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Dear Partners, 

As I reflect back on 2019, I think about the challenges, 

successes—and ultimately—the progress we made, together. 

I was fortunate enough to connect with many of you in 2019 

and witnessed firsthand the passion you have for our clients and participants. Through the tough 

conversations and through the mutual celebrations, one thing has remained constant: you are a 

critical piece to MidAmerica’s success and, most importantly, to our customers’ satisfaction. 

Thanks to your partnership, we were able to deliver on our 

annual theme (Progress) while solidifying the foundation for 

growth in 2020 and beyond. We’re wholly committed to our 

organization’s Mission to take care of those who do so much 

to take care of our communities, and we want to help even 

more public sector employers solve challenges around their 

retirement and health & welfare benefits. Of course, we’re 

excited to embark on this journey of growth with you.

At MidAmerica, we strive to be an indispensable arrow 

in your quiver—not simply give you another product to sell. Being an Alliance Partner means 

that you are part of our team. Working together toward the same goal, we can provide simple, 

impactful solutions to millions of public sector employees across the country, creating long-lasting 

relationships along the way. 

Put differently, I sincerely believe it’s an exciting time to be part of the MidAmerica team! I’m 

AP Connect  |  December 2019          As it relates to variable options, this material is for broker-dealer use only and may not be distributed to employer plans or participants.                       1

Winning Together
Looking back on 2019 and forward to 2020

Jim Tormey, President & CEO

Through the tough 
conversations and through 

the mutual celebrations, one 
thing has remained constant: 

you are a critical piece to 
MidAmerica’s success and, 
most importantly, to our 
customers’ satisfaction. 



excited for 2020 and for our organization’s ramped focus on growth. We’re committed to 

continuous improvement in our product delivery as we strive to deliver best-in-class service to all 

our customers. In fact, this focus is reflected in one of our five core values: We take Care of Our 

Customers. We offer uniquely flexible solutions to alleviate our public sector clients’ most pressing 

health & welfare and retirement benefit issues. Whether it’s a participant, employer, or you, our 

trusted partner, we commit to doing the right thing to create an excellent experience. 

It’s important to acknowledge that none of this progress would be possible without your steadfast 

partnership. For that, we’d like to say thank you! Here’s to a great 2020 and, most importantly, 

Winning Together. 

From the MidAmerica family to yours, Happy Holidays! 

Sincerely, 

MidAmerica: The Year in Review

12,336
Welcome Kits 

Mailed

84,114
Resolved Service 

Calls

75,152
Claims Processed

The below are year-to-date figures as of November 2019.
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Lifecycle of a Claim
Demystifying the claims reimbursement process.

Every day, MidAmerica works to provide 

timely and accurate responses to the claims 

submitted by our plan participants. We know 

how important it is for participants to receive 

their reimbursement quickly and correctly. To 

ensure that participants receive consistent white 

glove service, all claims go through a careful 

process that promises accuracy and compliance, 

which ultimately protects the participant and 

their employer. 

Adjudication

Once a Health Reimbursement Arrangement 

(HRA) claim is submitted, it then goes through 

the adjudication process. During this initial 

review, we determine whether all necessary 

information has been submitted properly. 

If MidAmerica deems that all information 

is present and accurate, the claim is simply 

approved and then the funding is released to 

the participant within three business days. From 

receipt to payout, processing time is seven to 

ten business days. 

Denials and Ineligible Claims

Sometimes, however, ineligible claims are 

submitted. This generally happens when the 

expense is not included in the plan design 

or if the expense was incurred prior to the 

participant’s plan eligibility. For example, a plan 

that allows for premium only expenses will not 

reimburse for copay expenses. Also, if the HRA 

is a retiree or defined contribution plan, and the 

expenses were incurred prior to retirement or 

termination, that claim will have to be denied 

since the participant is not yet eligible to receive 

reimbursements. In all cases of a denied claim, 

the participant is notified of the denial and the 

reason it has been denied. 

NIGOs

If the adjudication process determines that 

the claim is not eligible for reimbursement 

due to lack of missing information, the claim 

is deemed Not In Good Order (NIGO). This 

means that the request contains missing or 
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inaccurate information that prevents the claim 

from being processed. Once the claim is 

deemed NIGO, the participant is notified and 

given the opportunity to send the required 

supporting documentation so that the claim can 

be reimbursed. It’s important to note the NIGO 

status expires after 30 days. If in that time, 

MidAmerica does not receive the requested 

information from the participant, the claim is 

either partially approved for what is eligible or 

denied if nothing is eligible. The participant is 

also able to request that MidAmerica pay as 

is when the claim is NIGO, meaning that the 

participant will only receive funding for what is 

eligible. 

