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My UAHU Associates,

As chair of this year’s UAHU Education Symposium, I 
selected “Successfully Navigating through Change” as the 
symposium theme. The impressive speaker lineup includes 
our own National Association of Health Underwriters 
CEO, Janet Trautwein, as the main platform speaker. 
Janet has testified many times in front of Congressional 
Committees, where she is well-respected. She has great 
access to our lawmakers and the White House. Greg 
Paulsen, Intermountain Health Care’s Senior Vice President 
of Strategic Planning, will be the second speaker. A third 
speaker will be announced later. All this will be happening 
at the Salt Palace on Thursday, May 19th. We will also play 
golf the day before, on Wednesday, May 18th, at Layton’s 
Valley View Golf Course. Be sure to mark your calendar for 
both events. 

Registration for the symposium and the golf tournament 
will be available online beginning March 1st. There will be 
a link to the Regtix registration site on the UAHU website at 
www.uahu.org 

Let me take this opportunity to thank Salt Lake Chapter 
President, Lloyd Coleman, for designing our new website. 
Lloyd has an artistic eye, and the website’s new look is very 
appealing. We are adding new content all the time, so visit 
the site frequently for the latest information. 

On January 26th, our association held our annual “Day 
on the Hill” event. About sixty UAHU members met with 
our state legislators under favorable conditions in the 
rotunda of the State Capitol Building. While there, we 
ate, discussed state legislative issues, and talked about 
how they affect Utah residents — our clients and the 
legislators’constituents. It was a very productive evening, 
but we’d love to see more of our members participate. This 
is a positive event where relationships of trust are created 
and strengthened. These relationships become crucial when 
our lawmakers are considering issues that are vital to our 
industry. As Senate President Mike Waddoups told a group 
seated with him at a table, we are very welcome because 
the meal we provide “saves legislators from having to go 
downtown to get a meal prior to the Governor’s State of 
the State Address,” and the lawmakers enjoy the interaction 
with our membership. This is an easy way to connect each 
year and to establish ourselves as a resource for answers to 
health care issues concerning the State of Utah.

In the middle of February, hundreds of members of NAHU 
will descend on Washington D.C. for the 21st Annual 
Capitol Conference. About a dozen members of the UAHU 
State Board, including me, will attend. While there we will 
also meet with Senators Hatch and Lee and Congressmen 
Bishop, Chaffetz and Matheson. The House has repealed 
PPACA, but it is likely the Senate will not vote to repeal. 
However, changes are still possible. With all the discussion 
surrounding health care, it is imperative that we show 
support for those who are working to help us remove the 
burden being placed around the necks of the American 
people. NAHU members will meet with national legislators 
who need guidance when explaining why the changes to 
our health care system are not in the best interest of the 
people of the United States of America. We hope they will 
listen!

There is much unrest and uncertainty in our industry, 
but this is not anything new. I have found that the only 
certainty in this world is CHANGE! The main thing is to stay 
positive and continue moving forward as health-insurance 
providers. With that in mind, we each fulfill tasks and 
services providing some form of health insurance, such as 
medical, vision, dental, disability, and life. The need for our 
rapid response to change reminds me of an old nursery 
rhyme: “Jack be nimble, Jack be quick, Jack jumped over 
the candle stick.” We need to be nimble as we respond 
to the regular changes we face today. Whatever we do in 
providing valuable service to our clients and friends, the 
greatest service we can provide lies in being genuinely 
interested in them, and assisting them in understanding 
and receiving value from their insurance benefits.

In conclusion, here is some great news. We express sincere 
appreciation to Lyn Kendrick, who has graciously accepted 
the position as President of the Southern Utah Chapter 
of Health Underwriters. They held their first meeting on 
January 27th in St George and had 18 people in attendance. 
They will be having regular meetings the 4th Thursday of 
each month at 9:00 A.M. Kudos to you, Lyn, and all who 
supported and attended that event! Yahoooooo!!!

UPCOMING EVENTS 
FOR UAHU

By Richard Broadbent, Chairman for the UAHU Symposium
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Don’t Underestimate the  
Importance of What We Do
by Susan Morgan, Staff Writer

The Fine Art of Where to Cut Costs

The U.S. economy has had its highs and lows in the last few 
years, but the lows have definitely been more frequent than 
the highs. When business owners and 
managers sit down each month to look at 
their income statements, it may well be that 
they’ve also seen a steady decline over time, 
and that they’ve been forced to be creative 
about cutting costs. If they offer cable in a 
customer waiting room, maybe they’ve cut 
it back to a basic package. They may get rid 
of one or two phone lines; they may have 
decided to let some of their employees 
share a job. They have probably been able 
to improve their financial situation, but it 
still might not be enough. As a result, maybe 
they think they can’t afford to offer benefits to their employees. 
After all, they might think that skipping benefits entirely, or 
cutting back on them, is an easy way to save their company’s 
money in an uncertain economy. 

