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One-on-one coaching and health 
assessments are cornerstones 
of the Wise Health Decisions® 
program offered by Clinical 
Solutions (photo by SternerTerner 
Media).

By Symone C. Skrzycki “Remember that time is money.” – Ben Franklin

M
oney talks. But just how loudly depends on how far you stretch your dollars.
 In the business world and beyond, money is a powerful tool. But that 
doesn’t mean that it’s impossible to succeed if your funding is limited; you 
just have to be a little more creative and resourceful.
 Take workforce wellness initiatives. There are a variety of inexpensive (or 
free) strategies organizations can implement to enhance the health and 

productivity of their employees – and ultimately their bottom lines.
 Mulzer Crushed Stone (a manufacturer of stone, sand and gravel headquartered in Tell City) 
and Evansville-based Red Spot Paint & Varnish Co. (a producer of specialized coatings for 
plastic, with an emphasis on the automotive industry) are among Hoosier companies benefiting 
from low-cost wellness efforts.
 Consulting firms also are partnering with businesses to share successful approaches that 
don’t require a large financial investment.
 The consensus: A small amount of time, money and effort can go a long way.
 Melissa Tobler, vice president and national practice leader for health strategies at Hays 
Companies – a Minneapolis-based insurance broker with a local office in Indianapolis – suggests 
that wellness should not be viewed as a “destination.”
 “Wellness is looked at a lot of times like an event. (But) it doesn’t happen once or twice a 
year. It’s a conscious series of decisions we make every day of our lives,” she stresses.
 “Wellness is not rocket science, but it does require thoughtfulness and planning. That time 
investment can be very frustrating for employers, but if you do that upfront, the implementation 
is much more fun and impactful.”

By the numbers
 Where does the (affordable) road to wellness begin? A common starting point is health screenings.
 Red Spot provides a discounted insurance premium for participants.
 “We have about 84% participation,” states senior HR generalist Mallory Howard. “An 
employee could save up to $1,000 annually in their weekly health premiums based upon working 
toward reducing risk factors. 
 “Out of 284 people (including spouses) screened this year, only three people came back 

with a risk factor for blood pressure. That’s 
for an average age of 49.” 
 An on-site wellness clinic introduced in 
2007 provides free health care and prescription 
access to the company’s 265 employees. 
Director of human resources Emilee Hille 
acknowledges that it was one of the 
company’s more expensive investments, but 
points out that it’s already paying off.
 “Those appointments are about 50% of 
the cost of an appointment outside the clinic,” 
she comments. “It also gets people started on 
generic medication and it’s gotten our people 
to be more consistent with their medication.” 
 At Mulzer, annual biometric health 
screenings are required for all 550 workers and 
their spouses to enroll in its health plan.
 “They do a finger stick to measure glucose 
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and cholesterol; they do the BMI (body mass index), height 
and weight, and they have a coach sit with them and go over 
numbers. There is loss of some production, (but it’s) minimal,” 
observes Shari Everly, who coordinates benefits administration 
and wellness promotion.
 Clinical Solutions, LLC helps organizations boost wellness 
through one-on-one coaching. Employees participate in 
monthly biometric screenings and meet with a wellness nurse 
at least twice a year (or more often, depending on the number 
of risk factors they have).
 “What we’re trying to do is decrease some of the money 
they’re spending on claims and out-of-
pocket expenses, and divert that money 
into the wellness program,” explains 
managing partner Trish Moore, who founded 
Columbus-based Clinical Solutions with 
fellow nurse Nancy Dayhoff in 1999. “It 
may be that we’re cost shifting, and then 
they should realize the savings on the 
health care side.”
 She contends that preventive care 
ultimately helps reduce health care costs.
 “Many times these people have 
borderline conditions. These are conditions 
that, if they do not change lifestyle 
behaviors, will progress to a disease … 
and that’s where a lot of the cost savings 
come in, in the second, third, fourth year 
because those are the people who don’t 
have claims,” Moore stresses.

Team effort
 There are a multitude of ways – many often overlooked – 
that businesses can beef up their wellness programs without 
“breaking the bank.”
 “I think there are things employers can do that don’t cost any 
money that are critical for success: build a strong culture, work 
on their communications and have strong senior leadership,” 
Tobler asserts.
 Even something as simple as touting health benefits year-
round rather than limiting efforts to the open enrollment 
period for insurance can make a difference in helping 
employees understand – and take advantage of – their options.
 Nicole Fallowfield, director of health risk management at 
Gibson (a regional insurance broker and risk management services 
firm with locations in South Bend, Plymouth, Indianapolis and 
Fort Wayne) agrees that wellness begins with workplace culture. 
 She remarks that standing meetings and walking meetings 
are great opportunities for people to interact and get moving, 
proclaiming that “it doesn’t have to cost a thing.”
 Another affordable – and increasingly popular avenue – is 
utilizing social media applications.
 “Several employers I’m working with, we’ve built campaigns 
relative to exercise and better eating and things like that for no 
money being spent except on incentives – maybe a prize at the 
end,” Fallowfield relates. “Those are nominal compared to 

what employers are spending in health care dollars.
 “You can connect with other people who have similar 
struggles (such as) people who also are trying to manage stress 
or someone trying to eat better, or you can sign up for an app 
to track food and create foods for free.”

