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Businesses retrain to develop new talents
By Rod Hirsch
It is a confounding contradiction: Those out of work will tell you jobs are hard to find while
employers say they can’t find qualified people to fill open positions.
More than a third of the employers surveyed in ManPower Group’s 2012 Talent Shortage
Survey reported they were unable to find the talent their organizations need, citing a lack of
available candidates with the right technical expertise and employability skills.
The survey states, “That so many employers continue to identify talent shortages as a
barrier to their business goals defies prevailing logic, especially when viewed against the
high levels of unemployment…particularly among young adults; overwhelmingly, a lack of
available candidates with the right technical expertise and employability skills continues to vex
employers.”
The most difficult positions to fill are skilled trades workers, according to the survey.
“This should come as no surprise,” the survey reports. ”As the educational systems around
the world have focused on four-year university education, this has resulted in the decline of
vocational/technical programs – both curricula and enrollments have eroded over the past
several decades.
“In addition, with fewer new workers to offset current retirements in the skilled trades,
many economies will face continued shortages in the future.”
So businesses have begun to look inward for new talent. To remedy the shortage of qualified
workers, employers have become more proactive about closing skills gaps through training
and development for existing staffs.

With businesses facing a shortage of qualified new employees they increasingly are turning to
retraining existing staff to develop needed skills.

The Industry-Business Institute (IBI) at Union County College has been helping local
businesses tackle that challenge with a variety of job training and grants application programs in
conjunction with the New Jersey Department of Labor and Workforce Development (DOL).

it less expensive for employers to make that improvement in skills.”

The Customized Training Grant program is funded by DOL and provides customized
training programs for full-time New Jersey employees. IBI provides support and works with
the applicant to gather information and in the writing of the application.

The business is required to meet 50 percent of the cost of the training program, an
obligation that generally is covered through the employer paying employees their usual hourly
rate to attend training.
Both the employer and employee benefit, according to Toomey.

There is a pre-qualification process after which a third-party training provider – IBI or
another agency – is selected and the application is submitted. The application must include a
training plan and schedule; a narrative providing evidence of need; and identification of goals/
business objectives and anticipated results/benefits to the business, according to Nancy Burke
Toomey, IBI marketing manager.

“Employees learn and increase their value to their employer,” she said. “They keep their onthe-job skills fresh and up to date. This encourages longer term employment, improves their
chances for promotion and improves morale.”

“Employees are the most valuable asset a company has and so improving their ability to
perform on the job against specific company objectives improves productivity and, ultimately,
profitability,” Toomey said.

Dropouts face tough road
but not a dead end

“Companies continually find it difficult to find well skilled workers,” she continued. “It is less
expensive to retrain existing employees than it is to hire new people. The training grant makes
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(Continued on page 5)

By Michael Daigle
Brian Wells made it to 11th grade at Dover
High School before he gave up. He was not
doing his class work, was talking back to
his teachers and attention deficit disorder
complicated his other troubles.
He dropped out, joining roughly 14
percent of New Jersey high school students
who leave high school before scheduled
graduation.

Fortunately for Wells, in 2010 a counselor
directed him to New Bridge Services, a
Pompton Plains-based nonprofit that for
27 years has offered 70001 Jobs Plus, an
alternate education program for students like
Wells whose struggles with public education
result in their leaving school.
At New Bridge, Wells completed his
(Continued on page 3)
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The Canterbury
CanterburySales...
Sales
The

Farmers can be helpful in building large accounts. Yet you would be surprised how many
salespeople tasked with this assignment really are maintainers. They do not:

By Andy Gole

With the shortage of purely entrepreneurial qualities, the hybrid entrepreneurial salesperson is of
critical importance to businesses. This hybrid salesperson can be likened to the distinction between
the entrepreneur (business creator) and the franchisee (business owner/manager).

®

Entrepreneurial selling
The missing critical hybrid salesperson for business development

Salespeople often are categorized as one of the following:
• Hunters – They go out for big game, create new relationships;
• Farmers – They help grow existing customers;
• Maintainers – They cover and maintain key accounts.
Business owners are always on the prowl for hunters to help build their
businesses. Many owners and executives lament there are few hunters, a
decent number of farmers and an overabundance of maintainers.
Should this be surprising? And what should we do about it?
The hunter is endowed with entrepreneurial qualities that are in short supply.
The personal assessment DiSC profile (measuring dominance, influence, steadiness and
conscientiousness) estimates 10 percent of the population to be entrepreneurs. As there are about
30 million businesses – mostly small businesses – there may not be a large excess of entrepreneurial
talent to populate sales teams as hunters.
The entrepreneurial qualities needed by hunters and coveted by owners for their sales team
include:
1. The “do or die” ethos – Doing what it takes to get the job done; expending the necessary
brainwork, effort and emotional commitment to close the sale.
2. The ability to operate in and master an uncertain environment.
3. Transcending social mores and embracing business selling over social selling.
4. The scientist’s mindset – A willingness to experiment, not getting attached to the past.
5. Paradigm building – Creating a selling model and selling tools that work.

These qualities allow the entrepreneurial salesperson to enter new markets and build a business.

1. Secure introductions to new decision-makers;
2. Break the pigeonhole – selling the customer other products and services.

The hybrid salesperson achieves a threshold level in the above qualities: the “do or die” ethos;
operating under uncertainty; transcending social mores; and the scientist’s mindset.
This threshold level is below the entrepreneur’s functioning but high enough to allow these
salespeople to take advantage of a selling paradigm – including the sales process and sales tools –
created by someone else. This salesperson has a network and can be coached to tap the network
for introductions and use the selling system and selling tools to close the introductions.
Here, then, is the formula for creating a business development sales team:
1. Coach the team to a “do or die” business selling culture –
celebrating the hero;
2. Develop the necessary selling tools, including hard-hitting/mindsetaltering messaging and the necessary proving (testimonials/
case histories);
3. Develop the necessary sales process – the standard sales call –
to overcome the Three Fatal Flaws in selling;
4. Develop the metrics needed for measuring relationship
formation – assuming you don’t have a one-call close;
5. Develop the sales management system, benchmarking
selling against the rest of the model (see illustration).
This team – staffed with hybrid entrepreneurial
salespersons – can achieve the selling miracles
previously ascribed to the increasingly rare hunters.

© Bombadil LLC 2013

Andy Gole has taught selling skills for 17 years. He started three businesses and has made approximately 4,000 sales calls, selling both B2B and B2C. He invented a selling process, Urgency Based Selling®,
with which he can typically help companies double their closing or conversion ratio. Learn more about Andy’s method at www.bombadilllc.com or by calling him at 201.415.3447.

