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Home health care grows strong as America grows old
By Rod Hirsch
There is an exploding business sector in the United States and it is paralleling the nation’s
burgeoning senior population. As America grows older the home health care industry grows
larger.
Americans are living longer – 10,000 file for federal Medicare benefits every day – but
as they grow older their needs beyond Medicaid and other assistance programs become
increasingly acute even as they more frequently choose to age at home.
Senior citizens need help with simple things around the house – cooking, bathing, getting
dressed and doing laundry, for example – and perhaps someone to run errands or to help with
grocery shopping.

“If you had a choice to say home or go into assisted living, you’d want to stay in your home
as long as you can,” said Tracy Silver, owner of Always Best Care Union/Essex Counties, one
of 11 home health care franchises in New Jersey. “It’s what you know. It’s where you are
comfortable.”
Families are not always able to care for their elderly relatives, according to Silver. Home
health care aides become companions and friends in the absence of family members.
“We have the ‘sandwich’ generation,” Silver said. “We need to take care of our parents but
because lots of people are in a situation where both have to work, they need to find care to
come into the home. By 2020 one in six will be 65 or older.

(Continued on page 5)

That growing demand is being filled by thousands of businesses, many of them franchises,
which provide certified non-medical home health care aides on an hourly, per diem or longer
term, live-in basis.
It is a growth industry in an economy that has few bright spots. Between 2010 and 2020 the
ranks of home health and personal care aides will have swelled by more than 1.3 million, or 70
percent, according to the Bureau of Labor Statistics. That compares with a growth rate of 14
percent for the U.S. job market at large.
Between 2010 and 2050 the senior population will grow dramatically. As baby boomers
reach age 65, this segment is projected to reach 88.5 million – more than twice the number of
seniors in 2000 and 20 percent of the total population of the United States.
According to various sources:
• By 2010 there were more than 17,000 providers of home health care to 7.6 million people,
servicing those with a temporary illness or disability or providing hospice care. The
combined annual revenue for these providers was $57.6 billion in 2007, up from $38.3
billion in 2003.
• 89 percent of seniors desire to remain in their homes as long as physically possible.
• Medical advances will allow more seniors to remain at home when they otherwise would
have to move to a hospital or nursing home. By 2050, it is projected that home health care
services will impact 27 million people.
Anyone who works for a non-medical home health care agency in New Jersey must
be trained and certified, according to the New Jersey Division of Consumer Affairs.
Homemakers-home health aides, a job classification of the New Jersey Board of Nursing, are
certified after successfully completing a required 76-hour training program, including 16 hours
of clinical instruction in a skills laboratory or patient-care setting, a competency evaluation and
a criminal history background check.
There are several factors driving the growth of home health care in addition to the obvious
aging population.
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As America’s elder population continues to expand, so do business opportunities for the home
health care sector.

The cost of aging in America
By Michael Daigle
Living longer has its benefits – obviously. Yet
with extended age often comes infirmity and
financial hardship.
The need to address this double-edged
sword through insurance and financial
planning gained attention in the 1980s, with
a sharp rise in the number of reported cases
of Alzheimer’s, according to Amy Bluestone
of J&A Bluestone, a Union-based insurance
brokerage. At that time U.S. tax law was
changed to accommodate the need for long-

term health insurance, she said.
Long-term health insurance helps cover
the costs for individuals needing assistance
performing the basic activities of daily living,
such as dressing, bathing, eating, toileting,
continence, getting in and out of a bed
or chair and walking, according to Linda
Ershow-Levenberg, an elder law attorney
with Fink Rosner Ershow-Levenberg.
The average American life span has
(Continued on page 3)
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A radical view of time in selling

By Andy Gole
Salespeople know the importance of time. Generally, time management is
one of their most cited challenges.
We have to act promptly when “time is of the essence.” We know the
significance of “right place, right time.”
This is usually a passive concept. Yet effective salespeople proactively
shift the buyer’s decision-making timeline, creating urgency and catalyzing
a favorable decision.
On a fundamental level, time enters the sales process through Urgency
– the prospect’s compelling reason to act now. We seek prospects where
there is sufficient urgency or it can be developed within a reasonable time frame. By contrast,
Interest – the desire to learn more – can extend the selling cycle until it literally stands still. Interest
is the province of marketing; Urgency the province of selling.
Every salesperson has this assignment – to isolate and focus on those prospects with actual or
potential Urgency – filling the pipeline with prospects we can close today and tomorrow. These
prospects have both the need and the ability to act. In general, buyers and sellers focus on the
“now,” the urgent needs of today.
Surprisingly, a buyer focusing on today’s urgent need can be the death of business development.
If a buyer is satisfied with the current vendor base, prospective vendors are typically viewed as a
pricing exercise or, at best, a free education. This results from a now-orientation, where a change in
vendor selection is seen as a future-oriented decision.
In this context, time orientation can be the seller’s worst enemy as the busy prospect, satisfied
with the vendor base, focuses on today’s need.
This is the logical consequence of the CEO/COO structure. The CEO is forward-looking, over

