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Relationship Builder: Umberto Fedeli

The Who is what matters
In times of growth, change and innovation, the people we align
with and support make all the difference
If the “who” isn’t right, the
“what” doesn’t matter.
It’s all about The Who —
and that three-letter word
is the ultimate reason for
our successes, challenges
and joys, both in life and in
business. The people you
choose to surround yourself with ultimately shape
who you become. So, in this issue of The Fedeli
Factor, we’ll share stories with you about how The
Who can help your business innovate, change and
grow in a dynamic and evolving marketplace.
Our lives are only as great as the people
we involve in them. And in business, our
organizations are only as strong as the team
members we recruit, retain and develop into
leaders. You’ll read about Columbus Equipment
(page 14) and its general manager, Jeff Richards,
who says the business is doing so well that its
most significant challenges are meeting demand
and finding knowledgeable employees to fulfill
that demand.
At The Fedeli Group, we believe in connecting
the dots — bringing people together. At
Columbus Equipment, we are proud to work
alongside its management team to provide
benefits that attract and retain good people. And
it’s working; some of its employees have been
with the company for more than 40 years.
Good people can teach us, encourage us,
challenge us, broaden our perspectives and
guide us toward solutions. That’s why this year,
The Fedeli Group partnered with Giltner &
Associates to provide financial advisory services
to our clients (page 10). In a highly personal
business, the Giltner family, a third-generation
business, works with clients to develop strategies
to build, preserve and distribute wealth in a
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thoughtful way. And that all starts with The
Who. We’re proud to bring their 40-plus years of
expertise to you, as they transition their offices to
our headquarters in Independence, Ohio.
Ultimately, how deeply we connect with people
in our lives, how we make a difference and how
freely we give of our gifts to improve their lives
is what matters. In the end, it’s not about The
What. It’s always about The Who. That is why
we feel so humbled and appreciative of our
relationship with YWCA Greater Cleveland,
which is celebrating 150 years of empowering
women and eliminating racism (page 20). We
support the organization and have stood beside
CEO Margaret Mitchell as she navigates change,
including onboarding 30 new staff members
in just four weeks. We care deeply about their
mission, and it takes good, dedicated people to do
the work.
The Who is what matters. Who do you partner
with, and who do you align yourself with to grow
and evolve your business? We hope you enjoy this
issue of The Fedeli Factor, and that you’ll share
your great stories with us of growth and who
makes it happen. We’d love to hear from you.

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

Connections

FEDELI
GIVES BACK
BY AMANDA EDE

In May 2018, 15 employees from
The Fedeli Group spent the first
half of their day volunteering at
Camp Cheerful. All 15 took to
the grounds; some went to the
horse barn and helped clean
the stables, while others worked
to scrape chipping paint from
the outside of the main facility.
Camp Cheerful, located in the
Strongsville, Ohio area, is an
extension of The Achievement
Centers for Children, which
aims “to empower children
and adults with disabilities and
their families to achieve their
greatest potential.” The camp
was opened in 1947 and was
the first facility in Ohio with
recreation programs for children
and adults with disabilities. Today
the camp offers therapeutic
horsemanship, day and overnight
camps, adapted sports, aquatics,
outdoor education, and hosts
the Sensational Day Program for
those with autism.
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BANNER year
Atlantic Tool & Die Company is riding a wave of unprecedented strength
BY ADAM BURROUGHS

B

usiness at Atlantic Tool &
Die has never been better,
says Michael Mehwald, the
company’s managing director.
The increase in business over
the last few years at the Strongsville-based
company has led to growth and investment.
And thanks to The Fedeli Group, Atlantic
Tool & Die has saved considerable money
on property and casualty insurance while
shielding itself from risk.

ORGANIC GROWTH

The company, with locations in Ohio,
Texas, Costa Rica, China and Mexico, is a
global engineer and manufacturer of metal
stampings, tools, assemblies and tubular
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products. And with rapid growth in those
areas over the last few years, it has hired
150 employees in Ohio alone, representing
organic growth and not the filling of
positions that were vacated.
“The segments that we participate in at
the Tier One level and the OEM level are
extremely strong,” Mehwald says.
The segments are so strong, in fact, that
2017 was an all-time record year for new
model launches, doubling the previous
largest record of any given year.
Mehwald says that Atlantic Tool & Die,
founded in 1937, has invested nearly $12
million in new capital expenditures in the
past year, allowing it to make improvements
in equipment and investing in human capital.

This year, Atlantic Tool & Die is
focused on deploying those assets to
maximize its rate of return on both. It is
finding new ways to improve productivity
and efficiency as it provides products in
industries including home appliances,
off-road personal vehicles, construction,
commercial power solutions and green
energy solutions.

STAYING POWER

But even as the company continues its
rapid growth, there are still challenges. For
example, a low unemployment rate has
made it difficult for Atlantic Tool & Die to
find people trained in the skilled trades to
fill positions.

FINDING SAVINGS

“I said, ‘Well, we
don’t need to
go out and get
10 quotes. Just
work with Nick
Fedeli and let’s
see what we can
come up with.’”
– Michael Mehwald,
Managing Director,
Atlantic Tool & Die

“Once you hire your people, which is very
difficult, you have to train them,” Mehwald
says. “Then organizational development
becomes really critical so you can maintain
your people and hold on to them, because
you put a lot of time into them, and they
put a lot of time into you.”
To keep their people engaged, the
company holds monthly all-associate
meetings to talk to employees about
performance in the critical areas of safety,
quality, delivery, continuous improvement
and wellness. The company also posts daily
metrics on safety, quality and delivery,
and has visual management boards on
continuous improvement that highlight
before and after results so employees can see
positive changes.