This is one situation where employers need to look at the job 
they are offering as an employee, and not as a boss. Are the 
managers worried about retirement, maintaining their health, 
or dealing with medical emergencies? Their employees are 
worried about exactly the same thing. Knowing that they have 
some good safety nets in place is as important to employees 
as it is for management. If management gets rid of the safety 

nets, they should expect employee morale (and motivation) 
to decrease. And if they’ve never even put those safety nets 
in place, it’s going to add some layers of difficulty when the 
managers are looking for that great hire. 

Great Employees Are Hard to Find

Everyone knows it’s a buyer’s market for employers right now. A 
lot of people want to find a good job, and most companies — 
assuming they survived the Great Recession, and even if they 
are now hiring —are still understandably cautious about adding 
to their overhead costs. 

 The Importance of What We Do - continued on page 10

Are the managers worried about 
retirement, maintaining their health, 
or dealing with medical emergencies? 

Their employees are worried about 
exactly the same thing.
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By Alan Katz

The Plot Will Thicken

The folks over at American Health Line are doing a series 
of guest posts discussing health policy developments 
over the the past year and what’s likely to happen in 
2011. I was honored to be asked to participate and my 

contribution was posted today. Entitled “The Plot Will Thicken” 
it expresses my viewpoint that health care reform will continue 
to evolve over the next few years and especially in 2011. This 
doesn’t mean that every change will be for the better (which 
is an easy prediction to make since, depending on your 
perspective, what is “for the better” may be “for the worse.”) 
But it does mean what we think the Patient Protection and 
Affordable Care Act will do may not be what it actually does.

One reason is that the impact of the PPACA will vary to a 
significant extent by where you live and work. This aspect of 
the health care reform package hasn’t received a great deal of 
attention. While the PPACA is a federal law (two laws if you’re 
being technical — HR 3590 and HR 4872) state regulators 
and lawmakers will be responsible for its implementation. 
For example, Congress requires each state to have a health 
insurance exchange up-and-running by 2014 or have the 
Department of Health and Human Services run one for them. 
In the health care reform package they described in broad 
terms what those exchanges are supposed to do and how 

they’ll operate. The operative word here, however, is “broad.” 
States will determine whether all health plans will be eligible 
to participate in their exchanges, the role of navigators and 
brokers, the ability for consumers to enroll directly with a 
carrier directly through the exchange, and a lot more.

What the states decide on these questions will vary 
considerably. In California we’re seeing a push for a heavy 
government-hand in the marketplace.  In other states the 
exchanges are likely to have a lighter touch, adopting the 
role of an information resource rather than negotiating with 
carriers. Regardless of the approach, the states will comply 
with federal requirements, but their impact on the market and 
stakeholders will vary considerably.

Another reason the Patient Protection and Affordable Care 
Act will continue to evolve is the political reality that the 
Congress convening in 2011 is far different from the Congress 
that passed HR 3590 and HR 4872 in 2010. The impact of 
Republican gains — at both the state and federal levels — 
cannot be ignored. Nor can the shadow that is already being 
cast by the 2012 presidential election.  

The new Republican majority in the House of Representatives 
will try to repeal the PPACA and they will fail, but that doesn’t 
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about their own health and well-being. That leads to better outcomes for our 
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mean they will be unable to influence how the reforms are 
implemented and interpreted. And it doesn’t mean Congress 
won’t attempt to modify aspects of the law. Doing so will not 
be easy, but that doesn’t mean it’s an impossible task.  We’re 
already seeing strong bi-partisan support for changing 
some elements of the law, for example, the 1099 reporting 
requirements. As more of the burdensome elements of the 
law become apparent the greater will be the pressure to 
make adjustments.

Then there’s the changes to the PPACA the courts may 
require. The judge in Florida hearing a suit brought by 20+ 
state attorneys general is likely to throw out the individual 
mandate contained — and he may find the entire law is 
unconstitutional. From a legal perspective this will be a non-
event (except for providing a lot of lawyers the opportunity 
to appear on cable news channels). Other judges will uphold 
the law (and some already have). The Supreme Court will 
ultimately decide both of these issues. What will matter is 
the wind this decision will put in the sails of those seeking to 
amend the PPACA.

To assume that the law as we understand it today will remain 
as is over the next few years is to ignore the dynamic nature 
that is legislative and political change. Laws as complex and far-
reaching as the PPACA are not set in stone. To be fair, they’re 
not set in sand either. They’re set in something more closely 
approximating Silly Putty. (Sorry, I couldn’t resist that one).

