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Mobile banking takes root
By Rod Hirsch
New Jersey banking executives recently gathered at The Breakers Hotel in Florida for a
four-day convention focused on “The Future of Community Banking.” Sitting within the
quintessential monument to old money, the bankers learned that old is out when meeting the
expectations of today’s banking consumer.
Day One featured a presentation on “Deploying Mobile Devices Across the Bank: Risks and
Rewards,” given by Jack Vonder Heide, a name familiar to readers of the Wall Street Journal
and someone considered one of America’s top technology experts.
Vonder Heide focused on the new technologies customers will demand and some of the
creative ways banks can deliver increased function to drive customer loyalty and revenue while
working within budgetary constraints.
Increasingly consumers and businesses are putting down their check books and pens in favor
of making deposits and paying bills using their iPhones and Androids. Virtually anything that can
be done using a computer can now be done securely on the go.
• Verizon Wireless rolled out its first mobile banking application in January 2008 with eight
national and regional banks offering customers the ability to check balances, transfer funds
between accounts within the same bank and pay bills. Thousands of banks now offer
expanded mobile banking services nationwide.
• J.P. Morgan Chase first offered mobile banking in 2009 and now has 13 million customers
using the service.

• Bank of America has more than 100,000 customers making daily deposits using their
mobile phones.
“We’re in a day and age where everyone is trying to figure out how to make banking easier
and more convenient for customers,” said John Zarrillo, PNC senior vice president and
business banking manager.
And it’s not just the Echo Boomer generation leading the drive, those in their 20s and 30s
who live by extension through their handheld devices, tablets and laptops.
“You would think it would be the younger persons but it runs the gamut from our younger
customers to middle age and older,” said Damian Kane, vice president and director of
marketing for Northfield Bank. “The use of handheld devices to conduct banking runs from
those 18 to 65.
“It’s definitely a service that I believe makes our product offerings more attractive. Having
mobile banking makes our product line more appealing to the customer and helps us to retain
existing customers and attract new ones.”
First introduced by the larger multi-national banks, the mobile banking app technology has
trickled down so that smaller, community-based banks now offer the service.
Northfield Bank has 2,000 customers making deposits and conducting transactions using
their iPhones and Androids, according to Kane.
“The banking industry is shifting to an electronic model,” he said. “To stay competitive and
provide our customers the services they need and want is something we needed to do. We
feel that as a smaller community bank, we can offer the same level of technology and mobile
services as the larger regional and national banks while retaining the friendly, familiar feel of the
local bank. That puts us in a competitive position.”
PNC Bank was one of the first banks to offer mobile banking services to businesses and its
commercial clients, according to Zarrillo. Introduced in New Jersey in April, PNC’s Cash Flow
Insight program is designed for business clients.
“Cash Flow Insight gives our business clients the ability to transact and manage their
business as if they were walking into a branch,” Zarrillo said.
(Continued on page 5)

United’s friendly skies get brighter
Nearly one in three mobile phone owners accessed a financial account using their phone in the
last 12 months and mobile banking activity has increased 33 percent in the last year.
												
(Source: Federal Reserve)
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By Michael Daigle
Every veteran air traveler knows the drill –
leave early and expect delays.
With 33.7 million passengers flowing
through its terminals in 2011, delays at
Newark Liberty International Airport impact
large numbers of travelers. United Airlines,
which in 2010 merged with Continental
Airlines, is spending $150 million on its
Newark facility aimed at reducing delays and
improving the passenger experience and
airline operations.

United accounts for about 60 percent of all
Newark air traffic with more than 400 flights
daily to 150 destinations in North and South
America, Europe, the Middle East and Asia.
Newark Liberty International is one of
three area airports operated by the Port
Authority of New York and New Jersey.
About 21,000 people are employed at the
airport, which generates $20.2 billion in
economic activity in the New York-New
(Continued on page 3)
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Principles of sales training