Buy a Carrier high efficiency heating and/or cooling system now and get
UP $
TO

900 CASH BACK!
QUALIFYING HEATING UNITS

59TP5A, 595P5A, 59TN6A, 59MN7A & BW9A

FREE BUSINESS CHECKING

For a FREE in Home Estimate
Call the Indoor Weather Experts

count on paying less
& getting more.
1,000 free transactions 1
No minimum balance
No monthly maintenance fee

“Our Engineers aren’t comfortable until you are!”

Free ProvidentConnect for Business
online banking & bill payment 2

Linden (908) 862-1203 • Livingston (973) 533-1889
Serving All Of Central New Jersey Since 1951 • www.clarkeeng.com

Member FDIC

866.4NJ.BIZZ

ProvidentNJ.com

1Free BusinessAdvantage Checking account includes 1,000 free transactions per statement period. Free transactions include, but may not
be limited to checks paid, deposited items, debits and credits. Fees will apply if the transaction limit is exceeded. 2 Does not include Cash
Management accounts and services. Ask for details.
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Dropouts face tough road but not a dead end
Wells’ struggles with school in many ways are a microcosm of the issues students, educators
and government officials grapple with to find solutions to students dropping out.
A 2006 report, “The Silent Epidemic: Perspectives of High School Dropouts,” said, “There is
no single reason why students drop out of high school. Respondents report different reasons:
a lack of connection to the school environment; a perception that school is boring; feeling
unmotivated; academic challenges; and the weight of real world events.”

The program is focused on personal development and job and academic skills, with students
supported by advisors who help direct them toward goal-setting and success.
“It helps them develop their strengths and find a fulfilling career path so they can become
independent, contributing members of our community,” Parker said. “(The program) is a
public-private partnership that invests in our young people. Here are kids who were ready to
give up on themselves and now each has a bright future in sight.’’
The costs of high school dropouts have be well studied.
A 2008 study for the New Jersey High School Graduation Campaign reported, “Children
who drop out of school are more likely to be unemployed, living in poverty, receiving public
assistance, incarcerated, divorced, and their children will have a higher likelihood of dropping
out themselves, creating a cycle of under-education, poverty and under-employment.”
The study added, “There are also significant economic costs associated with a decision to
drop out. For example, high school dropouts, on average, earn $9,200 less per year than high
school graduates, and about $1 million less over a lifetime than college graduates.”
The Alliance for Excellent Education, a national policy, research and advocacy organization,
estimates that high school dropouts from the Class of 2006-07 will cost the U.S. more than
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(Continued from page 1)

$329 billion in lost wages, taxes and productivity over their lifetimes. Experts say those who
drop out also are more likely to go without health insurance than those who graduate from
high school.

classes for a general equivalency degree (GED), then attended automotive trade school and
now works at Subaru of Morristown, the agency said.

New Bridge chief executive officer Robert Parker said New Bridge 70001 Jobs Plus
addresses those very issues.

E

Graduation rates across Union County varied in 2012 and included: Hillside, 66.2 percent;
Kenilworth, 91.6; Linden, 86.2; New Providence, 97.7; Plainfield, 70.1; Roselle, 80; Westfield,
97.2; Rahway, 85.8. The state average was 86 percent.
“Dropout prevention activities are determined locally in New Jersey,” said Richard Vespucci,
a spokesman for the state Department of Education. School districts may use home-grown
approaches or commercially developed programs, or some combination of both, he said.
The state has created Regional Assistance Centers where staff is available to help provide
workshops and training or otherwise assist districts that come to them seeking help reducing
dropout rates, according to Vespucci.
In 2012 the state adopted a new federal model for school achievement that was applied to
19 traditionally low-performing schools, according to education commissioner Chris Cerf. The
lessons gleaned from applying the federal approach have been incorporated into the Regional
Assistance Centers, Cerf said.
The New Jersey High School Graduation Campaign offered examples of new approaches
schools can take to address dropouts that resulted from interviews with students.
These include making the structure and content of curriculum more engaging; providing
opportunities for technical skills building; creating the ability of individual teachers to utilize
more interactive teaching methods; and developing interactive and hands-on learning.
Others include earlier intervention, since students show as early as sixth grade evidence that
they might drop out.
The study also noted students sought more contact with local business leaders.
The state Department of Labor and Workforce Development offers job and educational
training and career advice through One-Stop Centers. Dropouts can find vocational and trade
schools, on-the-job training and apprenticeships.

Partnering with Union
County employers to
build a skilled workforce

One of the best education and training resources –
in quality and value – is right here in Union County.
The Industry-Business Institute at Union County
College is your provider of choice for customized
training solutions.

Industry-Business Institute

12 West Jersey Street • Elizabeth, NJ 07202 • 908-965-2358
CONTACT US TODAY TO LEARN ABOUT OUR QUALITY,
COST-EFFECTIVE, CUSTOMIZED WORKPLACE TRAINING.
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Gateway
to Business...
Your
Gateway
to Business...
Prepare for success...
right here in Woodbridge.

beneﬁts consulting
Our Business Revolves Around Your Business.

800-446-5400, ext. MAB

Edward J. Gunther, Jr.
President
BerkeleyCollege.edu • info@BerkeleyCollege.edu

egunther@centricinsurance.com
P 908-738-2003
F 908-665-1139
219 South Street
New Providence, NJ 07974
www.centricinsurance.com

430 Rahway Avenue
Woodbridge, NJ 07095

(908) 862-0020

1700 W. Elizabeth Avenue, Linden, NJ 07036
www.amiciristorante.com
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Celebrating 40 Years of Success

For more information:

Giovanni Lavorato

O

53 CARDINAL DRIVE
P.O. BOX 2369
WESTFIELD, NJ 07091
TEL (908) 233-6800 x2358
FAX (908) 518-2760
www.lindabury.com

JAMES K. ESTABROOK
Attorney at Law
jestabrook@lindabury.com

P 908.272.6200
F 908.272.2416

Ce

FAZIO
M ANNUZZA
R OCHE
TANKEL
L A PILUSA LLC

20 Commerce Drive, Suite 301
Cranford, New Jersey 07016
www.fmrtl.com

Celebrating 40 Years of Success
Angie Tsirkas
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P 908.272.6200
F 908.272.2416

P9
F9

20 Commerce Drive, Suite 301
Cranford, New Jersey 07016
www.fmrtl.com

Vice President
Business Development Officer

FAZIO
ANNUZZA
1410 St. GeorgesM
Avenue
Avenel, NJ 07001R OCHE
(732) 499-7200 ext. 1536
TANKEL
atsirkas@eNorthfield.com
L A PILUSA LLC

Michael@emeraldstonetiling.com Master Craftsman in Tiling
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L A PILUSA LLC

20 Commerce Drive, Suite 301
Cranford, New Jersey 07016
www.fmrtl.com

Business Coach

Improving Your Business's Performance

barry@enhancedbusinesscoaching.com
www.enhancedbusinesscoaching.com
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CERTIFIED PUBLIC ACCOUNTANTS & CONSULTANTS