Even in California, one of the states that seemed immune 
to the conservative wave that swept across the rest of the 
country in the recent election, health care reform will evolve. 
There has been widespread concern among California brokers 
concerning their implicit exclusion from the exchanges. One 
reading of the law is that unlicensed navigators will perform 
the role of counseling consumers on the best health plan for 
their unique needs. Yet the board charged with running the 
exchange may realize the short-sightedness of this approach. 
I’m not saying they will. And until we see who is appointed to 
the board I wouldn’t bet on things getting better. Regardless, 
there will be a lot of folks (including CAHU and myself ) 
working hard educate the exchange board, lawmakers and 
regulators concerning the value of brokers and how we can 
help achieve the shared goal of making health care coverage 
more affordable and accessible to Californians. Whether this 
effort will succeed remains to be seen — and its success if far 
from certain.

That health care reform will evolve doesn’t mean that 
brokers, providers and carriers (to name just a few of the 
groups impacted by the PPACA) should simply sit back and 
wait to see what happens. Brokers, for example, need to 
examine their business strategies, recognize that their world 
has changed and begin the process of adapting to it. Some 
readers of this blog (and we’ll no doubt hear from them in 
the comments section, below) are convinced that brokers 
specializing in the sale and service of individual policies 
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are doomed to extinction and no amount of changes in the 
PPACA will change them. Given that reasonable people can 
disagree, others have expressed their intent to diversify into 
other product lines or market segments, but to continue to be 
fully engaged in the individual market.

How individual brokers (or physicians or carriers) respond to 
the changes resulting from implementation of the Patient 

Protection and Affordable Care Act will depend on their 
tolerance for risk, their ability and willingness to adapt, 
the nature of their current business, the state or states 
they operate in, and the like. What’s important for all of us 
to recognize, however, is that we need to keep an eye on 
those changes resulting from implementation of the Patient 
Protection and Affordable Care Act. Because the changes will 
be changing, too.

Alan Katz is the  principal of the Alan Katz Group. Founded in 2007, the Alan Katz Group LLC  offers 
clients consulting, public speaking and research services with an emphasis on health insurance, sales 
strategies and public policy. Alan Katz has deep experience in sales and in the health insurance industry. 
He has been an independent agent, led one of the nation’s largest employee benefits general agencies, and 
served as a Senior Vice President of WellPoint, the nation’s largest commercial managed care company 
At WellPoint, Alan led the individual and small group sales organization and championed their online 
distribution strategy. His work on managing sales channel conflict was cited by Sales and Marketing 
magazine when, in 2000, it named WellPoint one of America’s Top 25 Sales Teams. He is a past president 
of both the National and the California Association of Health Underwriters (Health Underwriters is the 
leading trade associations for health insurance agents and other professionals). In 2003 Alan received the 
Harold R. Gordon Memorial Award as NAHU’s Health Insurance Person of the Year. He was named CAHU 
Member of the Year in 2000 and, for an unprecedented second time, in 2007. This article was most recently 
posted on Alan Katz’s blog www.AlanKatzWordPress.com and has been reprinted with permission.   



10

E x t raordinar y Ser vice for  E x t raordinar y Members .

www.uahu.org

But the truth is, even in a buyer’s market, it can be hard to 
find good people. The kind of people businesses want to hire, 
the ones who will be an asset and help build or rebuild an 
organization, are likely to have choices because they (and their 
talents) are a rare commodity in any market. And these same 
talented people are also going to be smart enough to judge 
whether what they’re being offered is a mediocre deal or not. To 
attract and keep top talent, businesses have to offer potential 
employees the best deal they can. 

That best deal doesn’t just mean offering a fist full of money to 
the people they want to hire, although prospective employees 
are certainly going to know what the going rate is in a 
geographical area. What it does mean is that business owners 
will increase their chances for success if they can offer good, 
solid benefits along with a reasonable salary. 

Advantages of Benefits

Benefits aren’t just good for employees, though. Benefits help 
the business owner as well. 

•	 Health	 care	 tax	 credits:	 A	 business	 can	 reduce	
its tax liability because of the tax credits it gains 
when it offers healthcare plans to its employees, 
including benefits like dental care or life insurance. 
The employees benefit because most 
healthcare programs are paid for us-
ing pre-tax money, which means that 
premiums are deducted from the 
gross, and federal and state taxes are 
calculated on the remainder. Every-
one appreciates lower taxes. 

•	 Retirement	tax	credits:	Business	own-
ers will want to talk to someone with 
specialized knowledge about taxes, 
but the retirement plan they offer can 
give them tax credits, too, if they pick 
the right one. 

