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As a not-for-profit financial cooperative, DISCOVERY
is able to help customers achieve business banking goals

with fewer fees, better rates, and personal service.



Last fall, backlash against the big banks emerged in
the form of a FaceBook campaign initiated by con-
sumer activist Kristen Christian, opposing big banks
hiking their fees and creating new ones, such as the
proposedmonthly debit card fees by Bank ofAmerica
($5.00) and Wells Fargo ($3.00). The FaceBook page
garneredmore than 60,000 “likes” and themovement
evolved to a call for action on “bank transfer day,”
November 5, 2011, encouraging the transfer of
accounts from large corporate banks to credit unions.
Wells Fargo and Bank of America relented and
dropped their proposed fees as a result of the negative
criticism from customers.

Circumstance creates opportunity, and that is
certainly the case with Wyomissing-based Discovery
Federal Credit Union. “We didn’t see a big spike
that day,” said Edwin Williams, Discovery FCU
President/CEO, “but we’ve seen an increase in our
membership ever since then, because theword is now

getting out through the online social networks,
through the media, what credit unions are all about,
and how credit unions are friendlier, and they’re not
going tobechargingyou these typesof fees.Theyoffer
better rates on your loans. Better rates on your
deposits.Alot of credit unions across theUnitedStates
have seen an uptick because of the publicity sur-
rounding this bank transfer day.”

“Itmaynot be amass exodus, but thebank fee issue
drives people to our door,” Vice President/COO Jan
Moore concurred. “What I have seen is business
owners aremorewilling tomake the switch (to a cred-
it union) than a normal consumer. Their line of credit
may have been canceled for no reason other than
economic conditions within that bank. They feel they
haven’t done anything to cause that.”

“Everybody’s still walking on eggshells right
now,” continued Ed Williams, referring to the
general mood in the lending industry as a whole.
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By Bill Haley

Although now “back in the black,” many of the “too big to fail” corporate banks
associatedwith theWall Street/AIGmeltdown and TARP bailouts continue to search for
alternative methods to increase profits for shareholders in the current low-interest-rate
environment. Rebounding from losses associatedwith the lingering effects of a prolonged
decline in real estate values, someof those institutions have raised or attempted to impose
new fees, andmost, if not all banks, have tightened lending policies.

Jan Moore, Vice President/COO and Edwin Williams, CPA, President/CEO

Helping
Achieve Business
Banking Goals
with Fewer Fees,
Better Rates, and
Personal Service

Discovery Federal Credit Union,
located at 2744 Century Blvd., Wyomissing, PA 19610



“Money is sitting on the sideline. I think
that’s why we’re seeing the rush to us.
We’re not sitting on the sideline.We have
money to lend.We’re looking to lend it in
the right way. We’re doing our due dili-
gence, and it must be the right type of
deal, butwe’re out there lendingwhereas
many banks are sitting on the sideline.”

Even though thecommercial real estate
market remains relatively flat, there are
some projects ready to move forward
seeking capital. “More than you would
think,” saidMoore. “The trend right now
is some of the commercial banks don’t
like to do them.Wehave found that there
is no shortage (of demand) for commer-
cial real estate loans, including commer-
cial construction and development. We
have two pending right now that we’re
looking at, multi-million dollar deals.
They’re coming to us because the com-
mercial banks either don’t want them, or
they are dragging their feet,making them
jump through hoops.”

“Real estate has a bad connotation
rightnow,”Williamsadded. “Thevernac-
ular is commercial real estate, run away,
and that’s what everybody is doing, but
we have an openmind.We’re still saying
it’s all about appraisals, and where it’s
trending. Right now, appraisals are kind
of holding steady. They’re not going
down. They’re not really escalating by
much, so you’re probably getting a good
valueofwhat the real estate isworth right
now,” he said.

“We’re doing a lot of buyouts,” said
Moore, “people just gettingout from their
institution, people flipping homes, that
seems to be a big thing right now. Some
people are taking advantage of foreclo-
sures, buying properties at discounted
rates. On the commercial side, we’ll lend
up to 80 percent of the appraised value.
We’re limited to that by regulation. If the
appraisal is there, we’ll take a look at it.
Wemaynot endupdoing it butwe’ll give
it a fair shake.”

Discovery Federal Credit Union was
founded in 1959 to serveWestern Electric
employees, and declared a community
charter to open membership to all of
Berks County in 2003, which later afford-
ed an opportunity to stimulate the local
economy by introducing small business
banking in 2010. The credit union was
able to grant small business loans to local
entrepreneurs and businesses to expand
their business, open new locations, start
new ventures and hire more people —
thus creating more jobs in the Berks
County community.

As a not-for-profit financial coopera-
tive,Discovery is able to offer commercial
loans at lower rates with fewer fees than
many banking institutions. Business
owners can take advantage of
Discovery’s products and services if they
live, work, worship or learn in Berks
County. Discovery currently offers com-
mercial real estate and construction loans,
equipment and vehicle loans, secured
and unsecured business loans and work-
ing capital lines of credit. In addition,
business members enjoy interest-bearing
checking accounts, money market
accounts, savings options, and a suite of
merchant services including remote
deposit capture, which enables business
members to scan checks at their location,
create and send electronic files, and get
next day availability of funds.

Consumer services include: Free check-
ingwithnomonthlymaintenance fees, no
minimum balance requirement,free direct
deposit, online bill pay, Visa debit card, e-
statements, no foreign ATM fees and
access to more than 43,000 surcharge free
ATMs worldwide; First mortgages; New
& Used Vehicle Loans; Home Equity
Loans&LinesofCredit; PersonalLoans&
Lines of Credit; Lifestyle & Adventure
Loans; Private Student Lines of Credit;
Credit card features: competitive annual
percentage rates; complimentary auto
rental insurance;VisaMerchantDiscounts;

(See “Cover Story” on page 6)
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online account access; quick & easy
approvals; Savings products; Safe and secure
investment options; Free online banking and
e-statements, 24/7 account access, andmore.

“We offer lower rates on loans. Fewer and
lower fees,” Williams said. “And I think the
other thing that’smost important topeople is
bringing back that home town feel, where
they walk in and you know their name and
there’s a family type feeling to it. Credit
unions still have that family-type feel. We
make our decisions here.We’re local.We live
in the community. We interact and support
many community groups,” said Williams,
who recently beganhis second, six-year term
on theboardof theGreater Berks FoodBank.

Recognizing a need to help individuals
learn vital financial skills, Discovery part-
nered with the Banzai!TM financial education
program toprovide free classroommaterials
and an online education program to local
schools. “We’re the only institution in Berks
County that offers the Banzai! program,”
said Marketing Communications Specialist
Mike Williams. “More than 20 schools in
Berks County have caught onwith this pro-
gram. They seem to love it, andwe think it’s
really important to provide this information
to young people, so by the time they are
making financial decisions, they have sound
money management skills to fall back on

that they learned in the classroom.”
“Fromanational perspective, financial lit-

eracy is very, very important to the credit
union industry as a whole,” Ed Williams
added, noting also that the Pennsylvania
CreditUnionAssociation is staging “reality”
fairs around the state to help students figure
outwhat the realworld is going tobe like for
them in terms of financial responsibility.

While creditunionsoffermanyof thesame
services as banks, there are significant differ-
ences as well as unique challenges. One of
those challenges is identity.Williams is on the
board of directors of the Credit Union
National Association, the national organiza-
tion that lobbies on behalf of credit unions in
WashingtonDC. “We represent about 92per-
cent of all the credit unions within the U.S.,”
he said. “One of our concerns is creating a
national brand. How do you brand credit
unions?Howdo you get theword out about
credit unions being an alternative to banks?
Because the perception is, ‘I don’t qualify.’
The fact is, if you live in Berks County, you
probably qualify for membership in four or
five different credit unions.”

Another challenge is that the word
“union” can be misleading. “We’re not the
type of union people think we are. We’re a
cooperativeunionof peoplewith a common

(See “Cover Story” on page 8)
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AUTISMASSOCIATES
EXPANDS SERVICES

TO INCLUDE
SOUTHEASTERN
PENNSYLVANIA

Deborah A. Greenwald, BCaBA, (RDI Certified
Consultant), founder of Autism Associates, has announced
that the service has been expanded to include Southeastern
Pennsylvania.
Deborah has nearly 20 years of experience working with

children and their families affected byAutism,ADD,ADHD,
and other neurological disorders. She holds degrees in Early
Childhood Development and Special Education, and main-

tains certifications inApplied BehaviorAnalysis and Relationship Development
intervention. Deborah also has extensive training in Discrete Trial Teaching,
Verbal Behavior, TEACCHMethod, Natural Environment Training, PECS, Floor
Time, andmore.

Autism Associates serves children with autism and other neurological disor-
ders. They specialize in relationship building therapy to include parent training,
sibling/peer dyads, and small social groups, and also offer behavioral therapy.
They turn everyday activities into vital learning and healing opportunities.
Autism Associates is based in Collegeville, Pa. For a free consultation, call 703.725.6614 or
email debbie@autismassociates.com. Their website is www.autismassociates.com.
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bond,” Moore explained. “This has been an
ongoing educational thing.Wewere initially
chartered as a single Select Employer
Group-based credit union, and there
remains a misconception out there that you
have to work for a particular company in
order to be a member. In the past that was
very true, but now it’s gone the other way
and our field of membership is the Berks
County community.”

Another challenge that credit unions face
in acquiring new members, as do banks in
acquiring new customers, is the inertia relat-
ed to the complexity and hassle of transfer-
ring accounts to another institution. “People
get entrenched with their current financial
institution,” Ed Williams said. “Automatic
payments/charges come out of their
accounts for their mortgages, their utility
bills. Car payments automatically come out
of their accounts. To change that around,
theysay, ‘I’vegot somanythingscomingout
of that account, it’s just a big hassle to do it.’”

Williams said Discovery has tried to help
people through theprocess byhanding them
‘switch kits.’ “Abooklet of papers to change
your checking account from XYZ bank to
us,” he said. “People get home and they go
through the first page, and it becomes a has-
sle and in some cases they put it off and

never get back to it,” he said, indicating that
Discovery is now researching ways to sim-
plify the process by developing an automat-
ed service to filter through accounts for those
interested in switching, fill out the paper-
work, write the letters, provide account
numbers, and communicate a switch date to
the current institution, leaving only the need
for signatures on each of the letters.

The significant differences between credit
unions and banks stem from the changing
role of credit unions as dictated by the
changing economy.When the large employ-
ers the credit unions were created to serve
began to go out of business, as American
industry in general was in decline during
the latter half of the 20th century, credit
unions began signing up additional compa-
nies in order to sustain necessary member-
ship growth, and were sued by the banking
industry. “Specifically it was 1998,” said
Williams. “Andwe actually lost a court case
on fieldofmembership thatwentall theway
up to the Supreme Court.” The Court ruled
that credit unions could keep the companies
they had signed up, but could not sign up
any new ones. Subsequent to that ruling, a
legislative compromise between banks and
credit unions was passed, the Credit Union
Membership Access Act, HR 1151, allowing

(See “Cover Story” on page 10)
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FOCUS ON
AREA BANKS AND
CREDIT UNIONS

BUZZ AROUND THE BLOCK
This month’s Buzz column highlights some of the leading area banks
and credit unions providing credit/lending and investment opportu-
nities for individuals andbusinesses throughout the region, listedhere
in alphabetical order. For more information, please call the phone
numbers listed and visit the websites provided.

BALLY SAVINGS BANK
Bally Savings Bank is a member of the

FDIC and an Equal Housing Lender. Bally
SavingsBankwasoriginally incorporated in
1923 by a group of local businessmen. Its
mission was to promote savings and pro-
vide the means for affordable home owner-
ship for all customers in Bally and the sur-
rounding communities.

Today, the Bank still has its roots in the
local community as a mutual savings bank
withouroffice located in theheart ofBally at
323Main Street.While we are committed to
bring new services and technology to our
customers,we still have the time to sayhello
and ask you how things are going.Wewel-
come you in remembering our past and ask
that you be a part of our future. Our busi-
ness area consists ofBally and the surround-
ing communities in Berks, Lehigh and
Montgomery counties.

Bally Savings Bank’smission is to provide
everycustomerwith thebestpersonal service
and attention possible. We provide our cus-
tomers within our business area with com-
petitive deposit and loan services. ��Bally
Savings Bank provides mortgage loans pri-
marily to individuals seeking to purchase,
build or refinance their homeswhile giving a
competitive rate of return for all funds

deposited with us. By focusing on our
deposit products — savings accounts and
certificates of deposits— these fundsmake it
possible to grant mortgages which in turn
support and strengthen the communities we
serve. Bally Savings Bank generally does not
lend outside the communities we serve. We
discourageacceptanceofoutof statedeposits
unless previously a customer of ours. We
keep and service all our mortgage loans. In
following this mission, Bally Savings Bank
will be able tomaintain steady growth, prof-
itability and a strong capital position neces-
sary to allow us to serve our local communi-
tieswell into the future.

For additional information, please call
610.845.3353 or visit www.ballysavings-
bank.com.

CONTINENTAL BANK
Great business relationships are built on

shared goals, common approaches and
mutual understanding. When it comes to
choosing the right financial servicesprovider
for your business, you need a partner that
shares your vision and a bank focused on
supporting your business as if it was their
own. Continental Bank, a full-service, local-
ly-owned community bank established in

(See “Buzz Around the Block” on page 11)
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credit unions to continue to sign up new
employee groups, and, in order to spread
the risk for the credit union itself so it would
not go out of business, they were permitted
to evoke a community charter as well, to
serve a defined area that has a commonality
of interests, such as Berks County.

As an accommodation to the banking
industry for relaxation of the membership
rule and the tax-exempt non-profit status
credit unions enjoy, the law caps business
lending by credit unions at 12.25 percent of
total assets. “There is legislation out there
that is winding its way through committees
in Washington, to raise that cap up to 27.5
percent,”Williams said, adding that, accord-
ing to theCreditUnionNationalAssociation
(CUNA), “Without any cost to the taxpayer,
or having to kick in any additionalmoney to
fund this, raising the cap to 27.5 percent
could create close to 200,000 new jobs
overnight, and couldplace $2billion into the
economy right away, which would be a
good shot in the arm to moving this econo-
my forward,” he said.

