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Production Brewery and Tastin’ Room
Now Open in Pottstown
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In just over 16 years, Sly Fox Brewing Company
has grown to become one of the premier craft brewers

in theMid-Atlantic region.
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SLYFOX
BREWINGCOMPANY

Production Brewery
and Tastin’ Room Now Open

in Pottstown
The sluggish pace of economic recovery in the region over the
past few years has forced many businesses in most industries
into a relative holding pattern.While no-one is immune to eco-
nomic hardship, at least one local business is bucking that
trend. “We’ve been growing 40 percent every year,” said John
Giannopoulos, a Managing Partner, along with his brother
Peter, of SlyFoxBrewingCompanyheadquarteredat331Circle
of Progress in Pottstown. In just over 16 years, Sly Fox Brewing
Company has grown to become one of the premier craft brew-
ers in theMid-Atlantic region. “I don’t know that any business
is recession proof over time, but it’s been good for us lately,”
Giannopoulos said. “I think that people now are looking for
qualitymore thanquantity, so theywillpaymore inorder toget
a good quality product. We benefit from that. And we are
local and fresh. The majority of our business is within the five
counties surrounding Philadelphia.”

(See “Cover Story” on page 6)
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1) 30,000 s.f., 50-hectoliter barrel Brewery at 331 Circle of Progress in Pottstown.

2) Road sign. 3) Pikeland Pils winner of a GABF Bronze Medal. 4) John Giannopoulos,
Managing Partner filling an order. 5) Brewmaster Brian O’Reilly on the left is shown with
the new BrauKon system and Dave Bronstien, one of several Sly Fox brewers. 6) The Tastin’
Room features counter-service artisan pizza, smoked barbeque, and a wide selection of
award-winning Sly Fox beers. 7) Three new 150-hectoliter fermenters from JV Northwest

6
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COVER STORY
(Continued from page 4)

Sly Fox’s fully automated 50-hecto-
liter production brewery at the six-acre
site in Pottstown opened in January and
became fully operational in March,
completing the move from a smaller
production facility on Lewis Road in
Royersford. Brian O’Reilly is the brew-
master, assisted by Director of Brewing
Operations Tim Ohst and the brewing
staff. Patrick Mullin is Director of Sales.
Sly Fox beers are currently available

in Pennsylvania, New York and New
Jersey. Now that the move to Pottstown
is complete, expansion to additional
states becomes a possibility . . . “As soon
aswe catch upwith our current orders,”
Giannopoulos says with a chuckle.
“Literally we were not brewing beer at
all for five weeks during themove from
Royersford, so we’re still catching up.
Once we feel we have enough capacity,
we’ll be adding some additional states,”
he said, explaining that the company is
focused on serving customers within a
six-hour circle of Pottstown.

“We have great employees,”
Giannopoulos added. “Everyone works
hard and works together. During the
move, everyone had to step it up. It was
very stressful. We got everything closed
up over there and started here. Wewere
out of product andhad to keep onbrew-
ing. We’re starting to see the light at the
end of the tunnel now.”
The final complement to the 30,000

square foot Pottstown site is a new
“Tastin’ Room” now open, featuring
counter-service artisan pizza, smoked
barbeque, and a wide selection of
award-winning Sly Fox beers, where
“people can buy anything from a pint to
a keg,” Giannopoulos said.
The new brewery features a BrauKon

brewhouse from Germany with triple
the brewing capacity (50 hectoliters
three times a day, as opposed to 25 hec-
toliters twice a day at the Royersford
location). “The mill and anything to do
with the malt handling all came from

(See “Cover Story” on page 8)
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Visit us online to view
valuable supplemental content

– its FREE!

KINGOF PRUSSIADISTRICT
COMPLETES PHASE TWO

OF LANDSCAPE
IMPROVEMENT PROJECT
Last month the King of Prussia

District completed the secondphaseof
the median landscaping project along
DeKalb Pike. Phase I included the
installation of soil and plants at the
median closest toAllendale Road and
the median closest to Town Center
Road on DeKalb Pike, along with
three medians on First Avenue closest
toN.GulphRoad in theBusinessPark.

Phase II included the removal of the
old soil (three feetdeep) and the instal-
lation of a custom topsoil mix in the
medians to the north and south of
Brandywine Lane along DeKalb Pike
and the median just north of
Henderson Road alongDeKalb Pike.

In all, King of Prussia District plant-
ed: 1,705 ornamental grasses; 8,213
perennials and groundcovers; 379
shrubs; 7,500 bulbs and 17 street trees.

Tomake sure the landscapedmedi-
ans continue to look great for years to

come, King of Prussia District man-
ages a landscape contractor who, each
Monday, maintains the plantings by
removing trash and debris, weeding,
mulching, watering, and pruning.

As with all new landscaping proj-
ects, it will take a few years for the
landscaping to mature and show its
full beauty, butwehopeyouwill agree
that the new plantings add some
much needed green life to the heavily
traveled corridors of DeKalb Pike and
FirstAvenue in themeantime!

King of PrussiaDistrict is pleased to
have had the opportunity to work on
this project with Upper Merion
Township, PennDOT District 6, All
Seasons Landscaping, Inc., LRSLA
Studio Landscape Architects, Hunt
Engineering and LC Costa
Construction. For additional informa-
tion, please visit www.kopbid.com
and facebook.com/kopbid.
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Germany,” Giannopoulos said. The
company purchased three new 150-hec-
toliter fermenters from JV Northwest
for the new facility, and moved eleven
50-hectoliter fermenters from the
Royersford location to the new plant.
The Pottstown brewery, which

employees 20 people, also features a
new rotary Cime canning line from Italy
which fills 60 cans per minute versus 28
cans per minute at the previous plant.
The company was an early adopter of
the craft-beer-in-a-can revolution and
became the first brewery in the Mid-
Atlantic region toput in a canning line in
2006, at Royersford. The awarding of a
Gold Medal to Sly Fox Pikeland Pilsner
at the 2007GreatAmerican Beer Festival
in Denver marked the first time a GABF
medal of any sort had been given to a
canned craft beer.
Asked which Sly Fox beers were the

most popular, Giannopoulos said, “It’s
pretty even between the Phoenix Pale
Ale, Pikeland Pils and Rt 113 IPA.
Probably our number one draft product
is O’Reilly’s Stout.”
Giannopoulos explained that Sly Fox

brews anywhere from 40-50 different

beers each year. “It involves packaging
and capacity. We do seasonal beers year
‘round,” Giannopoulos said, including
Octoberfest beers, summer beers, winter
beers and bock beers in the spring. In
addition to Pikeland Pils, other award-
winning Sly Fox beers include Helles
Golden Lager, Instigator Doppelbock,
Rauchbier, and Sly Fox Oktoberfest.
The company was founded in

December 1995 by the Giannopoulos
family when Peter Giannopoulos
opened the Sly FoxBrewhouse&Eatery
in Phoenixville. After brewmaster Brian
O’Reilly arrived in the Spring of 2002,
he developed an off-premise sales pro-
gram togain SlyFoxbeers aplace on the
taps at some of Philadelphia’s best bars
and taverns, greatly expanding the cus-
tomer base.
The Phoenixville location is now a

destination spot for beer lovers near and
far and its annual Bock Fest&Goat Race
on the first Sunday of May draws
crowds of 2,500 or more to town every
year. When off-premise sales increased
beyond the ability to keep up, Sly Fox
opened a 20-barrel production brewery

(See “Cover Story” on page 10)

COVER STORY
(Continued from page 6)
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FOCUS ON
HEALTH CARE

DELIVERY
BUZZ AROUND THE BLOCK

This “Buzz” column highlights
some of the leading health care
facilitiesprovidingmedical serv-
ices for individuals and busi-
nesses throughout the region.
For more information, please
call the phone numbers listed
and visit thewebsites provided.

PriorityCare Opens New
Urgent Care Facility in Exeter, PA
PriorityCare recently opened an

urgent care facility, which is conveniently
located in the Reading and Exeter area at
5001 Perkiomen Avenue, Reading, PA
19606. Patients will have an opportunity
to be examined by a physician without
being required to schedule an appoint-
ment and will receive prompt, expert
attention for illnesses that are not life-
threatening and forminor emergencies.

The most common conditions treated
are: abrasions and cuts, colds and virus-
es, infections (includingbladderandeye),
rashes, sprains and strains, broken bones,
allergies andasthma,burns,dehydration,
and other common illnesses. Patients
who don’t have a doctor will still be able
to receive treatment for their ailmentsand
maintain their overall health.

PriorityCare physicians are trained as
either primary care or emergency medi-
cine specialists, and are able to identify

the need for additional services and pro-
vide referrals to patients who require
long-term care. Treatments and services
range from routine physical examina-
tions to emergency evaluations, andmay
include:X-rays, EKG’S, splints andstitch-
es, vaccinations, lab work, drug screen-
ings, treatment ofminor burns, and other
minor procedures. The urgent care facili-
ty is accessible to patients of all ages, and
the facility provides treatment on the
weekends and after family physicians
office hours.

Inaddition,mostmajor insuranceplans
are accepted, and low-cost fixed pricing is
offered for patients without insurance.
“The PriorityCare Network is committed
to broadening consumer options for
immediate care,“ says Andrea Hanaway,
M.D., board-certified Emergency Medical
physician and PriorityCare’s Medical
Director. “For those who don’t need to
incur the cost of emergency department
care, but don’t have timely access to a
physician’s office, PriorityCare’s physi-
cianswill be ready.”

Patients may access PriorityCare’s
urgent care facility services seven days a
week from8:00AMto8:00PM.During the
following holidays: Easter, Independence
Day, Thanksgiving, Christmas and New
Years Day, the urgent care is closed.
PriorityCare’s urgent care facility is staffed
by a physician and fully trained, certified
or licensedmedical personnel.

(See “Focus on Health Care Delivery” on page 11)
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and accompanying restaurant in nearby
Royersford, in November 2004. John
Giannopoulos joined the company at
that point tomanage the brewery side of
the business.After seven years, demand
once again made greater production
capability a necessity and the restaurant
was sold to former employees in 2011.
Giannopoulos said the decision to

move to Pottstown was right for his
company. “Itwas agoodbuilding forus
(at 331 Circle of Progress),” he said. “It
was set up well. It had an adjacent lot
that was available, and we didn’t want
to be land-locked. We wanted to have
the ability to keep growing, so this was
a good set-up for us, and really the peo-
ple in Pottstown were great. They
worked well with us and everything is
good so far. “
Giannopoulos said plans are in the

works to hold a community event at the
Pottstown brewery, considering the suc-
cess of the annual Bock Fest at the
Phoenixville location each spring.

“We’re planning on having a festival
here in the fall (September or October),”
he said. “It’s going to be an outdoor can-
jam music festival. It’s still evolving. It
will feature bluegrass and adult contem-
porarymusic. It will appeal to all ages.“
Sly Fox’s success has been due not

only to the award-winning quality of its
beers, but also to solid judgmentand for-
ward-looking business decisions,
including a long-standing marketing
relationshipwith ToddPalmer at Virtual
Farm Creative. “They’ve been with us
since 2003,” Giannopoulos said. “They
pretty much handle everything to do
with marketing Sly Fox— public rela-
tions, web presence, social media, pack-
aging design and events, merchandise,
everything. Todd is basically on our staff
almost. VFC does a great job for us.”
For additional information please

visit www.slyfoxbeer.com, and visit the
new Sly Fox Tastin’ Room located just
past the airport at 331 Circle of Progress
in Pottstown.

COVER STORY
(Continued from page 8)

WWW.SLYFOXBEER.COM
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FOCUS ON HEALTH CARE DELIVERY
(Continued from page 9)

Dr. Paul J. Chwiecko has joined the
provider staff at PriorityCare at Exeter.
He is a graduate of the University of
Miami, School of Medicine. He complet-
ed his family medicine residency at
ReadingHospital. Dr. Chwiecko is board
certified by the American Board of
Family Medicine and has four years of
urgent care experience. For additional
information, please call 610.898.0100, and
visit www.PriorityCare.net.

Paoli Hospital
PaoliHospital, amember ofMainLine

Health, is a nationally recognized, not-
for-profit, 222-bed acute care hospital,
serving the health care needs of Chester
County and the surrounding suburbs.As
the county’s only Level II regional trau-
ma center, Paoli’s emergency care team is
specially equipped and staffed by a
skilled teamof trauma, neuro- andortho-
pedic surgeons, nurses, andmore to save
lives every day.

Patients and their loved ones benefit
fromPaoli’s private rooms, room service,
warm and family-friendly environment
and advanced technologies. Our
Magnet®-designated nurses and award-
winning physicians provide patients
with a personalized approach, helping
Paoli achieve patient satisfaction scores
among the nation’s best.

For your convenience, Main Line
Health Centers in Exton and Collegeville
offer a wide variety of generalized and
specialized healthcare services ranging
from internal medicine, cardiology, and
oncology to radiology and rehabilitation
services, all with the quality care you
expect from Paoli.

In 2012, PaoliHospitalwas one of only
20 medium-sized community hospitals
— and the only hospital in Pennsylvania
— named among the nation’s 100 Top
Hospitals® by Thomson Reuters. Paoli
has also earned the Premier “Award for
Quality” for outstandingpatient care and
operational efficiency and was named
one of the Best Regional Hospitals by US
News & World Report for excellence in
four specialties including orthopedics,
gastroenterology, urology and ear, nose
and throat.

At Paoli Hospital, we strive to improve
the health and well being of the people in
our communities by providing compre-
hensive services, as well as health screen-
ings and educational outreach activities.
Formore informationaboutPaoliHospital
and/or a calendar of health events in your
area, visit mainlinehealth.org/paoli. To
make an appointment with a physician,
call 1.866.CALL.MLH.

(See “Focus on Health Care Delivery” on page 13)

Paoli Hospital is located at 255 W. Lancaster Avenue in Paoli Pennsylvania.
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FOCUS ON
READING AND
WYOMISSING

BUZZ AROUND THE BLOCK

This “Buzz” column highlights
a variety of businesses serving
the Reading regional market-
place. For more information on
these quality businesses, please
call the phone numbers listed
and visit thewebsites provided.
Marathon Business Group, LLC.
Marathon Business Group, LLC was

formed in January 2006 to providemerg-
er & acquisition advisory, business bro-
kerage and financial and strategic con-
sulting services to small tomid sized, pri-
vately owned companies from its offices
inWyomissing, PA.

