
 
 

 

Client Success Story: Cunningham Restaurant Group 

 

The Challenge 

The restaurant industry is a relentless, ever-changing field, and Cunningham Restaurant  

Group-- a veteran when it comes to creating Indiana’s must-eat spots-- knows this better 

than anyone.  

 

Founded in 1997 by Mike Cunningham, CRG has grown from one Indiana restaurant to an 

industry success story that includes 21 restaurants in 3 states, with a total of over 1800 

team members.  

 

But as anyone in the restaurant industry knows, keeping those team members happy, 

healthy, and physically capable of making great food is quite the challenge. And two 

years ago, when CRG’s broker brought the company a renewal from their insurance 

company that included a 45% rate increase, that challenge increased tenfold. 

 

To fully comprehend the precarious position that CRG was suddenly in, it’s important to 

understand the current landscape of the restaurant industry. According to CRG Director 

of Human Resources Kim Woodward, CRG and other restaurant companies have to 

manage the fact that their industry is primarily work-to-live. 

 

“When you are working for tips or an hourly wage, it’s prevalent for those folks not to 

pay too much attention to their health, not to take active steps for wellness, and 

sometimes to even work when they’re sick,” Woodward said. “They may not take time off 

in order to go seek medical attention.” 

 

This can be a real problem for companies like CRG, because, as Woodward puts it, “Small 

problems can turn into large problems.” In response, CRG has made an effort to educate 

team members and management on the benefits of seeking early intervention when it 

comes to health issues. 

 

Because the restaurant industry is such a physically strenuous field, employee health 

benefits are nothing to fool around with. Woodward knows this as well as anyone, and 

when their current broker “had the audacity,” as she put it, to deliver a renewal of 45% 

rate increase with no prior notice, changes had to be made. 

 

Enter Apex Benefits. 

 

 



 
 

 

The Solution 

Woodward had worked with various Apex Benefits employees in the past, and at the 

eleventh hour, she decided to call on her old colleagues to see what-- if anything-- could 

be done.  

 

Quick work from the Apex Benefits Advisors, Account Executives and Market Analysis 

team members (“magicians,” according to Woodward) managed to save the day. CRG 

was able to switch from United Healthcare to Anthem with only an 8% rate increase-- a 

“turning point” for the company. 

 

“The level of service that I received from Apex was second-to-none,” Woodward said. 

“By that time, here at this company, I had been through three brokers, and two of those 

brokers did not call me for months on end. I always initiated the call, I was always the one 

asking the questions- they really had no client contact whatsoever. That is not the case 

with Apex.” 

 

Woodward said that from that point on, she never looked back. “There’s no question that 

Apex Benefits was a turning point for that particular renewal, but now that I’ve actually 

seen what broker service can be like, I don’t think I can go back.” 

 

The Results 

Since that point, Apex Benefits has aided CRG in a number of different ways, from 

regulatory compliance efforts to telemedicine options. Whatever the service, Woodward 

had nothing but good things to say about what Apex has done for her company.  

 

On regulatory compliance:  

“This was the first year that we had to produce 5500s. We crested that magic number on 

January 1st, 2016, and while that isn’t the Apex Benefits’ core business, they definitely put 

us in contact with someone who could help us to produce the 5500s. I always felt that if 

there was a compliance issue that I needed to be aware of… Apex has my back.” 

 

On telemedicine: 

“Oh, we love our telemedicine option. We love it. Who wouldn’t want to be able to go see 

the doctor in your pajamas at 3 am? For our management, that has been a godsend- 

because our management team typically works 50-55 hours a week. They always work 

Fridays and every Saturday, so Sunday is really their only reliable day off. And some don’t 

even get Sunday off. So, to have a telemedicine option that allows them to be seen in the 

comfort of their own home, at a timeframe that doesn’t interfere with their work 

responsibilities…It’s been awesome.” 

 



 
 

 

“Another benefit is that is that we were able to offer the telemedicine free of charge to 

our team members- Cunningham Restaurant Group is absorbing all of the expense for 

that. And even if they don’t cover their family members under the telemedicine option, 

they’re able to have office visits done on telemedicine for everyone living in their 

household. It’s been a game changer for us.” 

 

Why Apex? 

Woodward puts it best: “What separates Apex Benefits from the others is… everything.” 

 

CRG made the transition from fully-insured to self-insured this year, and according to 

Woodward, “I never would have imagined doing that with another broker, because I 

wouldn’t have felt like I was given the support, the tools, and the knowledge to 

understand how to venture into a self-insured product.” According to Ron Maines, CRG’s 

primary Apex Account Executive, the 2017 transfer from a fully-insured to self-insured 

medical plan is saving the company thousands of dollars-- “if not well over $100K by the 

end of the year.”  

 

Thanks to Apex Benefits, CRG’s growing success is boosted by a happy, healthy team of 

thriving employees. Woodward credits Apex Benefits with the continued wellness of their 

team. 

 

“I never would have dreamt of doing any of this without Apex by my side.” 

 

The Takeaway 

If you’re interested in taking control of your employees’ health and wellness, not to 

mention saving your company time and money, Apex Benefits is here to help. Visit 

apexbg.com to learn more about the services we provide. 

 
 


