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Schultz Technology Solutions has quickly evolved to
become the region’s premier “one-stop technology shop”
for both residential and commercial technology needs.



Schultz Technology Solutions, currently located
at 3117 W. Ridge Pike in Pottstown, began doing
business in 2000 as a telecommunications services
provider. The company quickly evolved to become
theregion’spremier“one-stop technologyshop” for
both residential and commercial technology needs.
Today, Schultz Technology Solutions provides
expertise in: Computer Network Design and
Support; EmailHosting; Phone Systems (IP, Digital,
Analog); CCTV, IP Security Cameras; Access
Control; Fire Systems; Security Systems; Voice and
Data Cabling; Home Theaters; Smart House
Technology; andOffsite Data Storage.

Certainly Schultz Technology Solutions’ success
is in part attributable to the automatic referral
process that occurswhenyou service a client in one
area who ultimately has a need in another area.
“The biggest thing that our client base appreciates

is the fact that any technology question that comes
up, we are able to handle it,” Schultz explains.
“Whether it’s a computer question, a phone ques-
tion, cabling questions, security or fire. That’s been
our strength, they can call us, use us, and get their
questions answered. Clients like to pick up the
phone,make one phone call and the phone vendor
is not blaming the network vendor. The network
guy isnotblaming thesecurityguy.Theycancallus
and we handle all their needs,” he said, adding
“And our client base is great about referring us.”

Beyond being able to handle just about anything
related to technology, andnever saying“no,”Baran
Schultz attributes the growth of his business to set-
ting the highest standards of customer service as a
priority for himself and his skilled staff. “There are
other companies out there who do the things we
do, butwhat sets us apart is our attention customer
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Sara Bidlow, Project Coordinator; Baran Schultz, CEO;
Cindy L. Powanda, Controller and Lisa Favorin, Office Manager
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BARAN SCHULTZ, CEO

CINDY L. POWANDA, CONTROLLER

SCHULTZ
TECHNOLOGY
SOLUTIONS, LLC

THE REGION’S PREMIER

“ONE-STOP”
TECHNOLOGY

SHOP

By Bill Haley

Baran D. Schultz, CEO of Schultz Technology Solutions, LLC, by virtue of his own
success, has created a challenge for himself—howdoyou convey in a simple, concise
manner the fact that your companyprovides a vast array of professional services for a
wide variety of related, yet individual, technology needs? The solution? Rebranding.
“In the firstquarterof thisyearweare re-brandingour logoandwebsite,”Schultz said,
explaining that the new logo will visually convey the company’s multi-service
capabilities. “When you provide such a wide range of services, you can hand out
asmuch literature as youwant, but it’s hard to say succinctly everything you do.”



service.We always answer our phones. If
it’s after hours, someonewill return your
call within 10-15 minutes. We pride our-
selves onmaking sure that our customers
will get a call back and quick response
and resolution,” he said.

More than half of Schultz’s 20-member
staff have been with the company five
years or longer. “We try to keep it family-
oriented and make sure our employees
enjoytheworkatmosphere,”Schultzsaid.
“We have monthly company meetings,
andwe start eachmeetingwith our goals,
and the number one goal is 100 percent
customer satisfaction. We’re making sure
everyone is taking that goal seriously.”

In addition to more frequent sales, IT
and operationsmeetings, company-wide
meetings are held the first Thursday of
everymonth, with each department pro-
vidingabriefPowerPointpresentation to
bring the rest of the companyup to speed
onwhat they are doing. “Any issues that
come up, we address them together as a
team to see howwe couldhave fixed that

or prevented that,” Schultz said. The pre-
sentations are followed by a two-hour
roundtable discussion, where each
employee provides feedback. “I usually
speak last and thank everybody for their
hardwork, andwe do our birthday cele-
brations each month,” Schultz said.
“Communication is the key. If you com-
municate well with employees, and they
communicate well with each other, the
customers feel that and they see that.”

“If employeesdon’t feel invested in the
company, or that I invested in them,
they’re not going to care,” Schultz said. “I
ask them how would you run the com-
pany if your name was on the company
trucks? That’s how I want them to envi-
sion it, because it’s all of us. We have a
great 401k program, where we give four
percent back, and we try to make sure
that as we grow, everybody reaps the
rewards.”

Training andenhancing technical skills
is an ongoing process at Schultz
Technology Solutions. “Our IT depart-
ment maintains their Microsoft and
CISCO certifications,” Schultz explained.
“On the tech side, guys are certified and
re-certified in the fire and security sys-
tems on an ongoing basis. We always
make sure we’re on top of the newest in

(See “Cover Story” on page 34)
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Krista Dougherty, Carrie Robinson and Filomena Sannes

Grant Albitz, Director of IT,
Adam Forney and Eric Steffy

Julian McGilloway, Tony Cafaro,
Nick Fulmer, Peter Albin and Mark Fantini
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FOCUS ON
TAX PLANNING &

PREPARATION
BUZZ AROUND THE BLOCK

Tax planning and preparation is an ongoing, year ‘round process.
As theApril 15 tax filing deadline approaches, now is a good time to
think about the value of professional tax planning and preparation
services. To that end, we asked several leading tax planning/prepa-
ration firms, presented below in alphabetical order, to share their
approach to providing these essential services to businesses.
BOOKKEEPING AND MORE, INC.
Bookkeeping and More is conveniently

located inEastCoventryTownshipoff of the
Route 422 Kenilworth corridor on Route
724, and we have been at this location for
over five years!

Weare a full service bookkeeping compa-
ny with both an in-house staff and outside
services. In addition to our bookkeeping
services, we offer notary, invoicing, collec-
tions, faxing and miscellaneous secretarial
services along with a beautiful conference
room for hire. Feel free to contact us at
610.970.7010 with questions concerning our
services;we’reopen tonewideas!Wecando
asmuch or as little as you lie.

We work with Quickbooks on-line
Quickbooks and Peachtree software.We are
capable of handling your business or per-
sonal accounts and processing tedious tasks
such as data entry, categorizing your paper-
work, reconciling bank accounts and credit
cards, runmonthly reports andprepareW-2
and 1099 forms at year-end. Your informa-
tion will be organized and ready for your
accountant when it’s tax time!

We know it’s a headache to prepare
everything your accountant needs yourself,
so let us ease your pain.Give us a call or just
stop in. It won’t cost you a penny to have a
consultation with our staff. We’re all about
customer service! For additional informa-
tion visit www.bkandmore.com.

BOOKKEEPING SERVICES, LLC
Bookkeeping is the key to provide your

business with the necessary financial infor-
mation that is needed for your daily opera-
tions. Have you considered outsourcing
your company's accounting work? It has
been an effective way to reduce personnel
overhead that is associated with in house
employees.Outsourcingbookkeepingoffers
a cost savings of 35 percentwhen compared
to an in house staff. You are offered continu-
ity, quality and accuracy. A businesses pre-
cise financial profile is vital to he company's
growth and profitability.

Bookkeeping Services LLC, located in the
heart of downtown Pottstown, conveys a
strong degree of professionalism to your
bookkeeping process. We use QuickBooks
accounting software and we have come to

(See “Buzz Around the Block” on page 9)
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BUZZ AROUND THE BLOCK
(Continued from page 7)

rely on the accuracy and reliability from this
program. If you are currently using a stan-
dard version of QuickBooks and it is not
working for you, possibly your accounting
staff is not working the QuickBooks.
Bookkeeping Services allows you the busi-
ness owner to focus on your highly valued
services, eliminate unproductive time and
make year-endworkmore efficient.

Bookkeeping Services, LLC will set up
your business, and provide ongoing assis-
tance to keep you up and running.
Bookkeeping Services schedules their
clients’ bill paying so that they receive any
discounts that are offered to them when
paying their bills. They will monitor your
banking online, do direct deposit payroll,
pay your bills, make your deposits, recon-
cile all banking and credit card
accounts. They offer services for companies
as well as individual accounts. If the client
needs something, Bookkeeping Services
will do as much or as little as requested
regarding your business. Bookkeeping
Services will also teach you automated
QuickBooks, if you choose to handle your
own business affairs. They also offer a serv-
ice of organizing your business or individ-
ual accounts for yearly tax preparation.

In addition to the bookkeeping services
BookkeepingServices,LLCoffersadministra-
tive services. They do everything fromwrit-
ing "Thank You" notes to marketing ideas,
organizing files and ordering office sup-
plies.Anythingyoucan't find time for inyour
busy schedule they can help you with
to ease your burden.

Contact our office, Bookkeeping Services
LLC, 228 E. High Street, Pottstown,
610.323.3230, bjmcelroy7@aol.com.Wewill be
here to serve you and your tax preparation
and the year-end process will be one less
stressful business operation.

BRIAN C. GOODMAN CPA
In addition to traditional accounting and

tax preparation services, CPA Brian C.
Goodman offers tax coaching as well, to
give clients a plain-English plan for beating
the IRS – legally.

“Traditional tax ‘planning’ crunchesnum-
bers to illustrate ‘what-if’ scenarios based on
future assumptions,” said Goodman. “It
gives clients dry numbers, in more detail
than they need or want. But clients don’t
want numbers. Clients want savings.”

“Our tax coaching service quizzes clients
on their families and homes, jobs, businesses,

(See “Buzz Around the Block” on page 11)
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By Brian C. Goodman, CPA, ChFC

Welcome2012!As theNewYear rolls around, it's
always a sure bet that there will be changes to
the current tax law and 2012 is no different.
Fromhealth savings accounts to retirement con-
tributions here's a checklist of tax changes to
help you plan the year ahead.

TAX CHANGES
FOR 2012:

A CHECKLIST FOR
PLANNING AHEAD

INDIVIDUALS
The current tax rate structure ranging

from 10 percent to 35 percent remains
the same for 2012, but tax-bracket
thresholds increase for each filing status.
Standard deductions and the personal
exemption have also been adjusted
upward to reflect inflation.

Alternate Minimum Tax (AMT)

AlternateMinimumTax (AMT) limits
decrease for all taxpayers at $33,750 for
singles, $45,000 for married filing jointly,
and $22,500 formarried filing separately.

"Kiddie Tax"
For taxable years beginning in 2012,

the amount that can be used to reduce
the net unearned income reported on
the child's return that is subject to the
"kiddie tax," is $950. The same $950
amount is used to determine whether a
parent may elect to include a child's
gross income in the parent's gross
income and to calculate the "kiddie tax."
For example, one of the requirements
for the parental election is that a child's
gross income for 2012 must be more
than $950 but less than $9,500.

For 2012, the net unearned income
for a child under the age of 19 (or a full-
time student under the age of 24) that is
not subject to "kiddie tax" is $1,900, the
same as 2011.

Health Savings Accounts (HSAs)
Contributions to a Health Savings

Account (HSA) are used to pay current
or future medical expenses of the
account owner, his or her spouse, and

(See “Tax Changes for 2012” on page 12)



and investments, then recommends specific
strategies and concepts for saving tax,”
Goodman continued. “Wepackage those rec-
ommendations inplainEnglish, todeliver the
savings they reallywant.”

Coaching includes a personalized written
report and ongoing maintenance for chang-
ing tax laws. More information is available
onlineatwww.bcgcpa.com.Contact: BrianC.
Goodman, CPA at 610.489.2844; Brian@
BCGCPA.com

C. MALCOM SMITH &
COMPANY, P.C.

C. Malcolm Smith & Company, P.C.,
Certified PublicAccountants, located at 1258
Penn Avenue, Wyomissing, provides out-
standing tax services to their clients because
of their dedication to the principles of pro-
fessionalism, responsiveness and quality.
They service individuals, businesses, and
non-profit organizations.

BusinessServices include: SmallBusiness
Accounting, Bookkeeping and Data
Processing; QuickBooks Services; Payroll
Services; Part-Time CFO Services; Audits –
Reviews – Compilations; Cash Flow
Management; Bank Financing; Business
Valuation; Strategic Business Planning;
Succession Planning; New Business

Formation; and Internal Controls. Services
for individuals include: Personal Financial
Planning; Estate Planning; and Elder Care.

C. Malcolm Smith & Company, combine
expertise, experience, and the energy of
their staff to provide each client with close
personal and professional attention. Their
high standards, service, and specialized
staff spell the difference between their out-
standing performance, and other firms.
They make sure that every client is served
by the expertise of their whole firm.
Companies who choose C. Malcolm

Smith & Company, rely on competent
advice and fast, accurate personnel.
Through hard work, C. Malcolm Smith &
Company, P.C., has earned the respect of
the business and financial communities.
This respect illustrates their diverse talents,
dedication and ability to respond quickly.

C.MalcolmSmith&Company’sprimary
goal as a trusted advisor is to be available to
provide insightful advice to enable their
clients to make informed financial deci-
sions. The staff at C. Malcolm Smith &
Company feel it is extremely important to
continually professionally educate them-
selves to improve their technical expertise,

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

BUZZ AROUND THE BLOCK
(Continued from page 9)
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TAX CHANGES FOR 2012
(Continued from page 10)

any qualified dependent. Medical
expenses must not be reimbursable by
insurance or other sources and do not
qualify for the medical expense deduc-
tion on a federal income tax return.

A qualified individual must be cov-
ered by a High Deductible Health Plan
(HDHP) and not be covered by other
health insurance with the exception of
insurance for accidents, disability, den-
tal care, vision care, or long-term care.

For calendar year 2012, a qualifying
HDHP must have a deductible of at
least $1,200 for self-only coverage or
$2,400 for family coverage (unchanged
from 2011) and must limit annual out-
of-pocket expenses of the beneficiary to
$6,050 for self-only coverage (up $100
from2011) and$12,100 for family cover-
age (up $200 from 2011).

Adoption Assistance Programs
For taxable years beginning in 2012,

the amount that can be excluded from
an employee's gross income for the
adoption of a childwith special needs is
$12,650. In addition, the maximum
amount that can be excluded from an

employee's gross income for the
amounts paid or expenses incurred by
an employer for qualified adoption
expenses furnished pursuant to an
adoption assistance program for other
adoptions by the employee is $12,650
(down from $13,360 in 2011).

Estate Tax
For an estate of any decedent dying

during calendar year 2012, the basic
exclusion amount is $5,120,000, up from
$5,000,000 in 2011. Also, if the executor
chooses to use the special use valuation
method for qualified real property, the
aggregate decrease in the value of the
property resulting from the choice can-
not exceed $1,040,000, up from
$1,020,000 for 2011. The maximum tax
rate remains at 35 percent.

INDIVIDUALS - TAX CREDITS
CHILD TAX CREDIT

For taxable years beginning in 2012,
the valueused todetermine the amount
of credit that may be refundable is
$3,000.

(See “Tax Changes for 2012” on page 14)
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financial knowledge and service to their
clients. Their high service quality and
“raving fan” clients are the result of their
commitment to excellence. They also have
technology skills; active use of office
automation, computers, and other tech-
nology in their internal operations to
increase efficiency, response time and
value to their clients.

For additional information, please call
610.375.6330, and visit www.cmscpa.com.

LONG, BARRELL & CO. LTD.
While Long, Barrell provides all the tax

and business services of a traditional
accounting firm, it has worked hard to
spread its offerings beyond the traditional.
Through strategic alliances with top finan-
cial professionals, Long, Barrell also offers
investment advisory services right from the
firm’s conveniently located Exeter
Township office. In this way, the firm offers
clients the breadth of services they might
expect to find at a larger firmwith the close,
personalized attention they have come to
trust from Long, Barrell.

Founded in 1968, Long, Barrell is today
led by Jack W. Long Jr., George S. Barrell,
Edward J. Peifer and W. Lee Prussman.

Now, in our 44th year, the firm offers com-
puter consulting, estate planning, tax plan-
ning andpreparation, financial services and
business valuations to its list of client servic-
es. More than anything else the firm and
what it does has been about our clients and
employees. Indeed, it’s the experienceof the
Long, Barrell team that sets the firm apart
from the competition, with everyone hav-
ingworked in the field of public accounting
for at least a decade.

Ourgoal is tohelpour clients "solve their
money mysteries." We accomplish this by
maintaining year-round contact so that we
can anticipate accounting, tax and financial
needs and plan to achieve them. We deliv-
er our serviceusinga teamapproachwhich
takes advantage of our seasoned, well-
rounded staff. Communication is the key to
our approach and wemake ourselves avail-
able throughout theyear tomeetwithclients.

