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couldn’t make the mandate of the re-
quired plan work because it basically 
took the risk out of the system. 

The notion that somehow this new 
idea by my colleagues is going to be 
the silver bullet is, in my opinion, not 
an answer at all. People who would be 
the ones who could get that kind of 
coverage for a short period of time 
would then end up leaving the rest of 
the people without adequate coverage. 
As I said, what happens is, the costs 
then just go up, and then the market 
has to adjust. I would say that in our 
State—because a lot of people are talk-
ing about leaving the individual mar-
kets over the proposals that we are 
talking about today because they are 
concerned about the costs and who is 
going to be covered—you would see a 
very rapid collapse of the individual 
market exacerbated by what my col-
leagues from Texas and Utah are pro-
posing. 

There are numerous nonpartisan 
health experts who seem to be saying 
the same thing. There is the American 
Academy of Actuaries, where one indi-
vidual said: 

People who are healthy now would tend to 
choose noncompliant plans with really basic 
benefits. People who want or need more com-
prehensive coverage could find it out of their 
reach, because it could become unaffordable. 

Another individual from the Amer-
ican Enterprise Institute wrote that 
‘‘the main effect of the Cruz-Lee 
amendment would be to shift costs 
from healthy consumers to less healthy 
consumers and households with lower 
incomes.’’ 

Douglas Holtz-Eakin, a Republican 
and former Director of the Congres-
sional Budget Office called the amend-
ment by my colleagues from Texas and 
Utah ‘‘a recipe for a meltdown.’’ 

Larry Levitt, senior vice president at 
the Kaiser Family Foundation, 
summed it up best when he called the 
amendment ‘‘a recipe for instability 
and discrimination.’’ 

So you can see that many people al-
ready understand the idea of junk in-
surance is not a market solution at all. 
It is not really even healthcare cov-
erage. In its May 24 score of the House 
proposal, the CBO provided a definition 
of health insurance, saying that they 
would ‘‘broadly define health insurance 
coverage as consisting of a comprehen-
sive major medical policy that, at a 
minimum, covers high-cost medical 
events and various services, including 
those provided by physicians and hos-
pitals.’’ 

To me it seems pretty clear that the 
types of plans that could be sold under 
this proposal don’t meet that defini-
tion. 

What are essential benefits that we 
expect to be covered in a plan? Obvi-
ously, hospitalization, emergency serv-
ices, ambulatory services, mental 
health, prescription drugs, rehabilita-
tion, if needed, laboratory services, 
like lab tests, and we have moved to-
ward some preventive, health, and 
wellness measures. Those are the es-

sential benefits that are supposed to be 
in a plan, and I want my colleagues to 
know that this experiment was tried. It 
failed. It drove insurers out of the mar-
ketplace because it just made the plans 
that were covering essential benefits so 
costly by distorting—really tearing the 
market apart. 

The second point about the proposal 
we are hearing about is that it is still 
a war on Medicaid. In my opinion there 
are cost-effective ways for us to con-
tinue access to healthcare. I have 
brought them up on the Senate floor. 
One would be looking at rebalancing 
from nursing home care to community- 
based care or, as I have mentioned, a 
basic health plan that bundles up a 
population and serves them up to get a 
discount so that individuals would 
have as much clout as a large employer 
would have in the marketplace. 

I hope that my colleagues will stop 
the focus on capping, cutting Medi-
care—because it would throw so many 
people off of the system—and focus on 
rebalancing people to the type of 
healthcare that will help us save costs, 
keep people in their homes, and give 
consumers the ability to compete cost 
effectively in the individual market. 

These are the problems I still see 
with this proposal. To think, basically, 
that junk insurance will be the way for 
us to get a proposal and to see that 
Medicaid is still the target in a war on 
Medicaid, to me, is not the proposal to 
move forward on. I hope our colleagues 
will realize that both of these have se-
vere faults and will sit down and talk 
about the proposals that will help us in 
establishing a more robust individual 
market. 

I thank the Presiding Officer. 
I yield the floor. 
The PRESIDING OFFICER. The ma-

jority leader. 
f 

LEGISLATIVE SESSION 

MORNING BUSINESS 

Mr. MCCONNELL. Mr. President, I 
ask unanimous consent that the Sen-
ate be in a period of morning business, 
with Senators permitted to speak 
therein for up to 10 minutes each. 

