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THE
IMPORTANCE
OF THE VALUE
PROCESS
By Ward McMasters, P.E.

I once heard someone state that you wouldn’t take

three bids and then accept the bid that’s 60% of the other

two for your upcoming heart surgery. That’s true. 

So why would you consider doing the same for the

critical engineering services for the foundations of your

new building. Just as important, why would you

entrust the integrity of the construction inspection and

testing for your development project to the lowest

price inspection company you can find?  It just 

doesn’t make sense.  Why not use someone for these

services that gives value to the 
project in a real and measurable
way.  This is the value process.  

Earth Engineering Incorporated
(EEI) conducts a full range of 
geotechnical engineering and
construction testing and inspec-
tion services throughout the
region. Throughout every 
service we provide, the value of
what we do for our clients
comes from a deep-rooted
belief that we can find solutions
and assist in productivity.  

We often say in the engineering
field that geotechnical engineering is both an art and a science.

Oftentimes though, the science portion gets shortchanged by not performing the

most basic requisite of calculations and instead using presumptive values.

Essentially, if the site investigation costs for your project are half of the cost compared

to those from a firm with the good reputation, you may be well on your way to

receiving a report that contains very conservative findings (bearing capacity and set-

tlement estimates).  The result is, you have gotten what you paid for.   But wait, you

haven’t stopped paying yet, because your foundation system costs just doubled.  This

is what I call confusing the “art” with providing a prepackaged, off the shelf product.    Instead, the “art” should be

dutifully performing the science and then combining it with experience while integrating the costs into the process.  This is the “Value Process.” 

Yes, the value process takes some time but the benefit to any project can be tremendous.  To illustrate the point, we recently performed a subsurface

investigation for a rather large multistory office building.  When analyzed, the test boring results correlated to a certain seismic site classification to be

used within the design of the steel structure.  Usually this site classification is then just transmitted to the structural engineer and he designs the steel.

Instead, we determined that the site classification calculations based on the boring data (science) and our understanding of the geologic site conditions

(art) were close enough to warrant a more precise method of testing through geophysical testing methods. The geophysical testing results revealed that

we were able to upgrade the seismic site classification to a less stringent value which accordingly saved the project tens of thousands of dollars in excess

structural steel and seismic bracing.   It is also important to note that these savings where several times that of our total investigation fee. This owner

received the benefit of the value process but I give credit to the owner for having faith in the process.  I am sure that the owner could have hired some-

one to throw a couple of borings in the ground and write a quick report for a lower fee.  This owner didn’t do that because he understood that you then

can’t expect the true Value Process to occur.  

I think the Value Process extends to most other fields outside of construction and development.  It is imperative to business development and

longevity today that we impress upon our clients the importance of this process.  Anyone involved in providing a quality product or service will 

surely benefit from establishing their own “value process” concepts.  Then it comes down to living them every day. 

Check out our website at www.earthengineering.com to see how EEI can benefit you.
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“When You
Choose Dirks,
You Choose
Family!”

The ornamental sign perched on Nancy
Dirks’ desk says it all — in bold, capital 
letters — “WE ARE FAMILY” The Dirks
Pest Management Specialist “family”
recently gathered in their new office at 
411 North Lewis Road in Royersford to
take photographs for this month’s 
Route 422 Business Advisor cover story.
Positive energy filled the room, as 
good-natured banter and incessant laugh-
ter made it seem more like the set of a TV
family sit-com than a photo shoot. It is
quite apparent that members of the Dirks
“family” thoroughly enjoy each other’s
company, and they love working together,
as a company, to alleviate and prevent a
myriad of pest issues confronting their
extended family of satisfied customers.

Micheal and Nancy Dirks both began their careers in
public service professions. Micheal served as a West
Norriton police officer and volunteer firefighter. Nancy
was a schoolteacher. The satisfaction they derive from
helping others is one of the key qualities they both have
in common. “We’re very compassionate people,”
Micheal Dirks explains.

Micheal was injured in the line of duty in 2000. In spite
of a valiant effort during an intense period of rehabilita-
tion, he was physically unable to return to active duty as
a police officer. At that point, Micheal and Nancy 
decided it was time for a collective career change. “We
had four children,” Nancy said. “We were trying to think
of something we could do.” Naturally, they chose a 
profession that would allow them to help others — and
Dirks Pest Management Specialist was born in 2002.
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 DIRKS
PEST MANAGEMENT SPECIALIST 

Nancy and Micheal Dirks

Terri Castrinoes, Office Manager

PHOTOS BY STYLISH IMAGES PHOTOGRAPHY
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“People don’t go into business to lose
money, but people that keep losing money
are quickly out of business. So even though
we are in business, we really help people,
and at a fair price” Micheal said. “When you
choose somebody to handle your pest 
control, you have to choose 
someone that you know is
trustworthy. Let’s face it, we
go into homes and busi-
nesses every day.  We’re
old school, our customers
can trust us 100%.”

The Dirks made an
early decision to grow
their business by bringing
in family members. Micheal’s
brother Edward Dirks became
the company’s first hire, as a pest con-
trol technician. Micheal and Nancy’s son
Sean Hannon was the next family member
to join the team. “We are now a second gen-
eration family owned business,” Micheal
Dirks says proudly. “We’re not going any-
where, we’re here to stay!”

Today, the business has grown to include
additional family members. Micheal and
Nancy’s daughter Lauren Hannon now
works for the business as an Office
Assistant, along with Terri Castrinoes as
Office Manager. Cousins Jason Antonowicz
and Mike Kubicki are also pest control tech-
nicians.

Everyone at Dirks Pest Management
Specialist works and trains together as a 
family, and the company’s “family” philoso-
phy reflects the entire staff’s commitment.
“Because we operate as a family, everyone
has a vested interest in the success of this
company.  We have never had to let go of an
employee.  That’s a big part of what keeps
our customers happy, they see the same
smiling faces every time we come out,”
Nancy Dirks said. 

Dirks Pest Management Specialist 
provides safe and effective commercial 
and residential pest control inspections,
treatment and services.

Dirks integrated pest management pro-
gram effectively reduces pest issues by
focusing on the entire problem. Dirks uses
both chemical and organic treatments to
manage the infestation and provide moni-
toring to ensure long-term reductions. Dirks

integrated pest management 
program is the best choice

when choosing an environ-
mentally friendly solu-
tion that goes beyond
short-term fixes and
instead provides long-
term solutions that use
fewer chemicals. 

“We are stewards of the
environment,” Micheal

Dirks explains. “We don’t use
any products that we can’t trust.

Everything that we use is made and manu-
factured in the United States by American
companies, so we know exactly what’s in
them. We stand by them, and so does the
manufacturer. Some companies are cutting
costs by using white label generic pesticides,
and there’s just no way to know that there
safe. If they’re bad or misused, it can have
terrible consequences.  For us and our 
customers, the savings is not worth the risk.”
he said.

Dirks Pest Management Specialist is a
member of the National Pest Management
Association, Inc. and the Pennsylvania Pest
Management Association. Dirks’ experi-
enced technicians have been licensed and
certified by the Commonwealth of
Pennsylvania, and all attend ongoing educa-
tional and technical seminars.

Last month, the company opened their
new office and training facility in Royersford
to better serve the region. “We offer 
additional training to our employees as well
as service industry colleagues that we associ-
ate with locally.” Micheal said.  All of Dirks’
pest control technicians undergo ongoing
training and seminars throughout the year 
to keep their industry and treatment 
knowledge current.

(See “Cover Story” on page 8)

Sean Hannon, Pest Control Technician
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“We require everyone who works for
us to be certified,” Nancy said.  

Dirks focus on educating and training
so their customers receive state-of-the-art
solutions to their pest issues. “We’re
aggressive about education, treatment
techniques and above all, safe product
usage,” Micheal said. “We use the safest
products and most up to date techniques
to help prevent pest issues from happen-
ing or reoccurring.” 

Dirks offers mosquito control spraying
for yards and lawns to reduce mosqui-

toes; allowing you to enjoy your property
all summer long.  “We can even come
over to your house before special events
and we treat the area to reduce the
amount of mosquitos so you can sit out-
side and enjoy the yard,” Micheal said. 

Dirks is also a canine pest inspection
leader and they offer an innovative alter-
native to labor-intensive traditional
search and test methods.

One of the key elements to Dirks Pest
Management Specialist growth and suc-
cess as a company is a marketing pro-
gram that starts with outstanding cus-
tomer service, which leads to referrals.
“We grew our business one referral at a
time,” Nancy said. “Our referrals are
from satisfied customers who loved our
service and are happy to talk about it.
When somebody praises us and says
what a great job we did, the first thing I do
is say, we appreciate the kind words.
Would you mind doing a review for us?
People are more than happy to do that.” 

Dirks Pest Management Specialist
was recently awarded “Best of Montco”
recognition on the Montco Happening
List 2015. “The fact that our customers
took the time to go on a website and
vote for us speaks volume!” Nancy said. 

(See “Cover Story” on page 10)

COVER STORY
(Continued from page 7)
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VOIDABLE
TRANSFERS

LEGAL PERSPECTIVES
By Bruce L. Baldwin, Esquire, Wolf, Baldwin & Associates, P.C.

Most lawyers have sat across the desk from a 
nervous client who is about to be sued for a large
sum of money. It is not uncommon for a client in

such dire straits to try to limit his exposure with a plan along the
lines of “I’ll just transfer my house to my brother,” or “I’ll just
turnover all my paychecks to my son,” or “I’ll just take on 
some ‘debt’ to make myself judgment proof.”

It is our obligation as attorneys to
advise a client in this situation that his
options are not quite so simple. Once
known as a “fraudulent conveyance,”
and more recently of a “fraudulent 
transfer,” if Pennsylvania adopts the 
recommendation of the Uniform Law
Commission known as a “voidable 
transaction,” the result is the same. Under
Pennsylvania law, a transfer made or 

obligation incurred is voidable by a 
creditor if the debtor made the transfer or
incurred the obligation with actual 
or constructive intent to hinder, delay or
defraud any creditor. The concept of
“actual intent” to defraud is largely 
self-explanatory.  The notion of “construc-
tive intent” to defraud is less clear.  

Generally speaking, a debtor is deemed
to have constructive intent to defraud a
present or future creditor, or is deemed to
have intended to defraud a present or
future creditor if that debtor makes a trans-
fer without receiving a reasonably equiva-
lent value in exchange, and the debtor
either: 

1. Was engaged or about to engage in a
business or transaction for which the
remaining assets of the debtor were unrea-
sonably small in relation to the business or
transaction; or

2. Intended to incur, or believed or rea-
sonably should have believed that the
debtor would incur, debts beyond the
debtor’s ability to pay as they became due.

(See “Legal Perspectives” on page 11)



MAY 2015 ROUTE 422 BUSINESS ADVISOR          422business.com and 422bizmag.com 10

“They called us up to let us know they
we’re voting for us. When customers call,
nine times out of 10 they’ll say “thank you”
for taking the time to answer all my ques-
tions. I’m going to go with you because
you have been so accommodating and so
nice and so patient’,” she said, adding,
“There is so much to educate them on. Not
only with what they have to do to prepare
for treatment, but also with things they
should be aware of after we solve the prob-
lem to prevent a future recurrence.”

“I’m surprised how many people come
to us and say “that’s exactly what I’m look-
ing for,” Nancy continued. “Family, I don’t
want to be just a number”, and they’re not.
It’s gotten to the point now where cus-
tomers are so comfortable with us that they
call all the time, because they can trust us,
and ask us to recommend professionals in
other trades.”

“And I don’t refer anybody who I don’t
use myself,” Micheal added.

The Dirks Pest Management Specialist
family is heavily invested in the communi-
ties they serve. “For example, every year
we spray the fields for Upper Providence
Little League,” Micheal said. “We spray all
of their fences, for bee control. We don’t
charge them for that. And we’re strong in
our community. We belong to the Spring
Ford Chamber, Perkiomen Valley
Chamber and the Phoenixville Regional
Chamber. I shop locally because I want to
see people in our community stay in busi-
ness. If our community is doing well, we’re
doing well,” he said. 

Dirks Pest Management Specialist is a
family helping other families in the com-
munity, by providing superior service with
compassion and professionalism. When
asked what makes Dirks different from
others in the industry, Micheal responded,
“We just want to set ourselves apart from
everybody else. The truth of it is, we’re car-
ing, compassionate, hard-working people,
who take pride in everything we do.” 

COVER STORY
(Continued from page 8)

For additional information, please 
call 610.813.2200 or 610.666.PEST, and visit
www.DirksPestManagement.com
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In addition, a transfer made or obliga-
tion incurred by a debtor is fraudulent as
to a creditor whose claim arose before the
transfer was made or the obligation
incurred if (1) the debtor made the trans-
fer or incurred the obligation without
receiving a reasonably equivalent value in
exchange, and (2) the debtor was insol-
vent at the time or became insolvent as a
result of the transfer or obligation. In
short, a creditor whose claim arose before
the challenge to transfer or obligation was
made or incurred need only prove that the
debtor was insolvent and received no rea-
sonably equivalent value in exchange for
the transfer or obligation, and need not
prove actual or constructive intent to
defraud a creditor.

Once a fraudulent transfer is estab-
lished, the questions become what can the
creditor do about it, and what are the risks
for the debtor and the transferee? Here it is
worth remembering that a creditor’s
remedies are not self-executing. The cred-
itor must chase down the fraudulent
transaction, and this can be both difficult
and expensive. For this reason, some
debtors willfully move forward with
fraudulent transfers on the theory that the

creditor will have more work cut out for
him in getting paid than would otherwise
be the case.  

But if a creditor does choose to pursue
the transfer, there are a number of poten-
tial remedies that are at least theoretically
available under the terms of the Uniform
Fraudulent Transfer Act. First, a court may
void the transfer or obligation to the
extent necessary to satisfy the creditor’s
claim. This could entail the retransfer of
the transferred asset back into the
debtor’s name, or the cancellation of the
debtor’s legal obligation to a third-party.
Second, the court may issue an attach-
ment against the transferred asset, there-
by permitting the court to take direct con-
trol of the asset, and potentially allowing
for its sale as a resource to pay the debt
owing to the creditor.

The court may also issue an injunction
against further transfers by either the
debtor or the transferee, or both. Thus, if
the debtor has any assets remaining after
the fraudulent transfer in controversy, the
court could at least prevent the debtor
from transferring those remaining assets.

(See “Legal Perspectives” on page 12)

LEGAL PERSPECTIVES
(Continued from page 9)
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The court may thereby also prevent the
transferee from yet another conveyance of
the asset or obligation. The court may also
appoint a receiver to take charge of the
transferred asset.

The astute reader will recall that we
refer to these remedies as “at least theoret-
ically available.” The potential problem
with all of these remedies is that these
remedies implicate the rights of a third
party to the original debt — someone who
may or may not be a party to the underly-
ing litigation. If, as is often the case, the
creditor files suit against the debtor before
the fraudulent transfer is made, then any
proceedings against the fraudulently
transferred asset or any proceedings to
cancel the fraudulently incurred debt will
implicate the due process rights of the
transferee. Accordingly, the transferee
must be brought within the jurisdiction of
the court, either by way of a separate legal
action or by way of joining or interplead-
ing the transferee into the existing case.

Further, the extent of the creditor’s rights
will depend on whether the claims are
matured or liquidated, or reduced to judg-

ment. That is, the creditor may be within
his legal rights to ask a court to enjoin 
further fraudulent transfers or further
fraudulent obligations, but if that creditor’s
claim is not already liquidated (i.e. reduced
to a specific dollar amount) and reduced to
judgment, then that creditor would not
have a right to receive immediate payment
from the transferred asset or the fraudu-
lently incurred obligation.

Fraudulent transfers are an unfortunate
reality that will remain in issue for creditors
and lawyers alike so long as there are
debtors who do not want to pay their obli-
gations.  And so long as fraudulent trans-
fers remain a reality, theFraudulent Transfers
Act will prevent will present pitfalls for
both debtors and creditors.  Either a debtor
or a creditor is well-advised to secure the
assistance of counsel if a fraudulent trans-
fer is contemplated or suspected. 
Bruce L. Baldwin, Esquire is a partner in the law
firm of Wolf, Baldwin and Associates, P.C. with
offices in Pottstown, West Chester, and Reading,
and has represented consumers and businesses in
commercial litigation for over 25 years. He may be
reached by calling 610.323.7436, or by e-mail at
BBaldwin@wolfbaldwin.com.

LEGAL PERSPECTIVES
(Continued from page 11)
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The U.S. Team is the Premier provider of
hot air balloon rides and hot air balloon
tours and events. Our reputation, integrity
and experience include more than 30 years
of successful operations, more than 
150 years of combined pilot experience,
and more than 100,000 passenger flights.  

Few things in Life compare to Flight in a Hot Air
Balloon. You only Live once!  Throw Caution to the wind.
Enjoy a bird’s eye view of the sites of Chester,
Montgomery, Lancaster, Bucks, and Berks Counties!

Come join the United States Hot Air Balloon Team for a
one-hour flight over the majestic and scenic Southeastern
Pennsylvania countryside. You will be blessed with tree
covered rolling hills, views of the Schuylkill River and its
tributaries, the Philadelphia skyline, and the little towns
and villages that make up the backdrop of Southeastern
Pennsylvania countryside.

Upon landing, you will ride back to the launch site in
our comfortable, air conditioned van. Upon arriving,
you’ll join the pilot and crew for a light snacks, and 
complimentary celebratory toast!

Receive a flight certificate suitable for framing along
with photos and a packet of special offers. From beginning
to end, plan on spending 2.5 to 3 hours, approximately
one-hour in flight duration with us.

Give the gift of flight. Create a lifetime hot air balloon
ride memory for your favorite person.

Hot air balloon ride gift certificates are a fantastic gift for
Mother’s Day, Father’s Day, Graduation, or any special
occasion.

Call today, 800.763.5987, or reserve your flight online at
www.ushotairballoon.com. Our experienced reservation
staff is available to assist you in planning your flight
adventure. Call our Office at 800.763.5987 if your date of
choice is unavailable or passengers in your party exceed
250 lbs.

Hot air balloon rides depart with in a one-hour drive of
Philadelphia, Wilmington, King of Prussia, West Chester,
Norristown, Reading, from the Pottstown Municipal
Airport. 

You Only Live Once The United States 
Hot Air Balloon Team
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Arrowhead 
Golf Club

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

There is a fully stocked Pro Shop at
Arrowhead Golf Course. You can buy any-
thing from the golf balls and golfing sup-
plies you need in order to play a round-to
the clubs, bags, clothing, and accessories
that you need to either begin the sport or
upgrade your tools of the trade. You can
also visit the online store and obtain online
coupons at www.arrowheadgolf.net. 

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

Having an outing for your business, or a
fundraiser for your favorite organization?
Arrowhead has plenty of room for social
and industrial leagues, daytime and
evening. The course can accommodate up
to 200 golfers, playing on 18 holes with
carts, or more players if some are willing to
walk. The covered pavilion has three open
sides, and will seat up to 150 people. The
use of the pavilion is at no charge.
Arrowhead is happy to provide catering
for your event, or you can provide the
catering yourself. 

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

Golden Oaks 
Golf Club and

Restaurant
Golden Oaks is between the town of

Fleetwood and Oley along RT. 662 and
half way between Allentown and
Reading, just minutes from 222. Golden
Oaks Golf Course is a 7,100-yard
Championship Golf Course designed and
built taking advantage of the natural
rolling hills of Pennsylvania and incorpo-
rating some beautiful elevation changes.
The course has three Men’s Tees, a Lady’s
Tee and Senior Tee – allowing golfers of all
levels of skill to enjoy their game. The
greens at Golden Oaks are large with sub-
tle undulations, challenging the best
golfers. The Course is kept in Country
Club conditions at all times and is truly
one of the very best golf courses in the tri
– state area. Golf Lessons are given by our
Director of Golf - Jo Ann Heller who has
over twenty-five years’ experience in the
golf industry. Golden Oaks has a driving
range and learning center where you can
perfect your game.