Many taxpayersmayseekoutprofession-
al tax assistance to prepare their 2011 tax
returns because of theway capital gains and
losseswill be reported. ScheduleDhas been
overhauled and each transaction must now
be categorized on the newForm8949.Adif-
ferent form 8949 must be used for each

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

BUZZ AROUND THE BLOCK
(Continued from page 11)

U.S. Axle, Inc.
Announces Promotion

U. S. Axle, Inc. is pleased to announce
thepromotionofKennethR.Krauss to the
position of President andChiefOperating
Officer. Kenwill report to Ernie Inmon, Jr.,
Chairman andChief ExecutiveOfficer.As
President andCOO,Kenwill be responsi-
ble for all day to day operations of U. S.
Axle and have full financial responsibility
and will be a member of the Board of
Directors.

Ken Krauss has served many opera-
tional and management roles during his
25 years with the company. Starting with
the company as a machinist, he has most
recently served as Vice President,
Operations. He has been instrumental in
developing the company’s five-year
strategic planwhich includes diversifying
the company’s customer base, and devel-
oping and investing in core competencies
that define the company’s market niche
and are beneficial to the company’s cus-
tomers. In this expanded role, Ken’s lead-
ership will be focused on growing and
diversifying our market and assuring we
continue to supply high quality, competi-

tively priced parts to our customers.
Ken Krauss and his family reside in

Reading, PA.
U. S. Axle, Inc., a 91-year-old, privately

held company located inPottstown,PA, is
a leading manufacturer of high quality
axle shafts, flanged shafts, splined shafts,
precision ground shafts, induction hard-
ened shafts, deep case hardened shafts,
torsion bars, cylinders, honed tubes,
threaded tubes, precision tubes, and
induction hardened tubes for industries
such asAgricultural, Construction,Heavy
and Off-Road Truck, Rail, Down Hole
Drilling, Automotive, Government,
Mining,NaturalGas, andOil.Thecompa-
ny specializes in large diameter, long in
length steel parts, small lot sizes, and low
annual volume requirements providing
precision turning, machining, deep-hole
drilling, grinding, hobbing/splining, and
heat induction hardening.

U. S. Axle, Inc. is located at 275
Shoemaker Rd., Pottstown, PA19464. For
additional information, please call
610.323.3800.
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TAX CHANGES FOR 2012
(Continued from page 12)

Earned Income Credit
For tax year 2012, the maximum

earned income tax credit (EITC) for
low- and moderate- income workers
and working families rises to $5,891,
up from $5,751 in 2011. Themaximum
income limit for the EITC rises to
$50,270, up from $49,078 in 2011. The
credit varies by family size, filing sta-
tus and other factors, with the maxi-
mum credit going to joint filers with
three or more qualifying children. In
addition, for taxable years beginning
in 2012, the earned income tax credit is
not allowed if certain investment
income exceeds $3,200.

Additional Child Credit
The $1,000 per-child additional child

tax credit has been extended through
2012. The credit will decrease to $500
per child in 2013.

Individuals — Education
Hope Scholarship - American

Opportunity, and Lifetime Learning
Credits

The maximum Hope Scholarship
Credit allowable for taxable years
beginning in 2012 is $2,500.

Interest on Educational Loans

For taxable years beginning in 2012,
the $2,500 maximum deduction for
interest paid on qualified education
loans begins to phase out for taxpayers
with modified adjusted gross income
(MAGI) in excess of $60,000 ($125,000
for joint returns), and is completely
phased out for taxpayers with modi-
fied adjusted gross income of $75,000
or more ($155,000 or more for joint
returns).
INDIVIDUALS – RETIREMENT

Contribution Limits

The elective deferral (contribution)
limit for employees who participate in
401(k), 403(b), most 457 plans, and the
federal government's Thrift Savings
Plan is increased from $16,500 to
$17,000. Contribution limits for SIM-
PLE plans remain at $11,500. The max-
imum compensation used to deter-
mine contributions increases to
$250,000 (up $5,000 from 2011 levels).

(See “Tax Changes for 2012” on page 16)
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transaction type and adjustments can be
made to differences in the basis reported by
the broker.

For additional information, please call
610.779.6000, andvisitwww.longbarrell.com.

MAILLIE, FALCONIERO
AND COMPANY, LLP

Maillie, Falconiero and Company, LLP
providesa full rangeofaccountingandbusi-
ness consulting services to businesses, not-
for-profit organizations, governments, edu-
cation providers and private clients. A lead-
ing,well respectedpublic accounting firm in
Southeast Pennsylvania for over 50 years,
the firm’s philosophy has forged an excel-
lent working relationship with a diverse
client base providing traditional audits,
accountingandtaxservices, aswell asexten-
sive business consulting, organizational
counseling, information systems services,
and financial planning.

The firm provides solutions — solutions
that are pragmatic, practical, clear, precise,
and most important, achievable. The
accounting and consulting services more
than satisfy all of the requirements demand-
ed by accounting standards, laws and regu-
lations, and tax codes; and take into consid-
eration known potential modifications.

Maillie is comprised of highly skilled,
experienced, well-trained and dedicated
professionals committed to its clients’
unique needs. Several have completed
extensive education achievement programs
developed by the American Institute of
Certified PublicAccounts. The firm has also
established a comprehensive continuing
professional education program and the
past several years, the firm has successfully
completed peer reviews conducted by the
Institute of Certified PublicAccounts.

Maillie’s staff personnel areuniqueprofes-
sionals, uniquely trained to meet the unique
needs of a diverse client base. For additional
information, please call 610.323.1300 or
610.935.1420 and visit www.maillie.com.

MAIN STREET TAX &
ACCOUNTING SERVICES, INC.
Don’t we all dread tax season? Not the

Tax Professionals at Main Street Tax &
Accounting Services, Inc. For the past 26
yearsMain Street has been helping individ-
uals and small businesses in the preparation
of their Income Tax Returns. Additional
services we provide are Tax Consultation
and Planning, Client Representation before
the Internal Revenue Service, Business
Management Services, Payroll Services,

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

BUZZ AROUND THE BLOCK
(Continued from page 13)
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TAX CHANGES FOR 2012
(Continued from page 14)

Income Phase-out Ranges
If youare interested incontributing to

an IRA be sure to check with your tax
advisor to see if you are affected by the
income phase-out rules. Your employ-
ment status, tax filing status (married,
single, or head of household), and your
income level will determine if you are
subject to these rules.

BUSINESSES
Standard Mileage Rates

The rate for business miles driven is
55.5 cents per mile for 2012, unchanged
from the mid-year adjustment that
became effective on July 1, 2011.

Section 179 Expensing
For 2012 the maximum Section 179

expense deduction for equipment pur-
chases is $139,000 (down from $500,000
in 2011) of the first $560,000 (down from
$2 million in 2011) of business property
placed in service during the year.

Transportation Fringe Benefits
If you provide transportation fringe

benefits toyouremployees, for taxyears
beginning in 2012 the maximum

monthly limitation for transportation in
a commuter highway vehicle as well as
any transitpass is$125 (downfrom$230
in 2011). The monthly limitation for
qualified parking is $240 (up from $230
in 2011).
Work Opportunity Credit

The work opportunity credit has
been expanded to provide employers
with new incentives to hire certain
unemployed veterans. Businesses claim
the credit as part of the general business
credit and tax-exempt organizations
claim it against their payroll tax liability.
The credit is available for eligible unem-
ployed veterans who begin work on or
after November 22, 2011, and before
January 1, 2013.

While this checklist outlines impor-
tant tax changes already in place for
2012, additional changes in tax law are
more than likely to arise during the year
ahead.

Don't hesitate to call us, 610.948.7971,
if you want to get an early start on tax
planning for 2012.We're here tohelp!
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consultation with QuickBooks, Personal
Budgeting and Financial Strategies.

Denise E. (Brandt) Madeira, EA started
her practice in 1984 by helping small busi-
nesseswith their bookkeepingandaccount-
ing needs. Denise is the sole shareholder of
Main Street Tax &Accounting Services, Inc.
In 1988 she became recognized as an
Enrolled Agent after passing a challenging
IRS exam on all levels of taxation. One of
Denise’s goals forMain Street is to be a part
of her client’s professional team. Teamwork
is the #1 priority atMain Street!

Erica L. Lutz is an Associate of Main
Street and has been working here since
2006. Within one year Erica was preparing
taxes with the main goal of helping others.
She is currently attending Kaplan
University to obtain her Bachelor’s Degree
in Accounting. She is looking forward to
taking and passing the Registered Tax
Return Preparer Exam in order to become a
licensed Tax Professional.

The Tax Professionals at Main Street
have many education requirements in
order to maintain their professional status.
They attendvarious annual taxworkshops
and belong to organizations such as the
National Association of Tax Professionals

(NATP), National Association of Enrolled
Agents (NAEA), and the National Society
ofAccountants (NSA).Theseorganizations
give fantastic networking means along
with additional resources and education
equivalent to the larger accounting firms.

Main Street takes pride in being able to
serve their clients on an individual basis.
We continue to grow more and more each
day with a client database including
Individuals, Partnerships, Corporations,
Trusts, andNon-Profit Organizations.

Weareknownforourexcellent servicesas
well as a triple-cross checking technique to
make sure your tax return is prepared to the
best of our ability.We look forward tomeet-
ing you, so please call 610.488.0295 or email
info@mainstreettaxandaccounting.com to
schedule your tax appointment!
PHOENIX TAX CONSULTANTS, LLC
Phoenix Tax Consultants, LLC is one of

the Chester County’s leading tax advisors.
With over 1,500 clients, we are a respected
member of the community.Our full-service
firm serves both individuals and small
business. Our accountants and CPAs are
experts in federal, state, and local taxes.

(See “Buzz Around the Block” on page 19)
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REAL ESTATE LAW
By Andrew J. Monastra

As a part of a consent order, the Office of the
Comptroller of the Currency, the Office of
Thrift Supervision, and the Board ofGovernors
of the Federal Reserve System, fourteen

mortgage servicers and their affiliates are identifying customers
whowerepart of a foreclosure actionon theirprimary residence
during the period of January 1, 2009 to December 31, 2010.

Did Your Client
Receive an
Independent

Foreclosure Review
Letter?

HERE ARE
THE FACTS...

This reviewprovides homeowners an
opportunity to request an independent
review of their foreclosure process to see
if financial injury resulted from errors,
misrepresentations or other deficiencies
in the mortgage servicer’s foreclosure
process. If so, the homeowner may
receive compensation or some other
remedy toaddress theerrorsmade in the
foreclosureprocess. If your clientmet the
eligibility process, theywouldhave been
mailed a Request for Review Form
before the end of 2011 which must be
submitted beforeApril 30, 2012.

What constitutes a foreclosure action
between January 1, 2009 and December
31, 2010? The are several occurrences
that qualify: 1) propertywas sold due to
a foreclosure judgment; 2) the foreclo-
sure process began but stopped when
the borrower paid up the loan to date or
entered into a payment plan or other
modification program; 3) the foreclo-
sure process began, but the home was
short sold or gave a deed to the lender
in lieu of foreclosure; or 4) the foreclo-
sure process was initiated and the loan

(See “Real Estate Law” on page 20)
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All clients receive additional planning
tominimize taxes. Our pricing is compat-
ible with other national tax firms, while
offering the expertise usually only offered
by costly practices.

But we don’t just process tax returns—
we plan tax returns. That means our cus-
tomers leaveour officewithmore than just
completed tax paperwork, they get
tax strategies that help them maximize
their financial outcomes. Almost anyone
can complete tax forms (after lots of
headaches!), but not many tax services
take the time and care required to review
their clients’ expenses and deductions in a
way that translates into long-term tax sav-
ings.We do all of this at a reasonable price
in a hassle free environment. We are not a
chain tax service that is open threemonths
each year. Our staff includes wonderfully
qualified personnel with an average of
over a dozen years of experience.

The staff at Phoenix Tax Consultants are
sometimes referred to as "the tax tacklers,"
a slogan coined by owner and founder
Julia BrufkeWenger. Julia has been amem-
ber of the Phoenixville business communi-
tyandownedherpractice since1990. She is
a licensed accountant, tax and financial

planner, insurance advisor, and experi-
enced real estate investor and developer.
She is a graduate of Villanova University
(as are several other staff members) with a
degree in accounting. This business stands
apart from some of the other franchise
firms because the practice is owned and
operated by its founder and emphasizes
goodplanning. Julia takes a personal inter-
est in all of her clients and works closely
with her staff to tackle every return for the
best possible outcome!

For additional information, please
call 610.933.3507, and visit www.
taxtacklers.com.

REYNOLDS, PITTNER &
ASSOCIATES, LLC

Reynolds, Pittner&Associates, LLC is a
full service Certified Public Accounting
firm located in Pottstown. Our goal is to
provide high quality auditing, tax and
business consulting services in a timely,
cost effective manner. To achieve this goal
we have developed a team approach to
serving our clients.

Unlikemany large firmswho experience
frequent staffing changes, clients served by
Reynolds, Pittner &Associates, LLC can be

(See “Buzz Around the Block” on page 21)
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REAL ESTATE LAW
(Continued from page 18)

is still delinquent with no sheriff sale
yet. This foreclosure action must have
been initiated by a participating mort-
gage servicer.

Who are these participating ser-
vicers? They are many, but the more
popular servicers include Wells Fargo,
Washington Mutual, Wachovia
Mortgage, Sovereign Bank, PNC
Mortgage, National City Mortgage,
GMAC, Countrywide, Citibank, Chase,
Bank of America and Beneficial, to
name a few.

The review speaks of financial injury,
and follows are some examples of situa-
tions that may have led to financial
injury: 1) mortgage balance at the time
of the foreclosure action was more than
actually owed; 2) the mortgage modifi-
cation agreement was completely com-
plied with, yet the sale still occurred; 3)
the foreclosure action occurred while
the borrower was protected by the
bankruptcy; 4) the borrower submitted
the modification/assistance documents
on time andwerewaiting for a decision
when the sale occurred; 4) fees charged

ormortgagepaymentswere inaccurate-
ly calculated, processed or applied or 5)
the foreclosure action on a mortgage
that was obtained and foreclosed
against someone who was under the
protection of the ServiceMembers Civil
ReliefAct.

If the Review Letter is submitted, the
client will receive a letter within one
week from the independent review
administrator. If the administrator
determines that the client meets the eli-
gibility requirements, it will be
reviewed by an independent consult-
ant, and youwill ask for and be provid-
ed the relevant documents by the loan
servicer. This process will take several
months and the borrower will be noti-
fiedof the results and informationabout
possible compensation or other remedy.

If you or your clients wish additional
information, visit the Office of the
Comptroller of the Currency, the Board
of Governors of the Federal Reserve
System, the Prevent Loan Scams or the
Loan ScamAlert websites.
Andrew J. Monastra can be reached at
484.941.0912; www.monastralaw.com.



assured that from year to year, you will
interact with a core group of dedicated pro-
fessionals who understand your business
and the environment in which you operate.
Our ability to do this enables us to provide
our clients with quality services while also
building strong, personal relationships in
theprocess. This approachhas evolvedover
the years, and is the foundation of our firm.
We are committed to maintaining the pro-
fessionalism and personal service that our
clients have come to expect.
We provide a wide variety of services

including Audits, Reviews and
Compilations, Business and Individual
Tax Preparation and Planning,
Bookkeeping/QuickBooks Consulting
and Management Advisory Services.
For new businesses, we use our expert-
ise and years of experience to assist in
the establishment of sound internal con-
trols and accounting policies that allow
you to focus on the success of your busi-
ness. For established organizations, we
can assess your current internal control
and accounting systems and give rele-
vant, practical recommendations that
will streamline your accounting process
while improving your financial report-
ing systems.

We also provide general business advice
to our clients in the form of tax planning,
capital budgeting, analysis of financing
options andmore. In addition to ourmany
years of experience with a broad, diverse
clientele, we have developed strategic
alliances with other business and financial
professionals in the Delaware Valley. This,
along with our ability to leverage state of
the art technologies allows us to provide
timely solutions to clients of any size.

We are a peer-reviewed firm serving a
wide range of clients in both the private
and public sectors. Private sector clients
include those in the construction, retailing,
technology and service industries. Public
sector experience includes local govern-

ments, municipal authorities, volunteer
fire companies, public schools, and non-
profit entities.

