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Change is healthy

RELATIONSHIP BUILDER

Evolving a business requires an innovative mindset, a 
willingness to change and grow and to embrace new 
ideas. It also takes the discipline to plan thoughtfully and 
create a strategy. Nurturing a sustainable business that 
remains healthy for years to come only happens when  a 
committed, talented team is working on that plan. 

In this issue of Fedeli Factor, we are honoring the past 
— our history and where it all began (page 6). We share 
how our family business has transitioned through the 
years, embraced change and evolved with the market. 

The key to our success and longevity is simple. Because 
we are committed to earning the respect and loyalty of 
our clients, everything we do is centered on serving them 
— service to others. Of course, how we serve clients 
now is different than a few decades ago. Today, we can 
leverage technology to capture data, analyze information 
and help clients make better-informed decisions. 

We are pleased to announce a partnership with Cerner, 
a global health platform and innovation company. 
This unique venture is the first of its kind for The 
Fedeli Group. Cerner will allow us to provide a wide 
range of advanced population health services, including 
HealtheIntent® Cerner Wellness. With these programs, 
we are able to serve clients’ needs by delivering 
intelligently tailored population health programs. 
Ultimately, The Fedeli Group will have the ability to 
make more data-driven decisions and perform advanced 
analytics for clients, giving them the ability to design 
benefit programs that really work for them. 

Umberto P. Fedeli,  
President and CEO of The Fedeli Group

Warren Buffet has poignantly said that, “The ballooning 
costs of health care act as a hungry tapeworm on the 
American economy.” With Cerner, we will deliver a 
unified platform that empowers employers and their 
employees to help control rising health care costs. 

We think you’ll be impressed with what Cerner offers. 
Their user-friendly app platform is a dynamic resource, 
and you can tap into data presented in a simple way. 
When we have better engagement with our health, and 
more member participation, clients achieve better results. 

This technology evolution is part of what we’re calling 
Fedeli 2.0, moving the organization forward and 
sustaining the future of a family business devoted to 
serving clients. When we can make a positive impact 
on the lives of those we serve, in business and life, we 
are doing our job. This collaboration will allow us to 
continue enhancing the value we bring to our employer 
clients and their people. 

With this technology, by taking operations to the next 
level, we’re opening a new chapter at The Fedeli Group. 
And, as always, we like to share how other organizations 
are changing, growing and thriving. 

We hope you enjoy this issue of Fedeli Factor. And we 
ask, how are you evolving your business to meet modern 
market demands? What can we do to help you achieve 
your next milestone? We’d love to hear from you. 



CONNECTIONS

GIVING BACK
BY AMANDA EDE

In March 2019, two groups of employees from The Fedeli Group volunteered at the Akron-Canton 
Regional Foodbank. The first group helped assemble 1,827 meals, and the second group helped 
assemble 2,067 meals. The Foodbank, located in downtown Akron, serves eight Northeast Ohio 
counties — Carroll, Holmes, Medina, Portage, Stark, Summit, Tuscarawas and Wayne. More 
than 500 food pantries, hot meal sites, shelters and relief programs are run by the organization. 
The Akron-Canton Regional Foodbank was awarded Food Bank of the Year in 2012 based on 
accomplishments that included increasing distribution to 19.4 million pounds of food, increasing 
fund raising by 100%, and creating a new Feeding Kids Initiative. 

www.thefedeligroup.com u 5 
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I
n his 40-plus years of business, Umberto Fedeli has seen a 
lot of change.  

Since its formation in the 1980s, The Fedeli Group has 
evolved from a small insurance agency into a formidable risk 

management and employee benefits consulting firm. Achieving 
success required that the firm adapt to a changing insurance 
industry, a more complex regulatory environment, technology 
developments and greater client needs and expectations.  

What did not change at The Fedeli Group was an 
unwavering belief system of positively impacting the lives of 
those touched by the firm.

As The Fedeli Group prepares for the next generation, 
a collaborative process of dialogue, engagement and 
brainstorming is taking place. Already, this process is 
paying off. In recent years, The Fedeli Group has built 
an increasingly diverse talent pool, added services and 
consulting capabilities and, just this past year, in its 
employee benefits division, embarked on reinventing 
population health and analytics through an exciting, new 
relationship with Cerner Corp.

Umberto Fedeli discusses 
how The Fedeli Group 
is building upon the 
principles that made the 
firm successful to create 
a platform for the next 
generation

Nick Fedeli has increasingly taken on a leadership role 
in the company.  Nick has been with the firm for just over 
12 years.  

UMBERTO, HOW DID YOU START THE FEDELI GROUP?
When I was 19 years old and attending John Carroll 
University, I started selling property and casualty policies 
to small businesses. When I was 21, I formed a partnership 
with a gentleman who was in his late 40s. Within a few 
years, around 1988, I bought him out and changed the 
name of the firm to The Fedeli Group.

NICK, TELL US HOW YOU STARTED IN THE BUSINESS.
I officially joined The Fedeli Group in 2008. I say officially 
because I literally grew up here. I spent almost every day 
during summer vacation at the office. On the terrace, I 
played baseball with taped paper towels and a Blue Cross 
Blue Shield miniature bat. If I recall, my first insurance class 
was with our late colleague, Pat Phelan, who presented on 
the topic of aviation. I was just twelve years old. 

 

CHANGE
EMBRACING 
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UMBERTO, HOW HAS THE BUSINESS WORLD 
CHANGED SINCE YOU STARTED THE FEDELI 
GROUP?
In some ways, the world hasn’t changed much, 
but in other ways it has changed a lot. Today, 
everything happens so much faster. When I 
started in business, you mailed a letter (three 
or four days), and then it was Federal Express 
(overnight), then it was the fax machine, and 
then email changed everything.  