Celebrating 40 Years of Success

Gateway to Business...
P 908.272.6200
F 908.272.2416
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CERTIFIED PUBLIC ACCOUNTANTS & CONSULTANTS

P 908.272.6200
F 908.272.2416

908-277-3453
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CERTIFIED PUBLIC ACCOUNTANTS & CONSULTANTS

Celebrating 40 Years of Success

Barry Meister MBA, CPC, ICF

P9
F9

FAZIO
M ANNUZZA
to place your business card in the
R OCHE
20 Commerce Drive, Suite 301
Cranford, New Jersey 07016
“Gateway to Business” section,
call 732-303-9377TLAANKEL
PILUSA LLC
www.fmrtl.com
CERTIFIED PUBLIC ACCOUNTANTS & CONSULTANTS

What’s
Coming
Up! Up!
What’s
Coming
Date

Event......................................................................................................Times

Location

July 11

Gateway Today................................................................................................ 7:30 AM

Kenilworth Inn, Boulevard & South 31st Street, Kenilworth 07033

July 16

Irish Business Association Networking Event.................................................. 6:00 PM

Blackthorn Irish Pub, 651 Michigan Avenue, Kenilworth 07033

July 17

Employer Legislative Committee Meeting...................................................... 8:00 AM

Holiday Inn – Clark, 36 Valley Road, Clark 07066

July 26

Somerset Hills Business Network Meeting..................................................... 8:00 AM

Fidder’s Elbow Country Club, 811 Rattlesnake Bridge Road, Bedminster 07921

For additional event information call the Chamber office at 908-352-0900
or visit our website at www.gatewaychamber.com
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Businesses retrain to develop new talents

(Continued from page 1)
“All of our employees, whether in the office, in the showroom or in our warehouse,
must be comfortable with computers now,” said Diani Johnson of the company’s human
resources department. “Our warehouse staff uses hand-held devices to fill orders sent to them
electronically. If we see a need for our employees to improve their knowledge of even basic
computer functions, we offer them opportunities to improve their skills and encourage their
participation. IBI’s program provided an easy way to offer training. If we improve even basic
skills, we help the entire operation.

Businesses of all sizes with a variety of objectives are eligible to apply for the grant program,
according to Toomey.
“Some very large employers have policies that require each employee to attend X number
of hours of training each year,” she explained. “While budgets may be tight for training, they
still must meet their training objectives so they turn to us to help them design a program and
apply for the grant.

“Smaller companies may have identified growth objectives and determined through a variety
of internal means that employees need to be re-skilled in order for the company to attain
established goals. So they quantify the goal, identify the skills their employees must acquire and
apply for funding to fuel that growth.

“Every one of our 13 employees who attended the training came away with something new
to help them on the job,” she added.
IBI’s on-site training had a big impact on the Kenilworth operation, according to Johnson.
Their mobile computer lab made training in Excel possible for all employees.

“Growth means more jobs, something that is very important to the state when evaluating
applications to the grant program,” she added. “The ultimate goal is to re-skill and to employ
as many people as possible in the current economy.”

“Their instructor and their training operations manager set up the classroom for us,” she
said. “Our return on the investment of our time and energy was well worth it.”

It’s working.

The employees of Solar Compounds Corp. in Linden also benefited from on-site training
made possible by the IBI, according to Joe Barbanel, company president.

Employees at The Residence Inn by Marriott in Elizabeth wanted to improve their English
skills.

“They help you to get qualified for the grant money for a business retention program and
they helped us with the application process and course selection,” he said. “You have to go
through an approved agency to be eligible for the grant program.

“We recognized the benefits better language skills would bring to the hotel’s service and to
the lives of the employees,” said Cherie Foster, assistant general manager. “So we called in the
Industry-Business Institute at Union County College.”

“We absolutely benefited from them bringing in a qualified outside trainer vetted by the
county folks to provide skill-specific training to our employees that continues to be helpful
to our operation,” Barbanel added. “We set up a classroom on site, had five or six different
courses.

Through a workforce grant from DOL, IBI delivered a 40-hour English as a Second Language
(ESL) class over a 10-week period. Ten employees graduated with sharply improved language
skills. The hotel plans additional classes in MS Word, MS Excel, ESL Part 2 and another ESL
Part 1 for employees who were not able to take advantage of the first class, according to Nick
Pappagallo, general manager at Marriott International.

“It’s worked out pretty well. We’ve been able to select pertinent courses. It’s been a good
supplement to our internal training and helped us to focus on our needs. There’s no question
we benefited from the experience.

Johnstone Supply in Kenilworth is part of a cooperative that operates 365 stores nationwide.
They provide heating, air conditioning, ventilation and refrigeration equipment and parts to
contractors who sell, install and maintain products for end-users.

“There’s always ‘we’ll get to it when we can.’ This way, with IBI helping, we can.”

Did
Know...
Publish or perish is the new business mantra
DidYou
You
Know...
By Barry Cohen
“Publish or perish” used to be the mantra in academia and still is. If a professor doesn’t publish,
he or she doesn’t get promoted – or worse yet, retained or tenured.
Today, publish or perish is fast becoming the mantra in business, as well. Many of the most
recognizable business leaders have become authors – Donald Trump, Guy Kawasaki, Robert
Kiyosaki and Jack Welch, just to name a few.
So why do these busy tycoons, many of whom already have achieved both fame and
fortune, publish?
More importantly, why should you and how can you go about it?
Become Recognized as an “Instant Expert”
The simple answer to the first question above is that authorship has a certain cachet about
it. For business leaders, it maintains their aura of success.
To answer the second question, authorship creates instant expert status. When you
become a published author, it positions you above your competition, raising your profile and
your credibility within your field. Authorship confirms your expertise and attracts favorable
publicity, which further reaffirms your credibility.
Once you have written and published one or more books, you garner reviews, interviews
and speaking engagements, which ignites a high degree of envy among your competitors and
gives you an edge to win business. And press begets more press.
Now, for the interesting part: How do you do it? It’s easier than you think.
Forget traditional publishing. Major book publishers are in crisis, still trying to figure out
how to become profitable in the face of changing technologies. As a result, for the most part
they are only entertaining books from established authors, celebrities and highly credentialed
individuals, as well as scandal and tell-all books. So where does the aspiring first-time author
turn to get his or voice in print?
The New Reality
The chokehold major publishers have on the marketplace has resulted in the rise of several
innovative self-publishing avenues. Years ago an author would have to go to a so-called
“vanity” press, spend $10,000 and figure out how to sell a garage full of 5,000 books. Not any
longer.

