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30 years!
“and invited he and his wife out to dinner that night to celebrate and 

to talk about how we would capitalize on this new found fi nancial 

credibility. The tab for the evening was a little over $50, and I was 

shocked to realize that I had spent the company’s entire profi t for 

the year and some of my own money for the difference!”

The Early 1980s
Despite its humble beginnings, FBMC 

continued to grow, investing in its 

own mainframe computer, 

and developed a new 

business plan based 

upon a marketing 

strategy revolving 

around the tax-free 

purchase of benefi ts 

t h r o u g h  c a f e t e r i a 

plans.

In 1982, the company moved 

from its fi rst Georgia Street offi ce into a from its fi rst Georgia Street offi ce into a 

new headquarters on Allen Road in Tallahassee. The move 

came at a time when FBMC was attracting many Florida School Board clients came at a time when FBMC was attracting many Florida School Board clients came at a time when FBMC was attracting many Florida School Board clients 

and adding a sophisticated fi nancial software package to its emerging list of and adding a sophisticated fi nancial software package to its emerging list of and adding a sophisticated fi nancial software package to its emerging list of 

assets, as well as several new outside directors.assets, as well as several new outside directors.assets, as well as several new outside directors.

The Beginning - 1976
Initially incorporated March 29, 1976, as the Public Employees 

Services Company (PESCO), FBMC’s fi rst Tallahassee, Florida, offi ce 

opened its doors June 1, 1976. The company was created “for 

educators – by educators,” with a commitment to make a difference 

in the fi nancial lives of Florida’s educators and their families by 

providing quality insurance and fi nancial products and services at 

competitive rates. 

Mike Sheridan, FBMC founder and current Chairman of the 

Board, said, “I conceived the idea of starting a company 

that would offer insured benefits to public school 

employees, a market that I knew from my 

former employment associations. 

Public employees had only 

just been permitted to 

collectively bargain 

under new State 

legislation, and their 

benefits had been 

sorely neglected over 

the decades, and they 

were signifi cantly under-

insured.”

With a consumer-oriented product 

philosophy, the company introduced various life, health, 

automobile, homeowners and variable annuity products on a payroll automobile, homeowners and variable annuity products on a payroll automobile, homeowners and variable annuity products on a payroll automobile, homeowners and variable annuity products on a payroll 

deduction as well as direct bill basis. At the end of only two years of operation, deduction as well as direct bill basis. At the end of only two years of operation, deduction as well as direct bill basis. At the end of only two years of operation, 

FBMC closed 1978 with its fi rst profi t: $42!
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The early 1980s saw a confl uence of outside events which caused some 

fi nancial hardships for FBMC. The resulting belt tightening brought 

the company back to an essential principle which continues in FBMC 

today: maintain a high profi le of customer service and advocacy for 

the best benefi ts available. This increased emphasis on the customer 

was illustrated in a new, highly-effi cient, centralized Customer Service 

Department, utilizing state-of-the-art computer hardware and software 

for toll-free access 12 hours per day. FBMC was able to weather the 

early 80s challenges, ending 1985 with 29,900 participants purchasing 

158,000 different plans.

Preparing for Progress
To ensure its longevity and continued growth, FBMC dedicated itself to 

benefi ts management as an adjunct to its cafeteria plan management 

services. The company dedicated a fi xed part of its revenue to staff and 

management training. This laid the groundwork for a bold new plan, 

called Phase II, which looked to expand into public-sector cafeteria 

plan markets nationally. Phase II included investing $1 million into 

expansion-related expenses, such as hiring and training new employees 

and creating and operating new departments.and creating and operating new departments.

To better accommodate the anticipated and continued growth 

expected from these investments, the company restructured itself into 

three companies: Fringe Benefi ts Management Company (FBMC), VISTA 

Management Company (VMC) and PESCO. FBMC became the parent 

company for all three, providing support services such as personnel to 

the other two subsidiaries.

