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Lead Generation Email
Connect with over 15,000 security industry buyers this
September
More than 15,000 security industry buyers will be attending
the 62nd Annual ASIS International Security Expo this
September—executive-level decision makers from over 85
countries and all 50 states, each planning to invest an average
of $3,000,000 on security products and services.
The question is, will they find (company name) there?
Face-to-face, high-impact lead generation
Exhibiting at ASIS 2016 will give you direct access to
your most valuable target markets and the opportunity to
personally connect with thousands of key prospects.
According to an independent audit by BPA Worldwide:
•
•
•

91% of ASIS attendees are involved in the buying process,
with 86% made up of top-level decision makers and hardto-reach executives.
67% are seeking new suppliers.
21% are planning to spend more than $5,000,000, 20% are
planning to spend $1,000,000 to $5,000,000, and 59% are
planning to spend at least $500,000 on security solutions
this year.

“From the opening bell we’ve been extremely busy. At other
shows we normally give away 50 brochures over the course of
three days. We gave out 125 brochures before lunch on the first
day. The traffic has been remarkable. The interest has been
great. We’re just really happy to be here.”
Bob Bradshaw, Special Ops Bunker
Let us help you understand all of your options
We want to help make exhibiting at ASIS 2016 as profitable
and efficient as possible. To learn about exhibitor packages,
booth availability, and additional promotional opportunities
to help you connect with your ideal target market, call
(salesperson name and contact information).
Don’t miss this opportunity to join over (#) vendors
representing the future of government, commercial, and
home security.
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Lead Generation Letter/Email
Expand Your Global Reach With iCargo
International shipping involves a complex web of insurance
carriers, regulations, costs, and risks. Everything needs to
line up perfectly, but without the right information at your
fingertips, profitably managing all of these variables can be
overwhelming.

The WGIS-JLT iCargo insurance solution is available
exclusively to members of Western Growers Association
through our partnership with the JLT International Network,
a leading insurance provider with offices in 40 territories
serving 135 countries.

With the new iCargo software platform, you’ll be able to
expand your international shipping reach and manage access
to insurance carriers, risk management options, and financial
solutions across the globe — all from one central, easy-to-use
platform.

One of our sales team members will be in touch to discuss
how iCargo can help you efficiently and cost-effectively
manage your international shipping. If you have questions
in the meantime, please visit ________ or contact
_____________ for more information.

• Increase shipping efficiency with iCargo’s ability to capture
and analyze cargo data, access instant insurance rate updates,
generate custom reports and certificates of insurance, and
manage billing, invoicing, and claims.
• Lower premium costs through easy access to industryleading, pre-negotiated insurance rates.
• Reduce risk through dedicated broad form transit coverage
and access to local expertise to ensure full compliance with
foreign regulations.
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Are you trading away training quality for convenience?
Why does choosing a professional development training
program have to feel like such a compromise?
On one hand, you’re expected to deliver effective training
to build your leadership pipeline, increase performance and
grow revenue. But the reality is that employee schedules
are extremely tight — spending days away from important
projects or traveling to attend a seminar just isn’t an option.
So you’re stuck relying on the same old dull, pre-recorded
webinars, trading away quality for convenience, and
wondering if your team is really learning and growing.
To actually make an impact, training has to be both engaging
AND easy to fit into your team’s hectic work schedules.
That’s why Dale Carnegie created Live Online, combining
the interaction of a classroom with the convenience of online
training. Courses are delivered live by Dale Carnegie certified
trainers, using cutting edge tools like voice interaction,
whiteboards, virtual breakout rooms, text chat and polling for
a fast-paced, interactive learning experience.
This unique mix of participation and convenience delivers:
• Increased learner engagement, skill retention and
satisfaction

• Higher return on learner time and your investment
• Greater flexibility to fit training sessions into each
employee’s busy schedule
“I LOVED that it was interactive. It really helped to be able to
talk to other students about what we’re doing and what we’re
experiencing. I think this will make me a better manager and
stronger communicator.” Tiffany J. — Operations Compliance
Manager
Experience Dale Carnegie Live Online for Yourself
See firsthand why organizations like Thomson Reuters, The
World Bank, SAP, Hilton, Blue Cross & Blue Shield, CVS,
and Publix all use Dale Carnegie Live Online. Our exclusive
scholarship will allow you to sample a course of your
choosing, and experience for yourself how Live Online can
help your team reach their full potential.
To arrange your complimentary scholarship, simply browse
our course offerings at (LINK), then reply to this email
with the course, date and time you’re interested in. In the
meantime, please don’t hesitate to call or email me with any
questions.
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Event Email
Are You Liable for Back Pay and Penalties?
AB 1513 introduced new wage and hour requirements for
piece-rate workers, fundamentally changing labor costs for
many agricultural employers, and leaving some vulnerable to
liability for back pay and penalties.
During this transition, the new law offers a conditional
“affirmative defense” to claims for damages or statutory
penalties based on an employer’s alleged failure to pay
compensation for rest periods and other nonproductive time.
In other words, you have options — but it’s critical that you
thoroughly understand these compliance requirements in
order to lower your risk of liability.
Learn How to Protect Yourself From Potential Liability
If you’re a farm employer or labor contractor, and are
planning to make payments to current or former employees
pursuant to Labor Code Section 226.2(b), please join us for
an upcoming AB 1513 safe harbor town hall discussion.
You’ll learn important insights from legal experts and fellow
employers to help you reduce your risk of liability, and
overcome the technical compliance challenges of AB 1513’s
safe harbor provisions.