For more information about how
Reynolds, Pittner & Associates, LLC can
help your business succeed, please contact
us at 610.326.6421 or visit our website at
www. Reynolds-Pittner.com.

Ruehle Bookkeeping &
Accounting Services, LLC

After an extensive and successful his-
tory in the multifaceted world of
finance, DorothyM. Ruehle is delighted
to finally have the privilege of serving
and knowing her clients on an individ-
ual basis with her bookkeeping and
accounting services. Believe it or not,
numbers are thrilling. But farmore grat-
ifying are the realized (financial) dreams
of her clients. This produces satisfaction
of a whole other sort, she says.

Since her early days as an Accounts
PayableClerk,Dorothy fostered thedream
of owning and operating her own private
accounting/bookkeeping firm. Thirty
years later, following a fulfilling career as
Chief Financial Officer, her dream is real-
ized. Now, she has the pleasure of helping
others realize their dreams. Large or small,
your financial matter is no challenge to
Ruehle Bookkeeping & Accounting
Services, LLC.

Relevant areas of expertise include: Tax
Preparation; 1099 Preparation; General
Ledger; Accounts Payable; Accounts
Receivable; Collections; Invoicing;
Financial Reports; Cash Management;
IncomeStatementAnalysis; Balance Sheet
Analysis; BankReconciliations; Employee
Benefits; Sales & Use Taxes; Workers
Compensation. For additional informa-
tion, please call 484.624.4994, and visit
www.ruehlebookkeping.com.
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LEADERSHIP AND SUCCESS
By Kenneth D. Richardson Ph.D., Redwood Enterprises

We’re all aware of how the age of digital technolo-
gy has changed the ways people do business, and
it’s incumbent upon anyone whowants to succeed
to keep up with change and be aware of techno-
logical innovations as they emerge. On the other

hand, many people have become so wrapped up in digital tech-
nology as the means of marketing and selling their products and
services, they neglect the most crucial component of success in
business— the ability to build and sustain personal relationships.

DEVELOPING
YOUR BUSINESS

TO BUSINESS
SALES SKILLS:
The Art of Cultivating

Relationships
“All things being equal, people will do business

with, and refer business to, those people
they know, like and trust.” – Bob Burg

Technology cannot
replace relationships

There appears to be a growing belief
among some people that you can create
short cuts to business success exclusively
through the use of digital technology. Case
in point—email “blasting.” There is no
shortage of individuals who believe that if
they can get a hold of your email address
and consistently bury you under an ava-
lanche of appeals for you to buy their serv-
ices, they stand a chance of winning you as
a client or customer.

In a similar vein, the proliferation of
“pop up ads,” that suddenly appear and
block your view of valued information is
yet another obnoxious Internet phenome-
non. In many cases, those that employ
these arrange for them to do battle with
you by having them reappear time and
again after you’ve closed them. I regard
these as the equivalent of attempting to
establish a business relationship with
someone by walking up to them and
smacking them in the face.

Inmany cases, approaches such as these
reduce the likelihood of people wanting to
do business with those that employ them.
Why? Because they communicate insensi-

tivity to the needs and interests of potential
buyers. They may create name recognition
and product awareness, but strictly in the
negative sense. I can’t imagine choosing to
do business with individuals who I don’t
know just because they continually flood
my inboxwith emails I don’t want, or gen-
erate “pop up ads” that interfere with my
access to information that Idowant. Sooner
or later (preferably sooner), I want to know
the person with whom I might (or might
not) want to do business.

This is why effective networking is so
essential to success— it provides opportu-
nities for the kind of face to face interaction
that it takes forpeople tocometoknowand
understand who you are in a personal
sense. The digital age fosters certain forms
of seclusion, some of which are destructive
to old fashioned, down home “getting to
know people.”

Establishing emotional
connections

If you want to build successful business
relationships with people, you’ve got to
express at least two things in dealing with
them: (1) a genuine respect for them as

(See “Leadership and Success” on page 24)
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persons; and (2) authentic concerns for
what their wants and needs are. These
are things that are best done in person,
and done in authentic and genuine
ways.Assimpleandobviousas thismay
seem to some of us, many people do fail
to understand these realities.

Skipping these two crucial steps and
proceeding directly to a sales pitch com-
municates arrogance as well as a com-
plete lack of concern for the party to
whom you are trying to sell. And yet
many people continue to apply such
arcane tactics, to the detriment of their
own success.
The first thing that potential

clients buy is you
A lot of people view business-to-

business salesasadomain inwhich logic
and rationality are the preeminent
forces.What is chronically underempha-
sized is the importanceofemotional con-
nections. Before any potential clients or
customers will seriously consider pur-
chasing your product or service, they
must firstwant to interactwith you. This
means that first impressions are crucial,
and these are developed very quickly
and on the basis of minimal information

A common mistake that many sales
peoplemake is attempting tomaneuver
their prospects into a buywithout estab-
lishing the proper relationship. They
immediately tout the virtues of their
product or service, and begin to list
rationales for why a prospect should
want to buy. Their failure to understand
why this approach rarely works speaks
volumes regarding their lack of “emo-
tional intelligence.”

The truth is that there is a buying-sell-
ing process that underlies business-to-
business sales and makes them work. It
starts however, not with dollars and
cents, but with an emotional connection
between thepersons involved.What fol-
lows is an overview of this process.
Although it can be acquired through
learning, it does not come automatically
for most people. Generally, its mastery
requires time, training, and coaching.
Some people never come to understand
it, for whatever reasons.

The buying-selling process
The reason for its name is that the

emphasis is on the potential buyer, or
prospect. It is theprospect’s interests that

(See “Leadership and Success” on page 26)
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PROVIDING 125 YEARS
OF SERVICE, MALVERN

FEDERAL SAVINGS BANK
HITS A MILESTONE IN 2012
This year is a time of celebration for

Malvern Federal Savings Bank, as 2012
marks the bank’s 125th anniversary.
While this is quite a note-worthy mile-
stone for Malvern Federal, it is a signifi-
cant accomplishment for any business,
indeed. The bank, which first opened its
doors in 1887, began as a single location
inMalvern. It has since transformed into
amainstay in the community, expanding
to eight state-of-the-art financial centers
spanning two counties and offering an
extensive range of financial services.

Malvern Federal is a fine example of
an organization that is dedicated to pro-
viding outstanding personal service
combinedwith the latest inbanking tech-
nology. This model has allowed it to
enduremanyyearsof success, asdemon-
strated by this landmark anniversary.
The bank’s willingness to benefit the
community that it serves is a lasting
mark that indicates not only the passion
and hard work of Malvern Federal’s
employees, but also the bank’s resiliency
to withstand the test of time as it has
served several generations from around
the area. To celebrate this special mile-
stone, Malvern Federal invites cus-
tomers, neighboring businesses and the
community at large to enjoy special
events, product promotions and free
giveaways the bank has planned
throughout 2012.

In conjunctionwith all of the other fes-
tivities commemorating the bank’s 125th
anniversary, Malvern Federal Savings
Bank and its employees have com-
menced on “125 Days of Sharing,” a

company-wide community service and
volunteer project that will last through
the end of 2012. The entire staff has
pledged to provide 125 days of commu-
nity service to non-profit organizations
within the communities in which the
bank’s employees either live or work.
The bank has partneredwith theChester
County Community Foundation to help
identify a variety of local nonprofit
organizations within close proximity to
the bank’s footprint. Upon completion of
their volunteer efforts at the end of 2012,
employees will be recognized during a
special ceremony.

Throughout its history, Malvern
Federal has made charitable contribu-
tions to local organizations as ameans of
givingback to the communities thathave
shown loyalty to the bank for decades. In
doing this, Malvern Federal has become
more than just a local bank, but one that
iswilling todemonstrate itsdedication to
the local community. In addition to “125
Days of Sharing,” Malvern Federal has
shown a longstanding commitment to
the community through its support and
involvement in a number of local events,
including the Berwyn Victory Run, Paoli
Blues Fest and Malvern’s Victorian
Christmas.

This year will mark the bank’s return
as title sponsor for the Berwyn Victory
Run, a5Krunwhich raisesmoney for the
Berwyn Veterans Memorial and annual-
ly draws hundreds of participants.
MalvernFederal has also servedas three-
timesponsor andhost ofPaoli BluesFest,

(See “Malvern Federal Savings Bank” on page 27)

(From left to right) Stephen P. Scartozzi, Board of Directors Malvern Federal Savings Bank;
F. Claire Hughes, JR, Chairman, Board of Directors Malvern Federal Savings Bank; Ronald
Anderson, President and CEO Malvern Federal Savings Bank; Richard J. Fuchs, Senior Vice
President of Operations Malvern Federal Savings Bank
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are the focus at all times, so it is really
about being of service. What makes it a
process is that it is an identifiable
sequence of interchanges that takes
place over time. If adhered to, it yields a
higher rate of successful sales closings
because thebuyer’s interests are consid-
ered at all times.
Carefully implementing the follow-

ing sequencewill lead tomorebusiness
through the cultivation of personal
relationships that focus on the needs
and interests of the buyer.Any benefits
to the seller are a by-product of this
process, which is as it should be. Note
however, that what follows is only an
overview. There are nuances and sub-
tleties that can only be mastered with
the help on an experienced trainer or
coach. That said, here’s the sequence:
Introduction: Initial contact— your

only chance tomake a first impression.
You must be interesting and appealing
to talk to.Also, keep inmind that most
decision makers are strapped for time
and work under stress, so you need to
be seen as a potential antidote for those
two unpleasant circumstances, not an
additional irritant.

Gaining favorable attention:OK, so
you’re interesting, refreshing, and
worth talking to. You’ve earned a little
of your prospect’s time.Nowyouneed
to build on that favorable first impres-
sion and establish that you are trust-
worthy, credible, and the kind of per-
son with whom they wouldn’t mind
discussing the issues and challenges
facing their business. At this point,
inquirewhether or not it’s ok for you to
share a little bit about yourself. If you
do get a “green light,” keep it brief and
make it relevant to the kinds of things
that are likely to concern them.
Remember, it’s still all about them, not
you.
Fact finding/determining wants and

needs: If things are going well (e.g.,
they’re not withholding their smile),
ask permission to inquire about to their
business. Decision makers love to talk
about their businesses, but only to the
right people. If they are willing, that
means that they see you as trustworthy
and potentially helpful. At this point,
effective questioning and empathic lis-
tening are crucial— these are acquired

(See “Leadership and Success” on page 28)

LEADERSHIP AND SUCCESS
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MALVERN FEDERAL SAVINGS BANK
(Continued from page 25)

an all-day street festival featuring live
music, performances and children’s
activities. During this October event, the
bank’s parking lot transforms into a
major stage for Blues bands and a venue
for kid-friendly entertainment. And for
several years the bank has been spread-
ing community cheer participating in
Malvern’s Victorian Christmas. Malvern
Federal most recently served as the pre-
senting sponsor of this holiday celebra-
tion and helped collect over 1,500
pounds in food donations for the
Chester County Food Bank.

“As we look back on the past 125
years, there is so much history and
accomplishment to be proud of,” said
Ron Anderson, president and CEO of
Malvern Federal Savings Bank. “We are
especially honored to have served the
surrounding communities for such an
extensive length of time and as we
embark on the next 125 years, we will
continue to serve clients and businesses
with the same dedication to providing a
rewarding banking experience. We look
forward to fulfilling our customers’
needs, not only as their bank, but as an
activemember of the community.”

For more than a century, Malvern
Federal has been a constant presence in
the area.MuchofMalvernFederal’s suc-
cess over thepast 125 years is due inpart
to three key objectives: understanding
the communities it serves; being knowl-
edgeable about and aiming to provide
the best and latest in product and service
offerings; and tuning in to what its cus-
tomers want and need.As an institution
rooted in the community, it is important
to the bank to hire and retain dedicated
employees who are committed to pro-
viding award-winning customer service.
In exchange, it is important to Malvern
Federal to consider the well-being of its
employees and customers at all times.
Malvern Federal’s strong commitment
to servingothers, combinedwith its abil-
ity to remain steadfast even in a down
economy, has not only helped the bank
to reach this milestone anniversary, but
has earned it an award-winning reputa-
tion spanning decades. Malvern Federal
welcomes everyone to join them in cele-
brating 125 years of serving the commu-
nities of Chester and Delaware counties.
For more information, please visit
www.malvernfederal.com.
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LEADERSHIP AND SUCCESS
(Continued from page 26)

skills that take practice and coaching to develop. At all
times thequestions should focuson their goals,meansby
which they might accomplish them, and possible obsta-
cles to their attainment. Listen far more than you talk.
Discussion of the fit between their issues and your offerings:

Note how late in the interchange this comes up. By now
you can sense whether or not there is a match between
their needs andwhat you have to sell. If there is, you can
convey this by reference back to the things they’ve
already defined as relevant to their concerns. Don’t be
surprised if youencounter objections at thisphase—they
are a common occurrence, even in successful sales. In
fact, these are often a sign that of serious consideration
and might very well indicate an interest in knowing
more about your product or service.

Closing/getting commitment:At somepoint you’vegot to
ask for the business, and how you do so does need to be
carefully considered. There is no “cookie cutter” method
for doing this, but it must be done strictly in regard to
solving their issues— as they (not you) see them.

Sticking to the process
Many people under-produce or even fail altogether

because violate the buying-selling process that places the
prospective client’s interests ahead of those of the seller.
Relationship based approaches to sales avoid reinforcing
the negative stereotypes that so many people associate
with poorly trained and unprofessional sales people.
Of course, the sequence I’ve discussed here assumes

that you’ve got a product or service that has intrinsic
value. The merit of your offerings is an entirely different
matter. My point is that business is and will continue to
be based on the all-important ability to develop and
maintain genuine positive relationships with people.

Following up
By theway, it’s always prudent tomaintain some type

of contactwith those towhomyouhave “helped to buy.”
One reason is that if you’ve really established a relation-
ship, you’ve made a friend. The sales process that suc-
cessful professionals use is not “hit and run”— it’s driv-
en by a genuine a genuine love of people anddesire to be
of service.
Other reasons revolve around inquiring about cus-

tomer satisfaction, aswell as exploring the possibilities of
repeat and referral business.

Personal growth as a
vehicle for business development

Asabusiness consultant and coach, I find that all busi-
nesses improvement requires personal growth. People
whocontinue todo things as theyalwayshavewill never
improve the results they get, and yet many refuse to
make the changes required to achievemore success.

The knowledge and the techniques for individuals to
implementand improve themselvesand their lot exist and
are available.What is in short supply is thewill to take the
steps required. On the other hand, what we’re talking
about here is the age-old problem of “The Road Less
Traveled.” which by definition, is not for themajority.
Dr. Richardson is the founder of Redwood Enterprises, a busi-
ness consulting, training, and executive coaching firm that spe-
cializes in helping business owners make sure that what they do
every day reflects their strategic plans. He is available for speak-
ing engagements on business related topics. Visit his company’s
website at www.redwood-enterprises.com.
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BayadaNurses is
NowBAYADAHome

Health Care
New identity reflects clearer mission focus

and depth of specialized services
amid growing demand for home health care
BayadaNurses, a leading provider of

home health care services to people of
all ages, changed to BAYADA Home
Health Care on January 17—the com-
pany’s 37th anniversary. The name has
changed to more clearly communicate
The BAYADA Way, the company’s
guiding philosophy, its broader special-
ty practices of Home Health, Adult
Nursing, Assistive Care, Pediatrics,
Hospice, Habilitation, and Staffing, and
its multidisciplinary team of home
health care professionals.
“I believe our name now reflects

what we do,” said Founder and

PresidentMarkBaiada. “Nurses are our
primary employees—about half our
workforce. But we also have home
health aides, speech pathologists, occu-
pational therapists, physical therapists,
social workers, support people, and a
large managerial staff ensuring our
clients receive excellent care. I want it to
be clear that we’re a team.”
What’s most important for Baiada is

that the team is made up of like-mind-
ed individuals with a commitment to
The BAYADA Way— the company’s
philosophy. “The BAYADA Way is at

(See “BAYADAHomeHealth Care” on page 31)
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LEGAL PERSPECTIVES
By Susan J. Vandegrift, Esq., Wolf, Baldwin & Associates, P.C.

In today’s world, divorce is unfortunately
commonplace. Especially as our population
ages, it is not uncommon for a spouse to pass
away in the middle of a divorce proceeding.