•	 Packaged	benefits:	Even	if	a	company	is	not	able	to	
pay top salaries to its employees, a good employee 
benefit package can go a long way toward show-
ing people that the company is willing to invest in 
them and their well-being. There’s no rule that says 
an employer can’t give people information about 
what their benefits will cost during conversations 
about their salary. If a company manager does talk 
with employees about salary in terms of the worth 
of the entire package that the company can give 
them, then the chances are good that employees 
will appreciate the benefits, and the company, 
more than they would have otherwise. 

•	 Reduced	turnover:	The	most	desirable	benefit	that	
people are looking for today is no surprise: medi-
cal insurance coverage. Many people will stay with 
a particular company because of the insurance 
alone. One fourth of all Americans say that they, 
or someone in their immediate family, would 
have quit a job, or retired, if it weren’t for receiv-

ing health insurance benefits. Of course, managers 
want to give employees other reasons to stay as 
well, but it’s always a good idea to give employees 
some additional motivation. 

Disadvantages of Cutting Benefits

If business owners aren’t convinced about offering benefits yet, 
maybe they need to look at some of the consequences they 
might experience if they decide against benefits.

•	 Recruiting:	People	do	care	about	benefits.	A	survey	
conducted in 2004 indicated that eight out of ev-
ery ten people currently working in the U.S. look 
seriously at employee benefits when they evalu-
ate a potential job. In fact, most Americans think 
health insurance is the most important benefit that 
can be offered them by an employer. If a company 
doesn’t offer benefits, especially health insurance, 
then people won’t look for a job at that company 
unless they have some strong, motivating reason 
to counterbalance the lack of benefits. The best 
candidates, the ones with alternative job options, 
will immediately decide to look elsewhere. 

•	 Time	 off:	 Everybody	 needs	 a	 day	 off	 now	 and	
again. Good companies recognize this and culti-
vate an atmosphere of cooperation and mutual 
good will by offering a reasonable policy for emer-
gencies and sick leave. If managers ignore the fact 

that their employees are people, not automatons, 
and if managers don’t have any policy to accom-
modate employee needs, who will want to work 
for them? Nobody wants a no-time-off policy, so 
managers shouldn’t force one on the people who 
work for them. People appreciate being treated 
well. People with benefits (even modest ones) 
report greater job satisfaction than people with-
out. The employees are happier, are more likely 
to show up every day, do a good job while they 
are there, and will be more likely to think their job 
is worth keeping. In contrast, companies with-
out benefits report having bigger problems with 
unhappy employees who are frequently absent, 
don’t do a good job, and are more prone to quit. 

 The Importance of What We Do - continued from page 5

 The Importance of What We Do - continued on page 18

The kind of people businesses want to 
hire, the ones who will be an asset and 
help build or rebuild and organization, 

are likely to have choices because 
they (and their talents) are a rare 

commodity in any market.
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26th Annual Education Symposium
Successfully Navigating Through Change

Wednesday, May 18th Valley View Golf Course in Layton

Thursday, May 19th Salt Palace Convention Center, Salt Lake City

Presenters

Janet Trautwein, CEO National Association of Health Underwriters

Greg Paulsen, Senior Vice President Intermountain Healthcare

Third Speaker to be Announced

Individual online registration will open March 1st. 

EVENT SPONSORSHIPS AVAILABLE

Three sponsorship levels: 
•	 Premier
•	 Superior
•	 Supporting

Golf Hole sponsorships and booth space  are also available. 

For details call or email Martine Smith @ 801.554.7670  martine.smith@comcast.net 

Sponsor and Exhibitor Registration is open at http://www.regtix.com/event/2011salessymposium.htm

Save the Date!

Annual Ethics Seminar
Wednesday, March 30, 2011

9 am-1 pm

3 hours CE Credits!

Presenters:  Jennifer Cannaday & the RBCBS Fraud Team

Where: Intermountain Medical Center Doty Family Education Center, 5121 S. Cottonwood St, Murray, UT 84157

When: Check in at 8:30 am

Cost: UAHU $75; Non-UAHU members $100

Breakfast OR Lunch will be included

Online registration link will be available after February 1

Go to UAHU’s newly redesigned website @ www.uahu.org
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can do more than help your 
clients’ employees get healthy, 
it can help your business grow 
healthy. To learn more about 
UnitedHealthcare plans, 
call 1.877.233.0670 or visit 
uhctogether.com/west.

Start now. Visit uhctogether.com/west

©2010 United HealthCare Services, Inc. Insurance coverage provided by or through UnitedHealthcare Insurance Company or its affi liates. Administrative services provided by or through 
UnitedHealthcare Insurance Company, United HealthCare Services, Inc. or their affi liates. Health plan coverage provided by or through UnitedHealthcare of Utah, Inc. 
UHCUT499384-000



13

www.uahu.org

E x t raordinar y Ser vice for  E x t raordinar y Members .