In the more than three decades that
Mehwald has been working in his family’s
company, he’s occasionally had to go to
market to solicit bids for its property and
casualty insurance needs. Recently, that
time came again, and Mehwald asked his
CFO if there was an insurance company
he would go to. The first name the CFO
offered was The Fedeli Group.
“That was the first name I had, too,
because I think they serve middle-market
companies like ours very well,” Mehwald
says. “That turned out to be a good gut
feeling on my part and (my CFO) confirmed
it when he said, ‘Fedeli is my first choice.’ I
said, ‘Well, we don’t need to go out and get
10 quotes. Just work with Nick Fedeli and
let’s see what we can come up with.’”
The Fedeli Group’s involvement with
Atlantic Tool & Die’s property and casualty
insurance helped the company with its risk
management. Nick Fedeli was able to help
the company identify areas with room for
improvement, particularly on some subsets
of the total cost of its property and casualty
package that were very significant.
Mehwald says Atlantic Tool & Die’s
property and casualty insurance now
provides better coverage at better rates than
what the company previously had in place.
“It’s superior,” Mehwald says. “From
a risk management standpoint, it’s really
critical. You can’t underestimate risk
management, which is absolutely essential
for a company like ours. Nick and his team
have brought us great insight and great
help. He and his team were just remarkable.
Now we’re currently working with The
Fedeli Group on our health and medical
costs, as well as our 401(k).”
With the aid of The Fedeli Group,
Atlantic Tool & Die hopes to achieve
improvements in those areas, as well. v

WHO’S UP FOR
LUNCH?

Pictured left to right: Danny Fedeli,
Mayor Vic Collova, Jennifer Duber,
Harry Brownfield
City of Garfield Heights
Founded in 1919, Garfield Heights
is home to nearly 29,000 people,
according to the U.S. Census
Bureau. Since November 2009,
Vic Collova has been committed to
serving the community as mayor.
Located in the center of Cuyahoga
County, the city is optimally placed
and offers numerous attractions and
amenities to residents, businesses
and visitors alike.
“I can assure everyone working
in Garfield Heights that my
administration is committed to our
city being a financially stable and
healthy community,” says Collova.
Thanks to the community-forward
examples set by the mayor, Garfield
Heights continues to move toward
the future as a unified force.
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Fedeli Forum series
Educate yourself and your leadership to better
protect your company and your employees
The Fedeli Group is committed to providing
ongoing education to our clients. Specific to
employee benefits, we are developing a series of
Fedeli Forums to cover topics including ERISA,
health and welfare contracts, pharmacy benefits,
human resources management, legislative
developments and industry trends.

THE OHIO
GOVERNMENT
BENEFIT
COOPERATIVE (OGBC)

Cutting-edge healthcare cost-sharing

The first Fedeli Forum, “Solving the Leave
Management Puzzle,” was held Sept. 11, 2018. At
the seminar, industry experts discussed disability trends, claims
management, leave laws (FMLA, ADA and evolving laws such as Paid
Family Leave) and best practices for remaining in compliance.
A future Fedeli Forum is being developed for spring 2019. We look
forward to your attendance.

Stay current with
The Fedeli Blog
The Fedeli Blog is designed to help our clients understand
insurance industry developments that may affect their
organizations. Topics range from employee benefits, regulatory
compliance and wellness to risk management. The articles
are meant to be quick, easy reads with lasting informational
impressions. By subscribing to our blog, you will receive email
notifications as articles are posted.
Visit www.thefedeligroup.com/Media-Center/Blog.

Formed in December 2017, the OGBC
is a consortium governed by public
entities aimed at reducing the overall
cost of healthcare for their employees.
Employers join the consortium and
begin “pooling” of insurance plans and
benefits for individuals enrolled.
Members enjoy many advantages,
such as lower administrative costs,
state insurance tax avoidance, medical
trend mitigation, the building of
plan consistency and reserves, rate
stabilization and pharmacy rebates.
OGBC differs from other consortiums
in many ways, but one of the most
significant advantages is selfgovernance by consortium members.
Additionally, members can create their
own plan design, tailoring policies to
meet their specific coverage needs. And
most notably, entities and employees
can exit the consortium without
financial penalty or reserve costs.
If you are a public entity looking to
stay current and competitive in the
marketplace, consider becoming a
part of the OGBC, exclusively offered
through The Fedeli Group.
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What
I’ve
learned
Dr. Tomislav “Tom” Mihaljevic,
CEO, the Cleveland Clinic
The new CEO of Cleveland Clinic shares
what he has learned about leadership over
the course of his globe-trotting career —
from Zagreb to Abu Dhabi to Cleveland.

PHOTO COURTESY OF THE CLEVELAND CLINIC

“Decide why your
organization exists,
and make that a clear
priority. Cleveland
Clinic exists for
patient care, and we
make sure everyone
knows it. Our mantra
is ‘patients first.’”

“Our employees
are referred to as
caregivers. Our
caregivers are
expected to treat
every patient as if
they were a member
of their family.
As a result, we
have a worldwide
organization with a
single goal: the patient
and what is best for
the patient.”