DEATH OF A
SPOUSE WHILE A
DIVORCE ACTION

IS PENDING

In 2004, our Pennsylvania Legislature
modified the Divorce Code to clarify this
unfortunate situation. The specific statute
is 23 Pa.C.S.§3323(d.1), which provides
that if a spouse dies during the pendency
of divorce proceedings, the economic
rights and obligations of the parties (aris-
ing by virtue of the marriage) shall be
determined pursuant to the Divorce
Code and not under the law relating to
decedents, estates and fiduciaries. In
short, theDivorceCodewill applywhere
no divorce decree has been entered yet
but the grounds for the divorce have
been established.

When we talk about “grounds” for a
divorce, we are referring to a legally cog-
nizable basis for divorce. When a divorce
action entails fault as a basis for the
divorce, then thegroundshavebeenestab-
lishedwhen the court makes findings that
the fault grounds have been proven. This
occurs after a hearing before a master or
judge. In the case of a no-fault divorce by
mutual consent, then the grounds are
established once both parties have filed
affidavits of consent (thereby agreeing to
be divorced). Where a divorce is based
upon a two-year separation and the mar-
riage is alleged to be irretrievably broken,
then the grounds have been established
where either an affidavit is filed and no
counter-affidavit is filed in response there-
to, or if a counter-affidavit has been filed,
the court finds that the parties in fact have
been separated for at least two years and
that themarriage is irretrievably broken.

If §3323(d.1) applies to bring the case
under the Divorce Code, the surviving
spouse and the decedent-spouse’s estate
will be subject to the laws pertaining to
equitable distribution and it is in that arena
and under those laws that the economic
rights and obligations of the parties will be
determined. If§3323(d.1)doesnotbring the
case under the ambit of the Divorce Code,
then estate law governs the passing of
property of the decedent-spouse. Thismay

ormay not benefit the surviving spouse.
In 2010, the Decedents, Estates and

FiduciariesCodewas amended in order to
make the law pertaining to decedents,
estates and fiduciaries consistent with the
DivorceCodeand§3323(d.1).Thatamend-
ment, found at 20 Pa.C.S.A. §2106(a)(2),
provides that a “spouse shall haveno right
or interest under this chapter in the real or
personal estateof theother spouse if: (i) the
other spouse dies domiciled in this
Commonwealth during the course of
divorce proceedings; (ii) no decree of
divorce has been entered pursuant to 23
Pa.C.S. §3323 (relating to decree of court);
and (iii) grounds have been established as
provided in 23 Pa.C.S. §3323(g).” Hence,
once the grounds for divorce are estab-
lished, the surviving spousehas no entitle-
ment to the estate of the decedent spouse
except whatever interest may be estab-
lished through the divorce proceedings.
There is an exception to this rule, namely,
where the decedent has manifested the
intention toprovide certainproperty to the
surviving spouse in spite of the establish-
ment of grounds or the existence of a
decree. This could be accomplished, for
instance, by express language in aWill.

Although it is natural for a spouse to
consider what would happen if his or her
partner passes away, it may not always be
an immediate concern when contemplat-
ing divorce. Nevertheless, since the issue
of whether “grounds for divorce” have
been established is so critical to the rights
of a divorcing spouse, the topic should be
discussed and explored with an attorney,
so that the best possible outcome can be
achieved.
Susan J. Vandegrift, Esquire is an associate in
the law firm of Wolf, Baldwin and Associates,
P.C. practicing primarily family law, and has
significant experience in civil litigation. The
firmhas offices inPottstown,WestChester, and
Reading. Ms. Vandegrift may be reached by
telephone at 610.323.7436 or by e-mail at svan-
degrift@wolfbaldwin.com.
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BAYADA HOME HEALTH CARE
(Continued from page 29)

the heart of everything we do,” says
Baiada. “It is the set of beliefs that
guide us in our daily interactions with
our clients, our community, and each
other and is something that really sets
us apart. I want tomake surewe build
and maintain a lasting legacy as the
world’s most compassionate and
trusted team of home health care pro-
fessionals.”
To better express the spirit that rep-

resents The BAYADAWay, the dove in
the logowas redesigned to incorporate
three ribbons: one for each of the com-
pany’s core values of compassion,
excellence, and reliability. In propor-
tion to the name in the logo, the new
dove is also larger thanbefore to reflect
a stronger spirit.
The company is evolving to meet

the increased demand for quality
health care in the home. The growing
demand for in-home care services was
validated in a recent surveyof 400 con-
sumers conducted byG-groupMarket
Research,NewYork,NY.Of those sur-
veyed, 85 percent of the people would
prefer to be cared for in their home as

they age. Additionally, 74 percent
believe that care in the home is the
most affordable type of care and 66
percent believe that care in the home is
the best care they can receive—far out-
weighing any other option including
care in an assisted living facility at 17
percent, care in a hospital at 11 percent,
care in a family member’s home at
four percent, or a nursing home care at
four percent.”
Founded in 1975 by J. Mark Baiada,
BAYADA Home Health Care provides
nursing, rehabilitative, therapeutic, hos-
pice, and assistive care services to children,
adults, and seniors in the comfort of their
homes. Headquartered in suburban
Philadelphia, BAYADA employs more
than 17,000 nurses, home health aides,
therapists, medical social workers, and
other home health care professionals who
serve their communities in 20 states and
India from more than 240 offices.

For more information,
visit www.bayada.com
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HOLLENBACHCONSTRUCTION
NAMESGLENNEBERSOLE

ASDIRECTOROF STRATEGIC
BUSINESS DEVELOPMENT

Hollenbach Construction, Inc., a
professional general contractor and
construction management organiza-
tion that develops and delivers
client-focused solutions to meet
facility needs, has named Glenn
Ebersole as its Director of Strategic
Business Development. Mr. Ebersole
will be in charge of providing leader-
ship in strategic business development and
marketing for the company.

“The addition of Glenn Ebersole to our
team further strengthens our ability to meet
the needs of our clients,” noted Tim Little,
President of Hollenbach Construction.
“Glenn is a multi-faceted professional, a
guide and facilitator and has a comprehen-
sive and strategic understanding of the busi-
ness development, marketing and sales that
will greatly benefit our clients, team mem-
bers andHollenbachConstruction.”

Before joining Hollenbach Construction,
Mr. Ebersole was the Director of Strategic
Marketing for LMAConsultingGroupwhere
he led the strategic marketing efforts. Prior to
that hewas the founder and chief executive of

J.G. Ebersole Associates, an inde-
pendent professional engineering,
marketing and project management
consulting firm where he provided
professional services as an Owner’s
Project Manager/Representative for
a diverse list of clients and projects
including several that received local,
regional and national recognition.

Mr. Ebersole has a Bachelor’s Degree in
Civil Engineering and a Master of
Engineering Degree in Engineering Science
from The Pennsylvania State University and
is a Registered Professional Engineer in PA,
MD, NJ, DE and VT. He and his wife Helen
live in Lancaster Township, PA.
ABOUT HOLLENBACH CONSTRUCTION
Since 1968, Hollenbach’s success has covered a
wide range of project types and complexities
including commercial, industrial and institutional.
The company offers construction management,
general contracting, design/build and develop-
ment services to fit a wide range of needs includ-
ing additions, renovations, and restorations to
existing structures as well as new construction on
multi-million dollar facilities. For additional infor-
mation on Hollenbach Construction, visit
www.Hollenbach.com or call 610.367.4200.

Glenn Ebersole

LOCAL LAW
FIRM TO

REMAIN IN
POTTSTOWN
Familymaintains

Borough presence for
over 100 years

Wolf, Baldwin&Associates, P.C. recent-
ly announced that theirnewoffice location
will be at 800 East High Street in
Pottstown. The firm, founded by Jack F.
Wolf, has been located on North Hanover
Street since 1973. BruceBaldwin joined the
firm in 1987. The new building will give
the firm approximately 50 percent more
office space.

“We are pleased and excited to
announce that our firm has secured a
building here in the Borough,” said Mr.
Wolf. “We engaged in an extensive search
throughout the surrounding area, but we
remain committed to the Borough.
Although it will take a significant amount
of work to refurbish our new home, our
hearts are in Pottstown andwewanted to
do our part for the economic revitalization
of theBorough.We look forward to restor-
ing the building to its former grandeur.”

Pottstown has been home to many
Wolf-family owned businesses since the
early 1900s, startingwithhis grandfather’s
scrap business. His uncles included a
lawyer, dentist, and a dry cleaner. Many
Pottstonianshave fondmemories of shop-
ping at his parents’ store, Wolf’s China
and Glass, on High Street. Mr. Wolf’s son,
Levi S.Wolf joined the firm in 1996.

“I see our purchase of this building as
another way of giving back to the com-
munity,” said Levi Wolf. “Keeping jobs in
the borough is important to its revitaliza-
tion, and important to us.” Wolf, Baldwin
currently employs 16 people.

The firm anticipates it will move to its
new location by summer 2012.

Wolf, Baldwin & Associates, P.C., is a
seven-attorney, general practice law firm,
with additional offices in Reading and
West Chester. The firm’s areas of practice
include Workers’ Compensation matters,
Business and Corporate Law, Estate
Planning, Administration and Probate,
Real Estate, Family LawandGeneral Civil
Litigation.



422business.com ROUTE 422 BUSINESS ADVISORFEBRUARY 2012 33



FEBRUARY 2012ROUTE 422 BUSINESS ADVISOR 422business.com 34

ADVERTISED SERVICES
DIRECTORY

(Continued from page 32)
MANUFACTURER
MAYER POLLOCK STEEL CORPORATION . . . . . . . . . . . . . . . . .10
MANUFACTURER/INDUSTRIAL
SUPERIOR TUBE . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .24
MARKETING / ADVERTISING
COMCAST SPOTLIGHT . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .51
KINETIC WEB SOLUTIONS . . . . . . . . . . . . . . . . . . . . . . . . . . . . .50
POTTSTOWN COMMUNITY TV . . . . . . . . . . . . . . . . . . . . . . . . .52
SK ADVERTISING & DESIGN . . . . . . . . . . . . . . . . . . . . . . . . . . .19
STYLISH IMAGES PHOTOGRAPHY . . . . . . . . . . . . . . . . . . . . . . .51
ZAP DIGITAL . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .27
ORGANIZATIONS
ROTARY CLUB INTERNATIONAL . . . . . . . . . . . . . . . . . . . . . . . .17
PAINTING CONTRACTOR
RPK PAINTING & PAPERING COMPANY, INC. . . . . . . . . . . . . .23
PAYROLL SERVICES / BOOKKEEPING SERVICES
EXPRESS DATA SYSTEMS, INC. . . . . . . . . . . . . . . . . . . . . . . . . .13
REAL ESTATE / FOR SALE/LEASE
BRODE & BROOKS, INC. REALTORS . . . . . . . . . . . . . . . . . . . . . .24
GLOCKER AND CO. INC. . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .29
HERB REAL ESTATE, INC. . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .49
RE/MAX DEBBIE SINGLETON . . . . . . . . . . . . . . . . . . . . . . . . . . .13
THE HANKIN GROUP . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .22
ZUBER COMMERCIAL REALTORS . . . . . . . . . . . . . . . . . . . . . . . .8
REAL ESTATE ATTORNEY
ANDREW J. MONASTRA, PC . . . . . . . . . . . . . . . . . . . . . . . . . . .17
RECREATION / ENTERTAINMENT
SUNNYBROOK BALLROOM . . . . . . . . . . . . . . . . . . . . . . . . . . . .50
RETAIL / SHOPPING
PLAZA & COURT AT KING OF PRUSSIA . . . . . . . . . . . . . . . . . .31
RETIREMENT COMMUNITY/
INDEPENDENT LIVING
CHESTNUT KNOLL . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .30
FREDERICK LIVING . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .28
MANATAWNY MANOR . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .53
SANATOGA COURT SENIOR LIVING . . . . . . . . . . . . . . . . . . . . .20
THE LUTHERAN HOME AT TOPTON . . . . . . . . . . . . . . . . . . . . .14
WALNUT WOODS OF BOYERTOWN . . . . . . . . . . . . . . . . . . . . .22
SECURITY SOLUTIONS
EXECUTIVE PROTECTIVE SERVICES . . . . . . . . . . . . . . . . . . . . . .21
STORAGE FACILITIES
B&S SELF STORAGE . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .20
TECHNOLOGY/ALARMS/SPRINKLERS/SECURITY
H&H SYSTEMS, INC. . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .5
TECHNOLOGY/COMMUNICATIONS
SCHULTZ TECHNOLOGY SOLUTIONS, LLC . . . . . . . . . . . . . . . .20
TRAVEL & AUTOMOTIVE SERVICES
AAA . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .12
WASTE REMOVAL
AJ BLOSENKSI, INC.TRASH & RECYCLING SERVICE . . . . . . . .49
WATER TREATMENT/CONDITIONING
SANATOGA WATER CONDITIONING . . . . . . . . . . . . . . . . . . . . .50
WATERPROOFING SERVICE
BASEMENT SERVICES 911 . . . . . . . . . . . . . . . . . . . . . . . . . . . .54

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 © 2012 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-cancellable. 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.

COVER STORY
(Continued from page 5)

technology, and everybody is current with
their qualifications.”

Schultz Technology Solutions offers var-
ious payment options for clients, based on
the need and circumstance. “Being a one-
stop shop, and trying to accommodate all
of our clients, you can call us as you need
us,” Schultz said. “We let people buy
blocks of time, orwedo contracts, depend-
ingon thespecificneedsofourclients.That
works out because some clients buyblocks
of time in advance, at a discounted rate,
and use that time as needed. Some clients
stick to a monthly charge for monitoring
and maintaining their servers, or they pay
a monthly fee when we come out and do
the work. And some people just call us
when they need us.”

Schultz Technology Solutions offers free
consultations, free network assessments,
and free phone assessments. “Whatever
their needs are, we’ll go out and do an
assessment and help them save money
and help them future-proof their technolo-
gy,” Schultz said.

Schultz expects his company’s customer
base and territory to expand in the coming
year, with one full-time staff person now
working out of White Plains, New York,
andseveralother clients requiring full-time
IT people in their offices, as well as a cou-
ple of national accounts for some nursing
home facilities. “I see some really good
growth this year,” Schultz said. “Especially
on the network side with virtualization—
Taking the server out of the client premises
and bringing it in to a remote location.
That’s where themarket is going now,” he
said. “Cloud-based and virtualization. The
tape backups are going away. Disaster
recovery has been huge and that market is
going forward, but virtualization is really
the key to making sure our clients are
growing, and we’re growing with our
clients.”

“And on the home side, there’s total
home control systems,” Schultz continued,
“where you can control your lights and
your heating from your iPad or your
Droid. With phones, everything’s going to
voiceover IP.”

The use of video in security is also con-
tinuing to increase. “You can see your
home or office from your phone or your
laptop or iPad, Schultz said. “That’s been
growing, as well as maintenance contracts
with clients, because sometimes they don’t
even want to pick up the phone. We have

enabling software where we can monitor
their computers or servers and in some
cases we fix it before they even know
there’s a problem.”

In addition to serving as CEO of his
growingbusiness, Schultz is a boardmem-
ber and very active participant in the
TriCounty Area Chamber of Commerce.
“I’ve been with the chamber since 2002,”
he said. “We really care about business-to-
business and the community, and that’s
why I’mhappy to be on the boardof direc-
tors. I really feel that we care. I think the
business community sees that. That’s why
we have such a great membership, and as
far as growing your business, I would tell
anybody to join, because it’s helped me
meet new clients, make new friends, net-
work with existing clients and existing
boardmembers, and really just helps bring
back to the community, creating and sus-
taining jobs, andmaking surewe’re giving
back to the community. So I love the
TriCountyArea Chamber,” he said.

Schultz Technology Solutions’ account
manager Carrie Robinson is a current par-
ticipant in the Tri County Leadership 2012
Class (please see profile on page 39).

Schultz points out that while it’s been a
challenge for all chambers to maintain
membership over the past couple of years
witha strugglingeconomy, thosebusiness-
es that have maintained their member-
ships are the backbone of the organization.
“All our board members feel strongly
about that and participate in events,”
Schultz said. “Youhave towork it a littlebit
too. You can’t just be a member, pay you
dues, and expect thousands of people to
come through your door. It doesn’t work
that way. Anything that’s going to work,
you have to put a little effort into it. So I
always tell people, if you want the cham-
ber to work for you, they are working for
you behind the scenes and you might not
realize it, but sponsor a breakfast. Sponsor
a coffee. Sponsor something. Get your
name out there and go to the networking
events, and you’ll see the fruits of your
labor.”