Topics include:
• Timing of issuing back payments.
• Required backup documentation.
• Working with farm labor contractors to perfect safe harbor
compliance.
• Required due diligence for locating eligible workers.
• Utilizing multiple methods of calculating back payments.
• Submitting back payments to the labor commissioner’s
Unpaid Wage Fund.
• Dealing with stale checks.
Visit wga.com/ab1513 to register. For more information
about town hall events, contact Bryan Nickerson at (949)
885-2392. For questions about AB 1513, contact Jason
Resnick at (949) 885-2253.
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Event Email
Get a sneak peak at the future of agricultural technology
The Innovation Arena workshop at this year’s Western
Growers Annual Meeting will introduce you to cutting-edge
technological innovations and specialized services designed
to help you manage scarce resources, overcome intense
regulatory and marketplace pressure, and deliver higher
quality produce.
Select tech companies and entrepreneurs will showcase new
offerings in agricultural technology before a panel of Western
Growers judges. Audience participation is encouraged, as
attendees of the workshop will help determine the winners.

November 6-9 at the beautiful Grand Hyatt on the island
of Kauai in Hawaii, offering stunning views from elegantly
designed guest rooms, a world-class spa and a championship
golf course.
Western Growers 91st Annual Meeting, November 6-9
Grand Hyatt Kauai Resort and Spa
1571 Poipu Road
Koloa, HI 96756

Join your community of agricultural owners, families,
employees and suppliers to contribute your feedback and
preview the future of agricultural technology and services.
Your input will help us determine the top agricultural
innovations to focus on for the future.
To register or learn more about other featured events, please
visit www.wga.com/annual-meeting. Registration slots and
hotel rooms traditionally go quickly, so make sure to register
and book your hotel room today.
The Western Growers 91st Annual Meeting will take place
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Event Letter
The Insights You Need to Attract the Best Employees in
Agriculture
Dear _____,
To attract the top talent in the agriculture industry, it’s critical
to know how you measure up against employers competing
for that same talent. To help you gain the insights you need
to continue to recruit and retain outstanding employees, I
would like to personally invite you to take part in the Western
Growers 2017 Professional Compensation and HR Practices
Survey. Completing the survey is easy, and you’ll receive
a free copy of the results for each module to which you
contribute.
This year’s survey will include:
• New data for 15 additional field worker positions, including
labor sources, compensation, eligibility for incentives and
piece-rate, and worker retention programs.
• Details for 70 roles across your entire organization,
including executive, sales, marketing, plant, office, and field
jobs.
• Compensation and HR practices for over 20 categories,
including base pay, health plan coverage, incentive programs,
and merit increases.

This is the only compensation survey specific to the
California and Arizona specialty crop industry, with distinct
data sets to help you focus on the information most relevant
to your company’s size, business segment, ownership type,
and location.
Attend Our Free Webinar for More Details (header)
To learn more about the specific compensation and HR data
available in the 2017 survey, please attend our free webinar on
(date). Visit (website) for more information and to register.
Participate in this year’s survey by March 31, 2017 for free
access to the results report. To register for the 2017 survey,
simply complete the attached reply form or visit agsalary.
com/participate.
Questions? Call 818-324-0035, email marketing@wga.com,
or visit agsalary.com/participate.

© Marcus Schaller | 424-237-4339 | marcus@marcusschaller.com | marcusschaller.com

Event Landing Page
With the agricultural marketplace, political climate and
legal landscape in a constant state of change, the only way to
ensure the sustainability of farming for future generations is
to come together as one community — as one voice.
Supporting this community of owners, families, employees
and suppliers has always been the mission of Western
Growers. By attending our 91st Annual Meeting, you’ll have
the opportunity to connect face-to-face with your peers and
learn from industry leaders about the key issues affecting
agriculture today, including upcoming political changes,
immigration policy and its impact on your workforce,
advancements in farming technology and management of the
resources essential to your profitability.
Featured events include:
• The Criminal Liability for Food Safety Violations workshop,
addressing the Yates Memo and offering strategies for
dealing with increased criminal liability in the fresh produce
industry.
• The Innovation Arena workshop, introducing you to the
cutting edge of agricultural technology designed to help you
produce food more efficiently and profitably.
• The Political Action Committee (PAC) lunch, featuring
keynote speaker Jim Nicholson and his political insider’s view

on the eve of one of the most controversial elections in recent
history.
• Top Chef, the Hawaiian-Style Family Games and shotgun
golf outing, all offering fun opportunities to develop new
industry contacts.
• The 2016 Award of Honor Dinner, recognizing recipients
Miles and Garland Reiter, and featuring world-renowned
impressionist, comedian and singer Jeff Tracta.
This year’s Annual Meeting will take place at the beautiful
Grand Hyatt on the island of Kauai in Hawaii, offering
stunning views from elegantly designed guest rooms, a
world-class spa and a championship golf course.
The future of agriculture is only as strong as our combined
commitment to the farming community. Attending the 91st
Western Growers Annual Meeting is an investment in that
future and the families we feed.
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Criminal Liability for Food Safety Violations

PAC Lunch

The September 9, 2015 DOJ Yates Memo proposed legal
changes affecting individual accountability for corporate
wrongdoing, and aimed to increase criminal exposure for
executives across all industries, including the fresh produce
industry.

Support the Western Growers Political Action Committee
by attending the PAC Lunch, featuring former ambassador,
presidential cabinet member and politician, Jim Nicholson.
Jim will make the end of an exciting presidential campaign
season even more interesting as he shares his unique insight
on the eve of the most controversial election in recent history.

The Criminal Liability for Food Safety Violations workshop
will address your concerns and offer critical insight to help
you navigate this new legal climate.
Topics covered include:
• How the Yates Memo increases criminal exposure for
executives.
• Steps that you and your organization can take to limit your
risk.
• Strategies for dealing with the proposed legal changes.
• How the FDA and the Department of Justice decide to
pursue criminal liability without fault.
• The potential for criminal exposure to expand under the
FDA’s new FSMA.

