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St. Pedro & Associates, Jennifer A. Jaronski, Judy Bordeleau, Lisa Schermann, David J. Wood,
Anita St. Pedro, Joseph St. Pedro, Richard W. Storms, Dianne D. McCauley.

Building long-term relationships while offering
a wide range of products with expert service
to help you achieve your financial goals.
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Staff (L to R, Front to Back) Jennifer A. Jaronski, Joseph St. Pedro, Anita St. Pedro,

Richard W. Storms, Lisa Schermann, Judy Bordeleau, Dianne D. McCauley, David J. Wood.

COVER STORY
By Bill Haley

ince 1984, St. Pedro & Associates has
been a leading provider of compre-
hensive financial and wealth planning
for hundreds of individuals, families
and businesses throughout

the region. By remaining independ-
ent, the St. Pedro team exercises
complete freedom to access exten-
sive industry resources and offer a
wide array of financial products
and high quality services to meet
the unique needs of each client. “I
decided 26 years ago that that was
the direction I wanted to go,” says
Joseph St. Pedro, President & CEO,
“… total independence. I could go to the mar-
ketplace and find the exact product to fit each
particular client. Everybody’s different. We
really spread it out between different compa-

nies, and different product lines,” he said. “We
do the due diligence.”

St. Pedro & Associates offer knowledge
and guidance in skilled money management,

investment strategy, insurance con-
sulting, tax analysis, and retirement
and estate planning. The profes-
sionals at St. Pedro & Associates are
also specialists in developing com-
pany retirement packages, both
qualified and non-qualified, and
other employee benefit plans.

Joe St. Pedro’s knowledgeable and
experienced team includes; David J.
Wood, Senior Vice President; Richard
W. Storms, Senior Vice President; and

Jennifer A. Jaronski, Vice President. Wood’s
specialties include wealth management, retire-
ment plans, financial and estate planning, and
personal and business insurance.

S

Joseph St. Pedro,
President & CEO

Helping Businesses
and Individuals Achieve

their Financial Goals
It sounds simple. Build long-term relationships.
Offer a wide range of products to help meet the
unique needs of each individual client. Provide
superior customer service through a seasoned
team of specialists — Simple but powerful . . .
in a nutshell, that’s the St. Pedro & Associates
formula for success.



Storms brings business savvy and
entrepreneurial ambition to the firm,
developed from successfully launching
and growing several businesses. Jaronski
specializes in selling and servicing retire-
ment, 401K and SIMPLE IRA plans. Team
members are active in many area profes-
sional and civic organizations, including
local chambers of commerce and econom-
ic development organizations.
Joe St. Pedro was a founding
member and past president of
the Spring Ford Chamber of
Commerce, and currently
serves on the Montgomery
County Foundation and as a
Limerick Township Supervisor.
Rick Storms is the current pres-
ident of the Spring Ford
Chamber of Commerce. “I was
president for two years prior to that,”
Storms said. “We understand what’s
going on in the community, and what’s
important in the community, and what’s
changing in the community at the same
time. We are aware of the growing pains
and the issues facing businesses and
individuals.”

At St. Pedro & Associates, success at
financial planning is achieved through a
structured process, designed over years of
experience. Although every financial plan
is custom tailored to the client, the under-
lying means of developing the plan is con-
sistent and effective. The four-step process
includes — setting goals; devel-
oping a plan; implementing the
plan; and monitoring the plan
— and is all based on close com-
munication with the client each
step of the way.

The St. Pedro team’s special-
ization in assisting business
owners stems from a combina-
tion of vast experience, and
entrepreneurial vision attuned
to the ever-changing economic outlook.

“For 18 years I’ve been working with
business owners, and really concentrating
on the needs of the business owner and

the problems that can come up,” said
David Wood. “Joe taught us all the differ-
ent things to do— buy-sell agreements
between two partners. The one partner
dies. The other partner now is in business
with the partner’s spouse. How does one
buy the other out? We do that analysis.
We support that. We have templates on
which buy-sell agreement to use. We can

do all the preliminary work
prior to drafting the necessary
documents, in an effort to keep
the cost down for our client.”

“The one thing that surpris-
es us the most is lack of an exit
strategy for business owners,”
said Rick Storms. “You spend
your entire life building this
small business, and put every-
thing that you have into it, and

at the end of the day we say OK, what
is your exit strategy? What do you

ultimately want to have happen to this
business when you retire? And it’s amaz-
ing how many answers you don’t get.”
The St. Pedro team can help to provide
those answers.

“If something happened to you tomor-
row, would your staff even know who
your top customer was or who all your
suppliers were?” Storms asks hypotheti-
cally. “Is there any documentation on how
to continue to open the business the next
day if something were to happen to you?
It’s amazing how much work was put into

building a business and then it
just kind of loses momentum
when none of those plans are in
place. Who is going to sign the
note with the bank?”

“Many times I go out to see
a business owner, and they
don’t have as much saved up
in retirement plans as you
would anticipate, because
they’ve dumped it all into this

business and they don’t have an exit
strategy,” explains David Wood. “One
of the things we can help them with

(See “Cover Story” on page 9)
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“BUZZ AROUND THE BLOCK”
With the electric rate-cap deregulation in Pennsylvania on the
horizon in January 2011, and growing awareness of conservation
efforts and advances in energy production technologies, this
month’s Buzz column focuses on companies providing or taking
advantage of energy solutions, including: alternative energy
providers, application of “green” technologies, energy efficiency,
and environmental issues related to energy consumption.

Aztec Solar Power
Today, the best action any homeowner

or business can make to help their bottom
line, the country, and our entire planet, is
to provide a significant amount of the
power they consume every day from
non-polluting, renewable technologies.
Aztec Solar Power provides customers
with the ability to “go green” using solar
electric systems to reduce their reliance
on traditional electric utility companies.
Solar systems are ready to take a place in
Pennsylvania’s energy revolution.

With offices In Pennsylvania, New
Jersey and Florida, Aztec Solar Power
serves residential, commercial, and
industrial clients, and covers the full spec-
trum of solar services, including evalua-
tion, engineering, installation and moni-
toring. President/CEO Sharon Altman
and the 54 employees, including engi-
neers, electricians, and finance profes-
sionals, at Aztec Solar Power believe
strongly in what they do. They offer the
home or business owner a FREE assess-
ment of whether Solar makes sense for
them. After contracting, they create a
complete system design. This includes
shading analysis, panel placement, rack-
ing, and interconnection to the electrical
grid. They aim to eliminate as much of
your utility cost as your property will
allow, and pride themselves on offering a
full turnkey solution to your energy pro-
duction needs. Aztec Solar Power’s
accredited installers ensure your system
will be properly designed and construct-
ed, and can help arrange financing and
aid you in obtaining the many generous
incentives that often return the entire cost
of a system in as little as five-six years for
home systems, and for businesses as little
as four years with accelerated deprecia-
tion. All of Aztec Solar Power’s installa-
tions are equipped with remote monitor-
ing capability so that you can observe the
efficiency of your array, and they can
respond quickly should any maintenance

be required during their five-year parts
and labor warranty period.

As energy costs continue to rise, more
homeowners are seeking alternative
means to power their homes. Solar panels
offer a safe, simple and productive
method for producing power and lower-
ing your utility costs while preserving the
environment. If you can make a guaran-
teed return on investment in your home,
why wouldn’t you? Aztec Solar Power
transforms your home into a hybrid

(See “Buzz Around the Block” on page 8)

GOINGSOLAR
GOINGGREEN
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system that utilizes both solar energy and
the energy from your existing power grid;
the optimal way to power your house and
cut back on heating and electric bills.

Specializing in solar heating system
installation, Aztec Solar Power is the one-
stop resource for all your solar energy
needs. Installing a solar heating system is
a wise investment that can save you
money on bills by providing up to 80 per-
cent on your home heating needs! In
addition, solar heat is the best option for
people with allergy problems or chemical
sensitivities because it doesn’t require any
fuel tanks or flammable materials that can
cause numerous problems, from odors to
safety hazards.

Aztec supervises every phase of the
process from start to finish, and their serv-
ices include obtaining permits, purchas-
ing, installation, repair, and maintenance
and safety inspections. Their licensed and
insured technicians are highly experi-
enced in all matters of solar heating sys-
tem installation and provide free consul-
tations to help you pick the right system
for your needs and budget.

Aztec Solar has been instrumental in a
local project that will have a significant
impact along the Route 422 corridor, in
Limerick Township. Ray Clark of
Collegeville-based ThortexAmerica, Inc. is
in the process of constructing a three-
megawatt solar farm in Limerick
Township that will produce and alterna-
tive source of energy for the township and
other commercial consumers of energy.
The proposed project recently received
unanimous approval from the Limerick
zoning board and will soon go before the
Limerick Board of Supervisors for
approval. The $12.8 million project is slat-
ed for completion in the spring of 2011.
“Aztec Solar Power has been tremen-
dous,” said Clark, who acquired proposals
from four different providers before choos-
ing Aztec. “They’ve been instrumental in
the entire project, soup to nuts,” he said,

from engineering studies and providing
the equipment to arranging the financing.
They’ve been tremendous.” Clark is so
impressed withAztec that he also contract-
ed with them for a 17,000 watt solar system
for his home and 38,000 watt system for his
business. Clark also credits State Senator
John Rafferty with providing valuable
assistance in obtaining any available state
subsidies for the Limerick project. The fed-
eral government also is currently offering a
tax rebate of 30 percent for solar installa-
tions with runs through December 31.
After that date, tax credits from the federal
government will be available. Aztec Solar
Power can assist with arranging financing
for systems as small as two kilowatts to as
large as 10 megawatts.

For information and a free estimate on
how Aztec Solar Power can help your
business achieve energy independence,
please call 610.540.1400, and visit
www.aztecsolarpower.com.

The Hankin Group
The Hankin Group is a dynamic real

estate development company located in
Chester County whose main focus is to
design, construct and maintain multi-
functional, new urbanist communities
consisting of commercial, residential and
retail properties.

Originally founded in 1958, The
Hankin Group is headquartered in
Eagleview, its 800-acre master planned,
mixed-use community located at the inter-
section of the Pennsylvania Turnpike and
Route 100, Exton. As a privately owned,
multi-faceted, full service development
company, The Hankin Group has com-
pleted over 7,000 residences, shopping
centers, apartments, and over 3,000,000
square feet of commercial space including
retail, office, laboratory, civic and industri-
al space. The organization is comprised of
professionals with expertise in planning,
design, engineering, approvals, finance,
construction, leasing, marketing and

(See “Buzz Around the Block” on page 10)

“BUZZ AROUND THE BLOCK”
(Continued from page 6)



through the strategic alliances we have
with a couple of different accounting
firms, is we can actually help them val-
uate that business. What is it worth?”

“The problem is, they don’t want to
take it out, and rightfully so,” adds Joe St.
Pedro. “If a guy is selling widgets, the
first thing he says is I can do better with
my money, because if I invest in buying
more inventory, my profit margin is a
heckofa lotbetter thanIcandobyinvest-
ing. And that may be true. The problem
is how do you get money out? Sooner or
later you’re going to have to start getting
money out. So they’ve got this monster in
there, and they say I can’t afford to retire
because I don’t have enough money. It’s
part of the planning process to make sure
that they identify early on, how to set up
and achieve your goals for the business
as well as for yourself.”

“On the private side there’s certain
things that you can use for small busi-
nesses, like 401K’s and SEP IRA’s or
SIMPLE plans,” said Wood. “A lot of
accountants I talk to don’t know that a
one-man business can have a 401k that
costs them a relatively small amount

each year to maintain. So there are a lot
of different things that we know that can
help small business owners run the busi-
ness and put money into retirement.”

“Our goal is to take them from A to
Z,” St. Pedro said. “We aim to take them
from the accumulation stage to the
retirement stage and ultimately to the
distribution stage. Or as we like to say
we take you through all the planning,
protecting and providing.”

“We do the 401Ks, the SIMPLE plans,”
said Storms, “and we can evaluate your
business and the type of structure that
you have, the number of employees you
have and how they are compensated.
We can help create a retirement plan to fit
your specific needs, based on contribu-
tion levels, and costs, and what your
goals are as the owner of the company,
how much you want to contribute ver-
sus what your employees put it in terms
of matchings, so we specialize in creating
the type of retirement plan that is going
to suit the needs of your company.”