By Andy Gole
Part 1 – Do we really need sales training?
Many business owners subscribe to the maxim: Selling isn’t rocket
science. After all, everyone sells!
This view is supported by evidence – businesses grow and thrive
without sales training or a formal sales process. Proper implementation
of the right product/service/market strategy is the key driver of business
success.
Thus, if everyone sells, if selling is practically a natural skill, how
important can sales training be? It might be “nice to have” but certainly in challenging markets, when
every dollar counts, sales training isn’t a “must-have,” is it?
This attitude can cost a business 10-20 percent or more in profitable sales and probably a similar
loss in business valuation. In the longer term, this attitude is deadly to business survival as markets
mature and decline.
It is selling’s job to be a multiplier – to take a sound strategy and maximize it. If the incremental
sales boost takes the business past the breakeven point, proper selling becomes a matter of life and
death.
Part 2 – The three-way paradigm shift to ensure serious conversations
Sales strategy requires us to recognize and remedy three fatal flaws in selling, all assumptions:
1. The prospect enters the conversation with serious intent – we must earn the right to a serious
conversation.
2. The prospect believes what we say – the prospect doesn’t believe anything we say.
3. The prospect knows how to make a decision – typically, and especially for the infrequent
decision, the prospect doesn’t know how to make a decision.
All selling is conversational and there are two types of conversations:
1. Safe – You will never get a stick of business; the prospect is using you for other purposes,
most commonly as a pricing exercise.
2. Serious – The prospect has a compelling need and is willing to discuss it.
Safe conversations destroy business. Serious conversations build businesses.
The failure to generate serious conversations is evidence of a failed sales process and failed
business development. The remedy is usually a three-part paradigm shift:
1. Values – Moving from social selling to business selling – the central shift.
2. Sales Strategy – A standard sales call – solving the three fatal flaws in the selling process.
3. Strong Messaging – To initiate the change from safe to serious conversations.
Part 3 – First basic principle of sales training – changing sales behavior
Change is always difficult. What makes sales training particularly difficult is the change needed in
self-image, based on how we perceive relationships.
By the time we are teenagers we know what is socially appropriate behavior – to give others
physical and psychological space, to politely accept “no,” to avoid being boastful or rude. Some of
these taboo social behaviors are essential to successful selling, including:
• Persistence in the face of rejection – rude or inappropriate in social circles.
• Making a strong case for your product service – boastful in social circles.
• Asking customers for introductions or testimonials – rude in social circles.
You should search for sales people who can oscillate between social and business values,
depending on the context. And work to change the viewpoint of other productive sales team
members, including those who are productive because of strong technical knowledge and/or
organizational or market memory.
Our culture, which self-destructively demeans business selling as inappropriate, puts a huge
psychological burden on all salespeople – even those inclined to business selling. It is management’s
job to create a unique sales culture, supporting and maintaining the attitude change from social to
business selling.
One successful technique is to install a “salesperson as hero” culture. This culture teaches,
celebrates and rewards non-conventional behavior, vis-à-vis relationships. In his book, The Hero with
a Thousand Faces, Joseph Campbell describes the laws of the hero. This is good source material for
designing a change process to support business selling. Coaching, documenting and sharing case
histories of non-conventional behavior are key to the change process.
In future columns, I will discuss other principles of sales training.
© 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.
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United’s friendly skies get brighter
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that if a Boeing 777, currently United’s largest plane, is being boarded to full capacity of
385 passengers, boarding can be accomplished in 17 minutes, eight fewer minutes than it
previously took, he said.

In April, United signed a 20-year extension of its lease for Newark’s Terminal C, which had
been Continental’s main local hub.

Enqvist said the changes underway at Terminal C are the first since 1998-2002, when
Continental undertook the $1.6 billion “Global Gateway” project that created the modern
Terminal C.

“This represents a 30-year commitment for this airline, to the business community and our
13,000 employees in Newark,” said Toby Enqvist, United’s vice president in charge of the
airline’s New York/Newark operations. “The goal is not just to be the largest airline in the
region, but the leading airline.”

That project added a third level to the terminal, a separate control tower, new check-in
area, cargo facility and advanced baggage system and a new arrivals/departures level that
doubled the size of usable space in the terminal.

While the long-term project includes improvements to the terminal’s concourse area and a
new catering facility, according to Enqvist the key components currently under construction
are a new in-line baggage handling system that also includes a security and baggage scanning
operation developed with the federal Transportation Safety Administration, and the ongoing
construction of a new maintenance hangar for wide-bodied jets.

This is the next step, according to Enqvist.
“Terminal C will be a world-class hub facility,” he said.
Charlie Leochia, director of the consumer advocate nonprofit Consumer Travel Alliance,
was enthused by United’s announced project.

When completed the hangar will be able to maintain all the airline’s large jets, including the
new Boeing 787, Enqvist said. The facility has 900 employees and construction is expected to
be completed in late 2014.

“This is an international terminal, so the project will have an impact on all passengers,” he
said.

While passengers will not see the new baggage-handling system, they will feel the impact,
according to Enqvist. All ticket stations will be connected to the new baggage system, which is
designed to speed up baggage processing in part through more accurate scanning, he said. The
present system has a 30 percent alarm rate, causing delays. The new baggage system should be
fully online in mid-2014.

In addition, at seven gates the boarding lanes have been divided, Enqvist said. Where
there was just one lane there are now two center lanes and three others. The change means

E

(Continued from page 1)

Jersey region, including $7.3 billion in wages and salaries, according to the Port Authority.
About 143,000 area jobs are tied to airport activity.

Shaving minutes off each step of the boarding or disembarking process is a key to improving
customer service, according to Enqvist. The airline is working with TSA to improve the
screening times of an increasing number of arriving international passengers, which today
numbers 1,700 daily and is expected to rise to 3,000, he said.