Over that same time, people in business have 
become more sophisticated. Clients expect 
more and better service in every industry, 
not just ours. In the past, people weren’t as 
technical.  Today, clients want insight and 
guidance. You need to be a consultant in your 
business; if not, you are a dinosaur.

HOW HAS THE INSURANCE BUSINESS CHANGED 
SINCE YOU STARTED THE FEDELI GROUP?
The insurance agent who sold insurance is 
now a commodity and therefore less valuable. 
Almost all businesses, regardless of size, 
have a higher degree of complexity than 
when I started. We live in a more complex 
and regulated world. We have evolved our 
business model to become risk managers and 
employee benefit consultants, and the depth 
of resources we have available at our firm is 
greater than ever.  

Business owners today are looking for 
insurance expertise within their own industry. 
Our clients expect us to know all of the ins 
and outs, not just of insurance but of their 
own specific industries. Our associates should 
first be students of a particular industry 
before they ever mention the word insurance 
to clients.

WHAT HASN’T CHANGED IN THE BUSINESS 
WORLD SINCE YOU STARTED THE FEDELI 
GROUP?
Relationships are still very important, but 
certain products and services are no longer 
relationship dependent. For example, there 
are very few travel agencies left, but a small 
group of travel consultants has figured out 
how to thrive in a changed world, where 
specialized knowledge and personalized 
services matter.

Technology has made a large number of 
goods and services commodities. If you don’t 
have value-added services and you are not a 
student of your industry, you will become 
extinct.

Adding value, networking and exchanging 
information and resources have not gone 
out of style. It is critical to instill confidence 
in clients, and effective communication 
remains the difference between winning and 
losing. We constantly need to ask how we are 
holding ourselves accountable to our clients.

NICK, WHAT PART OF THE BUSINESS ARE YOU 
MOST PASSIONATE ABOUT?
I view our role as an advisor in protecting 
assets and providing financial protection for 
employees is meaningful. It is essential to 
client success.     

UMBERTO, WHAT ADVICE WOULD YOU GIVE A 
YOUNG ENTREPRENEUR?
Be willing to work hard and work long 
hours. But you also need to figure out how to 
differentiate yourself. What is your compelling 
value? You can only compete in a few ways. 
Are you an inventor? An innovator? Or 

the low-cost provider — often a dangerous 
proposition?  Determine your degree of 
uniqueness and play to your strengths.   

It’s also important to constantly learn 
by reading and listening, as knowledge 
compounds, giving you an edge in business 
and in life.

IF YOU COULD GO BACK IN TIME, WHAT 
ADVICE WOULD YOU GIVE A YOUNGER YOU?
Don’t delay acting on inevitable issues. These 
issues don’t get better with time when you 
ignore them.    

“We have evolved our
business model 
to become risk 
managers and 
employee benefit 
consultants, and the 
depth of resources 
we have available at 
our firm is greater 
than ever.”

– Umberto Fedeli
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HOW DO YOU THINK TECHNOLOGY WILL 
IMPACT THE INSURANCE BUSINESS GOING 
FORWARD?
Technology will impact insurance as much 
as it will impact other businesses. There are 
going to be disruptors. You want to be on the 
side of technology that is disrupting.

For example, in employee benefits, we are 
investing heavily in population health and 
clinical analytics using services and a platform 
from Cerner Corporation. We aim to be a 
disruptor and bring forward leading-edge 
data tools and insight to our clients.

HOW ARE YOU ADDRESSING CHANGES IN THE 
INDUSTRY?
With all the changes in our industry, from 
consolidation to increasingly complex 

regulations, we celebrate the past but 
embrace the future. The future is going 
to come whether you accept it or not. 
Approaches to solid relationships do 
not change but approaches to delivering 
products and services do.

We are very grateful and proud of our 
past successes. But we are not going to 
be complacent. Our future success will 
require us to adapt to change, actively listen 
to our clients, be forward thinking, and 
continuously focus on delivering the highest 
level of service and insight. As Umberto 
mentions, we are keen on developing teams. 
Staying relevant in a complex environment 
requires collaborative and multiskilled teams. 
Our clients deserve this approach to account 
management, and an effective team delivers 
the best possible results for the client.

We are also focused on developing our 
intellectual capital across the entire business. 
We have a wonderful group of associates. We 
have a great mix of tenured associates, as well 
as those just starting their careers. The mix 
of talent we hire today is much broader than 
even five years ago. 

“As a privately held 
company, we have 
the flexibility, and 
after 30-plus years 
in business, we 
have the scale 
to deliver robust 
solutions on a 
personal level.”

AS THE BUSINESS TRANSITIONS TO THE 
FUTURE, NICK FEDELI IS BECOMING INCREAS-
INGLY INVOLVED IN THE BUSINESS. NICK, HOW 
DO YOU ANTICIPATE REMAINING RELEVANT IN 
A CHANGING BUSINESS ENVIRONMENT?
We intend to build upon the infrastructure 
and deep-rooted values that my father worked 
tirelessly to establish. We are in a unique 
position to be different and better than our 
competitors. As a privately held company, we 
have the flexibility, and after 30-plus years in 
business, we have the scale to deliver robust 
solutions on a personal level.  

We are not going to be complacent. We are 
very grateful and proud of our past successes. 
Our future success will be determined by how 
we treat and deliver services to our clients. 
As Umberto mentions, personal relationships 
will always be important, but that alone is not 
good enough.

 For the past several years, we have been 
focused on building out expertise and 
consulting capabilities, and this effort will 
accelerate in the coming years. I am excited 
about the future of our company and what it 
can achieve over the next 30 years. u

– Nick Fedeli
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 “When we expanded the 
KeyBank Broadway Series 

from one week to three weeks, 
people’s heads were spinning. 

My colleagues with the 
Broadway League in New York 
were asking, “what’s going on 
over there”? And I responded, 
“Cleveland is an extraordinary 

city for theater.” 

