




ing with treatment; and identifying 
best-practice health care providers.

“What we’ve been successful in 
doing is integrating our claims pro-
cessing with our wellness program 
and other programs we offer,” says 
Wilhelm. “We’ve been able to take 
some of the advantages we have as a 
claims payer and use them for health 
management.”

One example is Optimal Health 
by Prairie States, a wellness program 
used by, among other customers, 
Sargento Foods of Plymouth. Optimal 
Health uses clinicians and nutrition-
ists to support participants in set-
ting goals to improve their health 
habits. The Optimal Health process 
begins with a health questionnaire 
that generates a health risk score, 
with individual followup on healthy 
living practices.

In its second year in the program, 
Sargento, which spends about $3 
million per year in health care, saved 
$266,000, with savings doubling to 
$573,000 in its third year, according 
to an actuarial study. Wilhelm esti-
mates Optimal Health has a 13-to-1 
return on investment.

Another Prairie States goal is to 
“try to make sure that our programs 
and our systems are as easy as pos-
sible to use,” says Wilhelm. Instead 
of sending claims statements and 
bills in the mail, Prairie States will 
email links to online claims state-
ments, and assist patients with mak-
ing deductible and copayment pay-
ments, with the goal of “taking the 
hassle factor out altogether.”

Many of Prairie States’ services 
are provided through a secure Web 
portal. Customers are able to cre-
ate a variety of reports on their 
health care services and spending. 
A prepaid Benny Card can be used 
to pay for services funded through 
Flexible Spending Accounts, Health 
Reimbursement Accounts and Health 
Savings Accounts.

Prairie States is a certified Women’s 
Business Enterprise by the Women’s 
Business Enterprise National Council, 
the nation’s leading third-party certi-
fier of women’s business enterprises. 
Certification increases the visibility 

of certified companies among poten-
tial customers’ supply chain diversity 
and procurement decision-makers. 

Almost half of Prairie States’ 55 
Sheboygan employees are nurses. 
“Our clinical perspective is really what 
makes the difference,” says Wilhelm, 
pointing to one of their nurses who 
worked in operating rooms; that 

nurse is able to look at listings of 
supplies on a bill and notice if some 
charged supplies wouldn’t ordinarily 
be used in surgery.

“The nurses we’re successful in 
attracting here have as much as 10 to 
15 years experience, and are looking 
at a different way to contribute” to 
health care, she says.

Prairie States is working to deter-
mine “how we can best appeal to 
knowledge workers” in information 
technology, high-tech and engineer-
ing, to expand the company’s cus-
tomer base in those areas.

One growth area more immedi-
ate in time and in distance is work-
ing with companies looking to open 
medical clinics at their work sites. 
The first example will be on the first 
floor of Prairie States’ office, the site 
of a new medical clinic Sheboygan 
County will operate.

“It’s an ideal opportunity to work 
more effectively with the customers 
we serve,” says Wilhelm.

Another effort at working more 
effectively with customers is “refin-
ing the analysis tools we have for 
our customers to make them as user-
friendly as we can,” she says. “For the 
customers who have them, they’re 
invaluable.”
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When Felicia Wilhelm’s company, 
Prairie Estates Enterprises, got a 
third party administrator contract 
for Sheboygan area businesses, 
it involved opening an office in 
the area. Today, 55 of the 67 
employees work in Sheboygan.

Family owned 

companies like Bemis

Manufacturing and 

Sargento expect 

respectful and prompt 

customer service. 

Our culture has 

benefited from being 

in Wisconsin.
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