(See “Focus on Golf Clubs & 
Country Clubs” on page 16)

FOCUS ON 
GOLF CLUBS &

COUNTRY CLUBS
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10 TIPS FOR
PRODUCTIVE

MEETINGS 
PRINCIPLES FOR LEADERSHIP
By Kayte Connelly, Best Principled Solutions LLC

Management in organizations often entrusts a delega-
tion of like-minded department members or commu-
nity volunteers to support specific tasks to achieve an

end result. As such team or committee meetings surrounding this
work should be meaningful, containing elements of problem-solv-
ing, decision making, and accountability through reporting. Towards
that end, they should be purposeful and participatory. 

Do you dread or look forward to team
meetings? Do you ever find yourself saying,
“what am I going to this meeting for? Nothing
ever gets done.” Or it becomes a platform for
one, strong-willed person to dominate and
control what get’s on the agenda. 

Let’s take a look at some of the common-
place strategies and discern how or why this
is may or may not be the case. On a scale

from one to twelve, rate your ability (Do
you have the knowledge, skills and
resources) to accomplish these tasks. 
0 = none; 12, means you’ve got all you need
and you need no more. Then, rate the chal-
lenge or the difficulty to accomplish the
task. 0 = effortless; 12 = impossible

Scored low on ability and high on the
challenge? You need more training for the
stated expectations and how you can best
perform. Score “in the middle?” You go to
meetings to appear responsible but are not a
productive contributing member. Score
high on ability and low on challenge? You
know what needs to be done but no one is
giving you a chance to do anything. You are
bored to tears and would rather be else-
where but are probably attending because
your boss told you to or you consider it
business development. Perhaps, with a little
direction you might do more.

(See “Principles for Leadership” on page 17)

Task Ability Challenge

1. Chairing team meetings.

2. Assigning tasks to team
members.

3. Understanding my 
responsibilities.

4. Holding myself account-
able as a team member.

5. Arriving on time for a
meeting.

6. Finishing meetings in a
stated time period.

7. Voicing my opinion in a
team or committee meeting.

8. Participating with my own
personal agenda.

9. Contributing adequate infor-
mation for decision-making.

10. Listening to the stated
conversation with intention.



Golden Oaks Golf Club is a Semi –
Private Club open to the public for both
golf and dinning 12 months of the year. The
Restaurant at Golden Oaks is open for
lunch and dinner 7 days a week and has
one of the best Sunday Brunches. The
Restaurant serves casual to fine dining is a
favorite venue for weddings and banquets
and has several options for private func-
tions. Corporate dinners and events are
also popular and can be combined with
golf – which always adds an element of fun
to any corporate event. 

Golden Oaks has its 21st anniversary
this golf season and one visit and you will
see why our motto is EAT.DRINK.PLAY
GOLF. For more information, please call
610.944.6000 and visit goldenoaksgolf-
club.com.

Bellewood 
Country Club

Nestled in a central location within a
beautiful historical setting, Bellewood
Country Club is a serene private club with
so much to offer local families and busi-
nesses that you might be surprised. 

Bellewood has a rich history in the local
community, originating as a colonial prop-
erty in the 1700s. Inthe 1920s it became the
estate of the Gruber Family, owners of the
Spring City Knitting Company. The
Grubers were horticultural enthusiasts and
nurtured thousands of dogwood trees on
the 171-acre property. 

The Course
Hundreds of dogwoods and impressive

flora still bloom today, lining what are now
the fairways and greens of Bellewood’s
impressive Golf Course. Bellewood has
operated as a private golf club since 1998,
and to this day sustains a stunning reputa-
tion for its excellently manicured course.
Golfers here enjoy the best of both worlds:
A rolling links-style front nine highlighted
by tall fescues, followed by its picturesque

wooded back nine. With no tee times, no
assessments, and a quick pace of play,
Bellewood is an attractive place for golfers
who enjoy being part of an intimate club.

The Pools
Since opening a state of the art pool facil-

ity and launching the Barracudas Swim
Team in 2013, the Swim Club has become
so acclaimed that there is a waiting list for
Pool membership every season. Bellewood
boasts three heated pools, an interactive
splash pad, a firepit bar and full restau-
rant…and that’s not all.

The Clubhouse
We have something for the whole fami-

ly: A varied series of golf tournaments,
classes and lessons for all ages, competitive
swimming, casual and upscale dining,
dive-in movies, beer and wine tasting, and
much more. Members receive Clubhouse
Specials by email every week, and Chef
Brian’s specially crafted menus change sea-
sonally. Bellewood partners with local craft
breweries to host regular beer tap
takeovers, and the headline seasonal events
are truly captivating: Summer’s Caribbean
Night features an exquisite menu and two
live musical acts at the Pools.

The Community
The people are what make the club’s

community so special, from social dining,
to young professional families, and our fre-
quent golfers. Bellewood is the perfect set-
ting for families and friends to relax, enter-
tain, and celebrate. 

Non-members are welcome to host
events, outings and special celebrations
in our historic Clubhouse. And local busi-
nesses are specially invited to take advan-
tage of our favorable corporate dining
options. We encourage you to find out
what Bellewood has to offer to you – log
on to http://www.bellewoodgolf.com to
learn more. We look forward to welcom-
ing you.

MAY 2015 ROUTE 422 BUSINESS ADVISOR          422business.com and 422bizmag.com 16

FOCUS ON GOLF CLUBS & COUNTRY CLUBS
(Continued from page 14)
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Let’s reflect on each of these tasks. 
1. Know what’s expected. Chairing

effective team or committee meetings only
comes with a clear understanding of what
the organization’s goals are and how the
team fits into the big picture. For nonprof-
its, a chairman’s orientation should be pro-
vided, separate and apart from a commit-
tee orientation. It is the responsibility of the
Chair to direct the conversation, to make
assignments, to record or have recorded a
set of action steps, and to hold members
accountable for those assignments. Good
Chairmen set the agendas after reviewing
progress with the team or committee mem-
bers and the staff liaison. 

2. Assign tasks evenly and appropri-
ately. Every team should have a separate
orientation with specific timelines, budget-
ary constraints and ultimate goals. Staff
members should empower team or com-
mittee members to do their jobs.
Competent staff values the contributions of
volunteers and benefits from personal and
team or committee self-growth during the
process. 

3. Conduct a team or committee ori-
entation. If a team or committee member
misses said orientation, they should make

arrangements to make-up that important
conversation with the Chairman. The
Chair should know the caliber of each and
every team or committee member and
what they have to contribute to the goals. 

4. Accept responsibility. Promise
what you can deliver and deliver with that
promise. If the time constraints are unreal-
istic, acknowledge that and either ask for
more time or release yourself from that
pledge. Don’t obligate yourself if you can’t
be dependable. 

5. Start on time. Celebrate those peo-
ple who have “followed the rules.” Yes,
exceptions do happen. Allow yourself a
few extra minutes for travel arrangements.
Arriving late routinely is rude and incon-
siderate. 

6. Finish on time. With a well-planned
agenda and directed conversation, consci-
entious volunteers will make decisions or
defer them until more information is
received. 

7. Speak up purposefully. Would
you prefer to be known as the person who
talks a lot, or the person who is well
respected for what they have to contribute? 

(See “Principles for Leadership” on page 18)

PRINCIPLES FOR LEADERSHIP
(Continued from page 15)

 Hardware & Software – PC & Server Management – Backup & Recovery – Help Desk
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Call us for a FREE Network Audit /Consultation

610.482.4359 
cubeinfosolutions.com 

Outstanding Service • Knowledge & Experience • Proven Track Record

Best in class computer support/IT services 

                         for small and medium businesses
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PRINCIPLES FOR LEADERSHIP
(Continued from page 17)

Ask enough questions so alternatives can
be thoroughly discussed. Introduce best
practices or investigate them if you want
to learn more.

8. Leave your personal agenda at
the door. Your role is to do the team or
committee’s work, not to foster your own
business products and services. 

9. Plan, consider, decide, plan.
Making rash conclusions is often more
detrimental than beneficial. In providing
adequate time for Murphy’s Law during
initial planning sessions, all scenarios
should have ample discussion before a
consensus can be reached. 

10.Listen, listen, listen. When you
cross the threshold into a team or com-
mittee meeting, your time belongs to
that organization for the good of its con-
stituents. Contribute with that intention
in mind. Remember, your privilege to
be included comes with the larger
responsibility to achieve the organiza-
tion’s goals. 

Focus on these words: purposeful, par-
ticipatory, accountable, dependable,
empowering. Are these words that
describe your team or committee meet-
ings or are they aspiring dreams? If your
team or committee meetings are out of
control or you need more assistance in
using your organizations’ teams or com-
mittees effectively, contact kayte@best-
principledsolutions.com.

Best Principled Solutions LLC has
worked with leaders in the small to mid-
size market through moderating change
management, succession and transition
planning and programs such as Pride-
Based Leadership (vs. Shame-Based),
Accountability Clubs (ongoing coaching
programs to effect corporate culture
change) and Explorientations to Change.
Kayte Connelly has been certified through
the Institute for Productive Tension, the
Institute for Professional Excellence in
Coaching and the John Maxwell
Program and continues to school.
www.bestprincipledsolutions.com
484.769.2327  
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Discover an 
Enriching Retirement 

at Heatherwood
Retirement Community
“Committed to helping you 
remain as independent and

as active as possible.”
At Heatherwood Retirement, we are

passionate about what we do, and our
dedicated, professional staff is commit-
ted to helping our residents maintain
an active lifestyle while maintaining
their independence and dignity. Our
beautiful grounds and elegant accom-
modations are specifically designed to
enhance our residents’ quality of life.

Heatherwood Retirement features
the finest in  Personal Care and
Independent Living. With stunning
surroundings, outstanding services

and an abundance of  amenities, 
our residents are proud to call
Heatherwood Retirement home.
Independent Living combines 
community living with the privacy of
your own one or two-bedroom apart-
ment or one or two-bedroom cottage,
and Personal Care offers the same
amenities in addition to personalized
medical or home services. From a
dynamic activities schedule to our
hospitable staff, our goal is to promote
an active, carefree lifestyle.

Our residents enjoy  restaurant-style
dining, housekeeping services, 
scheduled transportation, apartment
maintenance and a full calendar of
recreational and wellness  activities  as
part of a convenient, month-to-month
lease. And, from live entertainment to
themed parties and local outings, our
events are catered to seniors.
(See “Focus on Retirement Communities” on page 21)

FOCUS ON
RETIREMENT/SENIOR

COMMUNITIES
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DATABASE
MARKETING – 
I AM A FAN! 

MARKETING SOLUTIONS
By Maria Novak

Database Marketing Is For Everyone!
Whether you're a partner in a consulting firm, a 
contractor or electrician, or CEO of an international

conglomerate, database marketing is crucial for your success.
Database marketing can be simple or

sophisticated. The key is that instead of
just having a mailing list of prospective
customers or a single list of current cus-
tomers, you can use a computerized sys-
tem to evaluate and manage the informa-
tion more precisely.

For example, you may want to send a
reminder mailing to every customer
twice a year; a monthly mailing or email
newsletter to more active customers; and
even place a phone call from time to time
to your very best customers. Then maybe
set up email reminders and news for
prospective clients and general contacts.

Using a Mix of 
Marketing Vehicles

Historically, database marketing relied
overwhelmingly on direct mail. Then
increasingly telemarketing had been
used. And now there are a slew of better
alternatives to consider, including email,
fax, social media and text.

Particularly for closing sales for higher-
ticket goods or services, a combination of
several different contact methods may

work best. For smaller businesses, email
marketing and social media are always
the most cost-efficient way to go.

Fancy and Expensive 
Doesn't Always Sell!

Again and again, I've learned in 
marketing campaigns that fancy and
expensive doesn't always mean better
results. Also, once you get into four-
color printing the costs are high, so it is
very expensive to mail high quality
printed materials.

TEST! TEST! TEST!
In database marketing, changing even

a small variable can wildly change your
results. So trying different combinations
and making sure that you are tracking
ROI are key to these efforts.
Maria L. Novak Dugan is president of
Marketing Solutions & Business Development,
a firm in West Chester, PA, offering creative
marketing services and goal implementation for
small & medium sized businesses. For more
information, contact Maria at 610-405-0633 
or MariaNovak001@yahoo.com or visit
www.Maria-L-Novak.com
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FOCUS ON RETIREMENT COMMUNITIES
(Continued from page 19)

We welcome the opportunity to
introduce you to our no buy-in com-
munity and to show you how
Heatherwood Retirement can enrich
your retirement lifestyle.

Heatherwood Retirement is part of
the Life Care Centers of America 
family of senior living communities.
Headquartered in Cleveland,
Tennessee, Life Care Centers of
America manages senior retirement
properties and skilled nursing facili-
ties located throughout the United
States. 

To learn more about Heatherwood
Retirement Community, please call
610.273.9300, and visit www.heather-
woodrc.com.

Hair Care Professional 
Offers Mobile Services
for Senior Communities

Local hair care professional
Kathleen Dempsey utilizes her thirty
years of hair design experience to
bring quality and affordable hair care

not only to those who come to her, but
to those in the tri-county area who are
unable to travel. She is also available
to take her salon services to those in
retirement communities and nursing
homes.  

With an eye for finding the perfect
hairstyle for each customer, Kathleen
specializes in color and fashion-for-
ward, classic styles.  She combines her
passion for hair design with her drive
to help others by volunteering her
time and skills to help those less fortu-
nate in the community.  With flexible
hours and the ability to go to her
clients in their homes, Kathleen pro-
vides wonderful looks and excellent
service.

Kathleen is offering a free haircut to
the first 25 clients who schedule their
color appointments. References are
available upon request.  

Kathleen can be reached at
610.304.1866, and her email is
kdempsey1962@gmail.com.



ACCOUNTING / BOOKEEPING

ADVICE / COUNSELING

AUTOMOTIVE / SERVICE

CONTRACTOR / WINDOWS 
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SCORE, the nation’s largest volunteer 
business counseling service, is dedicated 

to help those in business, about to 
start one, or just thinking about it. 
Pottstown SCORE Chapter 594 serving

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

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

Free and Confidential Business Counseling

Call 610.323.6253 to place your ad in Business Marketplace



CONTRACTOR / REMODELING 

CONSIGNMENT BOUTIQUE

CREDIT CARD PROCESSING

DANCE INSTRUCTION

DECORATING / INTERIORS

DIGITAL MARKETING

EDUCATION
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ENGINEERING SERVICES

FINANCIAL SERVICES

FIRE & SAFETY TRAINING

GARDEN & LAWN  SUPPLIES

GRAPHICS / SIGNS / BANNERS

HVAC / PLUMBING 

INSURANCE / BENEFIT ADVISORS
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INSURANCE SERVICES 

NUTRITIONAL FOODS

LIMOUSINE SERVICE

PET SITTING SERVICES

Call 610.323.6253 to place your ad in Business Marketplace



REAL ESTATE / FOR SALE/LEASE REAL ESTATE / FOR SALE/LEASE

SALON
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Call 610.323.6253 to place your ad in Business Marketplace
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TAX PREPARATION SERVICES

TRAVEL AGENCY 

Follow us on Linkedin 
at: linkedin.com/company/macnificent-pages-route-422-business-advisor

Like us on Facebook
at: facebook.com/422BusinessAdvisor



PREMIUM PARTY MUSIC FOR ANY EVENT!
WWW.HIGHBALLS.NET

The 
Fabulous 

HIGHBALLS 
Band

The 
Fabulous 

HIGHBALLS 
Band
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Remember the days
when your bank and credit
union actually remembered
your name. You were more
than a number and doing
business on a personal level
was the norm and not the
exception. It seems times
have changed almost every-
where – Except at Apex!

We’ve built our values
upon the “Hometown
Service” that members have enjoyed since
1949. Friendly smiles and real personal
service are the foundation of who we still
are today. Best of all, we’ve blended this
member-first tradition with the
“Worldwide Access” that people demand
to make managing their finances a snap
24 hours-a-day/365 days-a-year. They
also really enjoy the low or no fee servic-
es. As a member-owned credit union we
still put people before profits. 

Loans are also a core foun-
dation upon which Apex was
built. LoanLand at Apex is
the “Friendly Place to
Borrow”. We will actually
listen to our members
when it comes to borrowing
money. Whether its money for a New or
Used Vehicle, a Home Equity Loan,
Mortgage, Credit Card or just about any
other need, talk to Apex first when you
need a loan. 

540 Old Reading Pike, Pottstown, PA 19464
Phone: 610-323-4135 www.apexfcu.com

NCUA, EOL, EHL

If you have a loan from another finan-
cial institution, talk to us today. We may
be able to lower your interest rate and

save you money per month. Compared
to many other financial institutions,

finance companies and
banks, Apex offers some
great rates and you can
apply in person, by phone

or online. It’s certainly
worth checking with Apex.

To learn more about Apex Community
Credit Union, visit www.apexfcu.com or
stop by today. We would love to have you
as a member and joining is fast and easy.
We can be reached at 610-323-4135.  

APEX COMMUNITY
FEDERAL CREDIT UNION
Hometown Service. Worldwide Access.
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SPRING CLEAN
YOUR BUSINESS

By Merra Lee Moffitt, AWMA, CMFC, CFP®, AIF®, Senior
Partner, Wealth Strategist, The Good Life Financial Group

Spring is in the air. Warm weather is approaching.
Time to clean out any sluggish parts of your 
business so you can create growth and possibly
more profits. Here are some items you should

review and improve upon every year if you want to grow your
profits and your life. I know you’re busy, but if you want the life
you dreamed, set up a system to build on these key areas every
year. You’ll be happy you cleaned up!

Cultivate Cash Flow. Every year, find
another way to get paid faster, and pay
out slower. Can you send out invoices a
day early? Can you send reminders after
20 days? Can you get paid partially 
up front? Seriously ask yourself the
question every year to come up with
new ideas and retry old ones. Your bank
account will grow.

You can’t Manage what you don’t
Measure. Set up new benchmarks. Are
you measuring quality? Satisfaction? Job
profitability? Are you looking at the com-
monality of less profitable jobs or product
lines? Are you measuring wasted time?
What about proposal to sales ratio?
Measure whether you are getting better
or worse. Your benchmarks will improve.

See “Spring Clean Your Business” on page 31)
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By Suzanne Kunda, Freestyle Real Estate
When preparing to purchase your next

home, there are a number of steps to take
and the process can be completely over-
whelming for most. You are about to
uproot and move all of your personal
belongings and family members to a new
place. Television programs make it look
fun and exciting but they are mostly
impractical when applying their theories to
real world scenarios.

The most important step to take when
beginning to consider a purchase is to 
contact a local REALTOR to discuss the
process with you. When interviewing
REALTORS, you are searching for 
someone who will be your Buyer
Representative.  

Buyer representation in a real estate 
purchase is extremely important. You want
someone who is representing your side in
the process, throughout the negotiation
and the follow up to closing. The BEST part
of buyer representation is that there is often
NO cost to the buyer receiving the 
representation. Traditionally a seller is
responsible for paying broker fees.  

If you locate a home on the Internet and
contact the listing agent, you are contacting
the seller’s representative. If you make an
offer on that home, the agent can represent
both parties, both buyer and seller, in the
transaction as a ‘dual agent’. Can you imag-
ine how equal the negotiation would be in
this case? It is unlikely that an agent can be
in favor of both parties, as it is equal to ask-
ing an attorney to represent both sides in a
courtroom.  This applies to Open Houses,
New Construction, Existing homes, etc.
You want to have someone representing
you before you are looking at homes.  