“Banks are fighting us (on raising the
lending cap to 27.5 percent). There is zero
caponbanks.”Williams continued,pointing
out that nationwide, credit unions have six
percent of deposits, versus 94 percent held
by banks and insurance companies. “Their
argument is that this is not part of what we
were placed in business to do, but when
credit unionswere established by the Federal
CreditUnionAct in 1934, therewasno capon
business lending,upuntil 1998whenwe lost
that court case. It doesn’t hurt (Discovery)
rightnow,becausewe’renot close to the cap,
but some credit unions are close to the cap
and as a result are unable to assist their
members adequately.”

Discovery competes on price, on interest
rates, loan rates and services with banks
located in, or with branches serving Berks
County. “One thing that we can offer that

some big banks can’t is the fact that we’re
making thedecisionshere, baseduponwhat
we know about the county,” Williams said.
“We know Berks, and some of the larger
banks don’t know Berks as well as we do.”

While technically, Discovery competes
with other credit unions in Berks County,
there is also a high level of interaction and
cooperation among them. ”I think the one
thing that’s unique about credit unions, iswe
cooperatewith eachother,”Williams said. “If
we need things, or if there are policy or pro-
cedural questions that somebody may need
assistance with, there is no second thought
aboutpickingup thephoneandcallingasec-
ond credit union in town, and 99 percent of
the time, there is no hesitancy to share back
and forth with each other.” There is also a
shared branching network of credit unions
thatDiscovery is contemplating joining. This
would allow participating credit union
members to conduct transactions at other
credit union locations, Williams said, “It’s
another way that credit unions cooperate
witheachother.Andthat’s abigword.When
you say financial cooperative, it’s not only a
financial cooperative from the member’s
standpoint, but from the credit union stand-
point as well. And the branching network
goes all theway across the United States.”

“We are excited to share Discovery’s
extensive suite of business products, local
convenience and personalized service with
residents and businesses in Berks County,”
Williams concluded. “Discovery has a great
team of professionals and together we will
continue to help our members start new
businesses, expand their existing business,
purchase equipment, construct newfacilities
andmore.”

Discovery Federal Credit Union, located
at 2744 Century Blvd., Wyomissing, PA
19610, is federally insured by the National
Credit UnionAssociation (NCUA).

COVER STORY
(Continued from page 8)

To learn more please, call 610.372.8010 or visit
www.discoveryfcu.org
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BUZZ AROUND THE BLOCK
(Continued from page 9)

September 2005, was built with this premise
inmind.

Continental Bank's goal is to make sure
businesses have the support they need to
survive, succeed and grow, especially in
these tough economic times. There are
many challenges to running a business, but
managingyoureverydaybankingandgain-
ing access to capital shouldn't be among
them. From capital improvements to work-
ing capital financing,we offer a broad range
of credit solutions to support your business.
Continental Bank is also designated as both
a Preferred and Express Lender with the
Small Business Administration (SBA), who
has recognized Continental Bank as one of
the top five lenders in the Philadelphia
Region for total dollars lent during SBA fis-
cal 2011 as well as a top 100 SBA Lenders
nationwide in terms of gross dollars lent for
government fiscal 2009, 2010 and 2011.

We invite you to speak with an experi-
enced Business Banker from Continental
Bank where decisions are made locally and
an entire team of seasoned professionals are
waiting to help grow your business. Our
team has an in-depth understanding of the
local market, and the background and
expertise across varied industries to quickly
and effectively assess risk and respond to

your needs — a team with a reputation for
solving problems and a heritage of saying
yes. Formore informationor to speakwith a
Business Banker, call 800.705.5500. But don’t
just listen to us, listen to what some of our
business customers are saying by visiting
www.thecontinentalbank.com/business
-testimonials.htm.

DIAMOND CREDIT UNION
DOES BUSINESS FINANCING?
Being a part of Diamond Credit Union

means having access to leading loan prod-
ucts, superior credit card options, and
checking accounts with extras not found
anywhere else. From everyday personal
finances to long-term planning, Diamond
has solutions for all financial needs. But did
you also know that Diamond offers a full-
range of Business Services products?

As a local business ourselves and know-
ing the challenges involved, Diamond
CreditUnionrecognized theneed toexpand
our full-service commitment to the commu-
nity by developing a separate department
dedicated specifically to taking care of busi-
ness deposit and loan needs. The Business
Services division was officially launched in
2009, and today, we continue to expand on

(See “Buzz Around the Block” on page 13)
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the solid foundation we established in pro-
viding commercial services for small busi-
nesses. The people behind the Business
Servicesdivisionhaveover 20yearsof expe-
rience in the commercial business environ-
ment. Unlike the big banks in our area,
Diamond is a local, member-owned busi-
ness, whose only goal is to provide better
service and products, where financial deci-
sions are made locally by people you can
trust, and where the success of the credit
union is returned to the members through
better rates and better products. Helping
you and your business succeed, helps
DiamondCredit Union succeed.

In 2011, over 100 new clients came to
Diamond for their business needs because
theysawthestrengthandvalueofourprod-
ucts. Customized specifically for local, small
businesses, Diamond offers: Commercial
Lendingwith flexible termsandcompetitive
rates, including small business loans, com-
mercial real estate financing, and business
lines of credit; Business Checking which
makes managing business finances easy,
and Diamond’s Interest-bearing Checking
gives you the opportunity to earn interest;
and our Business MasterCard® provides
the flexibility to operate your business as
needed, when needed.

With the construction of a third, free-
standing branch in Exeter already in
progress, Diamond has positioned itself
with convenience andgrowth opportunities
for members and their businesses. Come sit
down with us and discuss your business
plans. Whether you’re a business of one or
one-hundred employees, the Business
Services experts at Diamond can analyze,
develop and institute a financial program
best suited for your business’s short- and
long-termgoals.DiamondBusinessServices
division: 610.326.5490, ext. 2121; Toll-free
Phone: 800.593.1000. Locations: 1600
MedicalDrive, PottstownorBroadcasting&
Paper Mill Roads, Wyomissing. Diamond
Credit Union…Earning Your Trust, One
Dollar at a Time.
DISCOVERY FEDERAL CREDIT UNION
Discovery Federal Credit Union is stimu-

lating the local economy by granting small
business loans to local entrepreneurs and
businesses. Enabling business owners to
expand their business, open new locations,
start new ventures and hire more people -
thus creating more jobs in our community,
have been just a few of the success stories
from business members at the credit union.
As a not-for-profit financial cooperative,

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

BUZZ AROUND THE BLOCK
(Continued from page 11)
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INVESTMENT IDEAS
Provided by William M. Schultz, Financial Advisor, CFP®, CRC®,
Wells Fargo Advisors

No matter how hard you try to avoid it, sometimes it
seems likeyourday-to-day livingexpenses justeataway
at your entire paycheck. Before you know it, themoney
in your paycheck seems to vanish, and you don’t even

knowwhere itwent.Andwhileyou’re focusedon justmakingendsmeet,
putting money away for the future may be the last thing on your mind.
Even so, you need to remember that taking care of your longer-term
financial goals is just as important asmeeting your current needs.

PAY YOURSELF
FIRST

Ever since thedaysofputtingpennies in a
piggybank, you’ve likely received plenty of
advice on the value of saving your money.
Butwhenmomanddadaren’t takingcareof
the necessities anymore, and youhave your
own bills to pay, it’s easy to lose track and
forget to save. As a reminder of just how
important it is to put part of your income
aside – and to do it sooner, rather than later
– take a look at an example of just how the
numbers shake out.

For this example we’ll use two investors
– one who starts early and lets her savings
grow, and another who waits until later to
begin.Let’s say the early investorputs away
$5,000 per year for five years, and then
allows that investment to grow for 15 years
without putting in another penny. The late
investor, on the other hand, waits for 10
years before he even begins his savings
plan. He then invests $5,000 a year for 10
years,puttinghis total investmentat $50,000
–exactly twiceasmuchas theearly investor.
Assuming an eight percent average

annual rate of return on their investments,
ifwe jumpaheadnow to 20 years from the

time our two investors started, the differ-
ence in their accounts is substantial. Our
early investor would have accumulated a
total of roughly $100,493 in her account by
this time. Keep in mind she hasn’t put a
penny of her own money in for the last
15 years. Meanwhile, the late investor’s

(See “Investment Ideas” on page 16)
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Discovery is able to offer commercial loans
at lower rates with fewer fees. The credit
union’s lending professionals establish
member business relationships focusing on
service and the delivery of individualized
financing solutions.

“We are excited to share Discovery’s
extensive suite of business products, local
convenience and personalized service with
residents and businesses in Berks County,”
said Edwin Williams, President/CEO.
“Discoveryhas a great teamofprofessionals
and together we will continue to help our
members start newbusinesses, expand their
existing business, purchase equipment, con-
struct new facilities andmore.”

Discovery currently offers commercial
real estate and construction loans, equip-
ment and vehicle loans, secured and unse-
cured business loans and working capital
lines of credit. In addition, business mem-
bers enjoy interest-bearing checking
accounts, money market accounts, savings
options, remote deposit capture and a suite
of merchant services.

Business owners can take advantage of
Discovery’s products and services if they
live, work, worship or learn in Berks
County.Thecreditunion is federally insured

by the National Credit Union Association
(NCUA). To learn more about Discovery
and how the credit union can make your
business prosper, visit www.discoveryfcu
.org or call 610.372.8010.

FULTON BANK
Since 1882, Fulton Bank has provided

valuable financial services and dedicated
support to the local communities it serves.
Over the years, our focus has remained the
same – to build rewarding banking relation-
ships by listening to our customers’ needs,
and delivering valued, one-on-one service.

We continue to provide consumer retail
andbusiness customerswithvaluablebank-
ing services and products, investmentman-
agement and trust services with 114 offices
and 136 ATMs located throughout
Pennsylvania, Delaware and Virginia. As
the largest affiliate of Fulton Financial
Corporation, we offer the broad array of
financial services of a larger institution,
while maintaining personalized communi-
ty-oriented banking relationships.

Alongwithourhistory, comesaproud tra-
ditionofhelpingmeet thediverseandchang-
ing needs of small business owners through-
out our markets. Our goal is to focus on the

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

BUZZ AROUND THE BLOCK
(Continued from page 13)
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INVESTMENT IDEAS
(Continued from page 14)

account has grown to only $78,227, andhe
has been contributing each year for the
past ten years.
That means that our early investor only

put in half asmuch of her ownmoney, and
came out well over $20,000 ahead.
Now, this example is onlymeant to illus-

trate the advantages of saving regularly
and starting early. This does not reflect the
performance of any specific investment,
nor does it take into account the eventual
effects of taxes. It does, however, make the
point very clear – by delaying 10 years in
getting started, the late investor loses out
on the benefits of compounding over a
longer period of time.
Disciplined investment habits aren’t

always easy to come by, but there are sev-
eral thingsyoucando to improveyour sav-
ings routine. One of the easiest ways to
establish a savings plan is by taking advan-
tage of the convenience of electronic funds
transfer (EFT). You may be familiar with
this type of service if you currently receive
or make electronic deposits to your bank
account. This service is also available from
other financial services firms, and paying
yourself first by using an EFT system can
help you get in the habit of saving.

Direct deposit allows you the opportuni-
ty to deposit all or part of your paycheck to
the account of your choice, so you could
choose to set aside a certain portion to go
directly to a savings account as opposed to
your checking account. Another way to
take advantage of EFT is to set up an auto-
matic monthly deposit. This is a simple,
disciplined way to add to your account,
authorizing a specific amount to be trans-
ferred from one of your accounts to anoth-
er (i.e. from checking to a savings or invest-
ment account).
Regardless of whichmethod you choose

– or even if you decide on completely dif-
ferent investment strategy – putting aside
money nowwill help you prepare to reach
your financial goals that lie further down
the road.
This article was written by Wells Fargo
Advisors and provided courtesy of WilliamM.
Schultz, CFP®, CRC® in Collegeville
at 610.454.2043. Investments in securities
and insurance products are: NOT
FDIC-INSURED/NOT BANK-GUARAN-
TEED/MAY LOSE VALUE. Wells Fargo
Advisors, LLC, Member SIPC, is a registered
broker-dealer and a separate non-bank affiliate
of Wells Fargo & Company.
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specific needs of small business owners, and
to provide tailored solutions to those needs.
We offer innovative and valuable products
and services — delivered by dedicated rela-
tionship managers who know their local
markets and the communities they serve.

As a participant in the SBA's "Preferred
Lending Program" (PLP), Fulton Bank's
experienced lenders have what it takes to
cut through the red tape often associated
with business lending. We also provide a
full array of services, including checking
and savings accounts, cash management
and leasing solutions, business credit cards
andmore.

To learnmoreabouthowFultonBankcan
help your small business succeed, visit
us online at fultonbank.com, stop by
your local branch or call 1.800.FULTON.4
(1.800.385.8664).

MERIDIAN BANK
According to Meridian Bank’s Senior VP

for Commercial Lending, Erwin K.Wenner,
since the onset of the current economic trou-
bles in 2008, there’s been a sea change in
commercial banks’ attitudes toward small
business lending, particularly for start-ups.
He sees this shift toward conservatismman-
ifesting itself in fourmain areas:

Capital: The number of people using bor-
rowed funds to start businesses is much
lower today than in previous years because
more are having to use their own equity.
Lenders want to see that capital, particularly
the business owner’s capital, has already
been invested in the business. This demon-
stratesbelief in thebusinessmodel andawill-
ingness to take a personal share in the risk.

Cash Flow: Pre-recession, lenders were
willing to consider a startupcompany’spro-
jected future growth (proforma) when eval-
uating its request for a loan. Now the
emphasis has moved from “trust” to “veri-
fy.” Most banks and regulators today are
looking for steady and solid cash flow, and
the ability to service debt.

Experience: Lenders today are looking for
borrowerswithdirect experience in the field
they’re entering. There aren’t many
instances, anymore, of engineers being able
to quit their jobs to open bakeries. Banks
don’t want to take the risk on people look-
ing to change careers.

Due Diligence: Thanks to the proliferation
of social networking and personal informa-
tionmadeavailable online, bankersperform
more due diligence now than ever before.
This unprecedented access to information

(See “Buzz Around the Block” on page 19)
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has allowed lenders tomakemore educated
decisions regarding financing. But that
means fewer second chances are being
offered to entrepreneurs who haven’t had
enough experience in their fields, or have
failed undertakings in their pasts.