The PRESIDING OFFICER. Without 
objection, it is so ordered. 

f 

REMEMBERING R.J. CORMAN 

Mr. MCCONNELL. Mr. President, 
today I wish to remember the life of 
my dear friend, R.J. Corman, and to 
congratulate a business he started in 
Kentucky on its 30th anniversary. A 
man from humble beginnings, Rick 
started a company at the age of 18 with 
only a backhoe and a dump truck. With 
a keen business sense and a tireless 
work ethic, Rick built his company and 
earned a reputation for doing work bet-
ter and faster than anyone else in the 
business. Today the R.J. Corman Rail-
road Group employs over 1,600 people 
and operates in 24 States. 

Rick’s life was tragically cut short 
when he passed away in August 2013 at 
the age of 58 after a long fight with 
multiple myeloma, a blood cancer. Al-
though his company had to learn how 
to succeed without him, the signature 
red locomotives and white cross-rail 
fences still carry Rick’s name and his 
legacy. 

Those who knew Rick could agree 
that he worked hard, cherished hon-
esty, and had an infectious laugh. In 
2011, Fortune magazine published a 
profile on Rick and his business. It 
read, ‘‘In the way he operates—and 
faces the world—Rick Corman is truly 
larger than life.’’ 

Rick started his company making 
track repairs for major railroads in 
1973. With vision and determination, 
Rick convinced people to take a chance 
on him, and he began to expand his 
company. 

This year, one of his businesses, the 
R.J. Corman Railroad Co., is cele-
brating its 30th year of operation. It 
opened in 1987, when Federal deregula-
tion allowed railroads to sell unwanted 
lines of track. Rick, seeing both a prof-
itable venture and a way to provide an 
economic boost to rural areas, began 
purchasing short line railroads. Today 
the business operates 11 railroad lines 
and more than 900 miles of track. 

When Hurricane Katrina devastated 
the gulf coast in 2005, Rick’s emer-
gency response operation immediately 
offered to help. Rick personally 
oversaw the repairing of railways dam-
aged by the storm. Despite the heavy 
damage, Rick answered the call to help 
those in need. 

Rick’s business acumen was impres-
sive, but even more extraordinary was 
his unstoppable spirit. When he was di-
agnosed with cancer in 2001, he fought 
far beyond the doctors’ expectations. 
Rick continued to work, to enjoy life, 
and even to finish the Boston Mara-
thon. He deeply cared for his employees 
and his community. When one of his 
employees lost his home to a fire, Rick 
sent the family a temporary trailer the 
next day. Over the course of his life, 
Rick and his company made numerous 
contributions to St. Joseph Hospital in 
Jessamine County. The hospital re-
membered Rick as the largest philan-
thropic supporter in its history. 

Rick’s compassion and love of life in-
spired so many friends, family, and em-
ployees. He may be gone, but his legacy 
will remain, as we celebrate the 30th 
year of the R.J. Corman Railroad Co. 
Rick believed in his employees, and he 
said, ‘‘It’s really the people that make 
this company so different. It’s not me; 
it’s the people.’’ Today I ask my col-
leagues to help me remember Rick for 
his kindness, his courage, and his 
undefeated spirit. 

The Lexington Herald-Leader re-
cently published an article about 
Rick’s life and legacy. I ask unanimous 
consent that the full article be printed 
in the RECORD. 

There being no objection, the mate-
rial was ordered to be printed in the 
RECORD, as follows: 
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[From the Lexington Herald-Leader, June 16, 

2017] 
R.J. CORMAN WAS ‘‘LARGER THAN LIFE:’’ HE’S 

GONE, BUT HIS BUSINESS KEEPS GROWING 
(By Tom Eblen) 

One of the hardest things for a company to 
do is survive and grow after the death of a 
larger-than-life founder like Richard Jay 
Corman. 

Carol Loomis, a legendary business jour-
nalist who interviewed America’s most fa-
mous executives, wrote in a 2011 profile that 
Corman ‘‘just might be . . . the most unfor-
gettable character I’ve ever met in my more 
than half-century at Fortune (magazine) . . . 
In the way he operates—and faces the 
world—Rick Gorman is truly larger than 
life.’’ 

Corman, 58, died in August 2013 after a 
dozen years of fighting multiple myeloma, a 
blood cancer. But R.J. Corman Railroad 
Group, the Nicholasville company he started 
in 1973 with a backhoe and a dump truck, 
doesn’t seem to have missed a beat. 