“I want to give kudos to my dedicated
staff,” Schultz said in closing. “The last
couple years have been tough for every
business and we’ve been chugging along
and working really hard. It’s a testament
not to me, but to my staff, that our clients
are all very happy. Theywork very hard to
make sure that happens.”

For more information,
please call 610.495.6204, and visit

www.techsolllc.com
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Baran Schultz,
Schultz Technology Solutions, LLC

Rick Storms, St. Pedro & Associates

BE SEEN. BE HEARD. BELONG.

CONNECT WITH YOUR
TRICOUNTY AREA CHAMBER:

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

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.

PRESIDENT’SMESSAGE –

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

Eileen Dautrich, President, eileen@tricountyareachamber.com
Jeff Dentler,Vice President of Finance, jeff@tricountyareachamber.com
Kitty Papp, Special Events Director, kitty@tricountyareachamber.com

Ashley Slaughter, Marketing and Communications Assistant,
ashley@tricountyareachamber.com

SPRING2012 –MAKINGAPOSITIVE IMPACT
This spring, the Chamber is working to help youmake a positive impact in 2012. Ourmain events have
been designed around leadership and community involvement. Here is a preview of what is coming up
over the next fewmonths. Stay tuned formore details. We hope youwill consider joining us for our

upcoming events andwill choose tomakemore of a positive impact.

ANNUAL DINNER
What the

2012 Presidential
Election means

to your Business?
TriCountyArea Chamber favorite

(We enjoyed his time with us so
much in November – We invited
him back!), Dr. G. Terry Madonna,
nationally recognized political poll-
ster / commentator and Director of
theCenter for Politics andPublicAffairs at Franklin andMarshall College,will talk
about how the 2012 presidential election could affect your business.

Not only dowe have a relevant and captivating speaker, but theAnnual Dinner
is our BIGGESTNETWORKINGEVENTOF THEYEAR!
Join us onThursday,May 10th, at RiverCrestGolf Club&Preserve.

Choosing to Make
a Positive Impact
OnMay4, 2012, theChamber

will be hosting a simulcast of
the 2012 Chick-fil-a Leadercast
taking place in Atlanta, GA.
Save the date for this FULL
DAY of motivation and leader-
ship development!

FEATURED SPEAKERS INCLUDE:
Angela Ahrendts, CEO, Burberry
Marcus Buckingham, Strength strategist,
best selling author and researcher
Ronald Fryer, Professor of economics at
Harvard University and CEO of The
Education Innovation Laboratory at Harvard
Sheena Iyengar, Author of The Art of
Choosing and professor of Columbia
Business School
Patrick Lencioni, Best-selling author and
president of The Table Group

John Maxwell, Leadership expert and
best-selling author of The 21 Irrefutable
Laws of Leadership
Urban Meyer, ESPN analyst and former
head football coach for the University of
Florida Gators
Soledad O’Brien, Anchor and special cor-
respondent for CNN
Andy Stanley, Best-selling leadership
author and communicator
Tim Tebow, NFL quarterback, Heisman
Trophy winner and best-selling author

CHICK-FIL-A LEADERCAST

MARCH MEMBERSHIP
BREAKFAST

From ABC – to your Bottom Line
Thursday, March 29, 2012

The Chamber is bringing you representa-
tives from the U.S. Chamber of Commerce
and a Small Business Expo. The TriCounty
Chamber wants you to get involved pro-
moting a pro-growth and pro-business
agenda. U.S. Chamber representatives will
give you the information you need to do
what you can in 2012 to help grow business
in the tri-county area.



Berks East Gymnastics
2490 Schuylkill Rd.
Parkerford, PA 19457
610.495.2214
www.berkseastgymnastics.com
Health Clubs / Fitness Centers / Gyms;
Non-Profit Organizations; Schools /
Colleges / Education; Youth Services
Berks East Gymnastics offer gymnastics and fit-
ness instruction for children ages 18 months
through college age; recreational through com-
petitive teams. They also offer field trips for day
care centers and gymnastics birthday parties.

JByrd Production
715 Isabella St.
Pottstown, PA 19464
610.718.8424
www.jbyrdproduction.com
Video Production Services
JByrd Production is a multimedia and visual com-
munications consultant business specializing in
providing integrative multimedia services, such
as: video production, photography, graphic
design, computer instruction, and more. The cus-
tomer's needs can be a one stop-shop experience,
providing them with a multitude of services to
visually enhance any project or presentation.

K. Hovnanian Homes
292 Fairfield Circle West
Royersford, PA 19468
610.792.3094
www.khov.com/providencecorner
Home Builders; Real Estate – Residential
K. Hovnanian Homes is a leading homebuilder in
Pennsylvania and New Jersey, constructing a new
collection of 121 distinctive 2-level townhomes in
Montgomery County's Upper Providence
Township. Every new town home includes 3 bed-
rooms, 2.5 baths, 2-car garages, a loft area, and
basements.

MyBusinessOnPage1.com
854 S. Keim St.
Pottstown, PA 19465
484.948.1363
www.mybusinessonpage1.com
Advertising Agencies; Business
Consultants; Internet Services; Marketing /
Market Research; Website Design
MyBusinessOnPage1.com helps small business
owners achieve higher levels of success by
applying online and mobile marketing concepts
to help them get found online, engage new
prospects on their terms, and continually and
automatically follow up with prospects and cus-
tomers.

Patriot Pest Solutions
204 Berkshire Lane
Royersford, PA 19468
610.489.5136
www.patriotpestsolutions.net
Pest Control Services
Patriot Pest Solutions is a local, family owned
business. They provide safe and effective solu-
tions for pest control, wild animal removal, and
bed bug infestations in both commercial and res-
idential settings. Patriot provides services with
integrity and dependability.

Sylvia Marketing & Public Relations
1200 E. High St., Suite 206
Pottstown, PA 19464
610.323.3500
www.sylviamarketing.com
Public Relations
Sylvia Marketing & Public Relations provides
strategic media coverage to help businesses gen-
erate more revenue, highlight key projects, or
gain public support and balanced press during
times of controversy or crisis.
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CHAMBER MEMBERSHIP

ANNIVERSARIES
(ACCORDING TO TCACC RECORDS)

HAPPY ANNIVERSARY to
the following Members:
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29Years
Ron Black Agency

26Years
Boyertown Museum
of Historic Vehicles

15Years
Family Services of

Montgomery County

10Years
Sovereign Center

5Years
Ursinus College

1Year
Graber Letterin', Inc.

Moriarty
Environmental
Solutions, Inc.

About All Floors
AdVantage Promotional

Advertising
Albitz Garage, Inc.

Appraisal
Services Group
Aqua America

Atris, Inc.
BCM Engineers
Best Principled
Solutions LLC
Boyertown

Publishing Co.
The Cinnamon Stick
Fox Rothschild LLP
Dr. Joel Fromer &
Dr. Ronald Gross

Genworth Financial
JL Machine & Tool, Inc.

LegalShield
MacKissic, Inc.
Mayer Pollock

Steel Corporation
John Middleton,

an Altria Company
Pottsgrove Metal

Finishers, Inc.
Quality Inn

The Salvation Army -
Pottstown

Sanatoga Ridge
Community, Inc.

Sigel Insurance Group
Spring Valley YMCA

Tri-County
Performing Arts Center /

Village Productions
A. Weitzenkorn’s

Sons, Inc.

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

36

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

JOIN THE CHAMBER AND EXPERIENCE
THE POWER OF THE NETWORK!

Be a part of our NETWORK and take advantage of all the BENEFITS we have to offer!
For more info on Membership, call 610.326.2900 or visit us on the web at tricountyareachamber.com to APPLY ONLINE!

“Being aMember of the Chamber allowsme
the opportunity tomeet people from all professions

that I normally would notmeet inmy
normal course of business.” – Susan Umstead, 1031 Corp.

WELCOME
NEWMEMBERS!
Look who’s joined us… The following businesses have invested
in YOURChamber.When purchasing goods or services please

keep these businesses as well as other TriCounty Area Chamber of Commerce
Members in mind whenAlways BuyingChamber.

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.

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

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

for their success. Contact Kitty Papp at 610.326.2900 or kitty@tricountyareachamber.com

A.D. Moyer Lumber
& Hardware, Inc.

Owen J. Roberts
School District

34 Years
&
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EVENTS

TE
A

R
TH

IS
PA

G
E

O
U

T
A

N
D

K
EE

P
FO

R
Y

O
U

R
RE

CO
RD

S

BE SEEN. BE HEARD. BELONG.

EVENTS
Thurs., Feb. 2 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., Feb. 21 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

NETWORKING
Tues., Feb. 7 WOW LUNCHEON
11:30 AM– 1:30 PM Copperfield Inn at Lakeside, 594 W. Ridge Pike, Limerick, PA 19468

Kayte Connelly, Best Principled Solutions LLC, will be discussing the topic
of “Women in Community Leadership: Understanding the Glass Cliff”.
Identifypotential glass cliffswhereyoumayhavea chance to shine, anddis-
cover your gift of leadership for a community organization by asking the
right questions.
Members only; $28 per Member prepaid; $36 per Member invoiced

Thurs., Feb. 23 SEMINAR – EMPLOYEE HEALTH
8 – 10 AM

Irene Shetron, PublicHealth Educator, Chester CountyHealthDepartment,
and Dave Kraybill, Executive Director of Pottstown Area Health and
WellnessFoundation,willpresenton the topicofEmployeeHealthandwhy
it is important to areabusinesses, encouraging themtodevelopwellness ini-
tiatives.
$25 per Member; $35 per non-member

Tues., Feb. 28 BUSINESS CARD EXCHANGE
8 – 10 AM COSTCO, 14 W. Lightcap Rd, Pottstown , PA 19464

Although this event typically takes place in the evening, you can expect all
the same great networking opportunities and refreshments at this special
morning version of the Business Card Exchange.
Members only; No charge
Sponsored By:COSTCO

SAVE THE DATES
Thurs.,Mar. 29 MEMBERSHIP BREAKFAST
7 – 9 AM Spring Ford Country Club, 48 Country Club Rd.,

Royersford, PA 19468
In partnership with SCORE, the Chamber is bringing in representatives
from the U.S. Chamber of Commerce to give you the information you will
need to advocate for a pro-business agenda in 2012. There will also be a
Small Business Expo at thisMarch event.
$25 per Member prepaid; $30 per Member invoiced; $50 per non-member

Tues.,Mar. 13 POWER NETWORKING LUNCHEON
11:30 AM– 1:30 PM The Loft at Limerick Golf Club, 765 N. Lewis Rd., Limerick, PA 19468

Looking to gain business contacts andpromote yourproducts and services?
This is your chance to NETWORK full speed ahead. Bring plenty of busi-
ness cards as this new format of SPEEDNETWORKINGwill allow you to
rotate from table to table and give your elevator speech one-on-one to other
ChamberMembersmaking business contacts and exchanging information.
Limited to 2 Members per company. $15 per Member; Member’s only

Thurs.,Mar. 15 WOW LUNCHEON – PARTNERING WITH SHRM
11:30 AM– 1:30 PM Brookside Country Club, Prospect and Adams Streets,

Pottstown, PA 19464
Jonathan Segal, Partner, Duane Morris LLP, will present “Dancing on the
Edge of a Volcano: SocialMedia”.
Members only; $28 per Member prepaid; $36 per Member invoiced
Sponsored By: PottstownMemorialMedical Center

Tues., Apr. 17 WOW BREAKFAST
8 – 10 AM Last Call by Neiman Marcus, Philadelphia Premium Outlets,

18 Lightcap Rd., Suite 753, Pottstown, PA 19464
Women’s advocate Karen Varkony, writer/speaker, will discuss the topic
“Power ofWomen”.
Members only; $28 per Member prepaid; $36 per Member invoiced
Sponsored By: Schultz Technology Solutions, LLC

Fri., May 4 CHICK-FIL-A LEADERCAST
8 AM– 5 PM Location TBD

Save the date for this FULL DAY of motivation and leadership develop-
ment. This event includes speakers such as Patrick Lencioni, best-selling
author and president of the Table Group; SoledadO’Brien, anchor and spe-
cial correspondent for CNN; John Maxwell, author of The 21 Irrefutable
Laws of Leadership; andmanymore.

Tues.,May 15 WOW LUNCHEON
11:30 AM– 1:30 PM Spring Ford Country Club, 48 Country Club Rd.,

Royersford, PA 19468
Presentation byDr. Carol Cola, Dermatologist.
Members only; $28 per Member prepaid; $36 per Member invoiced
Sponsored By: PottstownMemorialMedical Center

Thurs.,May 10 ANNUAL DINNER
RiverCrest Golf Club & Preserve, 100 Golf Club Dr., Phoenixville, PA 19460
Dr.G.TerryMadonnanationally recognizedpolitical pollster/commentator
and Director of the Center for Politics and Public Affairs at Franklin and
Marshall College, will talk about how the 2012 presidential election could
affect your business.
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Register today; connect tomorrow. Visit tricountyareachamber.com or call 610.326.5158.

Call Kitty Papp,
Special Events

Director, for more
information or to
sponsor an event.

610.326.2900

*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.

Time
change

Time
change

SUPPORT SEPAC!
2012 is an important election year. With

anti-business forces spending millions of dol-
lars each election cycle supporting their candi-
dates and their agenda, the future of business
in this region, and its ability togrowandmain-
tain the local economy are at stake.

The mission of SEPAC is to support pro-
business candidates with their election or re-
election efforts. The Chamber’s Government
AffairsCommitteeandstaffdoanexcellent job
of developing a policy agenda and delivering
thatmessage to the state legislative delegation
and other key decision makers. However,
campaign contributions can make significant

difference in elections, and gives the financial
help that pro-business candidates need to sur-
vive during tough political campaigns.

Thus, your support of SEPAC this yearwill
work to make sure that pro-jobs, pro-growth
legislators are there to hear the Chamber’s
message by targeting contributions to those
elected officials who best meet the business
communities’ legislative goals.

SEPAC and the Chamber will keep you
informed of several upcoming fundraisers
for the PAC and please feel free to donate
at any time by contacting Alex Rahn at
717-236-2050 or arahn@wannerassoc.com.



WINTER
CONSIGNMENT TICKETS
Discounted tickets are available for all

Chamber Members to the following winter
area attractions. Don’t forget that all
employees of aChamberMember company
are also Chamber Members! Contact Jeff at
jeff@tricountyareachamber.com or call
610.326.2900 formore information.

Carmike – Chamber Price: $75.00; Gate Price:
$100.00

Movie Tavern – Chamber Price: $63.50; Gate Price:
$95.00

Regal – Chamber Price: $69.00; Gate Price: $110.00
Adventure Aquarium (NJ) – Chamber Price: Adult

$18.50, Child (2-12) $14.50; Gate Price: Adult $22.95,
Child (2-12) $17.95

Bear Creek – Chamber Price: Weekday (non-holi-
day) $30.50, Evening (4-10 PM) $22.50; Gate Price:
Weekday (non-holiday) $ 47.00, Evening (4-10 PM)
$34.00

Cambelback – Chamber Price: Weekend/Holiday
$51.00, Midweek (non-holiday) $41.50; Gate Price:
Weekend/Holiday $59.00, Midweek (non-holiday)
$49.00

Jack Frost Big Boulder – Chamber Price: Adult
Midweek (16+) $36.00, Adult Weekend (16+) $42.50,
Adult Holiday (16+) $47.50, Youth Midweek (5-15)
$32.00, Youth Weekend (5-15) $34.00, Youth Holiday
(5-15) $39.00, Night Anytime (all ages) $25.50; Gate
Price: Adult Midweek (16+) $44.00, Adult Weekend
(16+) $50.00, Adult Holiday (16+) $52.00, Youth
Midweek (5-15) $33.00, Youth Weekend (5-15)
$40.00, Youth Holiday (5-15) $42.00, Night Anytime
(all ages) $28.00

National Aquarium – Chamber Price: Adult (12-59)
$23.50, Child (3-11) $18.00, Senior (60+) $22.00,
Military $20.00; Gate Price: Adult $29.95, Child (3-11)
$24.95, Senior (60+) $28.95

SUPPORT
LOCAL BUSINESS

To get themost out of your Chamber
membership remember yourABC’s

–ALWAYS BUYCHAMBER.
There is no better way to help our community grow

than by supporting each other. Always Buy Chamber
is here to help Chamber Members save money while
supporting other Chamber Members’ businesses and
services. The Chamber’s networking events are the
perfect time to create these win-win business scenar-
ios because when you support local businesses, they
reciprocate the support. Don’t forget about the
Business Directory at www.tricountyareachamber.com
to find over 500 businesses to choose from for all of
your business and personal needs.