Buyer Agents will review in advance your:
• Financing programs and work with

your lender to determine the best type of
financing programs and keep you within a
comfortable purchase range.

• Timeframes of when you want to
move ideally and when to start with the
process.

• Searching for the homes that contain
your wants and needs and finding the
newest listings as they hit the market.

And once you have found your home,
just a few items amongst others: 

• Prepare, present and negotiate all
offers and agreements on your behalf.

• Negotiate through the agreement
including all inspections, contingencies,
use and occupancy compliance, and
appraisals.

• Verify that your mortgage and terms
are accurate and within your contracted
timeframes.

• Make sure that the agreement is fol-
lowed through to reach closing.

It is always in your best interest to be
proactive in the preparation of your
home purchase. This will be one of the
largest purchases and biggest decisions
you will make, and could have a large
impact on your future. Don’t miss this
important step as it could save you thou-
sands of dollars and much aggravation in
the end. And remember the best part —
it’s often FREE!
Suzanne Kunda is the Broker/Owner of Freestyle
Real Estate with offices in Gilbertsville and Chester
Springs.  610.845.1800; www.FreestyleRE.com

SOLID ADVICE 
FOR BUYING 

YOUR NExT HOME
Why Buyer Representation is SO Important
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SPRING CLEAN
YOUR BUSINESS

(Continued from page 29)
Raise the Roof on Prices. Perhaps 

the most difficult; we fear we’ll lose 
customers if we do. But are we really
charging for all the extra services the 
customer ordered? Have we offered
something new of value that can be
added? Have we looked at our compe-
tition lately, have they already raised
their core prices? It’s easy to say “I
Can’t;” find at least one item where
you can.

New markets, new markets. What
customers are underserved in your
business? Would it be profitable to do
business with them? How would you
reach them? What have you done to
attract them? Businesses that are NOT
growing and changing risk stagnating
and dying. Don’t risk it. The world is
changing, even here on the Route 422
Corridor.

Keep ‘em Satisfied. What new fea-
ture or service will tickle your cus-
tomers and make them happy to do
business with you? What will make
them tell their friends about you? How
are you keeping in touch with prior cus-
tomers who use you infrequently? 

Give yourself a raise. If you diligent-
ly set up improvement projects in the
areas above, you will generate more
cash to your bottom line each year. Pay
yourself first. Are your employees
happy when they don’t get a raise? Of
course not and neither are you. Put a lit-
tle more away for you first. Which leads
me to….

Save it for a Rainy day. Someday,
you’ll want to slow down. Go fishing,
travel, visit your retired friends. The
‘die-at-your-desk’ retirement plan won’t
always be your first choice. Increase
your automatic contributions to your
emergency funds, retirement plans and
wealth accumulation accounts. 

Every year — don’t wait for your
financial advisor to remind you, start
your own spring cleaning. Set up a regu-
larly scheduled meeting that coincides
with the start of your most profitable
time-of-year. Boost your monthly contri-
butions, even if just a little.

Okay, a shameless plug. I help busy
business owners get results like these
every day. We find the time; we get 
creative; we make profits happen. We
keep them. Call me if you want more
profits too.
Merra Lee Moffitt, Certified Financial Planner,
is a Senior Partner at Good Life Financial Group,
Wyomissing.



ROUTE 422 BUSINESS ADVISOR          422business.com and 422bizmag.com 32 MAY 2015 

ADVERTISED SERVICES DIRECTORY ROUTE 422 BUSINESS ADVISOR

DINING GUIDE
ACCOUNTANTS
A. MAZZO ACCOUNTING SERVICES  . . . . . . . . . . . . . . . . . . . . . . .22   
MAILLIE LLP . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .48   
RON RYDER & COMPANY, INC.  . . . . . . . . . . . . . . . . . . . . . . . . . . .12   
AIR CONDITIONING/HEATING/PLUMBING
A. JACKSON ECKER, INC.  . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .24   
ANIMAL HOSPITAL
SANATOGA ANIMAL HOSPITAL  . . . . . . . . . . . . . . . . . . . . . . . . . . .54   
ATTORNEYS
BURACK ENVIRONMENTAL LAW OFFICES  . . . . . . . . . . . . . . . . . .52   
WOLF BALDWIN & ASSOC. PC . . . . . . . . . . . . . . . . . . . . . . . . . . . .11   
AUTOMOTIVE / SERVICE
BOB'S TIRE COMPANY, INC.  . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .22   
EMBODY'S SUNOCO . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .9   
H & F TIRE SERVICE . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .45   
MERCER'S COLLISION CENTER  . . . . . . . . . . . . . . . . . . . . . . . . . . .22   
RED KIEFFER'S AUTO REPAIRS, INC. . . . . . . . . . . . . . . . . . . . . . . . .22   
BANKING / FINANCES
AMERICAN HERITAGE FEDERAL CREDIT UNION  . . . . . . . . . . . . .51   
APEX FEDERAL CREDIT UNION  . . . . . . . . . . . . . . . . . . . . . . . . . . .28   
DIAMOND CREDIT UNION  . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .52   
DISCOVERY FEDERAL CREDIT UNION  . . . . . . . . . . . . . . . . . . . . . .50   
NATIONAL PENN BANK  . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .8   
PENN LIBERTY BANK  . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .17   
VISIONS FEDERAL CREDIT UNION  . . . . . . . . . . . . . . . . . . . . . . . . .12   
BANQUEST/MEETING FACILITY/COUNTRY CLUB
SPRING FORD COUNTRY CLUB  . . . . . . . . . . . . . . . . . . . . . . . . . . .14   
BASEMENT WATERPROOFING
BASEMENT WATERPROOFING SPECIALISTS  . . . . . . . . . . . . . . . . . .7   
BOOKKEEPING/ACCOUNTING
BOOKKEEPING SERVICES, LLC  . . . . . . . . . . . . . . . . . . . . . . . . . . . .22   
KARLENE'S KONSULTING  . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .22   
BUILDING MAINTENANCE/JANITORIAL SERVICE
DE MEDIO'S BUILDING MAINTENANCE  . . . . . . . . . . . . . . . . . . . . .8   
BUSINESS & MARKETING CONSULTANT
INTERLACE COMMUNICATIONS, INC.  . . . . . . . . . . . . . . . . . . . . . .54   
BUSINESS EQUIPMENT
FRASER ADVANCED INFORMATION SYSTEMS  . . . . . . . . . . . . . . .17   
BUSINESS SOLUTIONS
DELOS, INC. . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .58   
JWM DIRECT . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .58   
COACHING/CONSULTING
BEST PRINCIPLED SOLUTIONS  . . . . . . . . . . . . . . . . . . . . . . . . . . . .18   
HR FUTURE GROUP, LLC . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .46   
COMMUNICATIONS / TECHNOLOGY
HEALTHSIGNALS  . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .21   
ROMANIK COMMUNICATIONS, LLC  . . . . . . . . . . . . . . . . . . . . . . .32   
WEITEL  . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .60   
COMPUTERS/IT SERVICES AND SOLUTIONS
PC WORKS  . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .15   
CONSIGNMENT BOUTIQUE
ONCE UPON A TIME . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .23   
CONTRACTOR / REMODELING / ROOFING
HOMEWERKS REMODELING, LLC  . . . . . . . . . . . . . . . . . . . . . . . . .23   
STAUFFER CONSTRUCTION, INC.  . . . . . . . . . . . . . . . . . . . . . . . . . .23   
WOLFE ROOFING & SHEET METAL, INC.  . . . . . . . . . . . . . . . . . . . .27   
CONTRACTOR / WINDOWS AND DOORS
KEYSTONE WINDOW OF PENNSYLVANIA  . . . . . . . . . . . . . . . . . . .22   
COUNTRY CLUB: BELLEWOOD COUNTRY CLUB  . . . . . . . . . .16   
CREDIT CARD PROCESSING SERVICES
MERCHANT SERVICE CONSULTANTS  . . . . . . . . . . . . . . . . . . . . . .23   
DANCE INSTRUCTION
FEET FIRST DANCE  . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .23   
POTTSTOWN DANCE THEATRE . . . . . . . . . . . . . . . . . . . . . . . . . . . .52   
DIGITAL MARKETING AGENCY
DABRIAN MARKETING GROUP  . . . . . . . . . . . . . . . . . . . . . . . . . . .23   
EDUCATION
CHRISTIAN SCIENCE READING ROOM  . . . . . . . . . . . . . . . . . . . . .45   
MONTGOMERY COUNTY COMMUNITY COLLEGE . . . . . . . . . . . .59   
EDUCATION / PRESCHOOL
KINDERCARE LEARNING CENTER  . . . . . . . . . . . . . . . . . . . . . . . . .23   
ENERGY: EXELON NUCLEAR LIMERICK . . . . . . . . . . . . . . . . . . .45   
ENGINEERING SERVICES
BOYER ENGINEERING, LLC . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .24   
EARTH ENGINEERING . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .18   
MCCARTHY ENGINEERING ASSOCIATES . . . . . . . . . . . . . . . . . . . .15   
FINANCIAL SERVICES
FRENCH CREEK FINANCIAL, LLC  . . . . . . . . . . . . . . . . . . . . . . . . . .24   
GOOD LIFE FINANCIAL GROUP  . . . . . . . . . . . . . . . . . . . . . . . . . . .16   
FIRE & SAFETY TRAINING: GRIFFIN TRAINING  . . . . . . . . .24   
FLOORING: CHESMONT CARPET ONE  . . . . . . . . . . . . . . . . . . .48   
FOODSERVICE EQUIPMENT & SUPPLIES
SINGER EQUIPMENT COMPANY  . . . . . . . . . . . . . . . . . . . . . . . . . .51   
FURNITURE & FLOORING
LASTICK FURNITURE . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .8   
HEALTH / HEALTHCARE
POTTSTOWN MEMORIAL MEDICAL CENTER . . . . . . . . . . . . . . . . . .2   
HEALTH SERVICES / REHABILITATION
MANOR CARE HEALTH SERVICES  . . . . . . . . . . . . . . . . . . . . . . . . . .7   
HVAC SERVICE: SHIPLEY ENERGY . . . . . . . . . . . . . . . . . . . . . .46   
INDEPENDENT LIVING / RETIREMENT COMMUNITIES
COUNTRY MEADOWS OF WYOMISSING . . . . . . . . . . . . . . . . . . . .19   
HALLMAN RETIREMENT NEIGHBORHOODS  . . . . . . . . . . . . . . . . .21   
HEARTHSTONE AT AMITY  . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .4   
HEATHERWOOD RETIREMENT COMMUNITY  . . . . . . . . . . . . . . . .19   
HRC MANOR CARE OF POTTSTOWN  . . . . . . . . . . . . . . . . . . . . . .18   
INDUSTRIAL SUPPLY
CLARK INDUSTRIAL SUPPLY, INC. . . . . . . . . . . . . . . . . . . . . . . . . . .52   
INFORMATION RETRIEVAL SERVICES
CUBE INFO SOLUTIONS  . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .17   
INSURANCE / BENEFIT ADVISORS
TBA TRINITY BENEFIT ADVISORS  . . . . . . . . . . . . . . . . . . . . . . . . . .24   
INSURANCE SERVICES
ADVANTAGE INSURANCE  . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .25   
BODY-BORNEMAN INSURANCE  . . . . . . . . . . . . . . . . . . . . . . . . . .25   
VLAHOS DUNN INSURANCE  . . . . . . . . . . . . . . . . . . . . . . . . . . . . .25   

   (Continued on page 34)

Local Realtor
Wants to 
Help Your 
Non-Profit

Organization
Local real estate agent
Teri Eide, of Better
Homes & Gardens
Community Real
Estate, is offering an
easy way to earn
money for your

organization, just by talking to your
friends and family. Teri is offering to
donate $500 to your non-profit organi-
zation as a way of saying “thank you”
for a referral that leads to a completed
real estate transaction. All you have to
do is refer anyone you know who is
thinking of selling or buying real estate,
and Teri will write a check to your
organization at settlement, and hand
deliver it to your organization.

Please call Teri Eide for additional
information at 610.933.1919 (office) or
610.812.6946 (cell).  

Follow us on Linkedin 
at: linkedin.com/company/macnificent-pages-route-422-business-advisor

Like us on Facebook
at: facebook.com/422BusinessAdvisor
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ROUTE 422 BUSINESS ADVISOR

DINING GUIDE

Call 610.323.6253 to place your ad in the Dining Guide!



ADVERTISED SERVICES DIRECTORY
(Continued from page 32)

INTERIOR DECORATING: DECORATING DEN INTERIORS . .23   
LANDSCAPE SUPPLY: BLACK LAB LANDSCAPE . . . . . . . . . .29   
LANDSCAPE SUPPLY / HARDSCAPING
HETRICK GARDENS  . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .54   
LANDSCAPING / GARDENING
MILLER'S GREENHOUSES . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .53   
POTTSTOWN ROLLER MILLS . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .31   
PUGHTOWN AGWAY  . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .24   
LANDSCAPING / PROPERTY MAINTENANCE
CLEAN CUT LAWN SERVICE . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .53   
LAWNMOWER SALES & SERVICE
STEVE'S NORTH END MOWER . . . . . . . . . . . . . . . . . . . . . . . . . . . .30   
LIMOUSINE SERVICE
MICHAEL'S CLASSIC LIMOUSINE . . . . . . . . . . . . . . . . . . . . . . . . . .25   
RHOADS LIMOUSINE SERVICE, INC.  . . . . . . . . . . . . . . . . . . . . . . .17   
WANISH LIMOUSINE  . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .25   
LIVE PARTY MUSIC
THE HIGHBALLS BAND . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .28   
MAINTENANCE/JANITORIAL SERVICES
NATHAN ALTENOR'S JANITORIAL SERVICES, INC. . . . . . . . . . . . . .10   
MARKETING / ADVERTISING
BERKS DIGITAL, INC. . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .12   
KINETIC WEB SOLUTIONS  . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .50   
NAIL SALON
TRE NAIL BAR  . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .50   
NUTRITIONAL FOODS
JANET'S NUTRITIONAL FOODS  . . . . . . . . . . . . . . . . . . . . . . . . . . .25   
OCCUPATIONAL HEALTH SERVICES
ARCPOINT LABS OF LIMERICK . . . . . . . . . . . . . . . . . . . . . . . . . . . .31   
OFFICE EQUIPMENT
OFFICE TECHNOLOGIES  . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .4
OFFICE INTERIORS BY DESIGN
FURNITURE SOUP . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .10   
OFFICE PRODUCTS AND SERVICES
WRIGLEY'S OFFICE PRODUCTS & SERVICES  . . . . . . . . . . . . . . . . .12   
PAYROLL SERVICES / BOOKKEEPING SERVICES
EXPRESS DATA SYSTEMS, INC.  . . . . . . . . . . . . . . . . . . . . . . . . . . . . .9   
PERSONNEL/EMPLOYMENT AGENCY
ALL COUNTY EMPLOYMENT  . . . . . . . . . . . . . . . . . . . . . . . . . . . . .51   
PEST CONTROL
DIRKS PEST MANAGEMENT SPECIALIST  . . . . . . . . . . . . . . . . . . . .11   
PATRIOT PEST SOLUTIONS  . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .60   
PET SITTING SERVICES
HAPPY PAWS PET SITTING . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .25   
LISA'S HOME PET CARE, LLC  . . . . . . . . . . . . . . . . . . . . . . . . . . . . .25   
PROFESSIONAL PHOTOGRAPHY
STYLISH IMAGES PHOTOGRAPHY  . . . . . . . . . . . . . . . . . . . . . . . . .47   
PUBLIC GOLF COURSE
ARROWHEAD PUBLIC GOLF COURSE  . . . . . . . . . . . . . . . . . . . . . .14   
GOLDEN OAKS GOLF CLUB  . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .15   
PUBLISHER: READING EAGLE COMPANY  . . . . . . . . . . . . . . . .48   
REAL ESTATE / FOR SALE/LEASE
BETTER HOME & GARDENS . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .26   
BRODE & BROOKS REALTORS  . . . . . . . . . . . . . . . . . . . . . . . . . . . .26   
CHRIS JAMES HECTOR REALTY  . . . . . . . . . . . . . . . . . . . . . . . . . . .26   
FREESTYLE REAL ESTATE / SUZANNE KUNDA . . . . . . . . . . . . . . . .30   
IRON HORSE REALTY, LLC . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .26   
KELLER WILLIAMS REALTY  . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .26   
PLATINUM FIRST REALTY  . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .14   
RE/MAX OF READING JIM ADAMS  . . . . . . . . . . . . . . . . . . . . . . . .26   
SUNNYBROOK VILLAGE BUSINESS CAMPUS  . . . . . . . . . . . . . . . .31   
ZUBER COMMERCIAL REALTORS . . . . . . . . . . . . . . . . . . . . . . . . . .49   
RECREATION: U.S. HOT AIR BALLOON TEAM  . . . . . . . . . . . . .29   
RENTAL EQUIPMENT: RENTAL WORLD  . . . . . . . . . . . . . . . . .9   
RESTAURANTS
CHOW BISTRO  . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .32   
FUJIYAMA RESTAURANT  . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .32   
GRACIE'S 21ST CENTURY CAFÉ . . . . . . . . . . . . . . . . . . . . . . . . . . .32   
HILLTOP DRIVE IN  . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .33   
LANDIS STORE HOTEL . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .33   
LILY'S GRILL . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .33   
MIKE'S BRICK OVEN PIZZA  . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .33   
SEVEN STARS INN . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .33   
SULOMAN'S DAIRY & ICE CREAM . . . . . . . . . . . . . . . . . . . . . . . . .33   
THE INN AT ST. PETER'S  . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .3   
YE OLD COVENTRY PUB . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .33   
RETAIL/SHOPPING
KING OF PRUSSIA PLAZA & COURT . . . . . . . . . . . . . . . . . . . . . . . .47   
SALON
PLATINUM HAIR SALON & SKIN  . . . . . . . . . . . . . . . . . . . . . . . . . .26   
REFLECTIONS HAIR DESIGNS . . . . . . . . . . . . . . . . . . . . . . . . . . . . .26   
SENIOR HOMECARE
VISITING ANGELS  . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .20   
SECURITY SERVICES/ALARMS
KRIEBEL SECURITY/CZAR STAR  . . . . . . . . . . . . . . . . . . . . . . . . . . .34   
SEPTIC SERVICE: A HONEY DIPPER / J. BREHM, INC.  . . . . . .46   
SIGNS/BANNERS/GRAPHICS
FASTSIGNS  . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .24   
GRABER LETTERIN', INC.  . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .24   
STORAGE FACILITIES: B&S SELF STORAGE  . . . . . . . . . . . . .34   
TAX PREPARATION SERVICES
ADVANTAGE TAX PREPARATION AND SERVICES  . . . . . . . . . . . . .27   
READING TAX SOLUTIONS, LLC  . . . . . . . . . . . . . . . . . . . . . . . . . . .27   
TECHNOLOGY / BUSINESS SOLUTIONS
MIDCORE SOLUTIONS  . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .34   
TECHNOLOGY/COMMUNICATIONS
SCHULTZ TECHNOLOGY  . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .30   
TRANSPORTATION
KLEIN TRANSPORTATION  . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .58   
TRAVEL & AUTOMOTIVE SERVICES: AAA  . . . . . . . . . . .18   
TRAVEL AGENCY: LAND AND 7 SEAS TRAVEL . . . . . . . . . . . .27   
VIDEO PRODUCTION 
JOHN PRINTZ VIDEO PRODUCTION STUDIO  . . . . . . . . . . . . . . . . .58   
PCTV NETWORK . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .59   
VISION CARE: NORTH END VISION CENTER  . . . . . . . . . . . . . . .9   
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The Route 422 Business Advisor (ISSN 1524-1254)
is published monthly, twelve times per year by
MACnificent Pages, P.O. Box 334, Pottstown, 
PA 19464-0334, and is mailed free to qualified
business owners and operators throughout the
Route 422 and Route 100 Business Corridors in
Pennsylvania, USA, and is available in digital 
format at www.422business.com. Copyright ©
2015 by MACnificent Pages. All rights reserved.
Reproduction in any form is forbidden without
written permission of the publisher. Views
expressed in articles published in the Route 422
Business Advisor are the views of authors and
individual contributors and are not to be attrib-
uted 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 information PRIOR to publication.
In ALL cases, including camera-ready ads, the
advertiser assumes complete responsibility for
the accuracy of information presented in ads. In
any case where an error is clearly the fault of the
Route 422 Business Advisor, and which would
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
edition’s deadline. Placing an advertisement in
the Route 422 Business Advisor constitutes
acknowledgment and acceptance of these terms.