“When you become a
Today, in many cases for under $1,000, an
author can produce a high quality book and have
published author, it positions
it available on all the major on-line booksellers’
you above your competition,
websites without maintaining any inventory
raising your profile and your
whatsoever. It’s called print-on-demand. As every
credibility within your field.”
copy of your book is ordered, an automated
process will print, bind and ship it, delivering it to
the customer’s doorstep in about a week.
That’s just the beginning. Today you have
options. If you know you can sell a quantity of
books, you can go with a short-run digital (printed) edition. Modern technology makes it
cost-effective to print only 100 books. Many of today’s computer savvy folks like to download
e-books to a computer or other reading device rather than ordering a hard copy book.
Still another option involves audio books. When traveling by car, plane or train, many people
like to listen to a narration of a book. The more formats you can make your book available in,
the wider an audience you can attract.
For those who are serious about monetizing their publishing efforts, today’s self-publishing
options prove more lucrative. While you make a small upfront investment you also retain a
greater percentage of the profits, often in excess of 30 percent – much better than the 10
percent royalty most traditional publishers pay their authors.
It doesn’t have to end there. Authors that self-publish and aggressively promote their work
have a shot at reselling their books to traditional publishers. Why? Because they can now
prove they have “skin in the game” – they invested their own money – and they have traction
in the marketplace – a track record of sales for their book. The upside is the imprimatur of
legitimacy a major publisher adds, along with brick and mortar bookstore distribution. The
downside, as discussed, involves reduced compensation for the author. It’s your call.
© 2013, Barry Cohen

Barry Cohen is the managing member of AdLab Media Communications, LLC in Clifton, NJ (www.
adlabcreative.com/publishing). He is the author of three books and has edited and/or promoted 10
books for other authors.
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Where the Chamber Stands...

		

Inside Views

Catch-22 is curable

Heads in the sand?

In his novel Catch-22 Joseph Heller describes the paradoxical situation where a pilot hoping
to be found not sane enough to fly combat missions is deemed sane simply for not wanting to
risk his life. A more clinical definition of catch-22 is a situation in which a desired outcome or
solution is impossible to attain because of a set of inherently illogical rules or conditions.

In this issue of Inside Business we run a story about high school dropouts.
I encourage you to read it if you have not done so already.
The problem of dropouts continues to haunt our society in many
ways. The majority of inmates in penitentiaries are high school dropouts.
The majority of people in homeless shelters are high school dropouts.
High school dropouts have the highest rates of unemployment.

X

Jim Coyle

And it is a huge problem, nationally and locally. Educational
achievement is at the basis of the growing disparity in income distribution. It is the major
determinant of poverty. It robs the economy of a trained workforce.
In Mike Daigle’s story you might notice that the dropout rates of several Union County school
systems are presented, with Hillside and Plainfield being among the worst. You also may notice
there is no mention of what any school system in Union County is doing to prevent dropouts or
to prepare them with something else that will help them along in life.
That’s because no one in Union County wants to talk about the problem. We called
superintendents, principals, guidance counselors and even Union County Vo-Tech. Out of all
these calls we could not find one person to talk about how their schools are trying to prepare
kids who are going to drop out. Not one.
You would think that with a problem so important to everyone there would be lots going on.
If there is, we certainly can’t find it.
My guess is that our schools don’t do a whole lot. Over the years I’ve spoken to several
superintendents about the dropout problem and have learned that while they don’t like the idea
of someone dropping out, they also are relieved when it happens. Their job is to prepare kids
for the next level of education – college. And that’s all.
There is no question that the kids who quit are not the cream of the crop. They are bored
and angry. They are troublemakers who make life so unpleasant for those around them that
everyone – their teachers, their classmates, the administration – is happy to see them go.
I certainly can understand this attitude. Who wants someone in their class who isn’t going to
work? Who is going to be obnoxious and loud? Who is surly and unhappy?
But the “good riddance” attitude is too much of a cop out. Getting rid of the problem makes
it someone else’s problem. And as all the numbers show, the problem gets worse as the dropout
gets older.
So why do our educators bury their heads in the sand? Isn’t their job to educate?
Here’s what I think.
I think Union County’s educators do not want to talk about dropouts because it is embarrassing.
Presenting metrics on how many kids go to college and how many take advanced placement tests is
more satisfying than how many dropouts you help get into a job training program. If you’re looking
at a school and they talk about how they help dropouts, will you want to send your kid there?
But we need to address the problem. Frankly, if we could come to the realization that not
everyone is meant to go to college maybe we would think about what the non-college bound
need. And if these kids were given some opportunity that didn’t involve reading Shakespeare,
maybe they wouldn’t drop out.
And in any event, they’d have a skill that they could use to get a job.

Copyright James Coyle 2013
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This is relevant when looking at the jobs market. Our economy is in a catch-22. However,
unlike in the novel, there is a cure – lending.
The latest jobs report showed that the economy added 175,000 jobs in May, according to
the Department of Labor. However, unemployment ticked up a notch, from 7.5 percent to
7.6 percent. Yet even this is modestly good news because the increase in unemployment is the
result of 420,000 people joining the labor force, indicating that unemployed people who had
stopped looking for work have started again.
The news on hiring is equally mixed. While large companies are once again hiring – those
with 1,000 or more employees increased hiring by 8.6 percent between February 2010
and April 2013 – small businesses – those with 20 or fewer employees – increased hiring by
just 3.8 percent during the same period, according to Bloomberg. Meanwhile, the National
Federation of Independent Businesses (NFIB) Small Business Economic Trends report for April
showed small employers increased employment by just 0.14 workers and plans to hire remain
modest.
To hire, businesses generally require money. This is where it gets really confusing. Banks
are lending. In the U.S. commercial and industrial loans totaled $1.5 trillion as of December
31, 2012, a 12 percent increase from the year before, surpassing the high mark of the second
quarter 2008, Inc. magazine recently reported. Yet small business lending remains low – loans
with initial balances under $1 million increased just 0.4 percent, the magazine reported,
citing FDIC data. Only 9 percent of senior loan officers said they increased credit limits or
eased covenants for small businesses, compared to 19 percent who said they had done so
for mid-sized and large companies, according to a January survey by the Federal Reserve, Inc.
reported.
But wait. Small businesses say they don’t want loans and/or are not having trouble getting
credit. The NFIB report shows that most small businesses still see things getting worse and
more than 50 percent say they do not want loans. Only 6 percent say all their credit needs are
not being met.
However, start-ups, which traditionally lead the small business sector in hiring, are reporting
credit problems, with 41 percent saying they could not get a loan and 36 percent getting less
than they wanted, according to a report from the Atlanta Federal Reserve.
What a mess.
Apparently, the U.S. economy is in a catch-22. The economy is adding jobs but
unemployment remains stubborn because more people are looking for work. Large businesses
are hiring but small businesses, the drivers of any economic recovery, are not. Banks are
lending but more so to large companies and sparingly to small businesses, who themselves are
not all that interested in borrowing or hiring.
We need a solution and the best answer is to lessen the constraints placed on community
and regional banks by Dodd-Frank and other finance reform measures put into place after the
recession. While consumer confidence is rising, larger companies are waiting for solid demand
before they reinvest and smaller businesses have yet to see an impact on their bottom line.
And banks are squeezed by low interest rates and restrictive regulations that make it more
costly to do business. Making one million dollar loan is much easier and more profitable than
making 50 $20,000 loans.
Community and regional banks have long been the friends of small business. They never
practiced irresponsible lending such as sub-prime mortgages and never have been players in
the markets that helped topple the economy into recession. Yet these banks were swept up
in the same broom of retaliation against the national and international financial houses that
leveled the economy.
It’s time to return the Main Street bank to the Main Street business. If local banks are once
again freed from onerous restrictions and allowed to lend more based on their belief in a local
business perhaps the local business will once again trust his local bank and come looking for
credit.
Then he or she will hire, expand their operations and sell more. People will buy – they are
inclined to already. The national recovery will feel more real – and local.
And the catch-22 will be cured.
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Rep. Rush Holt – (D-12) House Committee on Education and the Workforce
Keep college affordable