“We even meet with individual
employees in our retirement company

(See “Cover Story” on page 11)

COVER STORY
(Continued from page 5)

OCTOBER 2010 422business.com ROUTE 422 BUSINESS ADVISOR9



OCTOBER 2010ROUTE 422 BUSINESS ADVISOR 422business.com 10

“BUZZ AROUND THE BLOCK”
(Continued from page 8)

property management. With this full
range of capability, The Hankin Group
guides every aspect of project from con-
ception to completion.

Within the last three years, the Hankin
Group has been working closely with the
U.S. Green Building Council to obtain
LEED certification on several commercial
projects. In 2007 the USGBC awarded the
Hankin Group with LEED Silver certifica-
tion on their building at 747 Constitution
Drive. In 2009 the USGBC awarded them
with a LEED Gold certification for their
building at 505 Eagleview Boulevard.
Solar Energy projects have been complet-
ed at the Hankin Group headquarters at
707 Eagleview Boulevard and on several
other Hankin properties: 505 Eagleview
Boulevard, 717 Constitution Drive and
within Haywood Business Park.
Additional Solar projects are planned for
a building in Morgantown, as well as a 6
MW Solar Farm also in Morgantown.
Sustainability and Environmental Impact
are key components to the Hankin
Group’s philosophy. They are also dedi-
cated to giving back by supporting com-
munity institutions, non-profit organiza-
tions and other selective charitable
efforts. Aportion of their profits each year
flows back through the work of The

Hankin Foundation. For additional infor-
mation, please call 610.458.1900 and visit
www.hankingroup.com.

Liberato “Steels” the Sun’s
Power in 2010

Luigi Liberato Steel Fabricating
Company, Inc. has gone solar and they’re
listed as one of the top 10 largest projects
in Chester County and the ONLY Steel
Fabricator to go solar! Liberato Steel held
their Solar PV System’s Ribbon Cutting
Ceremony onAugust 26, hosted by Olivia
Liberato Layton, Vice President of the
family-owned structural and miscella-
neous steel fabricating company located
in East Vincent Township in Chester
County. Liberato Steel recently completed
the construction of a 141 kilowatt solar
photovoltaic system consisting of 602 roof
top panels on the south-facing side roof of
its facility located at 200 Wampler Drive in
Spring City. August 26th also marked the
EXACT date that Luigi Liberato landed at
New York’s Harbor via cargo ship, emi-
grating from Italy in 1967.

The success of L. Liberato Steel
Fabricating Co., Inc. is a great example of
what hard work and dedication can
achieve in this country. At age 24, Luigi

(See “Buzz Around the Block” on page 12)
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COVER STORY
(Continued from page 9)

sponsored plans, our 401Ks and our
SIMPLE plans,” adds Jennifer
Jaronski. “We meet individually with
each participant on a one-
on-one basis and speak to
them about what they feel
this retirement package
needs to accomplish. It’s not
a blanket recommendation
for a participant.”

“The great part about it is,
they have so many choices as
far as level of service goes,”
Storms said. “They can do
things on the website with their 401K
plan, and not engage us at all if that’s
what their desire is, or if you have partic-
ipants who are new to investing and
have questions and want to pick up the
phone and talk to an individual, or have
an opportunity to meet with somebody,
we can also offer that service. And that’s
something that you’re not getting from
everybody in the industry.”

“Ultimately we work for the client,”
Storms continues. “I could recommend
a SIMPLE plan to a client and they could
come back and say, look in my particu-

lar field I feel I need to have a 401K in
order to recruit other key individuals for
my business, and I would say absolute-

ly fine, but let’s choose that
understanding and knowing
the parameters of that plan
and how it compares to other
plans. Let’s not just assume
that that’s the best plan.
You’re free to make whatever
decision you want. We want
the decision you make to be
the most educated decision
possible.”

“I think the thing that makes us dif-
ferent from some of our competitors is
we take a more customized approach to
helping meet the investment needs of
individuals and business clients,”
Wood emphasizes. “There are a lot of
financial advising firms that ask you
your time horizon for investment, your
risk tolerance, and you answer a few
questions on a sheet of paper and they
dump you into an investment category
along with everyone else. We don’t do
that. We really make a detailed plan,

(See “Cover Story” on page 55)

Jennifer A. Jaronski,
Vice President



emigrating from Italy to America and
began a small ornamental steel shop, fab-
ricating and installing railing for
homes. Forty-three years later, he is the
Owner and President of a recognized and
respected 40,000 square foot steel fabricat-
ing shop providing steel for such institu-
tions as West Chester University and the
New Philadelphia Produce Market to
name a few.

Liberato Steel has made the best of this
slow economy and looked for ways to
improve their business and help secure
the company for the next 40 years. One
way to reduce expenses and generate
revenue was the installation of the 141kW
solar PV system, which will create energy
independence, eliminate monthly electric
bills and provide the opportunity to trade
energy credits on the open market. Were
it not for the PA Sunshine Program and
the Treasury’s Rebate Program, this proj-
ect would not be possible. Sixty percent of
the $400,000 total cost of the project was
covered by state and federal grants.
Taking into account the state and federal
grants, and the anticipated sale of certifi-
cates of generation (excess electricity gen-
erated), the company expects to see a 3 ½
year return on their investment in the

solar panels. Just another example of the
great opportunities available in PA, and
what a little hard work can do!

For additional information, please
call 610.948.9540 or email Olivia@
LiberatoSteel.com, and please visit
www.liberatosteel.com.

Fromm Energy Solutions
Fromm Energy Solutions is committed

to helping facility owners and managers
reduce utility costs through the adoption
of energy-efficient technologies. From
simple lamp retrofits to complex electrical
and HVAC upgrades, Fromm Energy
Solutions possesses the expertise to rec-
ommend and implement solutions that
maximize savings, increase workplace
productivity and improve system per-
formance. Below, you’ll find some com-
mon examples of how small changes in
energy efficiency can result in big savings
across a variety of applications!

Banks— An average branch office is
2,500 sq. ft. with 30 fluorescent fixtures
and (25) 75W downlights. If you retrofit
those fixtures with energy efficient fluo-
rescent lighting, your annual energy sav-
ings could be over $1,000.

(See “Buzz Around the Block” on page 14)

“BUZZ AROUND THE BLOCK”
(Continued from page 10)
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Municipalities (townships, etc.)— The
average main street is 10 blocks long with
50 streetlights using 175W each. If you
retrofit those streetlights with the LED
equivalent, your annual energy savings
could be $3,000 for that street alone!

Warehouses/Distribution Centers—
An average warehouse is 100,000 sq. ft.
with 200 HID fixtures. If you retrofit those
fixtures with fluorescent Hi-Bay lighting,
your annual energy savings could be
more than $24,000.

Schools— The average classroom has
16 fluorescent fixtures. Assuming the
existing fixtures are T12 Fluorescent type
lighting, your annual energy savings
could be $241 per classroom if you retro-
fit those fixtures with T8 type fixtures.

Fromm Energy Solutions Services
Include: “Turn-key” Project Management &
Coordination; Lighting & Energy Efficiency
Audits => Savings Analysis; Utility Rebate
Program Consultation; Energy Efficient
Lighting Design Assistance; Power Factor
Correction (Motor Consumption Savings);
and Recycling.

“As a Lighting specialist and with
more than 15 years in the lighting indus-
try, I’m sure I can assist in designing ener-

gy-saving systems for your facilities, all
while improving efficiency!” says
Theresa Partington, a lighting specialist
with Fromm Energy Solutions. “Our
expert team at Fromm is Eastern PA’s
leading resource for energy manage-
ment. Regardless of your electrical utility
provider, there’s money to be saved ...
and Fromm can help you save it! Call me
today at 800.360.4441 x4447 or email
tpartington@frommelectric.com.”

For additional information, please con-
tact Fromm Energy Solutions at
800.360.4441 x4445; email: energysolu-
tions@frommelectric.com; and visit
www.frommelectric.com.

Lacey Total Solutions
Solar Technology Solutions is the

newest company under the Lacey Total
Solutions banner. It was formed in 2009 to
meet the needs of building owners and
homeowners who are looking for an envi-
ronmentally-friendly power source. The
company provides solar power consulta-
tion, engineering, design, installation,
maintenance and operation. “The ‘green
movement’ continues to gain momen-
tum,” says LTS president Andrew Lacey,

(See “Buzz Around the Block” on page 16)

“BUZZ AROUND THE BLOCK”
(Continued from page 12)

ROUTE 422 BUSINESS ADVISOR 422business.com OCTOBER 201014



WORKFORCE/TALENT DEVELOPMENT
(Editor’s Note: This document was prepared with support from EntreWorks Consulting on behalf of a coalition of eight leading economic development organizations

in the Greater Reading Area. This month’s installment focuses on the second of five key themes and action plans: workforce/talent development.)

RIDE TO PROSPERITY
STRATEGIES FOR ECONOMIC COMPETITIVENESS IN GREATER READING — PART 3
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OUR CHALLENGE:
We are regularly told that success in the

“new” economy depends on talent, i.e. the
capacity to develop and nurture a skilled
workforce. Yet, few of the County’s past
economic development planning initia-
tives have included a sustained commit-
ment to effective workforce development
strategies. The County is home to many
innovative workforce development initia-
tives, but they are principally funded with
state and Federal resources that are often
narrowly targeted or inflexible. We need to
enhance integration between workforce
and economic development with the goal
of designing new strategies and programs
that align with broader county develop-
ment strategies. For example, can we
develop new training initiatives that pro-
vide a talented workforce for employers in
leading regional industry clusters? Can we
introduce new programs that help reverse

trends of lagging educational attainment
within the County’s workforce?

Lagging educational attainment is likely
the County’s number one economic devel-
opment challenge. Recent research from the
Berks County Workforce Investment Board
shows that educational attainment in Berks
County falls below statewide averages. At
present, 57 percent of residents have a high-
school diploma or less. Berks County also
lags the state in terms of the portion of the
population with a college degree or higher.

This lagging educational attainment cre-
ates a host of long-term challenges. At the
most basic level, local residents may be ill-
prepared for the new world of work, where
up to 80 percent of new jobs will require
some post-college training. Community col-
lege education will become especially
important as jobs requiring an associate
degree are expected to grow at twice the
national average.

Lagging educational attainment levels
also have a clear-cut effect on the bottom
line. A recent study sponsored by CEOs for
Cities found that, for every percentage point
increase in the college graduation rate of a
city population, total annual per capita
income increases by an average of $763. A
quick and incomplete application of this
data to Berks County yields the following
estimates: a one percent increase in college
attainment would produce roughly 4,000
new college graduates who could add an
additional $300 million in value to the local
economy.

These admittedly rough figures suggest
that improving educational attainment is a
mandatory high-value added strategy. But,
simply stating the need for better education-
al outcomes is not enough. Our coalition
should focus on building a stronger pipeline
so that more students complete high school,
more students enroll in and complete com-

munity college, and more students opt to
pursue and complete a college education.

Because of the relatively short time frame
envisioned for this project, our workforce
development initiatives must be tightly
focused. Several specific action items offer
the best prospects for significant short-term
impacts. These efforts are focused on
improving high school completion rates and
on building better connections between
high school, career-technical education, and
community college training.

Expanding awareness of current dual-
enrollment and 2+2+2 programs should be
our first priority. These efforts allow stu-
dents to earn dual credits that apply to both
high school and community college. They
have been shown to increase high school
completion rates and to improve communi-
ty college enrollment rates; yet participation
rates have been fairly limited.

(See “Ride to Prosperity” on page 17)
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“BUZZ AROUND THE BLOCK”
(Continued from page 14)

“and we see unlimited potential for this
market.” Lacey says that the decision to
move into solar power ties in nicely with
the electrical engineering and construc-
tion component offered by Lacey Electric.
“It’s a natural extension of the services
we offer.”

Proof of the company’s commitment to
solar power can be found on the roof of
Lacey Total Solutions’ headquarters in
Leesport, where a 34.0 kW, 208Volt, 3
Phase photo-voltaic (PV) solar system
was installed last year. “Like every other
business, we’re conscious of rising elec-
tricity costs due to power company
deregulation and expiring rate caps. The
180 solar panels on our roof generate suf-
ficient power to meet 80 percent of our
electric requirements,” Lacey explains.