Nicholson’s distinguished career includes high-ranking
positions in government, serving as secretary of the
Department of Veterans Affairs from 2005 to 2007, U.S.
ambassador to the Holy See, and chairman of the Republican
National Committee from 1997 to 2001.
Nicholson currently serves as senior counsel at the law
firm of Brownstein Hyatt Farber Schreck, LLP. His practice
includes counseling clients in public policy, health care, state
and federal regulatory law, international relations, real estate,
oil and gas, and alternative energy.
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Western Growers Insurance Services

Western Growers

Western Growers Insurance Services provides full-service
risk mitigation and management solutions for over 2,300
Ag Industry members. Since first offering health insurance
and employee benefits back in 1986, WGIS has expanded
to include property and casualty insurance, safety and loss
control services, and health care reform consulting. From
growing to manufacturing, equipment to workforce, domestic
to international — we handle it all.

Western Growers has one mission — to enhance the
competitiveness and profitability of family farmers
throughout Arizona, California, and Colorado. Founded in
1926 and headquartered in Irvine, California, we provide our
region’s fresh produce growers, processors, and shippers with
a lobbying voice to state and federal government, as well as
affordable legal, financial, and insurance services.

After serving the agricultural industry for 30 years, we know
the issues you face and offer expertise that no other broker
can match. As your outsourced risk management consultants,
our team of over 60 professionals will guide you step-by-step
through a continuously evolving insurance marketplace. And
because WGIS is wholly owned by our members, we’re able
to leverage your combined resources and reinvest premiums
back into the research, advocacy efforts, and resources you
need to minimize risk.

For generations, our members have supplied a wide variety
of fresh produce, and today contribute more than half of the
nation’s conventional and organic fruits, vegetables, and nuts.
They grow the best medicine in the world, and we are proud
to help them provide the healthy, natural foods that are the
first line of defense against obesity and disease.
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Employment Landing Page
Join the WG Family
At Western Growers you aren’t just part of a team, you’re
family. We operate from the guiding principles of trust and
collaboration to create a supportive environment that rewards
hard work, provides a healthy work-life balance, and offers
the tools you need to succeed and grow. You’ll also enjoy
generous benefits including an excellent 401(k) and health
coverage package, an educational reimbursement program,
and flexible vacation and holiday policies.
As a member of the WG family, you’ll play a key role in
achieving our mission — enhancing the competitiveness and
profitability of our region’s fresh produce growers, processors,
and shippers. Headquartered in Irvine, California, with
field offices throughout California and Arizona, we provide
our members with a lobbying voice to state and federal
government, as well as affordable legal, financial, and
insurance services.
See for yourself why the average WG employee stays with
our company for seven years. If you thrive in a fast-paced,
leading-edge environment and are looking to build your
career in a work culture designed to attract top talent, then
Western Growers is the place for you.
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Welcome Letter

Dear ______,
I am pleased to welcome you as the newest member of
Western Growers. The enclosed plaque represents our
promise to provide you with the resources you need for
continued success in our dynamic industry, as well as our
combined commitment to the future of agriculture.
Since 1926, the mission of Western Growers has been to
support our community of owners, families, employees, and
suppliers. As a member of agriculture’s most influential and
powerful trade association, you’re adding your voice to over
### local and regional family farmers throughout Arizona,
California, and Colorado — all working together to provide
nearly half of America’s fresh organic produce and ensure the
sustainability of farming for future generations.
If you have any questions regarding your membership, please
don’t hesitate to call me directly at ###. Thank you again for
joining the Western Growers community. I look forward to
working with you.
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Press Release
Huntington Learning Center Celebrates Forty Years of
Helping Students Create Bright Futures
Huntington Learning Center is celebrating its 40th year
of helping students unlock their academic potential. Since
its founding in 1977 by Dr. Raymond and Mrs. Eileen
Huntington, the company has helped millions of students
of all ages and abilities learn the skills they need to excel in
school, improve their study habits and build self-confidence.
As schools across the country struggle to keep up with
the demands of an increasingly complex global economy,
Huntington’s commitment to our children’s educational
success has become more important than ever. A 2015
Program for International Student Assessment study showed
that 15-year-old students in the U.S. ranked just 24th out
of 72 educational systems in average reading literacy, and
only 40th in math literacy. Additional studies show the U.S.
lagging behind in other critical areas as well: 17th out of 40 in
overall educational performance and 6th out of 49 in fourth
grade reading.
This academic gap has created a tremendous need for
specialized skills-based tutoring and test prep. Huntington
works exclusively with certified tutors to deliver
individualized instruction across a wide range of academic

areas to students from kindergarten through high school. To
help ensure consistent results, the company has designed a
proprietary 4-step approach that includes a comprehensive
evaluation, personalized learning plan, individual tutoring
and regular communication with families and schools. The
results have been profound. On average, Huntington students
increase two or more grade levels in reading and math over a
three-month period. Average SAT scores increase 192 points
after a two-and-a-half month program, while ACT scores
increase an average of four points.
“When Eileen and I started this company four decades ago,
our hope was to help children who were struggling to keep
up in school and give them the one-to-one supplemental
instruction they needed to boost their confidence and
their grades,” says Dr. Huntington. “Today, we are simply
astonished by the results we’ve seen.”
The company’s success is grounded in its mission, which is to
give every student the best education possible. Huntington
is accredited by the Middle States Association of Colleges
and Schools as well as the Western Association of Schools
and Colleges, and is one of the nation’s first approved
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Press Release (Continued)

supplemental education services providers under No Child
Left Behind. Eileen Huntington, co-founder and CEO, adds,
“While we’ve received numerous awards and accolades over
the past 40 years, our greatest joy is knowing we have helped
millions of students gain the skills, confidence and motivation
they need to succeed.”
This commitment to their students has led to tremendous
demand and expansion. In 1985, the company began
franchising outside of New Jersey and Philadelphia, growing
to 148 franchised centers by 2000. Today, it operates nearly
300 centers in 38 states from coast to coast.
“We have so much to celebrate,” says Dr. Huntington. “To
have reached 40 years in business is something that makes us
incredibly proud — knowing that we have changed so many
students’ and parents’ lives.”
Despite this enormous growth, Huntington remains a family
owned and operated company. Dr. Raymond and Mrs. Eileen
Huntington are proud to welcome the next generation into
the business to continue the mission. “We look forward to
the next forty-plus years of changing students’ lives across
America,” adds their daughter, Anne Huntington, who is