The company is owned and managed
by partners Ray Melcher, Bob
McCormack, CPA, Scott Bradbury, and
JohnMcCormack. The firm is an affiliate
ofVRMergers andAcquisitions,which is
an internationalorganizationofmerger&
acquisitionadvisors andbusiness broker-
age professionals.Marathon and its prin-
cipals have been recognized by VR
repeatedly over the past 6 ½ years for
sales achievement, including Marathon
being recognized as one of the top 10
producing offices world-wide and Ray
Melcher andBobMcCormack eachbeing
recognized for personal production
among the top 10 individual producers
worldwide.

Marathon offers the following services:
• Merger and Acquisition Advisory

services for both acquirers and sellers of
businesses, generally institutional in
nature, with transaction values up to $25
million.

• Business Brokerage services for
owner-operated businesses generally
with transaction values up to $2million.

•Strategic andsuccessionplanning for
small tomid- size businesses.

• Performance improvement/
Turnaround management assistance and
interim/temporary CEO/COO assign-
ments.

The firm has served a variety of busi-
ness types, sizes and industries and has
no specific industry specialties.

Marathon’s growing success is a
result, at least in part, of its “Team
Concept” for serving its clients, whereby
every engagement involves more than
one Marathon professional, so that the
most relevant and effective talent is put
to work on the case and so that there is
always back-up for client service regard-
less of conflicting schedule priorities or
other factors. In addition, Marathon’s
partners and professional staff have var-
ied backgrounds including commercial
banking, commercial real estate, financial
analysis and accounting, human
resource management, strategic plan-
ning, and corporate governance.
(See “Focus on Reading andWyomissing” on page 14)
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RSZ Orthopaedics
With four convenient locations (Paoli,

Phoenixville, Limerick, and Bala Cynwyd),
RSZ Orthopaedics offers a broad range of
specialty surgical and rehabilitative services,
and is dedicated to providing “exceptional
care” and maintaining and restoring the
quality of life to patients.

Dr. Karl Rosenfeld, Dr. Lewis Sharps,
Dr. Richard Zamarin, and Dr. Michael D.
Mauro, emphasize effective, up-to-date,
non-operative treatment. When surgery is
necessary, they provide state-of-the-art sur-
gical care and full Pain Management sup-
port.

Dr. Rosenfeld specializes in Arthroscopic
Surgical Procedures and Sports Medicine,
especiallyACL ligament reconstruction. Sub-
specialties include Hand, Foot & Ankle, and
Total Joint Replacement.

Dr. Sharps specializes in the Spine,
Arthroscopic Surgical Procedures and Sports
Medicine, with sub-specialties in Minimally
invasive SpineSurgery, general SpineSurgery,
and Shoulder, Hand, Foot andAnkle.

Dr. Zamarin specializes in Total Joint
Replacement, especiallyhip,kneeandshoul-
der. Sub-specialties include Shoulder, Hand,
Foot and Ankle, Arthroscopic Surgical
Procedures, and Trauma.

RSZ Orthopaedics Sports Medicine
practitioners are experienced in treating all
typesof sports-related injuries.Whetheryou
are a professional or amateur athlete, or a
weekendwarrior, RSZhas the experience to
restore your full abilities.

Arthroscopic Surgery has become one of
the most frequently used procedures for
diagnosis and treatment of joint injuries. It is
a minor surgical procedure that is per-
formed on an outpatient basis.

The skilled physicians at RSZ also spe-
cialize in Trauma-related cases, as well as
injuries to Foot & Ankle, Shoulder &
Elbow, and Fractures &Dislocations.

RSZ physicians lead the way in innova-
tive Spinal Procedures. They are constantly
developing new, more effective ways of
evaluating and treating patients. They fur-
ther specialize in the care of patients who
have underlying spinal disorders, including
Lumbar and cervical spine injuries, and
Herniated and degenerative discs.

RSZ physicians also specialize in
Reconstructive Surgery, which includes
Total Joint Replacement for degenerative
disease of the shoulder, hip, elbow, wrist,
foot and knee, and revision surgery.

(See “Focus on Health Care Delivery” on page 15)

FOCUS ON HEALTH CARE DELIVERY
(Continued from page 11)
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According to co-founderandPrincipal
Ray Melcher, “Marathon has succeeded
over the past 6+ years since our found-
ing, in spite of the last four of those years
being down years for M&A activity
nationwide due to the weak economy
and financial markets which depressed
business activity, because of our commit-
ment to succeeding for our clients and
for never wavering from our commit-
ment to always put our clients’ needs
andwants first. We have built Marathon
on referrals, and referrals only come
from satisfied clients and their advi-
sors…so there is nooptionother than for
us to deliver for our clients.”

Marathon has a sister company
Murphy McCormack Capital Advisors,
headquartered in Lewisburg, PA. For a
no-obligation, confidential discussion,
please contact Ray Melcher, Principal at
610.898.8086 (O) or 484.797.9796 (C) or
email rmelcher@vrmarathon.com.

The Berks Career and
Technology Center (BCTC)
The Berks Career and Technology

Center (BCTC) is regarded as one of the
premier technical education facilities in

the Commonwealth of Pennsylvania,
largely due to the outstanding perform-
ance and success of its students. With
campuses located in Leesport and Oley,
BCTC is conveniently located to serve
our students. BCTC provides high-quali-
ty technical education and career prepa-
ration to meet the needs of today’s high
school students and adults. The school
serves 16 public school districts, numer-
ous nonpublic schools, and the citizens
and businesses of the Berks County area.

BCTC operates as a school of choice,
designed for studentswho are seeking to
enhance their educational program with
a highly relevant career and technical
experience, connected directly to the real
world of business and industry. More
than 400 business and industry advisors
review and update the school’s educa-
tional program annually. The BCTC
experience provides students with a
blend of classroom theory, technical
applications in state-of-the-art laborato-
ries, and actual off campus work-based
experiences. Instruction is individual-
ized, self paced, and highly personalized.
Students choose from 37 programs of
(See “Focus on Reading andWyomissing” on page 16)

FOCUS ON READING AND WYOMISSING
(Continued from page 12)
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Restoring the quality of life to those
with impeded motion or limited joint
action is a major part of RSZ’s practice.
RSZ physicians have performed thou-
sands of joint replacement procedures
and are proficient in the latest surgical
techniques. They perform primary and
revision total joint replacements.

RSZ Orthopaedics participates with
most insurance plans. Office locations
include: 254 West Lancaster Avenue,
Paoli (610.644.7755); 100 First Avenue,
Phoenixville (610.933.2288); 649 N. Lewis
Road, Limerick Professional Building
Suite 220, Limerick (601.495.0099); and
100 N. Presidential Boulevard, Pagoda
Building, Bala Cynwyd (610.644.7755).
For additional information, please visit
www.RSZOrthopaedics.com.

Pottstown Memorial
Medical Center

Together with the newly renovated
Intensive Care Unit, the new fourth floor
Center for Orthopedics and Spine and
other updated and existing programs
make Pottstown Memorial Medical
Center (PMMC) a “destination center”
forhealthcare throughout the region.The
fourth floorwas entirely demolished and
rebuilt to include18beds for the Intensive
Care unit, and 10 beds for the orthopedic
unit. After two years of renovation and
construction projects, PMMC has elevat-
ed patient care to a new level, and
evolved into the single destination for
community health care. The new ortho-
pedic unit brings together all orthopedic
services in one area.

The hospital has eleven orthopedic
surgeons on staff, including spine sur-
geons, spine-care doctors, a neurosur-
geon, andphysicalmedicine and rehabil-
itation specialists. Specially trained nurs-
es and therapists who are experienced in
working with joint replacement and
spine surgery patients will staff the unit.

In 2009, the nationally-renowned
Center for Wound Healing was opened
on the ground floor, featuring twohyper-
baric chambers, and receiving a third
chamber in the coming months. The
chambers represent the most advanced
technology in wound healing available.
The Emergency Room was upgraded
about five years ago, and delivers care
quickly and efficiently. Average wait
times are just over two hours fromwhen
a patient enters until he or she leaves.

The second floor now houses the
EndoscopicUnit,whichutilizeshigh-def-
inition television technology to meet the
demand for colon cancer and gastroin-
testinal screenings and other diagnostic
procedures, and features three GI proce-
dure rooms, one bronchoscopy room,
and a 10-baypre- andpost-recovery area.
Family members may accompany the
patient to the unit, wait with them until
theprocedure begins, and thenvisit them
once the procedure is completed.

The second-floor Maternity Unit was
revised in 2008-2009, adding digital
mammography technology, increasing
accuracy and convenience in diagnostics.
The newly constructed, 18-bed Intensive
Care Unit moved from the third to the
fourth floor, and is joined by the 10-bed
Center forOrthopedics andSpine.On the
seventh floor, a new Transitional Care
Unitwithprivate suites and showerswas
recently created alongwith an expansion
of the Center for Behavioral Medicine.
For additional information, please visit
www.pottstownmemorial.com.
Physicians Care Surgical Hospital
This multi-specialty surgical hospital

located at 454 Enterprise Drive
Royersford, PA 19468, is the fruition of a
dream turned passion of a group of area
physicians, and is the first hospital to be
built in the growing Philadelphia suburb
for several years. In addition to being an

(See “Focus on Health Care Delivery” on page 17)

FOCUS ON HEALTH CARE DELIVERY
(Continued from page 13)
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study across the following career clus-
ters: Advanced Materials & Diversified
Manufacturing, Business & Information
Technology, Communicat ions ,
Construction, Healthcare, Services, and
Transportation. Eachyear approximately
3,000 secondary and adult students
attend BCTC. Many students earn
advanced credits through articulation
agreements with post-secondary educa-
tion, complete dual enrollment courses,
and earn nationally recognized industry
certifications.

State-of-the-art learning laboratories, a
highly skilled faculty, and a curriculum
geared to industry standards combine to
distinguish BCTC as a leading provider
of career and technical education. BCTC
prepares today’s students for tomorrow’s
emerging technologies and provides
them with the competitive edge needed
to compete in the global marketplace.

The Continuing Education programs
offered at Berks Career and Technology
Center is very diverse. We provide an
opportunity for adult students to attend
the same quality educational experience
asourhigh school students in 35different
program areas during the day. We offer
apprenticeship programs in the evening
that are in concert with business and
industry to provide theoretical learning
that enhances the apprentices on-the-job
practical training.Weoffereveningcours-
es that appeal to the hobbyist and those
wishing to further their technical skills to
change or enter into a career.We provide
customized training for business and
industry that matches training needs for
today’s workforce. We also offer online
courses in more than 300 topic areas.
Online courses offer flexibility, conven-
ienceandaffordabilitybyallowingyouto
take a course anywhere there is a com-
puter and Internet access.Call us today to
learn more about our offerings at
610.743.7630 or visit our website:
www.berkscareer.com.

Greater Reading
Economic Partnership

GreaterReadingEconomicPartnership
(GREP) is dedicated to facilitating eco-
nomic development growth in the
Greater Reading community. The organ-
ization is the primary point of contact for
business attraction, retention and growth.

GREP aggressively markets Greater
Reading as an affordable and strategic
location, but this is just the begin-
ning. The organization is able to do this
effectively because Greater Reading’s
resilientpast is the foundation foraneven
stronger future. Greater Reading is a
community built for business. Greater
Reading is a smart choice to help busi-
nesses achieve great things.

Since the organization’s inception in
2002, they have facilitated 109 projects
resulting in over 8,350 attracted and
retained jobs. In 2011GREPworkedwith
124 companies, resulting in 747 jobs cre-
ated and retained in the Greater Reading
community. Some of the companies the
organization has recently worked with
include PCA, CrossRoads Beverages and
Cambridge-Lee Industries.

In early 2012, GREP launched a work-
force development campaign targeting
high school aged students; Careers in 2
Years. The development of the campaign
was based on business expansion and
growth interviews completed in 2009 and
2010. Out of 96 company interviews, 47
percent identified lack of skills and more
specifically, 26 percent identified lack of
technical skills asacurrentworkforcechal-
lenge. VisitCAREERSIN2YEARS.com for
more information.

GREP has been extremely effective in
continuing tomeet theirmission, but their
work is not done. Join us as we continue
to strive to be something greater. To learn
more about Greater Reading Economic
Partnership, visit GreaterReading.com
(See “Focus on Reading andWyomissing” on page 18)

FOCUS ON READING AND WYOMISSING
(Continued from page 14)



expansionofmedical services in the com-
munity, the hospital is also helping the
local economywith the creation of thirty-
five new full-time positions.

Uniting this group of physicians is
their commitment to putting the patient
backat the center ofmedicine.As theU.S.
health care industry grew over the last
decade, the physicians noticed more
problems were being created than solu-
tions. With a commitment to making a
tangible difference in their patients’ lives
as well as improving our national health
system as a whole, this group of physi-
ciansbandedtogether tobringPhysicians
Care Surgical Hospital to life.

Leading the charge along with several
other dedicated physicians has been
FredericLiss,MD,anorthopedichandsur-
geon based in Phoenixville, Pennsylvania,
who currently serves as the hospital’s
board chairman and medical director. Dr.
Liss has been an outspoken advocate of
physician-owned hospitals. He frequently
participates in Washington, D.C. fly-ins
andworks to educate politicians at all lev-
els of government on the benefits and
necessity of physician-owned facilities.

At nearly 30,000 square-feet, the hospi-
tal includes five operating rooms and

twelve private inpatient rooms. The hos-
pital is outfitted for procedures in ortho-
pedic surgery, hand surgery, otolaryngol-
ogy, ophthalmology, general surgery,
gynecology, oral and maxillofacial sur-
gery and pain management. For addi-
tional information, please visit www.
phycarehospital.com.

McCormick Chiropractic
McCormick Chiropractic is proud to

be the leading drug-free, surgery-free
healthcare facility with offices in
PottstownandElverson.Sinceopening in
2001, McCormick Chiropractic has been
the winner of the Mercury’s “Reader’s
Choice Award” for best Chiropractor 10
times! Their mission is to help as many
people in their lifetime as possible espe-
cially children.