Sales Symposium
Janet Trautwein, CEO 
National Association 
of Health Underwriters 
& Greg Paulsen, 
Sr. Vice President, 
Intermountain 
Healthcare — 
Successfully Navigating 
Through Change
Salt Palace Convention 
Center, Salt Lake City
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Salt Lake Chapter 
Wednesday, luncheon
— TBD

Central Utah 
AHU Chapter 
3rd Tuesday of each month
from 11:30 to 1:00 PM 
at Timpanogos Regional 
Hospital (750 W 800 N, 
Orem) in the Women’s 
Center.
Charge is $15.00.

13
April2011

Central Utah 
AHU Chapter 
3rd Tuesday of each month 
from 11:30 to 1:00 PM 
at Timpanogos Regional 
Hospital (750 W 800 N, 
Orem) in the Women’s Center.
Charge is $15.00.

Salt Lake Chapter  
Wednesday, luncheon
Mike Sontagg— Legislative 
Update
Intermountain Medical Center  
Campus, Doty Education Center

Salt Lake Chapter  
Ethics Seminar 
Wednesday,  
9:00 am – 1:00 pm
Jennifer Cannady & 
the RBCBS Fraud Team, 
Intermountain Medical 
Center Campus, Doty 
Education Center

15

23

March2011

UTAH ASSOCIATION OF HEALTH UNDERWRITERS
2011 LUNCHEON/EDUCATION SCHEDULE

Central Utah 
AHU Chapter 
3rd Tuesday of each month
from 11:30 to 1:00 PM  
at Timpanogos Regional  
Hospital (750 W 800 N,  
Orem) in the Women’s Center.
Charge is $15.00.
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REACH YOUR TARGET AUDIENCE 

AFFORDABLY
Find out how targeted advertising can produce real, 

measurable results for your organization.

ADVERTISE AND GET RESULTS

801.746.4003  | sophie@newslinkpps.com
Sophie B. Hanson, Advertising Sales
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better plan looks like? First, 
look at the health insurance 
company it comes from. Make 
sure they have the resources, 
dedication and commitment 
to address your clients specifi c 
needs. A good health plan 
can do more than help your 
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it can help your business grow 
healthy. To learn more about 
UnitedHealthcare plans, 
call 1.877.233.0670 or visit 
uhctogether.com/west.

Start now. Visit uhctogether.com/west
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24 Southern Utah 
AHU Chapter 
9:00 AM  
Alan Seegrist, UAHU Legislative 
Co-chair — Will address state 
and federal health issues at 
Knight Education Centerl  
300 E. 600 S., St. George, UT
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T H e  V O I C e  O F  I N D u s T R Y

i
mmigration is one of the hot-
test topics in the country today 
– whether on Capitol Hill or Main 
Street, U.S.A. While comprehen-
sive immigration reform is unlikely 
in the current economic and po-

litical climate, there has been a call for 
increased immigration enforcement. 
Arizona made headlines and polarized 
the country for its law requiring local 
and state law enforcement to determine 
the immigration status of individuals 
stopped for other offenses and detain 
them until they can provide identifi-
cation. New draconian state laws and 
federal law enforcement actions leave 
recruiters, managers and business own-
ers with responsibilities that can lead to 
severe civil and criminal penalties. Even 
if you don’t hire any foreign nationals, 
you may still be audited. 

Under President obama, immigration 
workforce enforcement has largely 
targeted employers, rather than 
workers, and depended on audits of 
company paperwork that is supposed 
to prove employees are working legally.  
reports of worksite investigations, 
criminal indictments and heavy-handed 
convictions of managers and executives 

are an indication that immigration-
related compliance will continue to be a 
hot topic for the remainder of President 
obama’s term. in fact, in its Strategic 
Plan for fiscal year 2010-2014, the U.S. 
immigration and Customs Enforcement 
(“iCE”)  listed employer compliance as its 
third highest priority. 

FORM I-9
The Department of Homeland Security 
(“DHS”) considers i-9 audits to be 
one of the most powerful tools the 
federal government has to enforce 
employment and immigration laws. in 
its continued effort to hold employers 
accountable for their hiring practices, 
audits, investigations and raids of 
employers across industries and the 
country are  ongoing – and they aren’t 

only investigating companies that hire 
foreign workers. Some say that with 
the tax base shrinking during these 
recessionary times, the government is 
looking for ways to raise revenue. i-9 
audits are a very effective means of 
raising revenue, since every employer in 
the U.S. has an i-9 obligation. 

