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Trade apprenticeships prepare tomorrow’s skilled workers
By Rod Hirsch
New Jersey trade unions are on the lookout for men and women eager to roll up their
sleeves and learn by doing while working at a variety of traditional and specialized skills in
demand by contractors throughout the state.
The AFL-CIO estimates there are more than 500,000 apprentices in the United States
learning a trade in school while simultaneously working on-the-job. Among those locally
helping to maintain the pipeline of trained workers are:
• Plumbers Local 24, United Association of Journeymen and Apprentices of the Plumbing
and Pipe Fitting Industry of the United States and Canada, based in West Caldwell;
• New Jersey Carpenters Training and Educational Fund, headquartered in Kenilworth;
• International Brotherhood of Electrical Workers with 18 locals throughout New Jersey,
including Local 164, based in Essex County.
Apprentices from all trades – masons, pipe fitters, electricians, plumbers, sheet metal
workers, carpenters, roofers, boilermakers and others – spend time in the field and in the
classroom to hone their skills and increase their knowledge to prepare for the challenges
of the workplace.

Trade unions make huge investments in their apprentices.
“The apprentice pays nothing (and) the training we give them is worth about $60,000
in college terms,” said John Mackay, training director at the New Jersey Carpenters
Apprentice Training and Educational Fund. Apprentices will have earned the equivalent
of 34 college credits once they have completed their training and are certified as
journeyman, he said.
“The training makes them more employable sooner,” Mackay said. “They’re learning
safety, techniques, skills, things to help them on the job. They learn the core areas of
training, 70 to 75 percent hands on, at the training center, exactly what they would be
doing on the job.”
New Jersey Carpenters has three training centers in New Jersey, including the
Kenilworth facility. There are 870 apprentices training as millwrights, floor layers and
cabinet makers at each of the five levels required to achieve journeyman status, according
to Mackay.

(Continued on page 5)

“I think Local 24 has a top-notch education program,” said Jeff Connelly of Monarch
Plumbing and Heating in Linden. “They’re putting out guys so that at the end of their time
we can put them on the job, cut them loose and they get the job done.”
“We give them the tools and knowledge to do the job right the first time,” said Mike
Rusciano, training coordinator for Local 24.
Typically the application process requires a proficiency test and a passing grade leads to
an interview. If the applicant passes the interview, as well as a physical and drug test, they
are registered as an apprentice with the Department of Labor and go through initiation
with the local union, according to Rusciano.
Training requires significant time in the classroom for most tradesmen and by the time
they qualify for journeyman status at the end of the five-year training program apprentices
will have spent a minimum of 1,200 hours in the classroom. At the end they earn various
certifications from state and federal agencies necessary for employment.

David Slover (right), an instructor at the New Jersey Carpenters
Apprentice Training and Educational Fund in Kenilworth, teaches
three apprentice carpenters.

A journeyman plumber will earn $49.36 an hour. The benefits package, including
medical and pension, costs Monarch another $30.99 per hour.
Journeymen plumbers also take advantage of advanced courses offered at the various
training centers to stay current with new technologies, according to Rusciano. Many of
those classes lead to advanced certifications in higher paid specialties.
“It gives them more tools in their tool bag,” he said.
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Corporate training
adapts and widens
By Michael Daigle
Corporate training programs are as diverse
as office building directories, from keeping
employees current on standard computer
software to teaching managers to adapt to
changing market trends. Training can range
from teaching English as a Second Language to
behavior modification strategies designed to
transform the goals and outcomes for sales staff.

All corporate training programs have the same
goal: moving forward, both the individual and
the company.
Danny Wood, a trainer for Sandler Training,
said it comes down to a basic question business
owners confront: “’What if we train our
(Continued on page 3)
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The Scheherazade effect in selling - Would you survive one night?

By Andy Gole
Scheherazade was the legendary Persian queen and storyteller who was required to tell a
compelling story every night or lose her life and who survived 1,001 nights. It was “do or die.”
Would you survive one night?
She brought a strong sense of urgency to her storytelling. Do you?
Urgency is a compelling reason to act now, the province of selling. Interest is a desire to
learn more, the province of marketing. We can close urgency but we can never close interest.
We should expect selling opportunity to begin as interest. We need professional salespeople
to cultivate interest into urgency – the compelling reason to act now.
The tough question is: Is urgency important or
even essential in a long selling process, akin to
the 1,001 nights?
When we hunt for new business the target’s
bullseye contains prospects “ready to go,” in
search mode, with urgency for our product
or service. But what if a prospect only has
“interest”?
This may be reasonable if our prospect:
1) Has a contract with a competitor
2) Must budget for our product or service
3) Has high perceived switching costs