”It’s okay to admit
you don’t know the
answer. Some people
expect the CEO to
know everything. But
that’s not humanly
possible. It’s not
even desirable.”

“Take the jobs that
nobody wants. With
no competition, you
can have an outsized
impact. You can be
creative, take risks,
and get noticed.”

“Health care knowledge
and information are
exploding, making it
impossible for individual
physicians to know
everything they need
to know. Technology
will play a critical role
in helping physicians
provide the best care to
patients by aggregating
data and sorting
through vast amounts of
information in a way that
individuals alone cannot.
We also need to continue
to make health care
efficient, affordable and
of the highest quality for
our patients.”
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A wealth of

EXPERIENCE
Jim and Tom Giltner bring tremendous wealth management
experience to The Fedeli Group

BY MARK SCOTT

T

he journey toward bringing the
expertise of Jim and Tom Giltner
to The Fedeli Group began about
two years ago. Jim — president
of Giltner & Associates — was
on a flight to Chicago when he connected
with Nick Fedeli, vice president of The
Fedeli Group. The men struck up a
conversation and realized how much they
had in common.
“Our cultures are so similarly built,” says
Jim, president at Giltner & Associates.
“The Fedeli Group is second to none in the
areas of risk management, group benefits
and personal lines. All the things we do
complement and expand their menu of
services in a perfect way.”
The Giltners have formed a partnership
that will enable The Fedeli Group to
provide a wider array of services as one of
the largest privately held risk management
and insurance firms in Ohio.
“What The Fedeli Group has done so well
for so many years is mitigate risk for closely
held businesses,” says Tom, vice president at
Giltner & Associates. “They’ve done it in
an extraordinary way. What we’re able to do
now with our group is go in and, on a deeply
personal level, advise and speak with these
business owners about how to amplify the
value of both their businesses and their own
personal wealth. We’ll help them grow and
preserve their wealth, whether it be within
the business or outside of it.”
Jim Giltner, CLU, has been a financial
adviser for 35 years and focuses on effective
solutions to complex financial scenarios

10 u FEDELI FACTOR

“The Fedeli Group
is second to none
in the areas of
risk management,
group benefits and
personal lines.”
– Jim Giltner,
President,
Giltner & Associates

in his work with physicians, business
owners, executives and professional sports
teams. His son, Tom, is a third-generation
financial adviser with expertise in executive
benefits and helping corporations retain
key employees.
“The things that people share with us,
the families that open their hearts to us in
terms of goals, ambitions and the legacy
they want to leave behind, it’s highly
personal,” Tom says. “We work with them
to develop strategies to build, preserve and
distribute wealth in a very thoughtful way.”
The Giltners relationship with The
Fedeli Group began in March 2018. They

have office space at The Fedeli Group and
will eventually move all of their operations
into the space. At Fedeli, they will continue
a tradition of financial planning that began
nearly 40 years ago.
“There are two rules when you work with
us,” Jim says. “The first is, you’re always
going to get the unvarnished truth, so you
have to be comfortable with that. Second,
you’re giving us permission to be your drill
sergeant. We’ll hold you accountable, and
you have to be OK with that, too. If you’re
uncomfortable with that, it’s generally
because you don’t have the time to do
thoughtful planning.”

“What The Fedeli
Group has done so
well for so many
years is mitigate
risk for closely held
businesses.”
– Tom Giltner,
Financial Adviser,
Giltner & Associates

The Giltners help people slow down and
really look at their finances.
“We help them hit the pause button and
find the discipline to take the time to better
understand their own unique circumstances,”
Tom says. “We’ll help them chart a plan to
get from Point A to Point B.”
Jim and Tom Giltner are excited to be
a part of The Fedeli Group and create the
same strong relationships it has with clients.
“Clients really enjoy and appreciate working
with The Fedeli Group,” Tom says. “But
what we’ve found since joining them is how
appreciative The Fedeli Group are of each of
their clients.”
He says that the way The Fedeli Group
operates reflects the way the Giltners
ran their own business, making it that
much more exciting to be a part of the
organization. v

AN EYE-OPENING EXPERIENCE
When selling a business, owners often severely underestimate the time it
will take to prepare the business for sale, says Tom Giltner, vice president
at Giltner & Associates.
“Many businesses we work with feel that when they decide to retire, it’s
a matter of closing the doors and walking away,” Tom says. “In reality,
that business has a remarkable monetary value to it that they just don’t
understand how to capture. They don’t know how to properly market, sell
and capture the proceeds from the sale of their business.”
That value capture is one of many points of expertise that Tom and Jim
Giltner bring to the table through their partnership with The Fedeli Group.
Another critical aspect of financial planning that the Giltners help clients
understand is the importance of keeping a spouse in the loop about what’s
happening in the business, Jim says.
“Very often spouses just aren’t aware of everything going on in their
financial lives, much less what would happen if something happened
to that business owner,” Jim says. “They are very often left in the dark.
To go through this process of understanding is very enlightening, and
there is a level of stress that is lifted from them. They understand where
they are, what they are doing, and they feel more confident about their
financial future.”
With their tremendous wealth management experience, Tom and Jim
Giltner, in their roles with The Fedeli Group, will continue to bring that
confidence and peace of mind to families for years to come.
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Senator Portman
Discusses Economic Policy
In October 2018, The Fedeli Group hosted
Senator Rob Portman at The Marble Room in
downtown Cleveland, where he provided his
perspectives on developments in trade policy.
Senator Portman is uniquely qualified to
discuss trade, given his background as a
former United States trade representative.
He recently introduced a bill that reforms
how the President imposes tariffs on national
security grounds, preserving those tariffs as a
legitimate tool but reigning in its use against
our allies or when tariffs have nothing to do
with national security.
In addition to a focus on trade, Senator Portman
has been actively engaged in maximizing
economic growth that is coming from the new
tax law, worker training and addressing the
ongoing challenges of the opioid crisis.
Leo Duval, MaryJo Toumert of Great Lakes Cheese,
Senator Rob Portman and Kurt Epprecht of
Great Lakes Cheese