time and space; the COO is focused on running today’s business. Most people in an organization
are more COO-like, properly tasked with doing today’s business versus the future orientation.
This time challenge is a major reason we call on C Suite executives – not only because they can
make decisions but because their decisions are more future-oriented.
When it comes to time, brand is a two-edged sword for sellers. An established brand – a stable
flow of business from the firm’s current and future customers – is usually desirable. However,
brand gives ownership the leisure of time – to make changes slowly and thoughtfully, or even avoid
changes. This “leisure” can be inimical to the business developer.
The challenge for the business developer – where the prospect is satisfied with the incumbent –
is to shift the time frame for decision-making.
We need to earn the right to a discussion about the future. We can earn this right by an ROI
analysis, an economic justification, a vision of what is possible, risk reduction, organizational
development and alignment with the company’s vision.
The annual budgeting process is the one time of the year when the door should be open for
discussing the future. Department managers are invited to submit their plans for the next year. We
can help them improve their department; we can help them justify and increase their budget.
The effective CEO always has a future orientation; the door always should be open to a futureoriented discussion. Here the problem is timeframe. Whereas the budget creates a sense of
urgency for next year, the CEO’s planning horizon can be five to 10 years or more. Our project may
be important but has to wait its turn for more important projects, unless we show the compelling
Urgency to move our project to the front of the line.
The masterful business developer usually can find someone in the prospect organization with the
ability to consider and act on a future orientation.
There is always time to do the most important thing. When you can show the prospect how our
offer is tied to their successful future, we can become a “time is of the essence” project.
© Bombadil LLC 2013
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Andy Gole As
has
taught
selling
skills for1 17
years.
HePM
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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(Continued from page 1)

increased 32 percent since the 1930s, according to U.S. Census data. Men lived an average
59.7 years in the 1930s and in 2010 averaged 78.7 years; women’s life spans have increased
from 61.6 to 81.1 years in that time.
Thus, the need for long-term protection has been increasing.
Yet long-term health insurance is not inexpensive. Driving the price is the cost of care.
According to a 2011 MetLife Market Survey, the average U.S. costs for elder care includes:
nursing home private room – $239 per day, or $87,235 per year; nursing home semi-private
room – $214 a day, or $78,111 per year; assisted living facility – $3,477 per month, or $41,724
per year; home health aide – $21 per hour; adult day services – $70 per day.
New Jersey residents benefit from the New Jersey Long-Term Care Partnership Program
that was put in place in 2008, according to Ershow-Levenberg. The partnership follows federal
guidelines and sets rules for coverage and costs.
Nevertheless, long-term health insurance is relatively underutilized, according to Bluestone.
“There is an astounding disconnect between the 65 percent of us that will require long-term
care and the 8 percent of us who have purchased a long-term care insurance policy,” she said.
When she asks clients about the insurance, they say they have heard of the product but do
not have any for themselves.
The need is in the numbers.
In 2009 there were 65 million people providing care for chronically ill family members,
costing $375 billion a year, according to Bluestone.
Yet it is not just about age, she added.
Federal statistics show that about 60 percent of individuals over age 65 will require at least
some type of long-term care services during their lifetime yet about 40 percent of individuals
receiving long-term care today are between age 18 and 64.
And the need will not diminish, Bluestone maintains.

“People are living into their 90s and 100s,” she said. “A person is diagnosed every 68
seconds with Alzheimer’s. Women are 60 percent more likely to need custodial care than
men…(And) women are leaving their jobs and their own families to provide custodial care for
family members.”
In fact, women are caught in both ends of the long-term care dilemma. Seventy percent of
women aged 75 or older are widowed while at the same time a typical caregiver is a 46-yearold woman providing 20 hours of care per week, Bluestone said.
Long-term health insurance is designed for those who are sick or disabled at any age but
also to address financial needs that result from aging, according to Ershow-Levenberg.
The product also helps protect a family’s assets as an individual ages, according to Bill
Oakes, a financial planner with Acorn Financial Services of Rumson.
Both he and Ershow-Levenberg said families and individuals should begin the discussion
about long-term insurance before reaching their 50s. This allows a solid long-term view of
their family’s finances and health. Beyond that age serious health conditions may develop and
the cost of insurance rises, they said.
Thanks to modern medicine, some illnesses that once were generally fatal, such as certain
cancers, now are treatable and patients live relatively normal lives, Oakes said.
But some progressive and debilitating conditions require long-term care and equally longterm planning to blunt the financial impact on a family or individual, including Amyotrophic
lateral sclerosis, Alzheimer’s disease dementia and Parkinson’s disease, he added.
Oakes said a client should examine the purchase of long-term health insurance based on
several factors: family health histories, which can give clues to the potential of certain diseases;
the length of time the coverage will be needed; and the benefits of certain services.
Oakes cautioned against buying too much long-term insurance. Lifetime coverage sounds
terrific but in reality three to five years of coverage will suffice, he advises, due in part to the
age of the insured when benefits are paid.