R

Often airlines improve service for their best customers – those in business and first class –
but this project will serve the “everyman customer,” he said. “This project is important and
necessary.”
Among the new concourse improvements, Leochia said he understands there will be new
food outlets and an increased number of spots for passengers to plug in their electronic gear.
Improvements to customer services are never a bad idea, he added.
“This has been a long time coming. It will be a little better for everyone,” Leochia said.
Port Authority Chairman David Samson said in April, “The continued investment in Newark
Liberty’s facilities will ensure that the airport, and Terminal C specifically, remains a modern,
premier gateway for travelers.” The partnership with United is “an important driver of
economic growth, jobs and development.”

Is your business having trouble collecting what's owed to you?
Get back to growing your business and let CashFlow "show you the money."
CashFlow Collections is a proven, persistent, professional team that specializes in
collecting for small to midsize companies.
What sets us apart is that we strive to maintain the relationships you have worked
so hard to build.
We offer:
¥ High recovery rates
¥ Low Commission rates.
¥ No upfront costs.
¥ Fully bonded
Please give us a call to get started today. 732-201-3060, email us at
info@cashflowcci.com, or visit our website at www.cashflowcci.com.
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What’s
Coming
Up! Up!
What’s
Coming
Date

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

Location

June 6

Gateway Chamber Scholarship Awards Reception......................................... 8:30 AM

Elizabethtown Gas Company, Liberty Hall Plaza, 1085 Morris Avenue, Union

June 6

Workforce Education Committee................................................................. 10:00 AM

Elizabethtown Gas Company, Liberty Hall Plaza, 1085 Morris Avenue, Union

June 6

Linden Chamber of Commerce
12th Annual Scholarship & Business of the Year Awards Dinner..................... 5:30 PM

III Amici Ristorante, 1700 W. Elizabeth Avenue, Linden (reservations required)

June 11

Irish Business Association Annual Awards Dinner........................................... 6:00 PM

The Westwood, 438 North Avenue, Garwood 07027 (reservations required)

June 12

Kenilworth Chamber Meeting......................................................................... 8:30 AM
Hosted by Robin Koerner

Kenilworth Public Library, 543 Boulevard, Kenilworth

June 13

Kenilworth Uncorked: Kenilworth Chamber’s 2nd Annual Wine Tasting....... 5:30 PM

Kenilworth Inn, Boulevard & S. 31st Street, Kenilworth, NJ

June 14

Local & County Affairs Committee................................................................. 8:30 AM
Hosted by Mayor Jamel C. Holley

Borough Hall, 210 Chestnut Street, Roselle

June 19

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

Kenilworth Inn, Boulevard & 31st Street, Kenilworth

June 25

Linden Chamber of Commerce...................................................................... 8:30 AM
Hosted by Maureen Stanul

Dragonfly Restaurant, 661 West Edgar Rd, Linden

June 26

Clark Chamber Group.................................................................................... 8:30 AM
Hosted by Gary Santo

Clark Nursing & Rehabilitation Center, 1213 Westfield Avenue, Clark

June 28

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

Olde Mill Inn 225 Route 202 (I-287, Exit 30B) Basking Ridge

For additional event information call the Chamber office at 908-352-0900 or visit our website at www.gatewaychamber.com

Your
Gateway
to Business...
Your
Gateway
to Business...
Prepare for success...
right here in Woodbridge.

Celebrating 40 Years of Success

beneﬁts consulting
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Our Business Revolves Around Your Business.

800-446-5400, ext. MAB

Edward J. Gunther, Jr.
President
BerkeleyCollege.edu • info@BerkeleyCollege.edu
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www.centricinsurance.com
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Giovanni Lavorato

egunther@centricinsurance.com
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F 908-665-1139

(908) 862-0020

1700 W. Elizabeth Avenue, Linden, NJ 07036
www.amiciristorante.com

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

53 CARDINAL DRIVE
P.O. BOX 2369
WESTFIELD, NJ 07091
TEL (908) 233-6800 x2358
FAX (908) 518-2760
www.lindabury.com
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(Continued from page 1)

The program enables business owners with commercial accounts to transfer funds, pay bills,
make deposits and, most importantly, manage cash flow, according to Zarrillo.

tablets. Customers can transfer funds, check balances, locate the nearest Provident branch or
ATM and more.

“That is the lifeblood for today’s business owner,” he said. “What they need today is cash
flow, the ability to access money multiple ways and quickly.”

“A mobile check deposit feature also is available for customers with an iPhone or Android by
downloading Provident’s mobile banking app, which is available through the Apple App store
and Google Play store.”

Cash Flow Insight enables clients to scan checks with their mobile phones, make a deposit
and access those monies the following day, Zarrillo explained. The program can also generate
a range of reports.

While there is agreement that the wave of mobile banking will not ebb, bank executives
differ as to the impact these technologies will have on the traditional bank model.