How long will this period of increased
underwriting scrutiny last? The good news
is that businesseswith a solid customer base
and adequate capital are again attracting
lenders. And, for start-ups, only a very few
banks, like Meridian, have the experience
and flexibility to look outside the box
imposed by these new, stricter criteria, to
help innovative companies with good busi-
ness plans. For additional information,
please call Erwin Wenner at 484.568.5020;
email: Erwin.Wenner@MeridianBanker
.com, and visit www.MeridianBanker.com.

MALVERN FEDERAL
SAVINGS BANK

Founded in 1887, Malvern Federal
Savings Bank is a community bank dedicat-
ed to fulfilling the financial needs of people
and businesses throughout Southeastern
Pennsylvania. The bank offers a variety of
personal and business banking products
and services alongwith a complete range of
loan programs, including consumer and
mortgage loans. Celebrating its 125th

anniversary this year, Malvern Federal
remains an institution committed to serving
its customers and the local community.

What started as a single location in
Malvern in 1887, the bank has transformed
into a mainstay in the community that has
steadily grown over the course of its history.
Malvern Federal has expanded from a sin-
gle-locationbank toa communitybankwith
locations in Berwyn, Paoli, Malvern,
Coventry, Exton, Lionville andWesttown in
Chester County and Concordville in
Delaware County. Each state-of-the-art
financial center, staffedbyemployeesdevot-
ed to providing exceptional customer assis-
tance, offers a host of banking services
including Drive Up windows, ATMs, free
self-service coin counting, safe deposit
boxes, andmore.

Combining dedicated personal service
with the latest in banking technology,
MalvernFederalprovides its customerswith
A Rewarding Banking Experience. Local
loan and management decisions, award
winning customer service and the latest in
products and services have helped Malvern
maintain success for more than a century.
Most importantly, Malvern understands the
importance of customer satisfaction and

(See “Buzz Around the Block” on page 21)
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therefore the bankmakesmeeting the needs
of its customers its number one priority.

In addition Malvern Federal strives to be
an organization that is mindful of the needs
of employees and supportive of its neighbors
in the community. Throughout its 125-year
history, the bank has made charitable contri-
butions to local organizations as a means of
giving back to the communities that have
shown loyalty to the bank for decades.

Andas they celebrate their 125th anniver-
sary, Malvern Federal continues to demon-

strate the importance of volunteering with
“125 Days of Sharing,” a company-wide
community service and volunteer project.
Lasting through the end of 2012 and hope-
fully beyond that, the entire staff has
pledged to provide 125 days of community
service tononprofit organizationswithin the
footprint in which the bank operates.
Customers and neighbors of Malvern
Federal can track the progress of the bank’s
“125 Days of Sharing” initiative on a
microsite, www.malvernfederal125.com,
devoted to the hallmark anniversary. The
site will serve as a portal providing up-to-
date information on employees’ charitable
endeavors, including photos from their
experiences volunteering.

For more information, please stop into
any financial center, call 610.644.9400,orvisit
www.malvernfederal.com.

NATIONAL PENN BANK
National Penn is the fourth largest bank

holding company headquartered in
Pennsylvania, based on our asset size. Our
people are the secret behind our success
with a strong focus on building relation-
ships with customers through personal
service, sophisticated products and technol-
ogy, local decision-making and a strong
community presence.

Staying competitive in every economic
climate is the biggest challenge for compa-
nies of all sizes. National Penn gives you
choices that help you go beyond those chal-
lenges, to help you succeed in an environ-
ment that’s always on, open for business
and ready for the next transaction. That’s
because National Penn’s products, technol-
ogy and business services meet or exceed
those ofmuch larger banks, and our level of
personal service and attention to detail is
unparalleled. In addition to traditional
banking services such as checking, savings
and cash management, we offer innovative
products like online foreign exchange to
help you compete in a global marketplace.

(See “Buzz Around the Block” on page 23)
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LEADERSHIP AND SUCCESS
By Kenneth D. Richardson Ph.D., Redwood Enterprises

Despite the economic downturn, lots ofAmericans are
not just surviving—many are doing exceedinglywell,
showing that “the dream” is anything but dead. And
it’s not just “the rich getting richer.” Many new entre-

preneurs are establishing themselves in the very same industries and
markets inwhich their competitors aredropping like flies.Whydosome
do sowell, while others fall by thewayside? I assure that it’s not chance
— there is an identifiablemindset for success that is over and above the
particulars that define any given industry. Those who do succeed are
awareof this andactively cultivate it in themselves.You can, too. It starts
with understanding theways that successful people think.

A MIND FOR BUSINESS:
HOW SUCCESSFUL

PEOPLETHINK
Whether you think you can or whether

you think you can’t, you’re right! – HENRY FORD

In recent years I’ve been deeply involved
in the business of helping entrepreneurs to
improve theirbusinessesandprosper.Much
of my training, however, was in the field of
cognitive psychology, which concerns the
ways that “normal” people think, construct
reality, and solve problems. In recent
decades, this fieldhas increasinglybecomea
rich source of business applications, includ-
ing explanations for success and failure.
Why?Becausehabits ofmindare important.

Case inpoint:Oneof thebest knowntrea-
tises on success is Napoleon Hill’s timeless
classic, Think and Grow Rich. Hill inter-
viewed and analyzed the lives of thousands
of individuals, and found that success in
business and other areas of life were inti-
mately tied to their ways of thinking. Of

course there are vast behavioral differences
between those who succeed and those who
fail, but these are ultimately rooted in peo-
ple’s attitudes and outlooks.

Theworks of othermasters in the areas of
success and personal growth echo Hill’s
emphasis on the importance of developing
the propermindset. Peruse theworks of Jim
Collins, Steve Covey, John C. Maxwell, Pete
Drucker, Rosabeth Moss-Kanter, and a host
of others and you’ll find similar themes. It’s
clear thathowwethinkandwhatwechoose
to think about can be crucial inputs into
whatwe get out of life. Research has shown
very clearly that we can acquire mindsets
conducive to success.

(See “Leadership and Success” on page 24)
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Payroll processing anddeposit services save
time for you and your employees. Credit
card and check card programs extend your
company’s purchasing power, while mer-
chant credit and debit card processing serv-
ices enable your clients to purchasemore.

Allofourbusinessservicesaredesignedfor
your convenience. Phone and online banking
makes it easy to access your accounts any-
where in the world 24/7. We welcome your
call or visit to any Community Office or con-
tact our Information Center at 1.800.822.3321,
and visitwww.natpennbank.com.
PENN LIBERTY BANK ANNOUNCES

CAPITAL ACCESS PROGRAM
Penn Liberty Bank is offering a Business

CapitalAccess Program (CAP) that has ear-
marked $20 million in business loan funds
available to businesses in Southeastern
Pennsylvania to support capital require-
ments for expansion and job creation activi-
ties. This program is being offered through
the first quarter in 2012.

"We remain dedicated to helping our
communities by providing funds to area
businesses facilitating expansion and job
creation activities. Economic downturns
have hurt area businesses and continued
uncertainty has delayed expansion deci-

sions. Penn Liberty Bank is ready to help
support businesses who want to move for-
ward with growth plans," stated Brian
Zwaan, President and COO.

"Over the past year we have lent over
$100 million to local businesses in our com-
munities and we are excited to be able to
continue that support with this new pro-
gram. It has been gratifying to witness the
positive economic results from previous
lending programs. Our current CAP initia-
tive will allow us to assist even more local
businesses and have a greater impact on the
surrounding areas," Commented Patrick J.
Ward, Chairman and CEO.

Penn Liberty Bank's Capital Access pro-
gramoffers affordable rate loans in amounts
up to $2 million to creditworthy businesses
in Southeastern Pennsylvania with annual
revenues up to $10million. All documenta-
tion closing costs and loan origination fees
are waived for loan amounts up to $500,000
under this program. Businesses interested
in the Capital Access Program should call
Jim Danna at 610.535.4522 or send an email
to CAP@pennlibertybank.com. For more
information about Penn Liberty Bank visit
www.pennlibertybank.com.

(See “Buzz Around the Block” on page 25)
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LEVERAGING WHO YOU ARE
This isnot a call to turnyourself into some-

one you’re not. It’s crucial that you be consis-
tent with your personal values and talents.
The trick is tobecome thebest “you” thatyou
can possibly be, and this requires a serious
reviewofwhoyouare andwhat is important
to you. It also requires an honest assessment
of your talents. To sumup, know as best you
canwhat you’re equipped for.

Going into something “just for the
money” is a bad start. You may be able to
survive, but you’ll never be the best at what
you do, or even the best that you can be.
Many people assume that business is all
logic, dollars, and cents, but if you truly
intend to succeed, you’ve really got to find
something that you are really passionate
about. This in itself does not come naturally
tomany people.

CULTIVATING A
MINDSET FOR SUCCESS

Although it is often argued that “knowl-
edge is power,” this old adage misses the
mark in that it emphasizes contentoverappli-
cation.What youknowmatters, but theways
of thinking that you bring to bear on the
“what” that will determine your real poten-
tials for success. Simply put, how you think
can be at least as important as what you
know.What is encouraging is that theseways

of thinking are habits of mind that can be
developed through active effort and practice.

I will get to some of the kinds of thinking
commonly employed by people with long
histories of success in business a little later.
But first note that, although these can be
acquired by almost anyone desiring to
improve themselves and their business
savvy, many folks never incorporate them
into their repertories. The question becomes,
why not? Below are a few explanations.

One reason is that ways of thinking are
intangible. We see their results— the new
product, the novel approach to service deliv-
ery, or the successful new ad campaign—
but the thoughtprocesses thatgenerate them
are invisible are therefore inaccessible to
most people. Would-be competitors (often
called “wannabes”) might be able to imitate
the observable product, but that’s the best
they can do.

A second reason few people employ the
ways of thinking employed by successful
people is that they are independent of specif-
ic areas of knowledge. They are applicable
across a wide array of domains of activity,
whichmakes themdifficult to clearly identify.
Again,we see the results, but not the thinking
itself. These are two of the reasons why the
keys to success remainmysterious tomany.

(See “Leadership and Success” on page 26)
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PHOENIXVILLE
FEDERAL BANK & TRUST

As a financially strong, mutually-owned
financial institution, Phoenixville Federal
Bank&Trust is committed to improving the
quality of life for the citizens in Phoenixville
and beyond. While Phoenixville Federal
currently offers a full range of banking serv-
ices, includingwealthmanagement services
tomeet individual andbusiness needs, their
primary goal of promoting thrift and home
ownership remains unchanged.

PhoenixvilleFederalBank&Trusthas five
convenient branch offices in Phoenixville,
Pikeland/Kimberton, Collegeville, Limerick
andRoyersford, and aCommunity Lending
Center in Phoenixville. For more informa-
tion, please call 610.933.1171 and visit
www.phoenixfed.com.

REPUBLIC BANK
Republic Bank, one of the largest

Philadelphia-based banks, has been serving
the needs of consumers and government
entities, as well as not-for-profit and corpo-
rate businesses, for over 22 years. Republic
Bank offers a full range of products and
services including checking and savings
accounts, loans and lines of credit, online
banking, and cash management solutions.
With assets of $1 billion, 13 stores, an experi-

enced team of professionals, and a competi-
tive product set, Republic Bank iswell-posi-
tioned to help businesses and consumers
meet and exceed their goals.

World class Customer service is the
expectation at Republic Bank. We also offer
many conveniences. Our stores are open
sevendaysaweekwithextendedhours and
close only four days per year. Both
Customers and non-Customers alike can
take advantage of free coin counting via our
Magic Money Machine. New Customers
can open an account quickly and leavewith
anATM/debit card in hand. Customers can
purchase Visa® Gift Cards for free—no
fees—at any store location, and we even
include the gift box and bow. We strive to
exceed Customer expectations…every day,
every Customer, every time.

Our Delaware Valley team is led by Steve
McWilliams, Senior Commercial Lender,
ChuckPapantaniou,SalesManager, andMatt
Skilton, Commercial Lender. Customers can
visit our convenient store locations in
PlymouthMeeting,Abington,Ardmore, Bala
Cynwyd, Media, Philadelphia, and Southern
New Jersey. Service… convenience… great
people… Republic Bank has it all. For addi-
tional information, please call 888.875.2265
and visit www.myrepublicbank.com.

(See “Buzz Around the Block” on page 27)
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SO HOW DO
SUCCESSFUL PEOPLE THINK?
Below are some of the ways of thinking

that are common among people who
become highly successful andmake life bet-
ter for themselves and others. Although
some may seem contradictory to others,
they are actually complementary. Successful
people typically think in lots of different
ways. With diligent and deliberate effort,
theseways of thinking can be developed by
many more people than commonly have
access to them. Someof these are briefly dis-
cussed below:

Big picture thinking: Also called “sys-
tems thinking,” this involves the ability to
grasp realities that are neither immediate
nor obvious. Big picture thinkers have an
appreciation for complexity, oftenbeingable
to see order in what appears to others to be
chaos. They also integrate aspects of past
and present situations into visions of the
future, which equips themwith at least one
of the important abilities required for suc-
cess in leadership positions— the ability to
anticipate events before they happen.

Ability to think creatively: Successful
people generally have the ability to look at
situations in ways that others might find
peculiar, if not outright weird. Rather than

following the crowdand imitating in “mon-
key see,monkeydo” fashion, they risk rejec-
tion or even failure by challenging what is
common and accepted. If you follow the
careers of successful individuals, you’ll find
that peoplewith unusualways of looking at
things are overrepresented. You’ll also see
that they are very open to the novel ideas of
others, and encourage creative thinking
among those around them. Creative people
tend to have lower fears of failure than their

(See “Leadership and Success” on page 28)
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THE VICTORY BANK
Founded in 2008 by a dedicated group of

local bankers, boardmembers and investors,
TheVictoryBankexists tooptimize the finan-
cial lives of businesses, professionals and
individuals.All leadership andmanagement
decisions are based upon a clearly defined
set of values that include extraordinary per-
sonal service, integrity, creditability, fairness
and respect. “The Victory Bank is really
about the client experience,” says Chairman
and CEO Joe Major. “This creates many
important benefits for our clients; it means
we are available to talk and meet with them
at a convenient time at their places of busi-
ness, it means that a live person will answer
the phone and a clientwill never get stuck in
amaze of voice mail, it means that we get to
know our clients and understand their busi-
nesses beyond just the numbers on their
financial statements. Most importantly, it
means that we always strive to do what is
best for them.”