POTTSTOWN
YMCA

EXPANDS
MEMBERSHIP

OPTIONS
The Pottstown YMCA, a branch of the

Philadelphia Freedom Valley YMCA, has
just expanded the options to become
engaged in Y activities, programs and
facilities.  Beginning immediately, the Y is
partnering with Keystone First, Health
Partners and Aetna Better Health insur-
ance companies to provide free youth
memberships and adult memberships
with a minimum co-pay.

“The Y as an organization is always
looking for new ways to engage and sup-
port members of the community,” said
Dan Albert, Executive Director. “This is
just one more way that we can do that.”

In addition to the above insurance
types, the Y also offers the Silver Sneakers
and the Silver and Fit program. These
programs provide free memberships to
the Y for seniors. If you would like to
learn more about these insurance-based
membership programs, the Y open doors
policy and the financial assistance pro-
gram please visit the website at www.phi-
laymca.org or stop in and take a tour of
the Y facility at 724 North Adams Street,
Pottstown PA.

The Pottstown YMCA is a non-profit,
501 (C)3 tax-exempt organization with a
focus on youth development, health and
wellness, and social responsibility. 
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It’s as easy as 1-2-3 or ABC – Always Buy Chamber!

2014-2015 
TCACC EXECUTIVE 

COMMITTEE & 
BOARD OF DIRECTORS

ExECUTIVE
COMMITTEE

CHAIRMAN OF THE BOARD
Heather Chandler, President, 

Sealstrip Corporation

CHAIR ELECT
Richard Graver, President, 

The Victory Bank

TREASURER
Baran Schultz, CEO, Schultz Technology

IMMEDIATE PAST CHAIRMAN
Rod Martin, Owner, 

Martin Stone Quarries, Inc.

SOLICITOR
Joseph K. Koury,

O’Donnell, Weiss & Mattei, P.C.

SECRETARY
Eileen Dautrich, President, TCACC

BOARD OF DIRECTORS
Bill Breslawski, Maillie LLP

Ross DeSimone, 
Corporate Psychological Resource Center

Sean Deviney, The Body-Borneman
Companies

Joe Fava, Clothes to Home Dry Cleaning

Dr. Myra Forrest, Foundation for
Pottstown Education

Peter Glennon, SEI

David Kraybill, Pottstown Area Health &
Wellness Foundation

Dave Lewis, Exelon Corporation

Rick Lewis, Lewis Environmental, Inc.

Steady Moono, Montgomery County
Community College

Frank Strunk, National Penn

TCACCMISSION:
As the primary business advocate, the 
TriCounty Area Chamber of Commerce 
provides relevant membership services 
and proactive leadership to 
enhance economic opportunity and 
quality of life within our region.

BUILDING COMMUNITY, CREATING CONNECTIONS, SUPPORTING COMMERCE

CONNECT WITH YOUR TRICOUNTY AREA CHAMBER:
152 E. High St., Suite 360, Pottstown, PA 19464 • TEL: 610.326.2900 • FAX: 610.970.9705 • EMAIL: info@tricountyareachamber.com

Eileen Dautrich, President, eileen@tricountyareachamber.com

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

Jennifer O’Donnell, Member Relations Director, 
jennifer@tricountyareachamber.com

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

Melissa Shainline, Administrative Assistant, melissa@tricountyareachamber.com

Heather Tyrrell, Marketing & Communications Manager, 
heather@tricountyareachamber.com

The Leadership Tri-County 
program runs over a ten-month
period from September through
June. Join the Leadership 
Tri-County Class of 2016, begin-
ning in September 2015! 

The Class of 2016 will be the
15th class held through the 
program. If you or someone 
you know would be interested
in participating in the program,
please contact me at
610.326.2900 for an application. 

Thank you to our sponsor 
of the 2016 Class: 

John Middleton Co.

John Middleton Co. has spon-
sored the Leadership Tri-County
program since the Class of 2012.

Leadership Tri-County Class of 2014

Leadership Tri-County is administered through the TriCounty
Area Chamber of Commerce Foundation, Inc. Since 1993, the 
program has prepared more than 175 community members of the

14 different classes for leadership positions in the tri-county area.
Participants are equipped with the personal skills and understanding of the 
problems, opportunities and resources which exist within the communities of the 
tri-county area so they may be effective in assuming responsible and demanding roles
in the solutions of a spectrum of challenges facing Southeastern Berks, Northern
Chester, and Western Montgomery counties. 

DEVELOPING 
TRI-COUNTY AREA LEADERS

PRESIDENT’S MESSAGE

Each Leadership class is comprised of ten
to fifteen individuals representing: business
and industry, government, the arts, volun-
teer and social organizations, education,
professional groups, labor, hospitals, and
utilities. 

Education:
• The class kicks off with a one and one-

half day retreat in September followed by nine
one-day sessions scheduled monthly. 

Topics Covered Include:

Arts and Culture * Business * Economic
Development/Infrastructure * Education 

* Government * Health/Human Services * Justice 
* Leadership Development

Training:
• Thanks to our Education sponsor (since

2014), Pottstown Area Health & Wellness
Foundation, Members of the Class are able to
participate in BoardCorps™: Bootcamp, The
Nonprofit Center at La Salle University’s
School of Business’ signature immersion into
the roles and responsibilities of nonprofit
boards. This program is presented as a series
of three 2-hour classes on best practices in
board development. 

Team Building / 
Community Service:

• During their participation, the class also
works in groups to complete a project on
behalf of a Chamber Member non-profit.
During the 22 years of the program, over 50
projects have been completed on behalf of
local non-profits. The Class of 2015 has com-
pleted 4 projects on behalf of: Colebrookdale
Railroad Preservation Trust; GVF; Pottstown
Area Police Athletic League; Pottstown
YMCA.

• The class will be presenting their projects
at the June Membership Breakfast on Thursday,
June 11 from 7 – 9 AM at Brookside Country Club
in Pottstown. We hope you can join us as we
celebrate their accomplishments over the past
9 months. Also, don’t forget to check out page
40 for this month’s update on the Leadership 
Tri-County Class of 2015!

• In order to graduate from the program,
individuals from the class must find place-
ment on a local non-profit board. Over 100
local non-profits have benefited from receiv-
ing board-certified individuals to be placed on
their board of directors! 



CHAMBER MEMBERSHIP

ANNIVERSARIES
(ACCORDING TO TCACC RECORDS)

HAPPY ANNIVERSARY to 
the following Members:

37 YEARS
Verizon

29 YEARS
Catagnus Funeral

Home & Cremation
Center, Inc.

Fellowship Farm
Michael G. Marwick,

D.D.S.

25 YEARS
Boyertown Area

Youth Baseball, Ltd.
Reading Fightin Phils

20 YEARS
Thomas L. Zeigler, 

P.E., Inc.

14 YEARS
McCormick
Chiropractic

10 YEARS
JWM Business

Services

5 YEARS
Comcast

Wellness Council of
Boyertown

1 YEAR
Advantage Insurance

Group, LLC
iCreate Café

Office Technologies
Penn American Real

Estate Company
Proximity Café 
Reading Eagle

Company
Reflections Hair

Designs
Tri County Chrysler
Dodge Jeep Ram

WELCOME APPROVED 
NEW MEMBERS!

Congratulations to the businesses listed below. Their applications were
approved by the Board of Directors at their meeting on March 18, 2015. 

Member Renewals
Thank you to the following Members who renewed 

their commitment to make your Chamber a PRIORITY!

Are you Celebrating 25, 50, 75 Years? 
If your Chamber Member company is celebrating a  significant
anniversary then the Chamber needs to know! The Chamber

strives to recognize their Members for their success. 
Contact  Kitty Papp at  610.326.2900 or 

kitty@tricountyareachamber.com.

422 Business Center
AAA East Central

A. D. Moyer Lumber &
Hardware, Inc.

American Heritage
Federal Credit Union

Berks Career and
Technology Center

Berks County 
Abstract Company
Buttercup Beads

Car-Tel Communications
Community Health &

Dental Care
Exelon Nuclear

Family Services of
Montgomery County

Fraser Advanced
Information Systems

Frederick Living
Fulton Bank

Gehringer Mechanical
Gilmore & 

Associates, Inc.
Graber 

Letterin’ Sign Co.
Greater Reading

Economic Partnership
Keystone Window of

Pennsylvania
L&J 

Cleaning Service, Inc.
M&T Bank

Main Line Financial
Advisors, LLC

Milkman Lunch Co. &
Cake Shoppe
Olivet Boys & 

Girls Club – Richard J.
Ricketts Club

Reading Health
Physician Network,

Family Medicine
Ridge Support
Technologies

The Salvation Army
Sanatoga Ridge
Community, Inc. 

Seidel Planning &
Design, Ltd.

Smale’s Printery
U.S. Renal Care

Pottstown Dialysis
United Data Cloud, Inc.

Scott A. Weller
Carpentry & 

Cabinets, Inc., dba
Solar by Weller

Wells Fargo Home
Mortgage

Western Montgomery
Career and 

Technology Center
Whitegate Contracting

Company
Wrigley’s Business

Products and Services
Wyndcroft School
Richard A. Zuber
Insurance Agency

Know a business that would benefit 
from joining the Chamber?
Contact Jennifer with your referrals today! Call 610.326.2900 or email jennifer@tricountyareachamber.com. 
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It’s as easy as 1-2-3 or ABC – Always Buy Chamber!

Interested in joining the Chamber? For more information on 
Membership and how the Chamber can benefit your business, please 

contact Jennifer O’Donnell by calling her at 610.326.2900 or 
emailing her at jennifer@tricountyareachamber.com. 

Refer a business & when 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. 

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!

Dancing Tree Creations Artisans
Gallery and Studio
220 S. Reading Ave.
Boyertown, PA 19512
484.415.0014
dancingtreecreations.com
Artists / Artisans
Dancing Tree Creations Artisans Gallery and
Studio – New Location – They provide one-of-a-
kind, hand-crafted art and fine craft to be
viewed, used or worn. Bringing an eclectic array
of items for you, your home, office and garden
from over 200 local and national Artisans, for
when common just won’t do!

Tompkins Insurance
258 E. High St.
Pottstown, PA 19464
610.327.1192
tompkinsfinancial.com
Insurance Companies
Financial Services – Banking, Insurance and
Wealth Management.
Referred by: Steve Bamford, PAID, Inc. 

MaxOut Strength Studio
70 Buckwalter Rd.
Royersford, PA 19468
610.948.5959
www.maxoutstudio.com
Health Clubs / Fitness Centers / Gyms
MaxOut Strength Studios uses science to produce
never seen before strength training program-
ming and results. MaxOut also offers their unique
Leadership and Mentorship Program as well as
Athletic Based Training for their 14-22 year old
clientele.  Please visit them at www.maxoutstu-
dio.com.

BUSINESS BUILDER
The Chamber recently held a Business Builder on April 8 at Connections on High in Pottstown. April’s
business builder had full attendance with over 24 registered participants! Attendees learned about
the Chamber’s focus of “Building Communities, Creating Connections, and Supporting Commerce.”
Attendees had the opportunity to network and increase their contacts.

THE NEXT BUSINESS BUILDER
• Tuesday, June 16 from 8:30 – 10 AM.
• Kulp Car Rentals, 1828 Swamp Pike,

Gilbertsville, PA 19525
No Charge; Reservations Required. Limited to 20 Participants. 

Business Builders
are sponsored by: 



Register today; connect tomorrow. Visit tricountyareachamber.com or call 610.326.2900.
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BUILDING COMMUNITY, CREATING CONNECTIONS, SUPPORTING COMMERCE

CALENDAR OF

EVENTS
NETWORKING

Fri., May 1 CHAMBER NIGHT AT THE READING FIGHTIN’ PHILS
Gates Open 6 PM Come watch the Fightin Phils’ take on the Portland Sea Dogs
Game Time 7:05 PM Sponsored by: About All Floors; Berks County Abstract Company;

Brandywine Institute of Orthopaedics; Chestnut Knoll; H & H Systems,
Inc.; Kulp Car Rentals; Media Fusion Technologies; Orlando Law Offices,
P.C.; Schultz Technology
Rain Date – Monday, May 18 (Game Time 6:35 PM)

Fri., May 8 LEADERCAST
8 AM - 5 PM New Hanover United Methodist Church, 2211 Swamp Pike,

Gilbertsville, 19525
This Simulcast, broadcast live around the country from Atlanta, GA, will
share the knowledge that an essential behavior for any leader is the act of
bravery. A great lineup of speakers to include Andy Stanley, Navy SEAL
Rorke Denver, Rudy Giuliani, and Malala Yousafzal to name a few, will
focus on this year’s theme “The Brave Ones.” 
$90 per Member; $110 per non-member
Presenting Sponsor: John Middleton Co.
Co-Sponsors: Pottstown Memorial Medical Center; SEI
Lunch Sponsor: Schultz Technology
Breakfast Sponsor: Valley Forge Casino Resort

Tues., May 12 WOW LUNCHEON
11:30 AM – 1:30 PM Brookside Country Club, Prospect and Adams Sts., Pottstown, 19464

Annarose Ingarra-Milch, President of ROI Training & Consulting, LLC
and author of the book “Lunch with Lucille,”will remind you that “you are
your best asset – at any age.” According to the book’s website, “Although
this story is fictional, it is based on Annarose’s mother – a woman with style,
wit, and a strong sense of purpose.” She will pinpoint the “four-diamonds”
and share the message that when practiced will lead to success in both your
professional and personal life.
$26 per Member (prepaid by 5/7); $32 per Member (invoiced and after 5/7);
$35 per non-member
Sponsorship Opportunities Available

Tues., May 19 BUSINESS CARD EXCHANGE
4 – 6 PM Sunnybrook Village, 400 Creekside Dr., Suite 401, Pottstown, 19464

Join fellow Chamber Members for an evening of networking and hors
d’oeuvres.
Members Only; No Charge; Reservations Appreciated
Sponsored by: Sunnybrook Village

Thurs., May 21 CELEBRATING SUCCESS AT THE 2015 ANNUAL DINNER
5 – 9 PM RiverCrest Golf Club & Preserve, 100 Golf Club Dr., Phoenixville, 19460

Two-time Stanley Cup Champion & Broad Street Bully Bill Clement will
share his keys to success as an “EveryDay Leader.” Regardless of our job
titles, we are capable of influencing other people’s attitudes, behaviors,
habits, contributions and decisions…every day. As a result we are all in a
position to manage outcomes.
$95 per Member; $110 per non-member; $850 per Member table of 10
Platinum Sponsors: Exelon; Pottstown Memorial Medical Center
Gold Sponsors: Maillie LLP; Media Fusion Technologies, Inc.; O’Donnell,
Weiss & Mattei, P.C.
Silver Sponsors: Boyertown Oil and Propane Company; Hollenbach
Construction, Inc.; John Middleton Co.; Martin Stone Quarries, Inc.;
National Penn; Pottstown Area Health & Wellness Foundation; Schultz
Technology; Sealstrip Corporation; The Body-Borneman Companies

JUNE SAVE THE DATES
Weds., June 3 WOW LUNCHEON
11:30 AM – 1:30 PM Lords & Ladies Salons, 646 Fagleysville Rd., Perkiomenville, 18074

Join us for networking and lunch at Lords & Ladies Salon at their
Perkiomenville location. Demonstrations and consultations will be given on
hair and skin tips for the upcoming summer months. Register by Friday, 
May 29, to receive a $25 Gift Card for the Salon. If you joined us last year, you
know you will be pampered again!
Members Only; No Charge (thanks to the generosity of our host);
Reservations Appreciated
Sponsored by: Lords & Ladies Salons

Thurs., June 11 MEMBERSHIP BREAKFAST
7 – 9 AM Brookside Country Club, Prospect & Adams Sts., Pottstown, 19464

This breakfast will feature Leadership Tri-County Class of 2015’s project pre-
sentations. Projects were completed on behalf of the Colebrookdale Railroad
Preservation Trust, GVF, Pottstown Area Police Athletic League, and the
Pottstown YMCA.
$26 per Member (prepaid by 6/8); $32 per Member (invoiced or after 6/8); $50
per non-member
Sponsored by: John Middleton Co.
Additional Sponsorship Opportunities Available

Tues., June 16 BUSINESS BUILDER
8:30 – 10 AM Kulp Car Rentals, 1828 Swamp Pike, Gilbertsville, 19525

This event is for prospective and new Members. Grow your network, 
contacts, and learn the best way to maximize your Chamber Membership.
Bring business cards and any informational flyers from your company.
RSVP at your earliest convenience. The event is limited to 20 participants.
No Charge; Reservation Required
Sponsored by: Verizon

Tues., June 23 BUSINESS CARD EXCHANGE
4 – 6 PM Boyertown Museum of Historic Vehicles, 85 S. Walnut St.,

Boyertown, 19512
Boyertown Museum of Historic Vehicles is celebrating 50 years! Join fellow
Chamber Members to celebrate with an evening of networking and hors
d’oeuvres and a tour of their facility.
Members Only; No Charge; Reservations Appreciated
Sponsored by: Boyertown Museum of Historic Vehicles

SAVE THE DATE
Tues., Sept. 8 GOLF OUTING

Brookside Country Club, Prospect & Adams Sts., Pottstown, PA 19464
10:30 AM Registration
11 AM Buffet Lunch
12 PM Shotgun Start
4:30 PM Social Hour & Buffet Dinner

More details to come.
Sponsorship Opportunities Available
Rain Date: Mon., Sept. 14

Call Kitty Papp, 
Special Events Director, for

more information 
or to sponsor an event.

610.326.2900
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BALLOON POP: Help us Celebrate Success
with a BANG! This year’s Annual Dinner will feature a
balloon pop during the closing reception. Attendees
who have purchased a balloon, prior to the Dinner, for
$20 will have the opportunity to pop it and claim the

prize listed inside. Contact Kitty Papp at the Chamber
Office by Wednesday, May 13 to purchase your 

balloon. You will not be able to purchase a balloon the
night of the dinner. 

CELEBRATE SUCCESS STORIES: To continue to “Celebrate
Success” we will be sharing stories from our Members! Check out the
Chamber’s Social Media to see a new post every day up until the Annual Dinner
on May 21! We will also be posting your success stories in an upcoming 
weekly Chamber email as we countdown to this special event.

Everyone has realized at least one business success over the last year. If you
are interested in sharing your success story, please contact us at the Chamber
Office so we can share it on your behalf!