“Business clients can access all the information they need to understand their finances that
are at the heart of the business,” Zarrillo said. “It shows the customer how to forecast trends
and gives them a snapshot of balances, lending, deposits and credit cards.

“Branches will be smaller in size, less transactional and more consultative – filling more of a
financial advisory role,” said Novielli of Provident. “A few features that are showing up around
the country are paperless loan applications or other products, ATMs with expanded features
and instant issue machines where debit and credit cards are printed right away.”

“Ask a business owner today, ‘What is your cash position?’ and they have to go through too
many portals or screens to (answer). Cash Flow Insight allows them to do that quickly and
efficiently.”

“We’re probably too soon into the process to make any conclusions on that but the way
people bank is changing,” said Kane of Northfield. “Still, we will always need the brick-andmortar and people in the buildings. Our model is community banking and what that means for
us is knowing our customers and them knowing they can come to us. We will never be a 100
percent electronic model.”

The service also allows each business client to customize the program according to their
needs, Zarrillo said.
“It’s amazing, really amazing,” he said. “We call it an experience. It’s not just a product.
You’re going to play with it, customize it to suit your business. A manufacturer might utilize it
one way, a doctor will use it a different way.”

“Who knows what the bells and whistles are going to be five years from now,” said Zarrillo
of PNC. “This is an environment that is ever changing.
“Go back 20 years ago when ATMs first came out and people said they would replace the
bank branch office,” he added. “Obviously, that didn’t happen. Will mobile banking reduce
transactions and the volume at branches? Probably, but for us, keeping the customer base is
the key.”

Provident Bank is following suit.
“Mobile banking is growing at a fast clip among U.S. consumers,” said Jack Novielli,
executive vice president and chief information officer at Provident. “Banks are beginning to
offer this service so customers have the ability to easily access and manage their bank accounts
on the go and at their convenience

“Bank customers want innovative solutions for today’s complex financial needs,” Vonder
Heide recently said in prepared remarks for a presentation to a group of Illinois bankers. “The
pace of technology development has quickened and competitors are rolling out attractive new
solutions that can impact a bank’s existing business and future growth.”

“Provident Bank has been fully functional with our free consumer mobile banking service
since January 2013,” he added. “The convenient new tool enables Provident customers to
access their personal banking accounts directly from their web-enabled smartphones and

How remains to be seen.

Did
Know...
The importance of access to non-traditional financing?
DidYou
You
Know...
By Karlene Sinclair-Robinson
The financial reality for many businesses today is dismal. Companies are operating with
negative cash flow and poor balance sheets. Those generating millions of dollars annually have
the same problem as those operating on a smaller scale. When push comes to shove, how a
business survives and thrives will depend on the owner’s ability to think outside the box and
get creative.
Many businesses today are operating on the concept of “robbing Peter to pay Paul.” Facing
the reality of the financial nightmare affecting the business can be daunting. It requires a multifaceted approach to bringing a business back on track to becoming financially solvent while
allowing the business owner peace of mind.
Focusing on the Financial Statements
Too often, entrepreneurs leave their company’s financials up to their accountant, chief
financial officer or chief operating officer. These individuals are there to support the company
yet they are not the owner.
It is important not to ignore the financial position of your company. It presents the
company’s revenue status position, cash flow position, balance sheet strengths and profit and
loss position. It also determines your borrowing power and capacity to carry any additional
loan or investment opportunity.
The ability to read and assess these financial documents will help keep you on track and out
of trouble with the Internal Revenue Service. If the company is operating at a loss year over
year, you will know sooner rather than later.
Access to Capital
Your ability to access traditional bank or non-traditional (non-bank) financing is critical to
your entity’s survival. It is no longer business as usual or keeping the same narrow mindset in
how you finance your business in the 21st century. With banks having tightened their lending
requirements even more, entrepreneurs must get creative and be strategic in their approach
to this problem.
The ability to use non-traditional options will help make the difference between growth,
survival or total failure. Options to consider include:
Factoring – The sale of accounts receivable has been a vital option in the survival of many
companies, both large and small. This option presents a transaction that is the sale of an asset