The bank continues to be active in sup-
porting both existing and start-upbusinesses
by providingmillions of dollars of SBAterm
loans and lines of credit, and has also devel-
oped an active commercial real estate lend-
ing portfolio. Importantly, the bank operates
as a true commercial and industrial lender,
making a commitment to this specialized
sector by hiring a full team of experienced

commercial bankers, analysts and an experi-
enced operations team.

The Victory Bank also offers customized
deposit and cash management services that
meet the specific needs of businesses such as
Business Free Checking with no minimum
balance requirements, service charges or per
item fees. As a part of a modern suite of
banking services, the bank provides its
“Deposits… Done Right” Remote Deposit
Services, which enable businesses to scan
paper checks at their places of business, 24
hours a day, seven days a week, for rapid
electronic deposit into a Victory Bank busi-
ness account.

Additionally, TheVictory Bank offers inno-
vativemerchant service solutions that include
theROAMpay™Swiper,which simplyplugs
into a smart phoneproviding amobile option
toaccepting credit cards, alongwith tradition-
al terminal and online options. Rounding out
the bank’s offerings is a broad base of com-
mercial banking services including Money
Market accounts, Cash Management Payroll
Disbursement, and free Online Banking and
Bill Payment services.

The Victory Bank invites you to enjoy a
unique and better banking experience: The
Business of Banking… Done Right! For more
information stop by 548 North Lewis Road
in Limerick, call 610.948.9000 or visit them
online at www.thevictorybank.com.

BUZZ AROUND THE BLOCK
(Continued from page 25)
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LEADERSHIP AND SUCCESS
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less creative counterparts, which is why they can express
their more offbeat ideas.

Focus like a laser beam: Seeming to contradict the
breadth suggested by big picture thinking, and the search for
noveltyof creative thinking, focused thinking is actually com-
plementary to them. It is essential fordevelopinganyplansor
products inspiredby theother two. If you’re going to succeed
in business, sooner or later you’ll have to buckle down and
zoom in on a limited range of activities at the exclusion of all
others. One key to outstanding performance is commitment,
which means also deciding what you’re not going to devote
time and effort to. Those who engage in focused thinking
make great sacrifices tomake things happen.

Strategic thinking: It’s time to get practical. Perhaps the
most identifiable aspect of how successful people think,
strategic thinking is frequently articulated in written busi-
ness plans. Its outstanding characteristic is its systematic
nature. Strategic thinking startswith a clear vision of a desir-
able future condition or outcome, followed by the develop-
ment of means for making that desired outcome a reality.
Strategies are broken down into critical goals to be achieved,
as well as the specific action steps required to achieve them.
Really top-notch strategic thinkers actually specify possible
obstacles that might be encountered, as well as solutions for
each obstacle.

Thinking of others first: Success in business is ultimately
dependent upon the ability to meet the needs of others. In
order to do that, you’ve got to develop the capacity for seeing
things through their eyes. By the way, those “others” would
of course include clients and customers, but also employees.
One of the most powerful social norms in our society is the
“norm of reciprocity,” which impels us to repay in kind, the
treatment that we receive from others. When we put others
first,wemaximize theirwillingness tobebenevolent tous. It’s
the foundation for constructive long-term relationships,
which are essential for success in business and in life.

SETTING YOURSELF APART
Any review of the “best practices” in any particular busi-

ness shows that these have their roots inways of thinking—
habitsofmind.Theshort list I’veoffered isbynomeanscom-
plete or comprehensive, butwas included tomake the point
that thesehabits ofmind canbe cultivated anddevelopedby
most people who want to improve themselves and their
lot— to the extent that they are interested in doing so.

The alternative is complacency:Accepting ourselves as
“good enough,” and not in need of improvement. The evi-
dence regarding this alternative has been painfully clear—
people (or businesses) who don’t actively work to improve
tend to deteriorate. Many businesses that have achieved
great successes subsequently declined as a result of resting
on their laurels.

It takes an active and continuous effort to cultivate fresh
thinking, but such efforts pay dividends in the long run. If
you “study up” on cases of individuals who achieved great
things over longperiods of time, you’ll notice that one theme
will emerge time and time again— it was their thinking that
set them apart. It’s all about choices and consequences, and
as has been said so often, success is a choice.
Dr. Richardson is the founder of Redwood Enterprises, a business
consulting, training, and executive coaching firm that specializes in
helping business owners make sure that what they do every day
reflects their strategic plans. He is available for speaking engage-
ments on business related topics. Visit his company’s website at
www.redwood-enterprises.com, or contact Redwood Enterprises by
phone at 610.326.3670.
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LEGAL PERSPECTIVES
By Daniel E. McCabe, Wolf, Baldwin, and Associates, P.C.

What do I do if my employer sends me a list of
jobs while I’m receiving Workers’ Compensation
benefits?As an attorney who represents clients who
are receiving workers’ compensation benefits, I am
often asked this question. In Pennsylvania, when an

injured worker is receiving workers’ compensation benefits, an
employermay performwhat is called an earning power assessment
pursuant to section 306(b)(2) of theWorkers’ CompensationAct.

MODIFICATION OF
WORKERS’ COMPENSATION

BENEFITS BASED ON
VOCATIONAL EVALUATIONS

Put simply, this is away for an employer to
test whether someone who was injured has
some type of earning power. The question
that the injuredworkerhas toaskhimself isno
longer “can I do the job I was doing when I
was injured,” but rather, “can I perform any
jobwhatsoever?”Answering the first of those
two questions is often simple, but the answer
to the secondquestion canbequite complicat-
ed. Pennsylvania’s workers’ compensation
wage loss payments are based on howmuch
an injured worker can earn compared to her
pre-injury earnings, not on how injured the
worker is.

For instance, an injured worker may have
had a very physical job such as a laborer.
When an injured worker injures his back to
the point where multiple surgeries are
required, it is usually rather simple to deter-
mine whether that person can perform a job
that requires him to lift very heavy objects.
However, is not such a simple question to
answerwhether that person canpossibly per-
form a job which requires nearly no lifting.
That is the very question that an earning
power assessment attempts to answer. The
idea is that the employer must prove that an
injured worker can perform some type of

work at some modified level, and if the
employer canprove the injuredworker’s abil-
ity to earn some amount of money, the
employer can seek to reduce the benefits it
pays to theworker.

Therearesomebasics thatwemustcover to
understand how this processworks. First, the
employer must be able to show some type of
change in the injuredworker’smedical status.
In otherwords, if an injuredworker is consid-
ered fully disabledbyworkers’ compensation
standards, that person must be released to
some type of modified duty, whether it be
sedentary, light or even medium duty work.
This release can come from either the
claimant's treating physician, or an independ-
ent medical examiner. Obviously, if the
change in status comes from the claimant's
own treating physician, the case for the
employer is thatmuch stronger.

Next, the employer must prove that it has
no job available to offer to the claimant within
her medical restrictions. In other words, if the
employer has a job that fits the change in the
worker’s functional abilities, it must offer that
job before it will be permitted to perform an

(See “Legal Perspectives” on page 30)
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earning capacity assessment. When the
employer is quite large, such as a hospital, it
may difficult for the employer to prove that
there are no light-duty jobs available.

If the first twoprongsof thisprocess are ful-
filled, the employer must hire a vocational
expert to perform an earning capacity assess-
ment. This usually consists of hiring a voca-
tional expert to interview the injured worker
and reviewmedical documentation. Once the
expert reviews themedical documentation he
or shemust findopenandavailable jobswith-
in a reasonable distance from the injured
worker's residence (assuming that the injured
worker lives in Pennsylvania- if the injured
worker has moved out of state the employer
has theoptiontoperformthe labormarketsur-
vey in the geographical area around the
employer). The vocational expert’s function is
tosearchfor jobs thatarewithin therestrictions
placed upon the injured worker, which are
open and available, andwhich are vocational-
ly appropriate given the claimant's age, prior
work experience and education. This is called
a labormarket survey.

If the employer is able to prove to a work-
ers’ compensation judge that the jobs listedon
the labormarket survey are actually available
toandvocationallyappropriate for the injured
worker, the judgemayorder amodificationof
theworkers’ benefits. In otherwords, andput

in plain English, the injured workers’ weekly
disability check may be modified by the
amount of money that the judge finds the
claimant could be making. And to be clear
here, the claimant does not have to go and
actually get hired at any of these jobs, the
employer must only prove that the injured
workercouldbedoingthese typesof jobs,and
that the jobs exist in the labormarket. To clar-
ify exactly how thismodificationwouldwork
perhaps an examplewould help.

If the injured worker’s average weekly
wage at the time of his injurywas $900.00, the
injured worker would receive $600.00 in
workers compensationbenefitsperweek.The
vocational expert may find five jobs, which
average a weekly salary of $500.00 per week.
If the judgewere to find these jobs vocational-
ly appropriate, and also find that the claimant
could physically perform these jobs despite
his injury, judge may find that the claimant
has an earning capacity of $500.00 per week.
This would leave the claimant with a partial
disability rate of two thirds of difference
between his pre-injury wages and the new
earning capacity, in this case $900.00 less
$500.00 being $400.00, multiplied by two
thirds being $266.67. Thus the claimant’s
weekly check would decrease from $600.00
per week to $266.67 per week. Obviously,
with such a drasticmodification to an injured

(See “Legal Perspectives” on page 32)
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(Continued from page 30)

worker’s benefits, it is in theworker’s interest
to strongly defend against such changes if he
cannot actually obtain the job or physically
perform thework.

So that brings us back to our title question:
“I'm an injured worker and I received a letter
telling me there are five jobs which the
employer thinks I canperform,whatdo Ido?”
Well, first anyone who is receiving workers
compensation benefits and is requested to sit
for a vocational interview or who receives a
labor market survey in the mail should seek
legal counsel immediately. The issues
involvedinamodificationpetitionsuchas this
are incredibly complex and are certainly not
something that should be handled without
the advice of legal counsel. So, youmight ask,
whatwould I tell my client to do?

Well, until recently, wewould often tell our
clients to simplygoout andapply for all of the
jobs identified in the labor market survey.
Oftentimes if an injuredworkerapplies for the
jobs either the jobs would not be available, or
the client simply wouldn't get the job.
However, in Phoenixville Hospital v WCAB
(Shoap), 2 A.3d 689 (Pa.Cmwlth. 2010), appeal
granted, 18 A.3d 1093 (Pa., April 27, 2011), our
Commonwealth Court held that even if the
claimant were to go and apply for all of the
jobsona labormarket survey,andnotget con-
tacted by any of the potential jobs, that does
not preclude the judge from finding that that
jobs were available to the claimant and voca-
tionallyandmedicallyappropriate,andgrant-
ing an employer’smodification petition.

It nowseems tobenecessary for the injured
worker tohirehisownvocational counselor to
make his own assessment of the labormarket
survey.Thus, the injuredworkermusthireher
own advocate to prove that the jobs are not
vocationally appropriate for her, or do not fall
within hermedical restrictions.

Some of the issues that the claimant’s voca-
tional counselor must look into are whether
the jobs listed on the labor market survey are
actually appropriate for the education and
experienceof the injuredworker.Forexample,
while an injured worker who has been an

(See “Legal Perspectives” on page 34)

Pottstown SCORE is currently accept-
ing registrations for its timely workshop
series, “Using SocialMedia toMakeYour
Business Grow.” This workshop series
will be held at the Tri-County Area
Chamber of Commerce Conference
Center, 152 E. High Street, Suite 360,
Pottstown, from 7:00 pm to 9:30 pm on
four consecutive Monday evenings in
March. Registration begins at 6:45 pm.
Attendees will learn that Social Media is
a lot more than Facebook pages and a
few Tweets. It’s about understanding the
total marketing conversion strategy; the
psychological hot buttons of different
demographics; how to take on the chal-
lenge of integrating social media into an
overall marketing strategy; and how to
measure its effectiveness.

The workshop series, presented by
SCORE, “Counselors to America’s
Business” is not only for those who are
currently in business, but also for any
interested individual who would like to
betterunderstandhowtousesocialmedia
more effectively. The following experts in
the field of Social Media technology and
marketing will be presenting the work-
shops: Jeff Kofsky, President of Higher
Vision Coaching and Consulting; Brian
Dainis, President of Curotec, LLC, a web
design, marketing and SEO company;

Joy Sorrentino, a prominent social media
consultant and blogger; Drew Griffin,
Founder of Mojo Digital companies, LLC
which delivers value through social
media, video and mobile marketing; and
David Yunghans, the regional develop-
ment director for Constant Contact.
Theworkshop sessions are as follows:

MARCH 5 — The Secrets
of Effective Internet Marketing

MARCH 12 —
The Power of Social Media

MARCH 19 — Mobile Marketing

MARCH 26 — eMail and Social Media:
Are They Married Yet?

Theprice of each individualworkshop
is $40, and there is a special packageprice
of $140 for the entire 4 sessions.
Additionally, there is a 50 percent dis-
count for another person from the same
company attending. Since this is such a
timely topic, it is anticipated that classes
will fill up early. To guarantee a seat,
please pre-register online at
www.pottstownscore.org or phone the
SCORE office at 610.327.2673.

The SCORE workshop instructors
welcome your questions and are anxious
to help you get started on a successful
social media marketing strategy, which
will grow your business.

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.422busi-
ness.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 stated. 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 advertis-
er 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 prevent 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 edi-
tion’s deadline. Placing an advertisement in the Route 422 Business Advisor constitutes acknowledgment and acceptance of these terms.
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unskilled laborer for his entire life couldphys-
ically perform a customer service job, would
such a job be appropriate given that the per-
sonmayhaveverypoorcommunicationskills
and a 9th grade education? Or, would it mat-
ter that the person has no experience whatso-
ever in dealing with any aspect of customer
service?Theseare thevery typesofarguments
that a vocational counselor who is hired on
behalf of the injuredworker canmake.

Further, maybe there are aspects of the
claimant's injury, which the original vocation-
al counselordidnot take intoaccount. It is also
possible that this vocational counselor did not
review the medical records of the claimant's
treating physician. The claimant's treating
physicianmayverywell havenot released the
claimant to any type of work yet, and the
defense could be presented entirely from a
medical standpoint. One way or another, it is
clear that there are arguments to be made for
both sides, and this type of litigation can
become quite complicated.