McCormick Chiropractic offers a per-
sonalized approach to overall wellness
through spinal care, exercise, good nutri-
tion and stressmanagement.While some
seek help for pain-related issues, many
seek help for improved overall physical
health and performance. Athletes report
better balance and faster reflexes. The
doctors encourage and support you in
taking amore active and responsible role

(See “Focus on Health Care Delivery” on page 19)

FOCUS ON HEALTH CARE DELIVERY
(Continued from page 15)
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WYNDCROFT SCHOOL CHOOSES
HOLLENBACH CONSTRUCTION

AS CONTRACTOR FOR NEW
EARLY-EDUCATION CENTER

The Wyndcroft School announced
Hollenbach Construction (of Boyertown)
will as the contractor forWyndcroft’snew
Early Education Center. Construction
began in April and the Early Education
Centerwill be ready to open for the 2012-
2013 school year this fall.

“Weare sopleased toworkwitha local
contractor on this important project,”
says Gail Wolter, Head of School. “The
new Early Education Center is the first
step in creatinganewcampusexperience
for our students.We know that bywork-
ing with Hollenbach Construction that
our visions for the school expansion are
becoming a reality.”

In order to create a new
Early Education Center, Hollenbach
Construction will renovate a large, his-
toric manor on Highland Road, just
across the street fromWyndcroft’s main
building. The renovation of the manor
into a state-of-the-art educational facility
for preschool students will enhance
Wyndcroft’s already strong academic
program. The space has been designed

to nurture the social, emotional and
academic needs of the early learner.

Since 1968, Hollenbach’s success has
covered awide range of project types and
complexities including commercial,
industrial and institutional. The company
offers construction management, general
contracting, design/build and develop-
ment services to fit a wide range of needs
including additions, renovations, and
restorations to existing structures as well
as newconstruction onmulti-milliondol-
lar facilities.Foradditional informationon
Hollenbach Construction, visit www.
Hollenbach.com or call 610.367.4200.

TheWyndcroft School is an independ-
ent day school for preschool children
through eighth grade offering excellent
academics in anurturing setting. Located
in the beautiful and historic Rosedale sec-
tion of Pottstown, Wyndcroft offers easy
access toRoutes 422 and100 for commut-
ingparents.Foradditional informationon
TheWyndcroft School, please visit www.
wyndcroft.org or call 610.326.0544.
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NAI Keystone
Commercial Industrial

NAI Keystone provides local and
global brokerage services for the acquisi-
tion, site selection, sale and leasing of
commercial property. We specialize in
office buildings, warehouses, distribu-
tion centers,manufacturing plants, land,
investment property and retail. We
have an in-depth market knowledge of
Berks and Schuylkill counties and,
through a network of more than 5,000
affiliated NAI brokers across the globe,
we complete more than $45 billion
worth in transactions annually. We also
manage more than 200 million square
feet globally.

NAI Keystone Commercial &
Industrial, LLCprovides businesseswith
the highest quality services and the best
real estate solutions formaximizingprof-
itability and performance levels. As a
result of our commitment to excellence,
we havewon the respect of local, nation-
al and international clients since our
inception. Our clients range from
Fortune 100 corporations, major banks
and insurance companies to investors,

private institutions and small businesses.
As a diversified organization, NAI
Keystone Commercial & Industrial
offers an integrated network of special-
ists and a wide range of premier servic-
es. Our team of 13 professionals is sup-
ported by comprehensive resources,
including extensive research and mar-
keting materials, and computer technol-
ogy. This company network provides
clientswith expertise in all real estate dis-
ciplines and powerful information for
making strategic decisions to capitalize
on real estate opportunities.

The leasing activity, exclusive listings,
and volume of transactions that NAI
Keystone Commercial & Industrial, LLC
represents are all indicative of our capa-
bilities and dedication to our clients.
Many ofGreater Reading’smost success-
ful brokers are members of the NAI
Keystone Commercial & Industrial team,
which continues to rank the company as
one of the strongest commercial real
estate firms in themarket.

For additional information, please call
610.779.1400.
(See “Focus on Reading andWyomissing” on page 20)

FOCUS ON READING AND WYOMISSING
(Continued from page 16)
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in restoring and maintaining your own
health.

McCormick Chiropractic has an on-
site X-ray facility to allow for convenient
and rapid diagnosis. The friendly staff
makes sure your needs aremet. They are
as much an educational institute as a
healing institute. Patients are taught the
reason why their problem occurred and
they learn to develop strategies to prevent
the problem from returning in the future.

Thedoctors atMcCormickChiropractic
are experts in safety and injuryprevention
in the workplace. They are currently on
various panels for businesses and corpo-
rations seeking to enhance their work
environment. McCormick Chiropractic
offers preventative and wellness work-
shops aspart of their communityoutreach
program.

Contact them at 610.705.0201
(Pottstown) or 610.286.7000 (Elverson) to
schedule an appointment or aworkplace
wellness seminar.

All About Families
Counseling, LLC

At All About Families Counseling,
LLC you can find skilled, experienced
therapists who have helped clients just

like you build richer more rewarding
lives. All our therapists hold degrees in
psychotherapy and/or social work.

Unlike many therapists, we don’t just
examine problems in the here and now.
Our therapy is developed from an emo-
tions-centered approach. Your counselor
will help you identify limiting beliefs and
outmodeled coping mechanisms that
may be standing in your way. Many
clients report rapid progress due to the
effectiveapproachesweemploy.All com-
munications with your counselor are
kept strictly confidential.

We can help you cope with the issues
that emerge frombeingpart of amarried,
co-habiting, separated, divorcing, or
high-conflict couple.We can also provide
you with pre-marital counseling. We can
help you and your family to cope with
children and adolescents who are strug-
glingwithADHD, truancy issues and/or
oppositional defiance disorder.

We accept many insurance plans and
provide services on a sliding scale fee
basis. Call 610.575.0390 for details or to
book an appointment. Hours are by
appointment only andweoffer sameday
appointments.

FOCUS ON HEALTH CARE DELIVERY
(Continued from page 17)
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Olivet Boys & Girls Club
Olivet Boys & Girls Club has been

serving at risk youth between the ages of
6 and 18 since 1898. With 9 neighbor-
hood-based locations, including our
newest presence at theRichard J. Ricketts
Center in Pottstown, theClub is commit-
ted to ending the viscous cycle of pover-
ty for our youth in Berks and
Montgomery Counties.

Asamemberof theBoys&GirlsClubs
of America, The Club enables the youth
we serve to break the cycle of education-
al underachievement and poverty thor-
ough the bonds created by our trained,
dedicated staff and implementation of
programs in our “Formula For Impact”:
Academic Success, Healthy Lifestyles,
Good Character &Citizenship.

• 92%ofClubmembers graduate high
school with their original class.

• 99% of elementary students main-
tained or improved their grades.

• 88% of Club members stay away
from alcohol, tobacco and other drugs.

• 90% of Club members reported that
the Club Experience helps them work
better with others on a team.

• 75% of Club members try harder in
school.

Open the door of one of ourClubs and
walk inside to experience the impact we
are making with more than 4,000 youths
on an annual basis. Join us as we cele-
brate DAY FOR KIDS on September 8th
and September 15th. Visit our website
www.olivetbgc.org or call 610.373.1314
formore information.

Furniture Soup, Inc.
Zen in the office and in other places,

too ...
A good friend recently described how

she felt the first day in her newoffice that
I designed and installed for her. She said
she felt just like the first day of using her
new iPhone after putting up with a
lemon of a not-so-smart phone for some
time. Enlightenment. That was the word
she used.

Before this improvement, she felt the
overwhelming chaotic feeling that comes
with attempting to get projects, dead-
lines, customerorders, simplepaperwork
or other tasks done in a reasonable
amount of time and clarity. And, to have
just a small amount of energy and sanity
left afterwardswas impossible it seemed.

Just like the right tool or tools, the right
environment can make all the difference
inmaking the hours at the office become
incredibly effective and calm. Not as in
everything being quiet necessarily, but,
in things not feeling stressful and frenet-

ic. “In the groove” type of feeling that
one senses when things are moving
alongwell.

The word “intuitive” is nowadays
being applied to our phones, cameras,
readers, laptops, etc. The same can be
said of the components of an environ-
ment. The right components in the right
places in the right quantity, size, shape, or
color developed with a bit of foresight
candevelop theperceptionof being total-
ly in tunewith the occupant. It takes a lit-
tle bit of design savvy and know how,
but, it can certainly happen.

We could all use some enlightenment
in our workplace at some time or anoth-
er. It makes sense. Besides, people’s atti-
tudes change with positive environmen-
tal change. Think of it ... an office at peace
with itself. Namaste. Tracy McKay.
www.furnituresoup.com.
Discovery Federal Credit Union
Discovery Federal Credit Union has

been serving the greater Reading and
Berks County region for more than half a
century. Founded in 1959, the credit
union has continuously grown in size,
(See “Focus on Reading andWyomissing” on page 22)

FOCUS ON READING AND WYOMISSING
(Continued from page 18)
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FOCUS ON READING AND
WYOMISSING
(Continued from page 20)

membership and capability, yetwemaintain the value-dri-
ven, member-focused philosophy that sets us apart. We
are a full-service financial institution offering consumer
and business banking products and services in a local
banking atmosphere with worldwide convenience.
Discovery recently added business banking services

and has partneredwithmany local businesses to devel-
op successful solutions for their business bankingneeds.
Whether you are just starting your business, or aiming to
take it to the next level, Discovery is dedicated to helping
you achieve your goals. Discovery can help you achieve
your business objectives with fewer fees, better rates and
personal service. We take the time to understand the
needs of ourmembers and findmethods that are right for
you.Wewant you to succeed every step of the way.

Michael’s Classic Limousine
If your business responsibilities require travel and you

want professional and reliable service, we can help. We
transport business travelers every day of the week and
we are proud of our record of consistent service and of
our ability to adjust to last minute changes. Our fleet is
sure to offer the right vehicle for all of your corporate
needs—whether it be transporting an executive in style
or taking a large group to a business function. Please call
for information about our corporate discounts!
Avoid the hassle and aggravation of parking your car

at the airport— and theworry that comeswith leaving it
there. Our drivers are familiar with all of the airports
within the region and will save you considerable time
and stress with their expertise. Our rates are reasonable,
so call us today for a no-obligation price quote.
Whatever your destination, let Michael’s Classic

Limousine provide your transportation. We are more
than happy to answer any questions youmay have or to
give you a free, no obligation price quote. Call
610.929.4919or email: custserv@michaelsclassiclimo.com.
Our regular office hours areMonday through Friday 8:00
am - 5:00pm, however calls aremonitored 24hours aday
for emergency needs.

Meridian Bank— The Access You Need
Business banking at Meridian is unique. You’ll get the

exceptional personal service you expect from a small
bank along with advanced technological tools to help
keep your business finances running at peak efficiency.
Meridian was created specifically to be a bank for the

local business community. It’s that philosophy which
allows our business bankers to be the best bankers they
can be. And it’s why top business banking professionals
were drawn to our team. They know they have every-
thing they need tomake a real difference for you.
Meridian’s offerings to business customers include:

Commercial Lending; Flexible Business Checking and
Money Markets; Online Banking and Remote Deposit;
Meridian Business Debit Card; Cash Management
Tools; Working Capital Financing; Merchant Card
Programs; Term Loans and Leasing; Commercial Real
Estate Loans; Title Insurance; and Small Business
Administration (SBA) Loans.
For additional information, please call ErwinWenner at

484.568.5020 and visit www.MeridianBanker.com
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ARE MANAGED
ACCOUNTS

RIGHT FOR YOUR
PORTFOLIO?

INVESTMENT IDEAS
Provided by William M. Schultz, Financial Advisor, CFP®, CRC®,
Wells Fargo Advisors

Yes, it’s that time of year again. Hopefully an annual
portfolio review with your Financial Advisor is on

your to-do list. Here’s one item youmaywant to add to the check-
list for your discussion: newways tomanage your portfolio.

One increasingly popular option
among individual investors is managed
accounts.Away to tap into resourcesnor-
mally reserved for the very largest
investors such as pension funds, endow-
ments and high-net-worth investors,
these accounts offer access to a variety of
portfolios and asset classes not ordinarily
available to individual investors.

“In many ways, this is the democrati-
zation of world-class professionalmoney
management, the type that previously
was available to only a limited few,” says
Ian Maceachern, Managing Director of
the Advisory Products Group for Wells
FargoAdvisors.

Inside Managed Accounts
Youmay findmanaged accounts espe-

cially pertinent when you and your
Financial Advisor discuss rebalancing.
The process of bringing your holdings
back into line is a deliberate, measured
one, not to be confused with tactical
responses to evolvingmarket conditions.
But managed accounts may offer a way
to blend the two, depending on the mix
of elements you and your Financial
Advisor select.

Generally speaking,managedaccounts
are oneway individual investors cangain
access to money managers who typically
may require minimum investments of $1
million— and $100million isn’t unheard
of. Supervisedby teamsof seasonedport-
folio managers, managed accounts offer
investment options including Mutual
Funds, ETFs, and other investment vehi-
cles. The varied menu of investments
makes it easier to tailor a solution to your
specific needs, goals, and time horizon.

What’s more, managed accounts are
readjusted automatically in real time.
That means managed accounts can help
you stay focused on your targets even
when the market is enduring a volatile
session (ormonth).

Making a Choice
Despite their impressive qualifications,

managed accounts may not be right for
everyone. For example, if you are an
active investor who prefers to have
a larger role in the day-to-day oversight
of your investment portfolio, you may
not feel comfortable relinquishing
control (even to investmentprofessionals).

(See “Investment Ideas” on page 24)



24 JULY 2012ROUTE 422 BUSINESS ADVISOR 422business.com

Managed accounts are also not designed
for inactive accounts. However, that
samequalitymaybewhatmakesaman-
aged account solution attractive to
someone else who wants a portfolio
designed to respond to day-to-day shifts
in the investment market.

The wide variety of choices managed
accounts offer investors can also feel
confusing, and some investors may pre-
fer a simpler solution. Again, that same
quality may be what attracts a different
investor who’s seeking a degree of
diversification that might otherwise be
difficult to manage.

“Not only do managed accounts
make it possible to access world-class
money managers, they give investors
an opportunity to tap into a number of
investment management styles to
apply to their portfolios and goals,”
Maceachern points out.

The costs involved can also play a role
in determining whether managed
accounts are right for you. First, check
out the minimum investment required
by themanager andmake sure it’s with-
in the amount you and your Financial
Advisor are willing to earmark for a
managed account.