While affordability is still a key concern
limiting the growth of solar projects,
Lacey does not see that as a long-term
trend. He expects pricing for PV modules
to continue to drop. “As payback periods
become shorter and costs become less
prohibitive, demand for solar will
increase,” he says.

Lacey believes solar power is becom-
ing the renewable energy of choice and
has a bright future in Pennsylvania. “Our
goal is to help business and residential
customers keep their energy bills low and
reduce greenhouse gas emissions.”

For additional information, call Lacey
Total Solutions at 610.926.7100 or visit
www.LaceyTotalSolutions.com.

Furniture Soup— The New
Business Environment … Easy
to become Green by Design
Furniture Soupʼs previously enjoyed

office furniture is a variety of great
A-grade desks, cubicles, seating, files, etc.
that has been acquired by the Soup from
all kinds of large corporations and busi-
nesses. The product is then purchased by
our customers in an “as-is” condition to
fill their office environments. We help our
customers by creating an office space that
is totally budget conscious, environmen-
tally conscious, attractive and efficient to
its employees and visitors.

Businesses purchase this sustainable
office furniture to go green. Pre-owned
office furniture has practically zero impact
on the environment. There is no manufac-
turing process of any sort that the product
goes through except to freight it from its
location to your facility. It is a purely re-
useable product. It easily earns LEED
points if the business is applying for any
kind of LEED building certification.

A vast amount of inventories come
from Fortune 500 companies and other
top grade corporate businesses across the
U.S. and Canada. We freight them into our
showroom and warehouse or straight to a
customerʼs site to be installed. The Soup
has acquired office furniture inventories
originally from MicroSoft, Blue Cross Blue
Shield Corporate, Vanguard Healthcare,
GE Corporate Office, and many more.

(See “Buzz Around the Block” on page 18)
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Strengthening the County’s technical
training education pipeline is a top
near-term priority for our Workforce
Development Working Group. This effort
is designed to help strengthen our local
Career and Technical Education (CTE)
systems. CTE programs need and deserve
a significant marketing and outreach
push. We should consider not only a more
focused effort to provide better informa-
tion to parents, students and school per-
sonnel on the potential for Career &
Technology Education, but also on a “mul-
tiple exit point” strategy which demon-
strates the ability to go on to post-high
school training and even Baccalaureate
and Graduate degrees.

While improved marketing of CTE
programs makes sense, that step is not
sufficient. We need to begin considering a
large-scale reform of these programs.

Current students and business owners
agree that the present County system
could do a better job of preparing stu-
dents for future careers. The current half-
day model is largely unchanged from its
origins in the late 1960s, and does not
effectively support the development of

key technical skills or provide clear career
pathways or a sense of identity for its stu-
dents. We recommend the convening of a
new County partnership, to include edu-
cators, business leaders, and economic
developers, to review reform options that
could be more attractive, effective, and
efficient. These could include, among oth-
ers, well-designed and innovative pro-
grams similar to “Pathways to an
Engineering Career” at Lehigh Career &
Technical Institute or even a full-time,
comprehensive technical (not “vocation-
al”) high school with high entrance and
performance standards.

A related set of initiatives involves the
promotion of formal certifications, includ-
ing wider use of the WorkKeys certifica-
tion system at Career Technical Education
Centers and area high schools. The
WorkKeys skills assessment system meas-
ures “real-world” skills such as business
writing, teamwork, work readiness, and
applied mathematics. Businesses rely on
the WorkKeys certification system to be
certain that potential employees are truly
“ready to work.” By utilizing these new
tools, local schools can help better prepare

(See “Ride to Prosperity” on page 19)

RIDE TO PROSPERITY
(Continued from page 15)
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“BUZZ AROUND THE BLOCK”
(Continued from page 16)

The professionals at Furniture Soup
shop and hand pick inventories based
upon overall condition, product type and
style, fabric colors and finishes. From
Haworth, Herman Miller, Steelcase,
Teknion, Knoll and many more manufac-
turers, we have created very attractive
environments for our clients with their
lines … the second or third time around.
We have had loads of experience to find
the right product for particular customerʼs
needs and solutions. Pre-owned invento-
ries offer countless ways to help a client
save money, create a great corporate look,
possess a top quality product without
breaking the budget. We design the envi-
ronment with a blend of pre-owned,
remanufactured, and new inventories to
capitalize on style, colors, finishes and
costs for our clientʼs interior environment
projects. The Soup has access to new green
products with high recycled content. These
products include all kinds of seating, fab-
rics, to systems furniture and carpet tile.

One of my architectural buddies likes
to have Berks Lancaster Green Building
Association gatherings at the Soup. He
has always said to me since his first visit,
how comfortable our offices and show-

room are for conversing and exchanging
ideas. I have agreed with him on that one.
With an environment filled with top
notch pre-owned office furniture, wide
and wild variety of carpet tile with an
eclectic collection of accessories and art-
work. Its the kind of environment that
stimulates thinking and creating. With
some tweaks, any business can have the
same feel, same verve as I like to call it.

A potential client could be sitting at a
desk, table, and/or other piece with a
totally cool history and that has had its
first ding in it. The colors, textures, and
finishes all mingle together almost natu-
rally. With pre-owned office furniture like
pre-owned cars … you only drive it like
you stole it after the first dent. It just has
different karma. And, your brain knows
it without you acknowledging it. It just
happens that way. Itʼs as low tech as you
can get and great for the earth. It simply
does it for you.

Tracy McKay is Designer and Co-owner
of Furniture Soup, a very interesting place
to create and develop different and stimu-
lating spaces in a different way. For addi-
tional information, please call 610.926.8700
and visit www.furnituresoup.com.
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RIDE TO PROSPERITY
(Continued from page 17)

students for future careers and also pro-
vide assurances to employers that local
youth are truly “ready to work.” Our
working group expects to have three
area high schools using these tools in
coming years.

Lagging educational attainment is not
simply about students dropping out of
high school. Berks County is home to
many residents who began college, but
ultimately failed to graduate. These resi-
dents are an important home-grown tal-
ent pool who can and should be encour-
aged to complete their degrees. Our
working group has begun an effort to
work with local higher educational insti-
tutions to better promote and enhance
existing programming for college degree
completion.

Our final set of talent development ini-
tiatives may require a longer-term com-
mitment as it seeks to address one of the
County’s most chronic educational chal-
lenges: increasing the high school com-
pletion rate at area schools, especially at
Reading High School.

No one single initiative can “fix” this
problem, and many promising efforts,
such as the expanded use of home visita-

tions and alternative education pro-
grams, are already underway. Because of
our expertise in the workforce field, our
working group is focused on building
connections between high school and
later career training options.

For example, expanding awareness of
current dual-enrollment and 2+2+2 pro-
grams will be a high priority. These
efforts allow students to earn dual credits
that apply to both high school and com-
munity college. They have been shown to
increase high school completion rates and
to improve community college enroll-
ment rates; yet participation rates have
been fairly limited.
This document was prepared with support
from EntreWorks Consulting, and represents
the combined efforts of the following organiza-
tions and their supporters: The Berks County
Industrial Development Authority, the Berks
County Planning Commission, the Berks
County Workforce Investment Board, the
Berks Economic Partnership, the City of
Reading, the Greater Berks Development
Fund, the Greater Reading Chamber of
Commerce and Industry, and the Greater
Reading Convention and Visitors Bureau.
We’d like to thank the Greater Reading
Chamber of Commerce for making this docu-
ment available to our readers. Next Month’s
issue: Workforce/Talent Development.)



LEGAL PERSPECTIVES
By Thomas R. Beveridge, Esq., Wolf, Baldwin & Associates, P.C.

Recently, I had the honor of being appointed as the
executor of a close relative’s estate following his
untimely passing. While the first several days
were shadowed by sorrow and grief, friends and

family soon bonded together to begin sorting through the thou-
sands of material things amassed during his lifetime. As the days
passed and conversation soon turned to long ago memories in cel-
ebration of his life, my own mind was filled with confusion fueled
by box upon box of papers, envelopes, keys, post-its, loose change,
etc. After sorting my seventh box of old bills from the 1990s, I start-
ed to fill my mental chalkboard with dos and don’ts for this article.

The executor of an estate is the person
(or, on occasion, a professional company)
appointed by the deceased person to fulfill
his or her wishes after death. Generally,
this directive requires the executor to find
the will, gather all the assets, pay off all of
the debts and taxes, protect all valuable
property including the residence, assist
others to assure proper information is pro-
vided to wrap up any tangential issues,
pay any taxes or other debts due, and, ulti-
mately, distribute whatever is left in the
estate to each of the beneficiaries accord-
ing to the deceased’s directives. While
these duties seem relatively straightfor-
ward, a lack of information organization
can quickly challenge the executor with
what feels like a series of daunting and
overwhelming tasks.

Having looked into the abyss of mani-
la envelopes and age-old utility bills
packed into cardboard boxes stacked
chest high and six deep, I’ve resolved to
provide my executor with a Roadmap to

the Beveridge Estate. To achieve this task,
I purchased a nice hardbound journal
and a plastic file folder to hold the origi-
nal copies of important documents. I also
rented a safety deposit box at my local
bank to house this information and keep
safe any valuables or family heirlooms.

In the first part of my Roadmap, I’ve
listed my immediate wishes for my
funeral and burial. In this particular sec-
tion, you can be as detailed as you wish,
such as including preferred hymns or the
length of the services. My particular
Roadmap includes information for my
executor to locate my prepaid burial plot
and what I would like inscribed upon my
tombstone.

The next section of my Roadmap con-
tains current contact information for my
attorney, accountant, primary care physi-
cian, pastor, financial counselor and all
other relevant contacts who may have
some bearing on issues involved in the

(See “Legal Perspectives” on page 22)

MY EXECUTOR’S
ROADMAP
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LEGAL PERSPECTIVES
(Continued from page 20)

development and distribution of my assets
and payment of my debts. Here too, I
include addresses, emails and phone num-
bers of relatives that may be out of the area
or overseas. I also recorded and filed my
birth certificate and social security card.
Likewise, if I had actual military service,
any information involving Veterans
Benefits would also be entered here.

While my Will spells out my wishes per-
taining to care of my child in the event of my
death, I have included in my Roadman a
copy of her birth certificate and contact infor-
mation for all of the listed guardians – both
primary and contingent.Additionally, I have
listed several people whom I trust to care for
her in the event such guardians are not
immediately available.

In the next two sections, I list all of my
primary assets, followed by a listing of all
debts to be paid, with account numbers and
contact information. If you have a death
benefit for any debts such as mortgage
insurance, etc., list the policy information
and place the policy itself in the file folder
referencing this entry on the Roadmap.
Also of critical importance, list and store
your life insurance policies and any other
information such as IRAs, 401(k)s, annuity
contracts, etc., so that your executor can

track any payments due to your beneficiar-
ies (even though such payments would not
pass through the Will). Here too, I keep the
originals of any bonds, stocks, mutual fund
information, deeds, titles to vehicles, trust
information, etc. Finally, I include a refer-
ence in the Roadmap to my checking and
savings accounts so that my executor can
track down and close all such accounts after
my death.

All information pertaining to my busi-
nesses is outlined in the next chapter of my
Roadmap. Here, not only do I list the rele-
vant information regarding my business,
but I also reference any original documen-
tation that will be placed in the file folder
such as units of ownership, stock certifi-
cates, etc. Additionally, I outline my wish-
es as to disposition of my business in the
event of my untimely demise before I can
actually transfer any such interests before
retirement. These details should also be
spelled out in my Will and perhaps in a
Buy-Sell Agreement or similar document
kept in my business minutes.

When it comes to the actual physical
assets of my estate, the Roadmap contains
a dedicated section for “Stuff of Value.”

(See “Legal Perspectives” on page 24)
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PERFORMING TECHNICALLY
By Bill Swank, President and CEO, Lime Systems

Many managers feel that life was much simpler
before technology started to arrive. First, there was
the stand-alone computer that was typically used
in Finance and Accounting functions. Next, firms

invested in local-area networks that connect multiple computers
together and e-mail was the next technology wave to hit law firms.
When we fast forward to today, we see new combinations and hard-
ware and software that have significantly added to the complexity
of the technology landscape and dramatically transformed business.