• 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

FREE BUSINESS CHECKING

count on paying less
& getting more.
1,000 free transactions 1

Call: 908-696-2315 or Visit: OldeMillInn.com

No minimum balance

225 Route 202, Basking Ridge NJ

No monthly maintenance fee

Conveniently
located off I-287,
Exit 30B

Free ProvidentConnect for Business
online banking & bill payment 2

Member FDIC

Weddings • Corporate Meetings & Events
Social Gatherings • Exceptional Cuisine

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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Prepare for success...
right here in Woodbridge.

Celebrating 40 Years of Success

beneﬁts consulting

For more information:

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

Giovanni Lavorato

(908) 862-0020

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

N

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
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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
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F9

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

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

Michael@emeraldstonetiling.com Master Craftsman in Tiling
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Cranford, New Jersey 07016
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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
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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

Aug 14

Taste of Kenilworth Committee Meeting........................................................ 8:30 AM
Hosted by Isabel Munoz

Access Self Storage, 750 Boulevard, Kenilworth, NJ 07033

Aug 20

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

Molly Maguire’s Irish Pub, 1085 Raritan Road, Clark, NJ 07066

Aug 21

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

Holiday Inn, 36 Valley Road, Clark, NJ 07066

Aug 23

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

Olde Mill Inn, 225 Route 202, Basking Ridge, NJ 07920

For additional event information call the Chamber office at 908-352-0900
or visit our website at www.gatewaychamber.com
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Home health care grows strong as America grows old

(Continued from page 1)
“Most people wait until they are in panic mode. We had a caregiver but mom needed lots
more help and dad’s health was deteriorating because of my mom.

“What’s going to happen is our industry itself will grow twice as fast as the national
economy,” she continued. “Right now, in the home health care industry, we average 24,000
new jobs every month. That’s a lot.”

“The franchise made sense,” she added. “I just liked the social services end of it. There’s a
need for it and obviously it’s an industry that will continue to grow.”

Deon Freeman is the owner of the Home Helpers franchise in Roselle, one of 25 in New
Jersey. Most of his home health care clients are referrals from the Veterans Administration.
“The baby boomers are maturing but the insurance industry is cutting back and hospitals are
closing down…so what do you do?” he said.

The non-medical home health care business serves one segment of the aging population,
while more traditional visiting nurse programs continue to provide skilled, medical care in the
home setting.

“When you start comparing prices with assisted living and skilled nursing facilities, some
people can’t afford it and some people do better by having services provided at home instead
of being away in an institution.”

Michele Cameron has spent 22 years as a registered nurse tending to the medical needs of
the sick and ailing. Her career began at Overlook Hospital working with hospice patients and
their families.

Home health care costs anywhere from $19 to $26 per hour, according to Freeman. An
assisted living facility may cost an average of $7,900 per month, he added. Room rates at a
skilled nursing facility cost upward of $312 per diem, or $113,800 annually.

Today she is manager of business development for Atlantic Home Care and Hospice, a
division of Atlantic Health Systems. She oversees a team of 400 health care professionals –
nurses, therapists, dieticians and others who care for people in their homes.

“Compare that with in-home care pay, whether hourly or a live-in rate $190 per day. It’s a
no-brainer. Most people are better off with home health care,” Freeman said.

“Atlantic Home Care and Hospice is a Medicaid-certified agency,” she said. “Our patients’
care is paid for primarily through Medicare, Medicaid and private insurance. The care we
provide is a skilled type of care – visiting nurses, rehab therapists, physical, occupational and
speech. We have social workers, dieticians and home health aides.

Personal experiences with their parents led Silver and Freeman each into the home health
care field.

“We care for people in their homes and at assisted living facilities. We care for them for
short periods of time, usually after they are discharged from a hospital or from a rehab facility,
but more and more we are getting referrals directly from doctors offices to intervene in a
situation and prevent hospitalization.”

Freeman’s father, who lived in Virginia, had become seriously ill. Freeman traveled
frequently from New Jersey to tend to his father and after a period of time began looking for
help.
“The traveling back and forth put a strain on me so I looked into home health care and soon
realized it was needed all over the place,” he said.

“There has to be a need for skilled visits,” she said. “A physician has to order the care and
sign the orders and the patient needs to be home-bound for the time they are receiving the
prescribed skilled services.