actively involved in all aspects of the business as head of
partnerships and development.
About Huntington Learning Center
Huntington Learning Center is the premier national tutoring
and test prep provider for the K-12 market with locations
in 38 states. It was founded in 1977 with the mission to give
every student the best education possible, which is what
still drives every business decision to this day. The company
prides itself on personalized attention and proven results
with individualized programs taught by certified teachers
at accredited centers. Areas of instruction include phonics,
reading, writing, vocabulary, math, science, study skills,
executive functioning skills, ACT, SAT, PSAT, high school
entrance exams, and state and other standardized exams.
To learn more about Huntington Learning Center and
stay updated on scheduled events and activities for its
40th anniversary, visit huntingtonhelps.com. For franchise
opportunities, visit huntingtonfranchise.com.
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Marketing One Sheet

When presidents and boards work together to achieve the
vision of their institution, there’s very little that they can’t
accomplish. Without effective teamwork and communication,
however, it can be nearly impossible to engage in meaningful
conversations about difficult topics, stay focused on missioncritical issues, and craft impactful policies. The entire
institution suffers as forward movement grinds to a halt.
AGB Consulting offers expert counsel from experienced
higher education leaders, combining proven ideas and
cutting-edge practices that will help you and your board to:
• Strengthen relationships and trust, work more
collaboratively, and improve communication.
• Conduct more effective board meetings, efficiently navigate
complex challenges, and achieve consensus on key decisions.
• Build a stronger leadership team and harness the collective
wisdom of key stakeholders.
AGB Consulting’s signature services include:
• Board orientation and development to help you focus on
fundamental governance issues, identify critical objectives,
and develop a plan for improving performance.
• Board assessment surveys, interviews, and case studies to
help you uncover problem areas and discover new solutions.

• Comprehensive presidential assessments to examine the
relationship between presidential goals and performance,
stakeholder engagement, and overall institutional success.
• Leadership coaching for new presidents and board chairs
to enhance leadership skills, build confidence, and increase
effectiveness.
With more than 90 years of thought leadership experience
in all areas of governance, as well as direct engagement with
over 1,300 member institutions, AGB Consulting is uniquely
positioned to help you remove organizational friction and
accomplish your objectives.
Call us today at ### for a consultation to identify your
board’s unique challenges and goals. We’ll then match you
with the AGB consultant who can best help you develop a
comprehensive action plan and dismantle the obstacles to
your board’s success.
To learn more about how AGB Consulting’s signature
services can help you build a better board, visit agb.org/
consulting.
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At College of The Albemarle (COA), we’ve always been much
more than campuses, courses, degrees and certificates. Our
real passion is transformation: of our students as you achieve
your dreams and of ourselves as we grow to better serve our
communities.
We all have a tremendous spark of possibility glowing within
each of us. For many students, that light may feel hidden
behind layers of doubt. At COA, you’ll find the support you
need to break through and reach your full potential. Teachers,
friends and mentors, here to help introduce you to a whole
new world of possibilities. We know this because we’ve heard
the stories, witnessed the talent and shared in the success of
our students time after time.
COA is North Carolina’s first community college, with
four campuses across seven counties, excellent educational
programs and a strong tradition in the Albemarle region.
Above all, we’re a catalyst for transforming lives. We’re here
to tell our story and share how the transformational power of
the COA experience can help you succeed.
No matter your background, whatever your goals, at College
of The Albemarle, you will transform your tomorrow.
Welcome!
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Trade Article
How Western Growers is Changing Workers’ Comp in the
Ag Industry
Workers’ comp insurance is too often thought of as a generic
commodity; a mandatory purchase that’s simply part of the
cost of doing business, with little to differentiate one option
from another. The truth is that a workers’ comp policy is
just one of many tools for mitigating the financial risks of
workplace injuries. The policy itself is only designed to deal
with the effects of an injury claim, but does nothing to help
you minimize the risk of accidents or manage the costs of
claims and future premiums.
In other words, workers’ comp insurance is designed to be
reactive, not proactive. Doing little more than purchasing
coverage is like buying auto insurance and then leaving
your car unlocked overnight in a bad neighborhood. If it’s
stolen or vandalized, your policy might cover the loss, but
it will come at a cost of time, energy, and higher premiums.
Insurance policies provide protection in the event of a worst
case scenario. It’s still up to you to do your best to prevent
such a scenario from occurring in the first place.
A comprehensive workers’ comp program goes far beyond
simply paying out claims. It must provide the resources
you need to prevent injuries before they happen, and help

you properly track and manage claims when they occur. To
provide a proper fit, an insurer needs to have specialized
knowledge of the agricultural industry, understand your
unique business situation, and offer additional safety and loss
control services to help you manage your risk.
The Western Growers Workers’ Comp Program leverages
over 30 years of Ag Industry expertise, giving us the insight
required to offer WGA members high-level solutions usually
reserved for only the largest clients. In addition to providing
workers’ comp policy coverage from A-rated carriers, we offer
specialized loss prevention and claim cost mitigation services
to ensure you have the right risk management strategy in
place — helping to minimize claims, reduce premiums, and
lower the costs associated with workers’ comp.
Loss Prevention (subhead)
The first step to minimizing workers’ comp-related costs is
to prevent injuries from occurring to begin with. Our safety
experts will help you maintain a secure work environment
and uncover hidden risks by:
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• Assessing your worksite, reviewing your safety protocols,
and providing guidance to help make your workplace safer.
• Providing on-site, bilingual safety training for your entire
organization.
• Analyzing your loss trends to identify problem areas and get
ahead of potential future issues.
• Developing a loss control plan to reduce the number of
workers’ compensation incidents and mitigate future losses.