Technology is becoming an ever more
important tool in business and plays the
starring role in helping firms attract
clients, win cases and better market their
services. Investing in and having the
“right” technology is becoming just as
critical to a firm’s effectiveness as have
the “right” accounting system or the
“right” sales team. Unfortunately, in our
experience may businesses lag behind
their competitors in leveraging technolo-
gy to achieve their central mission and
optimizing day-to-day operations. The
result is that many firms have missed the
opportunity to make the types of invest-
ment in technology that would move the
firm forward rather than just maintaining
the status quo.

Many times, “If it ain’t broke, don’t fix
it” is the common sentiment of executive
management and the rank and file
employees who accomplish the work.
Given today’s challenging environment
to spend less and do more, firms are
working to reduce costs, focusing on win-
ning business, and working to do more
with less. Many companies mistakenly
believe that running “lean and mean”
mean, spending no dollars on technology,
and that it is acceptable to “save money”
by deferring new investments for as long

(See “Performing Technically” on page 25)

INFORMATION
TECHNOLOGY

PLANNING:
It Just Makes
Cents (Part I)
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LEGAL PERSPECTIVES
(Continued from page 22)

Logically, this area would include a list of
any coin collections, baseball card collec-
tions, firearms, jewelry, china, gold and sil-
ver, antiques, art, etc. Next to each of these
entries, I record the location of the items
and estimated value at the specific time of
entry. While not critical to list each and
every item of the household, may people
may wish to list such things as furniture
and electronics as well.

While my Roadmap contains several
other sections dedicated to charity bequests,

information updates, passwords for web-
site access to accounts, etc., the primary pur-
pose behind its creation is to relieve my
executor of the initial shock and awe of such
a daunting task as administering my estate.
Importantly, one of the first directives I list
for him is to consult with my family attor-
ney to assist in handling the estate. My
attorney has the original Will in his vault
and will be prepared to assist my executor
to see my estate to its ultimate closure.

It is important to note that directions to
an executor spelled out in a Roadmap are
no substitute for a well-drafted Will. Estate
planning carried out in consultation with

an attorney can be a simple process that
covers all the necessary bases. Estate plan-
ning carried out haphazardly, without an
attorney, can cause more problems than it is
likely to solve. Remember that the
Roadmap serves to assist the executor to
deal with short-term issues, such as funeral
arrangements, and longer-term issues, such
as gathering together all the assets neces-
sary to administer the estate. But the Will
and other estate planning documents such
as trusts will control the disposition of the
estate, not the Roadmap. An attorney can
also help with drafting Powers of Attorney
or Advance Health Care Directives (Living

Wills) so that your lifetime needs are met as
well. An estate planning lawyer will be
happy to help you prepare the necessary
documents to protect your property for
your loved ones so that you can rest
soundly – both in this life and the next.
Thomas R. Beveridge, Esq., is an associate in
the Pottstown law firm of Wolf, Baldwin &
Associates, P.C.. His practice concentrates on
the representation of injured workers and
medical providers, although the firm has
provided estate planning and administration
services to Pottstown and the surrounding
communities for over 38 years. He can be
reached by phone at 610.323.7436, or by
e-mail at tbeveridge@wolfbaldwin.com.
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as possible in the hopes that it will be a
while before the next crisis hits. It is rela-
tively easy to fall into this rut for most
businesses. Firms that defer technology
investments until it IS broke will pay a
very high price for this practice in the
long run.

By adopting a de facto policy of fixing
things when they are broke, firms under-
mine their productivity, mission and
service to their clients. The issue is that
when the system fails, the cost to the busi-

ness is real and measurable. If a customer
relationship management database
becomes lost or corrupted as your sales
team prepares for the big win, or when
your new customers call for questions,
the firm most certainly might see an
impact to the bottom line and a potential-
ly adverse trial outcome. Some costs are
more difficult to quantify and are internal
such as staff time waiting for the fix,
along with staff morale in the event of
repeated failures. Other costs are external,
such as not being able to provide client
status on an issue, or telling a big cus-
tomer that they can’t be serviced because
a key system has failed.

More importantly, companies that
choose to manage their technology by cri-
sis forgo the luxury of making correct,
insightful and cost effective decisions.
When the next crisis strikes, businesses
need to scramble to procure and install a
new solution as quickly as possible.
Under this pressure, most often, system
requirements are not clearly thought out
nor clearly defined, and an adequate pro-
curement process to compare prices and
solutions amongst a set of qualified ven-
dors is either missed or rushed. In their

(See “Performing Technically” on page 27)

PERFORMING TECHNICALLY
(Continued from page 23)
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PERFORMING TECHNICALLY
(Continued from page 25)

haste to solve the problem quickly, the
firm can wind up with expensive solu-
tions that do not meet the long term
needs of the firm in an effective way. The
risk is that the technology or project will
fail over the long run because there is a
mismatch between the needs of the users,
the rush to solve the problem, and the
return on investment needed to make the
technology work as expected. The other
big issue is that, in many companies,
executives work together and have spe-
cific ideas as to what they need to work
better. Rushing to solve a technology
issue will most likely result in key stake
holder input being missed, which would
most likely contribute to project and tech-
nology failure or issues with adoption.
The real issue of the “if it ain’t broke,
don’t fix it” mind set is that companies
are not spending their limited technology
dollars to their best advantage.

Proactive Planning
Yields Long Term Benefits

The best way to ensure that a firm
receives the highest return of technology
investment is to create a long-term tech-
nology plan that aligns a business’s tech-
nology investment with the strategy

vision of the CEO. Firms can break the
cycle of crisis management and make bet-
ter technology choices to avoid the poten-
tial pitfalls of failed technology initiatives
by taking the time up front to create a
long term firm-wide Management
Information System plan that is tied to
the strategy. There are three key areas that
are at the heart of any well thought out
technology plan:

1) Aligning technology to the busi-
ness strategy. The CEO strategy should
always drive the technology plan. Now
that it is said, it seems obvious but, it is
just unbelievable how many firms and
other companies fail to align technology
with their strategy. It is like technology
and the enterprise is completely discon-
nected and yet, technology, properly
implemented shows the greatest
prospect for real cost savings through effi-
ciency and making a firm more competi-
tive through innovative technology uses.
Failure to align the firm’s technology to
the strategy results in a disconnect
between the go forward vision of the
CEO, and those who need to implement
technology. Ultimately, the issue is one of

(See “Performing Technically” on page 29)
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THE PROBLEM OF HUMAN
ERROR IN BUSINESS SYSTEMS

AND ROCK & ROLL BANDS:

Yet another
Comment on

the Importance
of Leadership

“To err is human;
to forgive, divine.”— ALEXANDER POPE
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a devout Christian, he never let us forget
the need to police our work, frequently
reminding us that, “Where there are
human beings, there is imperfection”—
now ain’t that the Gospel truth! My pur-
pose here is twofold: (1) to embellish on
this old electrician’s admonition with a
warning about how easy it is to underes-
timate the potential for human error; and
(2) to briefly discuss the mindset of effec-
tive leadership that offsets the inevitable
problems associated with human imper-
fections in organizations and helps to turn
potential chaos into productive action.

Anticipating human troubles is crucial
in any enterprise, and one of the few things
that any business leader can be 100 percent

sure of is that where people are concerned,
the potential for error will never be zero.
Less frequently discussed however, is the
likelihood of problems in a given system
based on the number of human partici-
pants involved. It doesn’t take an organiza-
tional genius to realize that as the latter
increases, so will the former. But watch
out— the increase in troubles is exceeding-
ly easy to underestimate, as I’ll try to illus-
trate. Also, please excuse my rather crude
attempt at quantifying the problem. I’m
not a mathematician, but I hope to repre-
sent the kind of thinking involved in mak-
ing complex enterprises work productive-
ly, if not always smoothly.

(See “On Leadership” on page 30)

ON LEADERSHIP
Kenneth D. Richardson, PhD, Redwood Enterprises
Let’s talk about the first part of Mr. Pope’s quote— human error.
I once worked with a group of construction electricians under
a team leader whose virtues included an ability to anticipate
and minimize critical mistakes on the part of his crew. He
saved our company and its clients time and money, and his
leadership unquestionably averted drastic malfunctions after
our installations were complete. A man of common sense and
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PERFORMING TECHNICALLY
(Continued from page 27)

lost opportunity between what could
have been and what is.

2) Understanding what data to col-
lect and leverage. Once the strategy is
clearly defined, it is easier to decide what
data the business needs to capture and
how the management of that data relates
to serving and acquiring customers.
Companies that take the time to under-
stand the data needs of the organization,
set themselves up to make smart decisions
because they do not spend time, resources
or cash replicating systems or collecting
data that does not support the strategy.

3) Clear indentation of a Total Cost
of Ownership (TCO). Many times, we
see clients invest in technology without a
clear understanding of the Total Cost of
Ownership of the technology. It is impor-
tant to understand the costs of owning a
piece of technology and it’s long-term
impact on the cash flows of a company.

A good solid technology planning
process helps firm administrators and
partners ensure the correct focus and clar-
ify expectations around their technology
investment. Technology planning and
preparation are essential to effectively
investing in and managing technology
for maximum benefit.

In the next part, we will take a look at
the parts of the enterprise that need to be
involved in creating a living, breathing,
dynamic technology plan.
Call or e-mail Bill with questions, comments
or feedback on this article or any technical
issue. Bill Swank (bill@limesystems.com or
610.828.6100) is the President and CEO of
Lime Systems and has helped clients of all sizes
maximize the benefit from their technology
investment. Bill and his team help clients plan
for the future to avoid costly surprises.
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ON LEADERSHIP
(Continued from page 28)

What’s rock & roll
got to do with it?

Like lots of other baby boomers, my
young years included the agony and the
ecstasy of being part of a rock & roll
band. We had high hopes and competent
musicians, and at times it seemed that
the sky was the limit. What stopped us
were issues that had nothing to do with
music: Conflicts of interest, differences in
preferences, egos, and insecurities— a
whole range of nonmusical factors that
worked together to “discombobulate”
our best efforts. Those kinds of problems
inevitably emerge in any human enter-
prise, and I later distilled the lessons I
learned into a principle I now call the
“Law of Escalating Troubles” (LET, if
you like acronyms). I even cooked up a
formula that relates the number of par-
ticipants in an enterprise to the difficulty
in accomplishing whatever ends are
involved. For the moment, I’ll limit my
illustration to the number of participants
in pop music ensembles, but its applica-
tion to other kinds of systems should be
evident.

Troubles escalate exponentially rela-
tive to the number of participants
involved. There are difficulties in execut-
ing any organized task, including per-
forming music as a solo act. Add more
musicians, and there will be more coor-
dination issues, regardless of the compe-
tency of those involved. Based on my
own experience and some of the tragic
stories of highly successful music ensem-
bles of the past (think of Simon &
Garfunkel, The Supremes, The Beatles,
or whomever you choose), I’ve come to
accept that it is much easier to underesti-
mate than to overestimate the amount of
chaos that ensues with greater numbers
of participants. Let’s just assume that a
solo act might involve five units of diffi-
culty to execute. How big an increase in
troubles might we expect if we expand-
ed the group to two, a duet? One esti-
mate might be 5 x 2, or 10. The “Law of
Escalating Troubles” warns against such
a rosy prediction, however, suggesting
that 52, or 25 “units of difficulty” would
be a safer to anticipate. For ensembles of
three, four, and five, the estimates would
be 53 (125), 54 (625), and 55 (3,125),
respectively. With each individual
added, the potential for problems does-
n’t just simply increase— It skyrockets.

Despite the obvious problems of the
above predictive system, it does speak to
my first point— that it’s all too easy to
underestimate the number and variety
of problems that are sure to emerge in

(See “On Leadership” on page 32)
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(Continued from page 30)
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ON LEADERSHIP
(Continued from page 30)

human systems. While I’m obviously not a
mathematician, I am sure that anyone who
has managed people can relate at least to
some degree to something along the lines
of what is being suggested here. I would
even go so far as to wager that the better
that those who manage people relate to it,
the more successful that they are.

The mindset of
successful leadership

My second point is more important:
That countless examples exist of leaders
who successfully offset the forces that
cause chaos and produce marvelous
results. Leadership, perhaps more than
anything else, is the central theme of
human history. When people are produc-
tive, prosperous, and safe, it’s because of
wise leaders who understand how to
anticipate problems and coordinate
human activity to deal with them. When
things deteriorate, look to failures in lead-
ership for the root causes. Let’s accentu-
ate the positive and focus on some crucial
aspects of the mindset of highly success-
ful leaders that any of us may incorporate
to our own benefit:

They expect problems— not just
those that are intrinsic to their immediate
business, but problems in the generic
sense. They carry some version of “The
Law of Escalating Troubles” around with
them at all times, and figure it into their
planning and daily dealings.