At MidAmerica, we understand that participants 

should receive their funds when they want or 

need them. Keeping these processes in place 

ensures we can quickly and accurately provide 

participants access to their funds. We are proud 

to take care of those who take care of our 

communities and are happy to provide guidance 

along the way! If you have any questions 

regarding the claims process, simply reach out 

to accountmanagement@myMidAmerica.com.

 

Lifecycle of a Claim, cont...

Alliance Partner Portal

The Alliance Partner Portal (APP) allows you to 

access  many valuable resources. You can even use 

APP to request materials and track opportunities. 

To log in, navigate to https://midamerica.allbound.

com/. From there, use your login credentials to 

access valuable resources such as sales collateral, 

employer and employee welcome kits, PowerPoint 

presentations, and sales pipeline tools. First time 

accessing the portal? Click here for registration 

instructions!

https://www.mymidamerica.com/wp-content/uploads/2019/06/1901-001.2-Allbound_AllianceGuide.pdf
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Creating a Powerful Company Culture
How taking care of our customers starts with taking care of our employees.

Since 1995, MidAmerica has developed 

long-lasting relationships with our partners 

because of our dedication to service and 

a desire to help the people who make our 

community a better place. Putting people first 

has always been at the center of everything we 

do, and we’re constantly searching for more 

ways to connect with those we 

serve. MidAmerica strives to 

do the right thing for our 

participants and plan 

sponsors to create an 

excellent experience for 

them. As a result, we’ve 

maintained a 99% client 

retention rate for more than 

17 years. 

For MidAmerica, providing excellent 

customer service starts with having an 

excellent internal corporate culture. We sum 

up our approach by simply putting People 

First. We know that people who find genuine 

satisfaction in their jobs will go the extra mile 

to make a customer happy. It’s important to 

us that each MidAmerica team member feels 

valued, which is why we regularly deploy an 

employee satisfaction survey, have quarterly 

“town halls” known as Renewals, and meet to 

ensure voices are being heard and any concerns 

are brought to the surface. We communicate 

through our actions by focusing on things like 

communication, accountability, and empathy to 

reinforce the importance of our commitment 

to our most valued asset: our people who 

take care of our customers. By 

introducing the People 

First mindset to our own 

associates from the time 

they start their journey 

with MidAmerica, 

this attitude extends 

beyond our offices so 

we can do what is right for 

each individual participant, 

employer, and partner. 

We also instill the importance of accountability. 

We give our employees the tools they need 

to succeed and empower them to act as they 

deem necessary. When people feel their leaders 

listen to and respond to their concerns, and that 

the entire workforce is a team pulling towards 

the same goals, they feel happier and more 

engaged at work. MidAmerica knows that our 

customers see the benefits of this because 



AP Connect  |  December 2019          As it relates to variable options, this material is for broker-dealer use only and may not be distributed to employer plans or participants.                       6

of our employees’ dedication to delivering 

excellent service and their overall attitude. 

From the time an associate is onboarded, we 

make sure that they fully know and understand 

the “Why” behind MidAmerica. Our mission is 

to take care of those people who do so much to 

take care of our communities—

like public school employees, 

law enforcement and firefighters, 

and municipal employees—

by providing best-in-class 

administration for the benefit 

plans that allow them to live with 

security and to retire with peace of mind. 

An employee learns what is expected of them 

beyond their role and how their everyday 

responsibilities impact the business as a whole. 

They are challenged and empowered to look 

beyond the mechanics of their everyday job 

so that they can make a difference in the 

business and understand what clients rely on 

our company to do. If an employee understands 

how their role impacts our Vision and Mission, 

we have a greater opportunity to create a 

culture of performance and success. That is 

why each employee sets quarterly goals that 

ultimately align with our organization’s overall 

mission. The alignment between personal 

goals makes a measurable difference in 

harnessing employee engagement to drive 

growth. When employees can see their role 

as not only the responsibilities within their 

job, but their purpose in 

serving the needs of fellow 

employees and ultimately 

customers, our organization 

becomes extraordinary. 

This approach drives a 

greater level of employee 

engagement which is 

reflected in our rising employee engagement 

score. We’ve also started to see the impact on 

client retention, long-lasting relationships, and 

MidAmerica ambassadors. 