Alex Mechling, Joe Frankenfield and Mike Dowacki of Saga Partners,
and Danny Fedeli

Ben Mackovak, George Bach of East Ohio Lumber Company
and Senator Rob Portman
12 u FEDELI FACTOR
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You have Homeowners Insurance,
but do you understand the extent of
the coverage?
BY KEITH HARTZELL AND AMANDA EDE

Many homeowners think they have
coverage for all possible claims, but that
is likely not the case. And unfortunately,
many homeowners do not find out they are
inadequately insured until after a disaster
strikes. Where does this discrepancy arise?
Oftentimes, insurance buyers do not take
the time to review their policies and end
up assuming coverage will apply regardless
of the circumstances.
Upon purchasing homeowners insurance,
here are a few items of which to be mindful.
•

Flood insurance is not included in
homeowners insurance; just because
the mortgage company doesn’t require
it doesn’t mean you don’t need it.
Additionally, backup of sewers and
drains coverage is typically provided, but
is heavily sub-limited by the insurance
company, so be sure to consult with
your insurance professional.

•

Your personal property is covered
anywhere in the world, up to 50
percent of the policy limit.

•

•

Coverage for certain types of personal
property can be very limited. For
example, there is generally a limit
of $200 for monies, gold, coins and
silver. It is of the utmost importance
to “schedule” these items separately, so
there are sufficient coverage amounts
in place for adequate indemnification.
If you have a significant collection
of anything valuable — art, jewelry,
wine, automobiles, etc. — you should
share the details with your insurance
professional to ensure they are
properly protected by your policy.

•

If an insured residence becomes
unlivable due to a covered cause of
loss, the homeowners policy will cover
the “loss of use” expenses: cost of stay
in alternative residence, additional
food expense, etc., up to the limit
specified in the declarations.

•

The homeowners policy affords
10 percent of the total limit of
coverage for “other structures” located
on the premises, like a detached
garage or a shed.

•

There are several “additional coverages”
included that are paid out in addition
to the policy limits and do not cost any
additional premium; debris removal,

reasonable repairs, fire department
service charge and building ordinance
coverage are just a few.
•

The liability coverage section of the
policy usually does not require a
deductible to be paid.

Talk with your insurance professional to
ensure that, should something happen to
you or your home, you are fully insured
and adequately protected. Be sure to
identify any possessions for which you
have insurance interest, take inventory of
valuable items and recognize all of your
liability exposures. v
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COVER STORY // Driven by Demand

DRIVEN

by demand

Columbus Equipment Company works to solve
the enviable challenge of meeting high demand
BY ADAM BURROUGHS

PHOTOGRAPHY BY JEFFRY KONCZAL

B

usiness at Columbus Equipment Company is good, says
General Manager Jeff Richards. The 66-year-old heavy
equipment dealer, which both sells and rents equipment,
is benefitting from the steady stream of projects that are
keeping companies busy in every industry it serves —
construction, mining, paving, lifting, environmental and compact.
In fact, business is so good that the company’s most significant
challenge is meeting demand. Doing so requires hiring knowledgeable
employees, who can be difficult to come by in today’s tight labor
market. To attract those employees, Columbus Equipment partners
with The Fedeli Group to offer perks to make itself more appealing
to potential job candidates. And those who choose to work for the
company tend to stay; some employees have been with the dealer for
more than 40 years.
“Our tagline is ‘Ohio’s Dependable Dealer,’ and to be the dependable
dealer, our people need to exceed expectations,” says Richards. “We’ve
been able to do that. We’ve got a really good crew of people that help us
exceed our customers’ expectations.”
As with many companies, finding good people in a tight labor
market is a challenge.
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Jeff Richards, General Manager,
Columbus Equipment Company
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“It is very competitive out there, so
having the best people really does make the
difference,” Richards says.
To that end, the company employs
two technician trainers who train
other technicians on the new machine
technologies. This approach gives
the company a broader reach into the
talent pool, allowing it to train up lesser
skilled candidates, but it also provides a
differentiating advantage.
“That’s become one of the big things
over the last 15 years or so, because the
equipment has changed quite a bit,”
Richards says.

SMART MACHINES
One of the more dramatic ways that
equipment has changed is with the
introduction and refinement of intelligent
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machines. Komatsu, a line Columbus
Equipment has carried since 1975, was
the first to fully integrate machines
with intelligence. It is also Columbus
Equipment’s main product line.
“Our competitors are trying to catch up,
but Komatsu was first to market with it, so
they’re really leading the parade,” Richards
says. “And that’s really where we’ve got a
good advantage over others.”
Intelligent machine control, or Smart
Construction, enables those who aren’t
highly skilled equipment operators to
perform work that would otherwise require
years of accumulated skill and knowledge.
A preloaded map — a GPS-driven, 3-D
instruction set — guides the machine’s
work, helping it grade slopes accurately
and in the exact spot on the jobsite that it
should be, for instance.