They love history— the best leaders
are invariably history buffs. They admire
those who have managed to create ways
to surmount the seemingly insurmount-
able. This not only provides inspiration,
but can be a form of entertainment, relax-
ation, and a source of personal growth.

They never underestimate their
own potential for error— they watch
out for their own humanity, learn to
laugh at their own foibles, and they learn
from their mistakes. Note that the best
cases of leadership have traditionally

exploited their weaknesses and benefited
from doing so.

They are never afraid to seek
counsel— far too many people in lead-
ership positions suffer from the sense
that doing so is a sign of weakness. If
you think you have all of the answers,
that’s a warning sign that that should be
acted upon immediately.

Noting the four elements above,
remember that only those leaders that are
ever in search of ways to improve them-
selves can be counted among the best, so
never stop looking for the means to do so
yourself. Books, seminars, and other
sources may not have all the answers, but
your openness to them is a good sign.

Summary
In addition to being high drive goal

setters who know their business and
communicate effectively, successful lead-
ers are also lifelong learners who are char-
acterized by humility as well as confi-
dence. What is often less emphasized
however, is their appreciation for the per-
vasiveness of human error and its
inevitability. An additional aspect of
effective leaders that is often overlooked
is their love of history and what it has to
offer. Most of all, they are always on the
lookout for ways to improve themselves.
The old electrician I cited at the outset
was successful because of his construc-
tive outlook on human error. He also
happened to be a history buff. I’ve always
appreciated his simple, but useful
insights and his ability to put them to
work in himself and those he led.
Hopefully, you will too.
Redwood Enterprises is a business consulting,
training, and executive coaching firm that
partners with business owners to improve the
alignment between people, processes, and
strategic plans. Ken is also available for speak-
ing engagements. For additional information,
contact Ken Richardson via email at
ken@redwood-enterprises.com, or by phone at
610.326.3670.
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An Individual 401(k) is a unique retire-
ment savings opportunity designed for
corporations, partnerships and sole pro-
prietorships that employee only owners,
their spouses and certain family mem-
bers. If you’re an independent consultant,
real estate agent or accountant, an
Individual 401(k) may be a good retire-
ment plan option for you.

Currently, the maximum employer
contribution to this type of plan is up to
25 percent of eligible compensation.
Additionally, employee salary deferrals
are not included in the 25 percent-of-pay
limit.As a result, you can contribute a full
25 percent of your salary to an Individual
401(k) in addition to the $16,500 salary
deferral limit ($22,000 if you’re age 50 or
older) for 2010. However, total contribu-
tions cannot exceed the lesser of 100 per-
cent of income or $49,000 ($54,500 is
you’re 50 or older).

There are also other plan benefits that an
Individual 401(k) plan brings to the table:
• FLEXIBILITY. All contributions are
discretionary.
• LOANS. Loans may be permitted.
• BROKERAGE ACCOUNT TRANSAC-
TIONS. Wells Fargo Advisors offers you
the ability to invest in a variety of stocks,
bonds and mutual funds with choices for
investors at all risk-tolerance levels.

(See “Investment Ideas” on page 34)

INVESTMENT IDEAS
By Jim McGuire, Wells Fargo Advisors

If you can answer “yes” to either of the following
questions, then maybe it is: “Are you the sole
employee of your business?” or “Does your business
employ only you, your co-owners and spouses?”

Chances are – even if you did answer “yes” – you’ve never considered
establishing a 401(k) plan to save for retirement because you think
they’re strictly for corporations. They’re not. Tax law changes
have made 401(k) plans attractive for the very smallest businesses –
especially if you’re looking to make substantial contributions.

IS AN
INDIVIDUAL
401(k) PLAN
RIGHT FOR

YOU?
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• LOW COST. Individual 401(k) plan
costs can be substantially less than those
of traditional 401(k) plans due to reduced
administrative requirements.

Take a look at how an Individual
401(k) plan compares with other popular
retirement plans for small business own-
ers. Let’s say you are younger than 50
years of age, own an incorporated busi-
ness and earn $150,000 in salary this year.
With a SEP IRA plan, you would be able
to contribute $37,500 in 2010 toward your
retirement savings. For a SIMPLE IRA
plan, you would only be able to con-
tribute up to $16,000. However, with an
Individual 401(k), you would be able to
contribute up to $49,000 to your retire-
ment fund, increasing the compounding
power of your nest egg.

The example shows that you can cer-
tainly stand to benefit from the higher
contribution amounts allowed with an
Individual 401(k). While this plan may be
a bit more costly than a SEP IRAor a SIM-
PLE IRA because of the tax reporting
requirements and annual administrative
fee, the ability to make higher contribu-
tions may make it more cost-effective.
Another benefit of this type of plan is that

all contributions are tax deductible and
can accumulate tax deferred until with-
drawn. In addition, contribution amounts
are completely discretionary, so you have
the option each year to change or discon-
tinue them.

Finally, if you have a regular 401(k)
plan from a previous employer but are
now self-employed, you are able to con-
solidate your assets into an Individual
401(k).And if you are employed at a com-
pany that offers a 401(k) but you also own
your own business, you may contribute
to both plans (certain limitations apply).

The most important thing about any
retirement plan is to begin saving as soon
as possible. Your Financial Advisor can
help you decide what the best retirement
plan option is for you.
Wells Fargo Advisors does not provide legal or
tax advice. Be sure to consult with your tax
and legal advisors before taking any action that
could have tax consequences. Investments in
securities and insurance products are: NOT
FDIC-INSURED/NOT BANK-GUARAN-
TEED/MAY LOSE VALUE. Wells Fargo
Advisors, LLC, Member SIPC, is a registered
broker-dealer and a separate non-bank affiliate
of Wells Fargo & Company.

INVESTMENT IDEAS
(Continued from page 33)
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It’s as easy as 1-2-3 or ABC – Always Buy Chamber!

2010-2011
TCACC EXECUTIVE

COMMITTEE
& BOARD OF
DIRECTORS

EXECUTIVE
COMMITTEE
CHAIRMAN OF THE BOARD

Terese Brittingham, Broker/Owner,
Keller Williams Realty Group

CHAIRMAN ELECT
Rod Martin, Vice President,
Martin Stone Quarries, Inc.

TREASURER
Scott Gruber, Group Executive
Vice President, National Penn

IMMEDIATE PAST CHAIRMAN
Brad Okoniewski, North American Safety

Health & Environmental Director,
Cabot Supermetals

SOLICITOR
Richard Linderman, Esq.,

O’Donnell, Weiss & Mattei, P.C.

SECRETARY
P. Timothy Phelps, President, TCACC

BOARD OF
DIRECTORS

Heather Chandler, Sealstrip, Inc.
Ross DeSimone,

Corporate Psychological Resource Center
D. Scott Detar,

Maillie, Falconiero & Co., LLP
David Dougherty, The Hill School

Joe Dufner,
Windstream Communications, Inc.

Dr. Myra Forrest
John Kirby,

Pottstown Memorial Medical Center
David Kraybill, Pottstown Area Health &

Wellness Foundation
Peggy Lee-Clark,

Montgomery County Community College
David K. Leinbach,

Kaiser Construction Co., Inc.
Bill Maguire, Exelon Nuclear

Al Matarazzo,
Main Line Financial Advisors

Andy Paravis, North Coventry Township
John P. Sartor, P.E.,

Gilmore & Associates, Inc.
Baran Schultz,

Schultz Technology Solutions, LLC

Five-Star U.S. Accredited Chamber Of Commerce BE SEEN. BE HEARD. BELONG.

PRESIDENT’S MESSAGE –

Dear Chamber Members,

TCACC MISSION: As the primary business advocate, the TriCounty Area
Chamber of Commerce provides relevant membership services and proactive leadership

to enhance economic opportunity and quality of life within our region.

CONNECT WITH YOUR TRICOUNTY AREA CHAMBER:

P. Timothy Phelps, President, tim@tricountyareachamber.com

Eileen Dautrich, Executive Vice President, eileen@tricountyareachamber.com

Jeff Dentler,Vice President of Finance, jeff@tricountyareachamber.com

Kitty Papp, Special Events Director, kitty@tricountyareachamber.com

152 High St., Suite 360, Pottstown, PA 19464 TEL: 610.326.2900 FAX: 610.970.9705 EMAIL: info@tricountyareachamber.com

In our current economic environment, chambers of com-
merce face no small task in our efforts to foster economic
development and job growth, whether its acting as a strong
voice in the realm of issue advocacy to our legislators, provid-
ing leadership and insight on community projects that will
benefit businesses, employees and residents, educating pro-
fessionals on a relevant topic like health care or OSHA regula-
tions, or simply helping businesses gain exposure to potential
clients. Here at the TriCountyArea Chamber of Commerce we
continue to build resources, networks and advocacy for our
members. Our mission is “As the primary business advocate,
the TriCounty Area Chamber of Commerce provides relevant
membership services and proactive leadership to enhance
economic opportunity and quality of life within our region.”

The Chamber has advocated for early childhood educa-
tion, improvement to highway infrastructure and mass
transit, tax reform and economic and workforce develop-
ment. We have fostered discussions on regional land
development, the return of passenger rail and the needs of
our public educational system.

We look forward to the opportunity to highlight the initia-
tives and priorities of other organizations at our upcoming
Economic Development Luncheon on Wednesday, October
20th. From 11:30 until 1:30 the business community is invit-
ed to The Copperfield Inn at Lakeside to celebrate the

economic success that the region has seen in the past year.
During the awards ceremony, The Pottstown Area Health
and Wellness Foundation will be honored with the Economic
Impact Award, Limerick and Lower Pottsgrove Townships
will receive the Regional Planning Award, Pope John Paul II
High School will receive the Economic Development Award,
Cabot Supermetals the Environmental Impact Award and
State Senator John Rafferty will be recognized as the
Legislator of the Year. Denis P. O’Brien, Executive Vice
President of Exelon and President & CEO of PECO, will be
our guest speaker. This event will celebrate the IMPACT all
of us have in the tri-county region.

“This mission of our work will continue to be a challenge
given the current economy and political climate,” states Jim
Willshier of the Pennsylvania Chamber of Business and
Industry, “however, I am confident that we will all rise to the
occasion for the benefit of our collective members.” We have
much work to be accomplished to help small businesses to
grow during these economic times. It is through one voice
within the TriCounty Area Chamber of Commerce that we
can achieve much.
Celebrate with us during the month of October. Thank

you for your support andparticipation, andwewant to help
you Be Seen. Be Heard. Thank you for Belonging!

Tim Phelps, TCACC President

In the Commonwealth of Pennsylvania, October is recognized as Local Chamber
of Commerce Month to observe the support that chambers provide for their
members and communities. Gov. Ed Rendell has presented local chambers with
an official proclamation to acknowledge the meaningful impact that the
chamber community has had on thousands of job creators in the Commonwealth.
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It’s as easy as 1-2-3 or ABC – Always Buy Chamber!

CHAMBER MEMBERSHIP

ANNIVERSARIES
(ACCORDING TO TCACC RECORDS)

HAPPY ANNIVERSARY to
the following Members:

Are you Celebrating 25, 50, 75 Years?
If your Chamber Member company is celebrating a significant anniversary then the Chamber
needs to know! The Chamber strives to recognize their Members for their success. Contact

Kitty Papp at 610.326.2900 or kitty@tricountyareachamber.com

THE POWER OF THE NETWORK
JOIN TODAY!

For more info on Membership, call 610.326.2900 or visit us on the web at tricountyareachamber.com to APPLY ONLINE!

Belong to the NETWORK and
make an IMPACT on our community!

MEMBER UPDATES
Chamber Members - If your business moves to a new location or your

contact information changes, update your information with the Chamber
by calling 610.326.2900 or email jeff@tricountyareachamber.com.

WELCOME
NEWMEMBERS!

Look who’s joined us… The following business has invested in
YOURChamber.When purchasing goods or services please keep these businesses

as well as other TriCounty Area Chamber of CommerceMembers in mind.