Work with your Financial Advisor to
determine if a managed account is
appropriate for your overall investment
strategy. If so, he or she can help you tai-
lor an asset allocation strategy to fit your
financial goals, and seek out the right
mix of managers to help you achieve
those objectives.

“Your Financial Advisor knows your
objectives and aspirations, so he or she is
the linchpin in integrating a managed
account, should you decide it is right for
you,” Maceachern says.

This article was written by Wells Fargo Advisors and provided courtesy of WilliamM. Schultz,
CFP®, CRC®, Associate Vice President, Investment Officer, Branch Supervisor in Collegeville
at 610.454.2043. Investments in securities and insurance products are: NOT FDIC-
INSURED/NOT BANK-GUARANTEED/MAY LOSE VALUE. Wells Fargo Advisors, LLC,
Member SIPC, is a registered broker-dealer and a separate non-bank affiliate of Wells Fargo &
Company. ©2012Wells Fargo Advisors, LLC. All rights reserved.

INVESTMENT IDEAS
(Continued from page 23)
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IMPLEMENTING
THE SEVEN HABITS

OF HIGHLY
EFFECTIVE PEOPLE
“Success is neithermagical normysterious.

Success is the natural consequence of consistently
applying the basic fundamentals.” – JIM ROHN

LEADERSHIP AND SUCCESS
By Kenneth D. Richardson, PhD, Redwood Enterprises

First published in 1989, Steve Covey’s 7 Habits of
Highly Effective Peoplewas an instant bestseller that
earned its author international acclaim. Despite

profound economic, technological, and social changes, this
work remains as good a guide to success as any ever published.
The real problem, however, is one of implementation. Only a
small subset of its readers seem to be able to put its principles
to work in their lives. Why this would be, as well as few
suggestions for remedying this problem, are discussed.

Useful literature on business
improvement abounds

There is no shortage of good written
material for entrepreneurs who are pre-
occupied with improving themselves
and their businesses. Lots of excellent
authors, themselves highly successful in
business, come to mind: Jim Collins,
Rosabeth Moss Kanter, John Maxwell,
Napoleon Hill, Steve Covey, Malcolm
Gladwell, and a host of others have con-
tributed to the available storehouse of
knowledge. When networking with
other professionals, I’m always curious
about what people are reading andwhat
they’re findingmost useful.

Covey’s 7 Habits:
An underutilized resource
I’ve already tipped you off regarding

where this discourse is heading— Steve
Covey’s 7Habits of Highly Effective People.
Obviously, it’s one of my all time
favorites, and I always bring it up in any
conversations about business related
books. In my experiences with the pro-
fessionals I meet, I have found reliably
that Covey’s work is one of the best
known, but most underutilized
resources available.

Oddly enough, when I say underuti-
lized, I don’t mean that more people
should read it, I mean that too many that
have don’t apply what’s in it. I’ll get to
what I mean by that later. But first let’s
take a look at its intrinsic value andutility,
bothofwhich I thinkarequite impressive.

Rooted in timeless and
universal principles

What makes this work so great? First,
its applicability is independent of the
rapid social, economic, and technological
changes that have rendered so many
other works obsolete. Also, its appeal is
worldwide, showing that transcends cul-
tural divides. Covey’s services as a con-
sultant and trainer have been in demand
on every continent in the world—
enough said on that.

While doing the research that ledup to
the 7 Habits, Covey discovered that gen-
uine successover the long run is rooted in
timeless principles that themselves (1) do
not change, and (2) are embraced by vir-
tually every culture known toman.

These principles include self-imposed
standards such as fairness, discipline,
honesty, integrity, and diligence, all of
which are required for success regardless

(See “Leadership and Success” on page 31)
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Villanova University Part-Time Studies Division recently
launched its first off-site undergraduate degree program at
Montgomery County Community College’s West
Campus inPottstown. Students enrolled at the location
are now able to complete a Bachelor of
Interdisciplinary Studies in Leadership Studies
through a combination of in-class andon-line courses.

The students enrolled in the program are excited
that Villanova has this unique program avail-
able to residents of Western Montgomery
County. “It’s great to see the Leadership
Program expand to the Pottstown location to
better serve the western suburbs. It’s exciting to
teach classes being offered in this location. We have a talented
group of students completing their Villanova degree who may
not have been able to make the drive to main campus due to
work and family responsibilities,” states Terry Welford, adjunct
instructor for the Leadership Program.

Robert Stokes, Ed.D., assistant vice president for Academic
Affairs, said “The response to the Leadership Studies program
has been very positive as indicated by student comments as
well as enrollments.Walk into any bookstore and youwill find
books by political, business and even religious leaders sharing
views and findings about the role of the leader. In these eco-

nomic times, leaders need to be ethical, strategic, compassion-
ate andwell versed in topics that our programcovers.When

we developed this program, we wanted to offer class-
es that challenge, inspire and educate students on
leadership theories, issues and practices that they
also can use to develop their own leadership style.
We are pleased with the Leadership Studies pro-
gram and look forward to continually enhance the

program and classes.”
The Leadership Program at the Pottstown

campus is designed for students with an
Associate Degree who wish to complete an

undergraduate degree program on a part-time
basis. Students enrolled in the program are juggling full-time
work, family responsibilities and volunteer commitments. The
schedule enables students to complete the remaining 60 credits
(20 courses) in their degree program in approximately two and a
half years.

All Pottstown on-campus Leadership Studies classes meet in
MontgomeryCountyCommunityCollege’sUniversityCenter, a
completely refurbished building which features state of the art
technology and classroom facilities. For more information on
Villanova’s Leadership Studies Program, visit www.parttime.
villanova.edu or call 610.519.4300.

VILLANOVAUNIVERSITY
NEW LEADERSHIP UNDERGRADUATE DEGREE

PROGRAM LAUNCHED IN POTTSTOWN
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of what the current state of the economy
or technologymaybe.Despite superficial
shifts in social trends, business is still
about long term relationships, which
have to be based on trust and credibility.

Peoplewhodonot adhere to theseprin-
ciplesmay getwhat theywant in the short
run, but not for long. There was another
“success” book that came out during the
1980s called Winning through
Intimidation—whenwas the last timeyou
heard a positive reference that that title?

Habits, not theories
Note that Steve Covey did not name

his book, “7 Theories about What Makes
PeopleHighlyEffective.”Theory is conspic-
uous in its absence from thiswork,which
I, as a trained social and organizational
psychologist, was pleased to see. The
importance of formalized theory in the
study of human behavior has steadily
diminished ever since psychoanalysis
lost its pizzazz. What matters is what
people do.

The7Habitsareactually amixofhabits
ofmind aswell asmore tangible patterns
of behavior, but there is no grandiose, jar-
gon-laced theory for readers to contend
with. Covey is quick to point out that he
really offers nothing new other than his
own unique presentation of notions that
it takesonlywhatused tobe called“com-
mon sense” to relate to (I say “used to”
because what used to be common sense
is anything but common these days).

A logical sequence
of development

The 7 Habits are developed in a
sequence best described as hierarchical (I
promise that’s the biggest word I’ll use).
No mystery— all that means is that they
have to be built upon one another in
order, from the most basic to the most
complex. Each one serves as a stepping
stone to the next.

This is another aspect of Covey’swork
that distinguishes it from many other
guides to personal growth and success.
You can’t short circuit the process or pick
and choose between the habits you feel
likedevelopingandthoseyoudon’twant
to bother with.

Below is a quick review of the 7Habits.
Please note that the ability to list them
does not enable one to implement them
— that’s a whole different ball game,
which requires planning, commitment,
effort, and time (in that order).

# 1: Be proactive. “Effective people”
constantly remind themselves they can’t
control everything that will happen to
them, but that they can control their
responses to events. This reminds me of
theBoyScout’smotto, “Beprepared.”For
what? You name it. You can’t control the
weather, but you can have an umbrella,
rain slicker, or coat available. The alter-
native, being reactive, leaves you scram-
bling for alternatives and “putting out
fires” after problems and obstacles
appear without warning.

#2: Begin with the end in mind.
Genuinely successful people carefully
strategize and set goals, complete with
action steps, which include plans for
dealingwith obstacles. They are visionar-
ies. Note how this depends upon your
already havingmasteredHabit #1.

# 3: First things first. This is all about
time management, and requires a mas-
tery ofHabits #1&2. By staying in touch
with your priorities, you can avoid los-
ing your way and getting stuck in
destructive patterns of procrastination.
By establishing Habits #s 1-3, you’ve
defeated your worst enemy— yourself.
It’s now time to focus on your interper-
sonal skills, since relationships are cru-
cial, both in business and life.

(See “Leadership and Success” on page 32)

LEADERSHIP AND SUCCESS
(Continued from page 29)
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LEADERSHIP AND
SUCCESS

(Continued from page 31)
#4: Think “win/win.”Eliminating any

mindsets that foster destructive competi-
tive and combative behaviors will help
you to cultivate relationships based on
trust and respect. What goes around
comes around, so it only makes sense
take the initiative in being generous and
civil to others. The “Law of theHarvest”
is that you reapwhat you sow.

#5: Seek first to understand, then to be
understood. Most folks are better talkers
than they are listeners.Alot of people fail
in the area of sales, family life, and a host
of other domains because of this natural
inclination. Overcoming this tendency
will increaseyour success inbusiness and
other areas of your life by a quantum
leap. Regard the ability to “button your
lip” as a skill worth practicing.

#6: Synergize. People are often
uncomfortable with differences in opin-
ion and outlook and try to eliminate
these rather than appreciating them.
Welcome such differences as sources of
strength and creative solutions to prob-
lems and they will often produce pleas-
ant surprises.

#7: “Sharpen the saw.” This particular
recommendation means continually tak-
ing action to sharpen and refine Habits
#1-#6. Being successful carrieswith it lia-
bilities as old as human history— com-
placency and stagnation. By continuous-
ly readingbooks, andattending seminars
and training sessions related to self
improvement, as well as recent develop-
ments related to your business, you’ll
stay sharp and avoid falling behind.
Continuous improvement is essential to
success in any field of endeavor.

Failures to implement
the 7 Habits

Earlier I identified Covey’s work as an
“underutilized resource.” In doing so, I
didnotmean thatpeoplewhohavenever
read it should, although I do make that
recommendation. When I say “underuti-
lized,” Imean by peoplewho say they’ve
read the book. Their comments about
their experienceswith it are telling.When
I ask them about it, I usually get such
responses as “Great book!” or “Good
stuff!” or “I loved it!”

Rarely, however, do I get responses any
more specific than that. When I follow up
withquestions regardingwhataspectsof it
they found most useful, or how it’s
changed what they do, the most common
responses are admissions such as, “I don’t
really remember much,” “Gee, it was a
long time ago.”

(See “Leadership and Success” on page 34)

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 individ-
ual contributors and are not to be attributed to the
Route 422 Business Advisor, its editorial 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 infor-
mation PRIOR to publication. In ALL cases, including
camera-ready ads, the advertiser assumes complete
responsibility for the accuracy of information present-
ed 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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Huntington Learning Center, Helping Tens of Thousands
of Students a Year to Do Better in School

Huntington Learning
Center is the oldest and most
respected supplemental edu-
cation provider in the nation.
Founded in 1977 by Dr.
Raymond and Eileen
Huntington, both profession-
al educators,when they iden-
tified that many students did
not reach their potential
because they lacked basic skills. Since
then, the Huntington Learning Centers
have helped tens of thousands of stu-
dents enhance their skills and spark their
desire to learn. By adhering to one basic
principle - helping students reach their
full potential — Huntington has grown
to hundreds of centers nationwide.

During the last nine years, the
Huntington Learning Center located in
the Village Square Shopping Center in
Wyomissing, has offered specialized tai-
lor-made programs to help students learn
in apositive environment. Standard learn-
ing environment may not always be best
for everyone to achieve success equally.

The process starts with the
child taking nationally-recog-
nized academic-evaluation
tests to determine the stu-
dent’s strengths and weak-
nesses. Based on the results, a
comprehensive program of
instruction is recommended.
State-certified teachers pro-
vide students with individu-

alized attention in an optimum environ-
ment for tackling academic challenges.
Huntington teachers work to build the
student’s confidence, motivation and self-
esteem in addition to basic skills.

The Huntington Learning Center in
Wyomissing, besides providing individu-
alized instructions in the basic skills of
reading,math, study skills, writing, phon-
ics and spelling to students in all grades,
from K to 12, also prepares high-school
students to take standardized exams, such
as theSATandACT,andnowhasexpand-
ed the services to tutor in subjects like the
sciences, geometry, trigonometry, calculus,
Spanish and evenEnglish as a second lan-

guage. Their mission is to give every stu-
dent “the best education possible.”
Now is the time to make the next

school year less of a struggle and more
enjoyable for your child. The sooner you
take action, the sooner Huntington can

help your child to succeed academically.
Please call Huntington Learning Center
at 610.373.5800 today to schedule a con-
sultation and let Huntington tailor an
effective, individualized program that is
right for your child.



LEADERSHIP AND
SUCCESS

(Continued from page 32)

Implementing the 7 Habits:
Turning words into actions
To put it bluntly, most people are not

particularly good at translating verbal
material into effective action— it takes a
special effort exerted over a considerable
period of time to do so.

Covey includes “action exercises” (my
term, not his) following the presentation
of each habit, which very few people fol-
low through and do. Skipping this essen-
tial step is most people’s first mistake.

You can’t learn to ride a bicycle by sim-
ply reading a bookon the subject—you’d
be fooling yourself if you thought you
could. Book or no book, you must “prac-
tice, practice, practice.” You must be
exceedingly intentional when it comes to
acquiring desirable competencies, espe-
cially thoseas complexand interrelatedas
the 7 Habits. They must be mastered
through conscious effort, in order, and
over time. To read the book is to take but
the first few steps of the journey.

Continuously sharpening
the saw

One thing that human beings are mas-
ters of is forgetting what we know. How
much new information ever gets covered
inagoodsalesor leadership trainingsem-
inar? Unless you’re truly a novice, none.
The fact is, people must continuously be
reminded of what they already know.
Covey’sHabit#7 is all aboutassuring that
that happens, bywhatevermeans it takes.