Gina Vernaci, the new 
President and CEO of 
Playhouse Square, shares 
her thoughts on leadership 
and the impact Playhouse 
Square has on the region. 
Gina’s influence in performing 
arts extends nationally as 
she currently serves as Road 
Vice Chair of the Broadway 
League – the national trade 
association for the Broadway 
industry. 

“Often we discuss the 
extraordinary roles we 

play as the gatekeepers to 
Playhouse Square. Every 
time we unlock the front 

doors, we are creating 
lifelong memories for our 
guests. In order to deliver 

that magical experience 
to our 1.2 million annual 

visitors, we employ people 
who are invested in 

bringing joy to others.”

GINA VERNACI,  
President and CEO,  
Playhouse Square

“The 2021-22 season will be the 
centennial year of the historic 
theaters. It is going to be an 
opportunity for us to honor our 
past while keeping our eyes on 
the horizon. We are just getting 
started.”

“We want to make the experience 
for people who are moving by 
foot more engaging—making our 
streetscape warm and inviting 
and then radiating outward.  
There is an opportunity to create 
a grand experience by partnering 
with our neighbors on each side 
of Playhouse Square.”

WHAT I’VE LEARNED

www.thefedeligroup.com u 9 

“Playhouse Square is the 
developer and owner of The 
Lumen. This residential tower will 
help redefine the city—not only 
adding to the skyline but to the 
overall experience of this beloved 
entertainment district.”
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THE OHIO 
GOVERNMENT 
BENEFIT 
COOPERATIVE (OGBC) 
WAS ESTABLISHED 
IN 2018 BY THE 
FEDELI GROUP WITH 
ASSISTANCE FROM 
MEDICAL MUTUAL OF 
OHIO. 

T
he OGBC is a consortium designed to stabilize the 
overall cost of group health insurance plans for Ohio 
public sector employers. OGBC members participate 
in the governance of the program. Each employer has 

a seat on the board and serves an active role in administrative 
decisions. Members experience lower administrative costs, 
avoid paying state insurance taxes, build consistency, potentially 
accumulate reserves, mitigate medical trend increases, and are 
eligible to receive pharmacy rebates. In addition, participating 
entities are not locked into a multiyear contract, allowing 
employers to exit the consortium without incurring financial 
penalties or reserve costs.

OGBC members maintain plan flexibility. Members can 
build their unique benefit program and are not locked into 
predetermined menus of benefits. 

Within the OGBC, the renewal process differs from most 
other consortiums. Each participating entity is underwritten 
based on its own performance, not the utilization of the 
entire consortium. This approach eliminates the possibility of 
incurring a higher premium increase to offset the poor claims 
experience of another employer. 

The consortium is designed for health insurance programs 
that are both fully funded and self-funded. The OGBC allows 
large and small government entities with 50 or more eligible 
employees to participate in the program. To be a member of 
the OGBC, an entity must be one of the following.

• A city
• A township
• A county
• A political subdivision

OGBC members enjoy a 
number of benefits and advantages 
not found elsewhere in the current health care consortium 
market, including:
• Self-governance by members
• Plan design flexibility and compatibility
• Exit without financial penalties or reserve costs
• Consistency, cohesiveness and stability to the medical 

benefit program
• Lower administrative costs
• Elimination of state insurance taxes
• Mitigate medical cost trends
• Accumulation of reserves
• Pharmacy rebate sharing
• Market-leading analytics u

FOR MORE INFORMATION about the OGBC, contact 
Michael S. McGrath, Senior Vice President, Practice 
Leader at (216) 643-6695..

CONNECTIONS
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R
ecently, The Fedeli Group sent representatives to 
the United Kingdom to help an aviation industry 
client purchase product liability insurance through 
Lloyd’s of London. The risk management and 

benefits consulting company acted as a conduit, helping to 
build a strong working relationship between the client and 
the Lloyd’s underwriters.

The Fedeli Group is proud to be a Cleveland company, 
but their reach extends far beyond Northeast Ohio. 
For more than a decade, they have worked to develop 
connections in Europe, Asia and South America.

The Fedeli Group Executive Vice President Nick Fedeli 
says there has been a practical reason for them to build out 
their presence in the international marketplace.

“Depending on a client’s situation, they might find the 
insurance capacity they need doesn’t exist in the American 
marketplace,” Fedeli says. “There might be a product in the 
U.K. or another country that better meets their needs.”

But for a client to do business with an overseas insurance 
provider, the client and provider must first establish a solid 
working relationship. That was The Fedeli Group’s first goal 
with the aviation client and Lloyd’s.

“It was a relationship-building trip,” Fedeli says. “We 
wanted to meet with the underwriters, talk about our client 
and build  rapport. Our business is dependent on developing 
great relationships to be a strategic partner, so that’s the first 
thing we wanted to do.”

By establishing a strong working relationship between 
clients and overseas underwriters, The Fedeli Group makes it 
easier for their U.S. clients to conduct international business 
and secure the best possible solutions.

“Our clients continually grow and expand, and we want 
to grow with them,” Fedeli says. “As they began to grow 

internationally, so did The Fedeli Group. I’ve been here since 
2008, and that’s when we started doing international business .”

As The Fedeli Group continues to build out their 
international presence, an increasing number of clients are 
seeking them out to help identify insurance solutions and 
business opportunities in overseas marketplaces.

“Over the last nine years, we’ve built relationships with 
underwriters around the world,” Fedeli says. “Our clients 
know that we’re going to utilize those relationships to help 
them as they grow to insure anything, anywhere. Going 
forward, our international capabilities will continue to 
expand, allowing us to deliver increasingly creative and 
effective solutions for our clients.” u

CONNECTIONS
WORLDWIDE

The Fedeli Group’s representatives go the distance to help 
clients find insurance placement in a global marketplace. 