Silver was looking to return to the work force and was researching business opportunities.
“I stumbled into this (and) it made sense,” she said. “My mom has Alzheimer’s and looking
for a facility for her was a really stressful process. We had no idea where to begin and at the
time I wished I had had someone to guide us through.

“That’s why Medicare has carved out this benefit,” she added, ”to make sure that people
recover adequately with the support and education that they need.”

Did
Know...
There are tips to mastering the telephone?
DidYou
You
Know...
By John Tschohl
You have only one chance to make a first impression.
While that statement is something you’ve probably heard at least 1,000 times, many of us
think of it only in terms of meeting someone in person. We fail to realize the importance of
that first impression when meeting someone over the telephone.
The truth of the matter is that when interacting with a customer on the telephone, you
must work even harder to ensure a great first impression than you would if you were meeting
face to face.
Why? Your voice – and your words – must compensate for the lack of visuals that connect
you with your customer when talking in person.
Here are some tips to put into practice in order to provide your call-in customers with the
best possible service:
Answer the telephone within the first three rings, fewer if at all possible.
The longer the phone rings, the more frustrated the customer becomes. Everyone is in a
hurry today, whether it’s driving down the freeway or calling a business. When you answer the
phone quickly it not only lessens the chance the customer will be irritated but also sends the
message that his or her call is important.
Immediately identify yourself and your company.
You should introduce yourself over the phone just as you would introduce yourself in person.
Be friendly.
This sounds simple but it isn’t. Put a smile in your voice. Being friendly – and sounding
friendly – helps to offset any negative feelings the customer might have and sets the tone for
the conversation that will follow.
Have all the necessary resources readily available.
When a customer calls with a problem, the last thing he or she wants to do is wait while you
rummage around, trying to find what you need to answer the question or solve the problem.
Use the caller’s name.
There is no sweeter sound to anyone than the sound of his or her own name. However, be

“(W)hen interacting with a
customer on the telephone,
you must work even harder to
ensure a great first impression
than you would if you were
meeting face to face.”

careful not to over-use the customer’s name.
Doing so can sound stilted and condescending.
Listen.
You can’t provide what a customer needs
unless you listen to him or her tell you what
their needs are. Because the caller can’t see you
nod your head in understanding or give other
visual indicators that you hear what he or she is saying, you must give verbal responses to let
them know you are listening. And don’t be fooled into thinking that the customers can’t tell
whether or not you are giving them your full attention – or checking your emails.
Don’t interrupt.
When you interrupt a customer you send a message that you are not giving them your full
attention. It also increases the chance you will miss a critical piece of information. Wait until
the customer stops talking and then ask for any additional information you might need in order
to provide the best service possible.
Transfer a caller only when absolutely necessary.
Explain why you need to transfer the customer, make sure they don’t mind being transferred
and give them the name of the person to whom they will be speaking. And don’t ever hang
up before you are sure that the call has been transferred successfully. There is nothing more
frustrating to a customer than to be disconnected and have to call again.
Handling telephone calls – and handling them well – is a skill that can be learned. I
recommend that you do some role playing that will allow you to develop the skills that will
help you create a great first impression, calm a frustrated customer and quickly and efficiently
provide that customer with what he or she needs. Whether the caller is placing an order
or lodging a complaint, a sincere and caring attitude goes a long way toward ensuring a
customer’s loyalty to you and your company.
John Tschohl is founder and president of the Service Quality Institute in Minneapolis, Minnesota.
Visit the institute at www.customer-service.com.
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Where the Chamber Stands...

		

Inside Views

Prudent delay or symptom of wider problems?