WOW - WOMEN OF THE WORKFORCE 
WOW EVENTS ARE HELD AT A CHAMBER MEMBER VENUE AND FEATURE A SPEAKER OF INTEREST
TO WOMEN IN BUSINESS, PROVIDING A GREAT NETWORKING OPPORTUNITY FOR ALL MEMBERS.

BUSINESS CARD EXCHANGE
March’s Business Card Exchange took place before the Pottstown Home Show,

hosted by NARI-BIE, opened to the public.  The Chamber partnered with 
NARI-BIE to let Chamber Members preview the Home Show. 

Thank you to our host: BIE

Members network 
at The Wyndcroft School
In April, the Chamber hosted a Business Card Exchange at The Wyndcroft

School in Pottstown. Members enjoyed networking and refreshments and toured
the school’s new Performing Arts and Gym space. 

THE NEXT BUSINESS CARD EXCHANGE: 
• Tuesday, May 19, 2015
• 4 to 6 PM
• Sunnybrook Village, 400 Creekside
Drive, Suite 401, Pottstown, PA 19464
Sponsored by: Sunnybrook Village
No Charge; Members Only; Reservations Appreciated

From left to right: Dave Czarnecki, Czarstar / Kriebel Security; Bill Wellen, FASTSIGNS, Deborah
Bertolet and Kendra Cook, Boyertown Museum of Historic Vehicles and Joan Antonelli and
Ron Mickey of Coventry Planners enjoy networking at the April Business Card Exchange.

It’s as easy as 1-2-3 or ABC – Always Buy Chamber!
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THE NEXT WOW LUNCHEON:
• Tuesday, May 12, 2015

• 11:30 AM to 1:30 PM

• Brookside Country Club
850 North Adams Street
Pottstown, PA 19464

Sponsorship Opportunities Available
$26/Member (prepaid by 5/7); $32/Member (after 5/7 or
invoiced); $35/Non-Member 

Invite your mother to the WOW Luncheon for a
post-Mother’s Day celebration! The event will fea-
ture a presentation from Annarose Ingarra-Milch,
President of ROI Training & Consulting, LLC, and

author of the book, “Lunch with Lucille,” which is all about knowing your value. The
book reminds us that “you are your best asset - at any age.” According to the book’s web-
site, “Although the story is fictional, Lucille is based on Annarose’s mother-a woman
with style, wit, and a strong sense of purpose.” Annarose will pinpoint the “four dia-
monds” and share the message that when practiced will lead to success in both your pro-
fessional and personal life.
Register online at tricountyareachamber.com or call 610.326.2900.

Thank you to March’s
WOW Sponsors:

THANK YOU
Thank you to April’s 

Email Sponsor:

Network 
and build 

your business
with fellow

Chamber
Members!

SHOW US YOURS!
Let us know that your decal is posted in your storefront and we will
come by, snap a photo, and share the photo in the Route 422 Business
Advisor and on Facebook and Twitter – call us at 610.326.2900! 
Or snap a photo of your decal posted and email it to Melissa at 
melissa@tricountyareachamber.com. 

ArtFusion 19464, 
254 E. High St., 

Pottstown, PA 19464

T.G.I. Fridays,
Coventry Mall, 
351 Schuylkill
Rd., Pottstown, 
PA 19465

Coventry Corners, 
Coventry Mall, 

351 Schuylkill Rd., Suite B10,
Pottstown, PA 19465

Spring Hollow 
Golf Course, 

3350 Schuylkill Rd.,
Spring City, 

PA 19475

For information on
Membership, call Jennifer

O’Donnell, 610.326.2900, or
visit us on the web at 

tricountyareachamber.com 
to APPLY ONLINE.

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



NEWS RELEASES
Members! You have the option of sharing

news releases on the Chamber’s website
under Member News. This feature has been
made easier and is FREE to use.

This is just another example of how your Chamber
Membership can help you stand out! News releases posted
on the website will also be featured on the Chamber’s
homepage and social media. 

HOW TO SHARE NEWS RELEASES:
• After signing onto Members Only, click on the ‘News

Releases’ tab on the left side module
• Click ‘Add a News Release’
• Enter the title of your news release (headline). News releas-

es appear on the website for one week.
• Enter your message, contact information, etc.
• For the type/category click on the Member News box.
• Click ‘Preview and Save.’

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

Our resume service saves Chamber Members

time and resources who need to fill a position.

With the job openings service the Chamber

saves Members and Non-members time who

are looking to fill a job position.

RESUMES
Resumes the Chamber has received are

announced at Membership Breakfasts and in

the Route 422 Business Advisor.

• Members can review resumes at the

Chamber Office.

This month’s resume includes: Marketing
and Communications

JOB OPENINGS
Chamber Members – it’s easy to post your

Job Openings!

• Login to Members Only and click the
“Jobs” tab on the left side module.

• Click “Add New Job Posting,” fill in
description.

• Preview your posting by clicking “Preview”
on the bottom of the page.

• Click the red “Save & Exit” button at the
bottom to finalize your posting.

Chamber Members with Job Openings:
Diamond Credit Union; Longstreth
Sporting Goods; Pottstown YMCA; YWCA
Tri-County Area

Saving time and resources 
with the Chamber’s Job Posting & Resume Service

SALES TAX EXPANSION

Alex Rahn, Senior Associate of Wanner Associates. To reach Alex, email arahn@wannerassoc.com; or call
717.236.2050.

On March 17, the Chamber hosted a
Worksite Wellness Roundtable at the
Chamber Office where Members could
learn more about the TriCounty Area
Worksite Wellness Initiative. Members who
have graduated from the program shared
their experiences and other Members
attended to offer resources for the program.

The worksite wellness initiative team
usually works with Chamber Members
who have 50 or less employees and guides
them through a six-month pilot program to
establish a worksite wellness program in
their companies. The team conducts health
assessments and provides samples of
healthy activities for your employees.

Sealstrip Corporation was the first
Member to complete the TriCounty
Worksite Wellness Initiative’s six-month

pilot program about a year ago. During the
Economic Development Luncheon last
October, the Chamber recognized Pottstown
Cluster of Religious Communities and
Family Services of Montgomery County for
also completing the six-month pilot pro-
gram. The Victory Bank is participating in
the program and the Chamber Staff will
start their 6 months this May!

Members who were unable to attend the
Roundtable and would like more informa-
tion on the initiative, can contact the
Chamber Office, 610.326.2900 or visit 
tricountyareachamber.com.
The TriCounty Worksite Wellness Initiative is a col-
laboration of the TriCounty Area Chamber of
Commerce, Pottstown Area Health and Wellness
Foundation, Pottstown Memorial Medical Center,
and Independence Blue Cross.

CHAMBER HOSTS WORKSITE
WELLNESS ROUNDTABLE

TriCounty Area Chamber of Commerce Members discuss healthy strategies for the office during the
Chamber’s Worksite Wellness Roundtable on March 17.

Last month Governor Tom Wolf gave his
budget address proposing a raise in the sales
tax from 6 percent to 6.6 percent. Not only
will the sales tax increase, but it will also be
expanding to other professional services.
This expansion would include services such
as child care, nursing homes, and legal serv-
ices just to name a few. It has become a con-
cern that with taxes being put on to these
services that it would discourage people
from using them all together, therefore
bringing in less revenue than is expected.
One could argue that the sales tax expansion
would most harshly hurt the middle class,
the same group of people who put Wolf in
office, in hopes of receiving help from him.

This issue also greatly affects the south-
eastern part of the state. If the expansion is
adopted it might encourage Pennsylvanians
in this region to cross the border and indulge
in tax free shopping in our neighboring 
state Delaware, and therefore hurting
Pennsylvania businesses. The sales tax
expansion is not getting much support from
either side of the aisle, so it will be somewhat
of a miracle if the budget is passed on time.
In other states where professional services
have been taxed the tax has been repelled
very quickly due to its failure. While the
Governor’s intentions are good, this may not
be the best way to help the already strug-
gling middle class.

RIBBON CUTTING

Beacon of Life Chiropractic,
70 Buckwalter Rd., Suite 412, Royersford, PA 19468
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It’s as easy as 1-2-3 or ABC – Always Buy Chamber!

MEET THE LEADERSHIP TRI-COUNTY CLASS OF 2015
Nancy Poinsett, Human Resources Representative of the Borough of Pottstown, has worked in
the tri-county area over 20 years. Nancy completes charity and volunteer work with the United
Way, Adopt-A-Highway, Planet Aid, and the Salvation Army. She is also a member of the
Greater Pottstown Area Society for Human Resource Management. Her hobbies and special
interests include traveling with NHRA drag racing team, boating, music, and jewelry making.
Nancy is a graduate of Phoenixville Area High School, Krissler Business Institute, and Villanova

University. Her personal business philosophy is that success is finding out what doesn’t work. She also has
many business role models.
Currently, Nancy participates in the Chamber by attending the Membership Breakfasts and through the
Leadership Tri-County Program. She feels that the program is important because she is able to improve her
ability, skills, and knowledge to be a better person for her employer and the community.

Leadership Tri-County
Class of 2015 spent a day
visiting businesses in 

the tri-county area during
the April session.

The class started their day 
at cigar manufacturer John
Middleton, an Altria Company,
in Limerick. The class enjoyed a
continental breakfast before
receiving a tour and overview of
the plant from Duffy Wagner,
Director, Cigar Manufacturing.

Gateway Ticketing Systems
in Gilbertsville was the next stop
for the day. Gateway provides
ticketing systems and software
for amusement parks, muse-
ums and other attractions for more than 40 countries. Trish
Szurgot, Marketing Manager, spoke to class members
about the company and gave them a tour of the facility.

Lunch was provided by Sealstrip Corporation at their
next stop. Sealstrip manufactures easy open packaging and
resealable packaging systems. Heather Chandler, Sealstrip
Corporation President, provided an overview and tour of
the facility.

The class returned to Pottstown for a tour at VideoRay.
They learned about the company’s underwater remotely
operated vehicles during an overview from John Vestri,
Operations and Finance Leader (COO & CFO).

At the end of the day, members of several civic organi-
zations presented to the class at the Chamber Office
including Bill Wellen, Membership Development Chair
and V.P. Elect, Rotary Club of Pottstown; Frank Henry,
Treasurer, Tri-County Ambucs and Butsy McElroy, North
Atlantic Region Governor, Soroptimist of Pottstown.

The Leadership Tri-County Class of 2015 left the session
knowing the variety of businesses in the tri-county area.

Sponsor of the 
Leadership Tri-County Class of 2015:

Mission: To sustain 
community participation and
involvement by training and
providing new and emerging
leaders with the expertise to
serve on nonprofit boards.

LEADERSHIP TRI-COUNTY CLASS OF 2015 
LEARNS ABOUT THE BUSINESS COMMUNITY

21

1: The class at Gateway
Ticketing Systems in
Gilbertsville along with
Leadership Tri-County
Director Kitty Papp 

2: The class received an
overview and tour of
Sealstrip Corporation
from Heather Chandler,
Sealstrip Corporation
President (5th from right.)

3: John Vestri, VideoRay
Operations and Finance
Leader (COO & CFO),  gives a tour
of VideoRay in Pottstown.

4: Bill Wellen talked to the group
about the Pottstown Rotary Club.

3

4
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It’s as easy as 1-2-3 or ABC – Always Buy Chamber!

CELEBRATING SUCCESS AT THE 
2015 ANNUAL DINNER: COMING MAY 21ST

THANK YOU TO OUR SILVER SPONSORS 
Hollenbach Construction, Inc. is an
award winning professional
design-build, construction man-
agement and general contracting

organization headquartered in Boyertown, PA.  The
company was founded on April 1, 1968 by William
“Bill” Hollenbach and has grown from a modest con-
struction division into a recognized regional leader in
commercial construction projects in the senior living,
health care, office, retail, industrial and other vertical
markets.  Tim Little, President and Stephanie
Hollenbach, Secretary/Treasurer are the current own-
ers of the company.

The use of construction management and design
build services has enabled the Hollenbach organization
to provide our clients a “partnering” relationship built
on trust, teamwork, commitment and enhanced com-
munication. Our “partnering” philosophy is a practical
approach to strive for continuous excellence through a
win/win relationship. Partnering establishes working
relationships between owner, contractor and designer,
facilitating the successful completion of a project in a
cost efficient manner. Our success with construction
management and design build services has produced
satisfied customers and many repeat clients.

One of Hollenbach’s “signature projects” completed
in August, 2014 is Gateway Ticketing Systems’ new
global headquarters building that is located along
County Line Road in Colebrookdale Township. The
project is a great example of the successful use of a col-
laborative effort with a design-build project delivery
system.  Hollenbach Construction led the Design-Build
team which consisted of Hollenbach Construction,
Muhlenberg Greene Architects and Ludgate
Engineering.

Our mission is to develop and deliver strategic client-
focused solutions to meet facility needs and to go
“ONE STEP BEYOND” for our clients!  Please contact
Glenn Ebersole, P.E., Strategic Vice President, Business
Development/Marketing by email at gebersole@
hollenbach.com or by calling 610-367-4200 to discuss
how Hollenbach Construction can assist you in meet-
ing your commercial construction needs.

John Middleton, an Altria Company, is 
Proud to Call Pennsylvania Home

Middleton is a lead-
ing manufacturer
and marketer of

cigars and pipe tobacco in the United States and has
roots that date back to its origin as a retail store in
Philadelphia in 1856.

Today, Middleton operates manufacturing facilities in
King of Prussia and Limerick. Middleton’s Black & Mild
five-cigar pack is one of the best-selling cigar packages
in the United States.

Middleton’s brands in the pipe tobacco category
include Prince Albert, Carter Hall, Middleton’s and
Kentucky Club.

Middleton is proud to partner with the TriCounty
Chamber Foundation’s “Leadership Tri-County” pro-
gram, which equips new and emerging community
leaders for nonprofit board service.

Middleton is also a member of the Founders Club for
the Pennsylvania Free Enterprise Week, which is a pro-
gram that creates an educational experience in which
Pennsylvania youth work in diverse teams for a week
to learn about private enterprise and what it means to
our democracy.

Middleton is one piece of a broader presence in
Pennsylvania. In 2007, Altria Group, the parent com-
pany of Philip Morris USA, U.S. Smokeless Tobacco
Company, Nu Mark and Ste. Michelle

Wine Estates, acquired Middleton as a part of its
strategy to expand its U.S. tobacco business holding
beyond cigarettes. Middleton now operates as a whol-
ly-owned subsidiary of Altria.

Middleton employs approximately 515 people in
Pennsylvania with the vast majority in the tri-county
area. The average tenure of Middleton employees is 11
years. About 390 retirees of Altria’s companies reside
in Pennsylvania and contribute to the state’s economic
base.

Altria and its operating companies actively support
programs that strengthen and enrich the communities
where its employees live and work. In 2014, the Altria
Companies Employee

Community Fund, which includes Middleton
employees, donated $220,000 to organizations based
in greater Philadelphia.

Altria’s tobacco companies receive tobacco through
third-party receiving station in New Holland, Pa.

In addition, approximately two billion dollars related
to Altria’s companies flow through Pennsylvania every
year in the form of taxes, small business revenue, dona-
tions and income for thousands of Pennsylvanians.

Taxes paid by Altria and its companies, as well as
taxes on tobacco sales, represented 5 percent of
Pennsylvania’s total tax revenue in 2014.

John Middleton Company is proud to call
Pennsylvania home and looks forward to continuing to
build on a long-standing history of success in the
Keystone State.

Martin Stone Quarries, Inc.

Old Route 100, P.O. Box 297

Bechtelsville, PA  19505

Phone: 610.367.2011 / www.martinstone.com

Martin Stone Quarries, Inc. is dedicated to the pro-
duction of high quality stone products for both com-
mercial and non-commercial use.  Martin Stone
Quarries products come from two distinct Bechtelsville
locations.  Each location manufactures stone products
with different color characteristics.  Producing over 1.5
million tons of products each year, the well trained staff
and state-of-the-art equipment insure production that
is sufficient to meet the demands of an upward 
market created by the ever growing population in the
Tri-County area.

Founded in 1953 by Dorothy and Henry Martin,
Martin Stone Quarries, Inc. is currently operated by
third generation family members.  Company owners
have always been dedicated to their community.
Currently they divide their focus between corporate
affairs and the future of their community.  They are
active at both state and federal levels, working toward
commitment of funds to repair our highway and
bridge infrastructure.  They are long time sponsors of
local community programs such as Bears baseball and
Shop-with-a-Cop and commit their time and money
to the local groups including the YMCA and local
ambulance groups.  The owners of Martin Stone
Quarries, Inc. are proud to support their community
and are looking forward to a bright future for the com-
munity and for the next generation of family owners.

(Continued on page 42)



tricountyareachamber.com    MAY 2015 ROUTE 422 BUSINESS ADVISOR          422business.com and 422bizmag.com 42

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

SUMMER INTERNSHIPS AVAILABLE
Are you or someone you know looking for 

course credit and business experience?
The Chamber is currently accepting resumes for internships from students who are looking to gain

business experience. An internship at the Chamber is a great way to increase personal and profession-
al knowledge and understanding about the business environment by completing daily marketing and
communications oriented tasks. 

Internships are unpaid, but we will work with the student’s school evaluations if they are receiving
course credit. A previous intern at the Chamber says, “You can be taught essential skills in the class-
room, but an internship is what really allows you to showcase your talents and use them to help your
community.”
If you know a student who is interested in working an internship at the Chamber, please have
them contact Eileen Dautrich and email their resume to eileen@tricountyareachamber.com.

MEET THE AMBASSADOR

RYAN FRAZIER, MARKET MANAGER FOR
CITADEL FEDERAL CREDIT UNION

Ryan Frazier has worked in the tri-county area for four years. His special inter-
ests include fishing, skiing, and baseball. 

Ryan holds a Bachelor of Arts Degree in Economics from the University of North Texas. 

Ryan’s areas of involvement within the TriCounty Area Chamber of Commerce include
being a Chamber Ambassador, and he also serves as a Board Member for the YMCA. He
believes it is important to volunteer for the TriCounty Area Chamber of Commerce because
it builds the community and helps to create jobs.

TRICOUNTY TALKS

Meet our Chamber Networkers! 
GLENN EBERSOLE, STRATEGIC VICE PRESIDENT,
BUSINESS DEVELOPMENT / MARKETING, OF
HOLLENBACH CONSTRUCTION, INC.

SPECIAL INTERESTS / HOBBIES: Visual & performing arts, golf, reading, and serv-
ing on various boards of non-profit organizations. 

GLENN’S PERSONAL NETWORKING TIP: “Always have something of value to
share with new people you meet and always be respectful in your follow-up with new
contacts.”

Q: Why did you join the TriCounty Area Chamber of Commerce?
A: To support the local business community, to participate with other businesses to

promote business opportunities and growth, and for advocacy and networking. 
Q: Do you remember your first Chamber event? What was it like?
A: Yes, it was a Business Card Exchange / Mixer held at the Boyertown Museum of

Historic Vehicles. It was very interesting with the antique vehicles on display and I was
made to feel very welcome. 

Q: How does the Chamber make doing business easier for you?
A: The Chamber provides businesses with an advocate and unified voice of support

for a business-friendly environment.
Q: What would you say to someone who is looking to join the TriCounty

Area Chamber of Commerce?
A: What are you waiting for? Just say “YES!” Help us make a difference in the tri-

county area.
Visit tricountyareachamber.com to see Glenn’s video testimonial. 

Click on the banner displayed on the homepage. Other video testimonials 
are available under Chamber News, Chamber Rewind, TV & Video.