BY ERIK CASSANO

CONNECTIONS



12 u FEDELI FACTOR

I
n-house automation and high-volume 
production are the secrets to success at 
Jamar Precision Grinding.

“We used to do low-volume work for 
local companies, but we’ve added capacity 
and machining so we can produce complete 
parts for customers,” says Operations 
Manager Mike Smith. 

Much of their work is focused on parts for 
the aerospace and automotive industries. 

“We’ve doubled our equipment, grown 
to 75 employees and run around the clock 
including  most weekends,” he says.

The grinding and machining company 
operates a state-of-the-art facility in Hinckley, 
Ohio, allowing them to produce complete 
parts and sell directly to customers. 

“One part we make ultimately goes into 
General Motors’ DuraMax truck,” says 
Smith. “We buy the raw material, complete 
the part and sell it directly to a customer. The 
customer builds a turbocharger with it that 
ultimately ends up in the truck.”

QUALITY COUNTS
Jamar’s evolution began when they landed a 
contractor job that required them to become 
ISO certified. Shortly thereafter, Jamar 
became AS9100 certified for manufacturing 
aerospace parts.

“That’s when the business started to 
focus on quality certifications,” Smith says. 

STAYING AHEAD  
OF THE 

CURVE

CONNECTIONS

Jamar Precision Grinding 
focuses on high-volume 
grinding to continuously 
grow the business 

“That allowed us to get global, higher level 
customers that are making parts directly for 
large companies such as GE, Boeing, Pratt & 
Whitney and General Motors.” 

A few years ago, Jamar began 3D printing 
prototypes in-house from Computer Aided 
Design drawings, which led them to begin 
the R&D process sooner, reducing lead times 
and encouraging high quality standards. 

“If a company hasn’t built its tooling yet, 
we can’t see the part,” says Smith. “But we 
can take the CAD model and 3D print a part 
for researching and prototyping and come 
up with an inspection routine, solving the 
problem of not having a part in hand.”

STAFFING UP
As the business grows, Smith says it is critical 
to hire and retain quality employees, and 

benefits are a key component of that. Jamar 
worked with The Fedeli Group to develop 
a mix of benefits packages that includes a 
base health care option, with 100 percent 
of employee plan costs covered by Jamar. 
Working with The Fedeli Group, Jamar has 
designed a flexible benefits package that 
addresses the different needs of employees.  
Jamar is presently working with the benefit 
consulting team to design a wellness program 
for employees. 

“We’ve added two plans for those who need 
better coverage or have medical problems or 
families, and they can buy up,” Smith says. 
“They only pay the difference between the 
two plans.”

Jamar recently engaged The Fedeli Group 
to advise on its commercial property and 
casualty insurance. 

“We learned from The Fedeli Group that 
we were underinsured and paying more 
premium than necessary, so it was a good 
move,” Smith says.  

By partnering with The Fedeli Group, Jamar 
will continue to attract the people it needs to 
further grow and develop the company. u

Jamar Precision 
Grinding has been 
continuously hiring 
for the past several 
years. They need 
a strong mix of benefit 
offerings to attract 
and retain the right 
employees.  

Precision 
measuring 

machines help 
Jamar produce 

high-quality parts.
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W
hen German-based OBO Bettermann 
Group — a global manufacturing company 
of electrical products — was looking to buy a 
U.S. manufacturing facility, it set its sights on 

Chalfant Manufacturing Co. 
“With the 2016 acquisition of Chalfant, we are able to 

produce a lot of our cable trays and management systems 
locally,” says Chalfant President Torsten Schlegel. “We offer 
15,000 products, all produced in Ohio. It’s very important for 
Chalfant to produce within the United States, and since 2016, 
we have increased our sales each year by more than 10 percent.”

Schlegel, who arrived from Germany to lead the company, 
says The Fedeli Group was a great help as he learned to 
navigate the U.S. system.

“When I was still in Germany, The Fedeli Group 
contacted me and gave me all the support I needed with the 
U.S. health insurance system,” he says. “Today they provide 
us with health, disability, life, vision and dental benefits.”

When Chalfant merged with OBO’s other U.S. location 
in King of Prussia, Pennsylvania, The Fedeli Group was 
there to help with the integration of benefits.

“It was necessary to adjust the insurance systems in both 
companies,” says Schlegel. “Fedeli was very helpful and 
traveled to King of Prussia to support us and help us find the 
right solutions.”

THE STATESIDE ADVANTAGE
Within a year of OBO Bettermann’s acquisition of Chalfant, 
it began investing in new production lines, including a $1.5 

CONTINUED 

Chalfant Manufacturing Co. 
designs and produces cable 
trays and cable management 
systems here in the USA

CONNECTIONS

“We offer 15,000 products, all 
produced in Ohio. It’s very important 
for Chalfant to produce within the 
United States, and since 2016, we 
have increased our sales each year 
by more than 10 percent.”

The new wire mesh machine was the first of its kind in the United States, enabling 
Chalfant to produce the wire mesh cable tray systems locally.

– Torsten Schlegel, President, 
Chalfant Manufacturing Co.

GROWTH
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million investment this year in a new state-of-the-art wire 
mesh welding facility in Grafton, Ohio. 

“We have the advantage in that we produce our cable 
trays and wire mesh products,” Schlegel says. “We are able to 
produce all kinds of sizes in a very short time, with different 
treatments, and in any color.”

Previously, wire mesh cable trays had been imported from 
Europe. Moving production to the U.S. garnered significant 
long-term cost savings, reduced lead times and shortened 
delivery times. At full capacity, the line will produce 170 
pieces per hour and more than 1.7 million feet of cable tray 
in the first year.

 “The advantage of our product is that you don’t need 
screws and nuts to assemble it,” says Schlegel. “It’s a 
click system, so customers have the advantage of faster 
installation, which saves on labor costs.”

CONTINUED GROWTH
Schlegel says Chalfant’s employees are key to its success.