The 7 Habits is a cornerstone for my
consulting and coaching practice, which
I consistently apply in order to ensure
the continuous growth and develop-
ment of my clients. If implemented, the
7 Habits can be a vehicle by which any-
one can improve their businesses, them-
selves, and their lives.
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 engagements 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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DIRECTORY

Visit us online to view
valuable supplemental

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

2012-2013
TCACC EXECUTIVE

COMMITTEE
& BOARD OF
DIRECTORS
EXECUTIVE
COMMITTEE
CHAIRMAN OF THE BOARD

Rod Martin, Owner,
Martin Stone Quarries, Inc.

CHAIRMAN ELECT
Heather Chandler, President,

Sealstrip Corporation

IMMEDIATE PAST CHAIRMAN
Terese Brittingham, Broker/Owner,

Keller Williams Realty Group

SOLICITOR
Joseph K. Koury,

O’Donnell, Weiss & Mattei, P.C.

SECRETARY
Eileen Dautrich, President, TCACC

BOARDOF
DIRECTORS

Matt Campbell, Global Advanced Metals
Ross DeSimone,

Corporate Psychological Resource Center
Richard Graver, Victory Bank

David Kraybill, Pottstown Area Health &
Wellness Foundation

Steady Moono, Montgomery County
Community College

Rick Lewis, Lewis Environmental, Inc.
Reed Lindley, Pottstown School District

Bill Maguire, Exelon Corporation
Al Matarazzo, Main Line Financial

Advisors
Sharif Omar, Pottstown

Memorial Medical Center
Baran Schultz,

Schultz Technology Solutions, LLC

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

PRESIDENT’SMESSAGE –

DEFINING THE
CHAMBER’S FUTURE

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

Betsy Chapman, Sales Associate

In last month’s issue of the Rt. 422 Business Advisor,
Chamber Chairman of the Board, Terese Brittingham,
provided the President’s Message and referred to the
various accomplishments over the past year that the
ChamberMembership can “be proud of”.
The 2012-2013 program year provides the Chamber

with a year of opportunities. We welcome Rod Martin,
Owner of Martin Stone Quarries, Inc. to the role of
Chairman of the Board andwe look forward to his lead-
ership guiding us to achieve our goals.
Toestablishgoals andobjectives for the 2012-2013year,

the TriCounty Area Chamber of Commerce Board of
Directors participated in a day long strategic planning
retreat on Friday, June 22, 2012.
The retreat included a review of various Chamber sta-

tistics pertaining to membership, event participation,
and member benefit trends over the last few years. The
Board completed a SWOT analysis for the organization
determining the Chamber’s strengths, and weaknesses,
discussingwhere opportunities exist for the organization
as well as reviewing items that threaten the Chamber’s
success. The group discussed the results of each groups’
responses to the SWOT analysis and developed a list of
4 or 5 items in each category of strengths, weaknesses,
opportunities, and threats.

The final list resulting from the SWOT analysis was
used in thedevelopment of a value proposition. Besides
themission andvision that the organizationhas inplace,
the Board felt it was important to develop a value
proposition.
They want the value proposition to be memorable,

easily sharedbyboardmembers andChamberMembers
when defining why they belong to the organization.
The groupworked diligently to complete the strategic

planning steps noted above. The Board of Directors will
meet again this month to finalize the value proposition
and SMART goals.
Stay tuned to emails, this publication, and other corre-

spondence fromtheChamber forupdateson thisprocess
and thankyou for yourpast support andyour continued
support over the next year.

”Lewis Environmental depends on the TriCounty Area Chamber of Commerce to build our network
of customers and vendor partners in the region. TCACC provides exposure to decision makers within
those companies who are active in our business community and who care about doing business locally.
TCACC has been the conduit for numerous regional project awards and annuity contracts
for Lewis Environmental and we consider our membership to be a priority in continuing to establish
our company as the premier environmental services provider in the region.”

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.



FOR MORE INFO ON MEMBERSHIP, CALL 610.326.2900 OR VISIT US ON THE WEB AT TRICOUNTYAREACHAMBER.COM TO APPLY ONLINE

All About Families Counseling, LLC
119 N. Furnace St.
Birdsboro, PA 19508
610.575.0390
www.allaboutfamiliescounseling.com
Counseling Services
All About Families Counseling has over 25
years of experience in providing effective cou-
ples and family therapy, addictions counsel-
ing, and individual and group therapy. They
take an emotions-centered approach that
yields long-term solutions to your problems.

Max & Erma’s
180B Mill Rd.
Oaks, PA 19456
610.650.8014
www.maxandermas.com
Restaurants / Clubs
Max & Erma’s is a casual dining restaurant
chain. Eat, Drink, & Whatever.

Picasso Salon and Day Spa
1433 N. Charlotte St.
Pottstown, PA 19464
484.945.0900
www.mypicassosalondayspa.com
Salons - Hair / Nail and Skin Care / Tanning
Picasso Salon and Day Spa offers a full line of
services, including hair, nails, massage, facials,
and body wraps – everything you need to look
and feel your best! Bridal parties, children’s
“princess” parties, and specialized men’s serv-
ices are all available.

True To Life Ministries
PO Box 351
Gilbertsville, PA 19525
484.942.4441
www.ttlm.org
Churches / Synagogues; Nonprofit
Organizations
TTLM was founded in August 2009 in Texas. In
2010 they opened an office in Pottstown
where they started Operation Backpack, a
weekend food program for students in the
local area. For more info visit www.ttlm.org.
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CHAMBER MEMBERSHIP

ANNIVERSARIES
(ACCORDING TO TCACC RECORDS)

HAPPY ANNIVERSARY to
the following Members:
34

YEARS
Oletowne Jewelers

31
YEARS

Diamond
Credit Union

25
YEARS

Boyertown Area
School District

Judson A. Smith Co.

20
YEARS

TriCounty Community
Network, Inc.

5 YEARS
Limerick Township

Industrial
Development

Authority

1 YEAR
Costco

A & L Handles,
a division of

Pratt-Read Tools
ACLAMO Family Centers

Beacon Leadership
Strategies, LLC

Bella Vista
Golf Course, Ltd.

Bergen Polymers, Inc.
Boyertown Area

Community
Wellness Council

Catagnus Funeral Home
CMIT Solutions of
Northern Chester

County
Delaware County Solid

Waste Authority
Dolan & Mayerson, PC

Embody’s Sunoco
Service Center

Fellowship Farms
Global Advanced Metals
Greater Pottstown Area

HR Association
Hedwig House, Inc.

Innovative
Kitchens and Baths

Interstate
Waste Services

Jesse Baro, Inc.
Locker Room
Storage, Inc.

Michael
G. Marwick, D.D.S.

Miller-Keystone
Blood Center
Montgomery

Community Economic
Development Corp.

Owen J. Roberts
School District
PA Industrial

Equipment, Inc.
Penn E&R, Inc.

Pottstown Industrial
Complex

Quality Degree, Inc.
Sports Enterprise, Inc.

St. Aloysius School
St. Pedro &

Associates, Inc.
T.A. of Limerick

The Victory Bank
Waste

Management
of PA

Richard A.
Zuber Realty

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

36

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

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

COMMITTING TO
EACH OTHER’S SUCCESS!

WELCOME NEWMEMBERS!
Look who’s joined… The following businesses have invested
in YOUR Chamber.When purchasing goods and services,

please keep these businesses as well as other TriCounty Area Chamber of
Commerce Members in mind while you Always Buy Chamber!

JULY FREE EVENTS: CHAMBER 101
Thursday, July 5, 3:30 PM & Tuesday, July 17, 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

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

MEMBERSHIP REFERRAL INCENTIVE
Refer a business & they join, you receive a $50 Referral

Reward. It's that simple. The $50 can be designated towards
many Chamber programs and events, including your dues.

Referred a new member? Call 610.326.2900 or visit us
on the web at www.tricountyareachamber.com
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BE SEEN. BE HEARD. BELONG.

EVENTS
Thurs., July 5 CHAMBER 101
3:30 PM Chamber’s Conference Center,* 152 E. High St., Suite 360,

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

Tues., July 17 CHAMBER 101
8 AM Chamber’s Conference Center,* 152 E. High St., Suite 360,

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

SAVE THE DATES
Tues., Sept. 11 GOLF OUTING

Hickory Valley Golf Club, 1921 Ludwig Rd., Gilbertsville, PA 19525
12Noon Shotgun Start - Lunch, Golf, and Clambake $150
5:30 PM Clambake – Clambake only $40

Dinner Sponsor:PottstownMemorialMedicalCenter; Cart Sponsor:Main
Line Financial Advisors, LLC; Trophy Sponsor: Keller Williams Realty
Group; On Course Snack Sponsor: Lewis Environmental, Inc.; Lunch
Sponsor: National Penn; Goodie Bag Sponsor: Last Call By Neiman
Marcus
More Sponsorship OpportunitiesAvailable

Thurs. Oct. 4 25TH ANNUAL COLLEGE FAIR
8:30 – 10:30 AM Gilbertsville Fire Company No. 1, 1454 E. Philadelphia Ave.,

Gilbertsville, PA 19525
We have invited over 250 colleges, universities, and schools of higher edu-
cation to exhibit at this event, supplying valuable information to aid stu-
dents inmaking the right choices for their futures.
FREE for students and the general public.
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Register today; connect tomorrow. Visit tricountyareachamber.com or call 610.326.5158.

Call Kitty Papp,
Special Events Director,
for more information

or to sponsor an event.
610.326.2900

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

“The TriCountyArea Chamber is
a valuable forum for getting to know others

in the business community who
share your interests and concerns.”

– Bill Wellen - FASTSIGNS - Member since 2009



TICKETS
TO SUMMER

ATTRACTIONS
If you are planning your summer excursions,

remember YOUR Chamber offers consignment
tickets to many summer attractions including:
Adventure Aquarium, Carmike Cinema,
National Aquarium, CamelBeach, Dorney Park,
Dutch Wonderland, Hersheypark, Morey’s Pier,
Movie Tavern, Pennsylvania Renaissance
Festival, Philadelphia Zoo, and Regal Cinema!

Tickets are for Chamber Members only. Visit the
Members Only section on tricountyareachamber.com
or call 610.326.2900 for more information and
availability.

SHARE WITH HR!
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
information 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 – Marketing/Public Relations.

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 seek-
ers should contact and send those details to Jeff at
jeff@tricountyareachamber.com. It’s that easy!

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.

TCACCmembers 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

BENEFITS

MOBILE APP
We know how busy you are! Have you down-

loaded 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.

SPONSORSHIP PACKAGING
Did you know that if you package
sponsorship opportunites, you can
get a discount? There are a variety
of marketing opportunities and event
sponsorships to choose from.

Contact Jeff at 610.326.2900 or email him at jeff@tricountyareachamber.com
for more information.
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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

Like us on
Facebook and 
join our group
on Linkedin.

ALWAYS BUY CHAMBER
Go to the Business Directory at
www.tricountyareachamber.com
to choose from approximately
500 businesses!

STAY CONNECTED

MARKETING & ADVERTISING

Pick 2, get
10% OFF

Pick 3, get
15% OFF

Pick 4, get
20% OFF

SHARE WITH SHIPPING PERSONNEL!

START SAVING NOW. Visit
www.1800members.com/new/TCACC to enroll.

EMAIL MARKETING
The Chamber has recently started sending out its

weekly emails with Constant Contact!  Want to
market to the membership electronically?  Now
that we have an even more eye catching format
you can include your mes-
sage in our weekly emails!  

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

Contact Ashley at 
ashley@tricountyareachamber.com 

for more information.

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.

MONTHLY
SPONSORSHIP

OF EMAIL
INCLUDES:

• Your company
included in two 
separate emails
in one month

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

• Company Logo
• 75 Word Teaser 
• Link to Website

SPONSOR
BANNER

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 restrict-
ed to fellow Chamber Members (Member-to-Member Coupons).

See the flyer in the front of this issue of the Newsmagazine for more information about the coupons or
contact  Jeff Dentler at jeff@tricountyareachamber.com or 610.326.2900.

MEMBERSHIP REFERRAL INCENTIVE
Refer a business & they join, you receive a $50 Referral Reward. 

It's that simple.  The $50 can be designated towards many
Chamber programs and events, including your dues.  
Referred a new member? Call 610.326.2900 or visit us 

on the web at www.tricountyareachamber.com
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It’s as easy as 1-2-3 or ABC – Always Buy Chamber!

WOW - WOMEN OF THE WORKFORCE
WOW events are held monthly at a Chamber Member venue and feature a speaker of interest to

women in business, providing a great networking opportunity for all Members.

MAY WOW LUNCHEON
On May 15, 2012, the TriCounty Area
Chamber of Commerce hosted a WOW
Luncheon at Spring Ford Country Club.
This event featured guest speaker Dr.
Marta Jimenez, Medical Director of Stroke
Program, Pottstown Memorial Medical

Center.  May was “Stroke Awareness Month” and Dr. Jimenez informed
attendees of the warning signs of a stroke and stroke risk factors.

Stay tuned for the 2012-2013 WOW program schedule.

Dr. Marta Jimenez, Medical Director of Stroke Program at Pottstown Memorial Medical Center

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 37

Be Seen. Be Heard. Belong.

LEADERSHIP UPDATE

The Leadership Class of 2012 is sponsored by 

In May, the Leadership Tri-County Class of 2012 gathered
to tour the tri-county area’s economic infrastructure facilities.
The day began at the Limerick Generating Station where staff
gave an overview of the plant’s operations. The class was
also able to take a guided tour through the plant. After lunch,
the class was taken on a bus tour through Martin Stone
Quarries, Inc. Company sales representative, Eric Gehman,
explained some of the processes of the quarry and products
that the quarry produces. Lastly, the class visited the
Pottstown Wastewater Treatment Plant. Karen Owens
walked the class through the process of treating water from
how the water gets to the plant to the cleaning procedures.
Stay tuned for details of the class projects and the gradu-

ation of the Leadership Tri-County Class of 2012!

Tri-County Leadership Class of 2012 at the Limerick Generating Station.

TRICOUNTY AREA CHAMBER OF COMMERCE FOUNDATION

BUSINESS CARD EXCHANGE
On May 22nd, Chamber Members gathered at the Carousel at Pottstown for a

Business Card Exchange.  Attendees were able to network and enjoy refreshments as
well as view the carousel.

Thank you to the Carousel at Pottstown 
for hosting this event.
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It’s as easy as 1-2-3 or ABC – Always Buy Chamber!