CELEBRATING SUCCESS AT THE 
2015 ANNUAL DINNER: COMING MAY 21ST

THANK YOU TO OUR SILVER SPONSORS 
(Continued from page 41)

National Penn Bancshares,
Inc., with approximately
$9.8 billion in assets, is a

bank holding company headquartered in Allentown,
Pennsylvania.  National Penn Bank operates 127
branch offices throughout Pennsylvania, New Jersey
and Maryland.

Staying competitive in every economic climate is the
biggest challenge for companies of all sizes. National
Penn gives you choices that help you go beyond those
challenges, to help you succeed in an environment
that’s always on, open for business and ready for the
next transaction. That’s because National Penn’s prod-
ucts, technology and business services meet or exceed
those of much larger financial institutions.

In addition to traditional banking services such as
checking, savings and cash management, we offer
convenient access with ways to bank including online
banking, bill payment, remote deposit capture and
more. Payroll processing and deposit services save time
for you and your employees. Credit card and check
card programs extend your company’s purchasing
power, while merchant credit and debit card process-
ing services gives your customers convenient payment
options. All of our business services are designed with
convenience in mind.

National Penn’s small business advisors can help you
more effectively manage your cash flow, improve your
operational efficiency and maximize your money. To
learn more, visit www.nationalpenn.com, stop by any
branch office or call us at 1.800.822.3321. 

A healthier lifestyle
begins with inspiration
and opportunities.

At the Pottstown Area
Health & Wellness Foundation, we provide opportuni-
ties for our community to enthusiastically embrace a
healthier lifestyle.

The Pottstown Area Health & Wellness Foundation is
a non-profit, community organization created with the
mission to enhance the health and wellness of area
residents, providing education, funding and programs
that motivate people to adopt healthy lifestyles. The
Foundation serves the residents of Pottstown Borough
and those within a 10-mile radius.

By helping area residents enthusiastically embrace a
healthier lifestyle, we are creating a more dynamic and
more vibrant community in which to live.

Visit www.pottstownfoundation.org for more infor-
mation about the Foundation. Discover Pottstown
area’s online community at www.missionhealthyliv-
ing.org to learn and share great information on how
to lead a healthier life. You can also follow Mission
Healthy Living on Facebook, Twitter, and Pinterest.

Schultz Technology
Refreshes and Simplifies
Brand Identity

Welcome to the new
Schultz Technology! For the past 12 years, Schultz
Technology, operating as Schultz Technology Solutions,
has served as a one-stop shop for both residential and
commercial information technology needs. CEO Baran
Schultz and his superlative staff are tremendously
grateful for the clients and increasing opportunities
that have helped the company grow. They are also for-
tunate to be able to call their clients friends. 

The company is evolving, and as such, has refreshed
and simplified their brand identity to “Schultz

Technology.” This new look signifies a renewed 
commitment to the business and to exceeding clients’
expectations. The company’s primary goal remains to
add value to current offerings by providing new, inno-
vative options including training and consulting. 

Schultz Technology continues to provide expertise in:
Computer Network Design and Support; Email
Hosting; Phone Systems (IP, Digital, Analog); CCTV, IP
Security Cameras; Access Control; Fire Systems;
Security Systems; Voice and Data Cabling; Home
Theaters; Smart House Technology; and Offsite Data
Storage.

Baran Schultz explains that much of the inspiration
for the new brand comes from his company’s service-
minded mission and commitment to client relation-
ships. That idea was also the inspiration for the com-
pany’s new tagline, “I.T.’s Best Friend.” As a trusted
and reliable source for all of your technology needs,
the staff at Schultz Technology often think of them-
selves as an extension of your internal team. 

“These exciting changes would not be possible with-
out our clients,” Baran Schultz said. “Thank you, on
behalf of everyone at Schultz Technology, for your con-
tinued support and endorsement. We look forward to
continuing all you have come to expect from Schultz
Technology and more.” 

Beyond being able to handle just about anything
related to technology, and never saying “no,” Baran
Schultz attributes the growth of his business to setting
the highest standards of customer service as a priority
for himself and his skilled staff. “There are other com-
panies out there who do the things we do, but what
sets us apart is our attention to customer service. We
always answer our phones. If it’s after hours, someone
will return your call within 10-15 minutes. We pride
ourselves on making sure that our customers will get a
call back and quick response and resolution,” he said.

For additional information about Schultz Technology,
please contact Baran Schultz at baran@schultztechnol-
ogy.com or 877.435.6204, and visit www.schultztech-
nology.com. 

With over 40 years of engi-
neering innovative solutions,
Sealstrip Corporation pro-
vides flexible packagers with

the resealable and easy open packaging solutions that
are essential to compete in today’s consumer market.
The company designs and manufactures applicators
that retrofit to customers’ existing wrapping machin-
ery. Sealstrip also manufactures the pressure-sensitive
tapes used to form the easy open and resealable 
features on flexible packages. Although Sealstrip 
distributes worldwide, products are designed and
made in the USA.

Customer loyalty and longterm relationships are 
nurtured by Sealstrip’s dedicated team members,
whether it’s through quality customer service, attentive
service technicians, or committed engineers. Sealstrip
keeps the human element in focus in the manufactur-
ing industry.

As a certified Women’s Business Enterprise, Sealstrip
Corportation is owned and managed predominantly
by women. The company has recurrently been one of
Pennsylvania’s Best Place to Work and holds strong 
values of family, teamwork, integrity, individual devel-
opment, innovation and excellence. The community-
oriented Sealstrip Corporation maintains a sense of
enterprise and healthy business ambition while
remaining connected to its roots.

Please visit us at Sealstrip.com!

BANKING | INSURANCE | INVESTMENTS | TRUST
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PennDOT is rehabilitating the Pickering
Dam Bridge on Route 23.  Construction began
on Monday, April 20th and will have serious
impacts on travel.  Route 23 is a heavily 
traveled road during rush hour.  The bridge
carries approximately 19,165 vehicles per day.
Route 23 (Valley Forge Road) will be closed
and detoured between Moorehall Drive and
McAvoy Lane. Traffic is being detoured to US
422.  See map below for detour route.

Heading East: From Route
23 East turn left on Bridge Street
in Phoenixville.  Continue on
Bridge Street which turns into
Route 29.  Turn right onto Egypt
Road and follow Egypt Road to
the Oaks interchange at Route
422.  Continue on 422 South.

Heading West: Follow US
422 North to the Oaks inter-
change.  Take Egypt Road West
toward Phoenixville.  At Route
29 turn left and continue onto
Bridge Street.  Follow Bridge
Street to Route 23. 

Note: Trucks are to use the Royersford
Interchange at US 422.

Construction is expected to be completed
by late 2015.

Please consider alternative transportation
options during construction. Visit www.wearet-
dm.com to find information on public transit,
biking, carpooling and working from home.

Also, follow PennDOT on Twitter at
www.twitter.com/511PAAPhilly. 

For construction related questions contact:
Charles Metzger: Community Relations Coordinator,
PA Department of Transportation Engineering District 6

Phone: 610-205-6801  Fax: 610-205-6905

cmetzger@pa.gov | www.state.pa.us

For questions related to travel options and
transportation demand management contact:
Kyle Guie: Greater Valley Forge TMA Planning Director

Phone: 610-354-8899 kguie@gvftma.com

PICKERING DAM BRIDGE CLOSURE
IMPACTS ROUTE 422

MARKETING WITH THE CHAMBER

A BRIEF HIATUS
By Heather Tyrrell

For a couple of months, 
I will be taking a brief hiatus
from my Marketing with the
Chamber article. Instead of
focusing on marketing and

communications, I will be at home on mater-
nity leave. I will be having my second child
this month and will be home taking care of
him along with my 2-year-old son, Logan.

During my maternity leave, feel free to
reach out to our Chamber staff members to
talk about the many ways you can market
your company or organization.

There are great benefits to marketing with
the Chamber. Just to remind you, with most of
our sponsorships:

• Your company is included in articles for
the Route 422 Business Advisor

• Your company’s name is included in
Chamber emails

• Your company is mentioned in pre- and
post- news releases

• Your company is mentioned in our social
media posts

Sponsorships range from $75 with
Coffee and Email Sponsorships and go up
to $5,000 with exclusive event sponsorships.
The Chamber offers sponsorships to fit
every budget. Contact Kitty Papp at
610.326.2900 or kitty@tricountyareacham-
ber.com to set up a meeting to discuss the
many sponsorship opportunities available
for your company. 

Don’t miss out on these easy ways to mar-
ket your company! 

I look forward to telling you about market-
ing opportunities when I return from leave. In
the meantime, please check out the list of
sponsorship opportunities to the right that
you may want to take advantage of.or 

Want to get word out about your busi-
ness? Sponsoring with the Chamber may
be the right opportunity for you! Please
check out a sample of some of our avail-
able sponsorships for 2015-2016. There are
many more sponsorship opportunities
available! Don’t hesitate to contact Kitty
Papp, our Special Events Director, to
schedule an appointment to discuss spon-
sorship opportunities for your business.
Ongoing Event Sponsorships

• Business Card Exchange - $300 per Business
Card Exchange

° Benefits: Members visit your company, your
company name used in all event promotions

• Membership Breakfast - $300 per sponsorship,
per breakfast *3 sponsorship opportunities
available per breakfast

° Held 5 times a year

° Benefits – 3 minutes to speak, 2 tickets to
event, ability to place giveaways on tables,
display table at the event, and company
name and logo used in all event promotions

• Women of the Workforce - $150 per sponsor-
ship, per event *2 sponsorships available per
event

° Held 5 times a year 

° Benefits – 3 minutes to speak, 1 ticket to
event, ability to place giveaways on tables,
display table at the event, and company
name and logo used in all event promotions

Marketing Opportunities
• Coffee Sponsor - $75 per month *limited to

one sponsor a month

° Benefits: Your promotional materials are
placed on the coffee stations and in the
lobby for one month. Chamber staff will
announce your company as the Coffee
Station Sponsor at all meetings/events that
take place in the Chamber’s boardroom.

• Email Sponsor - $75 per month (2 emails);
$100 per month (4 emails) *limited to one
sponsor a month

° Benefits: Included in 2 (or 4) separate emails
in one month with company logo, 75-word
teaser, and a link to your website located in
the top half of the email. 

• Newsmagazine Insert - $175 per month *limit-
ed to 4 sponsors per month

° Benefits: Your flyers are distributed to over
750 Chamber Members in the news-
magazine at a cost that is lower than doing
your own direct mail piece via first class mail. 

Website Sponsorship Opportunities
When someone is searching for you on the

online Business Directory, are they finding enough
information? Check out the sponsorship packages
the Chamber offers that can help your company
stand out on the online directory.

• Basic Package: Free - Company Name; Address;
Phone/Fax Number; Email link; Basic Package
comes with your Chamber Membership

• Bronze: $50 per year – All of the above plus:
Website/Facebook/LinkedIn link

• Silver: $75 per year – All of the above plus:
200 Character Business Description; Map link

• Gold: $125 per year – All of the above plus:
Logo/Image; 5 Bulleted highlights; 1,600 char-
acter  business description

• Platinum: $200 per year – All of the above
plus: Banner that appears on your category list-
ing; featured placement, highlighted box

Golf Outing Sponsorship Preview
The Chamber’s Golf Outing is currently sched-

uled for Tuesday, September 8, 2015 at Brookside
Country Club. The outing will feature the same
contests, prizes, and networking in a relaxed set-
ting. There are a variety of sponsorships available
for the golf outing and your sponsorship will be
promoted in many ways. Rain Date Monday,
September 14.
Presenting Sponsor - $3,000 exclusive
Putt for Cash Sponsor - $2,000 exclusive
Dinner Sponsor - $1,500 exclusive
Golf Cart Sponsor - $1,000 exclusive
Goodie Bag Sponsor - $1,000 exclusive
Lunch Sponsor - $1,000 exclusive
Trophy Sponsor - $850 exclusive
On Course Snack & Beverage Sponsor - $750
Hole Sponsor - $150 limited to 36; not exclusive

Check out a few of the many benefits of spon-
soring the Golf Outing

The Presenting, Putt for Cash, and Dinner
Sponsorships all include: 

• A banner with the business’ name
• Promotion on the event flyer
• Complimentary dinner tickets
• Logo on the program
• Logo in the Route 422 Business Advisor
• Acknowledgement at the September

Membership Breakfast
Remaining Sponsorships include:
• Company name used in all event promotions
• Listing in the program
• Listing in the Route 422 Business Advisor
• Acknowledgement at the September

Membership Breakfast
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Thanks to the April Membership Breakfast sponsors:

The following new Members were recognized at the Membership Breakfast: from left,
Tracy McKay, Artemis Design, Inc.; Ron Church, French Creek Financial LLC; Jose Acosta,
Midcore Solutions; Bob Basca, Nelson’s Creamery LLC and Walt Rossetti, Pixel OutDoor

The following new Members were recognized at the Membership Breakfast: Kurt Given,
ARCpoint Labs of Limerick; Paula Barrett and Stephanie Kane, Reinsel Kuntz Lesher LLP
and Amelia Hager and Catharine Lewandowski, Spring Hollow Golf Course.

From left, TCACC President Eileen Dautrich; Peter Barbey, Reading Eagle Company;
Joseph Koury, O’Donnell, Weiss, and Mattei, P.C.; Rob Henry, GVF and Matt Edmond,
Montgomery County Planning Commission

TRANSPORTATIONMEMBERSHIPBREAKFAST
Chamber Members received a
transportation update on Route 422
and learned about ways to reduce
traffic congestion during the April
Membership Breakfast held at
Spring Hollow Golf Course.

The Chamber welcomed Matt Edmond,
Principal Transportation Planner, Montgomery
County Planning Commission and Rob Henry,
Executive Director, GVF, a Transportation
Management Association, who provided a presen-
tation on “The Road Untraveled.” 

Edmond provided an update on Route 422 con-
struction projects for Pottstown and Valley Forge.
The projects have been delayed for many years and
total $550 million of investment.
He detailed three major projects for Pottstown:
• One of the projects is replacing a bridge that is the

eastern crossing of the Schuylkill River and recon-
struction of the Armand Hammer interchange.
The $73 million project will take six years to com-
plete and will feature an extension of the
Schuylkill River Trail that will cross the bridge.
“It is going to take a while to do because these
bridges are big and handle a lot of cars every
day,” he said. “Route 422 in the Pottstown area
gets 50,000 cars a day.” The Pottstown bypass is
the oldest part of Route 422, he said.

• The western bridge of the Schuylkill River in
Stowe is also being replaced starting this year. The
$36 million project is projected to be completed in
2018. 

• Another $36 million project that is scheduled to
begin in 2015 is the new Stowe interchange that
features realignment of the road to eliminate the
various s-curves that are in place now and creat-
ing a diamond shaped interchange. It is expected
to be finished in 2016.
“When the (roads) are under construction, traffic

can be a nightmare, but just remember that eventu-
ally these things will get fixed and there will be a lot
of improvement,” Edmond said. “There is some
pain, but there’s a lot coming down the pike.”

Edmond also spoke about several projects in store
for the Valley Forge area:
• The $17 million Trooper Road Exchange project at

Route 363 will allow traffic to travel east to King
of Prussia and west to Phoenixville and
Pottstown. The project is expected to be complet-
ed by the end of 2015.

• Sullivan’s Bridge, a trail bridge, will be replaced
and a connection of the Schuylkill River Trail to
Valley Forge National Park. The $9.2 million proj-
ect is scheduled to be completed in 2016.

• The Route 422 bridge in Valley Forge will also be
replaced with two new four-lane bridges and will
reconfigure the Route 23 ramps. The $150 million
project will solve the ramps backing up with 
traffic to Route 422. This part of Route 422 sees
about 110,000 cars a day which is just as much as
the Ben Franklin Bridge or Walt Whitman Bridge.
Henry said although the projects are good news

for Route 422, there is even more improvement
needed. In the United States, there is a
Transportation Trust Fund “that is set to go broke
next month,” he said. 

GVF works with local and federal officials on
transportation policy. GVF has partnerships includ-
ing the Route 422 Coalition. The organization also
manages shuttles for companies and one for
Montgomery County Community College which
transports students between the Pottstown and Blue
Bell campuses.

Route 422 is so heavily congested so GVF worked
with the Department of Transportation, Temple
University and CFA Consultants on a “TDM
Implementation” study to come up with solutions
to traffic congestion.

The short-term solutions are to continue the
partnerships with officials to manage traffic con-
gestion, encourage car pooling and companies to
allow their employees to work from home.
Another strategy was to encourage people to use
the trail system to reduce congestion. The medi-
um-term strategies are to expand the sub-regional
initiatives in Phoenixville and Pottstown and
improve public transportation. Long-term strate-
gies are to establish statewide transportation 
planning and regional land use planning. 



Science and Health with Key to the
Scriptures by Mary Baker Eddy is avail-
able to borrow or purchase at the
Christian Science Reading Room. locat-
ed at 109½ East High Street next to
Nationwide Insurance in Pottstown.
The Christian Science Monitor Weekly
Magazine is also for sale there, and sam-
ple C. S. Monitors are available free in a
newspaper box outside.  It is also avail-
able daily on CSMonitor.com.

If you like sharing ideas for personal
and spiritual growth and the practical
use of prayer in daily life, you will enjoy
visiting the Christian Science Reading
Room. There are Bibles (including Large
Print) and reference books, children’s
books and music, Weekly Bible Lessons
and Music C.D.’s. Some items are avail-

able in Spanish and several other lan-
guages. To explore the avenues available
for spiritual growth and healing, also go
to christianscience.com. 

There is a weekly Testimony Meeting
held in the Reading Room on the first
Wednesday each month. All are wel-
come to attend at 7:30 – 8:30 pm. There
are readings from the KJV of the Bible
and from Science and Health with Key to
the Scriptures by Mary Baker Eddy. There
are testimonies and singing of hymns.

Hours of operation are Noon to 4:00
pm on Monday, Wednesday, and
Thursday. Please call for update on
hours or for an appointment on a differ-
ent day. Reading Room 610.323.7388.
Alternate number: 610.287.7781. 
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Healing Book Available at 
Christian Science Reading Room —

A Bookstore for Thinkers!
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TALENT ACQUISITION –
MEASURABLY 
BETTER HIRES

HUMAN CAPITAL MANAGEMENT
By William Kreider, CEO of HR FUTURE GROUP

The small/mid-size business community has a 
unique opportunity to enhance all aspects of our workforce, 
the quality of our products and services and ultimately the 
success of organizations.

How? Listen to a few of the most suc-
cessful business leaders, with very differ-
ent personalities, yet very similar
approaches to the hiring process. While
these worldwide leaders continue to pro-
vide universal advice in business, organi-
zations seem to ignore their statements —
and I am not sure why. 

The first, although not my ideal exam-
ple of a sensitive, caring, philosophical
thinker (I saw the movie), is Mark
Zuckerberg, chairman and CEO of
Facebook with a net worth of $36.5 billion.
Note that I didn’t say he wasn’t really,
really smart. Zuckerberg used his busi-
ness genius, when he said, during the
Mobile World Congress in Barcelona, “I
will only hire someone to work directly
for me if I would work for that person.” It
could be that maybe in corporate America
executives ignore such advice due to
threat to the ego. Moreover, for those who
have lived and worked in the corporate
America environment, that “ego prob-
lem” is not very unusual. Nevertheless, I
don’t believe that the fear of ego is much
of a problem in our business circles. I do
believe, if we focused our hiring process
mindset to encompass the thought
Zuckerberg practices just one time going
forward, we could make a big difference
with people and business outcomes. 

Another leader with a more grounded
and global sense of his responsibilities as
one of the richest men on the planet is the
founder of Microsoft, Bill Gates. The
answer, if you’re interested, is about $80
billion dollars of net worth. In 2013, he
wrote an op-ed for the Wall Street Journal,
called “My Plan to Fix the World’s
Biggest Problems.” His advice transcends
all business processes and could improve
the quality of hires and retention. 