“Our employees are very experienced people,” he says. 
“Most have been here a long time, in some cases more 
than 40 years, but we’ve also hired young engineers. The 
mixture of experienced people and the next generation helps 
Chalfant grow in a stable position.”

To accommodate that growth, Chalfant found a new 
headquarters, located on Jaycox Road in Avon, OH. Jaycox 
Road is a center for industrial manufacturing in Avon and 
sits less than 10 minutes from I-90 and Avon Center, a large 
commercial retail development well-equipped to meet the 
day to day needs of employees. Now that the new site has 
been identified, the current facilities in Brunswick, Grafton 
and Elyria will be closed, and all operations and employees 
will move to the new location.

And throughout its continued growth and expansion, 
Schlegel says he will continue to rely on The Fedeli Group to 
advise and support Chalfant’s evolving insurance needs. u

The Chalfant team held a 
ribbon-cutting ceremony in 
March 2019 for its new wire 
mesh production line. 
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M
egan Ewing’s official title at The Fedeli Group is 
client executive and team leader in the property 
and casualty division. But she really views 
herself as more of a player-coach.

“I have direct reports, all client managers,” Ewing says. “But 
while I oversee them, I’m also doing a lot of the same work.”

It’s a big part of what makes The Fedeli Group a special 
place for Ewing. She handles numerous management 
responsibilities as she assists Keith Hartzell in running the 
company’s property and casualty division. On any given 
day, she is involved in a wide range of projects and tasks, all 
integral to The Fedeli Group’s central mission of providing 
unparalleled service for its clients.

Ewing began her insurance career in 2007 and worked her 
way up from an entry level position to managing a book of 
business. In 2014, as an experienced insurance professional, 
Ewing joined The Fedeli Group.

“Everyone at The Fedeli Group wears many hats, all 
the way up to the top of the organization,” Ewing says. 
“Depending on the day or time, I could be issuing an 
insurance certificate, or be in a negotiating conversation with 
an underwriter, handling an HR issue, or any number of 
other things.”

Ewing’s wide array of skills and talent allow her to thrive 
in an environment that requires her to quickly shift from 
sometimes dramatically different responsibilities. From 
her mentorship role with less experienced associates to her 
leadership role with the company’s senior management, 
she pairs excellent listening and communication skills with 
a strong work ethic to provide a wealth of value internally 
at The Fedeli Group.  At the same time, that strong work 
ethic, along with her experience and knowledge of both the 
insurance marketplace and risk management services allow 
her to provide exceptional service and value externally for 
her clients.

Recently, Ewing served as a leader on an initiative to imple-
ment a new companywide performance management system.

“It was a huge undertaking, but we got it done and 
the platform went live on May 1,” she says. “It’s an extra 

WEARING MANY HATS
For Megan Ewing, each day provides new opportunities 
to serve clients at The Fedeli Group

BY ERIK CASSANO

project, but it shows how we work together to do things that 
improve the company as a whole.”

Ewing says she and other team members feel empowered 
and motivated to take on cross-departmental work as a result 
of the sense of family that resonates within The Fedeli Group.

“Umberto [Fedeli] always strives to give us that sense of 
family,” Ewing says. “There is a close-knit feeling in our 
office, and it’s one of the main reasons I love working here 
so much.”

Ewing also values the emphasis The Fedeli Group places 
on both personal and professional development.

“On a personal note, I have the flexibility to be a working 
mom,” she says. “The Fedeli Group provides a sense of 
work-life integration that a lot of people search for and don’t 
often find.”

Professionally, the company offers opportunities for 
employees to attend conferences and seminars, allowing 
Ewing and her coworkers to expand their skills.

“The Fedeli Group has allowed me to attend educational 
courses and conferences throughout the country, investing in 
me, and therefore giving me additional skills to provide even 
better service to our clients,” she says. “That is something 
that matters here. I don’t consider myself a corporate type 
of person. I don’t want to feel like just a number, and I’m 
confident that won’t ever happen here.” u

CONNECTIONS

“The Fedeli Group has 
allowed me to attend 
educational courses 
and conferences 
throughout the country, 
investing in me, and therefore giving 
me additional skills to provide even 
better service to our clients.”

– Megan Ewing, Client Executive and Team Leader,  
Property and Casualty division, The Fedeli Group
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T
wo years after emerging from Chapter 11 bankruptcy, Transtar 
Industries Inc. is again thriving with Founder Monte Ahuja back 
at the helm. The Cleveland-based distributor of transmission 
components has come on strong and is back on the road to 

growth, fueled by a new executive leadership team and an unwavering focus 
on outstanding service, says Ahuja.

“Today Transtar is a financially strong and healthy company once again, 
having gained market share and restructured losing operations, reinstating 
confidence industrywide that we are an undisputed leader,” says Ahuja.

As Transtar continues to grow — with 1,650 employees in 100 locations 
throughout the U.S., including Puerto Rico, and Canada — the leadership 
team works hard to attract and retain strong talent.

“If not for the 1,650 valued team members that call Transtar home, we 
would not be as successful as we are, and we certainly wouldn’t be able 
to provide the level of service that we do,” says Vice President of Human 
Resources Theresa Matrisciano.

To make sure Transtar is taking the best care possible of the employees 
who drive growth, it partners with The Fedeli Group to provide benefits 
that give it a competitive edge.

COVER STORY

Transtar Industries is back on the road to growth, 
guided by a solid team with a strong focus
BY BROOKE BILYJ

SHIFTING 

GEARS
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CEO Neil Sethi and  
Founder Monte Ahuja,  

Transtar Industries
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acquisitions — such as Nickels Performance, 
a racing parts distributor in Tennessee, and 
Transtar Autobody Technologies, a Michigan-
based manufacturer of body shop products 
— maintained their own brand names 
and continue to thrive as part of Transtar’s 
portfolio. 