Elizabeth’s loss

In 2006 Pablo Munoz was named superintendant of schools in the City of
Elizabeth. What followed his appointment has been an amazing record of
accomplishment. He led an effort which transformed Elizabeth’s schools
from being on the edge of failure to the highest performing urban district
in the state.
Unfortunately, he is leaving.
Jim Coyle
Munoz is an interesting man. He was born and raised in Elizabeth. He is
a product of the Elizabeth school system. Not only was he a top student
when he graduated from Elizabeth High School in 1987 but also an All-State pitcher. The combination
allowed him to pursue his education at Yale, where he continued to pitch. From there he went to
Columbia University to earn a master’s degree.
For most, this would be a ticket out of the inner city. But Munoz chose to go back to Elizabeth
and become a teacher at Elizabeth High School. I don’t know if at that point he had a plan to change
the system but by experiencing the system as both a student and a teacher, it certainly gave him a
background to see what needed to be changed.
And so he worked his way up, becoming the director of curriculum and then assistant superintendant
before being named superintendent by the Board of Education. It was a meteoric rise, but with a deep
understanding of what needed to be done.
As an outsider I was able to watch this up close because education is very important to the Gateway
Regional Chamber of Commerce and we pay attention. While I am sure there is a lot of nuance, I
would say Munoz has focused on three areas: developing discipline; developing a love for learning; and
developing a pride of accomplishment among both staff and students.
The cornerstone to the reform was an initiative that eliminated middle schools and converted all
elementary schools to neighborhood kindergarten-eighth grade schools. Munoz once explained to me
that middle school is the training ground for bad behavior. Eliminate it and you eliminate a lot of the
problems in high school.
In addition, district-wide uniforms were introduced, one of the first in New Jersey, the school day
was extended to the longest in the state and graduation requirements were toughened. To reduce
overcrowding, Munoz opened seven new schools and broke Elizabeth High School into six independent
academies with different education and career orientations.
So how successful has this been? Very.
Elizabeth has three national Blue Ribbon Schools and a NASA Explorer School, which focuses on
the STEM disciplines of science, technology, engineering and mathematics. Two of the high schools
are nationally ranked among the best in the country. A joint initiative started with the chamber and
Trinitas Regional Medical Center to combat obesity has led to 17 Elizabeth schools receiving national
recognition by the Alliance for a Healthier Generation.
Munoz himself has received numerous national and local awards for his efforts, including
Superintendent of the Year in 2008 from the Gateway Chamber and Humanitarian of the Year in 2013
from the Salvation Army.
Obviously, this was not a one-man show. Munoz has an excellent team and a board that is truly
focused on making Elizabeth’s school system great.
So is his job done in Elizabeth? Is he leaving to pursue new and bigger challenges? No to the first
question, maybe to the second.
I think the real reason he is leaving is because he is fed up with the political war that the mayor of
Elizabeth, Chris Bollwage, has rained down upon the Board of Education. Munoz has been subjected
to unceasing harassment by the mayor and his minions. This is not because Munoz has been a political
animal or opponent of the mayor but simply because he has led an organization that the mayor wants
to control.
As is so often the case, it’s all about the money. The Board of Education has a huge budget and the
mayor’s power will be enhanced incredibly if he can control it.

Copyright James Coyle 2013
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The business community got a break earlier this month when the Obama administration
delayed by one year implementing the requirement of the Affordable Care Act (ACA) that
businesses with 50 or more employees provide workers with health insurance or face a fine.
That requirement was set to go into effect Jan. 1.
There was a collective sigh of relief from businesses preparing to either comply with this highly
contentious provision of the ACA or make adjustments in their operations to avoid doing so.
The important question now is what the decision really means. Is it a reasonable delay to
allow for adjustments to both the provision and the broader law? Or is it a sign of a bigger
problem with Obamacare?
The Affordable Care Act requires all businesses with 50 or more employees to provide
health insurance or face a fine of $2,000 per worker. Businesses also must comply with what
they claim are onerous reporting requirements about employee health coverage and the cost
of benefits provided.
Opponents of Obamacare – or at least this part of the law – claim the provision will cost
jobs as smaller businesses either stop hiring to avoid going above the 50-employee threshold
or pare their operations to get beneath it.
A recent Gallop Poll of businesses with less than $20 million in annual sales appears to
support this position. The survey showed 41 percent have frozen hiring, 19 percent reduced
their employee count and 18 percent reduced employees’ hours to part-time directly due to
the ACA; 38 percent pulled back plans to expand; and 24 percent are considering dropping
coverage. While Gallop noted that the results may reflect misperceptions by the respondents,
perception often is reality. In fact, many businesses may find it less costly to simply pay the
$2,000-per-employee fine than provide coverage to an employee and his or her family.
In addition, even larger businesses that already provide health coverage will be hit with
the additional reporting requirements that will cost money and, therefore, impair growth
and expansion – and hiring. According to a recent survey by the International Foundation of
Employee Benefit Plans, a majority of respondents estimate a 3-4 percent increase in benefits
costs in 2013 alone due to the ACA.
So the one-year deferral requiring businesses to provide coverage and comply with
additional reporting requirements is good news for businesses and their employees – and
potential employees – alike.
Yet the remaining concern is what else the delay may indicate.
The Obama administration claims the one-year deferral will not impact the roll out of the
health insurance exchanges intended to enable people and small businesses to shop for health
insurance. In the exchanges subsidies are to be available for low- and some middle-income
people who do not receive insurance from their employers. However, with the reporting
requirements for employers delayed, how will that impact the exchanges? How will exchange
managers know who is entitled to subsidies?
By delaying implementation of one important component of the law, the Obama
administration may have undermined what many claim is the law’s keystone – the exchanges.
Many opponents of the ACA are claiming the delay is a concession by the Obama
administration that the law is a train wreck in the making and needs to be repealed, and
Republicans are sure to make the ACA a focal issue in the 2014 midterm elections. The
Obama administration claims it is an attempt to get things right – such as simplifying the
reporting requirements – even if that takes more time.
If the delay is a step toward major revisions in the law that are necessary to make it less
of a drag on growth and hiring, then it is a welcome decision. But if the deferral is simply an
attempt to shield Democrats from an unpleasant and potentially vote-costing measure until
after the 2014 midterm elections, one delay will not be enough.
The Affordable Care Act needs major healing if it is not to inflict considerable pain on the
nation’s business community – and, by extension, workers and their families.
According to the International Foundation of Employee Benefit Plans survey, a “considerable
portion” of employers are considering increasing emphasis on high deductible plans and the
most common cost-containment initiatives employers say they will take include increasing
employees’ share of premium costs, share of dependent coverage costs, in-network
deductibles and out-of-pocket limits.
In short, the burden of the ACA as it is written is going to fall on both employers and
employees. The Obama administration needs to take this one-year delay to make even greater
changes in the law.
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Assembly Speaker Sheila Oliver – (D-34)
A strong focus on a better New Jersey