COUPONS
Visit the Business Directory at

tricountyareachamber.com to get
coupons to Chamber Member businesses.

Just enter the word coupon in the
Business Name search box and

click the “Search!” button.
If you would like to offer a coupon, please visit

the Members Only tab at tricountyareachamber.com
to create your own. Coupons can be made available
to the general public (Public Coupons) or can be
restricted to fellow Chamber Members (Member-to-
Member Coupons).

RESUME SERVICE
The Chamber’s RESUME SERVICE allows job seekers

to submit their resume to the Chamber, where it will be
summarized in a listing that will be included right here
in the Route 422 Business Advisor. This same informa-
tion will be shared at our Chamber Membership
Breakfast (held every other month). Chamber Member
companies may then request copies of resumes that
are of interest. This month’s resumes include –
Program Administration/Project Management/Event
Coordination (1); Tax Accountant (1); Marketing
Communications&Operations (1); FinanceProfessional (1)

JOB POSTINGS
Job Postings is one of the Chamber’s newest web-

site features! You can post your company's job open-
ings on our website FREE for 30 days. Chamber
Members just need to provide the details for the job
posting and who the job seekers should contact and
send those details to Jeff at jeff@tricountyareacham-
ber.com. It’s that easy!

INTERNSHIPS AVAILABLE
Looking for Course Credit and
Hands-On Business Experience?
The Chamber is currently accepting resumes for

internships 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 stu-
dent’s school with evaluations if they are receiving
course credit. A previous 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.

NEWSMAGAZINE INSERT
SPONSOR

Each month Member busi-
nesses are sent the Chamber's
official newsmagazine, Route
422 Business Advisor, reach-
ing nearly 1,000 Chamber
Member representatives. As a

sponsor, 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 Kitty Papp at kitty@tri-
countyareachamber.com or call 610.326.2900.

COFFEE SPONSORS
Place your promotional materials on the

Chamber’s coffee carts throughout the Chamber’s
Conference Center for visitors to view. The spon-
sorship opportunity is available every month for
$50. If you are interested in being a coffee
sponsor in 2012, contact Kitty at kitty@
tricountyareachamber.com or call 610.326.5158.

Still Available for Coffee Sponsorship in the
2011-2012 Program Year: May 2012 & June 2012

EMAIL MARKETING
Showcase your business to the Chamber

Membership by reaching them through the
Chamber’s email correspondence.

The Chamber sends
out emails at least
twice a month to the
Membership and is
now offering Chamber
Members the option
of a monthly sponsor-
ship of two separate
emails. Emails to the
membership typically
cover upcoming
Chamber events, local
government issues
related to business,
and other opportuni-
ties that the Chamber has to offer and will now
include your company’s message.

The cost to take advantage of this visibility to over
1,000 recipients of this email is $50 per month.

If you are interested in sponsoring a month, please
contact Ashley at ashley@tricountyareachamber.com
or call 610.326.2900.

Still Available for Email Sponsorship in the
2011-2012 Program Year: April 2012 & June 2012

ENHANCE YOUR LISTING IN
THE CHAMBER’S WEBSITE DIRECTORY

Make your business stand out with an enhanced
listing in the online directory. An enhanced listing is
an affordable way you can increase your online direc-
tory referrals up to 150%. Features may include
your logo, color, a highlighted box, and up to 25
words of descriptive text. If your business appears in
multiple categories, all the listings will be enhanced.

Listing upgrades are unlimited, so every member
can enhance their listing!

Bronze – $50 per Year: Website Link

Silver – $75 per Year: Business Description, Email
Link, and Website Link

Gold – $100 per Year: Logo/Image, Map Link,
Business Description, Email Link, and Website Link

Platinum – $125 per Year: Highlighted box with
colored background, Logo/Image, Map Link,
Business Description, Email Link, and Website Link

For more information about enhancing your listing in the Chamber’s website directory or
any other website sponsorship opportunities on tricountyareachamber.com, please email

Jeff Dentler at jeff@tricountyareachamber.com or call 610.326.2900.

OPPORTUNITIES TO
SHOWCASE YOUR BUSINESS

MOBILE APP BANNER SPONSOR
Weknowhowbusyyouare!That iswhywehave

recently launched theChamber’sMobileApp. Now
youcanstaycurrentwitheverything that isgoingon
at the Chamber and take care of some of your
Chamber business allONTHEGO!

• Find Members in the Chamber’s directory
• Search and register for Events

• Stay up to date on
community events and News

• Search and review the latest Chamber News
The TriCounty Area Chamber of Commerce Mobile App is free

to users, and available on iPhone, iPad, Android, and Blackberry
platforms. To download, visit the Chamber’s website –
http://web.tricountyareachamber.com/mobile using your
smartphone or mobile device.

PLACE A BANNER ON THE HOMEPAGE
OF THE NEW MOBILE APP

Capitalize on this new technology by sponsoring the
TriCounty Area Chamber’s NEW Mobile App.

Mobile App Sponsorship Includes:
• Company Logo on Home Page of App (5 total in rotation)

• Link to your Website
The cost of this new opportunity is $50 per month. Contact Jeff at jeff@tricountyareachamber.com or

call 610.326.2900 to take advantage of this new way to showcase your business.
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BBEECCAAUUSSEE  YYOOUU  BBeelloonngg…… MMEEMMBBEERR  BBEENNEEFFIITTSS  
MEMBER BENEFIT OPPORTUNITIES TO HELP YOU PROMOTE YOUR BUSINESS:

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

FEATURED 
MEMBER
BENEFIT
OF THE MONTH

Monthly Sponsorship 
of Email Includes:

• Included in two 
separate emails in 
one month

• Your Company
Information located 
in the top half of 
the email

• Company Logo
• 75 Word Teaser 
• Link to Website

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

TRICOUNTY AREA CHAMBER OF COMMERCE FOUNDATION

LEADERSHIP UPDATE
In December, the Leadership Tri-County Class of 2012

spent the day visiting different health and human services
organizations in the tri-county area.  First stop was the
Pottstown Memorial Medical Center, where the class was
presented with the information about the hospital and the
services they provide by the CEO, Sharif Omar.  Next, the
class toured the new building of the Pottstown Cluster of
Religious Communities and heard about the organization
from Barbara Wilhelmy, Executive Director.  The class
headed back to the Chamber for more presentations by
area non-profits who are in need of board members.
Lastly, the class traveled to the Pottstown Salvation Army
where they were given a presentation by Major Carole
Honsberger and volunteered time sorting cans for holiday
meals.  The Leadership Tri-County Class was able to learn
extensively about the health and human services available
to residents in the tri-county area.

Stay tuned to future issues of the Route 422 Business
Advisor for more updates on the Leadership Tri-County
Class of 2012. 

The Class of 2012 is sponsored by

Tri-County Area Class of 2012 helps out at the Salvation Army
before the holidays.

MEET ASHLEY AND CARRIE,
MEMBERS OF LEADERSHIP 
TRI-COUNTY CLASS OF 2012

Leadership Tri-County is administered
through the TriCounty Area Chamber of
Commerce Foundation, Inc.  Since its incep-
tion in 1993, the program has PREPARED
more than 100 community members for
leadership positions in the tri-county area.

Ashley Slaughter, Marketing and
Communications, TriCounty Area
Chamber of Commerce, has only
lived and worked in the tri-county
area one short year.  Ashley has been
married to her husband Josh for
almost 3 years and enjoys reading,
exercising, healthy living, and her sec-
ond part-time job with Epic Church as
Hospitality Director.  

Ashley holds a B.A. in Communication from Oakland
University and is looking forward to working on her
Masters in Theological Studies at Palmer Seminary this
coming year.  Ashley’s business role model is Bill Hybels.
She likes how he gave up an opportunity to run a large
family company to plant a church and used his skills in
business to grow the church and reach tens of thousands
of people in the Chicago area by thinking expansively,
leading people, and not being afraid to take risks.

Ashley’s involvement with the Chamber has been
mostly work related, but she is enjoying the relationships
she is building with members of the Leadership class.
Ashley works as the Marketing and Communications
Assistant at the Chamber.  Some of the roles she takes on
at the Chamber are writing articles for the Chamber’s
newsmagazine, emails to the Membership, and creating
flyers and other graphics related to Chamber events.

As a new resident of Pottstown and employee of the
Chamber, Ashley feels that it is beneficial to participate
in Leadership Tri-County because the program will
allow her to better get to know the community that she
lives in.  “I am most looking forward to the session on
education because of my past teaching experience and
also because of the project with the Pottstown School
District that I am currently working on with several
members of the Leadership class.  I see some really pos-
itive things going on in Pottstown and I am very moti-
vated,” said Ashley.

Carrie Robinson, Account
Manager for Schultz Technology
Solutions, LLC, has lived and
worked in the tri-county area for 15
years.  Carrie lives with her hus-
band, Ed, and two children, Olivia,
13, and John, 10.  She enjoys cooking,
traveling, attending all of her daugh-

ter’s competitions as part of the Pottsgrove Marching
Band, spending quality time with her family, and
watching her son play Dek Hockey with the local PAL
organization!
Carrie attended Johnson and Wales University

where she studied Culinary Arts.  Although she is
now an account manager, Carrie was a chef at the
Desmond Hotel in Malvern for 13 years before she
found her way to Shultz.  Carrie’s business role mod-
els are her parents, Phil and Cheryl Cummins. They
taught her that everything is achievable and it is
important to be yourself.  Her favorite quote by Robert
Collier reflects these values, “Success is the sum of
small efforts, repeated day in and day out.”
Carrie’s business philosophy is to be an enthusias-

tic, goal-oriented sales professional, focusing always
on the client’s needs and objectives.   “I will always go
the extra mile, to insure they are happy,” said Carrie.
Involvement in the community is something Carrie

cares about deeply.  Carrie is on the Freedom Valley
YMCA Pottstown Advisory Board and she supports
the Pottsgrove Marching Band, Relay for Life, Bark for
Life, as well as PAL Dek Hockey.
Carrie feels it is important to take part in the

Leadership Tri-County program to not only gain an
understanding of the communities needs, but also to
become a stronger leader in the community.  She can’t
wait to meet and work with the owners of the sur-
rounding area businesses, as well as gain a better
understanding of all of the communities in the tri-
county area. This includes learning about the area
non-profits and all the services that they provide.  “I
am looking forward to working with my classmates,
Valerie and Chris, on the Salvation Army Project to
raise awareness of all the services that they provide for
the community.” 

Ashley Slaughter

Carrie Robinson

Keeping state and federal labor law posters updated
and compliant has never been more burdensome for
employers. That is why the TriCounty Area Chamber of
Commerce has come to the rescue!  

We are pleased to announce the re-launch of our
Chamber Compliance Store to assist you in meeting safe-
ty and HR obligations as an employer.  In our Chamber
Compliance Store, you get VERY special,  Member only
discounts on a wide range of products including labor
law posters with update service, first aid products, written
safety plans, ADA signs and harassment prevention train-
ing, to name a few.

A mandatory change to a federal posting as of April 30,
2012 will mean that your posters will likely need updat-
ing. The new NLRA notice is a mandatory posting for
nearly all employers. More additional mandatory poster
updates are coming in 2012.  It is insane to expect
employers without a full time compliance officer to keep
up with all the changes, much less to keep buying new
posters every time there in an update!  

We wanted a solution that gives Members total peace
of mind that posters are ALWAYS COMPLIANT without
having to track changes and continually buy new posters.
We have that solution for you! It is the automatic e-
update service which is included at no extra charge when
you purchase your 2012 Worry-Free Poster Solution™
through our Chamber Compliance Store. We are delight-
ed to be providing this vital resource to our Members!

To order simply visit www.tricountyposters.com 
or call 484.323.1114

TriCounty Area
Chamber 

of Commerce
Lightens 

Your Labor 
Law Load!
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The panel touched on a disparity of
opinions in the client survey when it came
to how people perceived the health of the
global economy versus the local economy.
Menaldino told attendees that news tends
to have an international bias when looking
at the state of the economy, current events
such as the civil disobedience in the Middle
East, the tsunami in Japan, and the debt cri-
sis in Europe have had an effect on how the
global economy is perceived. Consumers
on the other hand tend to look at the cost of
goods such as food and oil.  People have
seen more disposable income and therefore
may see the local or national economy in a
better state than it is globally.

Another issue that came up in this client
survey was what investments respondents
thought would yield the greatest return in
2012.  Most clients said stocks, followed by
fixed income and precious metals, then real
estate and cash.  Hess told attendees that
because of the uncertainty and fragility in
today’s market keeping a close edge and
diversification will keep investments well
protected.

The panel also commented on the effect
they thought the Presidential elections
would have on the economy.  Menaldino
said that historically, pre-election and elec-
tion year are the best for the economy, so he
is anticipating this year to be better than the
previous.

When asked about their predictions
about oil prices, the panel said that they
believe oil prices will be maintained at
$3.00 to $3.50 per gallon in 2012, which is
not an increase from 2011. However,
Menaldino pointed out that when gas
prices do go up it leads to innovation in
other markets such as solar and natural gas,
which can also be good for the economy.

The panel also made predictions
about taxes.  According to the client sur-
vey, 98% of respondents think that taxes
will go up this year.  Hess talked about
the problems that states and the nation-
al government are having with pension
liabilities and other entitlements such as
Medicare and Medicaid.  He said some-
thing will need to be done whether it is
an increase in local and state tax, cutting
benefits or possibly some sort of value
added tax.  

This event was sponsored by Main Line
Financial Advisors, Schultz Technology
Solutions, and WBZH –1370.  Thank you for
your support and the success of this event.

The Chamber would also like to thank
its newest Members: Finesse 4 You, JByrd
Production, Patriot Pest Solutions, and
Reflections News Magazine.

The next Membership Breakfast will
take place in March at Spring Ford
Country Club. Stay tuned for more
details. 

ECONOMIC FORECAST
BREAKFAST

On January 5, 2012, Chamber Members gathered at the Copperfield Inn at Lakeside for the Chamber’s
Annual Economic Forecast Breakfast.  Brian R. Hess, Senior Research Analyst for Brandywine Global’s
Fixed Income team, and Derek Menaldino, Chief Investment Officer of Main Line Financial Advisors, 
participated in a panel discussion
led by Al Matarazzo, Main Line
Financial Advisors. The panel 
discussion was created around the
findings of a client survey by Main
Line Financial. The panel shared
their insights of national and inter-
national economics and politics as
they apply to the tri-county area.

New Members from left to right: Howard Scott, Reflections News Magazine; Terry Miller, Finesse 4
You; Carla Blumenfeld, Finesse 4 You; James Harrison, Patriot Pest Solutions; Judith Williams, JByrd
Production

Presenters from left to right: Derek Menaldino, Chief Investment Officer of Main Line Financial
Advisors; Al Matarazzo, Main Line Financial Advisors; Brian R. Hess, Senior Research Analyst for
Brandywine Global’s Fixed Income team

Student “company” members take a short break
from their PFEW projects. 

YOUNG ADULTS
LEARN ABOUT

BUSINESS
In an election year when there is so much

concern about the ongoing problems with the
economy, have you ever wondered how our
young people learn about the world of busi-
ness? You might be inclined to think that 
kind of education would be happening in our 
elementary or secondary schools. Alas,
Pennsylvania does not require even a basic
course in economics as a prerequisite to high
school graduation, nor does it even test our
students on their knowledge about economics
before they enter the workforce. It’s not sur-
prising that many young people in our state
have virtually no knowledge of what it takes
to run a business and, even more importantly,
what it takes to create and maintain a “busi-
ness-friendly” environment in our state. 

