
premium contribution strategies or eligibility 
requirements, primarily driven by part-time 
and seasonal worker considerations.

Raymond J. Rogowski, director of finance 
for the city of Willoughby, Ohio, found the 
Situational Assessment to be of great value 
and noted, “From previous discussions and 
seminars, I thought I had a handle on the 
Affordable Care Act, but the Situational 
Assessment confirmed our exposure. The 

Fedeli Group assessment allowed us to 
minimize our risk.”

TAX POLICY STILL FAVORS  
EMPLOYER-SPONSORED BENEFITS
Under current tax policy, employers receive 
a tax deduction on premiums paid for  
health care coverage while employees 
receive these benefits tax free. The tax-
preferred status is estimated to cost the 
U.S. Treasury at least $247 billion per 
year through the loss of both income and 
payroll taxes (Center on Budget and Policy 
Priorities; February 2013).

While the Affordable Care Act leaves 
these tax advantages intact, new reporting 
requirements, in which employers who issue 
more than 250 W-2s per year must report the 
value of health care benefits, is perhaps setting 
the stage for eventual taxation of benefits. 
How would the current employer-based 
system change if employers receive a limited 
tax deduction and the value of benefits began 
to be taxed at the employee level? If this were 
to happen, a decoupling of health care from 
employers is indeed possible. 

In large part, because of current tax 

policy, employers will continue to be 
involved in providing health care insurance 
coverage for their employees. 

SHARED RESPONSIBILITY IS HERE TO STAY
Regardless of culture, employers are constantly 
challenged to find the right mix of benefits 
and wages that lead to an ideal level of 
productivity and workforce retention. 

It is no secret that many employers would 
prefer a simpler, more predictable way to 
offer health insurance benefits to their 
employees. But there is no simple solution. 
The Affordable Care Act, with the shared 
responsibility provisions, in many ways 
forces a deeper engagement on the part of 
employers. 

Most employers have concluded that 
for the foreseeable future it is in their best 
interest to “stay in the game” of providing 
health insurance benefits to employees. 
With this acceptance comes a newfound 
energy to take action by trying new and 
different approaches in terms of plan 
designs, provider networks, employee 
education and exploring next-generation 
wellness programs that really work. v

http://www.thefedeligroup.com/
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Select Restaurants focuses on quality to win customers

DINING
destination

By Danielle Toth
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W
hile you may not be familiar 
with the name Select 
Restaurants Inc., you 
probably recognize — and 

may have even dined at — the company’s 
restaurants, such as Pier W in Lakewood, 
Ohio, Top of the Hub in Boston or 
Parkers’ Lighthouse in Long Beach, Calif.

The company owns and operates 
restaurants across the country, ranging from 
fine waterfront dining to family-friendly 
restaurants and upscale neighborhood cafes. 

Select Restaurants, headquartered in 
Cleveland, Ohio, operates 12 restaurants in  
seven states. 

Select’s core values include creating 
strong management and employees who 
are committed to customers and their 
satisfaction. These core 
values, along with the 
uniqueness of Select’s 
restaurant operations, have 
created the foundation 
for Select’s success. Select 
is also dedicated to the 
professional development 
of its employees, reducing 
turnover and encouraging 
loyalty and commitment.

Alan Donatelli, executive 

vice president and chief financial officer of 
Select Restaurants, says Select is committed 
to quality and consistency.

“We have set company standards to 
deliver high-quality, creative products to 
our guests, attended to by well-trained 
and knowledgeable staff, and served in 
distinctive, well-maintained facilities with 
an ambiance that results in enjoyable 
dining experiences,” he says.

HISTORY
John Quagliata, president and CEO of 
Select Restaurants, learned about running 
a business from an early age. His parents 
immigrated to the United States from Sicily 
and owned a grocery store in Binghamton, 
N.Y. Quagliata’s upbringing created the basis 

for his strong work ethic, an eye for quality 
and an understanding of the importance of 
people, both employees and customers. 

In high school, Quagliata worked at a 
private club, where he learned the art of 
fine dining service. After graduating college 
and serving in the U.S. Army, he began a 
career with Stouffer Restaurant Co. in New 
York City. By 1982, he was president of 
Stouffer Restaurant. In 1992, Quagliata was 
instrumental in the management buyout of 
the company and founded Select Restaurants. 