This article has attempted to show a brief
synopsis of this very complex issue. In any
event, the best advice for an injured worker
facing a modification based on an earning
power assessment is to seek legal counsel.
Good lawyering, from early on in a client’s
case, is essential to maximizing an injured
worker’s benefits.

Visit us online to view
valuable supplemental

content – its FREE!

(Continued from page 32)
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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 –

COMMITTING TOEACHOTHER’S SUCCESS –LET’SMAKEAN IMPACT!

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

We want you to
take advantage of

every opportunity to
MAKE AN IMPACT!

Pottstown SCORE, the co-presenter of the
March Breakfast, is holding a series of work-
shops in March relating to “Using Social
Media to Make Your Business Grow.”

SCORE is a nonprofit association dedicated to
educating entrepreneurs and helping small busi-
nesses start, grow, and succeed nationwide. They
provide counseling on small business start-up
procedures and on problems in existing small
businesses. Its services are confidential and free.

Using Social Media to Make
Your Business Grow Series:

SESSION 1 – The Secrets of Effective Internet
Marketing – March 5th, 7 to 9:30 PM

SESSION 2 – The Power of Social Media –
March 12th, 7 to 9:30 PM

SESSION 3 – Mobile Marketing –
March 19th, 7 to 9:30 PM

SESSION 4 – Email and Social Media – are they
married yet? – March 26th, 7 to 9:30 PM

If you are interested in attending any of
the sessions listed, please contact Pottstown
SCORE to receive fee information and
to register – 610.327.2673, email info@
pottstownscore.org, or visit their website at
www.pottstownscore.org.

Please joinusonThursday,March29, 2012atSpringFordCountry
Club for the nextMembership Breakfast. Network and visit with
exhibitors at 7 AM and the program will begin at 7:30 AM.
The TriCountyChamber, is co-presenting this eventwith Pottstown
SCORE, andbothorganizations are anxious towelcome representa-
tives of the U.S. Chamber of Commerce to network with our
tri-county business community as well as share with attendees the
2012 priorities for the 100 year old U.S. Chamber of Commerce.

Their presentation will focus on
discussing the Chamber’s 2012 policy
agenda to expand the economy, create
jobs, and boost America’s competi-
tiveness in the global economy.
Policy topics outlined at this year’s

State of American Business include:
• Producing American Energy and

Rebuilding Infrastructure
• Expanding Trade, Investments,

and Tourism
• Advancing Regulatory and Legal

Reform
• Developing an Innovation Agenda
• Controlling Spending and

Reform Entitlements

View the U.S. Chamber’s video
“Six Point Plan for Job Creation” on
the Breakfast registration page of
the Chamber’s website – www.
tricountyareachamber.com.
This event will also feature a

Small Business Expo. If you are a
small business of 1-9 employees and
want to sponsor a table, please con-
tact Kitty at 610.326.2900 or kitty@
tricountyareachamber.com.

This is the perfect

opportunity for attendees

to practice their ABC’s.

We look forward to an exciting event onMarch 29! Join us!



Olivet Boys & Girls Club –
Richard J. Ricketts Club
640 Beech St.
Pottstown, PA 19464
610.373.1314
www.olivetbgc.org
Nonprofit Organizations; Youth Services
The Olivet Boys & Girls Club promotes initiatives
to develop youth's abilities to engage in positive
behaviors that nurture their lives to grow into
successful, self-sufficient adults. They do this
through their dedicated staff and an implemen-
tation of programs in three core areas for impact:
Academic Success; Good Character & Citizenship;
and Healthy Lifestyles.

Perfect Connection Installations, Inc.
284 N. Hanover St.
Pottstown, PA 19464
610.327.2616
www.perfectconnectioninc.com
Furniture; Moving and Storage; Office
Equipment / Furniture / Supplies; Shelving -
Industrial / Retail / Fileroom; Warehousing
Perfect Connection's office furniture installers
and project managers have become a reliable
source to Office Furniture Dealers, Facilities
Managers, Architects and Designers, Flooring
Contractors, Government Agencies, and more.
Perfect Connection is an award winning furniture
installation company based in Pottstown, PA that
was founded on the core values of excellence,
consistency and dedication to their customers.
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CHAMBER MEMBERSHIP

ANNIVERSARIES
(ACCORDING TO TCACC RECORDS)

HAPPY ANNIVERSARY to
the following Members:
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34 Years
AAA East Penn

33 Years
Harris Videotek

32 Years
Pottstown Area Rapid

Transit, Inc. (PART)

31 Years
Wyndcroft School

20 Years
KenCrest EmployNet
RMS Management

Co., Inc.

5 Years
422 Business Center
First Priority Bank

1 Year
Berks Fire Water
Restorations, Inc.

FastPro Restoration
Humana, Inc.

Majestic Flooring and
Home Designs, Inc.
Young’s Petroleum

Comcast Spotlight
Community Health &

Dental Care
Everything Postal and

Printing
FASTSIGNS

Foot & Ankle Health
Group, P.C.

Fred Beans Buick Nissan,
Chevrolet and
KIA of Limerick

Gorski Engineering, Inc.
GVF Transportation

Carina Hatfield Massage
Therapy

The Hill School
Ice House Steaks & Pizza

Janney Montgomery
Scott, LLC

D. G. March and
Associates/Enviromat

Company, Inc.

Moyer’s Catering
Pennsylvania

Business Council
Pottsgrove

School District
Reading Foundry &

Supply Co.
Schultz Technology

Solutions, LLC
The Seltzer Group

Sher Properties, Inc.
Susquehanna Bank

Twin County
Construction Co.

Wells Fargo Advisors
West Pottsgrove

Township
Western Montgomery

Career and
Technology Center

Wyomissing Optometric
Center, Inc.

Member Renewals
Thank you to the following Members
who renewed their commitment to
make your Chamber a PRIORITY!
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It’s as easy as 1-2-3 or ABC – Always Buy Chamber!

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.

COMMITTING TO
EACH OTHERS SUCCESS!

WELCOME NEWMEMBERS!
Lookwho’s joined…The following businesses have invested
in YOURChamber.When purchasing goods and services,

please keep these businesses as well as other TriCountyArea Chamber of
CommerceMembers inmindwhile youAlwaysBuyChamber!

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

MARCH FREE EVENTS: CHAMBER 101
Thursday, March 1, 3:30PM AND Tuesday, March 13, 8AM

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

seeking information about the Chamber. Reservation required.

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
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BE SEEN. BE HEARD. BELONG.

NETWORKING
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; Members 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
Edgeof aVolcano: SocialMedia". Get the latest andmostup-to-datedataon
social media and theHR field. Find out how to stay out of the hot lava!
This program has been approved for 1HRCI credit.
Members only; $28 per Member prepaid; $36 per Member invoiced
Sponsored By: PottstownMemorialMedical Center

Tues.,Mar. 20 SEMINAR – “THE ART OF NETWORKING”
8 – 10 AM TriCounty Area Chamber of Commerce, 152 E. High St., Suite 360,

Pottstown, PA 19464
Sam Iorio, Partner, Dale Carnegie &Associates will focus on how you can
becomemore visible in themarketplace and engage inmeaningful conver-
sation at business and social events. Create statements that will cause
prospects and influencers towant to hearmore. Make voicemail and email
subject linesmoremeaningful in getting others to want to know you.
$25 per Member; $35 per non-member

Tues.,Mar. 27 BUSINESS CARD EXCHANGE
4:30 – 6:30 PM Sunnybrook Ballroom & Restaurant, 50 Sunnybrook Rd.,

Pottstown, PA 19464
Enjoy refreshments and networkingwith fellowChamberMembers.
Members only; No Charge
Sponsored By: Sunnybrook Ballroom&Restaurant

Thurs.,Mar. 29 MEMBERSHIP BREAKFAST
7 – 9 AM Spring Ford Country Club, 48 Country Club Rd., Royersford, PA 19468

The Chamber is partnering with Pottstown SCORE to bring you March’s
Membership Breakfast. The Breakfast will revolve around representatives
from the U.S. Chamber of Commerce discussing the Chamber’s 2012
policy agenda to expand the economy, create jobs, and boost America’s
competitiveness in the global economy. This event will also feature a
Small Business Expowhere attendees can visit with exhibitors to see what
products or services they could use and fulfill theABC philosophy.
$25 per Member prepaid; $30 per Member invoiced; $50 per non-member
Sponsored By: FASTSIGNS and Olivet Boys & Girls Club - Richard J.
Ricketts Club

SAVE THE DATES
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 – Courage, Character, and Commitment.”
Members only; $28 per Member prepaid; $36 per Member invoiced
Sponsored By: Schultz Technology Solutions, LLC

Tues., Apr. 24 BUSINESS CARD EXCHANGE
4:30 – 6:30 PM Visiting Nurse Association of Pottstown & Vicinity,

1963 E. High St., Pottstown, PA 19464
Enjoy refreshments and networkingwith fellowChamberMembers.
Members only; No charge; Reservations appreciated
Sponsored By: Visiting Nurse Association of Pottstown & Vicinity and
JanneyMontgomery Scott

Fri., May 4 CHICK-FIL-A LEADERCAST
8 AM– 5 PM The Hill School, 717 E. High St., Pottstown, PA 19464

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.

Fri., May 4 CHAMBER NIGHT AT THE READING PHILLIES
7:05 PM Reading Phillies Baseball Club, First Energy Stadium,

1900 Centre Ave./Rt. 61 South, Reading, PA 19605
Join thousands of fellow TCACC Members at the Reading Phillies game
versus theErieSeaWolves.The supportofour sponsorsallowsus toprovide
tickets to our community free of charge. Tickets will be available at the
Chamber office. Please call 610-326-2900 for availability.Rain date: 05/08/12
Sponsored By: About All Floors; Berks County Abstract Company;
Brandywine Institute of Orthopaedics; Chestnut Knoll; H &H Systems,
Inc.; Keller Williams Realty Group; Malvern Federal Savings Bank;
Media Fusion Technologies; Orlando LawOffices, P.C.

ANNUAL DINNER – “Election 2012: Who is Winning,
Thurs.,May 10 Who is Losing, and Why it Matters”

RiverCrest Golf Club & Preserve, 100 Golf Club Dr., Phoenixville, PA 19460
5 PM Social Hour
6 PM Awards Presentation&Dinner
7:15 PM Speaker
8 PM CasinoNight

Dr. G. Terry Madonna, nationally recognized political pollster/commenta-
tor andDirector of the Center for Politics and PublicAffairs at Franklin and
Marshall College, will talk aboutwho iswinning, who is losing, andwhy it
matters when it comes to the 2012 presidential elections
$95 per Member; $850 per Table of 10
Sponsorship OpportunitiesAvailable

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 22 BUSINESS CARD EXCHANGE
4:30 – 6:30 PM Location TBD

Enjoy refreshments and networkingwith fellowChamberMembers.
Members only; No charge; Reservations appreciated

Mon., June 11 GOLF OUTING
Hickory Valley Golf Club, 1921 Ludwig Rd., Gilbertsville, PA 19525

12Noon Shotgun Start

MARCH 2012 tricountyareachamber.com 422business.com ROUTE 422 BUSINESS ADVISOR37

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

MARCH FREE EVENTS: CHAMBER 101
Thursday, March 1, 3:30PM AND Tuesday, March 13, 8AM

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

seeking information about the Chamber. Reservation required.

BIGGEST NETWORKING
EVENT OF THE YEAR!



NEW!
MOBILE APP

We know how busy you are! That is why we have
recently launched the Chamber’s Mobile App. Now
you can stay current with everything that is going on
at the Chamber and take care of some of your
Chamber business all ON THE GO!

• 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.

WINTER
CONSIGNMENT TICKETS
Discounted tickets are available for all Chamber

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

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: Event
Planning / Project Management; Public Relations /
Volunteer Coordinator; Project Management / Finance

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

website features! You can post your company's job
openings 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@
tricountyareachamber.com. It’s that easy!

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).

NEWSMAGAZINE INSERT
SPONSOR

Each month Member busi-
nesses are sent the Chamber's
official newsmagazine, Route
422 Business Advisor, reach-
ing nearly 800 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@
tricountyareachamber.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 610.326.2900.

New Scheduling: July – December 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
cove r 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

SEE FLYER IN THIS ISSUE FOR SPECIAL DISCOUNT.

Go to tricountyposters.com to become
compliant with NEW LABOR LAWS!

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 safety 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 training, to name a few.

A mandatory change to a federal posting as of April 30, 2012
will mean that your posters will likely need updating. 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 is 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.

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

SPONSOR
BANNER

Like us on Facebook and 
join our group
on Linkedin.

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.

NEW! 
FEDEX DISCOUNTS 

TCACC has teamed up with FedEx to help boost
your bottom line.  As a TCACC Member, you are now
eligible to receive valuable discounts of up to 16% off
select FedEx Express® and FedEx Ground® shipping
services. Also, save up to 70% off FedEx Freight® 
shipping services.

TCACC MEMBERS SAVE:
• 16% on select FedEx Express® U.S. services

• 16% on select FedEx Express international services
• 8% on select FedEx Ground® services

• 8% on select FedEx Home Delivery® services
• Up to 70% on FedEx Freight® services 

Start saving now.
Visit www.1800members

.com/new/TCACC to enroll.



THANK YOU 
FOR YOUR CONTRIBUTIONS

SPONSOR 
A BANNER 

ON THE 
CHAMBER’S

WEBSITE
The Chamber’s HOMEPAGE
had 34,000 visits in 2011!
Get a ¼ Banner Logo Sponsorship to BE

SEEN on tricountyareachamber.com.
Shared with 3 other visible ¼ banner logos,

rotates approximately every 3 seconds, and is
placed at the bottom of 90% of all pages,
including the homepage! An included link
will take visitors directly to your website. This
offer includes a Gold Enhanced Directory
Listing in the online directory at no additional
charge. There are 8 Still Available!

The Chamber is offering this sponsorship 
for a discounted rate of $300 per year or 
$100 per quarter.

For more information about 
website sponsorship opportunities

on tricountyareachamber.com, 
please email Jeff Dentler at 

jeff@tricountyareachamber.com
or call 610.326.2900.

NOTICE TO 
NON-PROFITS
Press Release and

Community Calendar Policy
As a Member of the TriCounty Area Chamber of

Commerce, we will post your submitted press
releases to the Member News section of tricount-
yareachamber.com.  Send press releases as attach-
ments (in Word or PDF format) to jeff@tricount-
yareachamber.com.  Please note we are unable to
accept press releases that are in the body of the
email due to formatting issues.