JUNE COFFEE SPONSOR
Thank you to 

June’s  Coffee Sponsor 
Express Data Systems, Inc.

PUBLIC SPEAKING SEMINAR
In May, the Chamber held a seminar on public speaking.  John E. Foster,

Public Speaking Coach, Trainer, Consultant, and Speaker, taught attendees how
to think on their feet during meetings, interviews, impromptu speeches, and
planned presentations.  Attendees were able to learn how to be in control and
present the best they have to offer.

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. July’s Business of the Month 

was chosen from a business card drawing at a special meeting of our WOW group.

GROWING HEALTH CARE
CENTER MAKING A DIFFERENCE

IN THIS COMMUNITY

BUSINESS OF THE MONTH

Community Health and Dental Care
(CHDC) is being noted as the best kept
secret in local healthcare. Located at 11
Robinson St., Pottstown, CHDC opened its
doors in October 2008 through the gener-
ous funding of the Pottstown Area Health
and Wellness Foundation and various local
organizations. During the first week, 39
patients were provided medical and dental
services. Now, CHDC is caring for over
10,000 patients and counting!  CHDC offers
more than pediatric/adult primary and den-
tal care as we provide case management,
referral assistance, on-site Nutritionist, Nurse
Navigators and overall dedicated staff to
improve the quality of care for all ages. In
addition, CHDC has extended evening and
weekend hours and same day appointments
to improve access for patients.

Operating as a non-profit, Federally
Qualified Health Center (FQHC) Look-Alike,
CHDC’s mission is to identify gaps in health
care services and ensure access to appropri-
ate levels of care for all people in the service
area regardless of their ability to pay. With
that said, CHDC is able to
offer health care discounts
based on income and federal
poverty levels. In addition,
Medicaid, Medicare and most
private insurances are also
accepted and you can be a
patient even if you do not
have insurance.

Recently, Community Health
and Dental Care was awarded a highly com-
petitive grant from the U.S. Department of
Health and Human Services.  These funds
will ensure that CHDC is able to carry out its
mission of providing high-quality, affordable
health care to everyone in this community.

Community Health and Dental Care is
committed to making a difference in this
community by promoting literacy through its
“Reach out and Read” program which pro-

vides a free book to all pediatric patients at
each wellness visit. In addition, CHDC partic-
ipates in the Vaccines for Children (VFC) pro-
gram that enables all qualifying pediatric
patients to receive their immunizations at no
charge. Also, a dental education program
called “D.K. Destroyers” has been created
for area elementary school students to learn
the importance of good oral hygiene. Along
with these initiatives, CHDC has been reach-
ing out to the community by participating in
the numerous events that have been held by
PEAK (Pottstown Early Action for
Kindergarten Readiness), Pottstown’s YMCA
and YWCA, ACLAMO, Pottstown Family
Center and Boyertown Area Community
Wellness Council. In addition, CHDC is
adding a dispensing pharmacy in late sum-
mer of 2012, available to all CHDC patients
who can get their prescriptions on site and
have the option to receive refills in the mail at
a federal cost savings program for our
patients! 

Due to their ever increasing patient base,
and the obligation to provide accessible

health care, Community
Health and Dental Care
recently relocated their
Administrative offices to
Heritage Drive in Pottstown.
This move created additional
space for staff and patients at
the Robinson Street location.
CHDC’s highly qualified, pro-
fessional staff is ensuring that

everyone in this community, whether they
are insured or not, has a place to go for high-
quality, affordable medical and dental care. 

For more information about Community
Health and Dental Care, please visit our
newly updated website at:  www.ch-dc.org.
If you would like to schedule an appoint-
ment with one of our Providers, please call:
(610) 326-9460 for medical services or (610)
326-7405 for dental services. 

MEET THE INTERN
Jesse L. Martucci is a Public

Relations major with a History con-
centration. He is currently attend-
ing Boston University and will be
entering his final year in the fall.
Prior to college Jesse went to high
school in Emmaus, PA. In college,
Jesse is a member of Boston
University’s Division 1 Men’s Swim Team.

Jesse began his internship with the
TriCounty Area Chamber of Commerce on
Monday, May 21, 2012. While interning at
the Chamber, he will be responsible for
assisting the Chamber with Marketing and
Communications functions. Specifically,
Jesse will be responsible for much of the
scheduling and processing functions of the
Chamber’s weekly radio show, which airs
on WBZH – 1370 AM. He is extremely excit-
ed to help with such a key member benefit
the Chamber offers. “The Chamber’s radio
show provides members with an excellent
opportunity to gain exposure for their busi-
nesses. I am eager to help local businesses
grow and thrive. With the economy con-
stantly changing, I am excited to help local
businesses continue to prosper,” he said
about his expectation of interning at the
Chamber.

Jesse believes communication is the key
to success. He feels, when people don’t
effectively communicate, it is very difficult
for them to succeed. In his opinion, it is
often overlooked as an important aspect of
individual success. One of his idols is the
late Edward L. Bernays, a pivotal individual
in the history of the public relations profes-

sion. “What I always found so
interesting about Edward Bernays
was his ability to use media atten-
tion as a form of exposure. He was
pivotal in creating the idea of eggs
and bacon as a hallmark of the
American breakfast,” he comment-
ed. “His use of media attention and

staged events to affect the public conscious
is amazing.”

While at the Chamber, Jesse is excited to
help small businesses flourish. ”Having
worked for my father’s small business for
years, I am very familiar with the day to day
struggle that small businesses face. I’m
ecstatic to be able to positively affect the
local communities’ businesses while work-
ing at the TriCounty Area Chamber of
Commerce,” he said. With the turbulent
economy of the past few years, Jesse feels it
is important that local businesses band
together to support each other. The
Chamber provides such an opportunity.
Through its different functions the
Chamber is able to create an environment of
support, networking, and growth for local
businesses. “Businesses are strongest when
they stand together, and the Chamber plays
a pivotal part in bringing local businesses
together,” Jesse said.

Along with his interest in small business
and communication, Jesse is an avid reader.
“I always loved reading books. Nothing is
better than sitting down with a book you’re
really interested in,” he said. Also, Jesse is a
life long swimmer. He appreciates the skills
it has taught him over the years.

“A great way to get to know quality business and
service providers in the tri-county area.“

– Tim Forester - Assistant Treasurer, The Hill School - Member since 1978
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The Pottstown School District
Community Partnership Worksite
Program enables high school students to
gain real life job experience as part of
their school day program. Local busi-
nesses provide students the opportunity
to develop the skills and employable
characteristics by providing internships
and shadowing experiences.

The program, which is run by teach-
ers Kevin Pascal and Toni Rapp recently
held an appreciation luncheon which
was catered by the Pottstown High
School Culinary Arts students. Local
businesses and their representatives
were guests of their student interns and
included:

Jen Smith representing 
Boscov’s Department Store

Student participants: Dave Emery,
Stephanie Heimbach, and Donald Barthel

Bob Vitabile representing Redner’s Market
Student participants: Sarah Wilkerson,

Michael Brant, Grant Sherman

Joan Daly representing 
Freedom Valley YMCA

Student participant: Marcus Benjamin

President Eileen Dautrich 
representing TriCounty Area 

Chamber of Commerce
Student participant: Rose Nodolski

Steve Batten representing The Mercury
Student participant: Zachery Haines

Main Street Manager Sheila Dugan 
representing Pottstown Downtown

Improvement District Authority
Student participant: DaVenia McKim

Other business partners that were
unable to attend included: Schuylkill
Valley Sporting Goods, Liberty Thrift
Shop, and Styles to Suit Salon. 
During the luncheon, Mrs. Rapp’s

remarks addressed the business part-
ners, “I cannot begin to tell you the
invaluable service you are providing in
allowing our students this work expe-
rience. You and the Pottstown School
District are partners in providing our
youth with the skills necessary to

become valuable employee members
of our community. It’s a cycle worth
repeating. Students who live here will
probably work here, and contribute to
the economic growth of our communi-
ty. We may not necessarily be able to
control what goes on at the state,
national, or international level but we
can contribute and control what hap-
pens in our community. I would like to
thank each of you for ‘you’ believing in
Pottstown and believing in the vision
we’re trying to create for our students.”
Marketing teacher Kevin Pascal bor-

rowed from the Bill Gates philosophy,
“Bill Gates has said on many occasions
that the high schools of today are obso-
lete. Training the workforce of tomor-
row with the schools of today is like
trying to teach students about comput-
ers on 50 year-old mainframes.” Pascal
reminded students and businesses
alike, “One of the best tools for the
times is the cooperative education
experiences that our students have
been fortunate to receive with our local

businesses. Anything can happen in
theory but reality takes experience.
This is what the cooperative intern
experience is all about.” He reminded
the students, “As global competition
intensifies, the need of American busi-
nesses for even more qualified and
skilled employees will also increase.
Every day you should be asking your-
self, ‘What are you doing to set yourself
apart from the competition?’ With stu-
dents competing in the global market-
place one must consistently increase
their skills and marketability in order
to compete in society.”
Mrs. Danielle McCoy, Director of the

Pottstown School District Career and
Technical Education Department,
expressed her pride in the students,
staff, and business partners. “It is
through community partnerships such
as the one we have developed with our
worksite program that provides stu-
dents with real life learning experi-
ences and helps to develop the work-
force of tomorrow.”

Community
Partnership Worksite

Program Helps To Build
Strong Workforce

From left to right: Eileen Dautrich, President, TriCounty Chamber of Commerce, with student
participant,  Rose Nodolski; Steve Batten, The Mercury, with student participant, Zachery
Haines; Sheila Dugan Main Street Manager, Pottstown Downtown Improvement District
Authority, with student participant, DaVenia McKim

WHAT IS RESILIENCY
AND WHY 

DOES IT MATTER?
The first in a three-part series that explores our

ability to uncover and nurture our inner resilience.
By David Kraybill, Executive Director,
Pottstown Area Health & Wellness Foundation

Simply put, resiliency is our ability to cope, to
eventually bounce back, even to thrive and be
changed for the better when faced with adversity.
While it’s not a word that finds its way into our
everyday vocabulary, we practice the art of being
resilient daily, often without much consideration.
We rely on that ability to navigate our fast-paced
lives, many responsibilities and multiple stresses
both big and small. Child, adolescent or adult – all
benefit from a healthy dose of resiliency. 

Why does it matter? 
When you look at the characteristics resilient

people, you will find those who: 
• Create connections
• Maintain strong, positive relationships
• Set goals for themselves
• Enjoy a positive view of the world
• Take care of themselves
With their sense of connection, resilient individ-

uals form healthier bonds within their communi-
ties. That equates not only to a stronger individ-
ual, but also a stronger community. 
The elusive business of being happy. 
Sometimes it is easier said than done, when it

comes to being resilient. The past few years have
seen a population that continues to strive toward
restoring its collective sense of well-being. At the
height of the recession, however, it was often said
that Americans were smiling less and worrying
more – their resilience challenged in the face of
many changes. As we begin to understand the sci-
ence of resiliency, we see that those who can’t read-
ily bounce back often face higher rates of depres-
sion. Their personal health and well-being is not as
good as it could be, and may be linked to increased
chance of obesity or chronic health conditions. 

Yet, we are an optimistic country – and commu-
nity. And even if we feel as though our resiliency
has been sorely tested, we can still learn to face our
adversities head on and teach others to do so as
well, including our children. They may yearn for
acceptance by their peers, academic excellence,
improved relationships with their families or
something as seemingly simple as passing their
driver’s test. Their days are filled with teachable
moments, when they can practice the art of
resiliency and enhance the characteristics that are
already part of their toolkit of coping skills. 

Everyone has bad days, and some have been
dealt bad circumstances through no fault of their
own. It’s in how we face these challenges that will
make us stronger for ourselves, our families and
our communities. 
Continue the dialogue by reading all articles in this series.
Part two (page 42) offers tips to improve your own reactions
to the situations we encounter every day; while part three
aids parents in helping their children be more resilient.



HOW TO HELP YOURSELF 
BECOME MORE RESILIENT

The second in a three-part series that explores our ability 
to uncover and nurture our inner resilience and that of others.
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By David Kraybill, Executive Director,
Pottstown Area Health & Wellness
Foundation

When people, young or old, are going
through a tough time, they usually don’t
stop to remind themselves that it would
sure be in their best interest to be more
resilient. Often, we’re reactive and some-
times forget the amazing bank of coping
skills at our fingertips. We can’t always
plan ahead for stressful situations, but we
can build our resilience so that adversity
will only make us stronger individuals. In
that way, we serve as models for others,
especially our children, who look to us for
cues on how to behave. 

Fight or Flight. When facing adversity,
it is a human reaction to respond to our
immediate rush of emotions. It’s our
inherent fight or flight mentality willing
us to act first and ask questions later. Don’t
mistake that rush to judge as our instincts
at work – as in that inner voice that tells us
it’s wise to run from a burning building.
Instead it is that spiraling sense that we’re
losing control of our environment. It’s at
moments like that when our resilience can
lift us above the fray.

How do we equip ourselves to be the
best role models for others? We plan, think
and then act. A couple important ques-
tions we can ask ourselves in stressful sit-
uations are: How can I respond? And,
what can I do differently? 

It’s easy to fall into traps when our emo-
tions take over: I’m upset. Therefore someone
else is at fault. And they are responsible for
making me feel better. Instead, we serve our-
selves and our resiliency better when we
ask ourselves: What can I do in this situa-
tion to improve the outcome for both
myself and for others. In doing so, we are
empowered to take back control.  

Weathering the Storm. We shouldn’t
underestimate, however, our ability to
overcome and to transform. Planning
ahead is one great way to give us an edge.
How can you enhance your resiliency
toolbox? 

Find meaning in past adversity: Learn
from what has happened and take deci-
sive actions going forward. For instance, a
slow economic recovery can deeply affect
a small business owner, making for a lot of
sleepless nights. Instead of letting frustra-
tion get the best of them, many owners
now view their businesses differently and

use what they learned to create new
opportunities for the future. Do we want
to battle adversity all the time? No! But
facing it head-on allows us to put our
inner resilience into practice.  In retro-
spect, a past or current life adversity may
have been placed in our path to make us
stronger. 