“The company has been sharply focused on 
our core competencies within the automotive 
industry,” Matrisciano says. “We’ve stayed 
true to what we know we’re good at, and 
that’s been key to our success.” 

Ahuja says the company will continue to 
focus on growth both organizationally and via 
acquisitions.

“Both will be attained without straining 
our balance sheet or sacrificing profitability, 
with the goal of continuing to provide the 
superior level of service for which we’ve 
become known,” says Ahuja.

“The Fedeli Group has played an important 
role in restructuring Transtar’s operating 
costs by prudently managing our health care 
expenditures while simultaneously providing 
excellent care to our employees,” says Ahuja.

Matrisciano says the breadth and depth of 
their expertise, along with their knowledge 
and deep relationships in the industry, have 
supported Transtar’s benefits strategy.

“The Fedeli Group has truly become 
an extension of our leadership and HR 
team, and we place a very high value on the 
relationship,” she says.

HISTORY OF GROWTH  
Transtar has seen plenty of changes 
throughout the restructuring process, 
including the return of Ahuja, who came back 
to the company in 2017 as chairman seven 
years after his 2010 retirement.  

Ahuja founded Transtar Industries out 
of his garage in 1975 as a small two-man 
start-up and built the company into the 
world’s largest distributor of transmission and 
driveline-related products through more than 
a dozen acquisitions. This growth has given 
Transtar the broadest product offering in 
the industry, with a widespread distribution 
network that enables most customers to 
receive products within one business day.

“Monte Ahuja knew that while organic 
growth was a high priority, that type of 
growth alone would not thrust the company 
into market leadership,” Matrisciano says. 
“He knew that acquisitions would catapult 
the company into market leadership.”

Over time, several automotive parts 
manufacturers and distributors around the 
country have been brought under the Transtar 
Holding Co. umbrella. Some prominent 

COVER STORY
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FRESH LEADERSHIP 
With so many moving parts involved, growth 
through acquisition isn’t always easy. Transtar 
learned this the hard way, when difficulties 
related to a 2014 acquisition led the company 
to file for Chapter 11 bankruptcy protection 
in November 2016. After a successful 
reorganization focused on reducing debt and 
enhancing liquidity, Transtar emerged out 
of bankruptcy less than six months later as a 
much stronger company.

When Ahuja reinvested in Transtar in 
2017, he set out to restructure its human 
capital, as well as its finances, building a 
strong team to achieve new levels of growth. 
That team is steered by CEO Neil Sethi, who 
worked at Transtar for more than a decade 
before serving as CEO of another driveline 
parts distributor that Transtar recently 
acquired. Other former Transtar executives 
also returned, including Kevin Rozsa as vice 
president of supply chain and Tom DeMille 
as vice president of sales and marketing.

Fresh faces were hired, as well, including 
Executive Vice President and CFO Joe 
Levanduski, Vice President of Technology 
Bryan Chaikin and Matrisciano. 

“We have amassed a leadership team that’s 
both historic and fresh, and it has proven to 
be a good balance of knowledge and ability 
to take this company in the right direction,” 
Matrisciano says. “It’s a well-rounded 
team with a wealth of experience that has 
strengthened our foundation and solidified 
our core.”

TEAM BUILDING
Outside of the executive suite, Transtar has 
been adding employees throughout the 
organization to position the company for 
continued growth.

“Throughout our restructuring, we have 
been bringing in additional talent to increase 

our competitive advantage — and it’s been to 
our cultural advantage, too,” Matrisciano says.

Transtar’s human resources department 
regularly sends communications to all 
employees highlighting open positions. 
Because employee referrals are a big driver 
of the company’s recruiting efforts, this 
information “enables them to wear our sales 
hat,” Matrisciano says. “I believe that every 
employee is in sales. If they’re not selling our 
product, they’re selling our culture and our 
open positions.” 

Key to attracting and retaining talent are 
the company’s team-centric culture and the 
employee benefits that The Fedeli Group 
administers for Transtar. Through The Fedeli 
Group’s health insurance plan design, wellness 
initiatives and long-term strategic support, 
Transtar has built a healthy workplace culture, 
Matrisciano says.

“Today Transtar is 
a financially strong 
and healthy company 
once again, having 
gained market share 
and restructured losing operations, 
reinstating confidence industrywide that 
we are an undisputed leader.”

– Monte Ahuja, Founder, Transtar Industries Inc.
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“We know that in a tight labor market such 
as we’re in today, we are very fortunate to find 
the talent that we find,” she says. “We take 
our responsibility of retaining those talented 
individuals, in part by partnering with The 
Fedeli Group, hugely seriously. And their 
ability to bring a strategic perspective and 
partner with Transtar, in terms of a healthier 
workplace, leads to claims cost reduction and 
has been outstanding.” 

COMMUNICATION FLOW
By honing a strong team-centric culture, 
Transtar maintains the type of workplace 
where employees are proud to refer their 
friends. A key driver of this culture is keeping 
open lines of communication, especially 
during times of change.

“As with any restructure, our team 
was curious and perhaps even skeptical,” 
Matrisciano says. “We really kept our sights 

set on transparency in communication. 
When it comes to change, we believe that 
our team members should be aware of the 
company’s focus, goals and initiatives because 
employees are better engaged when they have 
a perspective on what’s happening. When 
companies share this information, it can 
minimize distractions.” 

This belief drives the company’s internal 
communication strategy, which encourages 
a free flow of information throughout the 
organization. Sethi invites employees to 
attend quarterly town hall meetings, where he 
encourages questions. 

“Transtar’s team-centric culture is part 
of our business model and is defined by 
common standards, a value system we refer 
to as S.H.A.R.P — service, honesty, action, 
relationship and product,” says Sethi. 
“Everyone from our executives to our fleet 
drivers is united around the commitment of 

providing our customers with quality parts, 
unmatched availability and superior service.”