Gary P. Lewis – Attorney at Law
PO Box 193
Valley Forge, PA 19481 (610.783.7795)
Attorneys
Gary P. Lewis, Esq. has been providing general
legal services to the local community for nearly
twenty years. Attorney Lewis advises clients in
the areas of Business Law, Real Estate, LLC forma-
tions, Civil Law, and Estate Administration.

20Years
Emmanuel
Evangelical
Lutheran
Church

5Years
Pearl Exhibit Group

Professional
Pharmacy &

Convalescent
Products, Ltd.

15Years
Carroll Engineering Corporation
Foot & Ankle Health Group, P.C.

Limerick Township
Mayer Pollock Steel Corporation

Thank you to the following Members who renewed their
commitment to make your Chamber a PRIORITY!

Bause’s Super Drug Store
Boenning & Scattergood, Inc.

Boyertown Area Youth Baseball, Ltd.
Buch Group, Inc.

dba Pottstown Burial Vault
Chiropractic & Wellness Center, P.C.

Complete Family Eyecare, Ltd.
Coventry Corners

Eagle Microsystems, Inc.
The Eastwood Company

Financial Voyages
First Priority Bank
Friendship House

Foster Care & Adoption
Harris Videotek

Healthworks, Inc.
Limerick Bowl

Maaco of Pottstown
Main Line Financial Advisors, LLC

New Hanover Township
Norco Fire Company
Patten Construction

The Perkiomen School
Pottstown Area Police Athletic League

Pottstown Area
Seniors’ Center

Pottstown Community TV
Quality Degree, Inc.

Reading Phillies
Baseball Club

Ridge Support Technologies /
PC Solutions, Inc.

Schuylkill River National &
State Heritage Area

Schuylkill Valley
Regional Dance Company

Tornetta Realty Corp.
University Services
Villa at Morlatton

Redwood Enterprises
411 Berks Street, 1st Floor
Stowe, PA 19464 (610.326.3670)
Business Consultants
www.redwood-enterprises.com
A business consulting, training, and executive
coaching firm that partners with business owners
to improve results by aligning people, process &
strategic plans.

FREE EVENTS: CHAMBER 101
Thursday, October 7, 3:30PM AND Tuesday, October 19, 8AM

CHAMBER 101 is a no-obligation orientation for
prospectivemembers to learn what the Chamber has to offer.

Also open to current Members seeking information
about the Chamber. Reservation required.
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Register today; connect tomorrow. Visit tricountyareachamber.com or call 610.326.5158.

NETWORKING
Tues., Oct. 12 NETWORK AT NOON
12 – 1:30 PM Western Montgomery Career and Technology Center,

77 Gratersford Road, Limerick, PA 19468
Share your business storywith others –take the floor for oneminute!
Always Buy Chamber! It is a mindset that will benefit us all. We encourage
you to do business with your fellow Chamber Members ultimately benefit-
ing our local communities. Present a one minute commercial to attendees at
the next Network at Noon event. Don’t you have a product and/or service
that can benefit the membership? Attend this event and have attendees’
attention and interest for one minute.
$20 per Member; Members Only

Thurs., Oct. 14 WOW BREAKFAST
8 – 10AM Longhorn Steakhouse, 1110 Town Square Road, Pottstown PA, 19465

Wake up with the Chamber and start your day networking at the October
WOW Breakfast. Chamber President, Tim Phelps, will provide an update
on the Chamber’s involvement with community issues, focusing on
Chamber priorities and initiatives for the upcoming program year.
This is a Members Only event! $28 per Member prepaid or at the
door; $36 per Member Invoiced.

Tues., Oct. 26 MEMBERSHIP MIXER
4:30 – 6:30 PM Pope John Paul II High School, 181 Rittenhouse Road,

Royersford, PA 19468
Join fellow Chamber Members at the monthly Membership Mixer and net-
work, congratulate the High School representatives on their new state of the
art facility, and those in attendance will have an opportunity to tour the new
facility.
Sponsored by: Pope John Paul II High School
No Charge. Members Only Event. Reservations Appreciated.

EVENTS
Tues., Oct. 5 BUSINESS EQUIPMENT RECYCLING
8 – 11 AM Pottstown Industrial Complex, Keim Street, Pottstown, PA 19464

Do you have out-dated or unused equipment taking up space in your office?
If so, participate in the Business Equipment Recycling Day presented by the
Chamber’s Environmental Education Committee. The event gets rid of
your unwanted equipment safely without harming the environment. Be
green! Make an impact on our environment!
Sponsored by: Beacon Container Corporation; Industrial Investments;
Lewis Environmental Group; Manko, Gold, Katcher & Fox
No charge – Members only!

Thurs., Oct. 7 23RD ANNUAL EDUCATION AND CAREER FAIR
8:30 – 11AM Gilbertsville Fire Company No. 1, 1454 E. Philadelphia Ave., Gilbertsville

We have invited over 250 colleges, universities, and schools of higher edu-
cation to exhibit at this event, supplying valuable information to students in
making career choices for their futures.
FREE for students and the general public. For more information
call 610.326.2900 or email kitty@tricountyareachamber.com.

TRICOUNTY AREA CHAMBER OF COMMERCE
Weds., Oct. 20 ANNUAL ECONOMIC DEVELOPMENT LUNCHEON
11:30 AM– 1:30 PM The Copperfield Inn at Lakeside, 594 West Ridge Pike,

Limerick, PA 19468
Guest Speaker: Denis O’Brien, Executive Vice President, Exelon and
President & CEO, PECO to present “Transition to a Competitive Energy
Market.” Mr. O’Brien will speak about the changes to the energy market and
solutions PECO has to help its commercial customers transition. In addi-
tion, the luncheon will highlight area businesses celebrating significant
anniversaries, and businesses that will be recognized through our annual
awards. See ad on page 41.

EVENTS
Thurs., Oct. 7 CHAMBER 101
3:30 PM Chamber Conference Center*, 152 E. High St., Suite 360,

Pottstown PA, 19464
A no-obligation orientation for prospective members to learn what the
Chamber has to offer. Also open to current Members seeking information
about the Chamber.
No Charge. Reservation required.

Tues., Oct. 19 CHAMBER 101
8 AM Chamber Conference Center*, 152 E. High St., Suite 360,

Pottstown PA 19464
A no-obligation orientation for prospective members to learn what the
Chamber has to offer. Also open to current Members seeking information
about the Chamber.
No Charge. Reservation required.

SAVE THE DATES
OSHA SEMINAR SERIES –

Tues., Nov. 2 UNDERSTANDING THE VALUE OF A SAFETY COMMITTEE
8 – 10 AM Chamber Conference Center*, 152 High Street, Suite 360,

Pottstown, PA 19464
Improving safety can help your firm gain a competitive edge by reducing
direct and indirect costs associated with accidents. David Guzik and
Valorie Konnick from Body-Borneman Insurance will discuss committee
objectives, structure, audit issues, and potential pitfalls, certification require-
ments and other related issues.
$5 per person to cover cost of food.

Thurs., Nov. 4 THE POWER OF EMAIL MARKETING SEMINAR
8 – 10 AM Chamber Conference Center*, 152 High Street, Suite 360,

Pottstown, PA 19464
It’s your turn to join the thousands of businesses that are using email mar-
keting to connect with their customers and boost their business. This semi-
nar, presented by Dave Yunghans, Philadelphia Regional Development
Director for Constant Contact, will provide information on email marketing
basics, creating a strategy for your business, and executing your strategy.
$5 per person to cover cost of food; $25 per non-member

Thurs., Nov. 11 MEMBERSHIP BREAKFAST
Spring Ford Country Club, 48 Country Club Road, Royersford, PA 19468

7 – 7:30 AM Networking
7:30 AM Program

This legislative breakfast will feature Mr. Gene Barr, VP of Government and
Public Affairs for the PA Chamber of Business and Industry. Mr. Barr will
focus on “Policy and Politicians.”
$25 per Member pre-paid; $30 per Member invoiced; $50 per non-member
Sponsored by Salvation Army of Pottstown, Salvation Army of Boyertown,
and Pottstown SCORE

Tues., Nov. 30 SPEED NETWORKING
8 – 10 AM Chamber Conference Center*, 152 High Street, Suite 360,

Pottstown, PA 19464
Limited to 40 Participants – One person per Chamber Member company can
attend (first to register) $25 per Member

Tues., Dec. 14 ANNUAL HOLIDAY MIXER
5 – 6:30 PM Chamber Conference Center*, 152 High Street, Suite 360,

Pottstown, PA 19464
No Charge. Members Only Event. Reservations Appreciated.

CALENDAR OF
EVENTS
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*PARKING: There is NO visitor parking available at the Security Trust Building, 152 High St.
Parking is available on High St. for up to 3 hours at no charge or in the Freight Station Municipal
lot, across the railroad tracks for $.10 per hour (enter off of Hanover St.). You must have a permit
to park in the 152 lot or you will be ticketed.

Five-Star U.S. Accredited Chamber Of Commerce BE SEEN. BE HEARD. BELONG.

NEW
TIME!



Networking Tip #55: JoinUp
The secret of all great networkers is that they are participants and contribu-

tors. Join a committee of your business or industry organization or volunteer
for a charity you believe in. You can meet very interesting people as you tackle
tough issues together or serve up hot dogs or hamburgers at the local charity
fundraiser.
Based on the bookWORKTHEPOND!Use thePowerofPositiveNetworking toLeap
Forward in Work and Life by Darcy Rezac with Judy Thomson and Gayle Hallgren-
Rezac (Prentice Hall) www.workthepond.com. Positive Networking® is a registered
trademark of Darcy Rezac.

tricountyareachamber.com OCTOBER 2010ROUTE 422 BUSINESS ADVISOR 422business.com 38

It’s as easy as 1-2-3 or ABC – Always Buy Chamber!

BBEECCAAUUSSEE  YYOOUU  BBeelloonngg…… MMEEMMBBEERR  BBEENNEEFFIITTSS  
MEMBER BENEFIT OPPORTUNITIES TO HELP YOU SAVE MONEY ON YOUR BOTTOM LINE:

PRIORITIES
If it matters to your community, it better matter to you.    
The Chamber of Commerce focuses the time and talents of its members 
on the important business and civic issues of the community – helping to
create a climate of growth and success for all.  

A prosperous community means prosperous business.

OSHA TRAINING  
In February of 2009 the Chamber signed an alliance

agreement with OSHA’s Allentown office. As pro-
vided by the U.S. Department of Labor’s Occupational
Safety and Health Administration (OSHA), OSHA and
the TriCounty Area Chamber of Commerce joined
forces to promote workplace safety and health for
employees of the businesses served by the Chamber.
Through the alliance, OSHA and the TriCounty Area
Chamber of Commerce have been working together
to develop and deliver training and education programs
on occupational safety and health issues relevant to
Chamber members. Join us at the next OSHA Seminar
scheduled for Tuesday, November 2 (see the calendar
on page 37 for more information).

ABC - ALWAYS BUY CHAMBER.

YOUR MEMBERSHIP
MEANS - YOU WILL…

BE SEEN.
• The Chamber ONLY refers Chamber Members.
• Display your TriCounty Area Chamber of

Commerce Membership plaque proudly and
predominantly in your business. Add the
Chamber logo to your website, letterhead,
marketing materials, etc.

• The go-to website, tricountyareachamber.com -
As a Member, you are listed in the online directory
– the most visited page on the website!  You are
listed under each category that you have
shared with us that you want to be listed
under (maximum – 5).

• The Tri-County Area Community Guide & Business
Directory is published biannually.  Only Members
receive a listing in this directory.

• Members renewing their Chamber Membership
are listed in a monthly issue of the Route 422
Business Advisor listing and thanking all renew-
ing members.

• The brochure rack in the lobby is available for you
to display.  Drop off copies of your marketing
material and we will add you to the rack.

BECOME AN 
INSERT SPONSOR!

Each month Member
businesses are sent the
Chamber’s official
newsmagazine, Route
422 Business Advisor,
reaching nearly 1,000
Chamber Member rep-
resentatives. As a spon-
sor, your marketing
flyer will be inserted
into the Chamber

Members’ mailings. This Members Only marketing
opportunity will get the word out about your busi-
ness. All you have to do is supply the Chamber with
your insert and the Chamber will do the rest of the
work for YOU! For more information, please email
Eileen Dautrich at eileen@tricountyareachamber.com
or call 610.326.2900.

MEMBERS - BECOME
COMPLIANT TODAY!
Are you compliant with OSHA regula-
tions? Visit tricountyareachamber.com
for all of your compliance products.