As a former educator, I know that one of the smartest investments a young person can make is
a college education. As a policymaker, I know that one of the smartest investments that we as
a nation can make is to encourage more students to attend college.
Fortunately, the arc of history shows the United States doing more and more to help
our young people afford a higher education – from the GI Bill in 1944 to the College Cost
Reduction Act in 2007, which I helped write. That bill cut the interest rates on federal Stafford
loans in half, to 3.4 percent.

In the months ahead, Congress will decide whether to continue this legacy of making college
more affordable. Due to a quirk in the law, student loan interest rates are scheduled to double
to 6.8 percent on July 1 – and a political duel is
underway in Congress between those who would
keep interest rates low and those who would make
“There’s no reason
college more expensive.

that the United States
should be putting
roadblocks in the way
of bright, dedicated
students who want to
go to college.”

I side with those who believe that our education
policy should advance the national interest rather
than profiting from the interest that students pay.
I have co-sponsored legislation that would lock in
today’s low, 3.4 percent interest rate on federal
student loans.
Yet in May, Republican leaders in the House
passed a bill over my objections that took a very
different approach. The House-passed bill would,
in effect, transform the federal government into a
Wall Street bank, charging students high and wildly

Insight
Insight

variable interest rates while raking in about $4 billion in additional
profits for the government.
The nonpartisan Congressional Research Service estimates that, for a graduate who has
about $19,000 in subsidized student loan debt, the Republican plan would increase total
interest payments by $4,881, relative to today’s low, fixed rates.
All this talk of interest rates and repayment periods can make the issue of student loans
seem abstract and mathematical. But the truth is, this legislation would hurt real human beings.
I heard recently from 20-year-old Anthony Covington, a rising junior at Rutgers University.
He grew up in a single-parent family that simply could not afford to send him to college.
Anthony’s attendance at Rutgers is possible only due to a combination of student loans, Pell
Grants and other sources of aid. If student loan interest rates rise, he says, he may not be able
to realize his dream of graduate school.
Anthony worries, too, about what will happen to high school students who are now
considering whether to go to college.

“For me, this is a scary idea,” he says. “Even when you do the right things, you still won’t
have the opportunity to go to a four-year university.”
Anthony’s fear is well-founded, given today’s political climate – but there’s no reason that
the United States should be putting roadblocks in the way of bright, dedicated students who
want to go to college. To the contrary, we can and we should help those students along the
way, both for their sake and for the sake of our future economy.
The United States today is a wealthier, more productive nation than when the GI Bill was
passed. If our predecessors in 1944 could afford to help their children attend college, we can
afford to do the same for our children – and we should do so.

End unemployment or underemployment by becoming a distinct brand

By Michael Brown

The unemployment rate hovers around 7.6 percent and around 18 percent for the underemployed.
Companies and organizations are still in pain but only want to invest in a fresh and proven branded
product – employees – with a track record of delivering results.
If you are not in this category you will not be the sought-after solution.
In today’s competitive world, you’re either a distinct and competitive “brand” or an extinct
generic. In order to survive, prosper and achieve success you must become a distinct and
competitive personal brand. Only then will people be willing to invest the time and money to
recruit, hire, promote, train and pay you in a high-skill, high-wage job.
There are great opportunities for unemployed and underemployed individuals to improve their
personal, professional and economic situation by mastering the formula 4Ps + 3Ws + 1FP and
standing out.
The 4Ps
• Product – Prepare yourself for a new/better job through professional development (continued
education, research, networking, etc.) to ensure you are fresh and relevant for today’s
marketplace. If you can come through the door already up to speed on the latest technologies
and methodologies, practices, strategies and trends happening in your chosen field and/or role,
that gives you a huge competitive edge over other candidates who may need some “fine tuning.”
• Price – Sell your value to prospective/current employers. It’s not about how great you are but
how great you can make the company hiring you.
• Placement – Aspire for the right job. Understand the market and company in which you want
to work.
• Promotion – Promote your brand in places, environments or events where the prospective
hirers are most present.
The 3 Ws
• Who – Who is your target audience? What company or organization do you want to work for?

• What – Determine the needs, strategies and goals of your target company. What are their pain
points? What does success look like for the company or organization?
• Why – Why you? What are you able to do competitively to solve their needs? What are you able
to do that will deliver a return greater than anyone else? Why should they hire and invest in you
and what will they get in return?
Closing the Gap and Standing Out – The 1FP, or Fresh Passion
Now it’s time to perform a skills assessment and gap analysis on your brand – you. Will your
skills, background, education and expertise provide a competitive solution to the goals, aspiration
and needs of the target company or organization? Are you the freshest and best in the marketplace?
Would you be considered the undisputable candidate of choice?
Answering these questions should render a few areas you can develop and or enhance to make
you the freshest and undisputable brand employers will reach to hire, invest in exponentially and
promote.
The critical part of the formula to helping you develop and/or enhance your brand is to ensure
you have a product – you – that is fresh, competitive and sought after. You can’t deal with pricing,
placement or promotion until you have a fresh, relevant and competitive brand.
Prepare for a new or better job by continuing your education through classes, professional
development, building and contributing to formal and informal networks and maintaining an active
intellectual interest in and knowledge about your career and your life. Jobs are scarce and only the
most qualified candidates are getting so much as an interview.
It’s often the missing link between ending unemployment and underemployment.
Michael Brown is a speaker, management expert and author of Fresh Customer Service: Treat the
employee as #1 and the customer as #2 and you will get customers for life. Visit his web site at
www.myfreshbrnad.com.
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Architects - Disaster Restoration/Fire Reconstruction
Fitzgerald Architecture - Disaster Restoration Design Services
67 Main Street, High Bridge, NJ 08829
Phone: Tom Fitzgerald, (908) 638-4848
Fax: (908) 638-4555 www.fas-drs.com
Experts who specialize in structural/property damage
reports and construction/repair drawings for residential/
commercial properties that have experienced damage or fire loss.

