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Financial Independence Planning, LLC
delivers a financial process for clients in retirement

and pre-retirement, to help them retain and
optimize their retirement assets.



Adam Peltzman, CFP Harriet Litz, Esq. Fred Shocket, CFP Keith Hooper CPA, MS Laraine Beckman,
Client Services Manager

Harry Keller CPA, CFP®,
ChFC, CLU, MBA

Harry Keller wants his clients to have fun.
It’s their job. That’swhy the quote leading off
this article is printed boldly on the cover of
his Firm’s brochure.

“Our client’s job is to go out, have fun, be
happy and send us postcards and pictures of
their travels and hobbies every quarter,” says
Harry Keller, CPA, CFP®, ChFC, CLU, MBA,
President of Financial Independence Planning, LLC
(www.myFIPadvisor.com). Keller looks through an
impressive collection of client postcards and photos and
a broad smile crosses his face. “We design andmonitor a
plan to help our clients reach their goals in the safestway
possible,” he said. “In a lot of cases, people are taking
more risk than theyneed to.Ourobjective is tokeep them
in the middle of the road, and help them become finan-
cially independent, which means they can enjoy what’s
important to them, and not have toworry about the day-
to-dayactivityofmaintainingandgrowing theirwealth.”

Financial Independence Planning is a
financial services firm serving clients prima-
rily in Montgomery, Bucks, and
Philadelphia Counties through its main
offices at 33 JenkinsAvenue inLansdale and
454 Germantown Pike in Lafayette Hill, and

throughadditional locations inConshohocken,
Dresher, Feasterville and Southampton, PA. The

organization delivers a financial process for clients in
retirement and pre-retirement, to help them retain and
optimize their retirement assets. Financial
Independence Planning leverages its proprietary 8-step
process to identify objectives and potential roadblocks
early by using a Financial RoadMap®. FIP’s 8-step sys-
tem is thoughtful and methodical in understanding
clients’ needs.Also, it is arranged to make sure that the
components of clients’ assets, income, and expenses are
organized in a structured, logical plan. The Financial
Independence Planning Process® includes regular

monitoring to help clients stay on track to their goals.
“The big thing with us is we work together,” said

Keller, who founded FIP in 1982. “We have a good team
that works by the system and through investmentmod-
els that we develop andmonitor on a regular basis.

Keller’s team includes Laraine Beckman, Client
ServicesManager, who hasworked in the financial serv-
ices industry since 1979. Laraine has held her FINRA
Securities registrations since 1999 and has an extensive
background in the investment field. Bruce Musselman,
manager of the company’s Lansdale office, has 27 years
of prior experience as a corporate Human Resources
Manager with extensive knowledge of employer retire-
ment and welfare plans. Keith Hooper, CPA, MS, has
been in financial services since1986andfocusesonretire-
ment planning.Adam Peltzman,CFP® has been work-
ing in the financial services industry since 2000 and
focuses on retirement, insurance planning, and small
group and individual health insurance. Fred Shocket,
CFP®, MAhas been involved in financial services since
1993 and focuses on personalized financial planning for
both individuals and small businesses. Ken Souder,
CFP®,withover tenyearsofprior experience as a corpo-
rate benefits manager, since 1995 has worked as a finan-
cial planner and has extensive experience with taxation,
retirement plans, including 401(K)s, pensions and IRAs.
ThomasMorgan,OperationsDirectorTommanages the
daily processing, assists on client account services, and

(See “Cover Story” on page 6)

By Bill Haley

“Asound Planning Process should
free up your time fromworrying about
money to enjoying all the things in life

that are important to you.”

FINANCIALINDEPENDENCEPLANNING, LLC
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The Financial Independence Invitation©
An invitation or referral to meet with a Financial Independence Planner© for a short
complementary informational INFO© discussion of your goals and concerns and of the
Financial Independence Planning Process©.

The Financial Independence INFO Meeting©
The objective of the Financial Independence INFO© Meeting is to get answers to your
general questions on retirement planning, investments, taxes and insurances; learn the
differences between investing and financial planning, and determine if the Financial
Independence Planning Process© can benefit you.

The Financial Road Map®
The Financial Road Map® is a consultation with a Financial Independence Planner© to
clarify your values, goals, current financial positions and to identify ideas to improve
your current plan. Also, you will have the opportunity to experience a time tested finan-
cial planning process that can help you make smart choices with your money and stay
on track to your goals.

The Financial Independence Plan®
The objective of having a Financial Independence Plan® is to give you the confidence to
make the right choices to reach your goals. This Plan is an active illustration using current
financial tools and the Financial Independence Planners’© experience that maps out
what has to happen to bridge the gap from where you are now to where you need to
be in each of the areas of cash reserves, investments, debt and insurances. The Financial
Independence Plan® includes the Financial Independence Recommendations© and
implementation of steps you need to take to achieve your goals.

The Financial Independence Alignment Review ©
The objective of the Financial Independence Alignment Review© is to make sure all your
assets are properly positioned to be on track to meet your goals. Furthermore, we take
the time to familiarize you on how to access your on-line performance reports, update
your active Financial Independence Plan® for any changes and review open action steps.

The Financial Independence Quarterly Check-Up©
The objective of the Financial Independence Quarterly Check-Up© is to give you confi-
dence that you are on track towards your goals. In addition, we update records for new
information, answer any financial questions, review investment allocation, taxes, per-
formance, discuss additions and withdrawals, follow-up on open action steps and make
any other necessary adjustments.

The Financial Independence Annual Update ©
The Financial Independence Annual Update© is an annual meeting to review the
progress toward your goals, update your Financial Independence Plan®, answer ques-
tions, review investments, allocations, review taxes and performance, discuss additions
and withdrawals, follow-up on open action items and to determine if any other adjust-
ments need to be made.

The Financial Independence Success Celebration©
The Financial Independence Success Celebration© is the culmination of the Financial
Independence Planning Experience. We host annual client events to celebrate our clients’
achievements, share experiences and ideas about their goals.

THE 8-STEP FIP FINANCIAL
PLANNING PROCESS
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FROM THE COVER: Seated (L to R): Laraine Beckman; Bruce Musselman; Fred Shocket; Harry Keller;
Keith Hooper; Glenn Kopensky; Adam Peltzman. Standing (L to R): Harriet Litz; Jon Wanczyk; Jared
Keller; Michael N. Grossman; Thomas Morgan; Ken Souder; Randy Nead; Steve Dudek; Steven Brown.
Not shown: Tom Malkoch, Barry Blatt

Learnmore about our qualifications
atmyFIPadvisor.com
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coordinates functions associated with the
BranchOffice for Financial Independence
Planning, LLC. FIP also works with
numerous other CPAs and Investment
Adviser Representatives through its net-
work of locations.

“We’re a resource,” Harry Keller,
explains. “We help clients with a sound
process, and that should free up their
time from worrying. We help them gain
clarity, confidence, and capability, move
from products to process, and use our 8-
step system,”he said. “All of our repsuse
this step-by-step system, with our proce-
dures, schedules and confirmations.
After 20 years we made it systematized
sowe could train our associates.”

In terms of “clarity”, Financial
Independence Planning utilizes a
Financial RoadMap® to help clients out-
line their goals, their values, and all their
assets. “Confidence” is provided with a
Financial Independence Plan® to help
clients make smart choices with specific
recommendations on what they need to
do in each of those areas. “Capability”
refers to the collective expertise of FIP’s
teamofFinancialAdvisers,CPAs, life and

health insuranceprofessionals and estate-
planning attorneys who monitor the
plan, tomake sure clients stay on track.

“We start off with a planning process
and not with a product pitch” Keller
explains. “It startswith findingoutwhat’s
important to people about theirmoney. It
includes a review of their values and
goals and all of their assets. We offer a
complimentary one-hour consultation
and we use a Financial Road Map® to
gather the information in one location.
Thenwedo a financial plan andwework
with fee-based investments. Our com-
pensation is clearlydisclosedand it’s very
competitive,” he said.

“The most important thing is that we
help our clients with an overall plan to
consolidate all their financial relation-
ships,” Keller said. “We make it easier
for them to make smart choices with
their money by providing a customized
plan. We focus on the plan and the
process. Wemonitor the plan, as well as
the products. It’s not just the clubs, it’s
the swing,” Keller said, using a familiar
golf metaphor.

(See “Cover Story” on page 8)

COVER STORY
(Continued from page 4)
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COVER STORY
(Continued from page 6)

“It’s important to have a planning
process and to stay on track,” he contin-
ued. “Our planners are multi-disciplined
so they can offer tax-efficient strategies
and risk management advice as well as
investment advice using the models that
we’ve developed. We’re very unique in
thesense that, even thoughwehaveseven
locations, we have one process that we
use for all of our clients. We have several
investment models that we use for our
clients. We’re very systematized to pro-
vide very consistent planning advice.”

Keller has conducted a multitude of
financial planning seminars for clients
and representative training. In addition,
he has extensive tax and financial servic-
es training. He has been aCPAsince 1979
and received the Chartered Financial
Consultant and Chartered Life
Underwriter designations from the
American College. He has a Masters
degree in finance andmanagement, with
honors, from Drexel University and a
Bachelor of Science, with high distinction
and honors in accounting, from Penn
StateUniversity.Keller is amember of the

Financial Planning Association, the
Philadelphia and Montgomery County
Estate Planning Councils.

“We don't monitor the markets, we
monitor the investment managers,”
Keller said, explaining there is a differ-
ence between financial planning and
investment planning. “Most people have
investment planning where they have
lots of different investments and lots of
relationships but they don’t have confi-
dence that they’ll have enough to retire
and have fun and not worry. The idea is
tomove to financial planning,where they
have clarity,” he said. “The top money
managers,whatever sourceyouuse,have
at least 10 years of history of making
smart choices. They manage it. We use
multiple managers and we try to keep
moderately conservative,” he said.
“Many of our clients are either retiring or
approaching retirement. We want to get
the return they needwith the lowest risk.
All of our clients have their quarterly
update phone calls and annual financial
roadmap updatemeeting.“

Asked about his approach to meeting
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with clients, Keller said, “When I sit
down, the first thing I ask is ‘Are you
enjoying what’s important to you?’ It’s
not just about goals, because goals change
and get accomplished. Are you able to
support your lifestyle without working?
Are you going places and doing things?
Did you relocate? Are you keeping up
with your friends? Whatever it is that’s
important to them, that’s what we focus
on. The goals are one thing and the assets
are the second. So eachmeetingwehavea
structure. Clients get printouts of whatev-
er they need. Each quarterly call, we ask
“What’s new, what are you doing for
fun?” We monitor their fun activities so
we know they are doing what is impor-
tant to them. Our job is to take care of the
money.Their job is to take careof the fun,”
he said, pointing out that many of his
clients are successful executives who are
capable of managing their own money
but choose to have FIPdo it for them for a
simple reason. “Managingmoney is a full
time job,”Keller said. “If theycandelegate
that, it frees them up to take long vaca-
tionswhere they can relax andnot have to
check on their computers.”

On September 28, 2011, about 350 peo-

ple will attend Financial Independence
Planning’s annual “Success Celebration”
event at Presidential Caterers in
Norristown, where they will share stories
of the fun they’ve had over the past year.
“We sponsor that event as well as period-
ic client update educational events,”
Keller said. “We just did one on college
planning and we had one on wills and
trusts. In February 140 clients and guests
attendedanother on thenewhealth insur-
ance and tax laws. We sponsor about six
clientupdate events ayear, and theybring
their family and friends,” he said.
For additional information on Financial
Independence Planning, LLC, please call
610.825.5521; email: info@myfipadvisor.com;
and visit www.myfipadvisor.com. FIP’s online
client collaboration tools enable clients 24/7
secure access to their portfolio. Please contact
Laraine Beckman at 610.825.5521 or
Laraine@myFIPadvisor.com to schedule a com-
plimentary Financial Independence INFO
Meeting©. Securities and Investment Advisory
Services offered through INGFinancial Partners,
Inc. Member SIPC. Financial Independence
Planning is not a subsidiary of nor controlled by
ING Financial Partners, Inc. ING Financial
Partners does not offer tax or legal advice. Please
consult with your tax and/or legal professional
concerning your specific situation.
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“BUZZ AROUND THE BLOCK”
With the electric rate-cap deregulation now a reality in
Pennsylvania, 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, applica-
tion of “green” technologies, energy efficiency, and environmental
issues related to energy consumption.

Aztec Solar Power
Today, the best action any homeowner

orbusiness canmake tohelp theirbottom
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 indus-
trial clients, and covers the full spectrum
of solar services, including evaluation,
engineering, installation and monitoring.
President/CEO Sharon Altman and the
54 employees, including engineers, elec-
tricians, and finance professionals, at
Aztec Solar Power believe strongly in
what they do. They offer the home or
business owner a FREE assessment of
whether Solarmakes sense for them.

After contracting, they create a com-
plete system design. This includes shad-
ing analysis, panel placement, racking,
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 produc-
tion needs. Aztec Solar Power’s accredit-
ed installers ensure your system will be
properly designed and constructed, and
canhelparrange financingandaidyou in
obtaining the many generous incentives
that often return the entire cost of a sys-
tem in as little as five-six years for home
systems, and for businesses as little as
four years with accelerated depreciation.

All ofAztecSolarPower’s installations
are equipped with remote monitoring
capability so thatyoucanobserve theeffi-
ciency of your array, and they can
respondquickly shouldanymaintenance
be required during their five-year parts
and labor warranty period.

Specializing in solar heating system
installation, Aztec Solar Power is the

(See “Buzz Around the Block” on page 13)

FOCUS ON
ALTERNATIVE

ENERGY AND ENERGY
CONSERVATION



LEGAL PERSPECTIVES
By Levi S. Wolf, Esquire, Wolf, Baldwin & Associates, P.C.

When spring comes, so too comes spring cleaning.
What better time to throw open thewindows, beat
the carpets, and clean out the cobwebs? It is a good
season, too, for amedical checkup, to ensure that all

ofourbody’spartsareworkingharmoniously. Haveyouconsidered
that it might also be time for a legal checkup? Nowmay be a good
time to air out issues that had been previously swept under the rug.

The landscape of our legal system is
ever-changing, but certain concepts are
pervasive and require frequent, if not con-
stant, attention. On the business side, it is
important to conduct annual shareholder
and director meetings, reviews of valua-
tions, leases and contracts. Such matters
are essential for corporate entities, and are
certainly recommended for LLCs and
LLPs.Annual corporate requirements are
a necessity tomaintaining limited liability
status — a corporation that fails to keep
annualminutes, hold elections, and ratify
contracts canbeat risk forapiercingof the
corporate veil. All too often small busi-
nesses, especially those corporationswith
fewshareholders,neglect theirobligations
to comply with the Pennsylvania
Business Corporation Law, and these
businesses are the ones most at risk for a
creditor to attempt to pierce the corporate
veil to attach the assets of individual
shareholders.

Likewise, small businesses are theones
most likely to require business succession

planning. A closely-held corporation,
whether or not it is a family business,will
have topasson toanotherpersonat some
point. Buy-sell agreements, asset pur-
chase agreements, and succession tax
planning are all key points to consider on
the legal checkup.

In addition to passing on business
assets, owners of small businesses will
undoubtedlywant topass onother assets
to their spouses, children, lovedones, and
charities. General estate planning, espe-
cially in light of the many changes to the
tax laws, is amandatoryconsideration for
the legal checkup. Wills, Trusts, Powers
of Attorney, Advance Healthcare
Directives/Living Wills, and other more
sophisticated estate planning techniques,
whenproperly drafted and executed, can
bring peace ofmind and significant long-
term savings to those smart enough to
plan ahead. Well thought out estate plan-
ning, like effective business succession

(See “Legal Perspectives” on page 14)

TIME FOR
A LEGAL

CHECKUP?
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one-stop resource for all your solar ener-
gy needs. Installing a solar heating sys-
tem is a wise investment that can save
you money on bills by providing up to
80 percent 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 prob-
lems, from odors to safety hazards.

Aztec supervises every phase of the
process from start to finish, and their
services include obtaining permits, pur-
chasing, installation, repair, and mainte-
nance and safety inspections. Their
licensed and insured technicians are
highly experienced in all matters of solar
heating system installation and provide
free consultations to help you pick the
right system for your needs and budget.