Gates’ solution is simple: Define the
problem, develop measurable solutions,
and use metrics to track improvements.
He says that while times have changed
for most business functions, it seems that
some HR and recruiting departments are
stuck in a time warp. HR continues to
post boring sounding jobs, hoping to find
exceptional people willing to do the 
less-than-exceptional job appearing on an
Internet job board. Presentation is still
more important than performance.
Techies still overvalue experience and
technical skills. We preclude people who
have great ability, but without the 
so-called “proper” background or 
requisite years of experience to be consid-
ered. In our mandate to hire as cheaply as
possible, we downplay the needs of those
being hired.  

(See “Positive Leadership” on page 48)
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POSITIVE LEADERSHIP
(Continued from page 46)

It is disconcerting that some HR
departments still rely on hiring practices
that are 50 years old, and still believe that
a 62 percent interviewing accuracy rate
(retention for at least 2 years with excel-
lent evaluations, according to Research
Gate) is acceptable. HR and recruiting
have the opportunity to earn valuable
process improvement should organiza-
tions begin to measure and manage the
following: 

1. Instead of experience-based job
descriptions, define the position in terms
of six to eight measurable performance
objectives. 

2. Measure the hiring manager’s abili-
ty to attract, develop, and retain top peo-
ple. If talent is your top priority, this
should be every hiring manager’s num-
ber one performance objective. 

3. Do not interview more than four
people for any job. If you need to see
more than four people, something is
wrong. Figure out what that is — the job
description, upfront screening, or inaccu-
rate assessment process— before moving
forward. 

4. Define quality of hire before the can-
didate is hired. Be sure to define success
as B+ level performance for each of the
performance objectives listed in the per-
formance - based job description (point 1). 

Perhaps the reason HR and recruiting
lack a “measure and improve every-
thing” attitude is�because their perform-
ance never depends on it, according to
Jennifer Beck, consultant and CEO. 

As Gates suggests, this might be a good
place to start. By analyzing and under-
standing your data and the various ways it
should be measured, you can translate the
data into actionable outcomes, yielding
stronger business results.  
William Kreider is the founder and CEO of HR
Future Group, a firm that offers a full service suite
of human capital management services for small
businesses. From Transformational HR
Outsourcing, Compensation, Leadership Coaching,
Talent Acquisition and other HCM consulting serv-
ices to Cloud-based Payroll, HRIS, Time &
Attendance, and Benefit Administration, HR
Future can assist your business. Mr. Kreider has
significant executive experience in all areas within
the HR profession in a variety of industries. For
more information, please email him at
bill@hrfuturegroup.com or call 610.584.2467.
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By Doris Wertman,
Visiting Angles

When we first opened
our business in Pottstown,
we really didn’t know
anyone, and we cer-
tainly were not

familiar with the area.  We
reached out to Pottstown Rotary
Club for guidance, knowing
that the group would be a great
source of seasoned professionals.
What a wonderful surprise to dis-
cover that Rotary is so much more!  

How exciting to belong to an organiza-
tion that reaches out to be a part of so
many wonderful causes, locally as well as
nationally and internationally. 

I have been fortunate enough to view
videos of the millions of innocent children
whose lives have been altered in extraor-
dinary ways by brilliant and selfless 
doctors who have given of their time 
and their talent to perform cleft palette

surgeries — Not to mention that the
Rotary Foundation provides millions of
dollars for scholarships and humanitarian
projects worldwide.

Locally we all have the opportunity to
roll up our sleeves to get involved and

see what a difference we can all
make in our own backyard with
projects such as beautifying the
landscapes, or raising funds via
“The Duck Race” or “Big Ticket”

for local charities and nonprofit
organizations.

As we work together, side by side, for a
common cause, many bonds of lifelong
friendships are formed. I am so proud to
be a member of the Pottstown Rotary, and
so appreciative, to not only be a part of
such a vital organization, but also for the
opportunity to meet so many wonderful
fellow Rotarians.

As I get to know them, as individuals, 
I find that they are living examples of the
Rotary motto “Service above Self.”

ROTARIAN PERSPECTIVES

Why I Joined Rotary
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TRANSIT ORIENTED
DEVELOPMENT IS A PLUS

FOR A COMMUNITY
DOWNTOWN MARKETING AND DEVELOPMENT
By Barry Cassidy

America of the 1870s saw a lot of towns suddenly appear
along the rail lines as the population moved westward.
Chicago and Los Angles grew into large cities and rail

hubs from small towns, because people wanted to be near transportation.
Smaller towns like Sayre, Pennsylvania started as a company-controlled
entity as the railroad located headquarters there.

Today there is not much new rail con-
struction, but there is a move to locate more
apartments and homes close to the rail
lines. In Philadelphia, we are lucky enough
to have the Main Line (east/west) running
right through major population areas with
off-shoot regional rail lines (north/south)
providing transit opportunities for most of
the area.

The idea is to make it possible for people
to get by without owning an auto, or hav-
ing an auto as secondary option for getting
to and from employment centers. Transit
Oriented Development (TOD) has become
a buzzword as apartment complexes are
being built near train stations to concen-
trate the population close to the lines.

I am currently working on a TOD in my
town, Castle Shannon, in Pittsburgh. Castle
Shannon is lucky enough to have six transit
stations in the borough, none of which have
handicapped accessibility to the station
from the street. My job in Castle Shannon is
to package the grants to enable the stations
to be connected and walk-able. Including
streetscape improvements, the project will
come in at around four million dollars.  

In many cases, the path to a TOD is a
long one, because the object is to create
density and many times that conflicts with
existing zoning. In some cases, the land
near the railroad has problems like con-

tamination or steep slopes. It is not easy
when all of the variables are taken into
account. There are times when people
come out of the woodwork to protest proj-
ects like a TOD.

Is a TOD a radical idea? No, I do not
think so, but it represents a break from cur-
rent zoning, and many times people get
nervous when that is the case. People in
higher income areas worry that there will
be a decline in income criteria and lower
income people will congregate near the rail
line. Other times, residents are concerned
about the design or location of a TOD,
because of traffic considerations.  

TOD usually goes along with rail station
improvements, bike racks, trails and other
improvements to make the station more
accessible to alternative means of access. In
my current project, we are looking to do
basic improvements like crosswalks.
Currently there are a couple of crosswalks
to nowhere that are not the result of stimu-
lus funding, but are original and were
made possible through neglect.

We are doing the improvements because
there will be 152 new apartments located in
the downtown, and we want them to be
able to move to the commercial areas
unimpeded in order to shop. 

(Continued on page 52)
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This is like the holy grail for a commu-
nity that is aging, and has had the popula-
tions locked around the same amount for
a number of years.  Communities that are
flexible in their zoning are willing to make
the project a couple of years long, instead
of a couple of decades long, are normally
the beneficiary of a TOD development.  

A change in the demographic not only
means more customers in the town, but
also could cause political shifts in the coun-
cil as new people could vote as a block. The
change in the demographic is an issue that
can cause social conflict, because of their
racial makeup or their income ratios
depending upon the community.
Normally these communities never see the
project get past the planning stages because
of residents protesting the development.  

In a way, it is a double-edged sword,
because people want the new tax ratables
and new shoppers in the downtown, but
many times they are opposed to change
— The change in the type of development
allowing for massive changes in the units
per acre, the change in the demographic

living there, all cause pause in smaller
communities with a narrower focus.

It is the communities that are open both
to change in density and demographics
that are the winners in a TOD scenario.
The convenience of living in apartments
next to a rail station will provide a
demand for the apartments. The newer
generation of apartment dwellers tries to
free themselves from reliance on the auto-
mobile. My daughter lives in Palo Alto,
CA and has yet to get her driver’s license,
as she uses the train to get where she is
going. I remember when she lived at
home in Downingtown; she took two
trains and a bus to get to high school at
Notre Dame Academy. She did not see a
need for a car then or now. 

There are a lot of plusses for someone
like me who revitalizes downtowns for a
living… more people, more shoppers
means more people downtown and more
foot traffic to use as a draw for commercial
rentals. 
Barry Cassidy is a freelance grant and economic
development consultant. He can be reached at bar-
rycassidy@comcast.net.

DOWNTOWN MARKETING AND DEVELOPMENT
(Continued from page 51)
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The Pottstown Dance Theatre Repertory
Ensemble, as part of the 50 Year Celebration
of Dance in the Tri-County Area, performs
“A Time to Dance” at The Kaleidoscope
Performing Arts Center (Ursinus College)
on May 2 at 7:30 pm as well as May 3 at 3:00
pm. The performance includes works set
by artistic director and international dance
artist, Michelle Jones Wurtz, as well as
works set by former principal Kirov
dancers Andrei Ustinov and Elena
Martinson. Long time instructor and per-
former, Diane Alex-Brody, will also set two,
new original works.  

Performing in this venue is not new for
these dancers, as they performed
“Contemporary Beauty” there in the spring
of 2013; but this performance will also
include the work of guest choreographer
Alassane Wat of Paris, France. He has
worked with a “Who’s Who” of performers
throughout Europe including dancers from
Moulin Rouge, Warsaw Ballet, and “So You
Think You Can Dance”. International
pianist, Jeff Nations, will also play original
live music as part of the final piece.

The Pottstown Dance Theatre was
founded in 1964 by Phyllis Dersh
Rudzitis, and in 2001, Ms. Wurtz became
the new director. Under her direction, stu-
dents have performed at the International
Dance Festival in Poland (where Ms.
Wurtz met Mr. Wat), in London during
the 2012 Olympic Games, and at the
Lincoln Center in NYC. In 2006, interna-
tional ballet masters Andrei Ustinov and
Elena Martinson joined the faculty and in
2014, Jeff Nations graced the stage with
his musical talents for “The Nutcracker: A

Christmas Extravaganza”.  Mr. Nations
will now perform “The Body of Your
Dreams” by contemporary Dutch com-
poser Jacob ter Veldhuis, originally com-
missioned by Deutschlandfunk. Jacob’s
work has been used for dance spectacles
in the Netherlands and this comedic piece
was uniquely designed for piano and
boombox. This type of work is rarely seen
in the US!

Tickets for adults are $18 if purchased in
advance ($21 at the box office) and $14 for
students/seniors if purchased in advance
($17 at the box office) and are available at
the Pottstown Dance Theatre or online at
www.pottstowndance.com. For more
information visit the website or call the
Dance Theatre at 610.323.2569. 

POTTSTOWN DANCE THEATRE
CELEBRATES 50+ YEARS 

WITH “A TIME TO DANCE”
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Have you ever seen an advertisement and
thought that something similar might well
benefit your small business? Well, it just
could. Or, it could backfire and be a complete
waste of money.

That’s because advertising is but one ele-
ment of a business’s overall marketing strat-
egy. True, it has many facets—print, bill-
board, online, broadcast, direct mail, etc.—
but each element and the message it conveys
has been carefully developed with a specific
purpose in mind. In other words, image is
not always everything.

Veteran advertising executive and
SCORE mentor Tom Patty says a sound
small business advertising strategy is built
on three fundamentals:

Know what you are trying to accomplish.
There are several distinct stages to a customer’s deci-
sion process, also called the “Purchase Funnel.” You
need to decide what part of that process you want
to influence, and the best way to do it.

Select a medium. Know who you want to reach,
and where they get their information. 

Know what your message is. That message has to
tie into what your target audience values. Is it respon-
siveness, quality, convenience, or something else?

Make sure you can measure it. You need some-
thing that you can “see,” such as more calls, greater
use of coupons, traffic in store, etc.

Patty adds that entrepreneurs should not
waste time and energy on things that don’t
matter—stationary typeface, color of business
card. Instead, they should focus their mes-
sage on what truly sets their business apart. 

“Orient your message to how your prod-
uct/service solves someone else’s need,” he
says. “Effective messages are also simple
and fun, but the focus should still be the ben-
efit to the customer.”

As for finding the most effective medium
for your ads, Patty advises against looking to
online as a “magic bullet.” It’s best to start
small, perhaps with a few keywords on
Google AdWords. And don’t overlook “con-
ventional” channels such as print, broadcast,
or direct mail. If that’s where your potential
customers are, your well-developed ads
should be there too.

To learn more about advertising your
small business, contact SCORE “Mentors to
America’s Small Business.” SCORE is a non-
profit organization of more than 12,000 vol-
unteers who provide free, confidential busi-
ness mentoring and training workshops to
small business owners. Visit your local
SCORE chapter by going online at
www.pottstown.score.org.

UNDERSTANDING THE WHAT’S
AND WHY’S OF ADVERTISING 
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With spring and summer around the
corner, it’s probably time to get those
vacation travel plans ready. H & F Tire
Service can help make sure your vehicle
and its tires are ready, too. A car tire has to
carry more than 50 times its own weight
and steer the vehicle in a straight path
regardless of road and weather condi-
tions. It also must absorb bumps on
uneven road surfaces and provide a stable
ride for you and your passengers.  Tires
transmit the engine’s power to accelerate
and the braking force to stop. How well
your tires perform these functions
depends in part on the quality of the tires
and how well they are maintained.   

Let H & F Tire Service check your tires’
inflation, alignment and determine if any
need replaced.  In the long run, cheap tires
won’t save you money. They don’t last as
long as higher quality tires and may result
in a rougher ride and inferior handling.
Your goal in tire shopping should be to find
the highest quality tire that meets your spe-
cific need and budget. H & F Tire Service
carries 13 brands including Bridgestone,
Firestone, Goodyear, Michelin, B.F.
Goodrich. Let our tire professionals help
you maintain your tires and choose the
right tire for your vehicle. Check us out at
any of our four locations: Pottstown,
Lancaster Ephrata, and Reading or on the
web at www.hftire.com. 

BUSINESS PROFILE

H & F Tire Service 

With quality care, a friendly staff, and a
loving doctor, Sanatoga Animal Hospital
is the place for your pet. Located at the
corner of Park Road and High Street, just
off of Rt. 422, the staff works hard in order
to assure the safety of one’s pet. The hos-
pital has been accredited by the American
Animal Hospital Association (AAHA) for
nearly 25 years.  AAHA accreditation
ensures that a hospital meets high stan-
dards in dentistry, diagnostic imagery,
laboratory testing, surgery, pain manage-
ment, pharmacy, and patient care. Only
12 percent of veterinary practices in the
United States of America and Canada
voluntarily allow on-site inspection by
AAHA to establish and maintain these
standards. Dr. Jitendra Sharma, DVM and
the team at Sanatoga Animal Hospital
provides loving care and compassion.

They have state of the art equipment. The
services offered include dental care, diag-
nostics, surgery, radiology, and general
preventive patient care. A comprehensive
approach is emphasized in treating
patients. Routine surgeries such as spay
and neuter or tumor removal are per-
formed with laser technology. Laser sur-
gery is less painful for the patient and
allows a faster recovery. Peri- and post-
operation pain management is achieved
through pharmaceutical as well as thera-
peutic laser treatment. 

Sanatoga Animal Hospital has been
voted The Best Animal Hospital in
Mercury’s Readers Choice for 2013 and 2014.
SAH is open Monday through Saturday.
For more information and coupon please
visit www.sanatogavet.com 

BUSINESS PROFILE

Sanatoga Animal Hospital LLC

Are you looking to tune-up your land-
scape this spring? If so, Hetrick Gardens
offers the supplies and services to do just
that. Installation services for residential
and commercial properties include
design, planting, mulching, bed and
plant maintenance, along with Spring
and Fall clean-up. Creative stonework,
hardscape patios, walkways, and walls
are also a specialty.

For those who enjoy gardening them-

selves, Hetrick Gardens has a full inventory
of trees, shrubs, perennials, and annual
plants. A great selection of bulk mulches,
topsoil, compost, gravels, and landscape
stone are available for pick-up and delivery.

M. Hetrick Enterprises, LLC operates
Hetrick Gardens at 2620 Swamp Pike,
Pottstown (between Limerick and
Gilbertsville.) Stop by during business
hours, call 610.367.9699 and ask for Matt, or
visit www.HetrickGardens.com. 

BUSINESS PROFILE

Hetrick Gardens, Serving the Tri-County Area
with Landscape Services and Mulch Delivery
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Minding your business!

REGIONAL CHAMBER ROUNDUP 

PERKIOMEN VALLEY CHAMBER OF COMMERCE
351 E. Main Street, Collegeville, PA 19426  • 610.489.6660 • info@PVchamber.net  • www.PVchamber.net

Welcome to the Perkiomen Valley Chamber of Commerce!
Creating opportunities for members to connect with business professionals, mentors, and potential customers, the Chamber helps mem-

bers improve business and create a thriving community for themselves and their employees in which to live, work, learn and play.  We can
help grow YOUR customer base in Collegeville, Limerick, Lower Frederick, Lower Providence, Perkiomen, Skippack, Schwenksville and Trappe. 

For more information, contact Executive
Director,  Renee Blomstrom, 610.489.6660,

renee@PVchamber.net.   OR, visit the Chamber
website:  www.PVchamber.net. 

UPCOMING EVENTS
June 24, 2015 -

New Member Orientation 
sponsored by

Wednesday, June 24th,
8:30a.m. – 9:30a.m. at the
PVCC office, 351 E. Main
Street, Collegeville. 

All welcome to attend! New members, prospects
and current members are invited to an informational
session to learn how to maximize your Chamber
membership! Pre-registration is required. More details,
contact Renee Blomstrom at 610-489-7822 or email
renee@PVchamber.net. Register online
www.PVchamber.net

May 5, 2015 - 
Build Your Business Luncheon 

Cinco de Mayo at Margarita’s Restaurant!
Join us for ½ hour of networking, presentation and

30-second commercials. 
The web, social media, and the shift to mobile devices

is transforming the way we live, work, shop, and do
business. Consumers have integrated the web into
their everyday lives and activities. Businesses need to do
the same. Join us for Cinco De Mayo at Margarita’s
Restaurant for “Trends in Email Marketing and Social
Media” presented by Donna Botti, Delos Inc. 

Margarita’s Mexican Restaurant, Providence Town
Center, 305 Water Loop Lane, Collegeville

11:30 a.m. – 1:00 p.m.   
$25 for Chamber members (save $5 if registered by

May 1st);  $30 Non-Chamber members 
Registration and Details www.PVChamber.net ;

Inquiries call 610-489-6660 or email
info@PVchamber.net . 

May 6, 2015 - PV Chamber Mixer
at The Victory Bank

Welcome to the Victory Bank…custom built to be
different! Join us for an elegant business card
exchange at the stunning Victory Bank. Musical enter-
tainment by pianist Jeremy Fanucci, delicious treats
provided by Yellow Springs Catering. There’s always a
large gathering at The Victory Bank Mixers…bring
plenty of business cards to hand out and one for the
raffle drawing! 

The Victory Bank, 548 N. Lewis Road, Limerick
5:00-7:00p.m. 
Members: FREE; Nonmembers $10

June 8, 2015 – PV Chamber 
30th Annual Golf Outing

This is your opportunity to
entertain clients and guests
during a full day of net-
working and golf at the
area’s premier private golf
course! Golf packages

include greens fees, cart, lunch, beer and refreshments
all day, snacks at the grove, golfer goody-bag, dinner
and awards ceremony. Great sponsorship opportuni-
ties are available to meet every budget, or you may 
customize a sponsorship package to align with your
specific marketing needs. Recognition on E-blasts,
Chamber Newsletter and at the event when you 
register your business with a golfer foursome, donate
a raffle/door prize or contribute to the golfer goody-
bags. Not a golfer? You can still join the fun by attend-
ing the networking social (dinner and awards ceremo-
ny) or volunteer some time at one of the prize holes! 

