
 
 

 

Client Success Story: Arlington/Roe, & Co. 

 

The Challenge 

In 1964, after quitting his job as a field underwriter, Francis Roe started Arlington 

Insurance Agency off of his kitchen table.  

 

At least, that’s how Jim Roe-- Francis’s son and current president/CEO of the company—

tells the story. 

 

Now called Arlington/Roe, & Co., the modest trailer insurance company that Francis Roe 

started in the family’s three bedroom ranch house has expanded into a 180-person 

business with over 204 million in premium.  

 

The company has evolved into a managing general agency and wholesale insurance 

brokerage firm, whose line of business ranges from “motorcycles to complex 

environmental risks and everything in between.” 

 

According to Roe, his company doesn’t just sell insurance, they help people “buy financial 

security.” But when it came to protecting the health and wellness of their own employees 

and their families, Arlington/Roe turned to Apex Benefits.  

 

Roe and Apex CEO John Gause go way back (all the way to Scecina High School in 

Indianapolis), but their business relationship began when the service from 

Arlington/Roe’s former broker began slipping as health prices continued to rise. 

 

As Roe began to consider different brokers, another coincidental past relationship led 

him straight to Apex Benefits’ Vice President of Sales Scott Long. “He’s done a wonderful 

job of pulling a team from Apex Benefits together,” Roe said.  

 

“Apex has always worked as a team- it’s not just one sales person coming in,” he 

continued. “We’ve been very impressed with their service, and with the skill level of all 

the different team members that have come in— with the responses and the advice that 

Apex has given us.” 

 

The Solution 

The team from Apex tackled four major objectives in order to improve upon 

Arlington/Roe’s former services and benefits.  

 

Objective 1: Cap cost increases as low as possible with high cost claimants 



 
 

 

Objective 2: Improve Arlington/Roe’s compliance to federal reporting requirements 

Objective 3: Utilize benefits to improve retention and recruitment 

Objective 4: Improve corporate wellness culture  

 

In order to cap cost increases, Apex formed an action plan that included annually 

negotiating the best renewal terms with Arlington/Roe’s incumbent healthcare provider. 

They also provided alternative plan designs that would increase member self-care and 

engagement. 

 

In addition, regulatory compliance can be a scary subject for many companies. Apex’s 

regulatory compliance team worked to make sure that Arlington/Roe is complying with 

the various federal regulations and changes in policy that could result in fines or penalties 

if not followed correctly. As for whether it has worked so far… 

 

“I suppose the answer to that is that we haven’t gotten in trouble!” Roe said. “Apex has 

experts in that area that have advised us on how to stay in compliance. There have never 

been any issues with Apex, and we appreciate them keeping us in line.”  

 

Growth of Arlington/Roe is a big priority for Roe, and Apex has added to his growth 

efforts by improving upon benefits that aid in retention and recruitment. “I would say that 

the thing I’m most proud of is being in a position to hire and support 180 people and their 

families. I see that as a great responsibility of mine,” Roe said. 

 

Three of Roe’s four children work at the company, as well as his wife. “I want to make 

sure that they will continue that legacy of supporting not just our family, but all these 

other families as well,” he said. 

 

In order to provide adequate benefits for Arlington/Roe, Apex implemented an improved 

benefits plan for its 180+ employee and their families. They also helped the company’s HR 

department create a new Employee Benefits Booklet in 2017, which aids in recruitment 

and retention.  

 

Finally, Apex instituted a game-plan for improved corporate wellness culture at 

Arlington/Roe. The team introduced an Apex Wellness Consultant to work with Roe’s 

company, as well as developing strategies and programs to improve preventative care, 

tobacco cessation, and enhanced employee wellness.  

 

Why Apex? 

“The bottom line is— no one wants to buy insurance,” Roe said with a laugh. “I tell our 

folks here all the time— we don’t want to buy health insurance. I don’t even want to buy 



 
 

 

my homeowners, or insurance in the organization. But we don’t sell insurance— we sell 

financial security.” 

 

Whether he wanted to do it or not, Roe’s decision to turn to Apex for their health 

insurance brokerage has certainly worked out in his favor. And when it comes to working 

in the insurance industry in general, he’s taking some notes.  

 

“I’ve taken a few lessons from the way Apex has done things to help promote some of 

our businesses as well,” Roe said. “Apex has done exactly what we’re looking for— we’re 

not just looking to buy insurance, we’re looking for advice. And Apex has done an 

excellent job of doing that for us.” 

 

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. 

 