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 headquar-
tered in Eagleview, its 800-acre master
planned, mixed-use community located
at the intersection of the Pennsylvania
Turnpike and Route 100, Exton, PA. As a
privately owned, multi-faceted, full serv-
ice development company, The Hankin
Group has completed over 7,000 resi-
dences, shopping centers, apartments,
andover 3,000,000 square feet of commer-
cial space including retail, office, laborato-
ry, civic and industrial space. The organi-
zation is comprised of professionals with

expertise in planning, design, engineer-
ing, approvals, finance, construction, leas-
ing, marketing and property manage-
ment. With this full range of capability,
TheHankinGroupguides everyaspect of
project from conception to completion.

Within the last 3 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
buildingat505EagleviewBoulevard. Solar
Energyprojectshavebeencompletedat 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 inMorgantown, PAas well as a 6
MW Solar Farm also in Morgantown.
Sustainability and Environmental Impact
arekeycomponents to theHankinGroup’s
philosophy. They are also dedicated to

(See “Buzz Around the Block” on page 15)

“BUZZ AROUND THE BLOCK”
(Continued from page 11)
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LEGAL PERSPECTIVES
(Continued from page 12)
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planning, will also bring peace of mind to
partners, shareholders, family members,
and employees who rely upon the princi-
palsof their small businesses toensure that
transitions,whether expected or unexpect-
ed, happen as smoothly as possible.

A comprehensive consultation with a
lawyer for a legal checkup can also be
used as a tool to head off potential legal
entanglements, which can be hiding just
around the corner. An experienced busi-
ness lawyer can identify issues such as a
failure to be adequately insured, potential
human resources risks, wage and hour
compliance, or problems with proposed
contracts, which simply would not be
identifiedby laypersons. Counsel regard-
ing non-compete agreements, trade secret
protection, and confidentiality agree-
ments requires specialized knowledge
and real-world experience. Management
can typically benefit from an outside per-
spective, and good management will
always welcome an experienced, critical

external eye; self-evaluation is useful, but
will typically lack the legal knowledge
and understanding which a business
attorney can bring to the table.

For small andmedium-sizedbusinesses
that donot have the size to justify in-house
counsel, it is advisable to seek the services
of a business attorney, at least once a year,
to check under the rug. Sweeping the dust
out todaywill allowyour cleaned-upbusi-
ness tomove forward, ready to take on the
challenges, and to grasp the opportunities,
of a new year.
Levi S. Wolf, Esquire is a shareholder in the
law firm of Wolf, Baldwin & Associates, P.C.
with offices in Pottstown, Reading, and West
Chester. He is the firm’s managing attorney,
and focuses his practice onworkers’ compensa-
tion law and family law. The firm is experi-
enced in small business representation, busi-
ness succession planning, contracts and civil
litigation, and estate planning. Mr. Wolf can
be reached at 610.323.7436 or by e-mail to
Lwolf@wolfbaldwin.com.
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givingbackbysupportingcommunity institu-
tions, non-profit organizations and other
selective charitable efforts. A portion of their
profits eachyear flowsback through thework
of TheHankin Foundation.

Trotter Industries
Trotter Industries is an owner operated

electrical firm focused on providing cus-
tomers with quality craftsmanship in all
aspects of the electrical industry. Electrical
maintenance has become a specialty of the
times.Today,withnewconstruction remain-
ing at low levels companies still fear the
recession is not quite over. Renovation proj-
ects are setting the standard as companies
consider the value of renovating versus the
cost of building new. Additional value can
be added by also looking into affordable
ways to operate a company by means of
lowering energy consumption; lighting
retrofits have become increasingly popular
because of newer technologies and govern-
ment rebates. For current information
regarding government energy incentives,
please visit www.energy.gov.

The electrical industry is an industry that
has always been moving forward, and
undertakennewdirections into theworldof
the unknown. This world of the unknown
has resulted in new technologies that must

be taught in timely fashion to industrial and
commercial facilities personnel. At Trotter
Industries, education is extremely valued
and prioritized. Consequently, Trotter
Industries requires that all employees
undergoannual training in the latest techno-
logical advancements. In addition, Trotter
Industries understands the importance of
safety compliance and requires all employ-
ees to follow a company designed safety
policy and proceduremanual.

Trotter Industries is a local firmdedicated
to providing the latest, safest, andmost cost
effective electrical support to industrial,
commercial, and residential customers in
the 422 community. The foundation and
success of the company is based on a goal of
establishingandmaintaining long-termcus-
tomer relationships. Whether your need is
industrial, commercial, or residential, they
welcome you to become one of those satis-
fied customers.

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 environmentally-
friendly power source. The company pro-
vides solar power consultation, engineering,

design, installation, maintenance and opera-
tion. “The ‘green movement’ continues to
gain momentum,” says LTS president
Andrew Lacey, “and we see unlimited
potential for thismarket.”Laceysays that the
decision to move into solar power ties in
nicely with the electrical engineering and
construction component offered by Lacey
Electric. “It’s a natural extension of the serv-
ices 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 busi-
ness, we’re conscious of rising electricity
costs due to power company deregulation
and expiring rate caps. The 180 solar panels
on our roof generate sufficient power to
meet 80 percent of our electric require-
ments,” 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
todrop. “Aspaybackperiods become short-
er and costs become less prohibitive,
demand for solar will increase,” he says.

(See “Buzz Around the Block” on page 17)

“BUZZ AROUND THE BLOCK”
(Continued from page 13)
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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
customerskeep their energybills lowand
reduce greenhouse gas emissions.”

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

Solar By Weller
Solar By Weller specializes in solar

panel installation for solar electricity, solar
hotwater and solar pool heating for com-
mercial and residential customers. We
provide a complete solar panel installa-
tion package from design and installa-
tion, to service and assistance with your
rebates and incentives.Wewill start with
a free site evaluation to determine if solar
is right for your business and/or home.
Then we will recommend the right type
of system to best meet your needs.

Solar By Weller is a family-owned
companyandadivisionofScottA.Weller
Carpentry &Cabinets, Inc.We help busi-
nesses andresidential customersadvance
the ever-important solar-energy needs in
Pennsylvania. Solar By Weller is a

licensed solar contractor and approved
PASunshine Rebate andKeystoneHELP
contractor serving the local area.

The installation of solar can greatly
reduce your monthly utility bills, pro-
duce free hotwater, heat your swimming
pool, extend your pool season, and
reduce your carbon footprint, low main-
tenance on the systems required and
manymore benefits from Solar.

Do you want to reduce those utility
bills, take advantage of those rebates and
incentives while they are still available?
We invite you to visit our website
www.solarbyweller.com or call us at
610.845.0412 for a free estimate or to
obtainmore information.

Fromm Energy Solutions
FrommElectricSupplywas founded in

1958 by Louis D. Fromm with four
employees in a converted rowhomewith
agarage servingasawarehouse indown-
town Reading, PA. Today, it is owned by
the founder’s grandsons, Michael and
Lou Fromm. It is still headquartered in
Reading andemploysmore than 120. The
company operates 10 supply locations

(See “Buzz Around the Block” on page 18)
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and three lighting& appliance design cen-
ters in northern, central and eastern
Pennsylvania. Fromm is one of the largest
privately-owned electrical distributors in
the state and has been recognized as a
leader in its industry for many years. In
addition to the Reading headquarters,
Fromm’sbranchesarefoundinAllentown,
Bloomsburg, Honesdale, Lebanon, Mt.
Pocono, Pottstown, Schuylkill Haven,
Scranton and Souderton. The design cen-
ters are located in Allentown, Harrisburg
and Sinking Spring.
The company celebrated its 50th

anniversary in 2008. That year, Michael
Fromm named John Hanna as presi-
dent and chief operatingofficer,making
him the highest-ranking non-family
member in the firm’s history. Thismove
was aimed at ensuring that the compa-
ny’s continued expansion would be
implemented by a professional man-
agement team.

In 2010, Fromm launched its Energy
SolutionsDivision, committed to helping
facility owners andmanagers reduceutil-
ity costs through the adoption of energy-
efficient technologies. From simple light-
ing retrofits to complex electrical and
HVAC upgrades, Fromm possesses the
expertise to recommend and implement

solutions thatmaximize savings, increase
workplaceproductivityand improvesys-
tem performance. In addition, the com-
pany has done everything it can to help
customers take advantage of the gener-
ous rebates offered by the state underAct
129, which promotes energy-efficient
products, alternative energy resources
and conservation programs.

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)
• Recycling

Below, you’ll find some common
examplesofhowsmall changes inenergy
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.

Municipalities (townships, etc.)— The

“BUZZ AROUND THE BLOCK”
(Continued from page 17)



averagemain 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 200HID 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 retrofit
those fixtures with T8 type fixtures.

With on-site lighting efficiency design-
ers and energy consultants, Fromm’s
expert team is Eastern PA’s leading
resource for energy management.
Regardless of your electrical utility
provider, there’s money to be saved... and
Fromm can help you save it!

Fromm is the only electric supply com-
pany in the region thatoffers a full rangeof
residential lighting, dimming controls and
appliances. The company has extensive
experienceworkingwith builders to speci-
fy electrical packages for new home con-
struction as well as designing high-end
custom projects. Fromm’s Commercial
ConstructionDivisionspecializes indesign
and sales of lighting and switchgear for
large scale construction projects. Fromm’s
tagline, “Supplying Solutions,” reflects the
company’s ferventcommitment tohelping
its customers achieve their own business
objectives. The mission of Fromm is to be
the most valued supplier of products and
services to its customers.

Offerings—
Products: Electrical supplies; Industrial

control and automation; Power distribu-
tion; Lighting and controls; Appliances;
Data-communications; Energy manage-
ment; Safety supplies.

Services: Lighting system design and
specifications; Factory automation engi-
neering services; Energy audits andanaly-
sis; Product training and application assis-
tance; Daily delivery/24-hour emergency
service; Consignment and job-site trailers.

The types of customers Fromm serves
include: Lighting and interior designers;
Architects; Electrical, HVAC, and home
theater/A-V contractors; Builders and
remodelers; OEM (original equipment
manufacturers); Industrial plants, contrac-
tors andpanel builders; Propertymanage-
ment companies; Systems integrators;
Utilities and municipalities; Commercial
and institutional facilities.

Please contact FrommEnergy Solutions
at 800.360.4441 x4447; energysolutions@
frommelectric.com; frommelectric.com.

Rapid Recycling, Inc.
Rapid Recycling, Inc. has been helping

the environment and businesses of all
types for over 20 years. The multi-faceted
company specializes in the collection, sort-
ing and shredding of all paper and card-
board waste products, and services more
than 2,000 customers including the print-
ing industry, financial andbanking institu-
tions, hospitals, pharmaceutical and mail
fulfillment centers, universities, govern-
ment facilities and general commercial
businesses of all types. Their main service
coverage is Eastern Pennsylvania,
Southern New Jersey, Delaware and the
Philadelphiametropolitan area.
With 80 full-time employees operating

from its 85,000 square-feet gated facility
in Oaks, PA, Rapid Recycling, Inc. hous-
es a 100 h/p commercial paper shredder
machine and two “on-site” mobile
shredding vehicles for all grades of
paper/cardboard recyclables. Their
capability coversworldwide distribution
to paper mill manufacturers.

(See “Buzz Around the Block” on page 21)
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If you recall, under the Employee
Retirement Income Security Act of 1974
plan sponsors, i.e., you as the employer,
are fiduciaries and hence personally
liable for decisions made in the design
and implementation of a company’s
retirement plan. If you are unaware of
the mandated and significant changes
that will take place in the retirement
plan marketplace, this article will high-
light the basic steps that many employ-
ers should take to comply with the
forthcoming Department of Labor reg-
ulations.
Aspart of the initial ERISAguidelines,

plan sponsors were obligated to act pru-
dently in their choice of service
providers for employee retirement
plans. In the decision making process,
cost is a significant factor in determining
whichplan is appropriate for a company
and its employees. Unfortunately, the
retirement plan marketplace often
designed products that obscured both

the explicit and implicit costs to plan
sponsors and participants. One key
focus of the new regulations is to simpli-
fy the disclosure of these costs so plan
sponsors and participants can readily
evaluate the reasonableness of the
expenses in their plans.
The disclosure of costs will be man-

datedgoing forward in a format that can
be readily understood by plan partici-
pants. Accordingly, the gathering of
these fees and the corresponding disclo-
sure is the first step in complying with
the new legislation as it goes into effect
in 2011. All service providers dealing
directly with the plan, such as record-
keepers, brokers, registered investment
advisors, and insurance companies are
required to disclose the fees they are
charging to plan participants.
Of paramount importance to the plan

sponsor is the gathering of these fee dis-
closures and their dissemination to plan

(See “Financial Success” on page 22)

FINANCIAL SUCCESS
By Al Matarazzo, President, Main Line Financial Advisors

If 2010was theyear of discussion anddebate sur-
rounding the reform of our nation’s retirement
plan marketplace, 2011 may be the year of reso-
lution and implementation of new regulations.

The implementation of this reform is especially important to
employers, as they are plan sponsors.

RETIREMENT
PLAN SPONSORS

MUST GATHER
AND DISSEMINATE
FEE DISCLOSURES



Rapid Recycling provides recycling
programs for varied programs, includ-
ing:Office PaperRecycling; PrintersMix;
Cardboard; Confidential Destruction;
and Office File Clean-Outs. Rapid
Recycling also provides a large and var-
ied selection of rental and lease equip-
ment for storage and handling of waste
paper and cardboardandmaybe includ-
ed as part of service program. Rapid
Recycling, Inc. is located at 5 Brower
Avenue, Oaks, PA19456; 610.650.0737.

Gilmore & Associates, Inc.
No longer merely a fashion trend,

reducing our environmental impact has
become a necessity. Gilmore &
Associates, Inc. is committed to a profes-
sional practice that embraces “Green”
planning and engineering designs that
utilize or emulate natural systems to pro-
vide the essential services demanded by
society while protecting or enhancing
environmental quality. Whether serving
public or private sector clients, the con-
sulting professionals at Gilmore &
Associates, Inc. understand the chal-
lenges and complexity of providing envi-
ronmentally and economically sustain-
able infrastructure and building solu-
tions. Gilmore & Associates, Inc.’s

“Green” services palette includes site
analysis documentation and environ-
mental resource inventories; Low Impact
Development (LID)planninganddesign;
LIDandGreenBuildingordinancedevel-
opment; conservation planning and
design; LEED® documentation includ-
ing preliminary scoring and feasibility,
project registration, value engineering
andGreendesignaudits; andstormwater
Best Management Practice (BMP)
designs and system retrofits including
basin naturalization and restoration.

As the civil engineering consultant for
aunique turnkeydesign-buildproject for
the School District of Philadelphia,
Gilmore & Associates provided profes-
sional surveying and civil engineering
design services, including assistance
with U.S. Green Building Council
(USGBC) submittals, for the new
Kensington Creative and Performing
Arts (CAPA) High School in the City’s
Kensington section. Pursuant to theCity
of Philadelphia’s Green Infrastructure
Initiative, the new school was designed
with numerous sustainable features
including recycled materials in retaining

(See “Buzz Around the Block” on page 23)
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participants. As a plan sponsor with
fiduciary liability, you should reach out
to any service providers to the plan
immediately and request the appropri-
ate disclosures be provided. Your con-
versationmight go as follows:
“Hi, I’ll calling from XYZ company

regarding the new retirement plan regu-
lations.We’re looking for pieces of infor-
mation that must be disclosed to our
plan participants…
1. A description of the services your

firmprovides to our plan and the partic-
ipants.
2.Adisclosure of any direct payments

your firm will receive from the partici-
pants’ plan.
3. A disclosure of any indirect pay-

ments your firmwill receive as a service
provider to the participants’ plan.
4. Is your firm and ERISAfiduciary or

a Registered InvestmentAdvisor?
These questions are hardly sufficient

and comprehensive for complying with
the new regulations. However, the ques-
tions will lead you down the path of
gathering the information necessary to

fulfill your role as a plan fiduciary.
In addition, as a plan sponsor the
Department of Labor has regulated that
all service providers must respond to
your requests within 30 days.
If you have approached your service

providerswith these questions and their
response is less than forthcoming you
may file a report with the DOL. In addi-
tion, it may be necessary to consult with
an independent and objective firm that
can help you review your current retire-
ment plan design and structure.
One final note of importance, in past

regulations, small companies have often
been excluded fromcomplyingwith cer-
tain regulations due to the onerous costs
of compliance. It’s important to note that
this is NOT the case for the new retire-
ment plan regulations. All plans regard-
less of size in terms of participants and
assets are required to fulfill the regula-
tions as stated. For small and medium
sized businesses, it is important to
remain compliant with the newly
passed legislation. Please contact MLFA
to discuss your company’s retirement
plans.