If your press release is announcing an event, we
encourage you to post the event yourself to the
Chamber’s online Community Calendar.  Simply go
to the Community Calendar page and click on
Submit Your Community Event.  After you fill in the
details, submit the event, and it is approved by
Chamber staff, your event will appear on the calen-
dar.  Bookmark it and use it as often as you like!
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It’s as easy as 1-2-3 or ABC – Always Buy Chamber!

TCACC Thanks 
Voluntary Contributors 

Voluntary contributors invest in the Chamber monetarily
above their membership fee enabling the Chamber to offer
additional services and benefits to all our members. The
TriCounty Area Chamber of Commerce would like to thank the
following Members for their voluntary contribution:

THANK YOU 
CHAMBER AMBASSADORS
The Ambassador Program assists in maintaining open lines

of communication between the TriCounty Area Chamber of
Commerce Board of Directors and its members. The Mission of
the Program is to stimulate membership through both attrac-
tion and retention using volunteers to engage, connect and
inform members.

The purpose of the Ambassador program is to assemble a
knowledgeable, passionate and proactive group of Chamber
Members, which will recruit directly from its sphere of influence
and enhance our members’ and guests’ experiences at events.

THANK YOU 
EVENT COMMITTEE

Thank you to everyone who attended the first Event
Committee Meeting to discuss details of the Annual Dinner:

Carrie Robinson, Schultz Technology Solutions, LLC; Vicki
Kriczky, Frederick Living; Richard Linderman, O'Donnell,
Weiss & Mattei, P.C.; Baran Schultz, Schultz Technology
Solutions, LLC; Jeff Neese, Winning Concepts

The next Event Committee Meeting will take place on 
March 7th at 2:30 PM at the Chamber Office Contact Kitty at
610.326.2900 or kitty@tricountyareachamber.com to RSVP.

The Chamber has recently restructured our committees to get
Members more involved.  Consider being a part of one of our
committees.

If you are interested in being a part of the Chamber’s 
Pro-Business Council, they are holding their first meeting
directly after the March Membership Breakfast from approx-
imately 9:30 AM to 10:30 AM. The representatives from the
U.S. Chamber speaking at the Breakfast are staying after the
event to participate in our committee meeting.

Advantage Promotional
Advertising

Albright College

American Crane &
Equipment Corp.

Antonelli Medical &
Professional Institute

Aqua America

Bally Savings Bank

BCM Engineers

Boyertown Museum of
Historic Vehicles

Boyertown Oil Co., Inc.

Brandywine Institute 
of Orthopaedics

Carmike Cinemas

Clark Industrial Supply

Clothes to Home 
Dry Cleaning

Columbia Boiler Co.

Community Health & 
Dental Care

Complete Graphics, Inc.

Coventry Christian Schools

C. Raymond Davis 
& Sons, Inc.

DEC - Pottstown 
Training Center

Emmanuel Lutheran Church

Exelon Nuclear

Family Caregivers 
Network, Inc.

Fred Beans Nissan, 
Chevrolet and 
Kia of Limerick

French Creek Golf Club

Dr. Joel Fromer & 
Dr. Ronald Gross

Fulton Bank

Gateway Employment
Resources, Inc.

Gorski Engineering, Inc.

GVF Transportation

Herb Real Estate, Inc.

The Hill School

Hollenbach Home Center

JL Machine & Tool, Inc.

John Middleton, an 
Altria Company

J & T Technologies, Inc.

Keller Williams Realty Group

Lewis Environmental, Inc.

Maillie, Falconiero & Co., LLP

Malvern Federal 
Savings Bank

D. G. March and
Associates/Enviromat

Company, Inc.

Mayer Pollock Steel Corp.

Meridian Bank

Moyer's Catering

North Coventry Township

PA CareerLink - 
Montgomery County

Penn Airways

Borough of Pottstown

Pottstown Little League

Pottstown Roller Mills, Inc.

Professional Pharmacy &
Convalescent Products, Ltd.

Reading Site Contractors

The Salvation Army -
Pottstown

Sanatoga Animal Hospital

Sanatoga Ridge 
Community, Inc.

Sher Properties, Inc.

Sigel Insurance Group

Spring Valley YMCA

Staybridge Suites Royersford

Susquehanna Bank

T.G.I. Fridays

Transamerican 
Office Furniture, Inc.

Twin County 
Construction Co.

Upper Pottsgrove Township

Ursinus College

West Pottsgrove Township

Western Montgomery
Career and 

Technology Center

Whitegate 
Contracting Company

Yergey.Daylor.Allebach.
Scheffey.Picardi

YWCA Tri-County Area

Ambassadors in attendance at the Pottstown Memorial Medical
Center Pediatric Unit ribbon cutting on February 2: Peggy
Brendlinger, Tri County Area Federal Credit Union; Hanna Hartman,
National Penn Bank; Bob Rettinger, First Niagara; Janet Flack, Keller
Williams Realty Group; Adele Klein, Klein Transportation; Tim
Forrester, The Hill School; Jackie Gofus, Janney Montgomery Scott.
Not pictured: John Armato, Pottstown School District; Katrina Belcher,
Susquehana Bank; Betsy Chapman; WBZH and Tri-PAC

ALWAYS BUY
CHAMBER

Go to the Business Directory at
www.tricountyareachamber.com to
choose from over 500 businesses!
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It’s as easy as 1-2-3 or ABC – Always Buy Chamber!

TRICOUNTY AREA CHAMBER OF COMMERCE FOUNDATION

Leadership Tri-County is administered
through the TriCounty Area Chamber

of Commerce Foundation, Inc.  
Since its inception in 1993, the program

has PREPARED more than 100 
community members for leadership

positions in the tri-county area.
Cindy Young is the

Senior Manager of Quality
Assurance at John
Middleton. She has
worked in the Tri-County
area for one and a half
years. Her family members
include – husband, Dale,

father, Chalmers, and her two Bulldogs,
Butkus and Bella. 

Cindy obtained her BS in Business
Administration from West Virginia University.
Her interests include the revitalization of
Pottstown and animals. She is also an avid
Pittsburgh Steelers fan. 

The personal business philosophy Cindy
possesses was developed through work expe-
riences and interactions with work colleagues.
One colleague in particular, she directly credits
as evidenced by this quote. “In my field, Dr. W.
Edwards Deming has provided consistent
guidance and direction. Process thinking,
knowledge of variation, and his key principles
are critical to assuring quality and improve-
ment. Engaging people to achieve the mission
of our company and allowing them to succeed
has always provided satisfaction.” 

Cindy praises her father with being her busi-
ness role model. As a self-employed business-
man, her father relied on hard work, honesty,
integrity and reliability to succeed. These values
have been instilled in Cindy and she utilizes
them in her career and dealing with others. 

Within the TriCounty Area Chamber of
Commerce, Cindy is involved in the
Leadership class. She summed up the impor-
tance of participating in the Leadership Tri-
County program in this way, “Being new to the
area, the Tri-County Leadership program has
allowed me to better understand the area, its
strengths and its struggles. It has also allowed
us to get to know other individuals and pro-
vided numerous contacts, which can be diffi-
cult with all the demand on our time.” 

Cindy is looking forward to completing her
project with the Pottstown School District and
joining a Board that supports her interests in
the revitalization of Pottstown. 

Kent Smith, Director of
Capital Projects and Facilities
for John Middleton Co., has
worked in the Tri-County
area for 39 years. Kent’s 
educational background
includes a Bachelor’s degree
in Management from

Ursinus College. Also, while at Ursinus, Kent
obtained a Certificate of Professional Studies in
Human Resources. Lastly, Kent’s educational
background is comprised of an MBA from Saint
Joseph’s University in Philadelphia. 

Over the span of his career, Kent has acquired
more than 35 years of manufacturing experience.
Kent initially joined John Middleton when it was
still a private company, in 1980. While with
Middleton, Kent has held the following posi-
tions: Director of Safety and Environmental
Compliance, Chief Engineer, Vice President of
Manufacturing Development, and Vice
President of Administration Operations. 

Kent has served in his current capacity of
Director of Capital Projects and Facilities for John
Middleton Co. since 2009. Besides the duties Kent
holds as Director, he also spear heads communi-
ty relations outreach in and around Middleton’s
manufacturing facility in Limerick, PA. 

When asked about his personal business phi-
losophy, Kent had this to say, “I believe that all
businesses should be put to two tests – is it the
right thing to do and is it fair? An easy statement
to espouse but the real challenge is to have the
courage to stand up when something does not
meet those standards and either create the need-
ed change or walk away.” 

Kent believes having a strong community is
an important component of business stability
and personal success. “This is a strong factor
when companies research where to locate new
facilities or grow their existing ones”, he said.
Kent is convinced that good, growing business-
es, in turn, improve the tax base, provide oppor-
tunity for our children and improve the commu-
nity’s standard of living. Stating, “I feel that it is
important for each of us to educate ourselves on
the community and take an active role within it.
The Leadership Tri-County program is an excel-
lent way to start.” 

Through his participation in the Leadership
Tri-County program, Kent hopes to continue to
learn in greater depth about our community, its
needs and the many groups and individuals that
are working to improve it. When afforded a
moment away from his professional duties, Kent
enjoys photography, motorcycling, gold, and
travel. 

Rhonda Lee, Principal
Procurement Analyst for
Altria Client Services, has
lived and worked in the tri-
county area just one and a
half short years. Rhonda is
married to her husband Bob
and has two children,

Lauren and Scott. In her leisure time, Rhonda
enjoys cooking, traveling, golf, and quality time
with family and friends.

Rhonda holds a BA in Journalism from the
University of Georgia and an MA in Human
Resource Development from George
Washington University. She is also a Certified
Purchasing Manager. 

Rhonda believes that an effective leader
demonstrates responsibilities with core values.
This quote by an unknown author expresses
her business values, “Having a high self-
imposed standard and sticking to it. I don’t rest
until I achieve.”

Her personal business philosophy is reflect-
ed in her choice of business role models.
Rhonda’s father has been an important influ-
ence on her career. Her father was self-
employed with a tremendous work ethic, abil-
ity to anticipate industry changes and success-
fully adapt to fit a niche. “He always conduct-
ed himself and treated others with integrity,
trust, and respect. This meshed together well
with my mother’s innate kindness,” said
Rhonda. A second business role model for
Rhonda is Oprah Winfrey. Rhonda appreciates
Oprah for giving her best selflessly in spite of
her great fortune and that Oprah’s tough child-
hood conveys her ability to successfully “pick
ourselves up through hard times, forgive and
believe in ourselves and our dreams.”

The Tri-County Leadership Class has given
Rhonda the opportunity to work with the
Pottstown Borough to create a business and
community resource guide. She feels that the
Leadership Class is important for both her per-
sonal and professional life. “It is important to
give back and a great opportunity to support
programs that strengthen and enrich the com-
munities we live and work in,” said Rhonda.
She is looking forward to expanding her lead-
ership skills, getting to know her classmates,
and increasing her knowledge of the commu-
nity and resources to help drive improvement
in the tri-county area.

LEADERSHIP UPDATE
The Leadership Class participated in Business

Day in January. The Class toured local businesses
to gain knowledge on industries in the area and
what it takes to be successful in the tri-county
area. The first stop was John Middleton, an Altria
Company, located in Limerick. The Class was
given a presentation by Kent Smith, Director
Capital Projects & Facilities Infrastructure, and
Cindy Young, Senior Manager, Quality Control
along with a tour of their cigar packing facility. 

Next, the Leadership Class headed to Lewis
Environmental, Inc. for a tour of their recently
remodeled office space and warehouse. Lewis
Environmental acquired the property and
remaining buildings of the former Buckwalter
Stove Works in 2002. The tour included the
wood stoves that Buckwalter produced on the
property along with an overview of the services
that Lewis Environmental, Inc. provides, such as
planned remediation and emergency response
projects. 

For lunch, the Leadership Class went to
Western Montgomery Career and Technology
Center. The culinary students from the Center
prepared and served lunch. The Leadership Class
also took a tour of the facility. The class then trav-
eled to Keller Williams Realty, where Terese
Brittingham, owner, gave an overview of the
business and how they have stayed successful
during the economic downturn.

The last stop was the Chamber office, where
Steve Bamford, Executive Director, PAID, gave a
presentation around the “Future Outlook for the
Pottstown Area”. Bamford explained some of
the ideas making headway in the community to
increase economic development.

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

Tri-County Leadership Class on their tour of 
Lewis Environmental, Inc.

MEET CINDY, KENT, AND RHONDA FROM 
JOHN MIDDLETON, AN ALTRIA COMPANY, MEMBERS 

OF LEADERSHIP TRICOUNTY CLASS OF 2012

The Class of 2012 is
sponsored by 



On January 18, 2012, the TriCounty Area Chamber of Commerce held its annual
Boyertown Area Progress Dinner. This sold out event was a huge success with over 

200 attendees. Special thanks to Greg Herb,
Owner, Herb Real Estate, Inc., for his role as
Master of Ceremonies. This event featured
musical selections from the Boyertown
Area High School String Ensemble and a
progress video from BASD telecommunica-
tions students featuring: The State Theatre
of Boyertown, Hutt’s Glass Company,
Graber Letterin’ Signs Co., and Bally
Savings Bank.

Each year, the Chamber presents the
James K. Boyer Quality of Life Award to a
deserving group making a difference in the
community. This year’s recipient was the
Boyertown Alumni Marching Unit for their
civic and volunteer efforts in the Boyertown
community. Berks County Commissioner,
Christian Leinbach, attended the event and
presented a resolution to the Marching Unit
at the event. 

The Chamber would like
to thank Platinum

Sponsors of this event:

BOYERTOWN AREA 
PROGRESS DINNER SOLD OUT

From left to right: Berks County Commissioner,
Christian Leinbach, presented a resolution at the
dinner to Tom McHugh, who accepted the 2012
James K. Boyer Quality of Life Award and the
Resolution on behalf of the Boyertown Alumni
Marching Unit.

WOW - WOMEN OF THE WORKFORCE
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JANUARY WOW LUNCHEON
On January 10, 2012, the Chamber held its

monthly WOW Luncheon at Spring Hollow
Golf Club. Susan Krall, Director of
Programming, YWCA Tri-County Area, dis-
cussed the topic “Managing Stress Wisely”.
Attendees learned about different coping
strategies to manage stress. These stress han-
dling strategies included asking yourself if
there is anything you can control. Krall sug-

gested that if there is something you cannot control, chances are it is not worth
stressing over. Another strategy is to set small goals for yourself in order to stay
focused on your overall
objective. 