Select Restaurants locations range 
from high-end waterfront dining to local, 
family-friendly eateries. The higher-end 
restaurants are typically situated in iconic, 
well-known locations. The Rusty Scupper 
in Baltimore’s Inner Harbor Marina, for 
example, rises three levels above the water, 
with views of the city from every table. 

Its neighborhood cafes, on the other 
hand, are located in trendy neighborhoods. 
Winberie’s, in Valley Forge, Pa., is located 
in one of the few remaining buildings in the 
area from the 1700s that is slated for public 
use and is within 500 yards of  Valley Forge 
National Historical Park. 

“We’re split about 50/50 in terms of our 
restaurants,” Quagliata says. “We have a 
mix that appeals to different price-point P
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Parker’s Lighthouse, Long Beach

Inside Pier W

http://www.thefedeligroup.com/


16 u FEDELI FACTOR

segments, giving us a nice balance in our 
business makeup.” 

Some Select restaurants have been 
acquired “as is,” while other restaurants came 
to be as a result of concepts created and 
executed by Select. 

The company has a corporate chef who 
works with each restaurant’s management 
team to develop menus that serve the  
local market. 

“Because our restaurants are different 
and operate in different states, the local 
interest in menu options differs, as well,” 
Donatelli says. “If we’re in Boston, we’re 
obviously talking about more fresh seafood 
than if we’re in Cincinnati.” 

EXCEEDING EXPECTATIONS
Select Restaurants has succeeded because of 
sound management teams, Donatelli says. 
Most managers have grown from within the 
company, becoming part of the culture.

“In our industry, we have a lot of turnover, 
and we pride ourselves on having beat the 
industry in that area. We believe this is due 
to our strong management and professional 
direction,” Donatelli says. “We don’t typically 
hire a top-level guy. We hire people at 

the middle level, and they grow with us 
over time. We have training programs and 
interaction with higher-level management, 
which gives us the opportunity and time to 
impart our standards and procedures.”

Training includes an established program 
of written, classroom and on-the-job 
requirements. 

Select also recognizes and rewards 
employee performance.

“High achievers are presented with new 
opportunities,” Quagliata says. “We have a 
considerable number of ongoing things we 
do to recognize employees, like employee of 
the month or sales contests. We also honor 
tenure anniversaries, like 10-year milestones.”

This professionalism, combined with an 
overall atmosphere of teamwork, makes 
customers’ experiences more satisfying 
because employees understand the importance 
of providing the best possible experience.

“We always try to exceed customers’ 
expectations,” Donatelli says. “We want our 
customers to leave our restaurants satisfied 
that they have received a great meal and 
great service at a great price. Having that 
value tends to bring customers back again 
and again.”

He says that hospitality starts with the 
first person to greet the guest at the door and 
continues with servers who are sensitive to 
guests’ needs, all the way back to the kitchen, 
where employees deliver quality products that 
are unique and that leave the customer with a 
positive experience. 

“We do not skimp on our products,” 
Donatelli says. “We serve top-quality food 
and deliver it in a way that the customer sees 
the value.” 

Quagliata says that is the difference 
between Select Restaurants and competitors.

“Our quality sets us apart when 
comparing our offerings to someone else,” 
he says. 

THE FEDELI GROUP DIFFERENCE
The Fedeli Group has been a strong 
supporter of Select Restaurants since day 
one and a valuable resource in obtaining 
the appropriate insurance coverage, 
Donatelli says.

“The Fedeli Group’s knowledgeable and 
accessible staff has worked to ensure we 
obtained the appropriate types and amounts 
of insurance coverage, while bringing 
unique alternative insurance programs to 
our attention,” he says. “This has been 
done while helping Select manage costs. 
When claims are made, we have been able 
to rely upon The Fedeli Group to shepherd 
them through the process, making certain 
the insurance providers worked in the best 
interest of Select.”

 “What makes Select different is that they 
pay attention to detail and manage every 
facet of their restaurants,” says Ed Kraine, 
senior vice president and chief insurance 
officer at The Fedeli Group. “They’ve self-

COVER STORY // Select Restaurants

– John Quagliata (far left), president 
and CEO of Select Restaurants

“WE HIRE PEOPLE AT THE  
MIDDLE LEVEL, AND THEY 
GROW WITH US OVER TIME.”

Select Restaurants’ management team, seated, from left: John Quagliata, Alan Donatelli,  
Matt Woods; standing from left: Sam Sberna, Will Green, Guy Wylie, Mark Porcaro
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generated their own success.”
For general liability and workers’ 

compensation insurance, Select chose a 
large-deductible policy. This option, along 
with Select’s management style, allows 
the company to control costs while closely 
monitoring claims, says Kelly Zebrowski, 
account executive at Fedeli.