FINANCIAL SUCCESS
(Continued from page 20)
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“BUZZ AROUND THE BLOCK”
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walls and landscaping, underground
rainwater cisterns for water re-use, a
geothermal heating system, vegetated
rooftop areas, minimization of impervi-
ous surfaces with the use of grass-turf
pavers, porous paving infiltration beds,
rain gardens and underground deten-
tion facilities. These sustainable features
helped the Kensington CAPA High
School earn LEED® Platinum
Certification from the USGBC.

Gilmore &Associates, Inc. provided
sustainable site design services for the
new Molly Dodd Anderson Library at
the George School in Middletown
Township, Bucks County. The new
library building, whichwill be certified
under the USGBC (LEED®) gold certi-
fication program for environmentally-
enhanced construction, includes cap-
ture of storm runoff from impervious
surfaces, including the new building
roof, in rain gardens that promote
groundwater recharge.

In partnership with Cabot-Kjellerup
Realty Trust and Bernardon Haber

Holloway Architects, Gilmore &
Associates, Inc. provided civil engineer-
ing consulting services for the first
LEED®-certified building in southern
Chester County. The 80,000 square foot
newcorporate headquarters forDansko
Corporation in Penn Township was
awarded a LEED® gold rating by the
USGBC.Vegetated roofsprovide insula-
tion from heat gain in the summer,
attenuate stormwater runoff, and pro-
vide a pleasant setting for employees to
enjoy lunch. Driveways and parking
lots are sloped to direct storm runoff
into two central rain gardens with infil-
tration beds beneath that filter and
recharge runoff. Rainwater that runs off
of the non-vegetated roof areas flows
down 4 “rain chains” into a 10,000-gal-
lon underground cistern. The filtered
water is then used for flushing toilets in
the building and for garden irrigation.

For more information on Gilmore
& Associates, Inc.’s “Green” planning
and engineering design services,
please contact John P. Sartor, P.E. at
jsartor@gilmore-assoc.com.
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One of my favorite business related
books is Robert B. Cialdini’s Influence:
Science and Practice. I regard it as a “must
read” for people involved in sales, nego-
tiation, and marketing. The book is well
researched and includes results of scien-
tific research as well as “real world”
examples of factors that lead people to
make decisions that they never would
have if not persuaded by someone else.
Although Cialdini is a psychologist by
trade and training, his work has earned
him acclaim in areas of business such as
marketing and sales, and from business
experts such as Tom Peters and Tom
Hopkins.

Despite thebook’sapplications tobusi-
ness related activities and the fact that it
revolves around persuasion, it is not a
book about leadership. In fact, it will not
appear in searches associated with that
topic. Cialdini himself would be the first
to admit that it is not about that subject—
negotiation, yes, sales, yes, persuasion,
yes, but not leadership.

Tactics and tricks vs.
genuine leadership

References to the all-important “L”
word are conspicuous in their absence
from this book, which raises some inter-
estingquestions.After all, isn’t leadership
all about social influence, persuasion, and
“selling” ideas? You’d better believe it is!
But it’s about a lot more than that, and I
think this author is quite responsible in
excluding leadership from his discussion
ofhisparticularexpertise regardingsocial
influence.

While Cialdini identifies various “tac-
tics” of social influence and the psycho-
logical mechanisms that make them
work, he never suggests that mastering
these schemes would make a person an
effective leader. In fact, the language he
uses at times carries a warning tone,
referring to various tactics as “weapons

of influence” that we may want to be
ready to resist as we attempt to make
decisions that are in our own long-term
best interests.

Leadership goes far beyond
effective persuasion

While leadership may include persua-
sion, it is a qualitatively different domain,
andso it shall everbe.Effective leadersdo
need to be persuasive, so that tactical
approaches to social influence may be
warranted at times. But genuine leader-
ship,meaning the kind that leaves a lega-
cy that will be respected down the road,
is of a qualitatively different nature than
an ability to influence what others think
or do. Let’s talk about some aspects of
leadership that really set it apart from the
ability to persuade others to change their
thinking and actions.

Difference # 1: The level
at which the influence occurs
Behavioral scientists who study social

influence frequently find it useful to dis-
tinguish between various “levels” at
which influences occurs. Some influences

(See “On Leadership” on page 27)

ON LEADERSHIP
Kenneth D. Richardson, PhD, CEO, Redwood Enterprises

“If your actions inspire others to
dreammore, learnmore, domore and

becomemore, you are a leader.”
– JOHN QUINCY ADAMS

Persuasiveness
IS NOT

LEADERSHIP
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ON LEADERSHIP
(Continued from page 25)

occur at very superficial levels, leading to
obedience or compliance without much
effect at “deeper” levels, such as attitudes
or values. All of us have experienced sit-
uations in which someone made it diffi-
cult for us to say “no,” but really didn’t
win our respect or trust. They simply got
us to complywith their demands.

Just about all of us know about bosses
or supervisors who “throw their weight
around,” deriving the bulk of their
power from their ability to reward or
punish others in some more or less
material sense. Consider also those indi-
viduals whose nagging styles led you to
give them what they wanted only
because you were eager to get them to
off your back. In such cases, it was the
external pressure that produced the
compliance, not any sense that they
were competent or correct.

This kind of influence is problematical
and inefficient, because it requires constant
monitoring and maintenance— as has
been so often said, “When the cat’s away
themicewill play.”Authority figures who
function in thismanner illustrate thediffer-
encebetween leadershipandbullying,and
burden themselves by creating situations
that require constant surveillance and

active effort if their bidding is to be done.
They also produce resistance, resentment,
and other negative “fallout” effects.

In sharp contrast to the above, we can
all think of personswho influence others
in ways that run deeper than a superfi-
cial form of compliance— they get peo-
ple to “buy into” their vision and goals.
This is verydifferent. The influence is not
just on behavior. It produces shifts in val-
ues and commitments. Those affected at
this level do their workmuchmore will-
ingly and diligently, carrying out their
duties without constant monitoring or
continued pressure.

In these cases, “when the cat’s away,”
the mice don’t play— they work, execut-
ing their tasks as effectively as possible.
Good leadership always gets more than
slavish obedience— it generates enthusi-
asm, commitment, and creative problem
solving, all of which translate into
improved results.

Difference #2:
Subordinates are beneficiaries
While authoritarian styles of manag-

ing people abuse them in attempts to
make them productive, more construc-
tive approaches get better results by

(See “On Leadership” on page 28)
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attempting to meet as many of their
needs (besides those for money) as
possible. Note that reports about com-
panies identified as the “best work-
places” emphasize good human rela-
tions, and invariably include those
that are also the most profitable.
Meeting human needs may seem like
a “soft” or “touchy-feely” concern, but
in business it translates into tangible
outcomes such as consistent quality
and customer loyalty, factors crucial to
cash flow.

Success in any business will always
require sacrifice on the part of its key
players, but the best sacrifices are those
that are made willingly. This doesn’t
happenwhenemployees feel unappre-
ciated or abused, situations which can
be at least as costly as poor technical
skills or antiquatedhardware. The trick
will always be coordinating the needs
of employees with those of a larger
organization, and there will never be a
set formula for accomplishing this. It
takes sensitivity, ongoing concern, and
the willingness to make adjustments
that encourage rather than coerce.

Difference #3: Creating
a culture of mutual support
Employees best serve the needs of

others when their own needs are met,
meaning that theabilityof abusiness to
attract and keep “external customers”
(those that patronize it) requires a cul-
ture that emphasizes service among
employees as “internal customers.”
This has to start at the top and be
encouraged throughout, and not
through directives, speeches, pep talks.
Superficial forms of prodding will not
be sufficient to establish and maintain
it. It has to be demonstrated through
example, and consistently so.

Manybusinessowners couldbenefit
by noting the strides made by the U.S.
military in improving the performance
and morale of its personnel in recent
decades. The progress has not come
because of increased coercion.
Improved results have been obtained
primarily bydevotinggreater attention
to teamworkby fostering interpersonal
trust and respect— improving the
“human side” of its operations.

Again, this has to be exemplified by
those in leadership positions. As
expressed by Retired Army General
Colin Powell: “The day soldiers stop
bringing you their problems is the day
you have stopped leading them. They
haveeither lost confidence thatyoucan
help or concluded you do not care.”
This kind of compassion expresses a

(See “On Leadership” on page 30)
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ST. PEDRO AND ASSOCIATES . . . . . . . . . . . . . . . . . . . . . . . . . . .27
FLOORING
CHESMONT CARPET ONE . . . . . . . . . . . . . . . . . . . . . . . . . . . . .23
GARY'S CARPET DEPOT . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .25
FOOD / RESTAURANTS
ROUTE 422 BUSINESS ADVISOR DINING GUIDE . . . . . . . .24, 26
YELLOW SPRINGS INN AND CATERING . . . . . . . . . . . . . . . . . .28
FOOD / RESTAURANTS / BEVERAGE DISTRIBUTOR
AUDUBON ALE HOUSE / COVENTRY BEER STATION . . . . . . . .30
HEALTH / HEALTHCARE
BAUSE'S SUPER DRUG STORE . . . . . . . . . . . . . . . . . . . . . . . . . .46
MANOR CARE HEALTH SERVICES . . . . . . . . . . . . . . . . . . . . . . . .5
MISHOCK PHYSICAL THERAPY . . . . . . . . . . . . . . . . . . . . . . . . .12
NEW LEAF HYPNOSIS . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .60
NORTH END VISION CENTER . . . . . . . . . . . . . . . . . . . . . . . . . .13
PAOLI HOSPITAL/MAIN LINE HEALTH . . . . . . . . . . . . . . . . . . . .29
PHYSICIAN'S CARE SURGICAL HOSPITAL . . . . . . . . . . . . . . . . .48
POTTSTOWN MEMORIAL MEDICAL CENTER . . . . . . . . . . . . . . .2
REPRODUCTIVE SCIENCE INSTITUTE . . . . . . . . . . . . . . . . . . . .45
SKINHEALTH SOLUTIONS . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .45
INDUSTRIAL
SUPERIOR TUBE . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .32
INDUSTRIAL SUPPLY
CLARK INDUSTRIAL SUPPLY . . . . . . . . . . . . . . . . . . . . . . . . . . .32

(Continued on page 30)
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DIRECTORY

(Continued from page 28)
LANDSCAPE AND GARDEN SUPPLIES
MILLER'S GREENHOUSE . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .17
POTTSTOWN ROLLER MILLS . . . . . . . . . . . . . . . . . . . . . . . . . . .61
WOODWARD LANDSCAPE SUPPLY . . . . . . . . . . . . . . . . . . . . .12
LANDSCAPE SERVICES
CLEAN CUT LAWN SERVICE . . . . . . . . . . . . . . . . . . . . . . . . . . .58
SIMON THE PLOWMAN . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .33
VETERAN LAWN CARE . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .28
LODGING
COURTYARD BY MARRIOTT COLLEGEVILLE . . . . . . . . . . . . . . .34
THE TWIN TURRETS INN . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .27
MANUFACTURER
MAYER POLLOCK STEEL CORPORATION . . . . . . . . . . . . . . . . . .8
MARKETING / ADVERTISING
COMCAST SPOTLIGHT . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .47
EPPS ADVERTISING . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .34
FASTSIGNS . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .9
KINETIC WEB SOLUTIONS . . . . . . . . . . . . . . . . . . . . . . . . . . . . .48
POTTSTOWN COMMUNITY TV . . . . . . . . . . . . . . . . . . . . . . . . .61
SK ADVERTISING & DESIGN . . . . . . . . . . . . . . . . . . . . . . . . . . .11
STYLISH IMAGES PHOTOGRAPHY . . . . . . . . . . . . . . . . . . . . . . .62
MOVING & STORAGE
BEKINS TRANSFER AND STORAGE . . . . . . . . . . . . . . . . . . . . . .60
PAYROLL SERVICES/BOOKKEEPING SERVICES
EXPRESS DATA SYSTEMS, INC. . . . . . . . . . . . . . . . . . . . . . . . . .13
REAL ESTATE / FOR SALE/LEASE
BRODE & BROOKS, INC. REALTORS . . . . . . . . . . . . . . . . . . . . . . .5
FRANKLIN COMMONS . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .64
GLOCKER AND CO. INC. . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .31
THE HANKIN GROUP . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .13
ZUBER COMMERCIAL REALTORS . . . . . . . . . . . . . . . . . . . . . . . .7
RECREATION / ENTERTAINMENT
ARROWHEAD GOLF COURSE . . . . . . . . . . . . . . . . . . . . . . . . . .50
PHOENIXVILLE COUNTRY CLUB . . . . . . . . . . . . . . . . . . . . . . . .22
SUNNYBROOK BALLROOM . . . . . . . . . . . . . . . . . . . . . . . . . . . .44
RECYCLING SERVICES
RAPID RECYCLING . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .19
RETAIL / SHOPPING
CHRISTIAN SCIENCE READING ROOM . . . . . . . . . . . . . . . . . . .49
PLAZA & COURT AT KING OF PRUSSIA . . . . . . . . . . . . . . . . . .34
RETIREMENT COMMUNITY/
INDEPENDENT LIVING
CHESTNUT KNOLL . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .20
FREDERICK MENNONITE COMMUNITY . . . . . . . . . . . . . . . . . .60
GOLDEN LIVING CENTER . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .6
MANATAWNY MANOR . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .8
SANATOGA COURT SENIOR LIVING . . . . . . . . . . . . . . . . . . . . .28
THE LUTHERAN HOME AT TOPTON . . . . . . . . . . . . . . . . . . . . .22
WALNUT WOODS OF BOYERTOWN . . . . . . . . . . . . . . . . . . . . .49
STORAGE FACILITIES
B&S SELF STORAGE . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .59
WASTE REMOVAL
AJ BLOSENKSI, INC.TRASH & RECYCLING SERVICE . . . . . . . .33
WASTEWATER TREATMENT
J&T TECHNOLOGIES. INC. . . . . . . . . . . . . . . . . . . . . . . . . . . . . .57
WATERPROOFING SERVICE
BASEMENT SERVICES 911 . . . . . . . . . . . . . . . . . . . . . . . . . . . .50

ON LEADERSHIP
(Continued from page 28)

spirit of self-sacrifice and makes it the
norm for the organization involved. It is
much easier to expect commitment to
organizational goals from people whose
needs are acknowledgedandaddressed.

Difference #4: Effective
leadership reflects wisdom
According to Stephen R. Covey,

author of numerous books on success
in business and life, “Management is
efficiency in climbing the ladder of suc-
cess; leadership determines whether
the ladder is leaning against the right
wall.”Persuasivenessper se is a tool that
can be used to promote the common
good orwreak havoc, depending upon
the wisdomwith which it is deployed.
Knowing how to persuade others does
not guarantee good judgment in other
domains. History has shown that
repeatedly.

Variations on a quote originating
with Peter Drucker assert that “man-
agement is doing things right, leader-
ship is doing the right things.” The best
leadership is characterized by such
qualities as “vision,” and acknowledg-
ing the “big picture.” The ability to fac-
tor in the past, present, and possible
futures—that is,wisdom—whencom-
ing to decisions is perhaps one of the
most essential qualities of leadership
that distinguishes it from a mere mas-
tery of rhetorical techniques.

This notion of “being right” reflects
personal development in areas that are
often neglected: Those areas where
compassion, intuition, and logic work
together in synergisticways to allowus
to make decisions that will ultimately
be counted as wise. It is a lack of such
wisdom that accounts for the high rates
of failure in business that we see. Bad
judgment about managing people can
be as deadly to business as bad judg-
ment aboutmarkets.
In a world in which many of us

focus on tangibles, such as identifiable
procedures, hardware, and bottom
lines, it is too easy to neglect those
things that count as much as all of the
above. When all else is said and done,
it is people who must be served and
do the serving. Summarized simply,
success in business is the result of serv-
ing the needs of all involved, and this
includes employees as well as cus-
tomers.
Dr. Richardson is the founder of Redwood
Enterprises, a business consulting, training,
and coaching firm that specializes in helping
business owners make sure that what they
do every day reflects their strategic plans.He
is available for speaking engagements on
business related topics, and can be contacted
via email at ken@redwood-enterprises.com.