Form a community of support:
Whether with trusted people or places,
good relationships go to the heart of
what’s essential when it comes to resilien-
cy. For adults, perhaps that person is a
spouse, life-long friend, sibling or relation-
ship nurtured in a life interest or faith
community.  For children, it could be a
parent, teacher or friend, in addition to the
community support offered by schools,
churches and after-school programs. The
more connected your group, the bigger
your safety net with those who will listen. 

Rely on the knowledge that life has a
purpose and meaning.  Challenges in life
may be put in our path for a purpose:
Adversity can make us become stronger
and ready for more challenges in the
future.  This being said, a positive outlook
can help.  Maintain an optimistic outlook,
while always keeping things in proper
perspective. In doing so, you are able to
build your stress tolerance and focus on
the areas you can change, rather than
those out of your control. 
Continue the dialogue by reading all articles in
this series. Part one defines what resiliency means
and why it is important; while part three aids par-
ents in helping their children be more resilient.
For additional information on resiliency, check
out Dr. Laurie Betts’ Blog, “Foundations for Life”
on www.missionhealthyliving.org.

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

www.pottstownfoundation.org

WILL YOU CONNECT 
THE CIRCUIT?
The Circuit is the name that has

been given to the regional trail
network of southeastern
Pennsylvania and southern New
Jersey.  The name was announced
at a press conference held May 31,
2012 in Philadelphia and is the
culmination of efforts from a
broad based coalition of bicycle,
health, and trail advocates.  The
vision is a completely intercon-
nected network of trails similar to
the region’s highway network.

The current trail network has
about 250 miles of trails, either paved or
packed gravel.  The Schuylkill River Trail is
the most prominent, but there are many oth-
ers throughout the region.  The Circuit will
triple the miles of trail, but more important-
ly, will connect the trails together.  Most of
the trails in the network today are not 
interconnected, making regional travel by
bicycle on a dedicated trail impossible.
Connecting the Circuit will put the bicycle
alongside the automobile as a realistic
choice for regional travel, a welcome idea
given the ever increasing cost of automobile
ownership.

We take it for granted, but our highway
network has not always been completely
interconnected.  It wasn’t too long ago that
traveling from Pottstown to Philadelphia
via US 422 and I-76 required a complicated
exit from US 422 onto local roads in King of
Prussia, then to the I-76 on-ramp to contin-
ue the journey.  Getting onto the PA
Turnpike was equally as challenging.
Thanks to a major redesign of the inter-
changes, and hundreds of millions of dol-
lars, it is now possible to change between
highways without exiting the highway.
This story is not unique to King of Prussia;
in fact, it is often repeated throughout our
region where highways intersect.

The vision of the Circuit Coalition is to
spend $250 million over the next twenty
years to expand the regional trail network to

750 miles of interconnected,
paved multi-use paths, essential-
ly mirroring the highway net-
work.  When completed, you will
be able to travel as freely by bicy-
cle as you can with your automo-
bile.  The amount of money
sounds incredible, and it is, but,
considering each year PennDOT
spends $300 million repairing,
maintaining, and reconstructing
roads and highways in south-
eastern PA, the amount needed
to connect the Circuit is only a
small fraction of what we spend

on our highways.
Connecting the Circuit has many benefits

that will make our region unlike any in the
country.  When completed, we will have the
most interconnected trail network with the
most amount of trail miles found anywhere.
Studies are showing that people under the
age of 34 are moving into urban areas and
choosing not to own a car.  The Circuit could
be for the younger generation what the
highway system was for older generations:
freedom to move throughout the region
unrestricted by congested roads.  For those
that want to have more choices for travel,
recreation, and live a healthier lifestyle, the
Circuit is invaluable.  Changing preferences
in American travel choices are showing that
the age of the automobile has peaked.  The
leaders of our region recognize this fact, and
are planning for the future and accommo-
dating changing demands in travel choice.  

The automobile will never be fully
replaced by the bicycle in American culture;
however, it doesn’t have to remain the dom-
inant mode of travel either.  That is the
vision of the Circuit: more choices, better
options, and a stronger region.  To learn
more about the Circuit, visit: connectthecir-
cuit.org.
Shayne Trimbell works as a project manager with
GVF.  To reach Shayne by email: strimbell@
gvftma.com, or by phone: 610.635.3559.

Shayne Trimbell, 
Project Coordinator, 
GVF Transportation

To get your free Consumer Information Catalog 
with more than 200 federal booklets on all sorts of 

family and financial matters, just visit pueblo.gsa.gov, 
call 1 (888) 8 PUEBLO (that’s 1-888-878-3256), 

or write: Trusted Source, Pueblo, CO 81009.

Pueblo CO. Your trusted source.
A public service message from the U.S. General Services Administration
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NO CHILDLEFT BEHINDAND PA
By Alex Rahn, Wanner Associates

In 2001, the United States Congress passed No Child Left Behind
(NCLB), a reauthorization of the Elementary and Secondary Act, which
provides funding as well as establishes standards and accountability
measure for all government-run schools.  In Pennsylvania, the federal
government only provides 3-4% of our overall funding for basic educa-
tion, but as the overarching government body, the federal branch estab-
lishes guidelines in this legislation that all states must adhere to – specif-
ic to testing, special education, safety standards, etc.  Under Clinton, this
legislation was called Improving American Education Act.  Under Reagan,
this legislation was called A Nation at Risk. Due to various political
issues, President Obama has not been able to pass a full education reau-
thorization bill, despite the fact that NCLB expired in 2007.  As a result,
Arne Duncan, the U.S. Secretary of Education, has authorized various
waiver programs to provide relief to districts who cannot achieve vari-
ous standards outlined in NCLB.

One of the most controversial accountability measure established by
NCLB is the mandate to create standardized testing in every state.  At
the time of the bill’s passage, less than half of the states in the union
were actually monitoring student progress through testing.  This was
not the case in Pennsylvania where the Pennsylvania System of School
Assessment exams, or PSSAs, were already in existence.  NCLB requires
all student populations to reach 100% proficiency in reading and math
by 2014, or otherwise face restructuring measures or loss of funding.
While the legislation mandated every state to create a testing system, the
federal government did not establish what benchmarks should be
achieved every year, rather it was up to the individual states to create
these measures.  As a result, most states made testing incrementally
harder as the year 2014 approached, hoping different authorizing legis-
lation would exist within the twelve year stretch, and this particular ele-
ment of NCLB would no longer exist.  The issue today is that we are
only two years away from the 2014 deadline, and almost everyone has
acknowledged that 100% proficiency is impossible to achieve.  Specific
to Pennsylvania, only 46.9% of the general student population (exclud-
ing English language learners, special education, etc) made perform-
ance targets in 2011.

State Education Secretary, Ron Tomalis, is currently debating whether
to file for a waiver that would exclude the state from NCLB measures,
specific to testing.  In exchange for this relief, states are asked to embrace
various reform measures.  Within the last year, waivers have been grant-
ed to nineteen states, and eighteen others have applications pending.
Nearby states that have received waivers include Ohio, New York, New
Jersey, Delaware and Maryland.

Pennsylvania originally chose not to file for a waiver, but instead
requested permission from the federal administration for a two-year
freeze on Pennsylvania’s satisfactory yearly progress targets on the
annual PSSA exams. The request was denied, and Tim Eller, spokesman
for the state Education Department said in an email: “The Department is
considering the requirements of the NCLB waiver program to determine
if they are in alignment with Gov. Corbett’s education agenda.”
Alex Rahn, Wanner Associates - www.wannerassoc.com – 717.236.2050
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How Do You
Find Grant

Opportunities?
DOWNTOWN
MARKETING AND DEVELOPMENT
By Barry Cassidy

How do you find grant opportunities? People ask me
all the time about how could they go about getting a

grant. Normally there are not too many grants for individuals, but
there are some. Most of the time grants are for non-profit organiza-
tions. Any non-profit advocating for a public purpose, as defined by
the IRS, is eligible for a grant. There are grants available to help 
individuals in the arts, as well as grants for categories and classes of
people who have been underserved in the past. Most times, it is good
for an individual to partner with a non-profit to enable the funding
source to be secure in the way the money is being disbursed. 
There are a number of different kinds

of grants. There are government grants,
foundation grants, and corporation
grants, available for groups and individ-
uals. Arts and humanity grants for indi-
viduals are probably the most available
grants. There are grants for twins as well
as left-handed people. Foundations
offering these kinds of grants are a little
quirky in their selection process, so
everyone would seem to have a shot…
Google those kinds of grants and follow
your heart. 

The government grants are a little
confusing, but if you pay attention to
the announcement of when the grants
are offered, it is not really that hard to
understand. There are four main levels
of government, and mostly all of them
give out grants. The federal government
gives money through the states, some-
times the counties and sometimes
directly to municipalities. So when you
hear about a county grant in conversa-
tion, you could ask if it is local money
(county), or is it federal pass through
money (federal)? Federal money, many
times, takes a long time to use. The
amount of regulations sometimes
makes the use of the money prohibitive.
State money is somewhat easier to use
than the federal money, but it comes
with another set of regulations. The eas-
iest to use is the county and the munici-
pal money. That money is given out by

local people and in many cases, these
grants are more reasonable concerning
the regulations. 

I go through grants every day at the
federal government grant website,
www.grants.gov, and I try to figure out
what is applicable to the common man
and municipalities. Sometimes you have
to read them very carefully, because the
awards are intended for one entity, and it
is not competitive. 

The State grants are a little different.
There is a notice that goes out to munici-
palities that announces grant opportuni-
ties, and the window stays open for
much of the year. Many times grants are
awarded a couple of times a year, or as
the projects are presented. 

Economic development projects nor-
mally are approved as long as the dollars
are available, it is a good application, and
the grant makes sense. County grants
normally are for parks and some eco-
nomic development or open space.
There normally is a definitive deadline
for the grant on the local level. Most
times the counties will hold hearings for
people to hear about the opportunity,
and answer questions relating to the
process and the purpose of the grant.
There are few municipal grants, but on
occasion, they are available.

(See “Downtown Marketing And
Development” on page 47)
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Ask SCORE 
EQUIPMENT

LEASING EQUALS
LASTING VALUE

Ready to invest in some new equip-
ment for your small business, but con-
cerned about the added burden of a loan?
Consider leasing.

Not only does leasing help you con-
serve your cash, it also ensures that you
don’t wind up paying for equipment that
quickly becomes obsolete or unsuited for
your needs. And if you need the equip-
ment only for a short time or special proj-
ect, leasing saves you the hassle of having
to be both buyer and seller.

There’s no limit to the type of equip-
ment available for leasing, or the size of
the company that can access it. Even one-
person operations can lease equipment.
Unlike loans, leases generally do not
require a down payment. You’re required
to finance only the value of the equip-
ment expected to be used during the
lease term. Depending on the type of
equipment and lease arrangement, you
may also be responsible for routine main-
tenance and other costs as well. When the
lease expires, the equipment goes back to
the leasing company, completing your
obligation.  

Leases are not loans, so their costs are
calculated differently. Payments on an
operating lease are considered an over-
head expense that you can deduct from
your business income. Generally, howev-
er, the cost of leasing is similar to the cost
of other financing options when you con-
sider the entire transaction. 

Flexibility is another leasing hallmark.
You can tailor a lease to fit your month-to-
month, seasonal or annual cash flow
needs. And if customers or the competi-
tion demand that you always have the
latest technology, a short-term lease can
help you get what you need and keep
your cash. Most leasing companies offer
lease-to-own plans if you determine that
purchasing the equipment is in your best
interests of your business.

The Equipment Leasing and Financing
Association (ELFA), a trade group of leas-
ing companies and financial services
companies, has a special section that
explains the basics of leasing at its Web
site, www.elfaonline.org. You’ll also find
guidance on leasing options and benefits,
loan/lease differences, leasing terminolo-
gy, and a searchable directory to help find
a leasing company to meet your needs.

To learn more about small business
loans and leasing, contact SCORE
“Counselors to America’s Small
Business.” SCORE is a nonprofit organi-
zation of more than 13,000 volunteer
business counselors who provide free,
confidential business counseling and
training workshops to small business
owners. Call 610.327.2673 for the
Pottstown SCORE chapter, or find a
counselor online at www.score.org.
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Cities, like Philadelphia, give grants all
the time, but those kinds of grants are an
anomaly when it comes to the suburbs. I
have tried to compile grant notices in a
web publication I update regularly
(http://grantfundingjournal.blogspot.co
m), which provides up to date informa-
tion concerning what I think is important.
I try to cover the full spectrum, but I real-
ized that some grants are available all the
time. How do you list those? Once a
week? Once a month? Once? So it is a lit-
tle difficult even listing them, let alone
trying to find the right grant. 

I would think that the best way to find
a grant is to call someone who knows
about grants. If you are looking to do
something with the environment, the
Department of Environmental Protection
(PADEP) would be a good starting point.
Why the state level you as? Well that is
the easiest place to get a straight answer.
Calling the federal government would be
folly, as it is too big and you never will get
the information you need because every-
one is an expert in what they do … not
many generalists. That is not to say you
will never get an answer contacting the
federal government about a grant. It is
just easier to call the state.

Grants are not an easy thing to write.
You have to be familiar with the jargon,
but largely everyone is on equal footing
if you follow the guidelines. Remember
that people reviewing the grant most
likely do it as part of their job. Some
reviewers will be very particular, and
some not as particular. It is a matter of
preference and style. Reviewers try to
work with grass roots organizations
and always encourage the applications
from underserved populations. In
many cases, the worse the area is, the
better it will score with grants. If you go
to the murder capitol of a district, expect
to see funding available more readily
than a low-crime neighborhood if you
are applying for anti-crime funds, and
that may be reversed when talking
about grants to plant flowers. Know
where you are and know your strong
points. The only thing to remember is
that no question is too stupid. Ask the
questions; get the answers … even if the
answer is obvious. Grants are mysteri-
ous but they are not impossible to
understand.

To learn more about the grants 
available, visit me at www.
grantfundingjournal.blogspot.com. 

DOWNTOWN MARKETING AND DEVELOPMENT
(Continued from page 45)
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LEGAL PERSPECTIVES
By Bruce L. Baldwin, Esquire, Wolf, Baldwin & Associates, P.C.