All U.S. employers are responsible for the 
completion and retention of form i-9 for 
each individual they hire for employment 
in the U.S., including citizens and non-
citizens. on the form, the employer 
must verify the employment eligibility 
and identity documents presented by 
the employee and record certain identity 
document information on the form i-9. 

in the last year,  iCE announced the 
issuance of form i-9 Notices of inspection 
to nearly 2,000 businesses nationwide. 
The Notices of inspection require 
employers to allow iCE to inspect their 
i-9 forms to determine compliance with 
employment eligibility verification laws. 
While some companies were prosecuted 
for employing unauthorized workers, a 
number of companies, with completely 
legal workers, were fined, simply for 
not maintaining proper i-9 forms for all 
employees. 

From May through November 2009, 
ICE issued Notices of Intent to Fine 
(NIF) totaling $15,865,181! In New 
Jersey, after auditing 34 businesses, 

ICE issued Notices of Intent to 
Fine to 25 businesses a total of 
approximately $1.25 million. 
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T H e  V O I C e  O F  I N D u s T R Y

COMPLETELY LEGAL 
WORkFORCE –  

YET STILL FINED??
in May 2010, the government fined one 
company approximately $34,000 for 
not having i-9 forms for all employees -- 
even though the company did not have 
any unauthorized workers. According 
to the company’s general Manager, 
it was a family-owned business that 
employed mostly family members. 
Although the company did not employ 
any unauthorized workers, the company 
did not have all the required documents 
in place.

Another A six-person company, with 
no unauthorized workers, was fined 
approximately $4,400, for failing to have 
the proper form i-9 documentation for 
all of its employees.

Pointer: Review payroll lists and 
identify any active employees who do 

not have an I-9 on file. 

Even if you have form i-9s for every 
employee, if the forms are not completed 
properly, an employer may be held liable 
– even if the employee is a U.S. citizen! 

Verify Work Authorization, 
But Not Too Harshly

To further complicate the hiring process, 
improper corporate procedures in 
completing form i-9s may also result 
in liability. in April 2010, the Justice 
Department filed a lawsuit alleging 
that John Jay College fired a lawful 
permanent resident after rejecting her 
valid work authorization documents. 
According to the Justice Department, 
the employee provided John Jay College 
with her unrestricted Social Security 
Card and driver’s license for the purposes 
of employment verification. John Jay, 
however, required that she also produce 
her “green card,” even though the 
documents she had already produced 

were legally sufficient for a showing of 
employment eligibility. 

The immigration reform and Control Act 
of 1986 (“irCA”)  prohibits employers, 
both private and public, from imposing 
different or greater employment eligibil-
ity verification (i-9) standards, on non-
citizens as compared to U.S. citizens. Ul-
timately, the Justice Department settled 
with John Jay College, by the College’s 
agreement to pay over $23,000 in civil 
penalties and over $10,000 in back pay 
to a former employee. 

The requirements of irCA force 
employers to walk a fine line between 
ensuring proper verification of a lawful 
workforce and the anti-discrimination 
provisions of the law. Employers should 
provide i-9 training for all recruiters and 
employees that may have contact with 
applicants and new hires through the on 
boarding stage. 

Pointer: The only permissible question 
prior to an offer being extended and 
accepted is whether the candidate is 

authorized to work in the U.S. – though 
you can ask if the candidate will require 

visa/immigration sponsorship.  

WHAT’S A COMPANY TO DO ?
Businesses should take a proactive 
approach to ensure the employment 
eligibility and proper record keeping 
for their workforce is by performing 
regular, internal form i-9 compliance 
audits. Such a strategy will enable the 
implementation of uniform policies and 
procedures during the hiring process, as 
well as allow employers to better identify 
any necessary training for human 
resources professionals. Perhaps more 
importantly, conducting internal audits 
can significantly limit the extent of any 
fines imposed in the event of an external 
audit by the federal government  

Pointer: I-9 compliance is particularly 
important in the context of mergers 

and acquisitions.   

Employers may also want to sign up for 
E-Verify, an internet-based system that 
allows an employer, using information 
reported on an employee’s form i-9 
to determine the eligibility of that 
employee to work in the United States. 

industries with a significant foreign-
worker base could ward off potential 
liability by registering for E-Verify. 

Pointer: If your business has any 
contracts with the federal government, 

participation in E-Verify may be 
required. 

it’s clear that iCE will continue auditing 
i-9 forms to ensure that employers are 
complying with federal immigration 
laws. The few situations described above 
demonstrate the need for all employers 
to strictly comply with the verification 
requirements imposed by form i-9 – even 
smaller businesses with a workforce 
consisting exclusively of U.S. citizens. 
These examples also provide a wake-up 
call to those who believe that smaller 
companies who rarely recruit noncitizen 
employees are unlikely to be the direct 
target of an iCE investigation. Auditing 
your company’s i-9 forms before another 
round of Notices of inspection are 
issued is the best way to minimize your 
company’s risk for administrative fines. 
Employers should work with outside 
counsel to conduct an in-house i-9 
audit, review their i-9 forms, assess the 
company’s exposure for administrative 
fines, correct any errors and ensure 
proper training of personnel.