Thirty-three years ago the business com-
munity of Pennsylvania decided to take the
matter in their own hands. In 1979, a mar-
velously innovative program was born to
teach our young people (juniors and seniors
in high school) about those issues that face
business people every day. Pennsylvania Free
Enterprise Week (PFEW), internationally-
acclaimed for its excellence, now annually
graduates approximately 1,500 students with
a vastly improved understanding of free mar-
ket economics and how economic opportuni-
ty is so integrally tied to personal freedom.  

With our country emerging from one of the
most difficult recessions since the great
depression, teaching young people to under-
stand and cherish our private enterprise sys-
tem has never been so critical. Said John
Trombetta, president & CEO of the
Foundation for Free Enterprise Education that
presents PFEW each year, “Young adults today
are frequently off-balance and uncertain about their
futures given the huge challenges they hear and
read about that are facing American companies.
Helping them regain faith in the entrepreneurial
spirit in America by understanding 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 trans-
forms their attitudes 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” 

(See “PFEW” on page 42)
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DECEMBER WOW LUNCHEON
On December 15, 2011, WOW attendees
gathered at Brookside Country Club 
to hear Dr. Karen A. Stout, President 
of Montgomery County Community
College speak.  Dr. Stout discussed “The
‘Deliberate Practice’ of Professional
Development”.  Attendees were able to

learn the importance of attending to their own professional development.
She helped attendees realize what professional development opportunities
they were already participating in and what to plan for in the future.  
Dr. Stout’s presentation was based on the book “Talent is Overrated: What
Really Separates World-Class Performers from Everybody Else”.  

MORE UPCOMING WOW EVENTS
March 15, 2012

Location: Brookside Country Club
Speaker: Jonathan Segal, Partner,

Duane Morris LLP – “Dancing on the
Edge of a Volcano” Partnering with

Greater Pottstown SHRM

April 17, 2012 (Breakfast)
Location: Last Call by Neiman Marcus

Speaker: Pam Varkony – 
“Power of Women”

May 15, 2012
Location: 

Spring Ford Country Club
Speaker: Dr. Carol Cola,

Dermatologist

June 19, 2012
Location: Frederick 

Mennonite Community
Speaker: TBD

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

FEBRUARY WOW LUNCHEON
The next WOW Luncheon will take place on Tuesday, February 7, 2012

from 11:30 AM to 1:30 PM atCopperfield Inn at Lakeside, 594 W. Ridge Pike,
Limerick, PA 19468.  Kayte Connelly, Best Principled Solutions, will be 
discussing the topic of “Women in Community Leadership: Understanding
the Glass Cliff”.  Identify potential glass cliffs where you may have a chance
to shine, and discover your gift of leadership for a community organization
by asking the right questions.  Go to the Chamber Events Calendar at
www.tricountyareachamber.com or call 610.326.5158 to register. 

Dr. Karen A. Stout, President, Montgomery County Community College addressing WOW
attendees.



10 Tips to Stay Healthy and 
Eliminate Costly Doctor Visits &

Unwanted Downtime This Season

1. Wash your hands—you get sick for one rea-
son—germs. Bacteria and viruses make you ill
by finding a way into your body through physi-
cal contact. Since most contact is with your
hands (think of everything you touch in just a
few hours), washing them frequently can stop
germs from entering your body. Never eat with-
out washing your hands and wash them after
riding public transportation. While antibacterial
gels are effective and good when hand-wash-
ing isn’t practical or possible, washing with soap
and water is the preferred option. 

2. Don’t touch your face – even if you keep
your hands clean. Chances are, some germs will
survive and they can act only if they get inside
you. The mucous membranes in your eyes,
mouth and nose are ideal entry points. Simply
keep your hands away from your face and food
and make it difficult for germs to grow. 

3. Avoid sick people – seems obvious, but yet
you still do not always do it. Germs are every-
where, but they are definitely hanging out
around someone already infected. Politely stay
away and disinfect everything they touch. If
possible, avoid those who work with little chil-
dren, like teachers and pediatricians—unfortu-
nately, they are usually contagious. 

4. Don’t eat group food. Avoid party dips
where there is no spoon to put some on your
plate. (Think about someone sick sneezing into
their hand, picking up a chip and rotating it in
the dip or salsa to find the best dipping angle
and swishing all those sneeze germs in the
food.) Also, don’t eat out of a bag or bowl of
anything that isn’t individually wrapped or
equipped with tongs to choose your piece of
food. Along these lines, avoid shared mugs,
cups or utensils unless they’ve been washed in
a dishwasher or with very hot water and a clean
sponge. 

5. Get enough sleep. According to Dr. Rubin
Naiman, a sleep specialist and assistant profes-
sor at the University of Arizona’s Center for
Integrative Medicine, “Sleeping well is the sin-
gle most overlooked factor critical to good

health, especially during flu season.” Sleep
restores and heals the body; without it, your
immune system cannot function properly. In
addition, if you feel like you may be starting a
cold, get some extra sleep to help your body
fight it. 

6. Don’t drink alcohol in excess, smoke or use
other tobacco products. Drinking large
amounts of alcohol negatively affects your
immune system and makes it weaker for a full
24 hours. If you feel like you’re coming down
with something, avoid drinking altogether for a
few days. Smoking weakens the immune sys-
tem by depressing antibodies and cells that are
in the body to protect against foreign invaders.

7. Relieve stress. Being too uptight or con-
stantly stressed out makes you vulnerable to
viruses. It can also make your recovery time
longer if you do get sick. Find ways to relax and
chill out, and give your mind and body a chance
to unwind. 

8. Exercise at least three days per week.
Aerobic exercise will build muscle and
endurance and keep you strong as you age.
Choose walking or any other exercise you can
stick to. If you are feeling sick, it is best to skip a
workout. Also, if you go to a gym – make sure
you clean your equipment before and after use
and wash your hands when you are finished
working out.  

9. Eat well and stay hydrated – seems simple,
but eating a diet full of fresh vegetables, herbs,
fruits, lean meats and whole grains can boost
your body’s immune system and help it stave off
invasive germs. Staying hydrated also helps your
body stay balanced and strong and helps it sup-
port all your body’s functions. Ideal drinks
include water and warm tea. Skip the soda—
regular and diet—it adds calories and makes
your body crave sweets. 

10. Take a multi-vitamin. While eating healthy
is the ideal way to get all your nutrients, some-
times we don’t. Taking a multi-vitamin can help
fill in the gaps and add fuel to your body’s
immune system.

BE AWARE OF 
THE TOP 8 GERMY

PUBLIC PLACES 
1. Grocery Store – Shopping cart handles

and seat buckets are the biggest culprits.
They can be full of germs from others’ hands
and leaky packages of meat. Wipe them
down with the antibacterial wipes most gro-
cery stores provide.

2. Children’s Playgrounds – Swings, jungle
gyms, and all other equipment can be loaded
with germs. The largest threat is from fecal
bacteria from bird droppings and diaper-
wearing kids. Always wash your and your
child’s hands when returning home from the
playground.

3. Public Restrooms – Believe it or not, it’s
not the toilet, but the sinks—the taps and
faucets and soap dispensers—they are all
touched after using the toilet. Avoid touching
moist surfaces that breed bacteria, and turn
off all faucets and open all doors with a paper
towel.

4. Offices – Desks, telephones and comput-
er keyboards are the biggest offenders. Wipe
down your desk with antibacterial wipes
daily, and avoid these items on co-workers’
desks if they are sick.

5. Restaurants – Beware of the table surface
and high chairs. Most restaurants wipe down
the tables and high chairs with cloths that are
used over and over and lack disinfectant.
High chairs also harbor fecal bacteria, too,
because they hold diaper wearing tots. Carry
sanitary wipes and do your own wipe-down
after you sit down. 

6. Libraries – You can catch more than
knowledge at your local library from the
many surfaces that are touched. After han-
dling books and touching countertops, use
hand sanitizer to wash your hands. 

7. Cruise Ships – These ships are floating
cities, and the main cause of getting sick are
noroviruses—almost impossible to avoid on a
cruise ship and resistant to routine cleaning
procedures. All public surfaces are breeding
grounds. Wash your hands thoroughly and
often, especially before eating. 

8. Malls – Escalator handles are teeming
with germs so try to avoid them. The sheer
volume of people who touch the handles
make them a bacterial hot spot. If you do,
don’t touch your face and wash your hands
or use antibacterial wash as soon as you can. 

It can seem like too much to remember or an
impossible feat to stay healthy. But, with a lit-
tle extra effort and change of habits, you can
significantly reduce your risk of getting sick—
not only this winter, but year round.

By David Kraybill, Executive Director, Pottstown Area Health & Wellness Foundation
No one likes to be sick. Besides the obvious feeling miserable, you miss work and

cannot accomplish the things you need to for yourself and your family. On top of that,
you have to spend money to go to the doctor, get a prescription filled or buy over-the-
counter remedies. But, this time of year it’s inevitable, right? So, you sit back and wait
for that first sign of a body ache or scratchy throat.

According to the Center for Disease Control, 1 in 5 people will get the flu this sea-
son. However, there is good news. That “1” doesn’t have to be you. You can take pre-
ventative action on a daily basis to reduce your and your family’s chances of getting
sick and spending extra dollars on doctor office visits and trips to the drug store. 

TOP 10 TIPS TO PREVENT GETTING SICK
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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 moti-
vate people to adopt healthy lifestyles. Visit www.pottstownfoundation.org for more information about the
Foundation. Discover Pottstown area’s online community at www.missionhealthyliving.org to learn and
share information on how to lead a healthier life!

www.pottstownfoundation.org

PFEW
(Continued from page 40)

of senior executives who have inherited imagi-
nary “companies.” These teams, under the guid-
ing 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” manufacturing
and distributing the same product. These fledg-
ling corporate executives are faced with decisions
that any real-life business person confronts daily.
They work with balance sheets, statements of
income, market share surveys, etc., etc., and must
also react to a variety of external factors. 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 participant, in
broad brush strokes, an idea of what is germane
and pertinent to the business world of today.
Each day’s activities include four to five presen-
tations 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?
Said Justin Foster of Grove City Area High
School, “PFEW has a near perfect balance
between its serious aspects and its entertain-
ment, and, when you combine that with the
incredible people involved in the program, both
students and volunteers alike, you have an
invaluable experience that will last and guide
many of us throughout our lives and careers.”

The Chamber is proud to support PFEW to
give our local students an eye-opening experi-
ence like Justin 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 product 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 provided 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 cor-
responds with his or her sponsor following grad-
uation to report on the program 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. 1 or e-mail him at john@pfew.org.
PFEW is open to all current sophomores and jun-
iors in Pennsylvania and information on atten-
dance, as well as program applications, can also
be found on the website. Questions can be direct-
ed to Ms. Michelle Warofka, Manager of Schools
for PFEW by calling her office at (814) 833-9576
ext. 3 or emailing her at michelle@pfew.org. 



Business of the Month is chosen at random through a business card drawing at Chamber events, or 
by participating in other Chamber programs, such as surveys.  February’s Business of the Month was chosen

from a business card drawing at January’s Economic Forecast Breakfast.

Reading Site Contractors,
an H&K Group Company

BUSINESS OF THE MONTH Advancing the Needs 
of the Community

The US 422 Corridor was hot in the news during 2011,
thanks in large part to a proposal to toll US 422.  The pro-
posal drew significant attention from the media, from
the politicians, and from the business community, and
from residents.  No one expected the opposition to be so
motivated and vocal, but no one had proposed a meas-
ure such as this before either.  The proposal languished
for many reasons, but central to them all was that there
were opposing views on how to fund infrastructure
improvements for the corridor, and what funding the
projects could mean for future growth and prosperity.  

Shayne Trimbell, 
Project Coordinator, 
GVF Transportation

The overwhelming majority of people
on the corridor are in agreement on one
thing, something needs to be done to
address traffic congestion.  Whether you sit,
bumper to bumper driving to your office,
driving to a client meeting, or making a
delivery, the traffic congestion on US 422 is
costing you money.  The solutions to the
problem are varied, but all are expensive.
The major pinch point on the corridor, the
river crossing at Valley Forge is nearly a
$150 million project.  When complete, there
will more lanes crossing the river, but none
leading up to the crossing; that could cost
another $150 million.  Those projects
assume everyone wants to drive alone, but
what about the people that would like to
take a train instead of drive?  That cost will
be over $360 million, and only provides
limited service.  And these two projects
only deal with traffic on the east end of the
corridor.  Reconstructing US 422 from
Berks County to Sanatoga is another $300
million plus project.  If you weren't count-
ing, that is over $1 billion in projects, just on
US 422 alone; we are only one of many cor-
ridors and regions in Pennsylvania and the
United States searching for funding to
build our projects.  Considering that the
entire annual state budget for transporta-
tion projects is $2.3 billion, it is fare to say,
we can't get it all; or can we?

The proposal to toll US 422 was an
answer to the needs of the corridor.  The
available funding at the state and federal
levels are not such that the corridor will be
able to see all these projects come to
fruition, we may be lucky to see two of
them (the river crossing at Valley Forge and
the US 422 construction in Pottstown).  It
was because of this reality that the tolling
concept was explored.  Moving forward
from this point is going to take a collabora-
tive effort from the business community,
working with government to develop,
design, fund, and construct the needed

improvements.  The key involvement will
be in setting priorities.  What MUST we
have, what can we wait to have, and what
can we live without?  These are challenging
questions; each decision may carry conse-
quences that are realized decades in the
future.

What is most crucial however, is that it is
entire community setting the priorities,
making the decisions, and standing by
those decisions and speaking with solidar-
ity to the project funders.  Demonstrating
that this is a corridor that wants to control
its future, and wants to move forward
towards prosperity will require nothing
less.  Fortunately there exists a group that is
advocating for change and improvement to
the corridor's infrastructure.  The US 422
Corridor Coalition is a group of local gov-
ernment officials, county and regional plan-
ners, PennDOT, SEPTA, and the business
community.  We meet periodically
throughout the year to discuss, learn, and
advocate for projects.  The coalition was
pivotal in developing the US 422 Master
Plan, has been a long time advocate for
restoring train service to the corridor com-
munities, and is constantly working with
officials at the state and federal level to
ensure our place for funding projects.  The
success of the coalition has been the diver-
sity of participants with the solidarity of a
single voice. 

With 2012 underway, and many of the
major projects slated to begin construction
later this year, the coalition will play a cru-
cial role in planning the next stage of
growth for the corridor.  Our long term out-
look will look grim if we don't collaborate
to advocate.  I encourage you to get
involved and to learn more about how we
are working to improve the prosperity of
the US 422 Corridor.
Shayne Trimbell works as a project manager with
GVF.  To reach Shayne by email: strimbell@
gvftma.com, or by phone: (610)635-3559.
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Reading Site Contractors (RSC) has been
providing full-service site contracting to the
Berks, Chester, and Montgomery County
region from its base of operations in
Pottstown, PA, since 1998.  As a trusted
member of The H&K Group® Family of
Companies, RSC’s roots are firmly
anchored in the strength, diversity and
integrity of parent company, Haines &
Kibblehouse, Inc. (H&K). Celebrating near-
ly 45 years of business excellence, H&K,
based in Skippack, PA, provides a wide
range of products and services that are
strategically provided to suit the growing
site development, building and construc-
tion and infrastructure demands of our
growing region.  From site contracting
companies, to construction materials facili-
ties and manufacturing, H&K and The
H&K Group Family of Companies exem-
plify vertical integration and can truly pro-
vide turn-key site contracting and con-
struction services from “the ground up.”
Though the company is presently posi-
tioned as one of the Mid-Atlantic Region’s
largest and most diversified family-owned
and operated companies in their business
sector, The H&K Group is unique in their
commitment to quality and customer satis-
faction.

Because of their unique connection to
The H&K Group, RSC can not only operate
individually as an affiliate contracting com-
pany, but can also draw upon the strength
and diversity of a family of companies to
provide unsurpassed strength and capaci-
ty across their entire business footprint.
Site contracting and construction services
offered through RSC and all of The H&K

Group’s affiliate contracting companies
include: earth moving, demolition, utilities
installation, drainage control and concrete
flatwork, asphalt pavement construction,
milling and profiling, retaining wall design
and installation, landfill construction, envi-
ronmental, bridge and heavy highway, and
even heavy  industrial/mechanical  and
water/wastewater construction services.
The company also maintains State prequal-
ifications for D.O.T. work in New Jersey
and Pennsylvania with nearly unlimited
capacity ratings accompanied by the prop-
er bonding and insurance requirements.