“By managing their risk internally, they 
have been very successful at keeping claims to 
a minimum,” he says. “They’ve been able to 
lower their insurance premiums, which allows 
them to devote those resources to other areas 
of their business.”

To ensure this approach provides the 
maximum benefits, Select and The Fedeli 
Group meet quarterly to review every open 
claim. They adopt a proactive method by 
speaking to claims adjusters to ensure timely 
and accurate resolution.  

Select Restaurants has more than 900 
employees spread across seven states. 
Workers’ compensation laws differ from state 
to state, and liability issues vary depending 
on the region, creating complexities that 
need to be addressed. Each state has its own 
unique risks, says Zebrowski, whether that 
is earthquake exposure in California or flood 
exposure in Baltimore.

Working with Fedeli, Select has 
streamlined its injury management and 
prevention protocol to minimize losses. Staff 
members at Select are trained to respond to 
injuries, and incidents are quickly reported 
and investigated. 

The restaurant group also analyzes claims 
to see how their numbers can be reduced. 
A proactive review of claims showed that 
Select’s employees incur slips and falls 
due to spills. As a result of identifying this 

information, Select purchased slip-resistant 
shoes for staff members, greatly reducing 
the incidence of slips and falls. That change, 
in turn, reduced premiums, and Select even 
received dividends back from the insurance 
company because of the reduction in claims. 

“Both Select Restaurants Inc. and The 
Fedeli Group are led by individuals who 
emulate a strong work ethic and dedication 
to their respective companies, coworkers, 
families and community,” Donatelli says. 
“These like values have helped us maintain 
a strong relationship, and Select looks to 
rely on The Fedeli Group for many years 
to come.”

THE FUTURE
Select Restaurants continuously invests in 
each restaurant to ensure facilities remain 
top-notch and that guests dine in an 
attractive and exciting atmosphere. 

“We start with a location, and we want 
the environment to reflect that location,” 
Quagliata says. “For example, Pier W, 
located on Lake Erie in Lakewood, is 
designed to resemble the hull of a luxury 
liner cruising along the lake. We wanted 
the unique location and view to be reflected 
in the restaurant and allow for maximum 
appreciation of the view by the most 
number of seats.” 

Each Select restaurant receives a major 
renovation every seven or eight years to keep 
the environment fresh. 

The company also plans to add to its line 
of restaurants.

“We have a couple things in the fire in 
terms of concept development, and we 
hope to introduce a new restaurant concept, 
perhaps later this year,” Quagliata says. vR
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Select Restaurants, from left: Winberie’s Restaurant & Bar, Top of the Hub

Kelly Zebrowski serves as an account 
executive in the Property and Casualty Division. 
Responsible for the operational management 
of the division, his responsibilities include 
processes, procedures, training, technology, 
reporting and analysis of department metrics, 
along with managing carrier relations. Kelly’s 
focus is on understanding technology as it 
relates to the insurance industry.

Kelly joined The Fedeli Group in 1998 after 
working for another independent agency with 
personal lines and municipalities. He is a 
Chartered Property and Casualty Underwriter, 
holds a Certified Insurance Counselor and 
Accredited Advisor designation, and has been 
involved in the Cleveland Chapter of CPCUs for 
more than five years.

SELECT RESTAURANTS’  
RESTAURANTS AND LOCATIONS
•	 Parkers Blue Ash Tavern — 

Cincinnati

•	 Parkers’ Lighthouse —  
Long Beach, Calif.

•	 Parkers’ Restaurant & Bar — 
Downers Grove, Ill.

•	 Pier W — Lakewood, Ohio

•	 Queensview Steakhouse —  
Long Beach, Calif.

•	 Rusty Scupper — Baltimore

•	 Top of the Hub — Boston

•	 Winberie’s Restaurant & Bar — 
Buffalo Grove, Ill.; Oak Park, Ill.; 
Princeton, N.J.; Summit, N.J.; and 
Valley Forge, Pa.

Kelly Zebrowski

Account 
Executive, 
Property & 
Casualty Division

http://www.thefedeligroup.com/
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Risk Management

SYSTEM

P
roviding bonding to contractors 
who bid publicly funded 
construction projects is often 
complex and requires many 
factors to become a reality.