During the worst days of the recent economic
downturn, we wrote of the unfortunate business
necessity of pursuing delinquent bills through small

claims court. Many businesses are now faring better, but aging
accounts receivable remain. Before spending a hundred dollars 
or more on filing fees, or potentially “throwing good money 
after bad” in chasing past due bills, there are various factors to
consider, as well as a significant change in the law. Here are a few: 

BUSINESS
COLLECTIONS 

IN SMALL
CLAIMS COURT

$12,000 Jurisdictional Limit. When
we last visited the topic, the maximum
amount for which one could sue in
Pennsylvania small claims courts, techni-
cally known as magisterial district courts,
was $8,000 ($10,000 in Philadelphia
Municipal Court). Since then, on January
22, 2011, the jurisdictional limit was
increased statewide to $12,000.  As a
result, the value of pursuing delinquent
accounts through small claims court has
increased — by a full one third. But what
if the amount of your receivable is more
than $12,000? Under Pennsylvania law, if
the amount of your claim exceeds $12,000,
and if you still would like to take advan-
tage of the fast and simple process of the
magisterial district court, you can waive
or give up the part of your claim in excess
of the $12,000 jurisdictional limit. If either
you or your opponent appeals the district
court judgment (to the county court of

common pleas), you can then seek the full
value of your claim, even if you previous-
ly gave up amounts in excess of $12,000 in
order to sue in magisterial district court.

Statute of Limitations. Claims for
breach of contract or for breach of an
implied contract (such as claims based on
goods or services provided on the basis of
purchase order and invoice where there
might not have been an express contract)
are generally governed by Pennsylvania’s
four-year statute of limitations. This
means that if you do not file suit within
four years after payment was due, your
claim will generally be barred by the
statute of limitations. You should think
twice about shelling out money for filing
fees on such claims.

Determination of Proper Venue.You
should file your small claim only in a
magisterial district which has venue over

(See “Legal Perspectives” on page 51)
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GREATER READING 
ECONOMIC PARTNERSHIP

ANNOUNCES NAME CHANGE
Greater Reading Economic

Partnership (GREP) recently announced
an organizational name change from
Berks Economic Partnership to Greater
Reading Economic Partnership. 

The organizational name change and
re-branding process was facilitated and
developed through The Anderson
Group (TAG) of Sinking Spring. 

TAG utilized the extensive studies
done in 2006 through the Initiative for a
Competitive Greater Reading as the
foundation for evolving the Berks
Economic Partnership brand. Research
leading to the name and logo change
also included interviews with site selec-
tors, business leaders and companies
GREP has worked with that have both
successfully landed in Greater Reading
and those who have not. 

The research clearly supported shift-
ing to Greater Reading. To clarify,
Greater Reading represents all of Berks
County. GREP is tasked with marketing
the County to the outside world for busi-
ness attraction and expansion. While

Berks County is known within certain
counties of the Commonwealth, it is not
as recognizable as Reading in many
parts of Pennsylvania— let alone the
entire Country— to our target audi-
ences; hence the name Greater Reading. 

The new logo is simple, easy to read
and clearly makes Greater Reading the
focus. 

About Greater Reading Economic
Partnership: GREP’s mission is to attract, retain
and grow business by vigorously promoting, fos-
tering and coordinating economic development in
Greater Reading. Our product is Greater Reading,
and we are focused on keeping businesses here,
stimulating local entrepreneurship, and attracting
new businesses and industries to our community.
For further information, visit GreaterReading.com.
GREP is one of only 30 economic development
organizations out of over 4,500 worldwide to
receive accreditation from the International
Economic Development Council (IEDC). 
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your case. In claims against individuals,
venue is proper only in a magisterial dis-
trict where the individual may be served
(typically where he or she works or
resides), or where the cause of action arose
or where a transaction or occurrence took
place out of which the cause of action
arose. The venue rules for claims against
partnerships, corporations and unincorpo-
rated associations are similar, but also
allow for venue in magisterial districts
where the entity regularly conducts busi-
ness. Actions against municipalities and
other political subdivisions may be
brought only in a magisterial district whol-
ly or partly within the political subdivision.

Once you have filed your case, the
district court will serve your complaint
upon the defendant. If the defendant
fails to notify the court of his/her intent
to defend the claim or fails to appear for
a hearing, the district court will enter a
default judgment for the amount
requested in the complaint. If the defen-
dant gives notice of intent to defend or
appears in court to defend the case, you
will then have to present and prove
your case at hearing. You will then have
to consider these next factors.

No Right to Discovery in District
Court Proceedings. Neither party has a
right to conduct pre-hearing discovery in
a magisterial district court case. This
means that both parties are going into
court blind, often with little or no idea of
what facts or legal positions the other
party may attempt to introduce into evi-
dence. This can be an advantage in that
the other party will not know the details
of your case until you present them in the
courtroom. It can be a disadvantage too,
in that you will not know the details of
your opponent’s case either until the time
of hearing.  

Affidavits Are Hearsay. Lay persons
often assume that they can come into
small claims court armed with affidavits
or written testimony of witnesses who
have attested to the facts of their case, and
that such affidavits are a fair substitute for
the live testimony of the person who
made the affidavit.  This is simply not
true. If your opponent knows anything
about the rules of evidence, he or she 
will object to those affidavits on grounds
that they are the “hearsay” statements of 

(See “Legal Perspectives” on page 53)

LEGAL PERSPECTIVES
(Continued from page 49)
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Count Down
to AEP

Annual Open Enrollment Period
for Medicare! October 15th to

December 7th 2012
MEDICARE MOMENT
By Elizabeth Snyder, Main Street Financial Partners

If you opted to change your Medicare Advantage or
Prescription Drug Plan during Annual Open
Enrollment last year, then you’ve had your new policy

for over half a year. At this point, you most likely have a good sense of
how the plan is performing for you and your needs. It is a very good
idea to take this opportunity to evaluate your plan and decide whether
or not you need to make use of the Annual Open Enrollment Period
this year. This is the time frame Medicare has put in place for Medicare
Beneficiaries to make new coverage changes for the upcoming 2013
year.  To make things a little easier, I have included several questions
to help you figure out if it’s time to explore new Medicare options.

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!

• Are your monthly medications the
same or have others been added that
could possibly put you in the ‘donut hole’
sooner than expected? 

• Are you seeing the doctors you need
or want to see? Are you visiting the doc-
tor more frequently? 

• Are your copays manageable based
on your habits or are they putting you
over budget? Are the remaining copays
after your Medicare discount still too high
for your budget? 

• Are you seeing doctors that are with-
in your network? If you are seeking treat-
ment outside your network, how much
extra is it costing you? 

• Does your plan charge a monthly
premium? (In addition to your Part B
premium) 

• Do you find yourself with a new
diagnosis, which requires extra benefits
that were not included in your original
policy choice? 

• Are you utilizing vision, hearing,
dental and/or wellness health programs
that may or may not be embedded in
your policy? 

If the answers to these questions have
you feeling that your plan isn’t meeting
your current needs, it may be time 
to start thinking about new options. 

(See “Medicare Moment” on page 54)
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persons not present in court to testify,
and the court will generally sustain that
objection. In short, affidavits are not a
substitute for the live testimony of a wit-
ness. Make sure you have your witness-
es available to appear in court with you.

Estimates, Invoices, and Proof of
Damages. Although affidavits are
hearsay, the Rules of Civil Procedure
Governing Actions and Proceedings
Before Magisterial District Justices do
make some allowances for the admission
of documents without sponsoring wit-
nesses. Under District Justice Rule 321, “a
bill, estimate, receipt or statement of account
which appears to have been made in the regu-
lar course of business may be introduced in
evidence by any party without affidavit or
other evidence of its truth, accuracy or
authenticity.” What this means is that if
the bill, estimate or invoice appears to be
a proper document made in the usual
course of the contractor’s business, the
district judge should admit it into evi-
dence even if the contractor is not present
in court to testify to its authenticity.  

However, if a business is suing on an
unpaid account, it is best practice to
come into court with a witness who can
testify to the nature and quality of the
goods sold or work performed, and a
witness who has firsthand knowledge of
the accuracy of the bill and the defen-
dant’s failure to pay that bill. Depending
on the size of the business, the person
with firsthand knowledge of the work or
products sold may or may not be the
same person with knowledge of the bill
and the lack of payment.

Interest Claims. If your claim is for a
fixed amount of money, and if you pre-
vail on your claim, you will generally be
entitled to receive an award of interest

calculated from the date the sum was
due. If there is a fixed amount of money
due but no fixed due date, however, you
are entitled to interest from the date you
made a written demand for payment.
Interest will generally be awarded at the
interest rate stated in the contract or
promissory note. If there is no stated rate,
it will be calculated at Pennsylvania’s
“legal rate,” which is six percent simple
interest. If you are making a claim for
interest, you should calculate the interest
prior to the hearing, and then be pre-
pared to present your interest calcula-
tions to the judge at the close of your case.

Filing Costs and Attorney Fees. If
you prevail on your claim, the court will
usually award you your filing fees in
addition to the principal amount of your
claim. However, the award of attorney
fees is the exception and not the rule, and
is quite rare at the district court level. The
court is permitted to award attorney fees
to the plaintiff only if the contract, lease
or statute on which your suit is based
specifically provides for the award of
attorney fees. Even then, magisterial dis-
trict judges tend not to award attorney
fees. This is due largely to the fact that a
defendant who is ordered to pay the
plaintiff’s attorney fees is likely to appeal
that judgment to the court of common
pleas, and magisterial district judges
often issue compromise judgments with
the goal that their judgments will not be
appealed.

De Novo Appeals.  District court
judgments are always appealable “de
novo,”or anew, as if the district court pro-
ceedings never happened. What this
means is that if either party is dissatisfied
with the district court judgment, he or
she can file a simple one-page notice of

(See “Legal Perspectives” on page 55)

LEGAL PERSPECTIVES
(Continued from page 51)
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The Medicare Annual Open Enrollment
Period runs from October 15th to
December 7th. This may sound far off at
this point in the year, but it is important to
be prepared, so you can make the right
choice. If you are not satisfied with your
current Medicare Advantage plan,
Prescription Drug plan, or even Original
Medicare plan, then you may choose to do
one of the following during the Medicare
Annual Open Enrollment Period.

• Change from a Medicare Advantage
Plan back to Original Medicare. 

• Switch from one Medicare Advantage
Plan to another Medicare Advantage Plan. 

• Switch from a Medicare Advantage
Plan that doesn’t offer drug coverage to a 

• Medicare Advantage Plan that offers
drug coverage. 

• Switch from a Medicare Advantage
Plan that offers drug coverage to a
Medicare 

• Advantage Plan that doesn’t offer
drug coverage. 

• Join a Medicare Prescription Drug Plan. 
• Switch from one Medicare

Prescription Drug Plan to another
Medicare Prescription Drug Plan. 

• Drop your Medicare prescription
drug coverage completely. 

With so many options, it is easy to get
confused. Changing your Medicare cover-
age is a big decision, and if you end up
switching to a plan that is not what you
hoped for, you’ll be stuck with it for the
entire year.  It’s always wise to ask for help
in order to make the best decision. Main
Street Financial Partners, LLC has licensed
Medicare experts who can put difficult
information into simple plain language.
We educate you on how Medicare works,
so that you know what exact copays and
deductibles are on Part A and Part B of
Medicare.  You’ll need to understand this
so that you can be aware and know how
to make the right decision for your best
coverage options! The best part is our
expertise and advice is free of charge.  

Remember to be leery of companies out
there that represent big LOGO names, and
who may only represent those company’s
Medicare Plan choices of coverage. If that
is the case then be prepared to know the
ABC’S of how Medicare works so that you
do not get sold only what one company
can sell or represent. If a salesman has only
has one line of options, company X, then

that is what they are going to want to sell
you because that is all they have to sell! It
is a good idea to sit with someone who is
a Broker of Insurance, and one who spe-
cializes in the Medicare Market and who
can represent ALL KINDS OF DIFFER-
ENT COMPANIES and OPTIONS. Make
a checklist of all the questions you might
have as you reach out to someone who can
help you make or change those choices of
coverage. If they don’t clearly answer your
questions or concerns, and especially
show you what you are looking to cover
with Supplemental Insurance to go along
with your Part A and Part B of Medicare…
Say thanks, but no thanks!  “Yes Virginia
there is a Santa Clause”… it’s called
MEDIGAP! NO DEDUCTIBLES, 
NO COPAYS, NO REFERRALS, AND
NO NETWORKS!  

Don’t hesitate to call us at Main Street
Financial so that we may help in your
decision before the crunch of AEP.  You
can call to speak with one of our
Medicare experts to get the information
you need to be ready for Annual Open
Enrollment or visit us on line at
Mainstreetfinancialpartners.com for the
most up to date Medicare information. 

MEDICARE MOMENT
(Continued from page 52)
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appeal within 30 days after the entry 
of the district court judgment. By doing
so, the appealing party effectively wipes
out the district court judgment. You as
the plaintiff will then be required to file a
new complaint at the common pleas
court level, and be required to prove
your case all over again, as if the district
court judgment had never happened. In
fact, the results of the district court pro-
ceedings are not even admissible at hear-
ing on the appeal.

Collecting on Your Judgment. If you
win your case before the district court
and the defendant neither appeals the
judgment nor pays it, then after the expi-
ration of the 30-day appeal period, you
can either ask the district court to order
execution on the judgment or else trans-
fer the judgment to the court of common
pleas of any Pennsylvania county for
execution there. Generally, execution
takes place in the county where the
defendant’s residence or property is
located, and determining whether to exe-
cute through the magisterial district
court or through the court of common

pleas requires the consideration of a
number of factors. While execution
through the office of the district justice is
relatively inexpensive, it is also limited to
tangible, non-perishable personal prop-
erty (i.e. not real estate), which a consta-
ble is able to locate within the county
where the execution order is issued. If the
most appropriate property on which to
execute is real estate, a bank account or
other intangible property, the plaintiff
will have no choice but to pursue execu-
tion through the court of common pleas
and the county sheriff.

The seemingly simple process of
going to the local magisterial district
court to collect on a debt can often
become far from simple. Consulting with
your legal counsel before you file can
save you time, money and headaches. 
Bruce L. Baldwin, Esquire is a partner in
the law firm of Wolf, Baldwin and
Associates, P.C. of Pottstown, and has rep-
resented consumers and businesses in com-
mercial litigation for over 25 years.  He may
be reached by calling 610.323.7436, or by e-
mail at BBaldwin@wolfbaldwin.com.

LEGAL PERSPECTIVES
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