“It’s opened us up to new customers
that might not have considered Komatsu
equipment before, that might have been
ingrained with another manufacturer or
another dealer,” Richards says. “It’s opened up
opportunities that we haven’t had in the past.”
While its sales are getting a boost
through Smart Construction, Columbus
Equipment’s strongest-performing division
is rentals, especially in the oil and gas
sectors. Those customers come from oil
and gas states such as Texas, Oklahoma
and North Dakota to work in Ohio’s
shale fields.
“They’re only here for six months, or
12 months at the most, so they’re renting
them for that time frame, finishing the job,
sending the equipment back and going
home. That’s really spurred our rental
activity,” Richards says.

EMPLOYEE BUY-IN
All that work is keeping its 220 employees
at its 10 customer-serving locations
around Ohio, its main territory, busy. So
Columbus Equipment, as it searches for
new talent to help it keep up with demand,
is implementing programs that help it
retain employees. One way it does that is
through its stock purchasing program.
“We are not employee owned. We’re not
an ESOP. But we allow employees to buy
stock in the company,” Richards says.
After a year of employment at the
private company, employees have the
opportunity to buy stock at that year’s
share price. Buying in gets employees
invited to the annual stockholders’ meeting
and provides an incentive to work hard,
as helping the business perform well can
positively affect their investment.
Employees can buy as much stock as
they’d like and sell at any time. After the
company’s fiscal year ends on March 31,
the auditor returns results, and the stock
price is set for the next year.
Another way Columbus Equipment
attracts and retains employees is through
its employee benefits package — health
insurance, vision, dental and life. For that,
the company turns to The Fedeli Group.

TAKING ON RISK
This past year, Columbus Equipment
moved its insurance plan from a traditional
plan to a self-funded one.
“That was a big deal for us,” Richards
says. “We’ve never been self-funded before.
This year is our first self-funding renewal,
which has been totally different than the
fully insured renewals in the past.”
Not only is the move to being selfinsured complex, it also brings with it risk.
“As a company, we’re pretty risk-averse,

pretty conservative on just about everything
we do,” Richards says. “So for us to take
the chance of going self-funded where, if
we had a really bad year and a lot of people
had major issues, that could be pretty costly
to us. That’s a scary proposition.”
So far, the move has paid off, and the
company ended its first self-funded year in
good fiscal shape.
“We’re pretty much right on our
forecast,” Richards says. “That gives us
some more flexibility with the insurers.”
He says being self-funded gives The
Fedeli Group leeway to work with insurers
in ways that couldn’t otherwise be done.
“I think we’re able to get more
information, and The Fedeli Group is
going to be able to populate its database
and help us with wellness initiatives that
we really haven’t worked on to date,” he
says. “It’s going to let us be more flexible in
what we can offer down the road.”
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“How can we be more efficient? How can we do what we do
better? How can the customers feel that we really do care and
that we are blessed to have the relationships that we do?”
– Jeff Richards, General Manager,
Columbus Equipment Company

GUIDING HAND
Richards says the move into a riskier selfinsured program was made easier because
The Fedeli Group provided his company
with a great team that he heavily relies on
for guidance. Leading that team for The
Fedeli Group is Chief Consulting Officer,
Andre Lukez.
“Andre has been wonderful,” Richards
says. “He’s been a breath of fresh air for us.
He’s on top of things. He follows up on
everything. He’s very detail oriented, and
he’s very numbers oriented, which means
he speaks with our CFO really well. He
speaks his language, and that has worked
out great.”
Mary Gonsowski, a client advisor with
The Fedeli Group, is also part of that team.
“She has been the go-to person for us
for several years,” Richards says. “She does
a lot of the heavy lifting and makes sure
we’re doing everything we’re supposed to
do. Without Mary, we’d be in big trouble.”
While Lukez is the lead on the account,
covering the high-level aspects, Gonsowski
handles the day-to-day, nuts and bolts
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problem-solving on employee claims, helps
with forms that need to be filled out and more.
“She’s my go-to when I need help,”
Richards says. “She does everything.”
He says The Fedeli Group has been
there every step of the way to guide the
company through the risks of being selffunded, which gave him the confidence to
step in to the unknown.
“I don’t think we would have been selfinsured if The Fedeli Group hadn’t been
there,” says Richards.