Sponsorship packages starting as low as $100 
Single, Double and Foursome golf registrations available

Not a golfer? Join us for the networking dinner and
awards ceremony at 4:30pm 

Volunteering at the event is a fun way to network
with golfers

Call the Chamber to add your name to the list of
sponsors: 

Title Sponsor 
Keyser Miller Ford

Supporting Sponsors:
Kelly Insurance Group
Brandywine Senior Living at Upper Providence –

Table at the Tee Sponsor 
Phamous Phils BBQ – Grove Sponsor 
Motivational Marketing – Goody Back Sponsor
Sign-a-Rama Royersford – Sign Sponsor 
Trappe Tavern – Beverage Sponsor 
The Pizza Stop – Beverage Sponsor 
Spring Ford Country Club, 48 Country Club Road,

Royersford
11:00am Shotgun Start followed by dinner recep-

tion/awards ceremony
Golf and Sponsorship Details and Registration on

www.PVchamber.net or contact Renee Blomstrom to
discuss a custom package! 

The Chamber is seeking donations for Golfer Goody
Bags, Raffle Prizes and Golf Prizes! 

MARK YOUR CALENDARS
FOR UPCOMING BUSINESS

CARD EXCHANGES:
Tuesday, June 16th 

Two-Chamber Mixer (Spring Ford and Perkiomen
Valley) at XPO Business Solutions, 313 W. Ridge
Pike, Limerick 

Thursday, June 25th 
5:00 – 7:00pm

Mixer at Keenan, Ciccitto and Associates, 376 E.
Main Street, Collegeville 

Join us for a summer mixer on the lawn at the beau-
tiful Victorian Estate of Keenan, Ciccitto and
Associates. 

Wednesday, July 22nd 
Mixer at Berman Museum - Ursinus College. 

The Berman Museum of Art at Ursinus College is
regarded as one of the nation’s finest small college art
museums. Director Charlie Stainback welcomes the
PV Chamber to view the exhibits, network with mem-
bers and enjoy culinary treats presented by Ursinus
College Catering. 

Registration and Details www.pvchamber.net 

August 12, 2015 – 
PVCC Night 

at the Fightin’ Reading Phils
On Wednesday, August 12, 2015 the Perkiomen

Valley will take over the ballpark to cheer for the R-
Phils as they take on the Harrisburg Senators. 

For a small investment of $385, your company logo
will be printed on 10,000 tickets distributed through-
out the Valley. Sponsors are invited to throw out a
“first-pitch” before the game! Each sponsor receives
400 tickets to give to clients and friends. The tickets
are a great “thank you” gift for vendors, clients,
employees, friends and family. Enhance your sponsor-
ship with optional VIP packages with food and bever-
age for your extra special clients! 

Food court opens at 5pm, seating at 6pm and game
starts at 7:05p.m. Game Day Promotion: First 2000
kids under 14 and under will receive a Fightin’s stain-
less water bottle. Limited to only 24 sponsors. 

Sponsorship Cost– $385/per 400 tickets 

First Energy Stadium, 1900 Centre Avenue,
Reading, 19612

For additional information, contact the Perkiomen
Valley Chamber of Commerce at 610-489-6660 or
email info@PVchamber.net.   Event registration
form available online:  www.perkiomenvalleycham-
ber.org/events/upcoming-events

May 13, 2015 – PV WIN Bike Ride and Walk
Fresh Air, Fresh Perspective!

Ladies…join friends and business associates for a bike ride or walk on the Perkiomen Trail. 
We will begin with an hour bike ride or stroll and then meet back at the starting point

at 5:30pm for an additional hour of networking and refreshments. Attendees can bring their own bikes, walk, or
make arrangements with Bikesport to borrow a bike for the evening. Pre-registered attendees will receive a pink
drawstring goody bag presented by Phoenixville Hospital! Raindate: May 20th

Time: 4:30pm – 6:30pm 
Location: Perkiomen Trail, 3rd Avenue Entrance, Collegeville Borough. (Between DaVinci’s Pub and Roger Tolley

Family Dentistry). 
Cost: $10. Registration and details call 610-489-6660 or visit http://www.PVchamber.net 

POST EVENT: 
PV Chamber’s

Annual Meeting
Nearly 90 members and community leaders

attended the PV Chamber’s Annual Meeting held
at RiverCrest on March 26, 2015. Sponsored by
Phoenixville Hospital and HR Future Group. 

Welcome 2015-2016 PV Chamber Board of
Directors! seated from left: Jessica Lester, PVSD;
Carla Rinde, Ursinus College; Cheryl Kreider,
Kreider Health Solutions; Cathy McKeever, Bond,
Pezzano & Etze, PC; Laura Schlegel, Print Copy
Design Solutions; Renee Blomstrom, PVCC
Executive Director; standing from left: Brian Dubas,
Pine Run Construction; Tom Keenan Esq., Keenan,
Ciccitto & Associates; Patrick Kelly, Kelly Insurance
Group; David Akers (Chairman of the Board), LMS
Solutions, Inc; Kip Bilo, Kriebel/CzarStar Security;
Matt Baker, Maillie LLP; Justin Land, Dow Chemical;
Mike Kelly, Phoenixville Hospital. 

Not in photo: Ali Schaeffer-Lybacki, First Niagara
Bank; David Binder, Pfizer. 

2015 Chairman’s Award presented to Bruce
Zanar, Motivational Marketing for his 10 years of
Board service to the Perkiomen Valley Chamber of
Commerce, serving as Chairman of the Board
2011 – 2013.  (l to r): Patrick Kelly (outgoing
Chairman), Bruce Zanar and David Akers (newly
elected Chairman). 

Anna Mae Galbraith received the
2015 Marvin J. Lewis Community
Service Award, a lifetime achieve-
ment award!
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REGIONAL CHAMBER ROUNDUP 

The Phoenixville Regional Chamber of Commerce is an independent organization serving the business interests of Northern
Chester, Western Montgomery and parts of Delaware Counties.

The Chamber’s mission is to “advance the principles of free enterprise by providing the leadership which will enhance the
economic climate of the region, address the priority needs of its members, and interact with other individuals and organiza-
tions for the overall benefit of the business community.”

PHOENIXVILLE REGIONAL CHAMBER OF COMMERCE
• 171 East Bridge Street, Phoenixville, PA 19460  •  610.933.3070  • fax 610.917.0503  • info@phoenixvillechamber.org • www.phoenixvillechamber.org

UPCOMING CHAMBER EVENTS
Business Card Exchange with 

Great Valley Nature Center - May 7
Join Great Valley Nature Center and the Chamber as we host a business card

exchange and networking opportunity. Tours of the Bird of Prey Cages as well as
photo ops with the birds will be offered! Bring a friend and enjoy a night of net-
working. Time: 5:00pm - 7:00pm. Location: Great Valley Nature Center, 4251
State Road, Devault, PA

May Membership Meeting - May 12
Join the Chamber for breakfast on Tuesday, May 12, sponsored by Health Care

Access! Please visit our website’s Community Calendar to register and to view
more details of the event. Time: 7:15am - 9:00am. Location: Robert Ryan
Catering/The Columbia Station, 4 E. Bridge Street, Phoenixville Cost: $18 for pre-
registered members; $20 at the door; $25 for non-members.

Young Professionals Networking Event - May 19

The Phoenixville Chamber and the Jaycees have worked together to form a
Young Professional Networking Group in the Phoenixville Area. This event series
has been formed for business minded people aged 21 to 40 to gather in a
relaxed atmosphere to network with like-minded individuals. Join us to mix and
mingle with other young professionals. Refreshments will be provided with a
cash bar! Be sure to bring plenty of business cards! Time: 6:00pm - 8:00pm.
Location: Bistro on Bridge, 210 Bridge Street, Phoenixville, PA

Membership Appreciation Event - May 20
Join us as we bring our We <3 Our Members campaign to a close with a mem-

bership appreciation picnic! Come for food, fun, and to help us award our pro-
motion’s winners. Please note that this event is for members only. Time: 4:00pm
- 6:00pm. Location: Phoenixville Regional Chamber of Commerce, 171 East
Bridge Street, Phoenixville, PA

Ribbon Cutting with 
Applied Video Technology - May 21

Mark your calendars, save the date, and join us as we Celebrate the Grand
Opening of AVT! The Chamber of Commerce would like to congratulate the
leaders for this wonderful accomplishment! Time: 4:00pm-6:00pm Location:
Applied Video Technology, 2218 Kimberton Road, Kimberton, PA

COMMUNITY EVENTS
First Friday

Gather your friends and family, and join us every First Friday each month at 6-
10pm.You’ll find live music, theatrical performances, local artists, and fun sur-
prises! Walk around and explore some of our arts venues, small shops, unique
boutiques, and outstanding restaurants. First Fridays are a great time to experi-
ence the beauty of the Borough and all that the Downtown Area has to offer.
May 1 is the first First Friday event this year, and we hope to see you there! For
more information, please visit www.phxfirstfriday.com.

Food Festival
The Phoenixville Food Truck Festival is back on May 2, 2015! Come to Bridge

Street in Historic Downtown Phoenixville between 12 and 6pm to sample food
from 20 different food trucks, browse from a variety of vendors, and enjoy live
music. Following the Food Truck Festival is Restaurant week. For more informa-
tion, please visit www.phoenixvillefoodfestival.com

A Whole Lot of LuLu Vintage Flea Market
Step back in time and enjoy a vintage flea market presented by Lulu Boutique

& Gifterie! Peruse 60+ vendors, enjoy live music and entertainment, and swing
dance the day away! The flea market is held Saturday, May 9.

Dogwood Festival
For over 70 years the Phoenixville Jaycees have hosted the Annual Dogwood

Festival. The yearly festival is comprised of three parts; The Dogwood Pageant,
Dogwood Carnival and the much anticipated Dogwood Parade which traditional-
ly falls on Armed Forces day. The annual festival celebrates the strength of the
Phoenixville community and the brave men and women who have served our
country. The Dogwood Festival will be held May 11 - 16, with a parade on May 16.

Find it in Phoenixville
After months of hard work, the Chamber happily unveiled its video series Find it

in Phoenixville at its 2015 Annual Awards Dinner on March 18. The Chamber
showed its two-minute introductory video to the crowd, which features shots from
businesses around Phoenixville and a voiceover outlining the mission of the series.

The ongoing project seeks to highlight the businesses that make Phoenixville
unique. Written and produced by the Chamber staff and directed by Digital
Media Intern and University of Valley Forge student Derrick Harvey, the Chamber
is proud to feature Phoenixville’s wonderful businesses.

Ask SCORE
“SUCCESS

THINKING”—
It’s All About

Attitude
As a small business owner, you’re not just

“the boss.” You’re also the leader, the person
employees, vendors, customers, and
prospects look to for guidance, support, and
confidence. And being a leader is easier than
you think. It begins with a positive, “can-do”
attitude that your business delivers what it
promises, and can achieve any goal. 

This is called “success thinking,” and it’s
found across all successful enterprises
because the entrepreneurs made it contagious
among their teams. They emphasize long-
term potential over short-term thinking. They
learn to innovate rather than hesitate, and
shun the status quo as they seek to spark new
interest and enthusiasm inside the business. 

When you focus on the collective success of
your business as a whole—not an individual
person, project or product—you can acceler-
ate success by identifying a few profitable
activities and making them happen ever more
flawlessly and quickly. 

One way to spread success thinking is by
encouraging communication across your
team. Generally, those around you need more
information in order to feel successful. Let
them know where you think the business
needs to go, the problems it faces and what
keeps you up at night.  Ask their advice about
what you are doing right, what hurts and
what needs fixing. That way, everyone has a
bigger stake in your success. What’s more
they become more inspired to find new, better
ways of doing things as well.

Positive thinking breeds confidence, which
should always be encouraged. But don’t
become blinded by it. Writing in American
Express’s OPEN Forum, entrepreneurial 
consultant and author Mike Michalowicz says
small businesses often set goals, then fail 
to adjust them when the dynamics of the 
environment change because they see their
thinking as infallible.

“Being positive isn’t a bad thing, it is simply
being overdone,” Michalowicz notes. “Being
negative isn’t bad either; its value is just being
ignored. So start getting a little more negative
in business. It will positively help you.”

To learn more success-minded ideas for
your small business, contact SCORE
“Mentors to America’s Small Business.”
SCORE is a nonprofit organization of more
than 12,000 volunteers who provide free, con-
fidential business mentoring and training
workshops to small business owners. To find
the SCORE chapter nearest you or to chat
with a mentor online, visit www.score.org.

Congratulations
to Bodies by
Pilates and

Phoenix
Rehabilitation 
on their recent
ribbon cuttings

with the
Chamber!

CHAMBER CELEBRATES COMMUNITY MEMBERS AND 
BUSINESSES AT ANNUAL AWARDS DINNER

The Phoenixville Chamber of Commerce hosted its Annual Awards
Dinner on March 18, 2015 to recognize members of our community who
dedicate countless hours to volunteer projects and community improve-
ments. The sold out event, held at Phoenixville Country Club, included a
cocktail hour, dinner, a State of the Chamber address, and an awards
presentation for the eight recipients. Special thanks to Welsh Subaru of
Limerick, the Awards Sponsor for the event, whose sponsorship allowed
the Chamber to present a $500.00 check to Communities in Motion to

support its work in the community. The Chamber is thankful to those who
improve our community, and these awards recipients do just that. The
Award Winners of the night included: Merit Award:� Michelle Ferretti,
Julian McCracken, �Peter Urscheler; Business Development:�Applied Video
Technology, Inc., �The Great American Pub & Hotel�, LuLu Boutique &
Gifterie; Community Betterment:� Communities in Motion; Outstanding
Citizen of the Year:� Dr. Don Meyer. Thank you to our sponsors and guests
for creating a true celebration of spirit!
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SPRING-FORD CHAMBER OF COMMERCE

The Spring-Ford Chamber of Commerce is a community-focused business advocate.
We strive to help our member businesses grow while improving the community in

which we all live and work. 
The Chamber consists of local businesses whose main objective is to run a 
successful business.  We are a great resource for members, not only because we

offer the opportunity to network and brainstorm with fellow members, but also to have exposure to the local 
community, your customer, through our continued involvement in community events and charitable endeav-
ors. Visit www.springfordchamber.com for Chamber Events, Press Releases, Online Newsletters and more!

REGIONAL CHAMBER ROUNDUP 

Building a Better Community Through Business
• 313 Ridge Pike, 2nd Floor, Limerick, PA 19468  •  610.489.7200

Summer is Coming! 
Things tend to quiet down around the Spring-Ford

Chamber in the summer, but that doesn’t mean we
don’t have great events! We’ll be spotlighting some
of our new members with mixers and grand open-
ing celebrations and we’ll have several great lunch-
eons to attend, as well! 

Wrapping up the summer right before school starts
will be Limerick Community Day. More information
will be coming on that great family event. Limerick
Community Day is hosted jointly by Limerick
Township Parks and Recreation and the Spring-Ford
Chamber of Commerce, and features a Business
Expo with local businesses and non-profit organiza-
tions, appearances by the Spring-Ford High School
marching band, dance performances, and many
other family-friendly activities. Keep up to date on
the Chamber’s events by visiting our website at
springfordchamber.com. 

May Legislators’ Breakfast 
Would you like a chance to hear how things going

on in Harrisburg will affect your business? How about
information on the state budget and what it means
for your business and property taxes? Join us on May
14th from 7:30am – 9:00am at the Spring Valley
YMCA for our annual Legislators’ Breakfast. We have
extended invitations to Representatives Thomas
Quigley, Marcy Toepel, Mike Vereb, Tim Hennessey
and Becky Corbin, and Senator John Rafferty. We will
have a chance for our panel to talk about topics and
to answer questions from the audience. 

Breakfast will be catered by William Baird Catering.
Tickets are $25 for members and $35 for non-mem-
bers before May 12; $30 for members and $35 for
non-members after that. Walk-ins are welcome, but
register early to take advantage of the member dis-
count!  Visit www.springfordchamber.com/events to
sign up. 

2015 Fashion Show – 
Huge Success!

Our 2015 Fashion Show had over 120 atten-
dees this year and we raised money for the Julia’s
Grace Foundation, and collected clothing for
Dress for Success. We are thrilled with the
response to our Fashion Show and are grateful to
be able to help our community with these
events. For more information on our charity 
partners, visit juliasgracefoundation.org and 
allentown.dressforsuccess.org.

SAVE THE DATE FOR
THESE UPCOMING EVENTS

May 5 – Cinco de Mayo Mixer from 5:00 – 7:00
pm, hosted by Bonaventure Realty. Join us at the
Bonaventure office for a Mexico-themed mixer! 

May 14 – May Chamber Breakfast from 7:30 am
– 9:00 am. The Chamber has invited local legislators,
including Representatives Tom Quigley, Marcy
Toepel, Mike Vereb, Becky Corbin, and Tim
Hennessey and Senator John Rafferty, to come talk
to chamber members and guests about the state of
the legislature and how it will affect small business-
es. This event will be at the Spring Valley YMCA. 

May 21 – Monthly networking mixer from 5:00 –
7:00 pm, hosted by Beacon of Life Chiropractic. If
you didn’t get a chance to attend last month’s Grand
Opening at Beacon of Life, please join us in May to
see the office and meet the doctors, Dan and Megan
McClimon. 

June 4 – Grand Opening mixer from 5:00 – 7:00
pm, hosted by 9Round 30 Minute Kickboxing
Fitness. Meet owner John Martino and visit this
brand-new area business.



WILDLIFE INVADERS...
D.Harrison, 
Patriot Pest Solutions

Whether you live in the
country or in a tree-lined
city street, there are hun-
dreds of animals near

your house who would all like to come
inside. Humans have perfected the art
of building safe, dry, warm shelter and
we aren’t the only ones who want to
move in. Finding a wild animal of any
kind in your house can be frightening,
but can they be dangerous? The answer
is yes, and they can also damage your
home—which is why you need to call a
wildlife trapping service quickly. 

Not convinced? Here are four reasons
you need wildlife professionally removed,
in a hurry: 

1.  Cornered animals get aggressive – Many
homeowners think they can deal with an invasive
animal themselves, and don’t need to call a wildlife
trapping expert. However, animals can be unpre-
dictable and aggressive when confronted by a
homeowner. You may move in a way that you think
is helpful, such as shooing the animal toward the
door with a broom, but the animal may feel threat-
ened. Some animals, especially raccoons, possums
and rats, can turn on you and attack without warn-
ing. Even birds may turn to aggressive behavior
when they feel cornered. Professionals have protec-
tive equipment and know how to trap animals with-
out provoking them.

2.  Animals can seriously damage homes – Any
home invader, from the smallest to the biggest, is
doing damage to your home. With squirrels, that
means chewing through wiring or leaving holes in
the soffit that will leak water. Raccoons may rip up
screen windows. Birds can cause fires by building
nests in light fixtures, and bats pile up toxic fecal mat-
ter in your attic. Having wildlife in your home means
the cost of cleaning and repair is steadily rising while
your home value is at risk of falling.

3.  The longer you wait, the more animals you
have – What makes an animal decide to come
inside and make a nest? You can probably guess:
they have babies on the way. It’s important to call a
wildlife trapper at the first sign of animals in the
house, before one or two adults end up putting a
whole litter of babies in the home, too. 

4.  Many animals carry diseases – Many wild
animals carry diseases including rabies and parasites.
This can put your pets or even you and your family at
risk if bitten.

If you find animals in your house, don’t
hesitate. Call a Patriot Pest Solutions and
have them humanely and effectively
trapped and removed right away.
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