instead of accessing a loan. When you sell an asset, you receive payment in whatever form you
elect to receive it.
The great part about this option is that it can be repeated on a monthly basis and allows for
flexibility as a company grows or struggles to survive. Look up the Assignment of Claims Act of
1940 which governs this practice.
Purchase Order Financing – This option is vital to companies receiving orders for
products but which are unable to pay the supplying source in advance. This transaction allows
for the supplier or manufacturer to be paid and the product delivered to the client prior to
your company being paid.
This option works well as an up-front financing solution alongside Factoring on the back end
of this type of a transaction.
Revenue-Based Lending – The ability to access capital and not have to worry about credit
scores, added collateral or cosigners is vital. This option is new to the market on the scale that
it is now being used.
The company must have revenue. The lender will assess the company’s financials to prove
revenue base. The approved amount will be based on the company’s average monthly
revenues.
Crowdfunding – This option is a hot topic right now, so much so, it was written into the
JOBS Act. The ability to use Crowdfunding platforms such as Indiegogo.com or Kickstarter.
com to finance a product or idea has created many successful campaigns.
However, this is not for everybody. Use this option more in the context of pre-sales, while
offering something tangible in return for monies received.
While the above options are great, using Vendor Financing, Merchant Cash Advance,
Microloans, Peer-to-Peer Lending or even Unsecured Business Lines can make a difference, as
well. One approach might be beneficial to some businesses while others will not be a good fit.
The best thing to do is to get clear on which option or options would be a good fit and then
implement them in your business when needed.
Karlene Sinclair-Robinson, principal of KSR Solutions, LLC, consults small businesses on startup,
funding and cash management issues. She is author of the recently published book, Spank the
Bank: THE Guide to Alternative Business Financing. Visit www.SpankTheBankNow.com.
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Where the Chamber Stands...

		

Inside Views

Stop attacking the independent business

Beware the exchange

A couple weeks ago I was invited to a seminar held at Rutgers University
and sponsored by the Centers for Medicare and Medicaid Services
(CMS). CMS is the division of the U.S. Department of Health and
Human Services (HHS) that has been tasked with developing and
administering the health insurance exchanges which will be launched in
the fall. Though some states are managing their own exchanges, New
Jersey has decided to allow the federal government to do it.

X

The New Jersey Legislature has a new target and it is a surprising one – small business. At a
time when President Obama lauds small businesses as a driving force of the national recovery
and Gov. Chris Christie hails this sector as the engine of the state’s economy, legislators
are pushing a bill that would attack small business owners who operate their own trucking
companies.
Jim Coyle

This was a wise decision, for the exchanges are a disaster waiting to happen.
Before I get to that, however, let me also mention that the exchanges are no longer called
exchanges. A focus group thought “marketplace” sounded better, so marketplaces they now
are. I will continue to use the word exchange, however, because that is still commonly used.
Briefly, the exchanges are designed to be an Internet-based service for people to buy health
insurance using a subsidy provided by the government. The exchanges will have offerings from
multiple insurance companies and individuals will be able to compare prices and coverage and
determine what the best policy is for themselves and their families.
There will be four levels of coverage available; bronze, silver, gold and platinum. At the bronze
coverage level, there is 40 percent copay. At the platinum level the copay is 10 percent. If you
are between age 20 and 30, there is also a high deductable option.
All this is supposed to be up and running by October 1. For people who need assistance there
will be a call center set up, I think in Indiana, to answer questions about the offerings and eligibility.
As I sat through the seminar, I became increasingly agitated as I listened to how this was going
to unfold. How on earth could anyone in their right mind think this was actually going to work?
Don’t they know how complicated insurance is?
Late last year I had an opportunity to see firsthand how complicated health insurance choices
are. I decided to check the market for our own insurance and had a very good broker prepare
different offerings from several different insurance companies. There were about 20 options in
all that came back for review.
Comparing the options was a nightmare. Yes, I could look at the bottom line and determine
easily which cost the least, but since every policy had different parameters, such as deductibles,
copays, networks and coverages, it was impossible to compare apples to apples.
This was hard for me and I work on this kind of stuff all the time. I understand the ins and outs
of coverage. I’m also pretty analytical by nature and have fairly good computational skills. Yet I
was lost!
Now remember to whom the exchanges are targeted. It is not the best educated and most
skilled segment of the population. It is not folks who can turn to brokers. In fact, brokers are
prohibited from providing advice on exchange offerings. This whole system is geared to the least
sophisticated and the least educated. They are going to be lost.
Remember a couple of years ago when the same people in the federal government came up
with Medicare Part D, the prescription drug program for seniors? Remember the chaos that was
caused? That will seem mild in comparison to what is coming.
And the saddest part of all this? Exchanges are not going to reduce costs. They are a mechanism
for using the subsidy, but the actual cost of coverage is not going down because of the exchange.