About the Author
Hany S. Brollesy, is Counsel with the 
law firm of Schwartz, Simon, Edelstein 
& Celso (SSEC). Mr. Brollesy, a 1994 
graduate of the georgetown University 
Law Center has practiced immigration 
law since 1998.  SSEC is one of New 
Jersey’s top and fastest growing firms, 
AV rated by Martindale-Hubbell and 
listed among New Jersey’s top 50 law 
firms by NJBiz magazine.  Mr. Brollesy 
heads the immigration Law practice 
at SSEC, representing clients across 
the nation. He can be reached at 
hbrollesy@sseclaw.com

Footnote to this article:
As this article went to print, ICE served 
500 hundred additional of Notices 
of Inspections (NOI) to companies 
throughout the United States on 
September 17, furthering the Obama 
administration’s focus on targeting 
employers (and their managers, 
executives, and recruiters) that employ 
unauthorized foreign nationals.

In 1994, Disneyland 
was fined $394,840 

for 1,156 alleged 
paperwork violations.
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the Utah Association of Health Underwriters 
Political Action Committee (HUPAC)

Monthly Contribution Form

“Every man owes a part of his time and money to the 
business or industry in which he is engaged.  No man 
has a moral right to withhold his support from an 
organization that is striving to improve conditions within 
his sphere” – Theodore Roosevelt

AAuuttoommaattiicc MMoonntthhllyy CCrreeddiitt CCaarrdd BBiilllliinngg ffoorr HHUUPPAACC CCoonnttrriibbuuttiioonnss
If you would like to enjoy the convenience of automatic monthly billing, simply complete the Credit 
Card Information section below and sign the form.  All requested information is required.  Upon 
approval, we will automatically bill your credit card for the amount indicated and your total charges will 
appear on your monthly credit card statement.  You may cancel this automatic billing authorization at 
any time by contacting us. 

Contributor’s Information:

Name: Phone: (     )   -

Email Address:

Credit Card Payment Information: 
I authorize the Utah Association of Health Underwriters PAC to automatically bill my credit card the 
following amount monthly on the first of each month  (PLEASE SELECT MONTHLY CONTRIBUTION AMOUNT  BELOW):

$10 $15 $20 $25 $30 $40 $50 $75 $100 Other $ 

 List My Name as a Contributor to HUPAC 
 Anonymous (please do not list my name as a contributor to HUPAC)

Credit Card Information: (Personal or Company Credit Cards Accepted)

 Visa  Master Card  American Express _____________________________ ____ /____ (Mo / Yr)
      Credit Card Number    Expiration 

________________________________________ _____________ 
Cardholder’s Name (As shown on credit card) Credit Card Billing Zip Code 

_______________________________________ _____________ 
Cardholder’s Signature      Date 

Please mail, fax, or email this entire form to: 

Jonathan Clark (HUPAC Chair) 
545 E. 4500 S.  Suite E-250 
Salt Lake City, UT  84107 

Phone: 801-288-9700; Fax: 801-288-9783 
jon@westernbenefit.com

Thanks for Supporting UAHU and Your Industry! 
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National Dues $270.00
Utah State Dues $100.00

Total Fees $370.00

SUITE #

m   Check (made payable to NAHU)
m   Visa - see below
m   Master Card - see below
m   Pre-Authorized Checking - see below

Colleen Mellor
VP MEMBERSHIP

m Northern Utah Chapter 111 E. Broadway Ste 1400
m Salt Lake Valley Chapter Salt Lake City, UT 84111
m Central Utah Chapter Fax: 801-596-2650
m Southern Utah Chapter Phone: 801-533-8444

q CREDIT CARD AUTHORIZATION
EXPIRATION DATE

DATE

q BANK ACCOUNT AUTHORIZATION
BANK ACCOUNT NUMBER

ROUTING AND TRANSIT NUMBER

DATE

STATE SPONSOR/RECRUITED BY SELECT ONE

Recruited By: 

SIGNATURE

EMAIL ADDRESS

NAME ON BANK ACCOUNT

SIGNATURE

PRE-AUTHORIZED CHECKING / CREDIT CARD AUTHORIZATION
I hereby authorize NAHU to initiate debit entries to my account indicated below.  

Monthly dues will equal one-twelth of the total of the National, State, and Local dues.