‘‘Rick built a heck of a company and a na-
tionally known and recognized organiza-
tion,’’ said Ed Quinn, who worked seven 
years for Corman and returned to the com-
pany last year as president and CEO after 
the retirement of Craig King, who led the 
company after Corman’s death and remains 
on the board. ‘‘That’s what we trade on every 
day and that’s why we continue to grow.’’ 

The company, owned by a trust controlled 
by Corman’s sister and three of his five chil-
dren, has continued growing and acquiring 
businesses over the past four years. It also 
continues to be a major benefactor to Cen-
tral Kentucky charities. 

Probate documents filed in November 2013 
valued R.J. Corman Railroad Group at $226.7 
million. Since then, employment has grown 
from 1,100 to more than 1,600. Although the 
company doesn’t release financials, execu-
tives say annual revenues now exceed $350 
million. 

This year, the group’s R.J. Corman Rail-
road Co. is celebrating its 30th year. It began 
with the purchase of two Kentucky short 
line railroads in 1987 as federal deregulation 
allowed major railroads to sell off lines they 
no longer wanted. 

Since Corman’s death, the company has ac-
quired short line railroads in Texas and 
South Carolina, bringing its operations to 11 
railroad lines with 904 miles of track in nine 
states. The company owns more than 100 lo-
comotives and 475 rail cars, and last year 
they hauled more than 65,000 car loads of 
cargo. 

Those railroads include the 148-mile Cen-
tral Kentucky Line that runs through Lex-
ington, where Corman’s signature red loco-
motives and white cross-rail fences have be-
come a landmark at the corner of West Main 
Street and Oliver Lewis Way. The company’s 
first short line, in Bardstown, includes My 
Old Kentucky Home Dinner Train. 

Next year, R.J. Corman Railroad Group 
will mark the 45th anniversary of its rail-
road services business, which Corman began 
by repairing and refurbishing track for 
major railroads. Those operations are based 
at shops on the company’s 1,600-acre main 
campus in Jessamine County and at field lo-
cations in 23 states. 

The company’s best-known operations are 
its derailment and disaster recovery units, 
which can dispatch teams around-the-clock 
to handle some of the industry’s biggest 
breakdowns and cleanup jobs. R.J. Corman’s 
most famous job was helping clean up Gulf 
Coast rail infrastructure after Hurricane 
Katrina in 2005. Last year, the company 
logged 4,560 emergency responses, including 
major floods in the Midwest. 

The railroad group also has other busi-
nesses that serve both its short line oper-

ations and all seven of the nation’s ‘‘Class 1’’ 
railroads. Those include track construction 
and maintenance, equipment maintenance, 
materials management, signaling design and 
construction, and railroad employee train-
ing. The company also offers railcar loading 
services for such major manufacturers as 
Toyota. 

Railroads were the kings of American com-
merce from the Civil War until World War II, 
but declined after the Interstate highway 
system was built, leading to the rise of the 
long-haul trucking industry. But railroads 
have seen a resurgence as part of the world’s 
multi-modal transportation network. Rail is 
still the most economical way to move many 
goods at least part of the distances they need 
to travel. 

‘‘While trucks and trains are competitive, 
there’s also interconnection,’’ said Noel 
Rush, the company’s senior vice president 
for commercial development. ‘‘This is still a 
business you will see in 50 years.’’ 

And by reopening short lines that major 
railroads close, the company can provide an 
economic boost to small towns and rural 
areas with factories and warehouses that 
shut down when the railroad lines did, said 
Brian Miller, that division’s president. He 
said the company is always looking for more 
short lines to buy. 

‘‘It has blossomed into a very good busi-
ness for us,’’ said April Colyer, Corman’s 
daughter and the company’s public relations 
director. ‘‘We’re always trying to watch and 
adapt to the needs of customers in our 
industry.’’ 

f 

100TH ANNIVERSARY OF WATT 
GLOBAL MEDIA 

Mr. DURBIN. Mr. President, I want 
to take a few minutes to recognize 
WATT Global Media, a leading provider 
of business information and marketing 
solutions for the agribusiness industry 
worldwide, headquartered in Rockford, 
IL. More than 100 years ago, on July 6, 
1917, WATT Global Media was born. 