Copyright James Coyle 2013
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The “Truck Operator Independent Contractor Act” pending in the Legislature would
reclassify independent drayage or parcel delivery service providers who provide their services
to larger trucking companies as employees of the larger business and prohibit the larger
companies from retaining the smaller ones as independent contractors.
Sponsors of the bill claim that by using independent contractors to do local delivery work,
large trucking companies such as FedEx are depriving these workers of Social Security
benefits, workers compensation and other employee benefits while also reducing their own
state and federal withholding tax obligations.
Put a pig in a dress and it is still a pig and that is what this bill is when you remove the
finery. In truth, the act is an attempt to force FedEx to stop using independent contractors
here in New Jersey, as it now does for ground delivery, instead hire these or other drivers
as employees and allow the Teamsters to attempt to unionize the resultant workforce. It is
blatant kowtowing by Democrats in the Legislature to unions.
However, those who will suffer if the bill becomes law are the small businesses that provide
these independent contract services, as well as their employees. Consider the facts.
FedEx contracts with about 400 independent delivery businesses to provide local delivery of
its packages. These are the men and women who show up at homes and businesses dropping
off and picking up packages. They own their own trucks and routes bought on the open
market and employ an average of seven workers.
These are businesses owned and operated by people with entrepreneurial spirit who
choose to be self-employed and independent, who employ others and who contribute to the
state’s economy. In addition, as small businesses these companies fulfill their tax and benefits
obligations as required by law. Their employees are not denied Social Security, workers
compensation and other benefits, as claimed by this bill.
Beyond that, the bill also flies in the face of a wider trend taking place across the nation,
that of more and more Americans opting for the freedom and flexibility to be an independent
worker. According to a report by outsourcing and consulting firm Kelly OCG titled, “The New
Workforce – Insights into the Free Agent Work Style,” independent workers now represent
44 percent of the active workforce in the United States and more than half of traditional
employees increasingly consider the free agent work style as a way of gaining greater control
over their own career and income stream. In addition, should more flexible and affordable
health care become available, more than one-third of traditional employees indicate they
would be “likely” or “very likely” to consider the free agent work style.
Yet the “Truck Operator Independent Contractor Act” seeks to force employment where
none is needed or wanted.
This is an attack upon employee independence, entrepreneurialism and small businesses.
Should the bill become law most of the 400 independent businesses currently contracted by
FedEx and others providing similar services to other larger companies likely will be forced out
of business.
The Small Business Administration recently reported that “small businesses have been at
the core of our economy’s growth over the past few years,” that start ups are increasing while
closures are dropping and that small firms outperformed large firms in net job creation in three
of the four quarters of 2011. Yet all that good news seems to have been missed by some New
Jersey legislators, who have launched this attack on small businesses right here in their own
state.
FedEx and the teamsters have been at war for a number of years, with the Teamsters
continually launching attempts to unionize FedEx employees and the company fighting off
those efforts. That is fine. It is the right of unions to champion collective bargaining and
companies to resist. However, being overlooked by proponents of this bill are the rights of
independent businesses who want to remain independent.
The “Truck Operator Independent Contractor Act” is opposed by the Owner Operator
Independent Drivers Association, American Trucking Associations, New Jersey Motor Truck
Association and New York Motor Truck Association. We oppose it, as well.
Don’t attack small businesses – help them grow.
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Sen. Kevin O’Toole (R-40) – Budget and Appropriations Committee
Restoring New Jersey’s economy

As an eternally optimistic society, we always like to look into the future and think what’s ahead
for all of us. We like to believe that New Jersey will rebuild in the aftermath of Superstorm
Sandy and that the Jersey Shore we all grew up loving will return to its glory. That our
economy will grow again, jobs will be regained and as a whole our quality of life will improve.

As we all know, under the charge of Gov. Christie, Lt. Gov. Guadagno is
readily available to work hand-in-hand with an employer in New Jersey of
any size to help their business flourish. That resource alone has had a profound positive impact
on our business climate.

However, before we can look to the future we must examine history and not repeat
the mistakes of the past. That’s exactly what we are seeing happen under Gov. Christie’s
stewardship of New Jersey and its economy.

As we move into the budget process, in this year’s budget the governor is continuing the
third year of bipartisan business tax relief with $213.5 million more in business tax cuts,
bringing the total to $540 million in cuts.

In the span of four years (2005-2009) our unemployment rate doubled from 4.5 percent
to 9 percent, losing 211,200 jobs, according to the Bureau of Statistics. Employer confidence
was at all time lows. Businesses were fleeing our state because of over-taxation, cumbersome
regulations and an overall environment that was perceived as overtly hostile to business.

As a member of the Legislature, I am proud to work with the governor to institute these
cuts and also implement measures that further create opportunities for growth in New Jersey.
Some of the things I am proud we accomplished in a bipartisan manner are allowing the CBT
surcharge to sunset, increasing Research & Development credits to 100 percent, phasing in
the single-sales factor and avoiding the $400 per employee payroll tax increase because of
the previous administration’s negligence regarding the Unemployment Insurance fund. I am
particularly proud of the fact that, in a bipartisan manner, we reduced the tax on S-corps by 25
percent, which was focused mainly on small businesses.

All that changed under Gov. Christie’s administration.
Since Gov. Christie took office, New Jersey has seen an increase of 128,000 private sector
jobs. In March of 2013 alone we added 10,400 private sector jobs. We have surpassed 12
states in job gains over the past two months. Since Gov. Christie has taken office, New Jersey
has climbed 15 spots in terms of job creation from the previous administration.
The about-face in treatment toward job creators is clearly starting to pay dividends. Under
Gov. Christie’s and Lt. Gov. Guadagno’s leadership, the Business Action Center is attracting
new businesses to New Jersey as well as retaining existing ones by providing a one-stop-shop
offering assistance and financial incentive programs.
The Red Tape Review Commission has worked with business leaders, small and large,
by streamlining various governmental processes and making decision-makers available to
promptly assist businesses with their concerns.