Attorneys
Genova Burns Giantomasi & Webster
494 Broad Street Newark, NJ 07102
Phone: Penny Paul, (973) 533-0777
Fax: (973) 533-1112 www.genovaburns.com
Law firm with over 80 attorneys with offices in Newark,
Red Bank, Camden, New York City, and Philadelphia;
represents many of the region’s premier companies and business interests.
Weber Gallagher Simpson Stapleton Fires & Newby LLP
430 Mountain Ave., 4th Floor, Murray Hill, NJ 07974
Phone: Michael Moroney, (973) 854-1060
Fax: (973) 242-1945 www.wglaw.com
With offices in New Jersey, Pennsylvania and Delaware,
we represent local, national and international businesses, insurance
companies,financial institutions, health care systems and professionals.

Banking/Financial
Northfield Bank
(See our ad on page 4)
581 Main Street, Suite 810, Woodbridge, NJ 07095
Phone: Angie Tsirkas, (732) 499-7200
Fax: (732) 636-1014 www.eNorthfield.com
Full-service commercial bank providing better business banking solutions to
customers in New Jersey, Staten Island and Brooklyn.
The Provident Bank
(See our ad on page 2)
Admin. Offices, 100 Wood Ave. South, Iselin, NJ 08830
Phone: 1.800.448.PROV www.ProvidentNJ.com
Provident offers a full suite of financial products for
businesses of all sizes with 75+ convenient branches,
online banking, cash management and customized lending solutions.
TD Bank
Martin Melilli, Union & Essex Regions
Phone: 888-751-9000 www.tdbank.com
TD Bank, America’s Most Convenient Bank, is one of the 10 largest banks in
the U.S., providing more than 7.4 million customers with a full range of retail,
small business and commercial banking products and services at more than
1,250 convenient locations throughout the Northeast. Follow TD Bank on
Twitter at www.twitter.com/TDBank_US or visit www.tdbank.com.

Certified Public Accountants & Consultants
Fazio, Mannuzza, Roche, Tankel, LaPilusa, LLC (See our ad on page 4)
20 Commerce Drive, Suite 301, Cranford, NJ 07016
Phone: Joseph A. Fazio, (908) 272-6200
Fax: (908) 272-2416 www.fmrtl.com
FMRTL is the largest local firm in Union County providing
accounting, tax and consulting services to individuals and
privately-held family-owned businesses.

Contract Services
The Arc of Union County
60 Diamond Road, Springfield, NJ 07081
Phone: Linda DiMarco, (973) 315-0082
Fax: (973) 315-0090 www.arcunion.org
We Can Provide Assembly - Disassembly - Heat Sealing - Labeling - Mailing Collating - Sorting - Packaging - Repackaging - Reworks - Promotions Fulfillment
- Clothes Hanging - Folding - Bagging - Shredding...and much more.

Education
Benedictine Academy 		
840 North Broad Street, Elizabeth, NJ 07208
Phone: Sister Germaine Fritz, OSB, (908) 352-0670 		
Fax: (908) 352-9424
germaineosb@benedictineacad.org
This all-female, college-prep high school shapes future leaders in the Benedictine
tradition through rigorous academics, sports, activities and service opportunities.
We offer 10% tuition discount for Chamber members and their employees.
Union County College
(See our ad on page 3)
1033 Springfield Avenue, Cranford, NJ 07016
Phone: Ellen Dotto, (908) 709-7501		
Fax: (908) 709-0527 http://www.ucc.edu
Union County College is a public comprehensive
community college providing quality, affordable, accessible
educational programs that serve the greater Union County region.

Energy
Supreme Energy Inc.
532 Freeman Street, Orange NJ 07050
Phone: Dominic Valli, (973) 678-1800
Fax: (973) 672-0148 www.supremeenergyinc.com
Supreme Energy Inc. offers the best in full service energy
services including “GREEN” solar energy options. From oil to natural gas,
maintenance to installation, commercial to residential - we do it all. Call or
click now to find out how you can start saving on your energy bill today!

Financial Services & Investments
R Seelaus & Co Wealth Management Group
25 DeForest Ave, Summit, NJ 07901
Phone: Richard C. Callaghan, Jr. CFP®, (800) 922 0584 x 3025
Fax: (908) 273 5845 www.rseelaus.com
Providing investment and financial planning solutions.
Associated with a full-service broker dealer which has
specialized in bonds for almost 30 years.

Healthcare Facility & Services
The Woodlands
1400 Woodland Avenue, Plainfield, NJ 07060
Phone: Skeeter Reid, (908) 753-1113
Fax: (908) 222-0446
Skeeter.Reid@Genesishcc.com
Our Skilled Nursing Center provides short-stay care and long-term care. At
Genesis HealthCare we offer outstanding clinical care, delivered by highly
skilled practitioners in a warm and comfortable setting.

Health Insurer
Collections
Cashflow Credit Counseling and Collections LLC
200 Rt. 18 East Brunswick NJ 08816
Phone: Ronald Laborde, (732) 201-3060
Fax: (732) 753-4729 www.cashflowcci.com
CashFlow Collections is a proven, persistent, professional team that
specializes in collecting for small to midsize companies. We offer: • High
recovery rates • Low Commission rates • No upfront costs • Fully bonded

Community & Government
NJVETBIZ
1 Washington Park, Suite 360, Newark, NJ 07102
Phone: Scott Snair, (973) 353-3429		
Fax: (973) 353-1110 www.njvetbiz.com
New Jersey Veterans Business Outreach Center
offers free business planning, loan application assistance and assistance with
vet-owned business registration.

AmeriHealth New Jersey
259 Prospect Plains Road
Building, M, Cranbury, NJ 08512
Phone: Steve Carr (609) 662-2400
Fax: (609) 662-2360 www.amerihealthnj.com
AmeriHealth New Jersey is a statewide health insurer
focused exclusively on New Jersey, allowing us to focus on the needs, and
improving the health of, our New Jersey customers.

Hospital/Healthcare
NJ Organ and Tissue Sharing Network
691 Central Avenue, New Providence, NJ 07974
Phone: Elisse E Glennon (908) 516-5400		
www.NJSharingNetwork.org
NJ Sharing Network is a non-profit, federally designated organization
responsible for the recovery and placement of donated organs and tissue for
the nearly 5,000 New Jersey residents in need of life-saving transplants.