BACK TO ITS ROOTS
While Columbus Equipment is looking
ahead to what else it can offer employees
to strengthen their relationship, the
company is also looking back to the
fundamental principles laid down 66 years
ago by founder Willis “Bill” Early.
“We want to really focus on some of
the things that our founder put forth and
work on training our employees to exceed
our customers’ expectations,” Richards
says of the company, which is run by
President Josh Stivison, great-grandson of

the founder. And with five members of the
family playing roles at the company today,
the family retains majority ownership,
creating a strong connection to the past
and those fundamental principles espoused
by the founder.
Columbus Equipment will roll out
initiatives that focus on what got the
company to where it is today, digging deep
to learn what its customers expect and how
it can go one step better.
“We’re having good years — the
numbers are fine — but what can we do
better?” he says. “How can we be more
efficient? How can we do what we do
better? How can the customers feel that
we really do care and that we are blessed
to have the relationships that we do? We’re
just saying, ‘I think we can do these things
better. How do we do that?’ And I think
going back to our roots is going to help us
do that.”
He says that as Columbus Equipment
identifies where it can continue to improve,
its relationships with its people and its
clients will continue to improve, as well. v

DIVISIONS OF LABOR
At Columbus Equipment Company, the services, sales, parts and rentals company has projects in
every industry it serves. Here’s a breakdown of the company’s divisional approach to the market.
CONSTRUCTION: This
covers mainly heavy
highway — the equipment
you see shaping the
country’s roads. It’s in
this division that its line
of Komatsu intelligent
machines is performing
well.
MINING: This includes coal
and quarry work in which
rock, sand and gravel are
dug up. It’s a division that’s
doing well because all
that aggregate feeds the
construction industry.

PAVING: This includes
asphalt pavers and mills.
After roads are built, this
equipment helps maintain it
by laying down a new coat of
asphalt.
LIFTING: This involves cranes.
It serves companies that
do bridgework, windmills
— anything that’s tall. For
example, one of Columbus
Equipment’s customers
does a lot of work at Cedar
Point setting up roller
coasters.

ENVIRONMENTAL: This
includes wood chipping,
grinding and rock crushing,
and material handling
and screening. It’s a new
division that is doing really
well, in part because of a
demand for mulch.
COMPACT: This covers
miniature equipment, such
as mini-excavators, skid
steers and track loaders.
This division serves
landscapers and other
users of small equipment.
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Community

Breaking the

PATTERN

YWCA Greater Cleveland celebrates 150 years of empowering
women and eliminating racism

E

BY BROOKE BILYJ

stablished in 1868 as the seventholdest YWCA in the country,
YWCA Greater Cleveland is
celebrating 150 years. Committed
to a mission of “empowering
women and eliminating racism,” the
nonprofit has been at the forefront of
women’s rights and civil rights movements
throughout its history.
Today, YWCA Greater Cleveland stays
responsive to the community’s needs with
programs that not only serve women, but
also men, children, young adults and families.
The organization provides initiatives that
address homelessness prevention, early
childhood education, youth services, racial
justice, leadership and inclusion.
Its President and CEO Margaret Mitchell
says The Fedeli Group is a proud supporter
of YWCA’s mission. It also is a valued
partner that provides guidance for the
organization’s employee benefits program.

Seven years ago, Mitchell was recruited to
the YWCA as a change agent to energize
the organization’s strategic vision. Today, she
is transforming the nonprofit’s programs,
ushering in new growth opportunities and
stabilizing its financial health.
Several months before Mitchell arrived,
the YWCA opened Independence Place
in its downtown headquarters at East
40th and Prospect. Independence Place
offers 23 permanent supportive housing
units specifically for people ages 18 to
24 who are homeless, many of whom are
transitioning out of foster care. The facility
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TARGETING HOMELESS YOUTH

builds on the success of YWCA’s Nurturing
Independence and Aspirations (NIA)
program. This trauma-informed system of
care allows coaches to connect youth with
education, employment, housing, health
care and community engagement after
leaving foster care.
Studies have shown that 24 percent of
young adults become homeless within four
years of leaving foster care. But in 2016,
after five years of operation, 85 percent of
Independence Place residents maintained
positive transitions into the community.
Only 3 percent returned to homelessness.
“We’ve been able to create outcomes
that are better than the national average,”
Mitchell says. “The overwhelming majority
of young people we work with achieve and
maintain self sufficiency. We’re really excited
about the number of young people who
were formerly homeless who are stepping
into the workforce and higher education.”

She says that this multigenerational
approach has been key to the program’s
success.
“Over the past four years, less than 6
percent of the families involved in our
preschool have returned to homelessness.”

SERVING CHILDREN AND FAMILIES

SUPPORTING GROWTH

Under Mitchell’s leadership, YWCA Greater
Cleveland has transformed its traditional
preschool into an innovative Early Learning
Center serving homeless families with
children ages 3 to 5. Leveraging a traumainformed therapeutic model, the Early
Learning Center exceeds state licensing
requirements. It has earned a five-star rating
from Ohio’s Step Up to Quality program.
YWCA’s Early Learning Center works
with both children and their parents
and families, who are homeless or have
experienced significant trauma. Because
children thrive in stable families, it’s
important to support the entire family’s
self-sufficiency to foster each child’s success,
Mitchell says.
“We’re the only trauma-informed
preschool (in the country) with a focus on
two generations, both the child and the
parent,” Mitchell says.