Sethi also hosts a luncheon each month 
for all employees with birthdays that month, 
giving them a more intimate opportunity to 
converse with the company’s CEO.

“He highly encourages people to talk by 
asking, ‘How are we doing? What are we doing 
well? What’s got you frustrated?’” Matrisciano 
says. “He engages people in a small group 
setting who might be uncomfortable talking to 
a CEO. He does an outstanding job inviting 
people to share what’s on their minds. He has a 
genuine interest in hearing what his employees 
are thinking.”

LIFELONG LEARNING
Whether employees join Transtar as new 
hires or through acquisitions, they receive 
comprehensive onboarding and training to 
understand the company’s unique approach 

COVER STORY



www.thefedeligroup.com u 21 

to serving customers. After at least one 
full day of general onboarding, employees 
move on to specialized training related to 
their specific functional areas. This part of 
the process lasts anywhere from six weeks 
to six months, depending on the position, 
Matrisciano says. 

While most of this training has 
traditionally been informal and hands-on, 
Transtar is looking at ways to enhance 
formal training opportunities it can provide 
throughout the organization.

“Knowledge and the ability to learn new 
skillsets are critical necessities in an industry 
in which the pace of change is accelerating,” 
says Sethi. “From leveraging learning 
management systems for companywide 
training to educating our sales representatives 
on the latest technologies, Transtar is 
dedicated to fostering a holistic framework 
for transformational learning.”

For example, the company recently sent 
eight management level team members from 
Walton Hills to Corporate College for focused 
frontline management training. Going through 
the program as a team will build camaraderie 
among them, Matrisciano says. 

As another component of its commitment 
to education, Transtar recently broke ground 
on a formal training center at its location in 
Brighton, Michigan,  the location of Transtar 
Autobody Technologies. When it opens, the 
training center will help customers learn 
about new Transtar products and industry 
best practices. 

“It shows that the company is totally 
committed to the industry, to our customers 
and suppliers, and to our team members,” 
Matrisciano says.

The company is confident that these 
and other training initiatives position team 
members and customers for success as the 
automotive aftermarket industry evolves.  

More proactive than reactive, Transtar 
champions innovative solutions that are 
shaping the future of the industry. transend™ 

(www.transend.us), their proprietary 
ecommerce platform, has revolutionized the 
parts lookup and ordering process. transend 
eliminates outdated paper catalogs and 
lengthy phone calls, empowering salespeople 
to deepen customer relationships and pursue 
new growth opportunities – including a line of 
remanufactured hybrid and electric batteries.   

“In an industry that is changing, where 
cars look completely different than they 
did even 10 years ago, our vision and 
strategy have remained clear and strong,” 
Matrisciano says. “We continue to look at 
our opportunities and align our talent around 
those opportunities so we can move and flow 
with technology advancement.”

And with the help of The Fedeli Group, 
Matrisciano says, Transtar will continue to 
attract and retain the best employees to move 
the company into the future. u

“Knowledge and the 
ability to learn new 
skillsets are critical 
necessities in an 
industry in which the pace of 
change is accelerating.”

– Neil Sethi, Ceo, Transtar Industries Inc.
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GIVING BACK

CLEVELAND CLINIC  
CHILDREN’S GALA

More than $1.3 million raised for pediatric 
research at annual event

“SHINE ON” was scrawled on 
a beautifully bright magenta backdrop 
at the 29th annual Cleveland Clinic 
Children’s Gala, an appropriate phrase 
to describe an event that radiates with 
hope, possibility and determination.

Presented by the Cleveland Cavaliers 
and the Scala Family Foundation, the 
gala attracted more than 650 people to 
the Hilton Cleveland Downtown Hotel on 
May 4 and raised more than $1.3 million 
to advance innovative pediatric research, 
train caregivers and enhance world-
class patient care.

The night’s brightest light was 11-year-
old Vinny Mercurio, of Brunswick, 
who received a Courage Award. In 
2018, Vinny had what he and his family 
thought was a simple headache. But 
after he became unresponsive, he 
was flown to the Cleveland Clinic. 
Doctors discovered he had suffered a 
hemorrhagic stroke, and he underwent 
successful brain surgery to clear the 
blood clot. Temporarily rendered unable 
to walk or talk, Vinny spent more than 
four months in the hospital before 
moving to Cleveland Clinic Children’s 
Hospital for Rehabilitation, where he 
underwent intense speech, physical, 
recreational and occupational therapy.

Vinny is now back in school, talking, 
walking with the help of a posterior 
walker and no longer taking medication. 

He is a shining example of courage in 
the face of adversity.

The event was hosted by Fox 8 anchor 
Stefani Schaefer and co-chaired by 
Lorraine Dodero and Umberto Fedeli. 
Special guests included classical pianist 
Daisey Yu, a former Cleveland Clinic 
patient, as well as the Press Play dance 
band from New York City.

Next year’s event is Saturday, May 9, 
2020, at Cleveland Public Auditorium. 

For more information, contact a 
member of the Cleveland Clinic 
Children’s Gala team at (216) 445-8580 
or childrensgala@ccf.org. u

Event Emcee, Stefani Schaefer, 
and Courage Award Honoree, 
Vinny Mercurio

2019 Cleveland Clinic Children’s Gala
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Nic and Traci Barlage,  
Rachel and Koby AltmanFormer Cleveland Clinic CEO, 

Dr. Toby Cosgrove, wife Anita, 
Kevin Kotecki and Andrea 

Zwischenberger

Patient Performer, Daisey Yu

Julia and Larry Pollock

Event Co-Chair, Umberto Fedeli, Interim Chair, Pediatric 
Institute, Dr. Rita Pappas, Bernie Kosar, and Cleveland 
Clinic Chair of the Board, Beth Mooney

Vinny Mercurio, 2019 Courage Award Honoree, 
accepting his award on stage with his family
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COMMUNITY

When Sari Feldman retired as executive director 
of the Cuyahoga County Public Library 
(CCPL) in August, she closed the chapter 
on what she calls “the greatest experience of 

my career,” overseeing the system’s growth and making 
connections in the community.