The Chamber’s partnership with MyOSHAStore.com
has successfully provided Chamber Member business-
es the opportunity to purchase a range of compliance
products such as labor law posters, first aid products,
exit signs, and training manuals through your
Chamber’s OSHA Compliance Store. The Chamber
encourages members to visit the site to review the
products and services available.

JOIN OUR GROUPS 
ON FACEBOOK 
AND LINKEDIN

The Chamber has a group on LinkedIn – Join Us!
Facebook user? – check out the Chamber’s fanpage!
Also join the Chamber’s WOW, Foundation and/or
Leadership Tri-County Sub-Groups on LinkedIn.

SIGN UP FOR 
CHAMBER WEEKLY

EMAIL SUBSCRIPTION
ATTENTION CHAMBER MEMBERS:

You can receive the Chamber’s Weekly 
email subscription. Sign up TODAY by emailing
jeff@tricountyareachamber.com. Receive the
latest updates on Chamber programs,
professional development seminars,
advocacy, and more. For questions about
Chamber Weekly email subscription, please 
call 610.326.2900 or email Jeff Dentler at
jeff@tricountyareachamber.com.

ROOM RENTALS
Have you ever wanted to hold a 

seminar or meeting but just didn’t have
the space you needed in your office?
Well the TriCounty Area Chamber of

Commerce has the solution!
The TriCounty Area Chamber of Commerce has

conference space that is available for member use at
low cost rates.  Conveniently located in the
Chamber Office, this space can be transformed into
the conference room you need it to be.  Just a few
of the features that are available with any room
rental include an LCD projector, easels, whiteboards,
coffee/water/soda, as well as phone and internet
access.  Whether you need a room for one hour or
an entire day, the Chamber will be able to provide
you with what you need.  Room Rentals start as low
as $25.  For more information about room rentals
and availability, please contact Eileen Dautrich at
eileen@tricountyareachamber.com or call the
Chamber Office at 610.326.2900.

Visit tricountyareachamber.com 
for the latest Chamber community 

news and calendar of events!
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It’s as easy as 1-2-3 or ABC – Always Buy Chamber!

WEBSITE 
SPONSORSHIPS

Affordable
for any business!
Opportunities for Website Sponsorships are

available on a first come, first serve basis! The
Chamber is offering sponsorships including: Full
Banner, ¼ Banner Logo, and Premium Internal
and Featured Internal. Each of these four options
has a discounted price for a one year commit-
ment to the sponsorship. Your business should
Be Seen on the go-to website of the 
tri-county region!

The Full Banner Sponsorship has a discount
rate of $750 per year or $250 per quarter. It
places your business at the top of over 90% 
of all pages and rotates approximately every 
3 seconds. An included link will take visitors
directly to your website.

A ¼ Banner Logo Sponsorship has a discount
rate of $300 per year or $100 per quarter. This
option is shared with 3 other ¼ banner logos,
rotates approximately every 3 seconds, and is
placed at the bottom of over 90% of all pages.

A Featured Internal Sponsorship has a discount
rate of $500 per year or $150 per quarter. This
sponsorship is exclusive, full banner at mid-level
of the internal page of your choice.

For more information about 
becoming a WEBSITE SPONSOR on

tricountyareachamber.com,
please call 610.326.2900 or email Jeff Dentler

at jeff@tricountyareachamber.com.

ACT NOW–CHAMBER WEBSITE IS LIVE!

The "go-to" site for the tri-county area, tricountyareachamber.com

10 Reasons to look forward to the
NEW tricountyareachamber.com!

NETWORKS: Access the Business
Directory – the most up to date list
of Chamber Members, expanding
your network, and remember
ALWAYS BUY CHAMBER!

IMPACT: You will be able to track
the number of clicks/referrals from
people visiting your listing on the
Business Directory!

PRIORITIES: Have access to the lat-
est activities of Chamber public
policy committees and press releas-
es regarding these initiatives; stay
up to date on community news
and member news! 

OPEN: New tools to make using the
Chamber website easier for you –
including adding coupons to your
directory listing, submitting your
events for the community calen-
dar, and paying your Chamber
invoices - including your member-
ship renewal – online!



NETWORKS
Getting to know various NETWORKS of people might be just what 
your business needs. 

The Chamber’s business is to be an advocate for your company – and for the community –
creating a climate of growth and success that benefits all. The Chamber connects business
to government and civic leaders to make communities a better place to live, work and play.

Access to people. One more way to connect to customers and the community.

Visit tricountyareachamber.com for Chamber Events and Community Events
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It’s as easy as 1-2-3 or ABC – Always Buy Chamber!

Breakfast
On Thursday, September 9, 2010 the Chamber held its first
membership breakfast of the 2010 program year. Over 100

Chamber Members attended to reconnect with fellow
Members and to hear the presentations provided by four of

the superintendents from our local school districts.
The following superintendents were present: Dr. Dion Betts, Boyertown Area School

District; Dr. Marsha Hurda, Spring-Ford Area School District; Dr. Bradley Landis, Pottsgrove
School District, and Dr. Reed Lindley, Pottstown School District. Each superintendent pro-
vided examples and details regarding the initiatives their schools are actively facilitating
focused on preparing their students to enter the workplace. Many of the schools are active-
ly using a variety of teaching and technology aides at all grade levels focused on career
exploration. All four superintendents also acknowledged the importance of a healthy rela-
tionship and active communication between the school districts and the business commu-
nity. To guarantee the schools are providing the correct education focused on skills that will
be valuable to the future employers of their students they each encouraged the business peo-
ple in attendance at the breakfast to be active in committees, career days, and shadow expe-
riences within their districts. 

1) The following new members
were presented with their plaques at
the September 9 Breakfast: (left to
right) Christian Schlegel and Greg
Basile of Comcast; and Frank Sautner,
Vince and Cindy Giancaterino, and
Mark Raffa from Copperfield Inn at
Lakeside.

2) Additional new members recog-
nized on September 9: Herbert and
Michelle Smith of The Growth
Coach; James White of J.H. White
Financial Services, Inc.; and Anand
Yegnan of ERM.

3) Joanne Giese, representing
Goose’s Tobacco Outlet & Café;
Gregg Linn representing Java
Heaven; and Joseph Pucci and
Maryann Keegan representing
TMC Business Solutions were also
recognized as new members.

4) TriCounty Chamber Member
School District Superintendents and
presenters at the Membership
Breakfast pose with September
Breakfast Sponsor, John Faust,
President & CEO of Diamond Credit
Union. Pictured left to right: Reed
Lindley, Pottstown School District;
John Faust, Diamond Credit Union;
Brad Landis, Pottsgrove School
District; Dion Betts, Boyertown Area
School District, and Marsha Hurda,
Spring-Ford Area School District.

1

2

3 4

~
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It’s as easy as 1-2-3 or ABC – Always Buy Chamber!

AUGUST MEMBERSHIP MIXER
TCACC would like to thank Dr. Niraj Patel

– Chiropractic and Wellness Center
for sponsoring the Membership Mixer 

on August 24, 2010.
This month’s Membership Mixer will be held on 

TUESDAY, OCTOBER 26, 2010 AT 
POPE JOHN PAUL II HIGH SCHOOL 

(see page 37 for more details)

COFFEE SPONSORSHIP
Thank you to Albright College
Accelerated Degree Programs 

for their September Coffee
Sponsorship!

ARE YOU CURRENTLY HIRING?
Let us know or stop by the Chamber Office to look through the RESUMES

collected throughout the last few months. This month’s resumes include: 
1- OFFICE ASSISTANT; 1- FORKLIFT OPERATOR; 1- P/T DATA ENTRY; 1- TRUCK DRIVER;

1- FINANCIAL MANAGER; 1- ELECTRICAL ENGINEERING; 1- FOOD HANDLER

REMINDER – OVER100 RESUMES WERE COLLECTED AT THE 9/16/10
JOB FAIR AND CHAMBER MEMBERS ARE WELCOME TO REVIEW THEM!

FOLLOW UP: FALL TRI-COUNTY JOB FAIR

The TriCounty Area Chamber of Commerce presented the Fall Tri-County Job Fair 
on Thursday, September 16, 2010.  Over 150 job seekers attended to visit with, 

distribute resumes to, and participate in on-site interviews with our 20 exhibitors.

~
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EFFECTIVE MANAGEMENT
By Janie Oehlert, MEA Director, Health Care & Workplace
Solutions, MidAtlantic Employers’ Association

I will be the first to admit that I prefer to read the
consumer comments posted on the Web after an
article on health care reform rather than the article
itself. The comments are always much more enter-

taining! I usually take the public’s posted misinformation with a
grain of salt; however, I recently found a recurring theme that led
me to investigate the actual source of the misinformation.

HEALTH CARE REFORM
REQUIREMENTS: 
2011 W-2 TAX FORMS

One of our members emailed me that
some employees were concerned that
they were going to start being taxed on
the amount of their employer-provided
health insurance when that value is
placed on their W-2 forms for 2011. They
indicated it could be a value of $15,000,
which would be a huge additional tax.
This was the same information I had seen
posted in the comments of several online
health care reform articles.

What I found was an email that has
been circulating that indicates:

“Starting in 2011 (next year folks) your
W-2 tax form sent by your employer will
be increased to show the value of whatev-
er health insurance you are given by the
company… You will be required to pay
taxes on a large sum of money that you
have never seen… Take your tax form
you just finished and see what $15,000 or
$20,000 additional gross does to your tax
debt. That’s what you’ll pay next year.”

This email is a misrepresentation of the
legislation. While it is true that employers

will have to start listing the value of the
employer-paid portion of the health
insurance on employees’ W-2s for 2011, it
is not considered taxable income.

Any taxes on benefits due to the
“Cadillac” tax in 2018 would be
imposed on the insurance carrier, who
would certainly pass it on to the employ-
er in the form of higher rates. However,
it would not be taxed at the employee
level on their W-2 forms. It remains to be
seen whether this tax will even survive
to 2018, which is eons away in the polit-
ical world.

The entire content of the circulating
email as well as the explanation of why 
it is false can be found at: www.
snopes.com/politics/taxes/HR3590.asp.

As more information and guidance
becomes available, we will provide it to
our members. In the meantime, if you have
a question on health care reform or any
other employee benefits questions, please
contact Janie Oehlert, MEA Director,
Health Care & Workplace Solutions, at
610.994.7635 or joehlert@meainfo.org.
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DOWNTOWN MARKETING
& DEVELOPMENT
By Barry Cassidy

Each town is a unique entity with different
strengths and weaknesses. Some towns have a
strong building stock, some have strong retail

and others have little of anything. The focus on what your town
has to offer can many times be overlooked.

When a town first starts the revital-
ization process, many times there is a
visioning session in which people con-
vey what they feel is their vision of the
downtown. These multiple views are
then melded together to come up with a
combined vision for the downtown.
Many times these visions get lost when
the document is put on a shelf as part of
a library of plans, aspirations and docu-
ments relating to the revitalization.

A visioning document usually out-
lines the hopes and dreams of the pub-
lic as to where they want to see the
downtown move to in the future. This is
an important element of the revitaliza-
tion because you are moving through
the “process of revitalization” that
focuses on where you want to be and
sometimes outlines issues relating to
how you want to get there.

Usually these documents outline
what the strengths of a town are and
attempt to build upon them. The prob-
lem comes in when these documents
ignore the constraints that will be
encountered by the committee as they
attempt to get from point A to point B. I

have conducted many of these sessions
and found them to be interesting in how
they can often move to being a large
complaint session if the facilitator is not
strong enough to stem the tide. At times
these complaints can be constraints, but
most of the time they relate to a minor
issues that ignore the larger picture.

I always like to stress the realistic
positives as they relate to a central busi-
ness district. You look at what you have
and decide how to strengthen it.
Building stock is always a good place to
start. The town is a collection of build-
ings and how they look. How you uti-
lize them is a big part of what people
thing about your downtown. Although
the town is not just a collection of build-
ings, that is, to a certain extent, how you
define your town.

If you have a great concentration of
large buildings that once housed
department stores and corporate head-
quarters, you need to look at how the
adaptive reuse of those buildings will be
addressed. Does that affect your vision?