Firm business plans and evolving structure and management processes 

continued to show positive results for the FBMC family of companies. 

In 1990, customers and clients were re-emphasized as the center of 

the FBMC world with the development of quality-based performance 

guarantees for clients. These guarantees included fi nancial penalties 

for non-compliance, and FBMC raised its standards to meet these lofty 

goals it set for itself.

By the end of 1992, FBMC had relocated to the new South Gadsden 

Street offi ce, named after FBMC founder Michael H. Sheridan; developed 

Benefi ts EducatorTM, a PC-based, interactive education and enrollment 

service; and established itself as a preferred provider of Flexible 

Spending Account (FSA) administration for state governments.

National Growth
As further investments were made in the proprietary systems of FBMC 

and VMC, the company decided that PESCO would not continue as 

a subsidiary of FBMC. An Employee Stock Ownership Plan (ESOP) 

was implemented, and FBMC was recognized as an outstanding 

Florida employer with its selection as the winner of the Governor’s 

Business Leadership Award. In 1994, FBMC was again recognized for 

its progressive affi rmative action program by the Florida Commission 

on Human Relations.

As the end of Phase III drew near, the company celebrated its twentieth As the end of Phase III drew near, the company celebrated its twentieth 

year in business by recognizing its almost 200,000 nation-wide 

customers for their patronage.

Phasing In Change
In 1997, company founder Michael Sheridan transferred FBMC’s 

presidency to current president, Lorraine Strickland.

(continued from front cover)

Thirty Years of Customer 
Loyalty and Growth

Mike Sheridan and Glenn Tanner, founders in 1976 

Mike Sheridan and then Florida Governor Lawton Chiles, 
Governor’s Business Leadership Award presentation, 1993

South Gadsden Street location of FBMC, 1992

60,000 Participants
Phase I
(1976-1987)

150,000 Participants
Phase II
(1987-1992)

198,000 
Participants
Phase III
(1992-1996)



FBMC’s current Sessions Road location, 2002

“I’m thankful for the experience I 

had at the Harvard Business School,” 

Strickland noted, “where I learned the 

defi nition of success is not necessarily 

based on short-term fi nancial metrics 

or achievements, but the long-term value provided to our customers, 

clients and employees. FBMC will recognize success not through 

numbers like profi ts or revenue, but through recognition as the best 

in class; by identifying the individual components needed to be the 

best, exceeding the expectation to be the best at each of those, and 

becoming more than a sum of those parts.”

This change came at a time when FBMC was realizing growing revenues 

as well as high customer and employee satisfaction rates. Sheridan 

moved into a new role for FBMC as president of VMC, which was 

restructured to expand 401(k) administration services. As the company 

began spending more on system hardware and software and additional 

offi ce space, FBMC was again preparing for future growth through new 

technology, operating systems and effi ciencies investments.

Moving into the Millennium
Phase V began with FBMC preparing to break ground on a new company 

headquarters on Sessions Road in Tallahassee. At the same time, the 

company was positioning itself as the Premier Third-party Administrator 

of Tax-favored Accounts. With successful integration of an FSA debit of Tax-favored Accounts. With successful integration of an FSA debit 

card and implementation of large and complex Internet enrollments 

under its belt, FBMC moved into its new, 50,000 square foot, two-story 

complex, outfi tted with enhanced information technology, new fi ber 

optic and software systems, modular furniture and views of the wildlife 

preserve which surrounds it.

This new Tallahassee headquarters enabled FBMC to continue its high 

level of community civic and charitable participation, while improving 

Internet-based customer services and client-based server technology 

solutions.

City of Tallahassee mayor, John R. Marks, III, said, “Under the leadership, 

guidance and vision of Mike Sheridan, I have been fortunate to witness 

FBMC evolve into one of the largest private employers in Tallahassee 

during my more than twenty year period on their Board of Directors. 