Robert Wood Johnson University Hospital Rahway
865 Stone Street, Rahway, NJ 07065
Phone: Kirk C. Tice (732) 381-4200		
www.rwjuhr.com
Robert Wood Johnson University Hospital Rahway
is an acute care hospital with a mobile intensive care
unit, extensive rehabilitation services, a joint replacement
center, and a rehabilitation unit.
Trinitas Regional Medical Center
225 Williamson Street, Elizabeth, NJ 07202
Phone: President & CEO: Gary S. Horan, FACHE (908) 994-5000		
Fax: (908) 994-5799
www.TrinitasRMC.org
A full-service medical center offering quality care in cancer,
cardiac, renal, sleep disorders, wound healing, diabetes,
maternal/child health, psychiatry, women’s and senior care.

Hotels
Newark Liberty Int’l Airport Marriott
1 Hotel Road, Newark, NJ 07114
Phone: (973) 623-0006		
Fax: (973) 623-7618
www.newarkairportmarriott.com
The only hotel located on the airport premises
boasting 591 guest rooms and 13,000 square feet of banquet space.
Renaissance Newark Airport Hotel
1000 Spring Street, Elizabeth, New Jersey 07201
Phone: (908) 436-4600 Fax: (908) 436-4610
www.RenaissanceNewarkAirport.com
Contemporary hotel for both business and leisure
travel with free shuttle service to and from Newark Airport. More than
17,000 square feet of meeting space.

Industrial Products, Services, Solutions
A&M Industrial
1414 Campbell St., Rahway, NJ 07065
Phone: Nancy Voltz, (732) 574-1111
		
Fax: (732) 574-1431 www.am-ind.com
A&M Industrial is a regional leader in the delivery of quality products,
value-added services and custom-crafted solutions which enable our clients
to better manage the total cost of ownership of their MRO consumables
and capital project spend.

Insurance

RED: PMS 186
BLUE: PMS 282 / GRADIENT: 60% -100%

Insurance Center of North Jersey, Inc.
(See our ad on pages 4)
2 University Plaza, Suite 118, Hackensack, NJ 07601
Phone: Steve Radespiel, (201) 525-1100
Fax: (201) 525-1021 www.icnj.com
Insurance Solutions For Your Business, Personal and
Professional Insurance needs. We offer Office Package, Home, Auto, Flood,
Professional Liability, Workers’ Compresation and Umbrella coverage.

Office Products
American Interior Resources, Inc.
d/b/a The Locker Lady
1605 US Hwy. 22 West, Union, NJ 07083
Tel: Alwine Schooff (908) 851-0014
Fax: (908) 851-0485 www.lockerlady.com
CERTIFIED SBE / WBE / DBE
• HIGH DENSITY TRACKLESS MOBILE STORAGE SYSTEMS • LOCKERS
• OFFICE FURNITURE • SHELVING • MATERIAL HANDLING EQUIPMENT.

Plumbing Contractor
Monarch Plumbing & Heating Company, Inc.
701 N. Stiles St., PO Box 370, Linden, NJ 07036
Phone: Jeffrey Connolly, (908) 925-7100
Fax: (908) 925-7927
www.monarchplumbingandheating.com
Commercial, Industrial, Residential plumbing installations, renovations,
service. Sewer and drain cleaning. Sewer camera inspections. Backflow
preventer certification, installation, repair. Water heaters, boilers, water
efficient fixtures.
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Sports and Recreation

Safety Products Distributor
Select Safety Sales LLC
1145 Maurice Avenue, Clark, NJ 07066
Phone: Matthew Kane, (866) 864-3495		
Fax: (732) 381-4365 www.selectsafetysales.com
Distributor of safety products which include First Aid
Supplies, Fire Safety Products, Personal Protective Equipment,
Eyewash Stations and Portable Handwash Stations.

Security

Tech Services Security
1764 New Durham Road
So. Plainfield, NJ 07080
Phone: Tom Monahan, (732) 985-9300
Fax: (732) 985-9301
ww.techservicesnj.com
Trust the security of your business with the most experienced, serviceconscious provider in New Jersey. We feature the most current technologies
in CCTV, Access Control and Alarm Systems.

Transportation
FedEx Corporation
630-640 Dowd Avenue, Elizabeth, N.J. 07201
Phone: Michael Scerbo, (908) 282-5515
Provides customers and businesses worldwide with
a broad portfolio of transportation, e-commerce and
business services. Offers integrated business applications through our
operating companies under the respected FedEx brand.

Maffey’s Security Group
1172 E. Grand St., Elizabeth, NJ 07201
Phone: Edward Maffey, (908) 351-1172
www.maffeys.com
Maffey’s Security Group is a full-service master locksmith,
safe and vault company providing access control, intrusion and surveillance
systems to all of New Jersey and beyond.

New
NewMembers...
Members...

Mountainside Indoor Tennis
1191 US Highway 22 East, Mountainside, NJ 07092
Phone: Georgia Aquila, (908) 232-0310
Seasonal indoor tennis facility open to the public seven
days a week beginning September 7, 2012. Six heated
courts, large viewing lounge, lessons, clinics and
stringer on site.

Amboy Computer – Noah Greenberg
56 Haven Terrace, Parlin, NJ 08859

732-857-5774

Always Best Care Union/Essex Counties – Tracy Silver
111 Northfield Avenue, Suite # 205, West Orange, NJ 07052

973-951-6879

Designs Alternatives – Kiran Dhaliwat
P.O. Box 129, Scotch Plains, NJ 07076

908-322-1975

DXP Enterprises – Marybeth Healey
410 Allen Street, Linden, NJ 07036

908-474-0777

Emerald Financial Resources – Jaslynn Vesuvio
1140 Route 22, Suite 202, Bridgewater, NJ 08807

908-252-2378

M & T Bank – Beth Hughes
250 Pehle Avenue, Suite 104, Saddlebrook, NJ 07663

201-368-4503

P.K. Architecture, LLC – Paritosh Kumar
472 Westfield Avenue, Suite 104, Clark, NJ 07066

732-381-3005

Schiller & Pittenger, P.C. – Brian Schiller
1771 Front Street, Scotch Plains, NJ 07076

908-490-0444

Waterway, Inc. – Jim Ford
369 E. Westfield
Avenue,
Roselle
Park, NJ12:16:39
07204
Catena Banner
Ad - 06-12.pdf
1 5/15/2012
PM

908-445-8357

Now Here!
Our
very
own free
mobile app…
Gateway2Go!
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The Linden Chamber of Commerce honored nine award recipients at their 12th
Annual Awards and Scholarship Dinner held earlier this month at III Amici Ristorante in
Linden. Sovereign/Santander Bank and Dragonfly Restaurant & Bar were honored
as Businesses of the Year, both for commitment to the community. Lucille Disano,
public relations director at Epicor, was honored as Person of the Year for exemplary
performance in combining community and business activities.
The chamber also awarded $5,000 in college scholarships to local students. Nicole
Guevara, Manessa Lormejuste and Angelica Tarnawski each received $1,000 scholarship
awards; Kristina Taylor and Cezary David Szczepankiewicz each received $750 awards;
and Milena Drozd received a $500 award.
_______________________________________________