To assist with that process, The Fedeli 
Group provides clients in the public 
construction field with risk management 
insurance services.

“Fedeli is a full-service agent and we’ve 
been utilizing all services,” says Ray 
Wiecek, risk management director for 
Independence Excavating in Independence, 
Ohio. “Fedeli has been very helpful to us, 
particularly because we work in multiple 
states, so we have to deal with specific state 
laws regarding workers’ compensation 
and other industry regulations. Fedeli has 
helped us identify risks in specific states to 
make sure we have the proper coverage in 
each location.”

Once a project is in progress, 
circumstances can change, and risk factors 
can increase. Independence Excavating’s 
risk management team meets with The 
Fedeli Group, sometimes on a daily basis, 
to analyze those risks and develop plans for 

managing them.
“We have to look at everything on 

a constant basis, especially with large 
projects,” Wiecek says. “If the scope of 
the project is large, we might be dealing 
with subcontractors, material carriers and 
other people coming in and out of the 
site. We have to look at whether they’re 
covered correctly and make sure that the 
subcontractors work with us to manage 
on-site risk control. That’s something that 
Fedeli helps us with.”

SURETY BONDS
The Fedeli Group helps Independence 
Excavating manage the company’s surety 
bond needs. A surety bond provides the 
financial backing to ensure that a project is 
finished, even if the contractor encounters 
financial hardship.

“It’s like a cosigner on a loan,” says 
Scott Liptak, a surety professional who is a 
partner in the recently formed Fedeli Liptak 
& Keller LLC, previously known as the 
DLK Group. “If a contractor is unable to 
complete a contract, the surety steps in.”

Publicly funded construction projects are 

The Fedeli Group provides a wide range of risk management 
to the construction industry, including surety bonding

Security

By Erik Cassano

The father-son team that leads 
Independence Excavating — chairman 
Victor DiGeronimo Sr. and president 
Victor DiGeronimo Jr. 
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required by law to have a surety bond to 
protect taxpayers from potentially having to 
pay for a construction project twice, should 
the contractor overseeing the project enter 
bankruptcy or is otherwise rendered unable 
to complete the project.

“Contractors default or go bankrupt 
more than any other industry besides 
restaurants,” Liptak says. “But when 
restaurants close down, a relatively small 
number of people are hurt by it. If a 
construction company closes down, it 
can leave a paper trail of unpaid laborers, 

suppliers and so forth. A surety bond 
ensures payment of those bills and 
guarantees the completion of the project.”

Apart from the contractor performing 
the construction work, issuing a surety 
bond requires two parties: The insurance 
company that issues the bond and a 
broker that acts as a facilitator between 
the insurance company and the contractor 
performing the construction project.

With the addition of Fedeli Liptak 
& Keller to The Fedeli Group family of 
companies, Fedeli is able to provide enhanced 

capabilities with an increased presence in the 
surety bond industry. Liptak and fellow firm 
partner Kevin Keller work together to deliver 
expert surety representation to contractors 
who provide construction services for both 
the public and private markets.

“We bring a level of expertise and market 
credibility that complements Fedeli,” Keller 
says. “In the past, we were a bond-only 
agency. Now, with our affiliation with The 
Fedeli Group, we have a coordinated effort 
to provide complete surety and insurance 
services.”P
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Risk Management

FLEXING INDUSTRY MUSCLE
“Fedeli has always been a player in the 
surety industry,” Liptak says. “Teaming 
up with The Fedeli Group provides a 
much stronger surety platform. Now we’re 
collectively the second-largest bond agency 
in Ohio. Other than expertise, the biggest 
attributes we bring to the table are size and 
leverage. We represent nearly every major 
surety carrier.”

The surety industry is a narrowly focused 
niche. About 30 surety companies write 
approximately 90 percent of the surety 
bonds issued throughout the country. 

“It’s a very small segment of the insurance 
industry,” Liptak says. “It represents maybe 
1 percent of the property and casualty 
industry. Every business needs insurance, 
but only contractors need surety bonds.”

While Keller notes that there are 
thousands of licensed insurance agents in 
Ohio, all of whom are legally allowed to sell 
surety bonds, Fedeli employs three of the 
few dozen agents who have the high degree 
of experience and expertise required to 
thoroughly understand surety bonding.