The last few years have been difficult for New Jersey, with high unemployment and economic
growth that ranked 47th in the nation. Our businesses and residents deserved better.

attract and retain businesses to further the overarching goal of creating
and retaining jobs.

I’m pleased to note the Democratic Legislature has taken the lead when it comes to
reinvigorating our economy. One of our first goals before the start of the current fiscal year
was to save businesses $300 million through a vital tax relief measure.

Under the bill, known as the New Jersey Economic Opportunity Act of 2013, the Grow
New Jersey Assistance Program would be the state’s premier business attraction and retention
incentive. It would be built to better match or surpass the financial incentive packages being
offered by neighboring and other competing states, while also providing bonuses to drive
development to smart growth areas.

Thanks to the hard work of Assembly members Tim Eustace, Troy Singleton, Connie
Wagner, Joseph Egan and Craig J. Coughlin, I was able to post and see passed a bill to help
businesses avoid a pending tax increase. The law reduces the unemployment insurance tax
rates that would have been imposed on employers during fiscal year 2014. Employers would
have been hit with a 10 percent surcharge on July 1, but the change prevents the surcharge
from taking effect in fiscal year 2014.
This will save employers $300 million, allowing them to focus on creating jobs and economic
development. Creating a good environment for job creation in New Jersey is a top priority and
this is an essential ingredient to accomplish that goal. After all, we need to focus on helping
hard-working New Jersey businesses and families get back on their feet and this change will
give them a better chance of doing so.
I was also pleased to post legislation and work with Assemblyman Albert Coutinho to
boost New Jersey’s job creation efforts by revamping and streamlining the state’s economic
development tax incentives. The bill, as its main goal, merges five state tax-incentive programs
into two, with one focused on job creation and the other on economic development.
Our tax incentive programs have been invaluable to our state’s economic development
planning, but with five programs with varying goals we clearly need to streamline these
programs and make it easier for businesses to understand and take advantage of them.
We want businesses to bring new jobs to New Jersey and preserve the ones they already
provide. This merger of five incentive programs into two will enhance the ability of the state to

Insight
Insight

The Economic Redevelopment and Growth Grant program would be the state’s
redeveloper incentive, sized and scaled to more readily close project financing gaps and
build public infrastructure critical to redevelopment projects while also providing bonuses to
achieve public policy objectives such as rebuilding tourism destinations that were destroyed by
Hurricane Sandy.
But this focus was not new.
Since I’ve become Speaker, we moved the state from a three-fraction corporation business
tax formula based on payroll, property and sales, to a single factor of sales. We also established
an alternative business calculation that permits taxpayers who generate income from different
types of business entities to offset gains from one type of business with losses from another,
and permits taxpayers to carry forward business-related losses for up to 20 taxable years.
We’ve also removed the existing cap on the Research and Development Tax Credit, allowing
critical, economically-beneficial research and development spending in the state to be used
to offset all corporate tax liability, a move that should make New Jersey absolutely the most
attractive state for biotech and other high technology companies.
Creating a stronger economy has always been one of my leading goals and I’m pleased to
see the progress. I look forward to the job creation expected in the coming years as a result of
these efforts.

Home health care – growing and growing fast

By Arthur Guarino

Many industries suffered serious contractions during the Great Recession but the home health
care sector is thriving. As baby boomers age and policymakers curtail costs, home health care is a
practical and cost-effective solution to an expensive problem.

and Gentiva Home Health, with $1.8 billion in annual sales. According to financial analysis firm
Sageworks, the industry had sales growth of 11.2 percent over the past year, making it the fastest
growing sector.