Insight
Insight

It is clear to anyone who tried to run a business in New Jersey in the past that we didn’t
want them. Our history proved to be one that was more focused on the public sector creating
jobs than the private.
That New Jersey is a thing of the past.
As we move into the future and rebuild our state even greater and stronger, Gov. Christie
and this Legislature, in a bipartisan manner, are showing that we will not repeat the mistakes of
our past. We have set the stage for a reinvigoration of our economy with a commitment that
businesses will be encouraged to be apart of our future and success.

The bank of the future

John McWeeney, Jr.

Over the past few decades there’s been a great debate in the financial services arena about
what the bank of the future will look like. I can remember the 1990s when the introduction of
new technologies caused many to predict that brick and mortar branches were dead. Indeed,
some institutions started to shrink their branch networks and cut back on hours.
Then Commerce Bank came along and turned the brick and mortar debate upside down
by rapidly expanding its branch network as well as the number of days and hours its branches
were open. Soon others followed and the end result was during the past two decades while
the number of banks in the United States was shrinking (from 15,158 in 1990 to 7,083 in
2012), the number of bank offices dramatically increased (from 82,362 in 1992 to 98, 789 in
2012).
Those that predicted the demise of the brick and mortar branch may not have been wrong;
their timing just might have been off because the number of bank offices peaked in 2009 at
101,130 and has declined over each of the past three years. Some of that may be attributable
to cost-cutting measures related to bank consolidation and the challenging economic
environment, but the real driver is the development of other delivery channels and changing
customer preferences.
Given the availability of Internet banking, mobile banking and ATMs, customers just don’t
need to go to the local bank branch any more to conduct their routine banking business. My
own personal litmus test is our three adult children aged 26-31. Each of them utilize a full array
of banking services, including checking accounts, debit and credit cards, savings and retirement
accounts and even mortgages. But none of them ever step foot in a bank branch.
The statistics bear out my personal experience. For the third year in a row more bank
customers prefer to do their banking online compared to any other method. In a 2012 survey
of 1,000 consumers conducted by the American Bankers Association (ABA), 39 percent
preferred Internet banking, followed by 18 percent for branches and 12 percent for ATMs.

According to the financial services technology firm Fiserv, Inc., as of 2011 80 percent of all
households with Internet access use online banking services. One of the more popular online
banking services is bill payment. It offers a convenient and secure way to pay your bills and
according to Fiserv as of 2011 40.5 million households, or 42 percent of all households with
Internet access, use online bill payment.
Arguably, perhaps the biggest development in banking services is mobile banking. Eightyseven percent of the U.S. population has a mobile phone and 44 percent have smart phones.
In the 2012 ABA survey, 6 percent of consumers identified mobile banking as their preferred
banking method. That number is sure to increase in the years ahead as the technology for
mobile phones and mobile banking continue to advance.
Mobile banking technology is bringing the bank branch into the customer’s hands. Today a
customer can check his or her balance while standing in a store check-out line, transfer money
between accounts, pay bills and, in some cases, even pay for their purchases by swiping their
phone against a “reader.”
So what do all these new banking delivery channels mean for the future of the bank branch?
Well, certainly the role of the branch in processing routine banking transactions is going to
continue to diminish. The same can probably be said for the branch’s role in the account
opening process, as well.
I do believe, however, there will always be a role for the branch to play in the banking
delivery model. The branch of the future will be more sales-driven, with hours more similar to
retail stores. There will be fewer branches and they will be smaller in size with less staff. That’s
my prediction, although I may not be right for a while.
John McWeeney, Jr. is president and chief executive officer of the New Jersey Bankers Association.
Visit them at www.njbankers.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
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
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 (See our ad on page 3)
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.

ABC Safety & Fire Inc. – Wayne Kenny
750 Fairfield Avenue, Kenilworth, NJ 07033

908-259-9200

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

973-951-6879

Aberson Narotzky & White Branded Products – Hal Narotzky
945 Lincoln Avenue East, Cranford, NJ 07016

908-789-2700
ext 222

Enhanced Business Coaching – Barry Meister
P.O. Box 640, Summit, NJ 07902

908-277-3453

Frederic’s Jewelers – Robert Paul
1083 Raritan Road, Clark, NJ 07066

732-388-8889

Fresh20, LLC – Steven Rapoport
1 Bethany Road, Building 4, Suite 52, Hazlet, NJ 07730

732-673-7947

Informa Energy – Jeff Stein
41 Grand Avenue, River Edge, NJ 07661

201-342-0990

Linwood Inn Tap House Pizza and Grill – Lori Neshimka
15 South Wood Avenue, Linden, NJ 07036