The Route 422 Business Advisor (ISSN 1524-1254) is
published monthly, twelve times per year by
MACnificent Pages, P.O. Box 334, Pottstown, PA
19464-0334, and is mailed free to qualified business
owners and operators throughout the Route 422 and
Route 100 Business Corridors in Pennsylvania, USA,
and is available in digital format at
www.422business.com. Copyright © 2011 by
MACnificent Pages. All rights reserved. Reproduction
in any form is forbidden without written permission
of the publisher. Views expressed in articles published
in the Route 422 Business Advisor are the views of
authors and individual contributors and are not to be
attributed to the Route 422 Business Advisor, its edi-
torial advisors, or its advertisers, unless expressly stat-
ed. The Route 422 Business Advisor does not verify
the accuracy of claims made in advertisements, and
publication of an ad does not imply endorsement by
the magazine or MACnificent Pages.
All ads are non-cancelable. ERRORS—It is the Route
422 Business Advisor’s policy to review all ads set in-
house with the advertiser regarding content,
spelling, prices, and contact information PRIOR to
publication. In ALL cases, including camera-ready
ads, the advertiser assumes complete responsibility
for the accuracy of information presented in ads. In
any case where an error is clearly the fault of the
Route 422 Business Advisor, and which would pre-
vent a reader from contacting an advertiser or in
which incorrect pricing is involved, Route 422
Business Advisor’s liability will be limited to granting
a FREE ad run to the advertiser or a correction
announcement, whichever the advertiser prefers,
provided the Route 422 Business Advisor is notified
PRIOR to the next edition’s deadline. Placing an
advertisement in the Route 422 Business Advisor
constitutes acknowledgment and acceptance of
these terms.
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MAIN LINE
FINANCIAL ADVISORS:
ARelationship of Trust

By Jim Jannotti
Main Line Financial Advisors, with

offices inNarberth andPottstown, builds
relationships, not just portfolios. “We
look at ourselves as multi-generational
holistic advisors. We’re not just dealing
with the investor, we’re dealing with
families, we’re dealing with emotions,
and we’re dealing with relationships,”
saysAlMatarazzo, President.

In today’s world, sound financial
guidancemust involvemore thansimply
giving advice on choosing investments.
MLFA takes a more holistic approach:
taking time to understand each client’s
unique situation, lifetime goals, and spe-
cific needs. Their professional and per-
sonal approach has helped hundreds of
families and businesses create individu-
alized plans that grow their assets, pre-
serve their wealth, and achieve specific
goals for education, retirement and char-
itable giving.

A Full Service
Financial Advisory Firm

MLFA’s roots stretch back to the 1960’s
when Al’s father, Fred Matarazzo began
an accounting practice on the Main Line
inNarberth.Over time, Fred realized that
in addition to tax planning, his clients’
required investment and retirement plan-
ning services.WhenAl joined the firm in
the early 1990’s, he began cultivating
MLFA’s focus on personalized financial
planning to complement the firm’s tax
work. Three years ago Al moved the
companyheadquarters to itspresent loca-
tion in downtownPottstown.

On the Financial Planning andWealth
Management side of the business,MLFA
offers expertise in retirement planning,
cash flowplanning, educational funding,
and themanagement of assets and liabil-
ities. Estate and trust planning and an
insurance brokerage that provides group
benefits for small businesses, individual

(See “Main Line Financial Advisors” on page 32)
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insurance, life insurance and long-term care
insurance round out MLFA’s umbrella of
planning services.

Al notes that in addition to their planning
services, “There are the investment advisory
relationships, which is the actual money
management. That’s the buying of individ-
ual securities to fund client goals.” Their siz-
able retirement planning and consulting
practice includes investment advisory serv-
ices and education for employees in compa-
nies ranging in size from 1 to 4,000.

Since the move to Pottstown, MLFA has
brought in another CPA, Drew King. The
additionofDrew,whobeganhis accounting
careerwithFred,hasbroughta returnof cor-
porate taxwork toMLFA. “WithDrew here
we can do all the corporate tax stuff again.
We’re moving toward building out a whole
accounting practice again,” saysMatarazzo.

Relationships with clients often begin in
Mr. King’s area of expertise. “Everythingwe
do with any type of wealth management
decision has some impact on taxes, so in
order toplanyouhave tounderstand the tax
ramifications in advance,”Al explains.

“Over the yearswe’ve built lots ofwealth
management clients that came in strictly for

taxes and we’ve built the relationship by
doing the return for a couple of years. We
didn’t jump in and ask them to give us their
money to manage. We just let the relation-
ship grow and eventually they see what
their previous managers are doing versus
what we’re doing andmake the transition.”

One Stop Shop
“Whenwe first started off, because it was

an outgrowth of the public accounting firm,
we handled a lot of the investment advisory
aspects of our tax clients.Nowwehavepeo-
ple who are just investment or insurance
clients, and they’re a source of referrals,”
saysMr. King.

Mr. Matarazzo adds, “Most of our clients
come in on a referral. I always recommend
they interview multiple financial advisors
because that will give them very good feel
for the landscape. They’ll be able to pick out
who’s trying to sell them a product and
whose trying to develop a relationship.”

The needs of small businesses, including
owners and employees, are at the core of
MLFA’s work. “Small business hits every
one of those things that we do at one point
or another: tax work, corporate work,

(See “Main Line Financial Advisors” on page 34)

MAIN LINE FINANCIAL ADVISORS
(Continued from page 31)
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Ask SCORE
“GREEN”BUSINESS:
TheShadeofThings toCome

Being environmentally conscious is not
just good for the earth; it’s good for your
business as well. Studies show that con-
sumers are increasingly attracted to busi-
nesses that promote their proactive efforts
to protect the environment. Many high-
profile companies are limiting the product
and service contracts to vendors with
good “green” track records. Plus, many
practices and products that help reduce
pollution and conserve natural resources
can also help reduce business costs over
the long term.

Don’t let your small business be left
behind. There is awide rangeof business-
minded informationavailableon theprac-
tical, profit-producing aspects ofmaking a
business more environmentally friendly.
Access to environmentally preferable
products and services is also widening—
especially for small business. Options
include buying office supplies made of
recycled or low-impact materials, proper-
ly disposing of old electronic gear, and
installing energy-saving compact fluores-
cent bulbs in your facilities.

A great resource for small business
is, GreenBiz.com, a service of the
Washington, DC-based Green Business
Network. GreenBiz offers a full range of
hands-on help for small businesses that
want to get greener, from how to finance
greater manufacturing efficiency to alter-
native cleaning solvents and processes.
Theorganization’sWebsite ispackedwith
helpful information and is geared toward
helping businesses take an environmental
stance that also helps the bottom line.

TheGreenBiz siteprovidesdescriptions

and links to nearly 100 helpful organiza-
tions and Web sites — many of them by
state. There are also hundreds of books
and reports geared to specific industries.
Take time toexplore the site for awealthof
news, tools and tips on going green. Select
“Small Business” in the “Resource
Wizard” pull down menu for topics
geared specifically to small business.

Another useful resource is the Small
Business Environmental Home Page,
www.smallbiz-enviroweb.org, which
helps business owners tap into pollution-
prevention assistance programs of all
types nationwide. It also offers a list of
links toStateEnvironmentalAgencies and
small business programs.

Purchasing environmentally friendly
office products has also become easier
thanks to the growing awareness ofmajor
office products suppliers. Whether you
shop in their stores or online, you’ll find a
wide range of recycled paper products,
energy-saving devices and equipment,
and even attractive furniture crafted from
sustainable resources.

To learn more about operating issues
facing your small business, contact
SCORE “Counselors to America’s Small
Business.” SCORE is anonprofit organiza-
tion of more than 10,500 volunteer busi-
ness counselors who provide free, confi-
dential business counseling and training
workshops to small business owners. Call
620.327.2673 for the Pottstown SCORE
chapter, or visit online at www.
pottstownscore.org.

Read more from SCORE on page 46
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financial planning for the owner and
employees, asset management, the retire-
ment plan for the company and education
of the employees, the group insurance and
the individual insurance of the owner and
employees,” saysMr.Matarazzo.

“We provide that one perspective to
handle all of these issues.”
Partnership Over Product

Just as MLFA’s approach to financial
planning is unique, so too is the structure
of its investment advisory practice.
“When individual clients have us man-
age their money, we’re paid advisory
fees, not commissions. That relationship
is a fiduciary relationship,” says
Matarazzo. “In advisory relationships,
you’re beingpaid throughout the year, so
you have, by law, a responsibility to put
the client’s interests ahead of your own.
When you charge thatway you’re reduc-
ing the conflicts of interest inherent in a
commission based environment.”

Many investment firms have a com-
mission-based structure, which
Matarazzo says encourages more of a
product-selling approach. “If you’re
being compensated by the product how
can you say to someone that you’re sell-

ing them that product because it’s in their
best interest?”

Drew King, CPA says, “The invest-
ment industry is moving in a positive
direction,” in this regard, “but here at
MLFA, we’ve always maintained the
need to be at a higher level of trust than a
stock broker or other product sales per-
son. For us, it’s process over product.”

MLFAemphasizes matching investors
with the right products based on a rela-
tionship of trust. “I want to provide the
product that will help you the most
because if your account value grows, our
compensation grows,” Matarazzo said.
“The way we do business puts us on the
same side of the table as the client. We’re
partners in a relationship.”

“The actual number crunching is real-
ly a small part of that relationship, and
that’s what comes back to trust.
Relationships are built on trust. When
you have that and you’re getting value
from the advice, then you’ll realize that
we’re really putting your interests first.”

Learn more about how Main Line
Financial Advisors can be in partnership
with you at www.mlfa.com or by calling
them at 1.800.266.MLFA(6532).

MAIN LINE FINANCIAL ADVISORS
(Continued from page 32)
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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
Eileen Dautrich, President, TCACC

BOARDOF
DIRECTORS

Matt Campbell, Cabot Supermetals
Heather Chandler, Sealstrip Corporation

Ross DeSimone,
Corporate Psychological Resource Center

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

Joe Dufner,
Windstream Communications, Inc.

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.

Reed Lindley, Pottstown School District
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

Rick Storms, St. Pedro & Associates

BE SEEN. BE HEARD. BELONG.

PRESIDENT’SMESSAGE –

TCACC MISSION: As the primary
business advocate, the TriCountyArea

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:

Eileen Dautrich, 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

So much to talk about – Are you registered for the
Annual Dinner? The Annual Dinner is scheduled for
Tuesday, April 12 and you do not want to miss this
event. It is always the Chamber’s biggest networking
event of the year and has a new look this year. “Don’t
Gamble with the Future of Your Business” - attend this
event; we have improved an already great networking
event by providing an educational component and
enjoyable entertainment. Check out the schedule:
1 - 4 PM Montgomery

County Community
College and
TriCounty Area
Chamber of
Commerce
Leadership Summit

4 – 5 PM Network with
Workshop
Speakers and
Other Workshop
Attendees

5 – 6 PM Annual Dinner Cocktail & Networking
Reception

6 PM Annual Dinner featuring Keynote
Presentation by Fred Beans

7:30 PM Casino Night
For all of the details, check out theChamberCalendar

at tricountyareachamber.com. Wehope youwill be able
to join us!
If you joined us at the March 10th Membership

Breakfastwe are confident that you left our eventwith a
renewedunderstanding of theChamber. We shared the
results of a recent survey sent to the Membership, in
which approximately 10% of Members responded -

thankyou for your input if you completed the survey. It
was determined, through the survey responses that
Memberswanted theChamber to focusonNetworking,
Business Development/Business Recruitment, and
Educational/Professional Development Seminars. We
are working on developing each of those areas with the
help of our Chamber Board of Directors and additional
volunteers. Would you like to assist? Please contactme
and we can schedule a time to meet and discuss how

you can volunteer.
In addition to reaching out to

theMembership to ask what tools
you need to be successful, we con-
tinue to advocate on your behalf.
Keeping true to our “Always Buy
Chamber” motto, we recently
placed an ad in the Mercury’s
Progress Edition encouraging
readers to check out the business
directory on the Chamber’s web-
site to review and select from the

over 500 businesses listed that have products and serv-
ices available to benefit the community. In addition, we
provided that same information on a flyer that was dis-
tributed to over 2,000 individuals coming into our com-
munity for the outage at Limerick Generating Station.
While they have the opportunity to support our local
businesses, we again, encouraged them to explore the
business directory as well as the coupon offers that sev-
eral members havewith their business directory listing.

Thank you for continuing to support
and participate with the TriCounty Area

Chamber of Commerce.

FEBRUARY MEMBERSHIP MIXER
Thank you to the host of the February

Membership
Mixer –
Chestnut
Knoll



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

Chamber’s Conference Center, 152 E. High St., Suite 360, Pottstown PA, 19464
CHAMBER 101 is a no-obligation orientation for prospectivemembers
to learnwhat the Chamber has to offer.Also open to currentMembers

seeking information about the Chamber. Reservation required.
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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:

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!

33Years:
The Body-Borneman

Companies

20Years:
Hedwig House

5Years:
Buch Group Inc.

Embody’s Sunoco
Service Center

French &
Pickering Creeks

Conservation Trust
Spring-Ford

Counseling Services
St. Aloysius School

A.D. Moyer Lumber
& Hardware, Inc.

Bally Savings Bank
Bergen Polymers, Inc.
Borough of Pottstown
Boyertown Museum
of Historic Vehicles

Brookside Country Club
Building a

Better Boyertown
Cedar Hollow Recycling
Clark Industrial Supply

Community
Health & Dental Care

Exelon Nuclear
Flexible Benefits

Plans, Inc.
Fred Beans Buick

Pontiac GMC Nissan and
KIA of Limerick

Herb Real Estate, Inc.
Informed Family
Financial Services

Lewis
Environmental, Inc.
Limerick Township

Maillie,
Falconiero & Co., LLP

Manko, Gold,
Katcher & Fox, LLP

Montgomery
County PA CareerLink

National Penn
O’Donnell,

Weiss & Mattei, P.C.
PNC Bank

Pottstown Regional
Public Library

Quality Degree, Inc.
Reading Site
Contractors
RiverWalk at

Royersford Townhomes
Rutter Roofing

Sanatoga Court Senior
Living Community
Stanley Steemer

Synergy
Environmental, Inc.

Transamerican Office
Furniture, Inc.

Tri County Toyota
Universal Machine Co.

Upper Pottsgrove
Township

Valley Forge Convention
and Visitors Bureau, Ltd.

YergeyDaylor.
Allebach.Scheffey.Picardi

WELCOME
NEWMEMBERS!

Are you
Celebrating

25, 50, 75 Years?
If your Chamber Member com-
pany 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

CHAMBER MEMBER UPDATES
If your business moves to a new loca-
tion or your contact information
changes, update your information with
the Chamber by calling 610.326.2900 or
email jeff@tricountyareachamber.com.

Celebrating 1 Year of Membership:
Health

Advocate
Superior

Tube Company
VFP

Billboards

Member Renewals

“TriCounty has been the perfect vehicle
to connect with other business professionals
looking to make long lasting relationships.”

– JEFFERY L. OSBORNE, JWM BUSINESS SERVICES

Look who’s joined us… The following businesses have invested in
YOUR Chamber.When purchasing goods or services please keep

these businesses as well as other TriCounty Area Chamber of Commerce
Members in mind when Always Buying Chamber.

Call Jeff Dentler, VP of Finance
and Technology, for questions
about your database listing, the
Chamber Website, or Website
Sponsorships.

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

Berks Fire Water Restorations, Inc.
350 Bern Street
Reading, PA 19601 (610.478.8660)
www.bfwrestorations.com
Fire/Water Restoration; Remodeling /
Renovations / Repairs; Carpet / Rugs /
Upholstery Cleaners; Hazardous Waste Disposal
Berks Fire Water Restorations, Inc. is a full service
restoration company. They handle everything
from fire, soot, and smoke removal to water mit-
igation, mold remediation, bio-hazard/trauma
clean-up, duct cleaning, and much more.