As an employer, there are many steps you can take to reduce
the risk of workplace injuries and positively impact the safety
of your workforce. The challenge is understanding how to
assess your situation and implement changes in a way that’s
cost effective and doesn’t disrupt the day-to-day operations
of your business. One of the many advantages of WGA
membership is access to insurance products, guidance, and
resources to help you manage a comprehensive workplace
safety program as efficiently as possible.

Claim Cost Mitigation (subhead)

The Western Growers Workers’ Comp Program is available
exclusively to good and above risk WGA members. To learn
more, please contact ________.

When claims do occur, it’s critical to properly manage
the process in order to minimize claim costs and future
premiums. Our experienced workers’ compensation claims
management team will help you implement a program to:
• Identify and fight fraudulent claims.
• Manage claims so that they settle out for the smallest total
cost possible.
• Track claims that affect your experience modifications (exmods).
• Provide you with reports that show the status of each
indemnity claim, indicate the corresponding plan of action to
resolve it, and project how future premiums may be affected.
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Trade Article
What You Need to Know About ACA Marketplace
Compliance, Notices, and Appeals
As 2016 draws to an end, it’s important to prepare for
upcoming changes to the Patient Protection and Affordable
Care Act (ACA). To remain in compliance with the law
and avoid tax penalties, there are several details about ACA
marketplace notices, appeals, forms, and deadlines of which
you’ll need to be aware.
Under the ACA Employer Mandate, employers with
50 or more full-time employees must offer affordable,
comprehensive health benefits coverage to full-time
employees and their dependents. When an otherwise eligible
employee attains subsidized coverage at either the federal or a
state-based health insurance exchange, your company may be
in violation of the Employer Mandate and be liable for taxes
and other penalties.
To offset their cost of health coverage, both the federal and
state-based exchanges are required to notify employers
regarding each employee who obtains subsidized coverage.
It’s important to be prepared to act quickly in case you do
get a notice, as there is no transition relief available this
year. Employers who receive a notice may use the Employer
Appeal Request Form to file an appeal within 90 days of the
date on the notice. This form can be used to appeal notices
from Healthcare.gov as well as the California, Colorado,
Kentucky, Maryland, Massachusetts, New York, Vermont,
and Washington D.C. exchanges. In addition to lowering

the employer’s chances of incurring a tax penalty, an appeal
may also help the employee by limiting the amount of an
unexpected and unwelcome tax subsidy clawback in the
future.
Appeals need to include adequate documentation to explain
why an employee doesn’t qualify for coverage or subsidy.
Possible explanations include:
• The employee did not qualify for health benefits.
• You offered the individual qualifying coverage but the
employee waived coverage and did not enroll.
• The individual was hired through an employment
contracting company or was never your employee.
• The exchange notice was sent to you by mistake.
Proper documentation includes:
• Payroll records.
• A signed waiver of the health benefits coverage form.
• A copy of enrollment and eligibility rules documents
provided to the employee.
A successful appeal at the exchange level may not by itself
release you from the Employer Mandate tax penalty — only
the IRS can make that determination. The marketplace notice
merely provides a warning regarding potential tax liability.
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Filing an appeal with a health insurance exchange will not
prevent the IRS from requesting the same information at a
later date. Even if you win the appeal with the exchange, you
may still have to prove to the IRS that you made a qualifying
offer and are not subject to a tax penalty.
If you lose your appeal with an exchange, you will have a
second chance to dispute the issue with the IRS, since they
are the agency that evaluates the facts and levies employer
mandate penalties. The IRS may be more inclined to examine
all of the reasons why an employee may not qualify for
coverage, beyond the exchange’s focus on the instance of a
qualifying offer of coverage.
Please note that there will be very strict deadlines for
processing 1094-C and 1095-C forms, including furnishing
1095-C forms to your employees by January 31, 2017, filing
by mail by February 28, 2017, or e-filing by March 31, 2017.
Each individual entity under a corporate umbrella needs to
file its own 1094-C and 1095-C forms.
Finally, be aware that the IRS has received numerous reports
regarding fraudulent emailed CP2000 notices of ACA tax
penalties for tax year 2015. Legitimate notices are only mailed
through the United States Postal Service, not sent as emails
or messages through social media. For your security, do not
open any attachment from a suspicious email.
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The Trump Administration and Your Retirement: Why
You Need to Re-Evaluate Your Investment Strategy
2017 will likely bring sweeping tax changes that could have
significant repercussions on your financial future. President
Trump’s pledge to “reduce taxes across-the-board, especially
for working and middle-income Americans” includes a
proposal to simplify the tax code by reducing the number of
federal income tax brackets from seven (39.6%, 35%, 33%,
28%, 25%, 15%, 10%) to just three (33%, 25%, 12%). Trump’s
proposal would also more than double the standard federal
tax deduction from $6,300 to $15,000 for singles, and $12,600
to $30,000 for married couples filing jointly.
Assuming that Trump’s plan is put into effect with the help
of a republican-controlled House and Senate, we could see
the “largest tax change since Reagan” according to Steven
Mnuchin, Trump’s pick for treasury secretary. While this
plan may lower your overall tax burden in the coming years,
it could also have a major impact on the relevance of your
current retirement savings and investment strategy. Let’s
explore how Trump’s tax proposals could affect two common
investment vehicles — your 401(k) and IRA — and why
understanding the difference between the traditional and
Roth version of each is critical to getting the most value out
of these upcoming tax policy changes.
Although a 401(k) and IRA are both designed to help you
save for retirement and may seem very similar at first glance,
one primary difference between them is that a 401(k) is