908-862-2334

Mills Law Office, The – Darren J. Mills
33 Wood Avenue, Suite 600, Iselin, NJ 08830

908-612-8145

Sancon Services Inc. – Jose Conde
P.O. Box 466, Kenilworth, NJ 07033

908-296-1689

QualCareCatena
Alliance
Networks,
Inc. – Dawn
Banner Ad
- 06-12.pdf 1 5/15/2012
12:16:39Wright
PM
30 Knightsbridge Road, Piscataway, NJ 08854

732-562-7815
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Community Access Unlimited recently honored its community partners and
celebrated the accomplishments of its members and staff at the 29th Annual Awards
Night Celebration, held at L’Affaire Fine Catering in Mountainside. The agency honored
individuals and organizations that help the agency fulfill its mission of enabling members to
live fulfilled lives independently within the community.

The award winners were:
• The Westlake School in Westfield – Educator of the Year
• Yoga instructor Donna Bacich – Community Service Award
• TD Charitable Foundation – Supported Housing Service Award
• Reverend Dr. Larry Dixon, senior pastor at the Mount Teman Ame Church
		 in Elizabeth – Citizen of the Year
• Jamie Roberts of the Division of Child Protection and Permanency –
		 Youth Advocate of the Year
• Dr. Kate Haller of the Developmental Disabilities Center –
		 Health Care Professional of the Year
• Savita Persaud of the New Jersey Division of Developmental Disabilities –
		 Distinguished Social Service Award
• The Community Living Education Project –
		 Community Education Partnership Award
• Michael Pollack – Volunteer of the Year
• Community Food Bank of New Jersey – Employer of the Year
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In addition, Berkeley College recently was named one of the Best Places to Work in
New Jersey for 2013. This is the eighth year the college has received the award. The
awards program identifies and honors the places of employment in New Jersey that
benefit the state’s economy, workforce and businesses. The program is produced by
NJBIZ in partnership with Garden State Council SHRM, The New Jersey State Chamber,
Employers Association of New Jersey and the New Jersey Economic Development
Authority.
_______________________________________________

Spencer Savings Bank, headquartered in Elmwood Park, recently held a complimentary
business seminar, “Protecting your Business in the Electronic Age,” as part of the bank’s
continued commitment to its business customers. The business seminar was presented
to more than 70 local business owners by Anthony Rainone, an attorney with the law firm
Brach Eichler, LLC. Spencer Savings Bank hosts several seminars, events and networking
sessions for its business customers each year, striving to stay connected with the business
community.
_______________________________________________
The Trinitas Comprehensive Cancer Center has joined the Philadelphia-based
Jefferson Kimmel Cancer Center Network. Partnering with Jefferson Kimmel will allow
Trinitas access to top-notch expertise and research that will directly benefit its patients,
according to Gary Horan, the hospital’s president and chief executive officer.

The Community Food Bank of New Jersey was recognized by Community Access Unlimited
(CAU) as Employer of the Year at the agency’s 2013 awards dinner. Lisa Knothe (center), the
food bank’s director of human resources, is congratulated by (from the left) Union County
Freeholder Bruce Bergen; Sid Blanchard, CAU executive director; Freeholder Alexander
Mirabella; Freeholder Mohamed Jalloh; Freeholder Bette Jane Kowalski; and Union County
Clerk Joanne Rajoppi.

_______________________________________________
Dario A. Cortes, president of Berkeley College, recently was appointed to the board of
directors of One To World, New York. One To World brings future leaders from around
the world together with Americans one to one, sharing similarities and appreciating
differences to build cultural understanding across the globe. Its mission creates global
citizens and inspires a peaceful world through one-of-a-kind programs in classrooms and
communities. One To World is designated by the U.S. Department of State as the official
coordinator of Fulbright enrichment programs in the greater New York area. In addition,
One To World promotes connections with the 65,000 self-sponsored international
students studying in the greater New York area.

Those benefits include access to all Jefferson’s treatment studies and studies that best
match Trinitas’ patient population. In addition, Trinitas will become a member of the
National Surgical Adjuvant Breast and Bowel Project through Jefferson and will have
access to all the project’s studies, as well. Trinitas oncologists plan to open four new
Inn Eighth
Page 06-13.pdf 1 4/24/2013 10:33:34 PM
treatmentKenilworth
trials this
year.
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• 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

Call: 908-696-2315 or Visit: OldeMillInn.com
225 Route 202, Basking Ridge NJ
Conveniently
located off I-287,
Exit 30B

Weddings • Corporate Meetings & Events
Social Gatherings • Exceptional Cuisine

Villani Bus Quarter Page - 04-13.pdf 1 3/13/2013 9:43:28 AM

Celebrating over 90 Years
Need a Bus, Call Us!

2013
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PAUL DAVIS RESTORATION
awarded “Company of the Year” by the Irish Business Association