FastPro Restoration
1600 Swamp Pike
Gilbertsville, PA 19525 (610.948.5565)
www.fastprorestoration.com
Fire/Water Restoration; Cleaning
Contractors; Building Contractors
FastPro Restoration provides emergency services
to homes and businesses when they experience
fire, water, and/or mold damage. They operate
24/7 to ensure that when a loss occurs that they
can minimize the damage.

Herbalife Health & Wellness
2811 South Hill Camp Road
Pottstown, PA 19465 (484.459.4212)
Health & Beauty Aides

Humana
860 Rivendell Lane
Sanatoga, PA 19464 (610.308.2197)
Health Insurance
Humana specializes in insurance, Medicare plans,
dental, vision, life insurance, long-term care, insur-
ance annuities, critical illness and cancer policies,
individual health plans.

Young’s Petroleum
751 Lumber Street, PO Box 247
Green Lane, PA 18054 (215.234.4351)
www.youngspetroleum.com
HVAC Contractor; Solar Energy Contractor
Family owned for 120 years, Young’s Petroleum
provides fuel oil as well as, service for all types of
heating and cooling equipment to the surround-
ing area. Constantly moving ahead, they now
offer solar energy.

Majestic Flooring and Home Designs, Inc.
84 West Ridge Pike
Limerick, PA 19468 (610.831.9744)
www.majesticflooringoflimerick.com
Floor Covernings & Materials; Remodeling/
Renovations/Repairs; Interior Decorators/
Designers; Carpet & Rug Dealers; Property
Management
“Majestic” is a family owned business specializing
in hardwood flooring. They also offer carpet and
a wide range of tile products, including ceramic,
porcelain and natural stones. Majestic performs
expert kitchen and bathroom remodels, and also
offers design consultation.

Moriarty Environmental Solutions, Inc.
271 Bethlehem Pike, Suite 102
PO Box 467
Colmar, PA 18915 (215.997.1745)
www.moriartyenvironmental.com
Environmental Consultants
MES is a team of dedicated professionals who are
recognized for their commitment to time-hon-
ored values of hard work and responsiveness to
client needs. Accessible, professional and innova-
tive, they guide their clients through regulatory
requirements with care to find the best and most
cost effective solutions.
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BE SEEN. BE HEARD. BELONG.

Register today; connect tomorrow. Visit tricountyareachamber.com or call 610.326.5158.

NETWORKING
Tues., April 12 ANNUAL DINNER
1 –9 PM RiverCrest Golf Club & Preserve, 100 Golf Club Dr.

Phoenixville, PA 19460
Don’t Gamble with the Future of Your Business
Attend afternoonworkshops at our Leadership Summit to develop leader-
ship skills and learn new resources and information vital to the success of
your business. With expert speakers on key topics we’ll bring professional
development to you and your staff that youwill not find elsewhere.
As you transition from day to evening, you will spend time networking
with fellow Members. Making connections is what being a Chamber
Member is all about, and the Annual Dinner will deliver. The Dinner will
bring us all together to enjoy good company, good food, and a great speak-
er inMr. Fred Beans, President of the Fred Beans Family of Dealerships.
We’ll wrap up the evening with some excitement! With your new knowl-
edge you no longer need to gamble on your business so we’ll play some
table games at the Chamber Casino Night to win some awesome prizes.
You get free “funnymoney”with your dinner ticket, so you can’t lose!
Annual Dinner & Workshops (includes 3 workshops) - $110 per Member
Annual Dinner Only - $95 per Member
Annual Dinner Table of 8 - $850 per Member
Workshops Only (includes 3 workshops) - $30 per Member

Thurs., April 21 WOW BREAKFAST
8-10AM Brookside Country Club, Prospect and Adams Streets,

Pottstown, PA, 19464
Sharon Rossi, Vice President,Advertising for the Greater Philadelphia
TourismMarketing Corporationwill point outmany of the sites of interest
and attractions in the city, and the expanded tourism that our community
has to offer.
Sponsors: KellerWilliams Realty Group
$28 per Member prepaid; $36 per Member invoiced. Members only.

Tues., April 26 MEMBERSHIP MIXER
4:30 – 6:30 PM Occupational Health - CarePlex, 81 Robinson St., Pottstown, PA 19464

Enjoy a Mini Health Fair (blood pressure screenings, chair massages, etc.),
tour the facility, enjoy refreshments byBause-LandryCatering, andnetwork
with fellowChamberMembers.
No charge. Members only. Reservations appreciated.

EVENTS
Thurs., April 7 CHAMBER 101
3:30 PM Chamber’s 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., April 19 CHAMBER 101
8 AM Chamber’s 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
Thurs.,May 5 MEMBERSHIP BREAKFAST – EXELON PRESENTATION

Spring Hollow Golf Club, 3350 Schuylkill Road, Spring City, PA 19475
7- 7:30 AM Networking
7:30 AM Program

Hear Exelon Nuclear talk about their license renewal for the Limerick
Generating Station andwhat that means for the community.
Sponsors: ExelonNuclear and Schultz Technology Solutions, LLC
$25 per Member pre-paid; $30 per Member invoiced; $50 per non-member

Fri., May 13 CHAMBER NIGHT AT THE READING PHILLIES
7:05 PM First Energy Stadium

Join thousands of fellow TCACC Members at the Reading Phillies game
versus theNewHampshire Fisher Cats.
Ticketswill be available at theChamberOffice and in this issue of the news-
magazine.

MEMBERSHIP BREAKFAST – POTTSTOWN AREA HEALTH
Thurs., June 9 AND WELLNESS FOUNDATION UPDATE

Brookside Country Club, Prospect and Adams Streets,
Pottstown, PA, 19464

7- 7:30 AM Networking
7:30 AM Program

Sponsor:Montgomery County Child Care Consortium
$25 per Member pre-paid; $30 per Member invoiced; $50 per non-member

Mon., June 13 GOLF OUTING
Spring Hollow Golf Club, 3350 Schuylkill Road, Spring City, PA19475

10:30AM Registration
11AM Buffet Lunch
12PM Shotgun Start – Scramble Format
5:30PM Dinner& Program

Presented by ExelonNuclear.
$150 per Chamber Member Golfer, includes Lunch, Green fees with cart, and
Dinner. $40 per Member for Dinner Only. Hole Sponsors $125. Members Only.

Call Kitty Papp,
Special Events

Director, for more
information or to
sponsor an event.

*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.

Success in
building both
business and
communities
comes from
staying OPEN
to new ideas.

The Chamber of Commerce provides opportunities for you to
exchange ideas with other talented leaders in business, community,
and government, to help make your business run smoother – and

to make your community a better place to work, live and play.

Visit tricountyareachamber.com for
Chamber Events and Community Events



Night With The Reading Phillies
4 Complimentary Tickets

Included in this Issue
A“Night With The Reading Phillies” will

take place on Friday, May 13, 2011. Come
watch the Phillies take on the New
Hampshire Fisher Cats!
Chamber Members receive four compli-

mentary tickets thanks to some very generous Chamber Members For
additional tickets, please contact the Chamber for availability.
Formore information, visit tricountyareachamber.com Take Route 422

West toRoute 12East, ExitRoute 61South, stadium is¼mileon the right.
Fordetails onbothGROUPOUTINGS
& SEASON TICKETS, contact
Scott Hunsicker at 610.375.8469 ext.
201 or visit readingphillies.com.

PRIORITIES
If itmatters toyourcommunity, itbettermatter toyou.
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.

Visit tricountyareachamber.com for Chamber Events and Community Events

FEATURED
MEMBER
BENEFIT
OF THE MONTH
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It’s as easy as 1-2-3 or ABC – Always Buy Chamber!

BBEECCAAUUSSEE  YYOOUU  BBeelloonngg…… MMEEMMBBEERR  BBEENNEEFFIITTSS  
MEMBER BENEFIT OPPORTUNITIES TO HELP YOU PROMOTE YOUR BUSINESS:

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 business. 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. Thank you to our March
Newsmagazine Insert Sponsors:  AdminService;
Keystone Tees; AAA East Penn

WOMEN OF 
THE WORKFORCE 

Women of the Workforce (WOW) Luncheons are
held monthly and feature a speaker of interest to
women in business. Luncheons are held at a
Chamber Member venue and provide a great net-
working opportunity for all Members.

Co-Sponsors - $150.00 per sponsorship, per
luncheon *2 sponsorships available per luncheon

Benefits: 3 minutes to speak at WOW, giveaways on
the tables at the WOW luncheon, display table at
WOW, your company name used in all promotions for
the event (email to Members), and company logo on
appropriate promotional materials.

RESUME SERVICE
AND MORE

The Chamber has a resume file service. We collect
resumes every month.  Employers are invited to come
into our office to review complete resume files at any
time they are seeking to fill an opening.  This month’s
resumes include: Machine Operator; Food
Service; Business Development

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.

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 projec-
tor, 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.

ALWAYS BUY
CHAMBER!

The “Shapiro Study” states:

Consumers think more favorably 
of a company if the company is a 
member of its local chamber.

Consumers are more likely to buy 
goods and services from a company 

that they believe is a member
of the local chamber.

Visit the Business Directory 
at tricountyareachamber.com!
Share the Business Directory 
at tricountyareachamber.com

with your co-workers and 
contacts – encourage everyone 

to ALWAYS BUY CHAMBER!
Check out a Chamber Member

that can provide you with goods
and services you need.



The Boyertown Area Progress Dinner took
place in January 2011, but so many great
things were presented that we just can’t stop
talking about it. It was an emotional moment
when the 2011 James K.
Boyer Quality of Life
Award was presented to
the Rotary Club of
Boyertown for their efforts
to build a playground with
specially designed equip-
ment that is accessible to
everyone. This four year
project was inspired by two-year-old Ally
Heintz who suffered from gastroschisis. She
had to sit in her stroller while her older sister
Ashley played at the park. Because of Ally’s
story, former Rotary Club President, Judy
Hunter came up with the idea to create a
playground for everyone so physically chal-
lenged children don’t have to watch from the
sidelines. Although Ally did not live to see
the park open, it has been completed with
overwhelming support from the community.

Thanks to the Boyertown Area Senior
High School String Ensemble directed by
Chris Cinquini; guests of the dinner were
entertained by their ear tingling musical

selections. A group of
Boyertown Area High
School media students
provided a wonderful con-
tribution to the event by
presenting a video high-
lighting progress in the
Boyertown community.
Students recognized

Bause’s Super Drug Store, Douglass Town
Center, Fred Beans Collision Center, and
Grace Independent Baptist Church for their
supportive efforts in the community. 

In the dinner program the 2010
Boyertown Scholarship recipients were
noted. Emily Cassel, a Psychology major
and Business minor at Chatham University
and Kenan Weider, a Penn State Berks stu-
dent looking forward to a career path in
either law enforcement or psychology, are

the 2010 recipients, each receiving $500.00
toward their education. Each year the
TriCounty Area Chamber of Commerce pres-
ents a total of $1,000.00 in scholarships to
Boyertown Area High School Seniors entering
business, vocational, or professional fields.
Congratulations to last year’s recipients.

In “Sold Out Boyertown Area Progress
Dinner Part I” we mentioned highlights
from presenters Cabot Supermetals and
Sealstrip Corporations. In Part II we would
like to thank Louis Franconi of Bally Ribbon
Mills for his remarks. Producing quality nar-
row woven fabrics since 1923, Bally Ribbon
Mills has used innovation in design and
manufacturing to become a highly respect-
ed leader in the woven narrow fabrics
industry. Bally Ribbon, located in Bally,
Pennsylvania, specializes in engineered
woven narrow fabrics, specialty broadcloth
and woven structures for medical, military,
safety, industrial, aerospace, and commer-
cial applications. 

A special thanks to
sponsors of this event! 

Platinum Sponsors: 

Gold Sponsors: 
Body-Borneman Insurance, Catagnus
Funeral Home & Cremation Center,

Inc., Gilmore & Associates, Inc.,
Maillie, and Falconiero, & Company.

Silver Sponsors: 
Bally Block Company, Herb Real

Estate, Inc., Moyer’s Catering, Potty
Queen, and Sealstrip Corporation.

SOLD OUT BOYERTOWN AREA PROGRESS DINNER
PART II
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On Thursday, March 10, 2011, the TriCounty Area
Chamber of Commerce hosted the State of the Chamber
Membership Breakfast.  The morning was full of conversa-
tion, food, and great information about current happenings
at the Chamber and what to look forward to in the future.
The morning started off with some networking and intro-
ductions of those who attended the breakfast.  Al
Matarazzo, President of Main Line Financial Advisors, LLC,
a co-sponsor of this event, was given a chance to talk about
his company.  Instead of focusing on Main Line Financial,
Matarazzo invited President of Pottstown Area Industrial
Development, Inc. (PAID, Inc.), Jason Bobst, Pottstown
Borough Manager, to tell the crowd a little bit about the his-
tory and future of PAID, Inc.  Mr. Bobst announced that they
will be holding a nationwide search for an Executive
Director.  He conveyed a level of excitement for the future of
Pottstown that put many minds at ease.  He also informed
the membership that PAID, Inc. is working on their trans-
parency in the community by holding public meetings, and
stressed the importance and intent of PAID, Inc. involving
businesses in the revitalization efforts in Pottstown, which
he said was overlooked in the past.

New members were announced and given their plaque to
display in their businesses.  Congratulations to Fox Rothschild,
LLC; Graber Letterin’ Inc.; Moriarty Environmental Solutions,
Inc.; St. Pedro & Associates, Inc., and Herbalife Health and
Wellness.  Welcome to the Chamber community.
Robin McMonagle, Director of Rehabilitation

Services and Occupational Health at Pottstown
Memorial Medical Center, gave a brief overview of
services provided by Occupational Health – CarePlex, a

second sponsor of this event. 
The main event, the State of the

Chamber 2011, was presented by
Chamber Chairman of the Board
Terese Brittingham and President
Eileen Dautrich.  Dautrich remind-
ed members of the Chamber
motto, Always Buy Chamber –
Members First.  She highlighted a
few business advocacy strategies
the Chamber is currently using.
For example, a flyer went out to
the individuals in town for the
Limerick outage to encourage
them to go to the chamber website
to find the goods and services they
may need during their stay in
town, and a similar ad went out in
the Pottstown Mercury encourag-
ing people to support their local
economy by going to the Chamber
website and using Chamber mem-
bers for the products and services they need.   

There were three items from a recent survey taken by
Chamber members that Brittingham discussed.  Focusing
Chamber priorities on education, business development,
and networking came up most often as responses to the
survey questions.  For each of these areas Brittingham
informed the membership that the board has appointed
someone to head up a committee on each of these topics
and additional volunteers from the membership are wel-

come to participate as the Chamber’s programs and serv-
ices are evaluated and modified.

To end the presentation, Dautrich provided an
overview of the chamber’s involvement in the tri-county
area, as well as providing a brief overview of the
Chamber’s programs and services.  This event was host-
ed by the Brookside Country Club in Pottstown and spon-
sored by Main Line Financial Advisors, LLC and
Occupational Health at CarePlex. 

New Members introduced included: Gail Fuller, Herbalife Health and Wellness; Rick
Storms, St. Pedro & Associates, Inc.; Stephen Kalis, Esq., Fox Rothschild, LLP; Jeff Graber,
Graber Letterin’, Inc.; David Streetsmith, Moriarty Environmental Solutions, Inc.

STATE OF THE CHAMBER 2011 GIVEN 
AT MEMBERSHIP BREAKFAST
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Founded in 1930, the Tyree family of
companies has evolved into a major,
multi-dimensional environmental serv-
ices organization whose focus is on three
(3) major businesses: Environmental
Consulting & Compliance, Service
Station Construction, and Service Station
Maintenance.  After over 80 years of
service, these businesses remain a pri-
vately owned venture.  Tyree is a north-
east provider with Divisions strategical-
ly located in major metropolitan cities
that include Pottstown, PA (610-327-
3202),  Cinnaminson, NJ (856-303-2203),
Farmingdale, NY (631-249-3150),
Latham, NY (518-786-3200), Brookfield,
CT  (203-740-8200), Webster, MA (508-
640-0300), and Cerritos, CA (562-496-
4564).  Our corporate financial offices are
located in Laurel, NJ (856-898-6800).

The Tyree family of businesses is
seamlessly blended together, allowing
Tyree to function as a vertically integrat-
ed organization, offering clients a single
source for all their environmental needs.
With a broad selection of in-house
resources (i.e. services, equipment and
personnel) Tyree is less dependent on
outside contractors and consultants than
other competing organizations.  Tyree’s
assets allow for quick and efficient
responses to client needs, while reducing
the need for the added costs which
accompany the use of subcontractors by
less integrated firms.