The United States spent $2.7 trillion on health care in 2011, or 17.9 percent of the gross
domestic product, and Medicare and Medicaid paid approximately 50 percent. Home health care
is an alternative to nursing homes and hospital stays while permitting patients the dignity and
familiarity of staying home.

The Census Bureau reported that industry revenue grew an average of 9 percent yearly from
2001 to 2009, even with the Great Recession. According to the January 2012 Monthly Labor Review,
the industry will see real output grow 4.3 percent yearly from 2010 to 2020 and reach $74.4 billion
in 2020.

Home health care will continue to expand for various reasons. First, the number of individuals
over 65 will increase, resulting in more demand for treatment due to age-related illnesses. People
65 and older will increase from 40.2 million in 2010 to 54.8 million in 2020, or to16.1 percent of the
population. Ten thousand individuals turn 65 years old daily and by 2030 one in five people will be
65 or older.

Home health care franchise chains are growing at an incredible rate. Currently there are more
than 35 different franchise brands and locations increased 9.4 percent annually from 2007 to
2009. Home Instead and Comfort Keepers are among the fastest-growing franchises, according
to Entrepreneur magazine. Franchise Business Review reported the median amount paid for a new
franchise in 2012 was approximately $66,000, with top franchises grossing $1 million or more.

Secondly, increases in chronic diseases such as diabetes and heart disease mean increasing health
care spending. Home health care is a viable treatment alternative.

Growth is also occurring in home health care ancillary industries. Information technology is
growing as home health services establish or enhance their electronic medical records systems,
electronic health records and patient health records. Key players in this field include McKesson,
Allscripts and Homecare Homebase.

Third, home health care is less expensive than nursing home or hospital care. According to
Columbia University Professor Frank Lichtenberg, $25 billion was saved in hospital costs in 2008
due to home health care.
Finally, senior citizens increasingly prefer home treatment. An AARP study showed that nearly 90
percent of senior citizens expressed preferences for staying home in order to live independently.
The home health care industry started growing after Medicare’s enactment, as it provided federal
funding for home care for chronically ill individuals. Medicare and Medicaid pay the largest share of
home health care services, which consist of 25,686 businesses in the industry employing more than 1
million people. According to one estimate, in the latter part of the 2000s 57 percent of all home health
agencies were for-profit versus 33 percent in 1990 and revenues exceeded $37 billion in 2006.
Industry leaders include Apria Healthcare Group, Inc., with $2.3 billion in revenue in 2011,

There are also firms dealing with remote patient monitoring services using mobile networks,
including telemedicine and mobile medical equipment. Projections are that the home health remote
monitoring market will be a $4.4 billion market for the United States.
Home health care aides employment will experience growth, as well. According to the
Department of Labor, 1.3 million health and personal care aides will join the industry by 2020,
a 70 percent increase. The department projects home health aides will be among the top five
occupations experiencing the biggest employment increase by 2020. Increases will also occur in
nursing, therapeutic services and medication services.
Arthur Guarino is an instructor in finance and economics at Rutgers Business School and a frequent
contributor to Inside Business. He can be reached at 973.835.4285 or Arthur.guarino@hotmail.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.

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.

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 3)
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.

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 and
electric, 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
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.

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
37 West Cherry Street, Rahway, NJ 07065
Phone: Nancy Voltz, (732) 574-1111
		
Fax: (732) 574-2081 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.

G

A

T

E

W

A

Y

X

R

E

G

I

O

N

Gateway Chamber Inside Connection Directory
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.

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

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.

Now you can advertise
in 13 issues of
Inside Business
for only $500.00!

732-525-8300

George Melo – Public Adjuster – George Melo
126 West Gibbons Street, Linden, NJ 07036
International Martial Arts – Mohamed Elshikh
2117 Grier Avenue, Linden, NJ 07036

908-486-4227

NJ.com – Jacob L. Peck
67 Park Place East, Suite 150, Morristown, NJ 07960

201-835-6100

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

908-490-0444

Sign-A-Rama North Plainfield – Kevin Doyle
1030 Route 22 East, North Plainfield, NJ 07060

908-561-4167

Stone House At Stirling Ridge – Rebecca Ciraco
50 Stirling Road, Warren, NJ 07059

908-754-1222

Tejarah International – Moataz Ali
33 Wood Avenue, Iselin, NJ 08830

732-986-8461

The Insurance Centers – Don LaPenna
100 Walnut
Avenue,
Clark,
NJ 07066
Catena
Banner Ad
- 06-12.pdf
1 5/15/2012 12:16:39 PM

732-574-8000

Add your company’s listing to our
Inside Connection Directory
and reach a readership
of more than 75,000.
For more information
please contact us at
(732) 303-9377
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Middle School and Genesis Cabrera of McManus Middle School with awards and $50 gift
cards for their efforts and dedication in an ESL Program.
In addition, Infineum recently donated four defibrillators to the Linden Fire Department.