In addition to coping
strategies, Krall pointed
out that there are both
good and bad kinds of
stress. Good stress can
help you achieve your
goals and buckle down
and focus. Bad stress
causes anxiety, sleepless-
ness, fatigue, headaches,
back pain and much
more. 

Participants learned
how to not let stress run
their life by doing things
such as being organized,
avoiding procrastination, taking mini breaks, and getting plenty of rest. Those who
took part in the discussion also learned some ways to lessen the effects of stress by
things such as simplifying their lives, enjoying the little things, and always remem-
bering to smile. 

Thank you to our sponsors: Arnold’s Family Fun Center and Maillie,
Falconiero & Company, LLP. 

MORE UPCOMING WOW EVENTS
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 Living
Special Opportunity

to Network!

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

MARCH WOW LUNCHEON
The next WOW

Luncheon will take
place on Thursday,
March 15, 2012 from
11:30 AM to 1:30 PM
at Brookside Country
Club, Adams and
Prospect Streets,

Pottstown, PA 19464. The Chamber is partnering
with SHRM to bring you Jonathan Segal, Partner,
Duane Morris LLP, who will present “Dancing on
the Edge of a Volcano: Social Media".  Get the latest
and most up-to-date data on social media and the
HR field.  Find out how to stay out of the hot lava!
This program has been approved for 1 HR CI credit.

Go to the Chamber Events Calendar at www.
tricountyareachamber.com or call 610.326.5158 to
register.
Sponsored By: Pottstown Memorial Medical Center

PARTNERING WITH

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

A prosperous community means prosperous business.

Be a part of the TriCounty Area Chamber of Commerce!
Visit tricountyareachamber.com for more information
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BUSINESS CARD EXCHANGE

On Tuesday, January 24th, Chamber Members gathered at University Services
Sleep Diagnostic & Treatment Center for the month’s Business Card Exchange.
Attendees had the chance to network with fellow Chamber Members, enjoy
refreshments, and tour the facility. A drawing was held and David Green, Sound
Resource Marketing, won an Apple iPad. 

Join us for our next Business Card Exchange on Tuesday, March 27 from 4:30 to
6:30 PM at Sunnybrook Ballroom & Restaurant. Go online to tricountyareacham-
ber.com to register or call 610.326.5158.

Thank you to
University
Services 

Sleep Diagnostic
& Treatment 

Center 
for hosting 
this event.

FEBRUARY COFFEE SPONSOR
Thank you to

February’s Coffee
Sponsor Fulton Bank

David Green, Sound Marketing Resources and Ken
Kilpatrick, Sylvia Marketing and Public Relations

Andrea Primas, YWCA Tri-County Area; Sylvia Landis, Pottstown SCORE; Richard Thiel,
University Services 

Sandy Schwoyer, Family Caregivers Network, Inc.; Glenn Ebersole, Hollenbach Construction, Inc.;
Judith Byrd, JByrd Production; Mary Ann Harple, University Services.

POTTSTOWN MARKETING STUDENTS EARN CONFERENCEHONORS

Award winners included: 
Emily Griffin Principles of Finance 4th Place
Zach Haines Marketing Management Series Highest Role Play Score
Megan O’Donnell Accounting Applications Series 2nd Place
Cameron Haines Accounting Applications Series 5th Place
Keela Wise Apparel and Accessories Marketing 4th Place Modeling
Sierra Lee Food Marketing Series 6th place in the event and

5th place in Modeling
Tyler Hallenbeck Hotel Lodging Management 5th Place
Madison Camacho Retail Merchandising Series 4th Place
Timmy Renninger Sports and Entertainment Marketing 7th Place
Megan Schmidt Buying and Merchandising Management Team 3rd Place
Miranda Somich Buying and Merchandising Management Team 3rd Place

DECA is the only Career and Technical Student Organization operating through the nation's schools
to attract young people to careers in marketing management and entrepreneurship. Its purpose is
to develop respect for education which will contribute to occupational competency and to promote
understanding and appreciation for the responsibilities of citizenship in our free enterprise system.

Under the direction of marketing teacher
Kevin Pascal, 23 students, who are members
of DECA (an association of marketing stu-
dents) at Pottstown High School, participat-
ed in the 61st Annual District 8 Career
Development Conference in King of Prussia.
The competition involved students taking a
100 question content test and situational role
playing. Mr. Pascal highlighted the value of
DECA competitions, “Our students gain
valuable experience in developing self-confi-
dence and real life work situations.”

The top four contestants in each catego-
ry move on to the state competition held in
Hershey, Pennsylvania. Students’ role play-
ing is judged on how well they adjust to the
various business situations that are pre-
sented to them. Pascal noted, “Our stu-
dents have gained a better sense of presen-
tation skills in front of a group of strangers
who are industry professionals. This com-
petition affords our students the opportu-
nity to set themselves apart from the rest of
the competition.”



It’s as easy as 1-2-3 or ABC – Always Buy Chamber!
tricountyareachamber.com    MARCH 2012 422business.com ROUTE 422 BUSINESS ADVISORMARCH 2012   tricountyareachamber.com 43

MCCC Dedicates Phase II,
Gears Up for Phase III of
Riverfront Academic and

Heritage Center
Renovation in Pottstown

Montgomery County Community
College held a celebration on 
Feb. 2 to mark the completion of
phase two in the transformation 
of the former brownfield site at 
140 College Drive, Pottstown, into
a thriving community resource.

Through a unique partnership
between MCCC and the Schuylkill River
National and State Heritage Area
(SRHA) the Riverfront Academic and
Heritage Center will help to support
local and regional revitalization plans by
serving as a hub for education, culture,
recreation and conservation.

“We’re proud of the College’s unique
partnership with the Schuylkill River
Heritage Area – a partnership that we
believe to be the first of its kind in the
nation,” said MCCC President Dr.
Karen A. Stout. “We’re already explor-
ing the joint programming possibilities

between our two organizations – such
as non-credit courses that run the gamut
from historical perspectives of the
region, to lessons in kayaking and bicy-
cle maintenance.”

For MCCC, the expansion is necessary
to support unprecedented enrollment
growth at its West Campus, which has
increased by more than 60 percent over
the past five years. Recently, Community
College Week ranked the West Campus as
15th among the fastest growing commu-
nity college campuses of similar size in
the country. 

The Center also advances MCCC’s
strategic commitment to sustainability,
symbolized during the celebration by
cutting a green ribbon. 

“The ribbon is a symbol of the 
sustainable nature of this project — its
construction, programming and ties to
the river. Inside, students will learn in
high-tech classrooms, while outside the
river and its surroundings will serve as a

(See “MCCC and SRHA” on page 45)

Cutting the ribbon on phase II of the Riverfront Academic and Heritage Center are (from left)
MCCC Foundation Board Member Jack Koury, MCCC Board of Trustees Chairman Michael
D’Aniello, MCCC President Dr. Karen Stout, and Pennsylvania Senator John Rafferty.

TCACC Capital Campaign
Review Board Endorses 
The Pottstown Area 
Seniors’ Center Project

The TriCounty Area Chamber
of Commerce (TCACC) Capital
Campaign Review Board
endorsed the Pottstown Area
Seniors’ Center acquisition and
renovation of a new permanent
home for the organization.

The Pottstown Area Seniors’ Center is
scheduled to purchase the property for-
merly known as the Pottstown Health
Club at 288 Moser Road by the end of
February. Designs for renovating the
property have been drafted. The proper-
ty has a substantial parking lot provid-
ing the necessary accessibility for visitors
as the Center expands its programming
at the new location. The main entrance
for the Senior Center would be moved 
to the north side of the building and the
existing entrance on the front of the
Moser Road side of the building would
provide an expansive entrance for a
future tenant in the building. 

The new building opens up the possi-
bility for new programs and services in
the community. The Senior Center,
whose mission is to enhance the well
being of its members by providing serv-

ices and activities that promote an inde-
pendent and healthy lifestyle, will
expand its programming with the addi-
tional space the 288 Moser Road facility
will provide. Future plans for the facility
include renting the facility for communi-
ty events. The Senior Center looks for-
ward to expanding their membership
with the allure of a renovated, attractive
facility and its easy access to major trans-
portation routes. The Senior Center, in its
expanded facility, will also seek partner
organizations and companies to provide
information to the members of the
Center – providing them easy access to
valuable resources.

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

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

The TriCounty Area Chamber of Commerce
(TCACC) Capital Campaign Review Board
endorsed the Schuylkill Riverfront Academic
and Heritage Center project submitted by

the Montgomery County Community College (MCCC)
Foundation to renovate the local brownfield site into a
state of the art environmental science center in January of
2010. The project was a success and now the TCACC
Capital Campaign Review Board is endorsing the
Pottstown Area Senior Center.
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RIBBON CUTTINGS
The Kitchen Door

The Kitchen Door held a ribbon cutting on January 26th. It is located 
at 48 North Reading Avenue in Boyertown.  

Walnut Woods

Pottstown Memorial Medical Center Pediatric Unit
The Pottstown Memorial Medical Center held a ribbon cutting for their 

newly renovated 5th floor on February 2nd. This ten-bed inpatient pediatric unit 
will be staffed by two full-time pediatric hospitalists provided from

a partnership with Lehigh Valley Health Network.

From left to right:  Adrianne Blank, BBB; Brian (partner with Cynthia); Cynthia Wood
(owner); Charles Haddad, BBB; Peggy Brendlinger, Tri County Are Federal Credit
Union (Chamber Ambassador)

Chamber Ambassadors Katrina Belcher (far right), Susquehana Bank, and Jackie Gofus
(far left), Janney Montgomery Scott, participating in the ribbon cutting at Walnut
Woods in January.

From right to left: Dr. John Van Brakle, LVHN; Sharif Omar, CEO, PMMC; Dr. Claire
Olstad, PMMC; Dr. Melanie DeGroot, PMMC; Dr. Richard Whittaker, Board Chair,
PMMC; Dr. David Perlman, PMMC; Scott Brenner, LVHN; Cynthia Harris, PMMC

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 February’s WOW Luncheon.

BOYERTOWN AREA 
COMMUNITY WELLNESS COUNCIL

BUSINESS OF THE MONTH

The Boyertown Area Community
Wellness Council (BACWC) is a local
non-profit that promotes healthy
lifestyles for all in our greater Boyertown
community. Through community events
and programs, the council encourages
people of all ages to eat healthy, exercise
and live a tobacco free lifestyle.

Founded in 2005, the BACWC
(an offshoot of the Victory Mile
Committee) was instrumental in
raising money to replace the cin-
der track at the Boyertown Area
Sr. High School Memorial Stadium
with a state-of-the-art all weather track to
make it a track of distinction in the state
of Pennsylvania. This track is open to the
public from dawn until dusk and can be
accessed through a community use gate
located under the school-side bleachers.

The 7th Annual Boyertown Wellness
Fair is one event the council hosts that is
not to be missed. Hosted this year in
March, it is a free, fun event that gives
families the opportunity to become
familiar with healthy organizations
located in their back yard such as holistic
centers, chiropractors, massage thera-
pists, life coaches and more. During the
fair, a host of demonstrations from
groups such as the Boyertown YMCA
and Master Kim's Black Belt Academy
give our attendees a taste of what these
businesses offer. Approximately 600 peo-
ple attend this fair yearly and take
advantage of the healthy snacks, kid fun
activities and lots of door prizes. This
year's event takes place on Saturday,
March 31st from 10 am - 1 pm in the
Boyertown Area Senior High School
Bear and Cub gyms. 

The spring also brings back the
"Living Healthy" documentary series
which the BACWC hosts in cooperation
with Frecon's Hard Bean Cafe in
Boyertown. On the 4th Tuesday of each
month (March - October) we will bring
free documentaries to our community.

Movies will include A Beautiful Life,
Gasland, and The 11th hour to
name a few. This free event
encourages our community to
better understand the world
around us and encourages us to

live the best life we can live. 
Other events the council hosts

include: Bingo Walking for Seniors - a
free event that invites all seniors to come
out, walk and win prizes at the state-of-
the-art cushioned track at the Boyertown
Area Sr. High School Memorial Stadium;
a new 8 week fitness walking program;
"Boyertown and Burbank; Walking for a
Healthier You" where teams will work
together to increase their daily physical
fitness by logging miles on pedometers
and competing against each other and
other teams to see which team can walk
the farthest; a kids’ Celebrity Chef com-
petition which encourages our youth to
get into the kitchen where they learn to
cook and eat healthy foods. The Council
offers many other programs and events
throughout the year. 

To participate in any of our events or
for more information about all of the
BACWC upcoming events and pro-
grams, please check out the website at
www.boyertownwellness.org or contact
Carla Haydt at boyertownwellness@
yahoo.com 

Zumba Class at the 
Boyertown Wellness Fair.



natural tool to enhance teaching and learn-
ing,” said Dr. Stout.

When completed, the Center will
house College’s growing Environmental
Science degree program, which will uti-
lize outdoor learning spaces in addition to
the facility’s four SMART classrooms and
state-of-the-art science laboratory. It will
also support expanded courses in geolo-
gy, geography and geographic informa-
tion systems at a time when industry
demand for these skills continues to grow.

The Center will also include an
Interpretative Center, facilitated by the
SRHA. Here, guests can learn about the
history of the Schuylkill River – from its
significance in Colonial times and during
the Industrial Revelation, to the more
recent development of its trail systems.
Interpretative Center installation will
begin in March, and has been funded, to
date, by the National Park Service, the
Pennsylvania Department of
Conservation and Natural Resources, The
Martin Foundation, National Penn Bank,
and members of the SRHA Board of
Directors.

Completed in January, phase two of the
project focused on renovations to the
building’s deteriorating infrastructure.
The building’s aged, leaking roof was
replaced with an eco-friendly green roof;
a new entrance and handicap-accessible
ramp were constructed; and energy effi-
cient windows were installed. Other
Phase II work included updating water
and sewer service and the cleaning and
abatement of asbestos.

Phase one of the project was completed
in March 2010 and included the deconta-
mination and renovation of the Center’s
202-vehicle parking lot, which is currently
used by the College’s students and by vis-
itors to Riverfront Park. The lot features
LED lighting and more than 130 trees,
shrubs and bushes, making the area both
aesthetically pleasing and sustainable.