 “We are proactive, and we do more than 
just provide bonds,” Keller says. “We bring 
people together. It is not unusual for us to 
match two or three of our contractors up 

who have indicated an interest in pursuing a 
certain type of work for a certain owner. The 
net result is our customers have more profit-
making opportunities available to them.”

THE EXPERIENCE OF  
INDEPENDENCE EXCAVATING
Independence Excavating has utilized 
Fedeli’s surety bond services on a number 
of projects. The company has handled 
demolition and site development for many 
high-profile public projects in the Cleveland 
area, including the new Innerbelt bridge 
project, runway work at Cleveland Hopkins 
International Airport, the Medical Mart-
Cleveland Convention Center project, 
FirstEnergy Stadium, Progressive Field and 
Quicken Loans Arena.

Fedeli has been working with 
Independence Excavating for nearly 20 
years. The father-son team that leads 
Independence — chairman Victor 
DiGeronimo Sr. and president Victor 
DiGeronimo Jr. — look forward to the 
added clout that the combined Fedeli 
Liptak & Keller will provide.

“Our agent, Rob Edgerton, was an 
underwriter for the bond-writing companies 
in his previous career,” DiGeronimo Jr. 
says. “He can talk their talk, and that has 

proven to be very helpful to us over the 
years. And they have been able to work with 
numerous bonding companies to keep us in 
good standing. Simply put, they always have 
us in a good position.”

In addition to Fedeli’s connections within 
the industry, the leaders at Independence 
appreciate Fedeli’s willingness to stay 
connected with their clients, maintaining 
and strengthening critical business 
relationships. 

DiGeronimo Sr. is a longtime friend and 
associate of The Fedeli Group President 
and CEO Umberto Fedeli.

“They’re first class and always a pleasure 
to work with,” DiGeronimo Sr. says. 
“They’re very efficient and quick to respond 
to calls. It’s what you would expect from 
any company you’d want to do business 
with, and it resonates with us because that’s 
the way we do business.”

Surety bonds represent a small 
percentage of property and casualty 
insurance industry premiums. Surety 
bonding can be complicated, requiring a 
deep understanding of law as it pertains to 
public construction, the history and track 
records of contractors, the financials of a 
project and an ability to conduct firm but 
fair negotiations with bonding companies.

“WHEN WE BELIEVE  
IN A CONTRACTOR,  

WE DON’T GIVE UP UNTIL 
WE GET THEM  

THE BOND THEY NEED.”

–  Scott Liptak, partner, 
Fedeli Liptak & Keller
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Kevin Keller, Scott Liptak, and Rob Edgerton
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Another thing that makes Fedeli Liptak 
& Keller unique is the company’s financial 
background, Liptak says. Not only does 
the firm have internal in-depth knowledge 
of accounting, but Fedeli has access to a 
number of CPA firms that complement the 
company’s expertise.

“I think a lot of surety bond issuers 
would tell you that we have tremendous 
integrity, and we’re going to tell them the 
truth,” Liptak says. “That’s something you 
work hard to develop and maintain over 
the years, and we’ve done that. The surety 
bond companies trust us.”

But fairness and integrity don’t 
mean that you can’t also drive the best 
arrangement for the client. Fedeli is 
instrumental in demonstrating to the 
surety bond companies that a given 
contractor is worth backing. In many 
cases, the bonding companies are assuming 
the risk on a multimillion-dollar project 
with scores of workers and untold tons of 
materials, so they will look for reasons as 
to reject the project. 

“We’re fair when it comes to 
negotiations, but another character 
attribute that we collectively have at Fedeli 
is tenacity,” Liptak says. “We have been 
described as pitbulls in getting the job 

done. When we believe in a contractor, we 
don’t give up until we get them the bond 
they need. In some cases, you have to do a 
good deal of campaigning and persuading, 
but it pays off in the end when you can  
get the contractor what they need so  
the project can proceed. That’s why I like 
the pitbull analogy. When we believe in 
something, we’re going to get the  
job done.”

Wiecek says that mentality applies to 
how Fedeli approaches all of its risk-
management services.

“They have a very professional approach 
to everything they’ve done for us, and 
they’re very honest and detailed,” Wiecek 
says. “You really can’t buy that type of 
professionalism. If there is a question that 
we have, and we don’t know the answer, we 
can go to Fedeli, and they will thoroughly 
research it before coming back to us. If we 
have an issue, many different individuals 
look into it on their end. 