Spencer Savings Bank recently hosted a savings presentation at Livingston Avenue
School in Cranford in continued support of Teach Children to Save (TCTS), a national
program that organizes bank volunteers to help young people develop a savings habit early
in life. The presentation culminated Spencer Savings Bank’s month-long partnership with
TCTS, during which the bank hosted three presentations at local schools throughout its
communities to help foster students’ financial education. Spencer Savings Bank kicked off
Teach Children to Save Day by hosting the program for students at Clifton Elementary
School #1 in Clifton. The bank also hosted a presentation at Garfield Elementary School
#5 in Garfield.
_______________________________________________
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John LaPilusa, CPA and a principal at accounting firm Fazio, Mannuzza, Roche, Tankel,
LaPilusa LLC of Cranford, has been selected for the “50 Over 50” list of the New Jersey
Society of Certified Public Accountants for his contributions to the accounting profession,
the society and the community.
_______________________________________________
CONTACT We Care volunteer listener Jeanne Connerat has been named a 2013
recipient of a New Jersey State Governor’s Jefferson Award for Volunteerism. CONTACT
We Care is a crisis intervention and suicide prevention hotline headquartered in Westfield
serving Central and Northern New Jersey. Connerat’s commitment to the hotline and its
callers led to her being named the Jefferson Awards State Farm Good Neighbor recipient.
Connerat next will travel to Washington, D.C. with a few other New Jersey winners to
attend the national Jefferson Awards reception and dinner.
The Governor’s Jefferson Awards for Volunteerism honor individual or group volunteer
efforts that achieve measurable community
impact and represent outstanding acts of public
service without the expectation of recognition
or compensation. Recipients demonstrate unique
vision, dedication and tenacity of heroic proportion
and serve as inspiration for others to respond to the
call to action. The Good Neighbor award recognizes
individuals who consistently perform acts of kindness
toward neighbors in need and who through a
series of simple good deeds have made a significant
difference in the lives of others.
Jeanne Connerat (left) attends the 2013 New Jersey
State Governor’s Jefferson Award for Volunteerism
reception with Megan Accardi (center), volunteer
manager, and Joanne Oppelt, executive director, of
CONTACT We Care.

_______________________________________________
Berkeley College has announced the appointments of Julio Monroy and Angelica Tang to
its board of trustees. Monroy, a Berkeley College alumnus, is senior marketing manager
at Maquet Cardiovascular in Mahwah. He received a master of business administration
in marketing from St. John’s University in Queens, NY, and a bachelor of business
administration in business management from Berkeley.
Public Service Electric and Gas Company (PSE&G) and Trinitas Regional Medical
Center recently completed more than $3.7 million worth of energy efficiency upgrades
to the hospital’s Williamson Street and New Point campuses. The improvements were
made possible through the PSE&G Hospital Efficiency Program, a $129 million effort that
is helping 29 hospitals to better manage their energy consumption.
The upgrades will save Trinitas $390,000 annually in utility costs, or about $7.8 million
over the 20 year lifespan of the new equipment. Improvements include updated heating
and water cooling systems as well as the installation of state-of-the-art lighting and energy
management technologies. In addition to reducing energy bills, the upgrades will improve
the comfort and convenience of Trinitas’ patients, staff and visitors.
Trinitas also announced the medical center has again received CEO Cancer Gold
Standard™ accreditation, which recognizes a commitment to the health of its employees
and their families. To qualify for the CEO Cancer Gold Standard companies are required
to evaluate their health benefits and corporate culture and then take actions in five key
areas of health and wellness to fight cancer in the workplace: discouraging tobacco use;
encouraging physical activity; promoting a healthy diet and nutrition; detecting cancer at
its earliest stages when outcomes may be more favorable; and providing access to quality
care, including participation in cancer clinical trials.

Tang is executive director of Committee of 100, a New York City-based non-partisan
organization focused on addressing issues important to the Chinese-American community
Kenilworth Inn Eighth Page 06-13.pdf 1 4/24/2013 10:33:34 PM
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and furthering U.S.-China relations. She received a bachelor of arts degree in comparative
literature from Princeton University.
_______________________________________________
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The Irish Business Association (IBA) of New Jersey this month honored their 2013
Man of the Year, Woman of the Year and Company of the Year at the association’s 5th
Annual Awards Dinner, held June 1 at the Westwood in Garwood.
Al Nunan was named Man of the Year for his past and present support of the IBA.
Nunan, principal business relationship manager at Wells Fargo Business Banking, served
as IBA president from 2008-2012, during which time the association significantly grew
both its membership and visibility.
Deirdre Shea of Cranford was honored as Woman of the Year. Shea is co-owner of
the Shea-Jennings School of Irish Dance, with studios in Garwood, Millburn and Spring
Lake, which has placed dancers in the top five at both the North American Nationals and
World Champions.
Paul Davis Restoration of Union and Essex Counties was named Company of the
Year. Under the direction of Pat Wildridge, the company supports an array of community
causes and business associations throughout the year, including the New Jersey
Firefighter’s Mutual Benevolent Association and local emergency response personnel.

The Albert & Louise Davis Scholarship Fund of the Rotary Club of Elizabeth recently
awarded a total of $22,500 in scholarships to 15 promising Elizabeth High School
seniors for their higher education. The presentations were made during a meeting of
the Rotary Club held at the Garden Restaurant in Union. Pictured with the students
following the scholarship presentations are: Ken Richuso (center), president of the Davis
Scholarship Fund; Marie Krupinski (far left), president of the Rotary Club of Elizabeth; and
Jim Duffy, president-elect of the Rotary Club of Elizabeth. The Davis Scholarship Fund has
given a total $442,000 to 292 youngsters since 1986.

• More than 16,000 sq. ft. of flexible meeting space
• 102 Guest Rooms & Suites, including PURE Rooms
• Complimentary Hot Breakfast Buffet
• 24-Hour Business Center & Fitness Center
• Catering Facility, Restaurant & Pub

The honorees at the Irish Business Association (IBA) 2013 Awards Dinners were (left to right
holding awards) Deirdre Shea, co-owner of the Shea-Jennings School of Irish Dance; Patrick
Wildridge of Paul Davis Restoration of Union and Essex Counties; and Al Nunan of Wells Fargo
Business Banking. They are flanked by IBA vice president Thomas Farrell of RegentAtlantic;
Kate Conroy, vice president of the Gateway Regional Chamber of Commerce; and IBA
president Brian Reilly of Centric Benefits Consulting.
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225 Route 202, Basking Ridge NJ
Conveniently
located off I-287,
Exit 30B

contact Joanne Vero at 732-303-9377

Weddings • Corporate Meetings & Events
Social Gatherings • Exceptional Cuisine
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