On May 1 this year, YWCA Greater
Cleveland took over operation of the Norma
Herr Women’s Center. This Cleveland
emergency women’s shelter serves women
ages 18 to 80 who are temporarily homeless.
“We are excited to be stepping into this
new endeavor and honored to be able to
support Cleveland’s most vulnerable women
by helping them move into self-sufficiency,”
says Mitchell.
The new addition represents huge growth
potential. Previously, the organization served
about 290 individuals in a given year. In the
month of May alone, the women’s center
welcomed 190 women on average each night.
The addition doubled the size of the
agency, bringing YWCA’s headcount to
about 60 full-time employees. To handle
that growth internally, the YWCA relied on
guidance from The Fedeli Group.
“Fedeli has been a great partner in helping

us think through the issues that come with
rapid growth,” Mitchell says. “They’ve been
onsite and supportive as we onboarded
30 new staff members within a four-week
period. Fedeli offers such personalized
service, not only to me and the leadership
team, but also to every single employee.
When you’re a small organization, that is a
huge benefit.”
Besides consulting the YWCA about
employee benefits, The Fedeli Group
supports the organization’s events. Those
include the Women of Achievement awards
luncheon — the YWCA’s largest annual
fundraiser — and the Circle event in the fall,
a fundraiser focused on services for young
people who have aged out of foster care.
“Fedeli has helped us enhance our
benefits. As a result, it creates a staff culture
of employee engagement and retention,”
Mitchell says. “Our people work with
vulnerable populations and work through
significant trauma. It’s important that we’re
focused on supporting our staff to ensure
that their needs are being met so they can
focus on the work at hand.”
By offering ongoing support and employee
benefits expertise, The Fedeli Group supports
and empowers the YWCA’s mission. v

www.thefedeligroup.com u 21

Giving Back

CLEVELAND CLINIC

Children’s Gala
Event inspires, entertains and
raises $1.6 million
More than 700 guests came together
at the Hilton Cleveland Downtown
Hotel on May 12th to celebrate the 28th
annual Cleveland Clinic Children’s Gala,
presented by the Cleveland Cavaliers.
The event raised nearly $1.6 million to
advance innovative pediatric research
and enhance world-class patient care.
This year’s gala recognized two
Inspirational Courage Award recipients
— Tye’rell Simpson, 6, of Cleveland,
and Jack Sparent, 14, of Concord
Township. Tye’rell was born with a heart
defect called aortic atresia and has
faced multiple open-heart surgeries,
suffered a stroke and faced other
medical challenges. Jack was diagnosed
with Guillain-Barre Syndrome, a rare
neurological disorder causing weakness
and loss of reflexes which can severely
limit bodily movement and function. In the
face of adversity, these two young men  
have shown remarkable resilience and
were honored for their courageous spirit.
The event was hosted by Fox 8 anchor
Stefani Schaefer and co-chaired by
Lorraine Dodero and Umberto Fedeli,
president and CEO of The Fedeli Group.
Special guests included musical group
The Modern Gentlemen, the Clevelandbased Contemporary Youth Orchestra
and vocalist Eva Janigian, 15, a former
Cleveland Clinic Children’s patient.
Next year’s event is Saturday, May 4, 2019,
at the Hilton Cleveland Downtown Hotel.
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The Modern Gentlemen perform
at the Cleveland Clinic Children’s
Gala on May 12, 2018.

Inspirational Courage
Award recipient Jack
Sparent, 14, of Concord
Township, is pictured with
his parents, Jacque and
Bob Sparent.

Eva Janigian,
15, a former
The
27th annual
gala took place at Hilton Cleveland
Cleveland
Clinic
Downtown
Hotel on May 6, 2017. The Courage Award is
Children’s
presented
annually at the gala to honor young patients who
patient, performs
have bravely
graciously faced overwhelming adversity.
at theand
gala.

Governor Mike
DeWine and wife
Fran DeWine
pose with event
co-chair Umberto
Fedeli.

Dr. Ron Ross, Helen Ross, Julia Pollock and Larry Pollock
were among the more than 700 guests at the event.

Tye’rell Simpson, 6, of Cleveland, was recognized with
an Inspirational Courage Award at the Cleveland Clinic
Children’s Gala. Tye’rell is pictured with his parents,
Paul Simpson and Deshonna Minor.

Dr. Toby Cosgrove and
Breanna Sprenger, one
of the 2017 Courage
Award winners

Breanna Sprenger, a 2017 recipient of
the Inspirational Courage Award, and
Stefani Schaefer enjoy an evening at the
Cleveland Clinic Children’s Gala.
Charlie Ross, center, attended the gala with
his parents, Steve and Ellen Ross.
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Associate Recognition

Finding a home at The Fedeli Group
Alex Mechling makes an immediate impact in his new role

A

lex Mechling’s new position
as senior vice president of the
employee benefits division
at The Fedeli Group has
been everything he hoped
for and more. Joining the company in
April, Mechling began his career at
UnitedHealthcare, the nation’s largest health
insurer and No. 5 on the Fortune 500.
At his previous job, he cultivated a
reputation for establishing strong relationships
and building innovative benefit strategies.
“At UnitedHealthcare, roles were very
specialized due to the size of the company.
To leave that situation and come to The
Fedeli Group, where your ability to make
an impact is dynamic and you’re encouraged
to jump in and take ownership, has been
wonderful,” Mechling says.
In his new role, Mechling is wearing a
number of different hats, something he
views as one of the most attractive aspects
of coming to The Fedeli Group. As a
lawyer, he thrives in situations in which he
can apply his education and experience in
new and unique ways.
“It’s been really wonderful to come here
and observe how people are unafraid to
improve and embrace growth — to think
about how we take what we do really well
and make it even better,” he says. “To be
welcomed into that process right away
is something I’m thankful for, and I feel
privileged to be part of it.”
As part of his responsibilities, Mechling
is helping existing clients design
strategies to meet their needs and identify
opportunities to work with new clients
both for himself and in a supportive
role for other employees. He’s also been
encouraged to share his perspectives
with the leadership team for improving
procedures, tackling challenges and finding
new ways to deliver value.
“That sort of collaboration — how do
we improve strategically, become better,
become stronger and push ourselves forward
— we’re all involved with that, in a lot of
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Nick Fedeli,
Alex Mechling and
Andre Lukez

respects,” he says. “Our commitment to our
clients and their needs is what makes being
part of The Fedeli Group so rewarding. We
are here to serve. Nothing is more gratifying
than delivering results for those we have the
privilege to call our clients.”
Mechling’s future at The Fedeli
Group holds many possibilities, from
expanding and improving new and
existing relationships to aiding in updating
and streamlining the employee benefits
experience. And as he thrives in his new
role, he will continue to refine and grow
his expertise. v