Tyree’s experience in translating
advanced technology and concepts into
practical working projects is the bridge
which spans the gap between cutting
edge design and constructability, allow-
ing Tyree to bring even the most
advanced environmental project in on
time and within budget. 

In support of its business ventures,
Tyree can deploy significant resources to
ensure project success.  Tyree has annual
sales in excess of $50 million.  Tyree has
established banking, bonding and insur-
ance relationships allowing for well
financed and well secured ventures.
Tyree owns and maintains its own fleet
of vehicles, vacuum trucks, waste haul-
ing and earth moving equipment.  In
addition, Tyree is affiliated with a sister
company, an environmental laboratory,
and a waste treatment and TSDF facility.  

Tyree’s professional staff includes
highly qualified technical employees
and project managers, including civil
and environmental engineers, chemical
and mechanical engineers, professional
geologists, hydrologists, licensed envi-
ronmental professionals as well as
environmental scientists.  In the field,
Tyree employs veteran construction
superintendents, foremen, equipment
operators, laborers and field engineers.
With over 250 employees in nine (9)
offices, Tyree can assemble and deploy
resources to perform work at many
locations simultaneously. 

Tyree opened the Pottstown, PA office
in October 2008 to service all of eastern
Pennsylvania, Delaware and Maryland.
Tyree can assist members of the
TriCounty Chamber of Commerce and
other local business with environmental
assessment and remediation services.
These include environmental services
associated with real estate transactions
and refinancing.  Tyree is a licensed PA
tank installer company for aboveground
and underground storage tanks, and can
provide maintenance and inspection
services for regulated tank systems.  

BUSINESS OF THE MONTH

Have you ever wondered how people
develop their opinions and impressions
about the business world? Did you know
that Pennsylvania is one of about a dozen
states that still does not require a course in
basic economics as a prerequisite for
graduation from high school? Is it any
wonder that many of our young people,
tomorrow’s leaders, are woefully
unaware of the challenges that face all
Pennsylvania companies in our increas-
ingly competitive global marketplace?  

Thirty-two years ago the business com-
munity in our state decided to take the
bull by the horns. In 1979 a marvelously
innovative program was born to teach our
young people (juniors and seniors in high
school) about those issues that face busi-
ness people every day. Pennsylvania Free
Enterprise Week (PFEW), internationally
acclaimed for its excellence, now annually
graduates more than 1,400 students with
a vastly improved understanding about
free market economics and how econom-
ic opportunity is so integrally tied to per-
sonal freedom.  

With our country emerging from one
of the most difficult recessions since the
great depression, teaching young people
to understand and cherish our private
enterprise system has never been so criti-

cal. Said John Trombetta, president &
CEO of the Foundation for Free
Enterprise Education that presents PFEW
each year, “Young adults today are frequent-
ly off-balanced and uncertain about their
futures given the huge challenges they hear
and read about that are facing American com-
panies. Helping them regain faith in the entre-
preneurial spirit in America by understand-
ing the inner workings of companies large and
small is a big part of our mission. We know
from our graduates that their week at PFEW
frequently completely transforms their atti-
tudes about business and business people in
an extremely positive way.”

Each summer, PFEW holds four, one-
week individual sessions in July and
August. The focus of the week is to group
the participants (strangers at first) into
“management teams” of senior execu-
tives who have inherited imaginary
“companies.” These teams, under the
guiding hands of “executives-on-loan,”
called Company Advisors, operate their
firms for a computer simulated three-
year period of time. To add a sense of
reality, they are competing against two
other student “companies” manufactur-
ing and distributing the same product.
These fledgling corporate executives are

(See “2010 PFEW” on page 42)

YOUTHPROGRAMCELEBRATESBUSINESS

The management team members of a 2010 PFEW “company” work together to develop their
competitive strategy.

THE TYREE FAMILY 
OF COMPANIES
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TRICOUNTY AREA CHAMBER OF COMMERCE – LEGISLATIVE COFFEE

On February 25. 2011, the TriCounty Area Chamber of Commerce held a
Legislative Coffee at its office in Pottstown. These events are held for chamber
members to discuss business issues one-on-one with legislators representing the
Tri-County Area.

In attendance were U.S. Congressman James Gerlach, Pennsylvania Representatives
Marcy Toepel and Tom Quigley, Berks County Commissioner Christian Leinbach, and
representatives from the offices of Senator Bob Casey and Congressman Patrick
Meehan.

In a world where so many issues seem
unbelievably large and complex, it is diffi-
cult to feel like we can take any action that
will positively impact our local communi-
ties. But if there was one little thing we
could all do to improve our community,
protect our property values and preserve
our local resources, would we be willing
to try? 

Silly question – of course we would! We
are all willing to do those little things that
protect the well being of our communities.
We support local volunteer fire and ambu-
lance services because it helps protect
everyone on our communities even though
we hope and pray that we never need their
services. We support local schools, church-
es and sports leagues, buying wrapping
paper or candy bars to help improve the
quality of the community resources that we
value even if we no longer have kids in
school or Little League.

The Perkiomen Creek watershed is one
of those precious places that is blessed with
abundant resources, lovely green commu-
nities and scenic and functional open
spaces. One characteristic of the area that
has an incredible impact on all our commu-
nities and is common throughout the
Perkiomen is a proliferation of trees!

Trees may seem like a small thing to
think about when discussing the protection
of community well-being and local
resources. But the expansive undisturbed
forests found primarily in the Upper
Perkiomen Creek watershed are the princi-
ple reason that local water resources are
clean and abundant. 
Here’s a short list of the benefits of trees.
Trees:
• Absorb carbon dioxide and produce oxygen.
• Reduce air conditioning bills 15 – 50%.
• Reduce heating costs by as much as 30%.
• Reduce summer air temperatures in paved

areas.
• Help soils remain fluffy for greater stormwater

infiltration.
• Help filter pollutants from stormwater.
• Add value to homes and communities.
• Protect water quality and stream habitats.
• Reduce workplace stress and improve hospital

patient outcomes.

During a 50-year life span, one tree will
generate $30,000 worth of oxygen, recycle
$35,000 worth of water and clean up
$60,000 worth of air pollution!

Not bad for something that we often
take completely for granted!

So if you are looking for ways to make an
impact, whether on your own property or
within your larger community, plant trees –
Lots of trees!

Easy Actions, Big Impacts!

A few additional tree notes:
• Native trees are best because they are already adapted to local conditions.

(www.dcnr.state.pa.us/forestry/wildplant/native.aspx – link to native plants of PA.)
• It may be necessary to protect young trees from deer browse and other critters for the

first few years.
• Prepare locations by removing invasive plants and vines prior to planting the trees and

cut back vines so they do not hamper the growth of young trees.
• It is best to plant trees in the fall, early enough that they can grow some roots before

winter but after the long, hot days of summer when watering would be required.
• Many churches, schools and businesses have large properties with lots of grass to mow.

Replacing mown grasses with stands of trees can reduce overall maintenance costs while
adding scenic beauty and environmental benefits to the community.

Submit your environmental question to be answered 
by a member of the Chamber’s Environmental Education

Committee! Contact: info@tricountyareachamber.com

ASK THE E-XPERTS

The Red Maple (Acer rubrum) is perfect for zones 5&6 and has very high wildlife value.
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THE POTTSTOWN AREA 
HEALTH & WELLNESS FOUNDATION
AWARDS OVER $979,000 TO LOCAL

SCHOOLS AND COMMUNITY
ORGANIZATIONS

February 25, 2011, Pottstown, PA - The
Pottstown Area Health & Wellness
Foundation has announced that it donated
$979,879 to local organizations and schools
during its 2010 fall grant round.  “The
grant applications submitted are innova-
tive and consistent with our mission to
enhance the health and wellness of area
residents,” comments Dave Kraybill,
Executive Director, Pottstown Area Health
& Wellness Foundation. “The local schools
and organizations continue to excel in their
efforts in creating and improving health
and wellness programs and services.”

The Foundation provides funding to
local schools and non-profit organizations
who offer programs that motivate people
to adopt healthy lifestyles. “The develop-
ment and continuation of the programs
funded during this grant round are proof
of the commitment and dedication of area
organizations working together to create a
healthier community,” states Kraybill.

The Foundation distributes grants
according to its four long-term goals:
• Goal 1: Reduce Behavioral Risks
• Goal 2: Improve Access to Medical Services
• Goal 3: Enhance Formal and Informal

Supports
• Goal 4: Improve Physical and Social

Environment

In support of the “Reduce Behavioral
Risks” goal, the Foundation is investing
$267,075 in 20 community organizations
and schools:
• BCS Yes! – Health, Fitness and Nutrition

Program (HFNP)
• Blessed Teresa of Calcutta Parish – Physical

Education and Health Program
• Boyertown Area Community Wellness

Council – Promote Healthy Lifestyles for All
• Boyertown Area YMCA – Save Our Y -

Renovations to Gymnasium
• Centro Cultural Latino Unidos, Inc. – Fitness &

Social Environment

• Chester County 4-H – After School Program
• Child, Home & Community – Pottstown

Adolescent Prenatal, Parenting & Support

Coventry Christian School – Keep ‘em
Moving – Enhancement of Physical and
Education Programs
• Falkner Swamp Nursery School, Inc. – Health

& Wellness
• Family Services of Montgomery County –

Project HEARTH – Helping Elderly Remain in
Their Homes

• Maternal and Child Health Consortium of
Chester Country – Healthy Start Prenatal
Program

• Pottstown Area Seniors’ Center – Enhancing
Prime Time Health

• Pottstown Family Center – Expanded Food
and Nutrition Education Program (EFNEP)

• Pottstown Karate Club – Cross-fit certifica-
tions, Level 1

• Pottstown School District – Wellness
Campaign with Pottstown Community TV
(PCTV)

• Saint Columbkill Parish – Health & Wellness
Program

• Schuylkill River Greenway Association – Bike
Pottstown

• St. Aloysius School – Steps to a Healthier You
– Fitness and Nutrition Program

• The Triskeles Foundation – Food for Thought
Nutrition Education for Youth

• West-Mont Christian Academy - Healthy
Eating Initiative

In support of the “Improve Access to
Medical Services” goal, the Foundation is
investing $527,654 in three community
organizations and schools:
• Community Health and Dental Care, Inc. –

Community-Based Healthcare Center
Sustainability

• Montgomery County Community College –
Dental Sealant Day

VNA Community Services, Inc. –
Personal Navigator Program with
Expanded Legal Support Services

In support of the “Enhance Formal and
Informal Supports” goal, the Foundation is

investing $160,500 in six community
organizations and schools:
• Child Advocacy Center of Montgomery

County – Mission Kids – Initiative for
Research and Development of Infrastructure

• Freedom Valley YMCA – Specialized Aquatic
Wheelchairs

• Montgomery County Community College –
Service Learning to Build the Capacity of
Community-Based Non-profit Organizations
Project

• Pottstown Area Police Athletic League – PAL
Administrative & Operating Support

• The Pottstown Cluster of Religious
Communities – Capacity Building Initiative

• The Pottstown Cluster of Religious
Communities – Walk-In Freezer

In support of the “Improve Physical and
Social Environment” goal, the Foundation
is investing $24,650 in three community
organizations:
• Camphill Village Kimberton Hills – Aging in

Community Programs
• Pottstown Area Seniors’ Center – Save Our

Collaboration
• Township of Upper Pottsgrove – Sprogul’s

Run Pedestrian Trail

ABOUT THE FOUNDATION – The
Pottstown Area Health & Wellness Foundation’s
mission is to enhance the health and wellness of
area residents, providing education, funding and
programs that motivate people to adopt healthy
lifestyles. Visit www.pottstownfoundation.org
for more information about the Foundation.
Discover Pottstown area’s new online communi-
ty at www.missionhealthyliving.org to learn and
share great information on how to lead a health-
ier life! You can also follow Mission Healthy
Living on Facebook and Twitter. 

www.pottstownfoundation.org

2010 PFEW
(Continued from page 40)

faced with decisions that any real-life busi-
ness person confronts daily. They work with
balance sheets, statements of income, mar-
ket share surveys, etc., etc., and must also
react to a variety of external factors as well.
Oil embargos, inflation, union strikes, are
but a few of the “unknowns” that these
young entrepreneurs must deal with as they
operate their businesses. Sound familiar?

PFEW is designed to give every partici-
pant, in broad brush strokes, an idea of
what is germane and pertinent to the busi-
ness world of today. Each day’s activities
include four to five presentations from
world-class business people from a list that
reads like who’s who in Pennsylvania. The
students hear about: Business and Finance,
The Role and Relationship of Business and
Government, Taxation, Business Ethics,
Labor Relations, and much, much more.
Does it work? Consider the following quote
from Ms. Valerie Gobao of Peters Township
High School in Washington County, “I
have learned so much, not only about busi-
ness, but also crucial life lessons that will
stay with me forever. In this short week, I
learned more than I ever have in a month of
school! Each decision affects everything. I
feel like I can take on the world and I am
changed forever!”

The Chamber is proud to support PFEW
to give our local students an eye-opening
experience like Valerie described. We
encourage our local companies and civic
organizations to provide sponsorships for
our students and, if possible, volunteers for
the sessions. (PFEW is completely a prod-
uct of the private sector.) Every student
attends PFEW on a fully tax-deductible
$525 scholarship (the actual value of the
scholarship exceeds $1,500) which is pro-
vided by a local firm. All scholarship
providers are recognized and thanked in a
variety of ways for their sponsorship and
each student wears the name of their spon-
sor throughout the week. Each graduate
also corresponds with his or her sponsor
following graduation to report on the pro-
gram and what they learned. PFEW is also
an approved organization through the PA
Educational Improvement Tax Credit
(EITC) program through the Department of
Community and Economic Development.

If you would like to learn more about
this award-winning program and how you
can help, you can visit their website at
www.pfew.org or contact John Trombetta,
president of the Foundation for Free
Enterprise Education at (814) 833-9576 ext.
106 or e-mail him at john@pfew.org. PFEW
is open to all current sophomores and jun-
iors in Pennsylvania and information on
attendance as well as program applica-
tions can also be found on the website.
Thank you for your support!

CALLING ALL STUDENTS!

The Chamber is currently accepting resumes from students who are looking to gain business experience.  An internship at the
Chamber is a great way to increase personal and professional knowledge and understanding about the business environment by
completing daily hands-on tasks.  Internships are unpaid, but we will work with the student’s school with evaluations if they are
receiving course credit.

A current intern at the Chamber says, “You can be taught essential skills in the classroom, but an internship is what really allows
you to showcase your talents and use them to help your community.”

If you know of a student who is interested in working an internship at the Chamber, please have them contact Eileen Dautrich
and email their resume to eileen@tricountyareachamber.com.

Looking for Course Credit and Hands-On Business Experience?
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BEHIND THE SCENESOF THETRICOUNTY NETWORK

The TriCounty Area Chamber of
Commerce (TCACC) Capital Campaign
Review Board endorsed the Pottstown
Cluster of Religious Communities (PCRC)
renovations of a new permanent home for
the organization.

The PCRC has recently purchased the
property formerly known as the George A.
Amole American Legion Post #47 at 57
North Franklin Street.  Renovations have
already gotten underway with volunteers
logging 800 hours working on the clean-up
and demolition of the site.  The organization
has also installed a new roof on the building.
Future renovations include structuring new
office and conference spaces, installing ener-
gy efficient heating, cooling, and electrical
systems, and purchasing a walk in refriger-
ator and freezer to ensure storage of foods in
need of refrigeration for the food pantry
service the Cluster provides.

The new building opens up the possibili-
ty for new programs and services in the
community.  For over 40 years the PCRC has
been providing basic needs to those who
seek their services, including the emergency

food pantry, community meals, a clothes
closet program, and financial assistance.  

The mission of the PCRC is to help people
move beyond basic assistance to a more self-
sufficient lifestyle and the new building will
help them do just that.  With more space,
food and clothing can be stored and distrib-
uted more efficiently, space for educational
and supportive opportunities will be avail-
able, and offices for ministering to clients’
needs in privacy will be a real possibility.