The Gateway Regional Chamber of Commerce Workforce Education Committee recently
awarded $1,000 scholarships to 15 Union County High School students for use in attending
college. Students were selected based on academics and need. At the awards reception the
students were flanked by committee members (left to right on the far left) Ann Moore of Roselle
Park High School; Angie Tsirkas of Northfield Bank; and Natasha Eanes of the Boy Scouts of
America; and (left to right on the far right) Joseph Starkey, a consultant; Lynne Crystal of Lynne
Crystal Company LLC and the committee chair; James Coyle, chamber president; and Paul
Partridge of Complete College Planning Solutions.

_______________________________________________
Members of Community Access Unlimited (CAU) and members of the wider
community recently put on a three-day production of Disney’s “Beauty and the Beast Jr.”
at Jonathan Dayton High School in Springfield. The musical was a production of the CAU
Community Players – a combined troupe of people with disabilities and those without
disabilities.
The cast included 84 members, a cross-section of seasoned community theater
veterans, high school and elementary school students and CAU members. CAU supports
people with disabilities and at-risk youth to help them live independent and fulfilled lives
within the community. Programs include housing, vocation and life skills training and
advocacy, among others.

Lois Bass, Infineum community outreach coordinator, poses with members of the Linden Fire
Department after they received new defibrillators from the company.

_______________________________________________
Provident Bank recently made a $1,000 donation to the
Leaguers Head Start Program preschool in Elizabeth. Daniel
Vargas (center), loan servicing representative at Provident,
presents the $1,000 Provident Visa® Gift Card to Evelyn
Cordero (left), family advocate, and Deborah Brown, site
supervisor, at the school’s “Multi-Cultural Day” celebration.
More than 200 parents and guests attended the event
celebrating the diversity of 13 different countries. The Leaguers
Head Start Program teaches 195 local children ages 3 to 5.

_______________________________________________

Atlantic Federal Credit Union has awarded $1,000 scholarships to three graduating
high school seniors. The 2013 recipients are Michele Taliento of Lyndhurst, who will
attend Drew University, Daria Sullivan of Montclair, who will attend the University of
_______________________________________________
Pittsburg, and Thomas Kellerman of Hillsborough,
Staff members of accounting firm Fazio, Mannuzza, Roche, Tankel, LaPilusa, L.L.C.
who will attend Muhlenberg College. Applicants
recently participated in the 9th Annual Accountants/CPA Bowl-A-Thon in support of Junior had to be graduating high school seniors having an
Achievement (JA) and financial literacy, raising a total of $1,961. JA is the world’s largest
Atlantic Federal Credit Union account and were
organization dedicated to educating young people about business, economics and free
judged on academic achievement, community
enterprise.
involvement, demonstrated leadership and personal
references.
_______________________________________________
Infineum USA L.P. and its employees have been supporting the community through
a variety of efforts this spring. On June 1, Infineum employees gathered at the 2013
American Heart Walk in Clark to support the American Heart Association. At the walk,
Infineum was presented with the Fit-Friendly Worksite-Platinum Achievement Award,
which recognizes worksites that go above and beyond when it comes to their employees’
health.
One week later volunteers from Infineum’s Bayway Chemical Plant joined the Greater
Plainfield Habitat for Humanity in putting the finishing touches on a house, including
painting and installation of baseboards and shelving supports. The home will go to a family
in Plainfield.
The next day Infineum employees traveled to New Providence to participate in the
Third Annual NJ Sharing Network 5K to support the organ and tissue donation and
transplantation nonprofit. When combining colleague donations and a corporate match,
Infineum donated $1,020 to the cause.
In late June, 20 Infineum employees teamed at the Third Annual Knights of Columbus Tank Pull
in support of the Wounded Warriors Project. The Tank Pull raised $100,000 for the Project.
Finally, Infineum rewarded two students for their recent scholastic achievements. Lois
Bass, the company’s community outreach coordinator, congratulated Diego Diaz of Soehl

Atlantic Federal chief executive officer Mike Fanelli
presents scholarship awards to Michele Taliento (left)
Kenilworth Inn Eighth Page 06-13.pdf 1 4/24/2013 10:33:34 PM
and Daria Sullivan (right).
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Rising premiums and reduced benefits have employers seeking
healthy alternatives to conventional fully-insured health plans.
Self-insured health plans offer employers custom benefit plan
designs and manageable healthcare costs. Plans are available
for employers in New York and New Jersey.

877.624.6206
www.magnacare.com
www.blog.magnacare.com
www.facebook.com/magnacare
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PAUL DAVIS RESTORATION
awarded “Company of the Year” by the Irish Business Association