Culture is not something we put in a memo 

or dictate to the organization.  It’s ultimately 

generated out of the mission and vision of our 

company and the actions we take that align with 

them. When we focus our people practices on 

serving our employees as they serve each other 

and our customers, our culture thrives.

Culture, cont...

Culture is not something we 
put in a memo or dictate 
to the organization. It’s 

ultimately generated out of 
the mission and vision of our 
company—and the actions 
we take that align to them.
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Reduce Costs & Retain Employees
Powerful retirement plan for part-time, seasonal and temporary employees.

Public sector employers regularly provide 

valuable work opportunities for part-time, 

seasonal and temporary employees. Although 

some of these employees may not participate 

in their employer’s benefits, part-time, seasonal, 

and temporary workers have been able to take 

part in Social Security. However, many public 

sector employers don’t realize that they have an 

opportunity for cost savings.

So how can public sector employers reduce 

their cost while providing a valuable benefit? 

MidAmerica’s 3121 FICA Alternative Plan is a 

type of retirement plan for public sector part-

time, seasonal and temporary workers that 

replaces Social Security. Ultimately, it’s a cost 

saver for employers and a valuable benefit for 

part-time employees. 

By saving money in their own operational 

budget, employers have the power to reinvest 

savings back into their organization, ultimately 

resulting in more satisfied employees, a higher 

retention rate, and benefits that attract quality 

talent.

Here’s how it works.

The 3121 FICA Alternative Plan eliminates 

the 6.2% Social Security contribution by the 

employee and match by the employer. Instead 

it routes 7.5% of the employee’s before-tax 

wages into an interest-bearing retirement plan, 

creating a win-win arrangement for everyone. 

Due to the pre-tax nature of their contribution, 

the employee’s paycheck remains virtually 

unchanged and their eligibility for Medicare is 

unaffected.

How 7.5% equals 6.2%

Even though employees are replacing their 

6.2% Social Security contribution with a 7.5% 

contribution into their 3121 FICA Alternative 

Plan, they are actually left with around the same 

take-home pay. Why? Because FICA Alternative 

Plan contributions are pre-tax. The chart on the 

next page illustrates the magic of how 7.5% 

equals 6.2%.

Who’s qualified for 3121 FICA Alternative 

Plans?

Eligible employers are either governmental 

entities that are closely affiliated with state and 

local governments (generally by government 

ownership or control), or a political subdivision, 

which is a separate legal entity of a state that 

usually has specific governmental functions. 
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Your state Social Security administrator can 

advise you on the status of an organization.

At the end of the day, the 3121 FICA Alternative 

Plan is a cost-effective retirement benefit for 

part-time, seasonal, and temporary employees. 

But the employer isn’t the only one reaping the 

benefits of this plan—employees truly benefit, 

too. For them, 7.5% of wages are contributed 

on a pre-tax basis, while their take-home pay 

remains virtually unchanged. Funds are also 

invested, adding a potential for earnings on 

contributions over time. Investments may even 

be self-directed to meet personal retirement 

goals.

In a world of reduced budgets despite rising 

retirement costs, truly impactful retirement 

benefits make employees feel secure and 

valued. By implementing a 3121 FICA 

Alternative Plan, employers can ensure their 

compensation structure remains attractive to 

potential and existing talent.

Savings for the employer: $15,500

Before Implementing FICA Alternative Plan Employer Employees

Contribution Amount $15,500 $15,500

To Whom Social Security Social Security

After Implementing FICA Alternative Plan Employer Employees

Contribution Amount $0 $18,750*

To Whom N/A Employee Retirement Plan

*It may appear that employees have less take-home pay, but the chart below illustrates why that’s not the case.

The employer is able to keep the savings or allocate it among plan participants.

The chart below illustrates the savings realized by an employer whose payroll for part-time, seasonal, and temporary employees totals $250,000.

FICA FICA Alternative 
Retirement Plan

Gross Salary $1,000.00 $1,000.00

Less 7.5% contribution into retirement plan -- $75.00

Taxable Income $1,000.00 $925.00

Less 15% Income Tax $150.00 $138.75

Less 6.2% Social Security $62.00 --

Less 1.45% Medicare $14.50 $14.50

Net Paycheck $773.50 $771.75

Reduce costs, cont...

Employer Savings with a FICA Alternative Plan

How 7.5% Equals 6.2%

Employer saves 
100% of the 
Social Security 
contribution!

Employee is left 
with virtually 
the same net 
paycheck!