Phases one and two were generously
funded through a combination of public
and private support, including the
Commonwealth of Pennsylvania
Redevelopment Capital Program, the
Environmental Protection Agency, the
U.S. Department of Housing and Urban
Development, Community Block
Development Grants, National Penn
Bank, and private contributions made to
the College’s Foundation.

MCCC is ready to begin work on the
third and final phase of the project as soon
as funding becomes available. These ren-
ovations will focus on the building’s inte-
rior, including the designing and furnish-
ing the Interpretative Center, laboratory,
classrooms, offices and student spaces.

A variety of sponsorship and funding
opportunities are available to help bring
the Riverfront Academic and Heritage
Center project to fruition. To learn more,
visit www.mc3.edu/giving or call the
College’s Foundation at 215-641-6535.

“By investing in the Riverfront
Academic and Heritage Center, you are
investing in the economic prosperity of
our community; in the education of future
scientists, geologists, historians, and
geographers; and in the transformative
impact that nature has on thousands of
children and adults for generations to
come,” Dr. Stout encouraged. 

MCCC AND SRHA
(Continued from page 43)
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2012 PROPOSED BUDGET
FROM GOVERNOR

Governor Tom Corbett presented 
his 2012-13 budget to the General
Assembly the first week of February.
He highlighted a path of fiscal restraint
and the encouragement of free enter-
prise for his goals of a more prosperous
Pennsylvania.

“Today I bring before you a budget
grounded in difficult realities but framed
in the optimism that we are solving our
problems,’’ Corbett said. “Once again,
revenues do not match mandated, esca-
lating costs. That means we must contin-
ue the course bravely charted by this
assembly in the year just passed.’’

The Governor’s Budget Address also
brought to light the JobsFirst PA pro-
gram which hopes to more directly
address the economic recovery of the
state. The program suggests a strictly pri-
vate-sector approach and job creation,
encouraging investment in small and
growing businesses in the
Commonwealth. Corbett also intro-
duced a notion of “Pennsylvania Inc.” a
partnership with state government and
the Governor’s Advisory Council on
Privatization and Innovation. This cre-
ates tax reform while monitoring tax
incentives for businesses and hopes to

foster entrepreneurial connections to
develop infrastructure with the innova-
tions created by companies “Discovered
in PA, Developed in PA.” 

Ultimately these fostered businesses
will have to compete on a national and
possibly international level. Corbett’s
aim is to develop strong local enterprise
to grow with the credit of the
Commonwealth. Economic develop-
ment also requires workforce training
that requires continuing education pro-
grams aimed to work with new job cre-
ation that is hoped to be generated
statewide. Thus, while under the
Governor’s proposed budget state uni-
versities take budget cuts, career and
technical center social security funding
and community college funding will be
offered $12.5 million for career and tech-
nical centers and $20.4 million for com-
munity colleges. These proposals will
follow the Governor’s preference
towards low-cost education and
employment training over welfare fund-
ing; broadening the workplace and
improving access to employment oppor-
tunities. 

Alex Rahn, Wanner Associates;
717.236.2050; www.wannerassoc.com

STAY OPEN
Success in building both 
business and community 

comes from staying
OPEN to new ideas.

The Chamber of Commerce provides
opportunities for you to exchange ideas
with other talented leaders in business,
community, and government, to help
make your business run smoother – and
to make your community a better place
to work, live and play.

Take part in the events on page 41

Be Seen. Be Heard. Belong.
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POWER NETWORKING LUNCHEON

On January 26th, the 
Chamber held the Power
Networking Luncheon at 
Western Montgomery
Career and Technology

Center. Here are few photos 
from the event 

of networking in action!
Thank you to Judith Byrd, 

JByrd Production, for providing
photos from the event.

The next Power Networking

Luncheon will take place 

on March 13th from 

11:30 AM to 1:30 PM at the 

Loft at Limerick Golf Club.

“At one of the recent Power Networking 
Luncheons, I was able to gain new contacts and 
use the event as a one stop shopping location. 

I highly recommend the TriCounty Area 
Chamber of Commerce to anyone planning 

to grow their business.”— JUDITH BYRD-WILLIAMS, J.BYRD PRODUCTION

Visit us online to view 
valuable supplemental 

content – its FREE!
• View in-depth video interviews 

with local business owners and key 
business decision makers.

• Read, download or print current 
and back issues.

• Search current issue and archives.
... and more!

Become a SCORE Volunteer
Business Counselor and Help
Build a NEW Generation of

Entrepreneurs!
Call 610-269-7009 or visit

www.pottstownscore.org
Pottstown SCORE Chapter 594 serving

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

Share the Secrets of Your Business Success

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 person-
al and professional knowledge and understanding about the business environment by 
completing daily hands-on tasks. Internships are unpaid, but we will work with the student’s
school with evaluations if they are receiving course credit. A 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.
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MEDICARE MOMENT
By Elizabeth Snyder; Main Street Financial Partners

As most Medicare eligible beneficiaries will attest, Medicare
is confusing, especially concerning the time frames when a
beneficiary is eligible to enroll, and most definitely when

they can move between the various Medicare products available.

WHEN TO ENROLL INTO
MEDICARE AND HOW
TO AVOID PENALTIES

My goal this month is to try and shed
light on the importance of signing up early
for Medicare; the do’s and don’ts to avoid
unnecessary penalties; and lastly, to make
people aware of how to use the SEP, (SPE-
CIAL ENROLLMENT PERIOD) STATUS
TO ENROLL ANY TIME THROUGHOUT
THE YEAR. If you retain nothing else from this
tutorial but this point, it is simply the “get out of
jail free” card from Medicare!

DO sign up for Medicare before you turn
65. Even if you're still working and have
health benefits, you need to sign up for
Medicare Part A, which covers hospital
expenses. If you or your spouse have
worked and paid Medicare taxes for the last
ten years, this wonderful benefit costs you
nothing to activate. The initial enrollment

period spans the three months before, the
month of, and the three months after your
65th birthday. If you are already taking your
Social Security income you will automatical-
ly be enrolled three months prior to your
65th birthday in both Part A and Part B. The
beneficiary must deny Part B IF they have
credible health insurance coverage from
their employers, or are covered by a
spouse’s health insurance plan.

If you are NOT taking your Social
Security income benefit yet, neither Social
Security, nor Medicare will contact you. It is
your responsibility to reach out to Social
Security and get enrolled in Parts A and B.
Otherwise you will face a 10% Part B penal-
ty for each year that you do not file and you

(See “Medicare Moment” on page 53)
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DOWNTOWN MARKETING AND DEVELOPMENT
By Barry Cassidy

The funding for downtown programs has changed
as some of the new regulations continue to emerge.
Every time a Governor changes the rules on the
housing and development money change a little
bit. Each Governor puts his or her own spin on

things and tries to tailor funding toward their philosophy.
Changes in the funding streams create

new opportunities for communities to par-
ticipate in the vision that the Governor and
his staff have formulated. This is the fourth
change I have seen. I started doing this work
in the Thornburgh administration and saw
the changes of the Casey Administration, to
the Ridge Administration, the Rendell
Administration and Now the fourth change
. . . the Corbett administration. Through the
five Governors, there were and are subtle
differences, as the programs always
changed names. There is sometimes a dif-
ference in focus.

The projects were initially defined by the
Main Street project goals and objectives. The
addition of homeowner-housing programs
has been a big help to communities. That
initiative was through the legislature and
showed up programmatically as the Elm
Street program. This program is particularly
popular with residents because it brings
community oriented projects to the table.

I have found that creating a Community
Development Corporation is the best way to

work through the difficulties of defining
task and mission for an organization.
Although there is “economic development”
that tends to take place in many communi-
ties it is the “community development” that
is the straw that stirs the drink.

I may have been a little ahead of the curve
as I initiated a program that combined home-
owner-housing rehabilitation with the Main
Street program in 1990 in DuBois, PA. I
thought it was a good economy of scale for
the housing to be handled in the same organ-
ization as the main street. In the rural areas, it
is hard to find housing initiatives on the local
level. There are regional programs that, at
times, will offer programs for housing like
the Appalachian Regional Commission that
are normally directed through the Local
Development District (LLD).

The new plans from the current adminis-
tration seem to offer the opportunity to pro-
vide both housing and commercial develop-
ment in one package. This is somewhat of a

(See “Downtown Marketing And
Development” on page 54)

CREATING A COMMUNITYDEVELOPMENTCORPORATION



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

MEDICARE MOMENT
(Continued from page 51)

should have. The penalty is permanent and
can translate into thousands of dollars in
unnecessary penalty charges.

Another area of confusion among benefici-
aries is the uncertainty concerning enrolling
in Part B. The fact is, if you (or your spouse
from whom you are getting your coverage)
are employed by a company with more than
20 employees, the government does Not
require activation of Medicare Part B. If you or
your spouse works for an employer who
employs fewer than 20 employees, the
Federal Government mandates that each
employee 65 and older activate their Part B
benefit. Seniors should also be aware that
there are surcharges on those with high
incomes. Currently, this affects only 5% of
seniors, however those still in the workforce
are more likely than those retired to fall into
the higher income bracket. The extra charges
can be applied not only to Part B, but also to
Medicare Advantage and Part D coverage.

I have seen many things go wrong over
the years. So when in doubt, call your Social
Security field office, or find someone like me
who specializes in this particular sector of
Senior Insurance. If you avoid pit falls, you
can often avoid unnecessary penalties later.

NOTE: You can sign up on line at
www.Medicare.gov. Too many times, how-

ever, I have seen beneficiaries’ start date get
incorrectly entered, or other complications
arise. Beneficiaries should take the time to go
to their respective field office of Social Security to
properly enroll and make sure something as
important as your Medicare start date is
entered correctly the first time!

DON'T delay Medicare Part B signup after
you stop working.

When your employment ends, 
3 things happen:

You have 8 months to sign up for Part B
without a penalty. This period will run
whether or not you choose COBRA. If you
choose COBRA, don't wait until your
COBRA ends to enroll in Part B. If you don't
enroll in Part B during the 8 months, you
may have to pay a penalty; you won't be able
to enroll until the next General Enrollment
Period; and you'll have to wait before your
coverage begins.

You may be able to get COBRA coverage,
which continues your health insurance
through the employer's plan (in most cases
for only 18 months), and probably at a high-
er cost to you.

If you already have COBRA coverage
when you enroll in Medicare, your COBRA

(See “Medicare Moment” on page 55)
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reversal of previous administrations.
When the administrative funding was part
of the Main Street and Elm Street programs
they tended to want to keep the projects
separate. Now with the advent of no
administrative funding for the programs,
there is less emphasis on keeping the proj-
ects separate.
So you ask “what does this mean to

my community?” Well I guess it means a
couple of things. Number one is that you
do not have to be a designated commu-
nity to deal with some of the funding
opportunities as they present them-
selves, and number two, if you have an
existing organization, it is now okay to
do both through the one organization. It
does not waive the public participation
portion of the program. The programs
still has to be “of you,” not “at you.” The
program still needs to make sense, but
the caveats as to why you cannot get
funding have lessened.
Planning for the future it would seem

like the Community Development
Corporation (CDC) model would be viable
for at least the next couple of years. One

could set up the organization to be able to
deal with the commercial business district
and the areas surrounding the district.
Very rarely do you find a bombed out

central business district that has nice hous-
ing surrounding the district. In most cases,
it is a fact that if the housing is bad in the
area that has had an affect of the viability of
the central business district. By creating
one entity to deal with the programs, it can
target aid to the areas that need it in a sym-
biotic way.
The CDC could be structured in a num-

ber of ways with sub-committee struc-
tures, which will not dilute the main
board. Of course, you will need a 501 C-3
organization status and all of the paper-
work and restrictions that go with the des-
ignation. I think it is worth it. To concen-
trate all of the efforts into one project
would enable people to move faster and
not worry about overlapping jurisdictions
and other organizations goals that may or
may not conflict.
It was the strategy I used in Phoenixville

and it worked. It can work for you too! 

DOWNTOWN MARKETING AND DEVELOPMENT
(Continued from page 52)
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will probably end. If you become eligible for
COBRA coverage after you're already
enrolled in Medicare, you must be allowed
to take the COBRA coverage. It will always
be secondary to Medicare (unless you have
ESRD – End Stage Renal Disease).
There are basically two types of

enrolling Periods in Medicare
Activating the Part B benefit in Medicare

is defined by two separate enrollment peri-
ods. The first enrollment period is known as
IEP, Initial Enrollment Period. In layman’s
terms, this means just activating your Part B
benefit for the first time. This period of time
in Medicare is magical for two reasons: One,
because you are guaranteed any Plan or cov-
erage without answering any health ques-
tions; Two, because individual rates for those
under 65 years of age are usually very expen-
sive. In the Medicare world turning 65 is like
being at the bottom of ladder again in pricing
for health insurance. This guaranteed issue
time in Medicare, as Insurance Company’s
call it, is why it is so important to choose the
right coverage the first time.
The second enrollment period is known

as the SEP, Special Enrollment Period.
Usually this means you have 63 days to
enroll into a plan after coming off, or being
involuntarily forced off some group retire-
ment plan or Advantage Plan that is drop-

ping your current coverage.
The Special Enrollment Period, is triggered

by an event such as moving from one coun-
ty or geographic area to another, or perhaps
by a health care carrier dropping one of their
senior HMO or PPO plans in a specific area.
Most importantly, there are other events
such as qualifying for any low- income sub-
sidy help, such as Pace, or Pace Net,
Medicaid, or even moving into an assisted
living, or skilled nursing facility that set off
set a Special Enrollment Period!

It cannot be emphasized enough that a
Special Enrollment Period is triggered by the
events I have described, and when a beneficiary
has one of these events occur, it does not matter
what day, month, or time of year it is, a benefici-
ary is able to move from any coverage they already
have to a plan that with guaranteed issue or
acceptance. Often beneficiaries cannot move
around as they get older because of health prob-
lems, but the Special Enrollment Period allows
you to move regardless of any health prob-
lems that exist.

There are other important time frames
and penalties that I will be writing about in
next month’s Medicare Moment, so be sure
to look for our next tutorial. Contact us today
to discuss your options. For additional infor-
mation, please call Elizabeth Snyder at
1.800.862.7364.  