Mind, body and soul
 Both Mulzer and Red Spot promote physical fitness.
 The former’s quarterly, month-long health contests encompass 
a variety of areas. Examples are Healthy Hike, Water Wellness, 
Sleep Healthy and Merry Maintenance (coincides with the holiday 

session). Also, its wellness committee 
designates monthly themes (brain fitness, 
breast cancer awareness) encouraging 
staff to make healthy habits a priority.
 In addition, Mulzer employees 
and their spouses can receive a 
premium health insurance incentive 
by successfully completing one of the 
four contests. Telephonic coaching 
revolving around their health 
screening risks also is required. 
 Red Spot’s “Fit for Life” wellness 
campaign contains six pillars: employee 
assistance program and creating a 
good work/life balance, on-site fitness 
program, safety initiatives, community 
outreach, on-site clinic and wellness 
screenings, and annual health 
screenings and a discount premium.
 Employees can take advantage of 

several fitness options such as a discounted gym membership, 
Pilates and cardio strength training, a restorative rest class 
focusing on meditation and daily “Limber Up” morning stretches.
 “As you age, it’s more important that you continue to stretch – 
so ergonomically, they’re doing their job correctly,” Hille observes.
 It’s also crucial that employers address an important element 
of overall wellness: mental health.
 “So many employers, when they start down the road of 
wellness, they think it’s (only) about smoking, nutrition, weight 
control and physical activity,” Tobler comments. “The problem 
is it overlooks one huge risk factor and that is mental health. 
You cannot take care of a chronic illness or go to the gym five 
days a week if you’re struggling with depression or financial 
issues or marital discord.”
 Red Spot added mental health to its offerings, partially in 
response to the recession’s impact on the automotive industry 
and worker morale.
 Now, employees can participate in a “Walking Wednesday” 
during the summer and attend on-site educational sessions on 
stress management.
 In some cases, programs simply aren’t a good fit. And 
Hille asserts that’s OK.
 “We’re always looking for the next thing,” she declares. “If 
something doesn’t work, we’re not afraid to stop it and say, 
‘This doesn’t work’ and move onto something else.”

And the winner is … Shari Everly of Mulzer Crushed 
Stone congratulates a co-worker during a prize drawing 
at the company’s annual safety and health fair.
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www.clinicalsolutions-llc.com

Wise Health Decisions® Wellness Program
2667 Foxpointe Dr., Suite A   Columbus, IN 47203
866-231-3435 Office

Self Care Geared Toward
Your Company - Your Employees

Healthy Companies
Use Wise Health Decisions®

Our unique program improves employees’ health to reduce your 
costs using:
	 •	Frequent	onsite	Wellness	Clinics
	 •	Consistent	RN	staff
	 •	Personalized	1:1	coaching

Customized	outcome	reports	include:
	 •	Participation	Rates
	 •	Reduction	in	health	risks
	 •	Impact	on	Claims

Contact	us	for	a	customized	proposal!

•	Wellness	Promotion
•	Disease	Prevention
•	Disease	Management

Wise	Health	Decisions®	is	an	industry	leader	in	health	coaching	for:

Companies save money with Wise Health Decisions® Wellness Program

WBE CERTIFIED, Indiana

Measuring success
 Evaluating the effectiveness of wellness programs can be a challenge.
 “In terms of an actual return on investment, we’ve never put a dollar 
amount on it, although our owners are sold on it,” Everly notes. “Without a 
doubt, we contribute the containment of medical claims to our full-spectrum 
wellness initiative.”
 Employee feedback is one of the most important ways to measure success.
 “I encourage employers to get those testimonials from people. (There are) 
programs that have impacted individuals on such a level that never would be 
captured from health risk assessment or aggregate data,” Fallowfield emphasizes. 
 “A person who lost 20 or 30 pounds and is no longer taking blood 
pressure medicine, and has increased vitality and energy because of those 
initiatives … it’s hard to put a dollar amount on that, but it is certainly a 
measure of success.”
 Hille reflects, “Most employers of our size think it’s too expensive to 

do these things. People get so caught up in, ‘What is the ROI of a wellness program?’ that they 
overlook that it’s going to take a few years for those savings to come on.”

 I N F O R M A T I O N  L I N K

Resources: Trish Moore, Clinical Solutions, at www.clinicalsolutions-llc.com 

Nicole Fallowfield, Gibson, at www.gibsonins.com

Melissa Tobler, Hays Companies, www.hayscompanies.com

Shari Everly, Mulzer Crushed Stone, at www.mulzer.com

Emilee Hille and Mallory Howard, Red Spot Paint & Varnish Co., at www.redspot.com

Health booths were part of the 
festivities at Mulzer’s yearly 
wellness event.