an employer-sponsored investment savings account, while
an individual retirement account (IRA) can be opened
privately through a custodian such as a commercial bank
or retail broker. Both traditional 401(k) and traditional IRA
contributions are tax-deductible depending on your income
and tax-filing status, leaving future distributions subject to
taxes. Unlike these traditional versions, neither Roth 401(k)
nor Roth IRA contributions are tax-deductible. Instead,
future qualifying distributions are sheltered from taxes.
While there are many important factors to consider before
deciding between the traditional or Roth version of a 401(k)
and IRA, the key tax implication addressed here is timing.
You can choose to either pay taxes on contributions in the
present (Roth), or pay taxes on your distributions in the
future (traditional). Which option makes the most sense
depends on when your tax burden will be lowest.
For example, if you and your spouse are currently earning
a total of $50,000 a year and filing jointly, the Trump plan
would increase your standard deduction from $12,600 to
$30,000, while lowering your federal tax bracket from 15%
to 12%. In past years, when your annual federal income taxes
were relatively high compared to your anticipated future
retirement tax burden, it may have made sense to go with
a traditional 401(k) and IRA in order to maximize your
deductions up front. Now, with the possibility of historically
low taxes in the near future, opting to take advantage of
a Roth 401(k) and Roth IRA for tax-free earnings during
retirement (when tax rates could return to higher levels) may
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be the best option. A Roth 401(k) and Roth IRA may also be
the better choice for younger, lower-income workers at the
beginning of their career who anticipate moving into a higher
tax bracket at retirement.
Times of political change present financial opportunities as
well as potential pitfalls. As we transition into the new year
and a new presidential administration, it’s more important
than ever to fully understand your investment options
and adjust your retirement strategy based on changing
circumstances. A retirement plan is not something that can
be created once and then put away in a drawer, never to be
looked at again. Financial planning is an ongoing process,
one that requires a long-term commitment to keeping up
with economic conditions and re-evaluating which options
will best help you reach your retirement goals.
Western Growers Financial Services offers a wide array of
financial planning assistance, investment tools, and funding
options. We are here to help you and your employees gain
a better understanding of how these changing conditions
affect your investments, make the best decisions possible for
your retirement and estate planning, and draft a roadmap to
retirement designed specifically for your unique goals.
To learn more, contact (name) at (contact info), or visit
(website).
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ATTRACTING TOP TALENT: Mastering the Art and
Science of a Total Rewards Package
Your company’s success depends on the ability to compete
for, attract, and retain exceptional employees. Unfortunately,
as the entire agriculture industry faces a tightening labor
market, it’s more difficult than ever for growers to fill essential
positions. Regions such as California’s Central Valley
are experiencing a shrinking pool of Ag talent as skilled
labor gravitates toward tech-centric areas of the country.
Meanwhile, immigration reform threatens to reduce the
availability of field workers, and new minimum wage and
overtime regulations create even greater pressure for Ag
employers already struggling with rising costs.
To profitably navigate through these external challenges and
continue to fill critical roles within your organization, you
must have a comprehensive total rewards strategy as well as
a clearly defined compensation philosophy. Total rewards
encompasses everything involved in the employee value
proposition, including cash, benefits packages, and additional
incentives such as educational reimbursement, sabbatical
leave, subsidized cafeterias and housing, on-site childcare,
and wellness programs. Your compensation philosophy
is then developed within the context of this total rewards
package. It starts with understanding what matters most to
your employees, then using base pay and incentives to better
position yourself in this competitive labor market.
An effective total rewards package is a dynamic balance of

science and art — the market data and the guiding principles
for integrating that data — working together to help direct
your spending and attract the best talent possible to your
organization.
The Science: Market Data (header)
The science of a total rewards package is comprised of the
facts needed to compete within your particular labor market,
such as the compensation, incentives, job requirements,
and common HR policies of other companies within the
agriculture industry. These include base pay, bonuses, health
plan coverage, merit increases, retirement plans, work
schedules, sick leave, vacation policies, and automobile
mileage reimbursement.
Without the relevant employment market data to guide
your decisions, you’re forced to rely on intuition, reacting
to moment-to-moment pressure with little more than gut
feelings to justify any one choice over another. Salaries
are set, raises are awarded, HR policies are written; all in a
vacuum and without any insight into how these decisions
relate to actual market rates and best practices. Data such
as position-specific average base pay and industry-wide
incentive program trends are critical to making wellinformed decisions and getting the most value from your
scarce resources. Timely and specific market data deliver key

© Marcus Schaller | 424-237-4339 | marcus@marcusschaller.com | marcusschaller.com

Trade Article (Continued)
insights into roles across your entire organization, provide
objective reference points to support your compensation
recommendations, and help you to avoid overpaying for
talent.

decide whether to go heavier or lighter with either benefits or
base salary.

The following examples highlight how your day-to-day
employment decision-making process can be greatly
enhanced with the relevant market data.

The art of a total rewards package is in how you use the data.
Numbers and facts by themselves are irrelevant. It’s how you
integrate these facts into your decision-making process and
overall employment strategy that make them valuable.

• Analyzing your overall labor market competitiveness: Know
how you measure up against other employers competing for
the same talent, which incentives (health care plans, bonuses,
etc.) employees care about most, and the HR practices that
have the greatest impact on employee retention.
• Hiring or promoting an employee: Understand the range of
what companies similar in size, business segment, ownership
type, and location are paying for that same job.
• Considering pay raise requests: Determine if the employee
is already fairly compensated, or perhaps even worth
paying an above-market rate based on the value he or she
contributes.
• Creating a new job for your organization: Gain insight
into the qualifications and responsibilities other companies
require for that position.
• Determining merit increases: Identify trends within the
produce industry and consider potential budget adjustments
in order to remain competitive for top talent.
• Adjusting your compensation mix: Understand the marketrate amount of base and incentive pay as a percentage of total
annual cash compensation for a particular job, helping you

The Art: Integrating the Data (header)