WATT Global Media’s history began 
in 1917, when J.W. Watt and Adon 
Yoder purchased ‘‘Poultry Tribune,’’ a 
magazine published monthly for just 50 
cents for an annual subscription. Be-
fore Watt and Yoder bought the maga-
zine, its circulation was about 5,000. In 
a few short years, these young entre-
preneurs grew the magazine’s circula-
tion by 400 percent. Under Watt’s lead-
ership, ‘‘Poultry Tribune’’ quickly be-
came ‘‘America’s Leading Poultry 
Farm Magazine’’ for poultry raisers, 
peaking in 1940 with a circulation of 
more than half a million readers. 

During the mid-1920s, economic 
changes in the poultry industry led to 
the creation of the commercial hatch-
ery industry, which led the staff at 
‘‘Poultry Tribune’’ to create ‘‘Hatchery 
Tribune.’’ In 1934, Watt added ‘‘Turkey 
World’’ to its growing list of publica-
tions. WATT Global Media, originally 
called the Poultry Tribune Company, 
changed its name in 1944 to Watt Pub-
lishing Company. In that same year, 
the company acquired Better Farming 
Methods, ‘‘The business magazine for 
leaders who train and advise farmers.’’ 
As the evolving poultry industry grew, 
so did Watt Publishing Company. 

In 1949, Leslie Watt—the second gen-
eration of family leadership—was 

named president of Watt Publishing 
Company and expanded the company 
into international markets, acquiring 
‘‘Industria Avicola,’’ a Spanish lan-
guage magazine targeting the Latin 
American poultry industry. In 1962, 
‘‘Poultry International’’ was created to 
cater to the poultry and egg industries 
throughout Europe, Middle East, Afri-
ca, and Asia. In the 1980s, Leslie Watt 
took Watt Publishing Company to 
China by establishing ‘‘Poultry Inter-
national China Edition’’ and became 
one of the first publishers from North 
America to make Chinese language 
business-to-business magazines in the 
People’s Republic of China. 

In the 1990s, under James W. Watt— 
the third generation of family leader-
ship—the company expanded its port-
folio to include pet food. In 1993, the 
Petfood Forum was created and grew 
into the world’s largest annual event of 
its kind. Overnight, Watt became the 
global pet food market leader for busi-
ness information—what an accomplish-
ment. 

Greg Watt—the fourth generation 
President and CEO—modernized the 
company by taking it into the 21st cen-
tury, expanding across multiple media 
channels, including online and digital 
platforms, live events, and magazine 
channels. In recognition of its global 
audience, the Watt Publishing Com-
pany changed its name to WATT Glob-
al Media in 2014. Today, WATT Global 
Media serves 180,000 professionals in 
the pet food, poultry, pig, and animal 
feed industries from over 140 countries. 

I will close with this: In 1907, J.W. 
Watt came to this country from the 
Orkney Islands, just north of Scotland. 
He came in search of the American 
Dream, and boy, did he find it. Despite 
WATT Global Media’s growth and 
many achievements, its proudest ac-
complishment is that it has been fam-
ily-owned for 100 years, and this family 
business isn’t going anywhere. I want 
to thank J.W. Watt, Leslie Watt, 
James W. Watt, and Greg Watt—four 
generations from the Watts family—for 
their service to Rockford, Illinois, 
America, and throughout the world. I 
know the good people at WATT Global 
Media will continue its simple guiding 
mission: ‘‘to improve the health and 
well-being of people and animals across 
the globe.’’ 

I hope my colleagues will join me in 
congratulating WATT Global Media on 
100 years of accomplishments, and I 
wish them all the best for another cen-
tury of success. 

f 

ARMS SALES NOTIFICATION 

Mr. CORKER. Mr. President, section 
36(b) of the Arms Export Control Act 
requires that Congress receive prior no-
tification of certain proposed arms 
sales as defined by that statute. Upon 
such notification, the Congress has 30 
calendar days during which the sale 
may be reviewed. The provision stipu-
lates that, in the Senate, the notifica-
tion of proposed sales shall be sent to 

VerDate Sep 11 2014 05:02 Jul 12, 2017 Jkt 069060 PO 00000 Frm 00024 Fmt 0624 Sfmt 0634 E:\CR\FM\A11JY6.025 S11JYPT1rf
re

de
ric

k 
on

 D
S

K
3G

LQ
08

2P
R

O
D

 w
ith

 S
E

N
A

T
E


		Superintendent of Documents
	2025-10-10T08:19:52-0400
	Government Publishing Office, Washington, DC 20401
	U.S. Government Publishing Office
	Government Publishing Office attests that this document has not been altered since it was disseminated by Government Publishing Office