From the company’s site contracting
offices in Pottstown, PA, RSC can competi-
tively serve the southeastern PA construc-
tion and site development market.  Further,
with affiliated companies and construc-
tion-related services positioned throughout
the four-state region (PA, NJ, DE and MD),
RSC and The H&K Group can strategically
reach the entire Mid-Atlantic region.  Thus,
RSC’s suitability to efficiently manage and
service projects both locally, as well as
regionally, is unequaled.  Further, RSC’s
ability to draw from the diversified
strength of one of eastern Pennsylvania’s
largest site contracting and construction
materials companies, The H&K Group,
makes RSC the clear, confident choice for
any site development or construction proj-
ect within the Mid-Atlantic Region.

Additional information on the wide
range of services offered by RSC can be
obtained by calling 610.705.0500 or by con-
veniently pointing your web browser 
to www.hkgroup.com and searching
Reading Site Contractors. 
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5 CHAMBER MIXER
On January 12, 2012 over 200 Members
from the Perkiomen Valley, Phoenixville
Regional, Spring-Ford, Upper Perkiomen
Valley and TriCounty Area Chamber of
Commerce gather together at Copperfield
in at Lakeside for the Regional Chamber
Business Card Exchange.  This event was
sponsored by Pottstown Memorial
Medical Center.

MEET THE INTERN
Kendrick J. Stewart is a Business

major with a concentration in
Management & Marketing.  He is cur-
rently attending The Pennsylvania
State University in what will be his
final semester before graduating with
his Bachelor’s of Science degree in
Business Administration.  Prior to
studying at Penn State, Kendrick

attended Montgomery County Community College,
where he obtained his Associate’s degree in Business
Administration.  

Kendrick began his internship with the TriCounty
Area Chamber of Commerce on Tuesday, January 10,
2012.  While interning with the Chamber, he will be
responsible for assisting in the areas of Marketing and
Communications.  In addition to these areas of respon-
sibility, Kendrick will be contributing to the Chamber’s
weekly radio show on WBZH – 1370 AM.  He summed
up his excitement for the opportunity to be involved in
the radio show with this, “Radio has been and will
always be a useful medium to market businesses.  I’m
excited to work with local businesses, and help them
create radio segments that will promote their businesses
and products in an effective way, sparking interest with-
in the community.”  

“Networking is the key”, is Kendrick’s personal busi-
ness philosophy.  As a business minded and socially
conscious individual, Kendrick gravitates towards the
late Steve Jobs of Apple as one of his business role mod-
els.  Steve Jobs’s creativity, product branding, and social
impact are the main reasons Kendrick appreciates the
legacy he left behind.  Admitting to never having owned
any Apple products, Kendrick had this to say – “I’ve
never owned an iPod or a MacBook.  My appreciation
for Steve Jobs and Apple as a company derives from
their resolve, and ability to survive a business climate
when Apple products weren’t ‘cool’.  Steve Jobs pos-
sessed the ambition, dedication, and wisdom to guide
his dream to reality – influencing countless millions
along the way.”

While interning with the Chamber, Kendrick is eager
for the opportunity to work hand in hand with local and
small businesses to help them reach their professional
goals.  Kendrick stated this when asked about the
Chamber’s value to the business community, “The
Chamber in a way acts as a “big brother” to local busi-
nesses.  The Chamber keeps its members informed, pro-
vides its members with needed resources, and also pro-
vides its members with regular networking opportuni-
ties, which are key to expanding business.  On a macro
scale, the Chamber’s involvement with small business-
es indirectly effects GDP; as, it is small businesses that
make up the majority of GDP.”  

In addition to his interest in the management and
marketing of businesses and products, Kendrick has
special interest in community development, politics,
sports, music, culture, and creative art.  He enjoys
spending time with his eight year old son, Kendrick J.
Stewart, II.  He also takes pleasure in recreational activi-
ties, being helpful, learning, and traveling – among other
things. 

Kendrick J. Stewart

Representatives from the 5 Chambers with PMMC President and CEO Sharif Omar.  Pictured left to right: Jessica Capistrant -
Phoenixville Regional; Maria Peet – Spring-Ford; Eileen Dautrich – TriCounty Area Chamber; Sharif Omar – PMMC; Renee Blomstrom
– Perkiomen Valley; Luanne Stauffer – Upper Perkiomen Valley

Employees of PMMC in attendance at the mixer.
Robin McMonagle, Deb Bennis, Beth Hiriak

David Green, Sound Marketing Resources; W. John
McCartin of IBO, ACN

Katrina Belcher, Susquehanna Bank; Joe Fava; Close to Home Dry Cleaning;
Charlotte J. Sementelli, Susquehanna Bank 



FEBRUARY 2012 422business.com ROUTE 422 BUSINESS ADVISOR45tricountyareachamber.com    FEBRUARY 2012



FEBRUARY 2012ROUTE 422 BUSINESS ADVISOR 422business.com 46



FEBRUARY 2012 422business.com ROUTE 422 BUSINESS ADVISOR47FEBRUARY 2012



FEBRUARY 2012ROUTE 422 BUSINESS ADVISOR 422business.com 48



FEBRUARY 2012 FEBRUARY 2012 422business.com ROUTE 422 BUSINESS ADVISOR49

DOWNTOWN MARKETING
AND DEVELOPMENT
By Barry Cassidy

People often ask me what is economic 
development? I always respond that it is a
process. To ensure economic development
occurs, you need to organize, plan and exe-

cute, and then evaluate. There are no magic wands, and no
sure fire method to be successful at economic revitalization
and development. You need to find the right combination.

Organizing for sustained economic
development is often the most time con-
suming part of the process. A district
needs to get the right people to the table,
and make sure that they are involved.
The right people include stakeholders,
such as business owners and residents
located in or near the district, as well as
the political representatives and staff of
the political subdivisions involved.

Organizing means that people pro-
vide input concerning their wants and
needs. Those comments are then priori-
tized and integrated into a list. That list
then has to be checked against previous
plans that have been developed to see
that if there are any conflicts. Many
times, some of the studies sit on the shelf
for a long time because of lack of fund-
ing or not being able to secure consen-
sus during the execution phase. It is
always a good idea to dust them off and
review the narrative before proceed-
ing— I call it getting everyone on the
same page. Everyone needs to agree on

the goals and must work as a unit to
accomplish the tasks. Sometimes there
is massive conflict or different sides that
are dug in with a fixed position. Those
situations are the most volatile.

The key is to get from “point A” to
“point B” in the straightest line possible.
During the organizational phase, there
should be a general direction, which is
agreed upon. What will be the final
product? What will it look like? The situ-
ational assessment in the organizational
stage will identify where you are begin-
ning. The planning stage will determine
where B is located on the matrix.

There needs to be someone who will
use his or her time and influence to
move the idea forward. When you are
working with political subdivisions,
everyone seems to look toward them-
selves rather than moving in a coopera-
tive manner. In addition, things tend to
be politicized and sometimes the stake-
holders are left out for various reasons.

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

PROVIDING
LEADERSHIP
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DOWNTOWN MARKETING
AND DEVELOPMENT

(Continued from page 49)
I have created consensus for a number of

years in many communities. I have worked
in tense situations and derived consensus
from diverse groups of people. When
Philadelphia’s South Street experienced
problems with riots at the time of Mardi
Gras and the Greek picnic sexual assaults,
they sought someone to resolve the prob-
lems. I interviewed for the position and was
hired at the interview. This area presented

the biggest challenge of my career; there
was no semblance of consensus.

The problem was not just those two cel-
ebratory days— it was the general way
that business was conducted on the street.
I started in January. Mardi Gras was early
that year, and I had a chance to observe
what occurred that day. I was exposed to a
lot of posturing leading up to the event,
and it was a lesson in how to observe and
stay out of the way. The day before Mardi
Gras was held on South Street, there was a
news conference held in front of Fat

Tuesdays which seemed to be the epicenter
of the riot the year before.
People came out of the woodwork to

say bad things about the bar, the manage-
ment and the patrons. It was all bad, peo-
ple pounding away at my business own-
ers. People were blaming “beads” for the
riot, as well as any other logical or illogical
reasoning their brain could justify. The
store owners and as well as the liquor
license establishments were standing on
the sideline mumbling things that I will
not go into today.

I was standing there observing the Fat
Tuesday bashing when I was asked to
speak. I looked at the people I was sup-
posed to be representing and I looked at
the neighbors and politicians and I knew it
was decision time for me. A million things
ran through my brain at that time as I real-
ized at less than 45 days on the job, with
two sides hating each other, I had to be a
leader. Consensus was kind of out of the
question at the time, and I had to exert
myself a bit and establish a leadership role
in the district.

(See “Downtown Marketing And
Development” on page 52)
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By Elizabeth Snyder, Main Street Financial Partners

As with many aspects of Medicare, there are 
windows of time, guidelines and elements that
affect not just individuals, but employers,
employees, and retired group beneficiaries.

MEDICAREMOMENT

Taking a look at the healthcare costs of
your small business— or any size busi-
ness for that matter— is a wise decision,
because group health coverage could
actually be enhanced by customizing
your Medicare beneficiaries’ health cov-
erage needs. Simply put, employers can
save money by taking Medicare-eligible
employees off their group plans, while
at the same time giving those employees
enhanced benefits.

Employers who have employees over
age 65 currently on a group plan, or
retirees coming off group plans, have
cost-saving solutions available to them
they may not be aware of. At Main
Street Financial Partners, we offer
employer-sponsored, or member-spon-
sored coverage, or coverage directly

from Medicare on an individual plan
with the cost that can be reimbursed by
the employer.

Most Brokers and Consultants do not
have the expertise to tailor a solution for
your aging population in this market-
place. We at Main Street have been suc-
cessful customizing health care solu-
tions in the Medicare market while pro-
viding tax advantages and member
solutions for employers. Our experience
has been recognized by local municipal-
ities, school districts, including mid-size
employers in the Tri-County area.

Contact us today to discuss your
options. For additional information,
please call Elizabeth Snyder at
1.800.862.7364. 
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DOWNTOWN MARKETING AND DEVELOPMENT
(Continued from page 50)

I moved to the podium and said my
piece. I told the assembled crowd that
Fat Tuesday did nothing wrong and
they were wrongly being accused by the
group. I thought Frank DiCicco’s aide
was going to take gas. Neighbors were
staring daggers at me, politicos shaking
their heads.

When I went back over by the mer-
chants they thought I was a tool of the
man … I think Bill Curry called me a
puppet. I explained what I said, and
then it showed up on the news. I was
then all of a sudden a great guy. I had
the trust of a group that did not neces-
sarily have to believe in me.
The following rest of the year was

one of growing sales and good times.
Sales were up and things were
improving on the street. We had con-
fronted the City concerning their atti-
tude toward the street. At the time, the
bars on Delaware Avenue were being
closed by Senator Fumo, and he made
it known that the South Street bars
were next.

During that year I worked with the
neighbors through the community

watch and gained their trust. We had
worked to establish a campaign against
violence and sexual assaults on the
street. I introduced the street music pro-
gram and it changed the tenor of the
street. I worked with the owners of the
“Ducks” amphibious tourist vehicles to
get them out of the residential neighbor-
hoods, and have more of the route be on
South Street. We worked on getting the
drug dealers off the street by re-estab-
lishing parking on the north side of the
street in order to force the drug dealers
to stand in the street not the sidewalk.
We followed that with street patrols
making the people move along and not
stand stationary.

In 2003 when Mardi Gras came
around again we were prepared. We
closed the bars early the next year as a
penance and looked to provide for a
good Mardi Gras the next year. There
were no protests…there was unity.

This was an extreme condition, but it
was an example of how I have been able
to draw consensus in the most difficult
situations. 



FEBRUARY 2012 FEBRUARY 2012 422business.com ROUTE 422 BUSINESS ADVISOR53

PROFILE
MAIN STREET FINANCIAL PARTNERS
Brokerage Specializing in Senior Insurance

By Elizabeth Snyder
As a woman and self-defined entrepre-

neur, I thought I had found my perfect
niche as a real estate agent. Enveloping a
tasty recipe of sales, client interaction and
home showings, I found great success and
thought I would spend the rest of my life
working in that field – and loving it!

As we all know, 2008 was one of the
largest real estate market corrections ever
and we are still feeling its effects today. I
foresaw the market declining and chose to
diversify my means of income so I started
a brokerage house. The business encom-
passes real estate, mortgage, title, proper-
ty and casualty, and lastly, health and life
insurance sales. While assembling this
“marketplace of services,” I acquired a
health insurance license and took an
entry-level sales position where I learned
the basics of health care insurance.

I only worked for this company —
which specialized in senior health care
insurance — for three months in order to
get my “feet wet” in the field. I soon
learned that a great deal of Medicare ben-
eficiaries do not realize the impact of their
decisions on their health care needs and
pocket-books, and quickly saw the need
to educate consumers about the many
products available to them. (Be sure to
read our “Medicare Moment” in upcom-
ing issues!)

For Medicare beneficiaries, the impact of
making the right decisions concerning cov-
erage cannot be overemphasized. The first
catastrophic hit on an individual’s fixed
budget usually stems from health prob-
lems. This often leads to unseen ramifica-
tions which might have been avoided with
the proper coverage. Therefore, I make it
priority to teach first and sell second.

I try to help people every day and, as an
independent broker (I represent every
insurance carrier not only in the state of

Pennsylvania, but the entire country), con-
centrate on getting the best product for
each and every individual.

How We Can Help
Health care coverage is often just the

first step toward financial security. Here at
Main Street Financial Partners, we start by
looking at the entire financial picture.
Don’t accidentaly shortchange yourself by
not reviewing old policies you already
have in place. Is you beneficiary informa-
tion up-to-date? Might you need term
insurance for mortgage debt? Are your
401K’s and various other financial assets
making as much interest and are they pro-
tected as well as they can be? Most people
are not aware that they can be preserving,
protecting and growing their assets in this
volatile financial market. For example, one
can place monies into a deferred fixed
annuity with a income rider on it and get
six percent guaranteed growth for up to
ten years and income for life! These are just
a few of the many services we provide. 

My coverage area is quite large; besides
having three established offices in the Tri-
State area, I also travel extensively to all
counties in Eastern Pennsylvania. My
most recently opened office is located on
1012 E Philadelphia Ave, Gilbertsville. We
prefer set appointments, but walk-ins are
fine. If neither is possible, a home visit can
be arranged; we are here to serve.

In summary
We’re not your typical insurance and

financial firm. Founded by Elizabeth
Snyder, Main Street Financial Partners set
out to achieve extraordinary recognition
as the foremost service-oriented senior
insurance and financial services firm in
Eastern Pennsylvania and surrounding
areas. We believe that our clients deserve
counsel that is in their best interest — not
the pockets of their advisers.

Place Your Ad in our NEXT issue! Call (610) 323- 6253 
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Convenient, Quality 
Medical Care for You and 

Your Family – Close to Home
Your family’s good health is your 

priority. At Main Line Health Center 
in Collegeville, it’s our mission.

Here you have convenient access to the
nationally recognized physicians and
services of Paoli Hospital and Main Line
HealthCare, and a broad spectrum of
medical care for every member of the
family. Additionally, the Center contains
laboratory and advanced imaging servic-
es, including x-ray, mammography,
DEXA scan, and 64-slice CT scan, to fur-
nish you with comprehensive patient
care under the same roof.
Our clinicians have a particular pas-

sion for the health and well-being of
their community, so you can count on
Main Line Health Center to provide all
the services your family needs, while
meeting your desire for quality and con-
venience.

Coming in February: Paoli
Hospital Expands to Audubon
Paoli Hospital is pleased to announce

that Dr. Mark Gottlieb’s family practice
has moved to 950 Forge Avenue, Suite
200, Audubon. Specializing in preventa-
tive medicine, as well as the treatment of
hypertension, asthma, COPD, diabetes
and obesity, he has more than 17 years’
experience in developing strong patient
relationships. Dr. Gottlieb, like all mem-
bers of the Main Line Health family, is
committed to providing exceptional care
for the members of this community

Now accepting appointments for
patients 12 years of age and older. Most
insurance plans, including HMOs and
PPOs are accepted. Call 1.866.CALL.MLH
or visit mainlinehealth.org/paoli. 
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