Important compensation decisions should never be based
solely on what other companies are paying for the same
position. The data is simply your starting point; a guideline to
set parameters from which to operate. The art is the process
that happens within those parameters. You start by taking a
very close look at the people and asking the right questions
to help make the data relevant to each specific situation.
What is their performance level? Are they meeting or
exceeding expectations? How much value do they create for
our organization? Are their skills and experience in higher
demand than usual? Have they ever held this particular job
before?
The answers to these types of questions, combined with the
relevant market data, will help you determine an appropriate
total rewards package for each position in your organization.
Depending on skills, experience, and merit, one employee’s
compensation may be higher or lower than another’s in a
similar role.
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The art also includes navigating the political and legal
landscapes, such as the impact that legislative changes have
on the cost and availability of labor within the agriculture
industry. Consider the following laws and political trends
taking effect in 2017:
• Increased minimum wages at the state, county, and city level
(SB 3 in California, Prop 206 in Arizona, Amendment 70 in
Colorado), as well as tighter restrictions on Ag overtime and
rest day requirements in California (AB 1066).
• Expansion of California’s equal pay law (SB 1063 and AB
1676), prohibiting any compensation disparity between
workers based on gender, race, or ethnicity.
• Requirements to maintain a private, qualified retirement
savings plan, or enable employees to make automatic
contributions from their paycheck to a California Secure
Choice Retirement Savings Trust savings account (SB 1234).
• Expansion of the ACA Marketplace employer mandate to
offer affordable, comprehensive health benefits coverage to
full-time employees and their dependents.
• Executive branch pressure for tighter restrictions on
immigration, such as President Trump’s executive orders
regarding the building of a border wall as well as the call for
increased interior enforcement.
These and other legislative changes will likely reduce your
room for error as you calculate and plan for future labor
costs, and may have a significant impact on your total
rewards package and compensation philosophy. While it
might be tempting to preserve profits with sweeping cuts

to labor expenditures such as benefits and incentives, it’s
important to also evaluate your compensation strategy within
the context of labor market realities. Requiring employees
to contribute more to their healthcare coverage or reducing
vacation days and company-paid 401(k) contributions may
save money in the short term, but could be costly in the long
run as quality employees look elsewhere for a better deal.
Incorporating a balance between both the science and art
into your decision-making process can help you mitigate
these external pressures while still remaining competitive.
• External data: Understand market compensation rates,
requirements, and responsibilities for each role within your
company in order to avoid overpaying for talent in some
areas of your organization, freeing up resources to help
compensate for higher minimum wage and overtime costs in
others.
• Internal data: Audit internal compensation rates to ensure
compliance with equal pay laws by avoiding unsubstantiated
pay gaps between employees in similar positions.
• HR policy communications: Demonstrate your
commitment to fair labor practices through regular employee
communications. Create clear HR policies that reflect both
the external legal realities and your internal compensation
philosophy, as well as assist employees in understanding
how to avoid potentially costly breaches, such as not taking
adequate rest days or unnecessarily applying for ACA
subsidies.

© Marcus Schaller | 424-237-4339 | marcus@marcusschaller.com | marcusschaller.com

Trade Article (Continued)
Transitioning to a Data-Driven Process (header)
While the long-term payoff of adopting a more proactive
approach toward your organization’s total rewards strategy
can be substantial, the transition to a data-oriented process
is not always easy. Seeing the market reality through the data
may shine a light on past mistakes as well as ongoing systemic
problems, including favoritism and overcompensation to
those with long tenure.
It’s important to recognize these errors and quickly refocus
on making better decisions in the future. Help managers
throughout your organization understand the value of
market data by demonstrating how it can be used to estimate
competitive pay and attract the best candidates for the jobs
they are looking to fill.
Western Growers is committed to providing the market data
you need to make the best employment decisions possible
and compete for top talent within the industry. The Western
Growers 2017 Professional Compensation and HR Practices
Survey will give you the insights you need to recruit and
retain outstanding employees, make key budgeting decisions,
and plan a competitive total rewards strategy. This is the only
compensation survey specific to the California and Arizona
specialty crop industry, with distinct data sets to help you
focus on the information most relevant to your company’s
size, business segment, ownership type, and location.
All participants will receive a free copy of the 2017 survey
results. To learn more, visit agsalary.com/participate.
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Testimonials
College of The Albemarle (COA) — a four-campus community
college in northeastern North Carolina — began a rebranding
campaign in the fall of 2015. In June 2016, we launched
our new website with the help of writer and editor, Marcus
Schaller.
We reached out to Marcus with the hope that he might join
us in our three-month project of revising more than two
hundred pages of web content. Due to COA’s diverse audience,
we needed a writer who excelled in creating a consistent tone
and in organizing text for usability, plus who understood
the importance of optimizing content for search engines and
users.

I was introduced to Marcus Schaller via a cold-call. He
caught me in a moment of weakness, I was desperate for
some copywriting, and he was available to help. The first
engagement was small; I was impressed with how quickly
Marcus picked up the nuances of my complicated business.
He jumped right in, asked good questions, and delivered a
great final product earlier than expected. Since that first
engagement, I’ve worked with Marcus on a number of projects.
He has a keen sense for getting to the heart of my requests,
identifying salient points, and delivering a thoughtful end
product. Marcus has made me a better marketer and raised
the bar on the quality of what I, and my team, produce.
Ryan Zilker, Director, Marketing, Western Growers

Marcus also helped us write meta descriptions for our web
pages and images in WordPress and improved our in-house
style guide.
Marcus exceeded our expectations in the quality of his
writing, his responsiveness during the project, and his ability
to meet deadlines. He is both highly professional and a joy to
work with.

Marcus works with each client to thoroughly understand the
industry, challenges, and goals of the project. He is able to
present powerful, persuasive marketing copy with clarity.
Ellen Bonanno, Director, Marketing, ASIS International

Lisa Johnson, Executive Director, Foundation and Development,
College of The Albemarle
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After over 27 years in a business built on referrals, I’m seeing
how quickly the Internet and content marketing is changing
the face of real estate brokerage. Marcus has helped me
build my online presence beyond the obligatory website,
incorporating video, newsletters and other marketing
content. Projects are presented in a way that helps me easily
understand my options, and final work is always delivered
on schedule. My business now has the best of both worlds—
my extensive referral network AND the up-to-date, relevant
content that new clients are looking for.