“It’s been really wonderful
to come here and observe
how people are unafraid to
improve and embrace growth
— to think about how we take
what we do really well and
make it even better.”
– Alex Mechling,
Senior Vice President,
Employee Benefits Division,
The Fedeli Group

ABOUT ALEX MECHLING
Alex Mechling grew up in Columbus, but after nine years in Cleveland,
he can’t imagine living anywhere else.
“This is home for me, but I am, before anything else, an Ohio State
Buckeye fan. I love the Browns. I love the Indians. I love the Cavaliers.
But Ohio State is first,” he says.

Insurance

State of Property and Casualty Market
Last year marked the second straight year the
insurance industry realized a combined ratio above
100 percent. A combined ratio above 100 percent
means that premiums collected were inadequate to
cover claims, reinsurance costs and insurer overhead.
In fact, the 2017 combined ratio of 103.7 percent
marks the second-worst combined ratio since 2002.  
Soaring catastrophic claims (CAT-claims) related
to hurricanes, earthquakes and wildfires, as well
as a continuing trend of increased frequency and
severity with auto claims, has caused the spike in the
combined ratio. While both investment income and
realized capital gains rose in 2017, they were largely
offset by significant underwriting losses.
For the five major lines of business (Property, General
Liability, Commercial Auto, Workers’ Compensation
and Umbrella), the trend of modestly increasing
premiums for all-sized accounts has continued during
2018. Increases have been mostly due to relatively
steep increases in Commercial Auto premium rates,
while other lines saw very slight premium increases
or even remained flat. Workers’ Compensation rates,
in some instances, have decreased. We expect similar
trends through the remainder of 2018.

Pricing
While there has been a renewed focus toward
underwriting and pricing based on each policyholder’s
individual merits, overall industry results affect pricing
for all insureds.
The graphic below illustrates the general pricing
environment of insurance coverage since 1999.  
Despite the recent upswing in pricing, premiums have
cumulatively and over the long run increased at a slower
rate than inflation. Of course, additional lines of coverage
such as Cyber, along with widespread adoption of lines
such as Employment Practices Liability, add to the
overall insurance spend of a company.       
Hurricane season impact
In 2017, natural catastrophes resulted in record losses
for insurers. Insured losses from Harvey (Houston), Irma
(Florida) and Maria (Puerto Rico) will easily exceed $50
billion. In 2018, the most notable hurricanes, Michael
and Florence, will generate insured losses closer
to $10 billion. While natural disaster frequency and
magnitude are significant influences on premium pricing,
particularly long term, we expect that for 2019 financial
market volatility and its impact to insurer return on
equity could be a more important factor. v

Most other lines of business, which
include Aviation, Crime, Cyber,
Directors and Officers, Employment
Practices, Fiduciary and Professional
Liability, are a mixed bag, from small
decreases (minus 1 percent to minus
3 percent) to small increases (plus 1
percent to plus 3 percent), indicating
a stable market. Lastly, while the
demand for Cyber coverage continues
to rise, many organizations fail to
properly assess their risk or coverage
options available.  
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In the Kitchen: With Mama Lucia and Lorry Fedeli

What’s COOK I NG?
As winter quickly approaches,
butternut squash risotto is
perfect for the cool weather.
Many shy away from risotto
because cooking this amazing
fare requires quite a bit of
attention. It’s certainly not a
quick meal, by any means, but
so worth your time! v

BUTTERNUT
SQUASH RISOTTO
Ingredients:

Instructions:

2 cups cubed butternut squash

Toss squash in olive oil and spread on a cookie sheet.

2 tablespoons butter or olive oil

Roast at 400 degrees for approximately 20-25 minutes.

½ onion, finely chopped

Melt butter (or oil) in a saucepan over medium heat and add onions.

1 cup Arborio rice

Cook and stir for approximately two minutes.

1/3 cup dry white wine

Then stir in rice, lower heat and continue cooking and stirring until rice is
translucent and begins turning a light brown, approximately five minutes.

5 cups warm chicken broth
¼ cup or so grated Parmesan
cheese
Salt and pepper to taste

Pour in white wine, cook, stirring constantly until just about evaporated.
Add ½ cup chicken broth and continue to stir until it has been absorbed.
Continue this process until risotto is creamy, at least 20 minutes.
Add squash.
Once risotto is fully cooked, add Parmesan cheese, salt and pepper.

buon appetito!
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Crowne Centre
5005 Rockside Road, Fifth Floor
Independence, OH 44131
www.thefedeligroup.com

Our mission is to help clients protect assets and
enhance employee outcomes through the delivery of
exceptional risk management and employee benefit
consulting services and products.