“Fedeli helps us see exactly what is 
covered, what risks we’re facing and how 
to manage them. We always know where 
things stand, and we always have a plan of 
attack. That is really what you need in this 
day and age in our industry. That’s why it’s 
truly enjoyable dealing with Fedeli.” v

Tony Schepis returned to The Fedeli Group in 
2009 as senior vice president of construction 
services after running his own agency for 17 
years. A seasoned insurance professional, 
Tony started his career on the carrier 
side and then moved into a producer role, 
focusing on insurance and surety for startups 
and financially troubled contractors. He has 
been a speaker for several organizations in 
Northeast Ohio on both insurance and surety 
topics. He is currently working with several 
clients and organizations on insurance 
specifications and the indemnification portion 
of subcontracts. His areas of expertise 
include general liability, property coverage, 
directors and officers coverage, employment 
practices, professional liability, umbrella 
policies, construction, and surety.

Anthony J. 
Schepis
Senior Vice 
President, 
Property & 
Casualty - 
Construction 
Services

Prior to becoming a surety agent and partner 
within Fedeli Liptak & Keller, Scott Liptak spent 
15 years working for various surety companies, 
including North American Specialty Insurance 
Co. and two other national surety carriers, 
Hartford and Chubb.

A former member of the National Contract 
Bond Advisory Committee and active 
in numerous construction/surety trade 
associations, Scott has expertise in all aspects 
of surety bonding, including joint ventures and 
co-surety ventures,  teaming arrangements, 
mentor protégé programs, minority 8A and 
SDVOB set-asides, bond form revisions, 
subcontractor prequalification, rate filings, 
reinsurance, fronting, captives, collateral / 
escrow arrangements, claims (and work-out 
settlements), and financial counseling.   

Scott Liptak
Partner,
Fedeli Liptak & 
Keller LLC

http://www.thefedeligroup.com/


22 u FEDELI FACTOR

HeartThrob Ball

Community Involvement
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John and Allison 
Quagliata, Umberto 

and Maryellen 
Fedeli, Bernie 

Kosar, Celeste 
Spitalieri, Vic and 

Lurlie DiGeronimo, 
and Angelo and 

Maria Petitti

Special musical guest KC and The Sunshine Band

This year’s Cleveland Clinic Children’s 

Hospital HeartThrob Ball was another 

successful event. 
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In the Kitchen: With Lucy & Lorry Fedeli

What’s  
C O OK I NG?

Lorry Fedeli runs the private dining 
room at The Fedeli Group, preparing 

authentic Italian fare each day for between 
15 and 30 people. One of the highlights of 
the cuisine — and a tradition in the Fedeli 
family for years — is the biscotti. Biscotti 
is a generic Italian term for cookie, but the 
taste is anything but generic.

“I can remember as a young girl 
watching my mother bake our favorite 
biscotti cookie,” Fedeli says. “They are a 
definite staple at our family gatherings. I 
have served these delightful cookies to our 
guests at The Fedeli Group, and they truly 
enjoy the Old World fare. A fresh cup of 
coffee and a biscotti are a real treat.” v

ITALIAN BISCOTTI COOKIES

Cookies: 
2 sticks of unsalted butter
2 tablespoons of baking powder
2 tablespoons of lemon extract 
(or your flavor of choice)
1 cup of sugar
5 eggs
5 cups of flour

Icing:
2 cups of powdered sugar
2 tablespoons of water  
   (depending on the consistency 
   preferred)
Dash of extract flavoring
Sprinkles

Cream butter, baking powder, 
lemon extract and sugar  
together with mixer. 

Add eggs and flour and mix until 
combined. Form small balls or 
twists and place on parchment 
paper on top of cookie sheet 
approximately 2 inches apart. 
Bake at 350 degrees for 10 to 12 
minutes, then let cool.

Prepare icing by mixing pow-
dered sugar, water and extract. 
Spread a small amount on cook-
ie and top it with your sprinkles. 
Let dry completely.buon appetito!

 Lucy and Lorry Fedeli on 
The Fedeli Group terrace

http://www.thefedeligroup.com/
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Independence, OH 44131
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www.thefedeligroup.com • (216) 328-8080

The Fedeli Group respects traditions while aggressively pursuing innovation and industry  
leadership in risk management, insurance and employee benefits.

We welcome the opportunity to “break bread” with you and exchange information, ideas  
and resources.

At The Fedeli Group, there is always a place at the table for you.

Embrace progress.
Celebrate the past.

http://www.thefedeligroup.com/
http://www.thefedeligroup.com/