Along with the economic benefi t of its growth, FBMC has remained a 

responsible and civic-minded organization that is committed to fi nding 

ways to positively contribute to our community. “

Mayor Marks continued, “Among the many projects that FBMC has 

undertaken throughout the years, I am probably most proud of the 

new headquarters building that was recently completed. Not only is 

the building an example of forward-thinking, environmentally friendly 

architecture, but FBMC was also able to aptly utilize some of the various 

incentives and programs that are offered by the City of Tallahassee.

“On the 30th anniversary of FBMC, I can only say… It has been a pleasure 

to be associated with this stalwart organization, and here’s to 30 more 

successful years!”
(continued on next page)
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Ground breaking ceremony, May 17, 2001

Tom Gallagher, keynote speaker at the 
building dedication, June 5, 2002
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New Services, Additional Offi ces
In 2003, FBMC expanded into self-funded health and fully-insured 

medical plan administration with the acquisition of United Benefi ts, Inc. 

Located in Ormond Beach, Florida, these new members of the FBMC 

team contributed a diverse set of skills, capabilities and experience, 

while complimenting the existing corporate values and beliefs of 

community participation, integrity and quality. Together, the Tallahassee 

Headquarters and the Ormond Beach offi ce management embarked 

upon a formalized quest for performance excellence through the 

adaptation and implementation of the guiding principles of the Florida 

Governor’s Sterling Management Program.

“Measure, analyze and improve, always,” Strickland urges. “There is no 

plateau. We cannot be static in a service organization. It’s a journey that 

is never completed, if you want continued success.”

Premier Quest
Since all of Phase V’s business plan objectives had been met ahead of 

schedule, FBMC decided to develop and pursue its new objectives, Phase 

VI, a year early. The focus on the Sterling Management System spurred 

FBMC to implement signifi cant operational and structural changes, 

including fully integrating the former United Benefi ts employees as 

the Ormond Beach division of FBMC. The company’s sixth business 

cycle will be governed by its mission statement, “To be the Premier 

Benefi ts Company.” Through performance excellence in leadership, 

strategic planning, customer and market focus, measurement and 

analysis, human resources, process management and organizational 

performance results, the company will reach its goal. 

“When we reach the end of Phase VI, about 2012,” Jim Snyder, Senior Vice 

President of Marketing, observes, “we will be a $100 million company 

through a balance of organic growth from new client acquisition and 

(continued from Page 5)

expanding existing client relationships, and buying and acquiring 

strategic presences in new markets and services such as self-funded 

benefi ts. We are building a marketing and sales force that will allow us 

to aggressively and successfully seek out clients that are best served 

by us and us by them.”

The emphasis of Phase VI’s growth plan looks to improve FBMC’s 

technology processes, while nurturing the integrity-based growth the 

company has been proud of for three decades. Strickland points out, 

“We have been able to be successful for 30 years. At the end of each 

Phase, we are better off than before, despite changes in the market and 

fl uctuations in the economy. We have been fl exible enough to thrive 

during these changes; not just surviving, but succeeding. At the end 

of Phase VI, we want to be the Premier benefi ts company, measured 

by product diversity and the value our customers and clients hold in 

us; that’s how we measure success.” Strickland adds, “Longevity has a 

value that I like.”

As Sheridan refl ects on his 44 years in the insurance and benefi ts 

business, he is proud of FBMC’s accomplishments regarding product 

innovations, bringing security and financial well being to clients’ 

employees and giving FBMC employees an opportunity to own the 

company where they work. Sheridan also beams, “Having my daughter 

evolve into a superb manager and leader has given me the utmost 

pleasure.

“On a personal note, I am most pleased to have played a part in the 

growth of a company that has always abided by the highest standards for 

integrity, honesty and quality. Our reputation is admired by our industry 

and our customers, and that gives me the most gratifi cation.”

The organic growth and business rules, processes and procedures have 

positioned FBMC to continue to make the company more successful. 

As it celebrates its thirtieth year, FBMC looks to use its Premier Quest 

to guide it on its pathway of continued excellence and growth with 

integrity.
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Revenue Growth
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