The TCACC Capital Campaign Review
Board works on behalf of the business com-
munity to identify and endorse non-profit
capital campaigns in the tri-county area. The
Board assures businesses that would con-
tribute financially that the efforts of the non-
profit to build and renovate facilities have
been well thought out and will be executed.

If you are a Chamber Member non-profit
organization seeking an endorsement from
the TCACC Capital Campaign Review
Board for your upcoming building project,
please contact the Chamber Office at
610.326.2900 to request an application. 

TCACC Capital Campaign 
Review Board Endorses Pottstown
Cluster of Religious Communities

RENOVATION PROJECT

The TriCounty Area Chamber of
Commerce applauds the Pennsylvania
Legislature for considering lawsuit abuse
reform early in the 2011/2012 session

In fact, there are versions of Fair Share
legislation being considered in both the PA
House and Senate.  Speaking on the House
version at a Press Club Luncheon, Majority
Leader Mike Turzai, R-Allegheny, said he
believed the House will and should soon
pass a “Fair Share” bill limiting lawsuit
damages to the percentage of responsibili-
ty each group was found to have.  Turzai
said the bill was vital to creating a climate
where companies would want to stay in
Pennsylvania and create jobs here. Fair
Share legislation addresses the issue of the
unfair joint and several liability practices in
Pennsylvania - defendants held liable in
personal injury lawsuits could currently be
held responsible for the full damages
awarded, regardless of the percentage of
fault.  Some of the legislative remedies
would correct this inequity and hold
defendants only responsible for the relative
amount of damages.  Joint and Several
Reform is about fairness, where the per-
centage of fault equals the percentage of

financial responsibility and is not decided
by juries who see all business of having
endless means.  

In addition, the House Judiciary
Committee recently moved “Apology”
legislation that would allow health-care
providers to speak with patients following
an unforeseen outcome without the fear of
litigation based solely on the conversation.
In particular, the bill would allow health-
care providers to not only apologize, but
explain or show compassion or commiser-
ation  without their words being permitted
as evidence in a court of law.  However, the
legislation still protects a patient’s ability to
sue or pursue other legal action.  The legis-
lation helps with the concern that compas-
sionate acts or admission of fault will not
be used against health-care providers.  

The Chamber supports both of these
measures as common sense ways to
address legal reform, and they are a crucial
step in improving Pennsylvania’s eco-
nomic future. 

Article Provided by: Alex Rahn, Wanner Associates, 908 North 2nd Street, Harrisburg, PA 17102, 
P-717-236-2050, www.wannerassoc.com
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Richard Sarfert has joined Penn Liberty Bank of
Wayne, Pennsylvania as Senior Vice President/Senior
Credit Officer. In his new position Mr. Sarfert will be
responsible for overseeing credit administration and the
credit risk of the Bank.     

Mr. Sarfert has 26 years of experience in the financial
services industry focused on commercial lending and
credit administration. Prior to joining Penn Liberty Bank
he was employed by National Penn Bank as Senior Vice

President of Commercial Banking Southern Region.
Sarfert is a graduate of Pennsylvania State University with a degree in

finance and earned his MBA at St. Joseph University. He is involved with the
Chester County Development Council/Southeastern Economic
Development Company of Pennsylvania, Boy Scouts of America, and is an
advisory board member of the Spring Valley Branch of the Freedom Valley
YMCA. Mr. Sarfert resides in Limerick with his wife and two children.

ABOUT PENN LIBERTY BANK: Penn Liberty Bank offers nine convenient-
ly located branches and is a community bank focused on providing personal,
high touch service. Combining state of the art technology with highly talent-
ed, customer service oriented employees and a full suite of consumer and
business products and services has resulted in the bank’s growth to over $470
million in assets. To learn more about Penn Liberty Bank visit
www.pennlibertybank.com. 

Richard Sarfert

Richard Sarfert Joins 
Penn Liberty Bank
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DOWNTOWN MARKETING
& DEVELOPMENT
By Barry Cassidy

One of the goals important to board members of
a Main Street program is business recruitment. 
I know that many board members feel that the

culmination and result of the main street effort should be to bring
in more new stores to the downtown. Recruiting makes your
town more vital and helps to diversify the business mix. This is a
good goal but it is not an easy goal to attain.  

One of the first tools that I always
want to use is the Inventory of Space in
the downtown. If you are able to inven-
tory and then classify what businesses
you have you will get a real good idea
of what is lacking just by looking at the
list. The North American Industry
Classification System (NAICS) is the
standard used by Federal statistical
agencies in classifying business estab-
lishments for the purpose of collecting,
analyzing, and publishing statistical
data related to the U.S. business econo-
my. Getting the businesses classified by
NAICS is always one of the first things
that I do when I arrive in a town.

Getting the NACIS codes for the exist-
ing businesses is always a good idea
because it not only helps you identify
the gaps in your store mix, but it also
puts you in touch with the retention por-
tion of business recruitment. Keeping
what you have is an important part of

your recruitment/retention effort. There
are times businesses have a problem that
can be helped by technical assistance
from someone like the Service Core Of
Retired Executives (SCORE) or the
Small Business Development Center
(SBDC), which can be facilitated by the
Main Street Manager.

In some cases there are grants that are
available for a market analysis and it is
good to do a market analysis to see
what store mix is compatible with your
economic development strategy. In a
previous column I had stressed the
importance of creating an economic
development strategy… a concise one-
page document that outlines what you
would like to accomplish in economic
restructuring. If there is not enough
money to do a market analysis, there 
are ways that you can do it yourself. 

(See “Downtown Marketing & 
Development” on page 47)

MAIN STREET
MANAGER 

AND BUSINESS
RECRUITMENT
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Ask SCORE 
EXPERTS CAN 

TAKE THE GUESSWORK
OUT OF SMALL 

BUSINESS TECHNOLOGY 
Nearly every small business relies in

some way on computer technology.  But
it’s not easy to keep up with the seeming-
ly daily arrival of hardware, software,
and Web application improvements,
especially when you’re trying to focus on
growing your business.  

You can’t afford to assume that your
PCs, laptops, networks, and peripherals
are operating adequately for your needs,
but neither should you upgrade just for
the sake of upgrading.  Thousands of
people regret purchasing bargain hard-
ware that doesn’t perform as promised,
or using unproven software that crashes
on a regular basis.  Then there are the
email accounts that attract only spam,
and Web sites that frustrate and discour-
age customers.

Fortunately, there are now hundreds of
network computer and IT consultants
who specialize in working with small
companies.  In fact, the vast majority of
them are entrepreneurs just like you!

An outside tech expert can become a
vital extension of your business, almost
like a trusted attorney or accountant. But,
not just anyone with a little PC smarts
will do. You’ll want someone who does
this full-time for you and other clients
rather than a person who merely dabbles
in computers on the side.

To find the right fit, develop a detailed
list of your needs and how you want the
person to work including part-time, on-
call or a project basis. Look for someone

who understands your type of business.
They should also be able to explain the
work in plain English so you or someone
else in your business can learn how it all
works. 

Experience with businesses of your
size is also important. Someone who
works only with big companies may not
be familiar with the best solutions for
you. You should tap your independent
tech guru for advice before making hard-
ware or software purchases. A few min-
utes on the phone can prevent costly mis-
takes. 

A good place to find IT consultants for
your small business is the non-profit
Independent Computer Consultants
Association. Their Web site at www
.icca.org offers a search feature to identify
consultants by location or special skills.
Note that a consultant need not be in your
geographic area to benefit your firm.
Depending on your needs, you may be
able to work with someone entirely by
phone and/or email.

To learn more about technology issues
facing your small business, 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
chapter, or find a counselor online at
www.pottstownscore.org.
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DOWNTOWN MARKETING & DEVELOPMENT
(Continued from page 45)

The Pennsylvania Downtown Center used
to have a template for doing such analysis
and I am sure they would be willing to for-
ward some of the information if asked.

Some of it is common sense. What will
work in your town or what will not work
in your town is not actually brain surgery.
Sometimes what works in your down-
town might not work if the rent is too
high or the building is in the wrong loca-
tion, but those are decisions for the retail-
er to make and not for the Main Street
Association to decide upon. The manag-
er should be showing the full spectrum of
options to anyone seeking to locate in the
downtown. Of course there are some
people who need only a finite amount of
space, which will limit options, but for
the most part the Main Street Manager is
not married to a property but instead
seeking to recruit to the downtown as a
whole. They will be adding another part
to an existing whole by potentially filling
a hole in the downtown, not only by
securing the space rental, but also secur-
ing the use for the downtown.

The object is to cast as wide of a net as
possible. There will need to be a recruit-

ment vehicle to enable potential retailers
to locate in a town. Written items like this
are a little tricky. You cannot get too
homespun when you are designing the
information that will be sent out or deliv-
ered to someone interested in locating in
a town. One never knows who is going to
be reading the recruitment data so it
needs to be kept interesting but factual.

Packages can be assembled using a
general narrative, possibly some newspa-
per articles, some basic demographic
information and whatever else one feels
is appropriate to tell the story of your
downtown. A packet with a goals and
objectives may be a little too much for
some people, so try to be factual but keep
it light on intense wording with smaller
type. Imagine what you would like to see
in terms of presentation, keep it positive
and omit the letters to the editor that has
some frustrated attorney writing about
how the parking is bad or the streets dirty.

Once you have you recruitment piece
together you can use it in a number of
ways.  There are Chambers of Commerce

(See “Downtown Marketing & 
Development” on page 49)
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BUSINESS PROFILE

ARROWHEAD
GOLF CLUB

Arrowhead Golf Club, a mature and
challenging public golf course with 27
meticulously maintained holes nestled in
a serene woodland setting, is convenient-
ly located in Douglassville, just five min-
utes from the intersection of Routes 422
and 662 North. 

The McLean family is celebrating their
58th Anniversary in 2011. They hope that
you’ll stop by and participate in the spe-
cial events and tournaments that will take
place throughout the season. 

Arrowhead Golf Course has come a
long way since Donald McLean, Sr. decid-
ed to convert his farm to a golf course in
1954 and he and his son, John, built the first
nine holes. The course now boasts 27
meticulously groomed holes, tee-to-green
asphalt cart paths, manicured roughs, ele-
vated greens, set in the rolling hills of rural
Berks County. This mature course has tree
lined fairways, including 2,500 Norwegian
Pines planted back in the early ‘70s. The
fairways are mixtures of Kentucky Blue
and Perennial Rye, and the greens are bent
grass, all irrigated with automatic sprin-
klers. Arrowhead has available 100 electric
golf carts, accommodating 200 players.

Arrowhead staff members Vernon
Keller and Steve Beidler, take great pride
in keeping the course perfect. Since John
passed away in 2000, Arrowhead Golf
Course is now owned and managed by
John’s wife Florence and third generation
daughter Valerie. They are proud to carry
on Donald and John’s tradition of high
quality greenskeeping, strict rules of golf

etiquette, and making sure that a good
time is had by all.

There are actually two different cours-
es, the nine-hole Blue Course and the
eighteen hole Red & White course. The
Blue Course is a regulation par 35 course,
at 2,505 yards, with one par 5 and two par
3’s. It is a mature course that sits among
the Allsort-Conglomerate rock and tree-
lined fairways, which provide a gorgeous
scenery to this area. It is great for
advanced players who want to sharpen
up their iron game, and very forgiving for
beginners. Golfers may play a round of
nine, two rounds for 18, or a mixed eight-
een of nine on the Blue Course and nine
more on the Red course.

The Red & White course is a longer
course, but still nestled in the trees that are
native to this picturesque area. It is a par
71, 6,002-yard course, with four par 5s
and five par 3s, one of which is 245 yards.
Several beautiful ponds and streams
come into play on about a third of the
holes on the course.

Pro Shop
There is a fully stocked Pro Shop at

Arrowhead Golf Course. You can buy any-
thing from the golf balls and golfing sup-
plies you need in order to play a round-to
the clubs, bags, clothing, and accessories
that you need to either begin the sport or
upgrade your tools of the trade. Most of
the popular brand name manufacturers
are carried at Arrowhead. You can also

(See “Arrowhead Golf Club” on page 50)

www.kineticweb.com/422
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DOWNTOWN MARKETING & DEVELOPMENT
(Continued from page 47)

and real estate offices that also deal with
recruitment. Do not be afraid to share
your information. People are there to
help in many cases and are welcoming to
items that they feel can help them do
their job or earn a commission.  A short
discussion with the Chamber Executive
or the realtors in your town could go a
long way in securing more exposure for
your packet.  
Some Main Street Managers go door

to door to try to get people to locate in a
downtown. I have never thought that
was a good use of time. I remember the
merchants in Phoenixville coming to me
and telling me the people from another
town were coming to Phoenixville and
trying to recruit them… they wanted me
to go to their town and recruit their mer-
chants. Unless it is a qualified lead going
door to door in a downtown is a job for
a realtor, not a Main Street Manager, or
maybe some sort of strategic partner-
ship. I look at the time involved, the
expense of transportation; meals and the
like and then I look at the lean Main
Street budget. I just never found that I
could justify it. In most cases they threw

away what you gave them after you left
and many times dealing with merchants
during business hours could become
problematic.
I like to accentuate the good news

and have my handout to send out only
when people inquire. I also try to make
myself available to answer questions
about the downtown. I was never really
big on having my office on the first floor
of a commercial district until I saw what
happened in Phoenixville. People were
in my office all of the time trying to get
information. The word spread rapidly
that I was accessible and knowledge-
able and things started to take off a little
bit in recruiting.
I also like to have a digital copy of

many of the articles and recruitment
pieces. It is good to have them as a PDF
so they are not changed in any manner
once you send them out. I like to have a
continued follow up once the informa-
tion is sent out. I courted the Diving Cat
Art Studio for like two or three years see-
ing what was up with the relocation of
the studio. Some of our best restaurants
were walk-ins off the street. In
Phoenixville on one First Friday, two
Irish guys came in and told me they
wanted to open an Irish Pub and Molly
Maguire’s was born. I gave them a pack-
et and got a follow up number and e-
mail and I was in the recruiting business.
Once you have the story out there, it is

the personal touch that gets it done. No
one wants to hear that this is wrong, or
that is not the best. If there is a positive
light associated with the town you have
created that reality. As I always say, “you
are what you eat”… keep it upbeat. The
downtown manager is there partially as
the town’s salesperson and if there is an
aura of accomplishment and momen-
tum, people want to be part of it.

Become a SCORE
Volunteer Business
Counselor and Help

Build a NEW Generation
of Entrepreneurs!

Call 610-269-7009 or visit
www.pottstownscore.org

Pottstown SCORE Chapter 594
serving Montgomery, Chester,

and Berks Counties
SCORE is a resource partner with the
U.S. Small Business Administration

Share the Secrets of
Your Business Success
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ARROWHEAD GOLF CLUB
(Continued from page 48)

visit the online store and obtain online
coupons at www.arrowheadgolf.net.
They’ve tried to make it very easy to buy
the perfect gift for yourself or a friend.

Snack Bar
Arrowhead has a snack bar at the Pro

Shop where you can get sandwiches and
sodas at any time during the day. They
also have a Snack Shop at the 10th hole
where you can get sandwiches on the
weekends or use vending machines dur-
ing the week. There are restrooms at the
Snack Shop as well.

Group Outings
Having an outing for your business, or

a fundraiser for your favorite organiza-
tion? Arrowhead has plenty of room for
social and industrial leagues, daytime
and evening. The course can accommo-
date up to 200 golfers, playing on 18 holes
with carts, or more players if some are
willing to walk.

The covered pavilion has three open
sides, and will seat up to 150 people. The
use of the pavilion is at no charge.
Arrowhead is happy to provide catering
for your event, or you can provide the
catering yourself. Their Buffet price is

only $9.00 per person, including tax and
gratuity. It includes: Barbecued Beef or
Meatball sandwiches; Macaroni salad
and Potato Salad; Bread, Rolls, Butter;
Cold Cuts (Baked Ham, Boiled Ham,
Roast Beef, Turkey, Ring Bologna,
American Cheese, Swiss Cheese, Chunk
Cheese, Pickle Tray, Pickled Red Beet
Eggs); Baked Beans; Chips and pretzels.

Arrowhead has a cooler system in the
pavilion that rents for $16.96 per day. It
includes four taps and has room for cases
of beer or sodas. You can provide your
own beer and sodas, or Arrowhead will
order them for you from their own distrib-
utor. They do not charge for this service,
and the distributor will bill you directly.