(See “Downtown Marketing & 
Development” on page 50)

WHAT IS
YOUR TOWN’S

VISION?
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Majority Believe 
Consumer Spending 

May Return to 2007 Levels 
by Late 2011

Capital Spending 
Focused on Technology 

and Efficiency Initiatives

More Than Two-Thirds 
Expect to Hire More Workers

this Holiday Season
Amid continued trepidation about the

health of our nation’s economy, retailers
and suppliers believe consumer spend-
ing is better than last year and gradually
making a comeback. According to the
second annual retail outlook study
released today by CIT Group Inc. (NYSE:
CIT), a leading provider of financing to
small businesses and middle market
companies, 65 percent of retailers and 69
percent of suppliers believe consumer
spending may return to 2007 levels by the
end of 2011.

The research report, “U.S. Small
Business and Middle Market Outlook
2010: Retailers and their Suppliers—
Smarter. Leaner. Cautiously Optimistic,”
prepared in association with Forbes
Insights, examines how middle market
retailers (those with annual revenues of
$25 million to $1 billion), as well as suppli-
ers and manufacturers (those with annu-
al revenues from $2 million to $1 billion),
have weathered the recession and gauges
their outlook of the future.

“While the majority of retailers are
cautiously optimistic about their future,
more than two-thirds expect revenues to
grow over the next 12 months,” said Burt
Feinberg, Managing Director and
Industry Group Head of Retail Finance at
CIT. “The general consensus is that, hav-
ing weathered the economic downturn,
most retailers are in better shape today
than in 2009 and have positioned them-
selves well to meet future consumer
demand when it returns.”

Since the market downturn, retailers
and their suppliers have had to work
smarter and operate more efficiently.
They continue to maintain a conservative
approach along the entire supply chain
by conserving cash, paring down inven-
tories, and keeping staff levels lean.  

“Some valuable lessons have been
learned from the economic crisis and
many suppliers believe they are better
positioned for strong and sustained
growth once the economy turns,” said
Jon Lucas, Executive Vice President and
Chief Sales Officer of Trade Finance at
CIT. “This study reveals an industry that
is transforming, top to bottom.”

Retailers also had a positive view of
the upcoming holiday season, with
more than two-thirds (68 percent) of
retailers planning to hire more seasonal
workers than in 2009. In addition, 57
percent expect to stock more inventory
than in 2009 and 69 percent say they will
advertise more aggressively. However,
72 percent expect they will discount
more this year than last.

(See “Business Outlook” on page 51)

U.S. RETAILERS AND
SUPPLIERS 

REMAIN CAUTIOUSLY
OPTIMISTIC
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DOWNTOWN MARKETING & DEVELOPMENT
(Continued from page 48)

Sure it does … because in order to make
your town vibrant you need to come up
with solutions. Many times that solution
seems to be government related, as in
“where can we get money to fix this?” In
some cases that is the answer, but in most
cases you will need a private developer to
make the project happen.

Government solutions are not always
the best solutions, but can provide the nec-
essary gap funding to make a project go.
Most downtowns seek retail on the first
floor to create an interesting visit to the
downtown. Retail and restaurants usually
go together as the first step in revitalization
in a visioning process. After all, down-
towns were the original shopping destina-
tions, and people will always view the
downtown as combining that component
with other uses.

Large spaces on the top floor of build-
ings are always problematic when you are
trying to creatively readapt the uses of
these larger buildings. The government
funding may have conditions attached that
will allow for the second and third floor
space to be adapted to housing, but it may
come at a cost. There will be income limits
on the occupants who are allowed to occu-
py the space. In some communities, that

may not be a problem, but in other commu-
nities it may be contrary to what you are
trying to achieve.

Utilizing the upper floors for housing,
when government assisted programs pro-
vide you with a low-income clientele, could
jeopardize the content and feel of what you
are trying to achieve. Sure it is better to have
the upper floors utilized, but if the plan is to
make the downtown more upscale, that
will present a problem. If you already have
a large population downtown that is not
subsidized, it will be less of an impact. You
cannot always just follow the money.

There are other things that you can do
with the second and third floors of some of
the larger buildings, which could fit into a
vision. There could be a conversion to office
space. Most times this will involve creating a
space for an elevator in a building to make
the offices handicapped accessible.
Sometimes the upper floors of buildings are
still in the original condition. If the original
use was office, it makes it a whole lot easier
to create viable office space. This is not only
due to the fact that there are less demolition
and conversion costs, but also you have a
customary use of offices in the building.

(See “Downtown Marketing & 
Development” on page 52)
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BUSINESS OUTLOOK
(Continued from page 49)

Key findings from the report: 
• Middle market retailers remain cau-

tiously optimistic and guarded in their
outlook. Sixty percent of retailers say that,
over the last 12 months, their revenues
have grown (55 percent) or grown signif-
icantly (5 percent) and two-thirds expect
revenues to be higher still in the coming
12 months. However, sales expectations
may still be below the levels seen prior to
the economic downturn.

• Retail inventory levels are rising, but
retailers are proceeding cautiously.
Nearly 60 percent say their current inven-
tory is higher than it was a year ago. At
the same time, they’re quick to reduce
prices to speed their inventory turns, and
they’re using technology to track demand
and purchasing more closely.

• Retailers’ capital spending will con-
centrate on technology. Over the next 12
months, 83 percent of retailers expect
investments in their Web sites to increase;
69 percent say they will increase invest-
ments in mobile applications; and 66 per-
cent will increase spending for integra-
tion of in-store and technology-enabled
channels.

• Small and middle market suppliers

show a similarly positive, but cautious,
outlook. Seventy-four percent of suppli-
ers anticipate growth over the next 12
months. Fifty-five percent will achieve
and support this growth through new
investment in product development,
while 51 percent will put greater focus on
operating efficiencies.

• Suppliers continue to look for ways
to manage their cash flow more effective-
ly. While one-third say it is easier to man-
age their cash flow today than it was a
year ago, 39 percent say it is harder. The
number of suppliers indicating that they
have begun to use factoring or credit
insurance rose from 23 percent in 2009 to
35 percent in 2010. 

• Financing conditions for suppliers
appear to be getting better. Two-thirds (67
percent) of survey participants say their
ability to secure financing has improved
over the past year. Additionally, nearly
two-thirds of suppliers and manufactur-
ers say they expect their financing needs
to grow (40 percent) or significantly grow
(23 percent) over the next 12 months.

Complimentary copies of the 2010 and
2009 reports are available for download at
www.retailoutlook2010.cit.com. 
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DOWNTOWN MARKETING & DEVELOPMENT
(Continued from page 50)

Another interesting approach is to use
the upper floors for the arts. I have used
this strategy in a number of towns, and
although it will not generate the same
income and traffic as apartments or
offices, it creates a different vibe in the
town. The arts have no real time limits on
when they create people traffic. Offices
normally create daytime foot traffic, and
housing normally creates evening foot
traffic. The arts on the other hand could be
either daytime or nighttime or a combina-
tion of the two.

The strong selling point for creating art
studio space on the upper levels is that the
rehabilitation need not be extensive to cre-
ate the use. The use might not pay the
investor a great return, but there are fewer
expenses up front because the building
rehab costs less. Some downtowns have
more of a demand for the second floor
space, which will exclude the arts as an
option.

Each of the options outlined above are
totally dependent on the building owner
and what he or she wants to do with the
building, and what kind of money they
want to expend and receive. It has been
my experience that most of the building

owners will buy into a strategy … a vision
… of what the town wants to be. “Isn’t
that what we want to do” is a common
comment from a building owner when a
vision has been detailed to them and
made plain and simple.

Visions for the downtown could be just
that … a vision … an idea of what you
want. If there is buy in by all members of
the community into a vision, you will
have an easy time getting people to go
along with the vision. If the vision is put
on a shelf with the other plans, documents
and aspirations and is not articulated into
a short one or two page document, there
will never be buy-in by the property own-
ers and investors in the town. It has to be
simple. It can have complex elements, but
the vision must be straightforward. This is
not real easy to do but it can be done. To
do this you need a strong revitalization
committee with diversified leadership. It
has to become an idea as part of a group
visioning process or else it becomes “Joe’s
idea for the town” or “Betty’s idea of what
the town should be.” Consensus and
group participation, and a constant rein-
forcement of what the group decided, is
essential for success. 
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Planning is an ongoing necessity
because the environment in which your
small business operates continually
changes. New opportunities and chal-
lenges will arise that are different than
those assessed during the start-up stage.
Your initial financial projections may be
literally and figuratively on the money—
or trending in a different and unexpected
direction.

Here are some planning tips to help
keep your small business on track for
long-term growth:

Revisit your business plan. Your busi-
ness plan shouldn’t become a “trophy” of
your start-up success.  Refer to it every
quarter or six months to match estimates
with current realities. Update your plan as
needed with new or modified contingen-
cies, and adjusted time frames for key
milestones such as expansions or new
product/service lines.

Watch those numbers. Financial
statements provide a window into the
health of your business. Project cash flow
several months into the future based on
reasonable expectations for sales and
income, customer demand, regular pay-
ments (e.g. loans and rent), and other fac-
tors.  By comparing actual cash flow to
projections, you can spot opportunities to
improve performance.  

Watch your industry. In today’s inter-
connected global economy, any change
anywhere can have a ripple effect on any
small business.  The influences may be as
far-reaching as a shift in demand for a

certain commodity, or as local as a new
stoplight near your store.  Stay current
with world and community events;
study your sales records; and communi-
cate with customers, suppliers, and col-
leagues.  You’ll be less susceptible to sur-
prises, and better prepared to anticipate
and capitalize on these changes.

Develop relationships. Although
growth usually implies investing in addi-
tional resources, there may be more cost-
effective options better suited to your
immediate and long-term needs.  Building
partnerships with other businesses in
your field and specialty consultants can
help stretch your capabilities. They may
also call on you when they need help—
perhaps during a period when you have
time or capacity to spare.

Invest in your staff. Because a grow-
ing business will demand more of your
time, identify employees who can take on
routine and management responsibilities.
They’ll relish the opportunity to grow per-
sonally and professionally, and you’ll be
free to focus on more important issues.

An experienced, outside perspective
can benefit any small business, which is
it’s a good idea to contact SCORE
“Counselors to America’s Small
Business.” SCORE is a nonprofit organi-
zation of more than 10,500 volunteer busi-
ness counselors who provide free, confi-
dential business counseling and training
workshops to small business owners.
Call 610.327.2673 for the Pottstown
SCORE office, or visit on the web at
www.pottstownscore.org. 

BUSINESS PLANNING: 
THE NEXT GENERATION
Starting a small business requires extensive planning and research.
But just because things are up and running doesn’t mean your days as
a strategist are done.  In fact, they are just beginning.
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COVER STORY
(Continued from page 11)

and each specific plan is designed to help
meet your specific goals and objectives.”

“And that’s really the difference,” Rick
Storms adds.” We don’t take everybody
as a client. There has to be a fit. There has
to be a mutually beneficial relationship
on both sides for it to work. We care
about our clients a lot. It sounds like a
cliché but a lot of our clients are family to
us. We go to their weddings. We go to,
unfortunately, funerals. We’re invited to
birthday parties. Everything that hap-
pens in our clients’ life is relevant to the
work that we’re doing with them. So it’s
important to be aware of every single life-
changing event that happens through the
course of our relationship.”

Whether you are an individual
investor looking to provide for your fam-
ily’s financial security, or a business
owner looking to provide for your family
or employees, the professionals at St.
Pedro and Associates stand ready to
assist you with every step of the way.
Please give them a call at 610.792.2500 or
email: info@stpedroassociates.com to
arrange an introductory meeting, and for

additional information, please visit
www.stpedroassociates.com.  

You can also tune into PCTV, Channel
28 and watch their weekly television
show, Dollars & Sen$e, which airs
Mondays at 8:30pm and Thursday after-
noons at 12:00pm.  Special guests include
Fund Managers, Certified Public
Accountants and Attorneys, says
Jaronski, the show’s producer. 

How much will you need 
to save for retirement? 
Should you refinance 

your mortgage? 
How much life insurance 

is enough?
Use the FREE tools in our

Learning Center to find answers.
www.stpedroassociates.com

Securities and advisory services offered through National Planning Corporation (NPC), Member
FINRA/SIPC, a Registered Investment Advisor.  St. Pedro & Associates Inc. and NPC are separate
and unrelated companies.  NPC of America (NPCOA) in FL and NY.  (This is a paid advertisement). 