My business partner Amy & I were blown away by Marcus’s
seminar. The time we spent looking at our business from the
outside in and focusing on what problem we solve for our
members has been priceless. While we are still working on
our “offers”, we got immediate results. At a networking event,
our message (a work in progress) had business people saying
“Yes, I want that.” We can’t wait for the follow-up coaching.
It will be like we have an unfair advantage.
Terry Hall, RBN (Relationship Building Network) San Diego

Dallas Croft, ERA Oakcrest Realty

Marcus presented at ASTD Orange County and demonstrated
mastery of his topic, engaged the audience, and showed
his commitment to meet his audience’s needs. Marcus
differentiated himself from the moment he committed to
being a presenter. We spoke prior to the session and he asked
insightful questions. His presentation demonstrated that
he took the information to heart. I walked away from the
presentation with actionable ideas and a new perspective on
how I’ll meet the needs of my audience in my training design
and presentations. If you’re looking to engage your audience
and create compelling content, Marcus should be at the top
of your list.

Marcus’s workshop was a fabulous investment. Marcus takes
common sense knowledge and boils it down into a brilliantly
simple system. I now have the tools to implement, in a logical
fashion, the lead generation campaign that I have wanted for
years. Thank you!
Mindy Selinger, Link System Trainer, TheLinkSystem.com

Rhonda Askeland, Performance Strategist at Top Talent
Builders
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Marcus, and The Lead Ladder, helped me focus my business
development strategy and execution into a powerful,
repeatable and highly adaptable process. I very strongly
recommend this book, and its author, to anyone who markets
or sells a professional service.

Marcus wrote one e-mail which I sent to 500 contacts.
Within a couple of months, I was able to close over $5,000 in
immediate business from that one mailing. That’s almost 10X
my investment in the whole campaign!
Craig James, Sales Trainer, Sales Solutions

Jack H. Cage, Senior Client Partner, Technology Markets, Korn/
Ferry International

Attending a recent workshop really opened my eyes to a
number of business related opportunities that I had been
completely overlooking. I have often heard that it is often the
most basic and fundamental of new concepts that help you
truly move forward. Marcus brought up things that were
strikingly obvious, but in my haste to build a business had
for one reason or another overlooked. I run a top-notch web
and graphic design firm. We can produce great designs day
in and day out, but ask us how to get business in the door,
how to find strong leads and we suddenly go blank. Marcus
showed us how to market ourselves from a different angle to
help us snag the clients that we really want to work with. I
now feel like my business landscape is rich with prospective
clients.
Allen Arber, President, Roughhouse Design, Inc.

What seemed an insurmountable task was made easy
in Marcus’s hands. By listening carefully and asking me
clarifying questions, he understood who I was and what I
wanted to say. He transformed all my many words into a
clear, crisp message. Marcus ‘got’ what I was looking for and
provided the language I needed. I highly recommend making
use of his skills for all your written material.
Jonna Knudsen, Jonna Knudsen Coaching, Inc.

In a competitive industry like commercial real estate
brokerage, getting prospects to respond to direct mail can be
very challenging. Marcus created a highly customer focused,
consultative campaign that fit our firm’s style perfectly and
returned a 2% response.
Peter Valleau, Commercial Real Estate Broker, Asset Growth
Properties
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Marcus simplifies the task at hand with powerful and effective
copy that gets great results. His enthusiastic, knowledgeable
and professional approach makes working with him an
instantly enjoyable solution…with a fantastic outcome!
Kate Johnson-Page, Co-founder, ArtistsForYou.Com

Marcus’s enthusiasm, patience and previous experience
helped us to simplify our marketing projects and create
effective articles and lead generation letters.
Kristen Sheehan, Manager of Business Relations, New York
Citywide School to Work Alliance

As an entrepreneur, I found Marcus’s lead generation
workshop essential to pursuing a path of success! His
workshop provided the special one-on-one attention that my
company and industry needed. Thanks to Marcus, I now
have the tools necessary to lay the foundation for success in
all my future marketing and sales campaigns.

I would like to thank you very much for your work and all of
your help with my website and e-mails. You not only find just
the right words to describe my business, but always give me
excellent advice on how I can improve my marketing. Most
importantly, you take the time to listen to me and understand
my business; in addition to delivering great copy. I really
appreciate your work and definitely notice the difference it
has made to the number of leads I receive.
Biba Pedron, Biba4Network

Marcus is a gifted marketer. Because he has many years
experience as both an online and offline marketer, he produces
great content in the form of blog posts, webinars, and videos
designed to share his marketing knowledge with others.
His content is always thorough and helpful. If you want to
improve your marketing efforts I definitely recommend
working with Marcus.
Kimberlee Wilkes, Social Media Consultant, Wilkes Business
Solutions

Michelle Matos, FX International Group, Inc.
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About Marcus
What is it about marketing that I love so much?
It’s the fulfillment that comes from helping my clients share new
solutions to important problems.
It’s the rush I get when a complex project starts to come together, the
pieces of the puzzle all lining up perfectly, the endless options finally
leading to one inevitable conclusion.
It’s the joy I feel knowing that my work helps motivate people to take
action.
Over the past 12 years, I’ve worked with clients across a wide variety
of industries, including executive training, trade association, and
education. I’m also the author of The Lead Ladder – Turn Strangers
into Clients, One Step at a Time (McGraw-Hill, 2006).
To discuss a project, contact me at marcus@marcusschaller.com or 424237-4339. I’m available for both long- and short-term engagements,
and offer flexible packages to fit your unique needs and budget.
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