“We couldn’t have a more connected and interested 
public,” says Feldman, who oversaw 27 branches serving 47 
communities. “Partners like The Fedeli Group have been 
essential for our growth and transformation.”

STREAMLINED EXPANSION
Since Feldman joined CCPL in 2003, she has driven growth 
by streamlining operations, updating facilities and expanding 
services, despite financial challenges. After leading the library 
through successful tax levies in 2004 and 2008, she faced 
dramatic cuts in state funding in 2009. Instead of cutting 
services, Feldman led a $110 million capital improvement 
program to transform the library.

To fund the capital program, CCPL sold $75 million in 
bonds and used money from its capital fund and private 
donors. The program included 10 building renovations and 
nine replacement building projects between 2011 and 2016, 
without increasing taxes. 

“We have worked very hard to be efficient and reduce 
our ongoing operating costs and the burden we could 
potentially impose on taxpayers,” says Feldman. “Because of 
our internal efficiencies, we’ve achieved incredible growth, 
despite reductions in our operating budget.” 

COMMUNITY EDUCATION
During Feldman’s tenure, CCPL has embraced new technolo-
gies and programs to remain relevant to patrons of all ages. 

“We have a full offering of books, CDs, DVDs and 
magazines, but people are looking to the library for so much 
more,” she says. “So we repositioned ourselves to be at the 
center of community life and learning.”

Services start at birth, with a Metro Hospital program 
that gifts newborns their first library card and books. 
CCPL emphasizes the importance of reading and language 
development through its Baby Club, an offshoot of its 
Kindergarten Club that prepares children for school. There 
is homework support for school-aged children, and in some 
districts, the library offers a tutoring program that has a 75 
percent success rate of helping kids pass their third-grade 
reading test. In summer, CCPL keeps kids engaged with 
Camp Cuyahoga, classes based on science, technology, 
engineering, art and math skills.

“Reading is our foundation, but we’re reaching out 
and satisfying new needs in the community, like adult 
programming,” says Feldman.  

For example, CCPL runs Aspire Greater Cleveland, a 
state-funded program that provides adult education, high 
school equivalency and English as a Second Language classes. 

“This program has given us a tremendous opportunity to 
build a more educated workforce,” she says. “In fact, last year 
we received a grant from Google to provide hotspots to Aspire 
students, providing internet as long as they’re enrolled.”

How Sari Feldman transformed the Cuyahoga County Public Library 
by embracing new technologies, expanding services and working with 
The Fedeli Group 
BY BROOKE BILYJ

BEYOND BOOKS
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NEW SERVICES
Beyond books, the library offers experiences 
to engage the community through audio 
and video studios where patrons can make 
recordings, a memory lab where they can 
digitize photos and videos, and innovation 
centers where they make prototypes with tools 
like 3D printers and laser cutters. 

“While we continue to be about 
consuming content, we’re increasingly about 
creating content,” Feldman says. 

The library is also working to create a 
healthier community through a culinary 
literacy program that launched in June. The 
library acquired three mobile kitchens to offer 
hands-on nutrition education to all ages.

“Food insecurity is a serious problem in 
many of our communities,” says Feldman, 
adding that the library partners with the 
Cleveland Food Bank to provide meals and 
snacks for children in need. “Food brings 
people together and creates fellowship that’s 
intergenerational and intercultural.” The 
launch was successful in part due to the 
participation of The Fedeli Group.

“Fedeli is a strong supporter of this program, 
and we are very thankful for having their 
funding contribute to its success,” she says.

SPOTLIGHT ON GROWTH
While leading the library’s growth, Feldman 
cast a national spotlight on CCPL’s progress 
through her involvement with the American 
Library Association, where she served as 
president from 2015 to 2016. In this role, she 
initiated a public awareness campaign called 
Libraries Transform.

“Reading is our foundation, 
but we’re reaching out and 
satisfying new needs in 
the community, like adult 
programming.”

“My message was that we are less about 
what we have for people and more about 
what we do for them,” says Feldman, who 
traveled the world sharing stories about 
CCPL’s transformation.

Now, as she settles into retirement with 
plans to read, travel and attend library events, 
she is proud of the employees and partners 
who will carry CCPL into the next chapter. 

“Nobody does this alone, so having quality 
staff and taking care of those staff members 
is vital,” she says. “The Fedeli Group has 
ensured the benefits needs of our workforce 
are met, while helping us contain costs, which 
is critical to our growth. We have relied 
on The Fedeli Group to bring us the best 
options, help us understand those options 
and communicate those to our workforce. 
They bring us great value, so we can extend 
that value to the community.” u

– Sari Feldman, Executive Director,   
Cuyahoga County Public Library, retired
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WHAT’S COOKING

SAUTEED BROCCOLINI

Approximately 3 to 4 bunches of broccolini 
(rapini); trim large portion of stems

A few handsful of toasted slivered  
almonds or pine nuts

Chopped garlic

¼ cup olive oil

Salt to taste

Dash of crushed red pepper flakes  
(optional)

 

Fill a large pot with cold salted water,  
bring to a boil.

Place bunches of broccolini in boiling water,  
2 to 3 minutes; drain and immerse in a bowl  
of cold ice water for a few minutes.  
Drain and set aside

Heat oil on low heat in a saute pan,  
adding garlic and stirring just until golden

Add broccolini and nuts, mix thoroughly with  
salt and pepper

Buon Appetito!
 





“IMPACTING THE LIVES OF THOSE WE SERVE  
IN BUSINESS AND IN LIFE.”

Crowne Centre  
5005 Rockside Road, Fifth Floor
Independence, OH 44131

www.thefedeligroup.com