FINANCIAL INSTITUTION

Colleen Mellor
VP MEMBERSHIP

NAME ON CARD

DESIGNATION

COMPANY NAME

BUSINESS CITY

CREDIT CARD ACCOUNT NUMBER

MAIL PAYMENT & APPLICATION:HOME CITY HOME STATE HOME ZIP

BUSINESS TELEPHONE BUSINESS FAX

HOME ADDRESS (FOR LEGISLATIVE PURPOSES)

LICENSE OR SOCIAL SECURITY NUMBER

NAHU AND UAHU MEMBERSHIP APPLICATION
PERSONAL INFORMATION DUES & PAYMENT INFORMATION

FORM OF PAYMENTBUSINESS ADDRESS

BUSINESS STATE BUSINESS ZIP

LAST NAME, FIRST NAME
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REACH YOUR 
TARGET AUDIENCE 

Find out how targeted advertising can 

produce real, measurable results for 

your organization.

ADVERTISE AND 
GET RESULTS

801.746.4003 | sophie@newslinkpps.com

AFFORDABLY

  Sophie B. Hanson, Advertising Sales

•	 Affordability:	It	is	entirely	possible	that	owners	and	
managers have benefits, even if they don’t offer 
benefits to anyone else. But when management 
is covered and regular employees are not, manag-
ers are also passing up the possible discounts that 
come when more people are covered. They need 
to cover as many people as they can if they want 
to get the lowest rates. The cost difference for cov-
ering only the top people, versus covering every-
body, is probably less than they think. 

Putting Together the Package That Builds Loyalty

Although many people don’t think loyalty has any place in 
business, owners and managers are fooling themselves if 
they don’t think it plays a role. Companies need to give their 
employees reasons to be loyal by giving them the security that 
comes with good benefits. If a company does the best it can for 
its employees, most people will respond accordingly. 

A business may be a small one with less than 50 employees, 
leaving it with more freedom than would be possible with a 
larger company. As a result, it may not have to worry much about 
federal requirements. That makes things easier for the company 
as far as regulations are concerned, but a small size shouldn’t be 
an excuse to bypass benefits if the owners can offer them. 

How does a company put together that attractive, whole-
package deal for the people they really want to hire? Here’s the 

reality that might still cause them to hesitate even while they 
realize the advantages of offering benefits to their employees: 
premiums are 73% higher than they were in 2000. Increases 
are large even from one year to the next. Between spring 2004 
and spring 2005, premiums rose 9.2%. It’s no surprise that many 
people have been forced to go without insurance because they 
can’t afford it; the pressure of the resulting insurance crisis has 
made provision of medical care into one of the biggest political 
issues of the day. Even large companies with deep pockets 
have been forced to examine the way they extend benefits to 
their employees. Big changes probably lie ahead for the entire 
country, despite deep partisan divisions over how the crisis 
should be handled best. 

Sometimes owners need expert advice in order to make the 
best decisions. When it comes to benefits, this is one of the 
times when they definitely need the advice and guidance of 
people who can help them reconcile the difference between 
what they want to do and what they actually can do. Their best 
course of action is to work with people like you: agents who 
sell employee benefits. A good agent can help them create an 
employee benefit package that is within their budget. That way, 
they can keep the benefits as affordable as possible and still 
make the smartest decisions possible. 

With great employees, a company will be positioned for the 
success everyone who works there is going to want. The money 
spent on benefits is possibly the best investment in their 
company that they will ever make. 

 The Importance of What We Do - continued from page 10



10421 South Jordan Gateway, Suite 400
Salt Lake City, UT  84095 • 1-800-377-4161

www.altiushealthplans.com

They 
walked to 
school in 
snow . . .
uphill 
both ways

One moral consistently seems to accompany the 
“hard times” stories you hear from your parents or 
grandparents — it made folks stronger, better people. 
 
Altius is there for our members through tough times. We’ve weathered many storms 
as a managed health care company, providing coverage since 1976. With more than 
7,600 participating providers, 87 contracted hospitals, and hundreds of facilities and 
pharmacies throughout Idaho, Utah, and Wyoming, Altius has you covered.  Eligible 
out-of-area members have access to over 4,900 participating hospitals and 490,000 
doctors and professionals in a wide range of specialties through all 50 states, the 
District of Columbia, and Puerto Rico. 

For more information about how Altius can be there for you, contact us or your 
broker today.
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5373 S. Green Street, 4th Floor, Salt Lake City, UT 84123 
Phone: (801) 495-3000 Toll Free: (800) 999-9789   www.dentalselect.com

Understand The Bottom Line
801-495-3000

as utah’s #1 dental plan provider 
dental select can help you...

save Money For 
Both your coMpany 
and eMployees.

transition With no 
hassles and no 
disruption.

Keep your current 
BeneFits For less.