Florence and Valerie invite you to visit
Arrowhead and find out why they are
one of the leading public golf courses in
Southeastern Pennsylvania. If you would
like information about outings or 
anything they have for sale, or if you
need advice about buying equipment 
or supplies, just send an email to
vmk0828@aol.com, or call Arrowhead at
610.582.4258. And visit Arrowhead
online at www.arrowheadgolf.net.
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PHOENIXVILLEDOWNTOWN
Revitalization Continues 

with Development of 
Phoenix Iron and Steel Site

Phoenixville Developer Manny DeMutis
recently presented his vision of the
Phoenix Iron and Steel Site development
to the Phoenixville planning commission.
DeMutis presented a project that will
include a 30,000 square foot office build-
ing, 80,000 square feet of retail and 275
apartments located above the retail. The
project will also include a parking garage
to enable those residents and business
owners to park on site. 

The Phoenix Steel Site was previously
owned by the Phoenix Property Group
(PPG), which decided to sell portions of
the property. The area called Lot “O” of the
steel site is the parcel that will be under
review. The plan, which is being submit-
ted for consideration is the same physical
layout that had been approved when the
plan was first submitted by PPG three
years ago. There were some questions
from the planning commission concern-
ing the plan submitted and the previous
conditional use approval that was secured
by the former ownership group, and how
that approval differed from the plan.

DeMutis assembled a private equity
group and purchased a portion of the steel
property in December of 2010. He will
now seek to secure approvals for a mixed-
use development that was similar to what
was approved at the previous issued con-
ditional use hearing. “What we are pro-
posing is a series of buildings replicating
the infill construction completed on the
Iron Hill building in downtown, residen-
tial over retail. There is also a stand alone
office building,” DeMutis explained. 

The project will consist of three sepa-
rate condo opportunities (office, retail
and housing) for potential developers.

“We are working on getting the plan
approved and getting outside investors
interested in investing in Phoenixville to
buy a portion of the approved plan,” said
DeMutis. Potential buyers will be able to
buy downtown retail space on Bridge
Street for $140 per square foot, with the
minimum frontage being 20 feet and a
depth for all the stores of 65 feet. In con-
cept, a retailer could own 20 feet of Bridge
Street and conduct business in a 1300
square foot space for about $182,000. 

The seven-acre area that is being devel-
oped is just a small portion of the 120-acre
Phoenixville site and hopefully will act as
a catalyst for continued development of
downtown Phoenixville.  Project
Manager Barry Cassidy stated, “It is
important to have the 400 linear feet of
retail on Bridge Street to better promote
the small town flavor of Phoenixville. The
retail condos will be offered for spaces as
small as 1,300 square feet and will offer
the small retailer an opportunity to own
their own space. We will be offering retail
spaces at pre-revitalization prices per
square foot. The project is located in the
historic district and we need to ensure
that infill construction fits with the rest of
the architecture on the street.”

The apartment condo portion of the
project will consist of 275 apartments to
be sold to a developer to construct above
the retail. The apartments will rent for
approximately $1,400 to $1,500 a month
and would provide a good client base for

the downtown. “By adding 500 or so
people to the downtown, we will accom-
plish a couple of things,” De Mutis said.
“First, we will create a scenario where 

(See “Phoenix Iron and Steel Site” on page 57)
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YOUR DIGITAL WORLD
By Rose Rossello, rossellosolutions.com

As a technology professional, I read a lot. Mostly
out of my own interest, but also to keep abreast of
the market so I can best advise my clients. From
time to time, I come across interesting articles or

want to share my take on what’s happening in the digital world.
Here are a few recent items.

Quick Tips to
Improve Your

Digital Life

Is Your Facebook 
Marketing Successful?

Whether you’re promoting yourself or
a client, Facebook gives you the opportu-
nity to reach many people quickly and for
no or little cost. But if you misuse the site,
you may do more harm than good.
Here’s how to take advantage of
Facebook’s potential. 

http://bit.ly/fb-market-success

How to Self-Publish 
Your E-Book to Kindle & iPad
Both Amazon‚ Äôs Kindle Store and

Apple‚ Äôs iBookstore accept direct sub-
missions from authors. Here are some
tips on self-publishing your work.

http://bit.ly/ebook-self-publish

20 Questions That 
Could Change Your Life

Asking them today could redirect your
life. Answering them every day will
transform it.

http://bit.ly/20-questions

Groupon Regret? Unload
Those Daily Deals on Lifesta
Sale sites like Gilt Groupe, Groupon

and LivingSocial have turned the work-
day into a buying bonanza, giving people
deep discounts on everything from
romantic dinners to helicopter rides. But
all those impulse purchases can leave
online shoppers with quite a hangover.

http://bit.ly/groupon-regret
(See “Your Digital World” on page 58)

Visit us online to view valuable
supplemental content – it’s FREE!
• View in-depth video interviews with local business

owners and key business decision makers.
• Read, download or print current and back issues.

• Search current issue and archives.
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PHOENIX IRON
AND STEEL SITE

(Continued from page 55)
there are more people on the street and
increase available dollars to be spent in the
downtown. Secondly, the project will add
earned income tax base to the school dis-
trict and borough.” 

The office portion of the site is the most
important part of the project from a down-
town revitalization standpoint, according
to Cassidy. Phoenixville lacks some of the
office building stock that many of the
other towns in Chester County offer.
Phoenixville has no real governmental
offices other than the district court. The
addition of office buildings will help build
a lunch trade in the downtown and pro-
vide daylight foot traffic in excess of what
is currently on the street, Cassidy said.

The developer will continue to meet
with the borough and work out some of
the issues that go with marrying the plan
that was approved in previous incarna-
tions of the development. “We are work-
ing on a few parallel tracts by seeking
approvals, negotiating the out-sales and
dealing with the interest in the retail,” stat-
ed Barry Cassidy. 
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YOUR DIGITAL WORLD
(Continued from page 56)

New Tech Products 
That Can Help 

Small Business Productivity
From an Intuit app that turns an

iPhone4 into a credit card scanner to
free cloud-based backup, new technol-
ogy offers seamless solutions for small
business.

http://bit.ly/new-SMB-tech

Switchers Guide: 
Moving from Windows 

to the Mac
Expert advice on migrating from XP

or Vista to Mac OS X.
http://bit.ly/xp-to-mac

Five Best VPN Service
Providers

If you have a need to encrypt and
secure your Internet connection, a VPN
service is just what the doctor ordered.
Here are the five most popular tools for
the job. 

http://lifehac.kr/best-vpn

Recent Grads Finding Jobs —
In Their Living Rooms

A growing number of young profes-
sionals are choosing to work from home
as telecommuting opportunities have
jumped nearly 400 percent in the past
three years. 

http://bit.ly/grad-jobs

I hope you enjoyed this. If you’d
like to be placed on my Quick Tips
mailing list, visit my website: www.
rossellosolutions.com/contact.htm to
sign up. And if you have any questions
about these tips, feel free to call me at
484.525.0255. 
Rose Rossello provides photography and cre-
ative services to businesses and individuals.
She has been operating independently for 10
years. Her design services include Web sites,
brochures, catalogs, postcards, advertising, e-
Newsletters and other marketing materials.
She also provides in-home portraiture of chil-
dren, families, seniors and pets; corporate
headshots and product photography. She can
be reached at 484.525.0255 or
rose@rossellosolutions.com.are forced to
scroll sideways as well as lengthwise in
order to read your content.



APRIL 2011 422business.com ROUTE 422 BUSINESS ADVISOR59

Reasonable 
Break Time for

Nursing Mothers –
Are You Compliant?

EFFECTIVE MANAGEMENT
By Janie Oehlert, MEA Director, Health Care & Workplace Solutions

Under the health care reform legislation, the 
Fair Labor Standards Act of 1938 (FLSA) was
amended with provision requiring breaks for
nursing mothers. Since passage of the law in

March 2010, more information has been released by the
Department of Labor’s Wage and Hour Division in the
Federal Register. The specific requirements include:

Reasonable Break Time
• Employers are required to provide

“reasonable break time for an employee
to express breast milk for her nursing
child for one year after the child’s birth
each time such employee has need to
express the milk.”

• In implementing the requirements of
the provision, employers should consider
both the frequency and number of breaks
a nursing mother might need and the
length of time she will need to express
breast milk.

• The Department of Labor (DOL)
consulted with public health officials and
determined that: The frequency of breaks
varies depending on factors such as age
of the child, how often the child feeds,
whether the child eats solid food, etc.; and
The frequency of breaks needed may
track regular breaks and lunch periods,
but this will not always be the case. 

• The DOL expects that nursing moth-
ers typically will need breaks two to three
times during an eight-hour shift, howev-

er, employers will need to consider that
every mother will be different and may
need more breaks.

• The length of time necessary to express
milk also varies from woman to woman. 

•Employers may ask an expectant
mother if she intends to take breaks to
express milk while at work. This allows
employers to make adjustments to com-
ply with the law as well as informs the
mother of her rights under the law. Open
discussion will help employers and
employees develop shared expectations
and understanding of what will consti-
tute “a reasonable break time” and how
to incorporate into the workday.

Space Requirements
• Employers must provide “a place,

other than a bathroom, that is shielded
from view and free from intrusion from
co-workers and the public, which may
be used by an employee to express
breast milk.”

(See “Effective Management” on page 60)
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• The DOL’s initial interpretation of
the requirement is that it requires
employers, where practicable, to make a
room (either private or with partitions for
use by multiple nursing employees)
available for use by employees taking
breaks to express milk.

• Where it is not practicable for an
employer to provide a room, the require-
ment can be met by creating a space with
partitions or curtains.

• Any windows in the designated
room or space should be covered to
ensure the space is “shielded from view.”

• The employer must ensure the
employee’s privacy through means such
as signs that designate when the space is
in use, or a lock on the door.

• The employer is not obligated to
maintain a permanent, dedicated space for
nursing mothers. A temporary space made
available when needed is sufficient as long
as it meets the privacy requirements.

• While a bathroom does not meet the
requirements of the statute, an anteroom
or lounge area connected to the bath-
room may meet the requirements. Again,
it must meet the privacy requirements.

• At a minimum, a space must contain
a place for the nursing mother to sit, and
a flat surface, other than the floor, on
which to place the pump. Ideally, the
space will have access to electricity, so
that a nursing mother can plug in an elec-
tric pump.

• While a refrigerator is not required,
employers must allow a nursing mother
to bring a pump and insulated food con-
tainer to work for expressing and storing
the milk and ensure there is a place to
store both while she is at work.

Undue Hardship Provision 
for Employers with Fewer

than 50 Employees
• The law provides a hardship excep-

tion for businesses with less than 50
employees if providing the benefit
would pose an undue hardship, causing
“significant difficulty or expense when
considered in relation to the size, finan-
cial resources, nature, or structure of the
employer’s business.”

NOTE: The employer bears the bur-
den of proof that compliance with the
provision would be an undue hardship.

(See “Effective Management” on page 62)

EFFECTIVE MANAGEMENT
(Continued from page 59)
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MISHOCK PHYSICAL THERAPY LAUNCHES
FOURTH LOCATION!

Phoenixville Office Open for Business
On Monday, February 28th Mishock Physical Therapy offi-

cially became a part of the Phoenixville community.
Conveniently located across from Phoenixville Hospital (and
next to Dunkin Donuts) 131 Nutt Road is the new home to their
fourth office location.

This office will be run by Dr. Sally Selkirk who hails from
Indiana, Pennsylvania but now resides locally in Royersford. Dr.
Selkirk has been working in the Gilbertsville office for almost
two months learning how the Mishock PT process works. 

“We really strive to have continuity between all of the loca-
tions,” notes Dr. John Mishock, owner. “We want each office to
give off the same positive energy and for all of our patients to
have similar treatment experiences regardless if they come to
Phoenixville, Gilbertsville, Skippack, or Barto.”

Mishock Physical Therapy will also be offering patients who
want to take advantage of Turning Points, a weight manage-
ment and healthy lifestyle program, a space to meet each week. 

Eager to serve the residents of Montgomery and Chester
counties, Mishock PT accepts many insurances, offers individual
payment plans as well as Direct Access (which means you do
not need a doctor’s prescription for the first 30 days of treat-
ment.) Some restrictions may apply.   

Mishock PT is a privately-owned, outpatient facility with
locations in Phoenixville, Gilbertsville, Barto, and Skippack. It is
our mission to provide the most state-of-the-art Physical
Therapy and Rehabilitation services to relieve pain, restore func-
tion, and return our patients to the highest quality of life possi-
ble. We provide the most comprehensive, compassionate,
hands-on, one-on-one physical therapy humanly possible to
help our patients reach their lifestyle goals. 

CALL TODAY TO SCHEDULE YOUR APPOINTMENT! 
Please call 610.933.3371 to schedule your appointment, 

and visit www.mishockpt.com.
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In addition to demonstrating that the
employer employs fewer than 50 employ-
ees, an employer that wants to claim the
exemption must show that compliance
would cause “significant difficulty or
expense when considered in relation to
the size, financial resources, nature or
structure of the employer’s business.” 

Relationship to State Laws
• The law does not preempt “a state

law that provides greater protections to
employees.”

Coverage for 
Non-Exempt Employees

• The break time for nursing mother
provision was added to section 7 of the
FLSA, which sets forth payment obliga-
tions for overtime. Because the Affordable
Care Act amended section 7 of the FLSA,
the provision does not apply to employ-
ees who are classified as exempt.

• While the law doesn’t require the
break time for exempt mothers, “the
Department [of Labor] encourages
employers to provide break time for all
nursing mothers including those who
may not be covered under the FLSA.”

Unpaid Break Time
Employers are not required to com-

pensate nursing mothers for breaks

taken for the purpose of expressing milk.
NOTE: This only applies to non-

exempt nursing mothers; employers are
not  permitted to dock an exempt nursing
mothers pay for taking a break to express
breast milk.

Where an employer already provides
paid breaks, an employee who uses that
break time to express milk must be paid
in the same way that other employees are
compensated for break time. Additional
time used beyond the paid break time
could be uncompensated.

The DOL has issued Wage & Hour Fact
Sheet #73: “Break Time for Nursing
Mothers under the FLSA” at http://www.
dol.gov/whd/regs/compliance/whdfs7
3.pdf. An FAQ is also available on the
DOL website at www.dol.gov. Until the
DOL issues final guidance, enforcement
will be based on the statutory language
and the guidance provided in the WHD
Fact Sheet #73 and the associated FAQs.

If you have questions about this 
provision or other issues under the
Health Care Reform legislation, 
please don’t hesitate to contact Janie
Oehlert, MEA Director, Health Care & 
Workplace Solutions at 610.994.7635 or
joehlert@meainfo.org. 

EFFECTIVE MANAGEMENT
(Continued from page 60)
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SIMON THE PLOWMAN

Simon the Plowman, located at 751
Bridge Street, Spring City, has now
spanned three generations. John Simon
started the business in the 1940s. Dave, his
son, took over the business in l970 and his
son, Jeff, joined the family business in
2007. Spring is the start of a busy season.
We offer a variety of services including
backhoe/dump truck, garden rototilling,

plowing, field mowing, drains, tree work,
footings,  post hole digging, yard cleanup,
new lawns raked and seeded, reseeding,
oil tanks removed, driveways, hauling
stone/topsoil, pipes repaired, stump
removal, mulching leaves, wire laying (no
digging) ponds, pools dugs, septic sys-
tems, etc. We offer free estimates and are
fully insured.  Call us at 610.948.4074. 

NAI KEYSTONE COMMERCIAL&
INDUSTRIAL JIMADAMS COMPLETES THE

SALE OF 2 OESTERLING DRIVE IN READING
NAI Keystone Commercial & Industrial, LLC, which maintains a prominent market

share in Berks and Schuylkill Counties, Pennsylvania, and specializes exclusively in
commercial and industrial properties, is pleased to announce the sale of 2 Oesterling
Drive located in Reading. Known as the Reading Skate Center, with food court & recre-
ation area, locker rooms, retail and office spaces... this is a 31,632 SF facility built in 2001
and situated on 4.29 acres. Jim Adams represented the buyer, Kreitz Corporation.

For additional information, please contact Nadia Muret at 610.779.1400. 

1. Improve your company’s name recognition.
2. Generate activity during slow times.

3. Expand your business with new prospects.
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