4) Must complete a risk evaluation – particularly for a systemic sale
5) Has organization overload – doing too much innovation at
		 present
6) Has reasonable commitment to testing an existing program
This prospect won’t manifest urgency today, won’t invite us to visit or respond to our
outreach, yet they have interest. What should we do? Call back every six months is an option?
But if we wait six months to check back will they remember us?
Consider Scheherazade’s dilemma. Tell a compelling story every night or lose her life. Isn’t
this our fate in cultivating every prospect, particularly the long-term prospect?
We must give our prospect a never-ending flow of compelling reasons to do business. If we
miss the mark just once, our selling life can end – sometimes we are just ignored, sometimes
we are “brutally” unsubscribed.
Compelling messages contain material difference – a difference strong enough to change a
prospect’s behavior.
Ideally, they also contain drama – consider the Strange Case of Richard Saunders, the
publisher of Poor Richard’s Almanac, who used a dramatic hoax and public feud to drive
interest in his publication.
Long-term selling isn’t for the fainthearted. If you can’t or don’t want to pass the
Scheherazade standard, this is no crime. It might just be the case you should focus on shortterm sales.
© Bombadil LLC 2014

Andy Gole has taught selling skills for 18 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, at www.urgencybasedselling.net/entrepren.html or by calling him at 201.415.3447.

“I need a checking account with

cash back

to keep my
business growing.”

FREE BusinessAdvantage Checking from
Provident. Now with cash back!
SM

At Provident Bank, we’re committed to meeting a variety of business needs. That’s why our BusinessAdvantage
Checking now includes cash back on the total amount of your signature-based debit card1 purchases! It’s the ideal
business checking account that’s totally FREE and gives your business cash back on everyday and monthly expenses
like office supplies, utilities, meals, insurance or lease payments, and more. Other advantages include:

■ FREE 1000 transactions per month2
■ No minimum balance3
■ FREE Provident Business Debit Card

■ FREE 24-Hour Telephone Banking
■ FREE Online Banking
& Online Bill Payment4

For more information, call 866.4NJ.BIZZ, scan the QR code, or visit ProvidentNJ.com.
1) Cash Back rewards credited to your account will equal the total amount of eligible signature-based point-of-sale purchase transactions posted to and cleared through your Provident
BusinessAdvantage Checking account each statement period multiplied by a factor of .25% (.0025). This Cash Back rewards factor is variable and may change at our discretion. To be eligible,
qualifying point-of-sale signature-based transactions must be posted to and cleared through your Provident BusinessAdvantage Checking account as of the last business day of the statement
period. Cash Back rewards will be redeemed, deposited and available on the first business day of the following statement period. 2) Free BusinessAdvantage Checking account includes 1,000 free
transactions per statement period, with 12 statement periods per year. Free transactions include checks paid, deposited items, debits and credits. Fees will apply if the transaction limit is exceeded.
3) No minimum account balance required, however, you must deposit a minimum of $50 to open this account. 4) Does not include Cash Management accounts and services. Ask for details.

G

A

T

E

W

A

Y

X

R

Corporate training adapts and widens

E

G

I

O

N

ALL

Together

(Continued from page 1)
employees and they leave?’” he said. “To which the answer is, ‘What if we don’t train them and they
stay?’“
Training takes place in the work place, at local colleges, at seminars and through interactive media,
business experts say.

BETTER

Lisa Hiscano, director of continuing and professional education at Union County College (UCC),
said typically her staff delivers classroom instruction.
“We offer smaller classes and a focus on the subject,” she said. The curriculum is employerdriven, she said. “We can focus on specific needs,” she added.
In-classroom instruction fits well with the skills training, business marketing, language and
computer instruction offered to employers, Hiscano said.
She said UCC offers classes that range from eight to 24 hours of instruction and include training in
all applications of Microsoft Office; English as a Second Language for all employees, including upper
management; management training; team building; change management; how to create and show
presentations; and a range of customer service topics, even telephone etiquette.
Sandler’s training is delivered in person but the company makes follow-up and review sessions
available online and has a mobile application for its trainees, according to Wood.

Horizon Blue Cross Blue Shield of New Jersey
is now accepted at RWJ Rahway, giving
members access to outstanding care right
in their community.

Sandler offers clients a comprehensive program of training that creates a behavioral plan focusing
on attitude, behavior and technique, added Wood.
“It’s relationship selling,” designed to grow a business, he said.
The goal is to build upon each training session and sales experience to create a continuing learning
program.
Sales training is supported by comprehensive management training, including communications,
recruiting and goal-setting, Wood said.

Recently named a top hospital for Overall Care by
N.J. Physicians, RWJ Rahway represents excellence
in a full range of health and wellness services.

New to the corporate training arena is the information-based business climate. This change is
accelerated by the use of social media by businesses and their customers, according to national
telecommunications consulting firm Allied Communications, which labeled it “The Brand New
Landscape” in a recent white paper.

■

Education and research are a customer’s first in-depth interactions with a new brand or product,
the company said in the paper, with the huge majority of the searching being conducted online.

■

“Seventy percent of Americans now research products before making a purchase, primarily
through web-based media, and that percentage grows every year (and is, of course, even higher in
business-to-business sales),” Allied said.

■

“Simply put, those companies who are first to create educational strategies that are authentic,
separate from advertisements and aligned with customer research points are gaining significant
competitive advantage. Additionally, industry research shows that strong educational content
improves lead conversions by about 300 percent. On the other hand, companies who don’t move
quickly with the right educational strategies are finding that potential customers are learning from
their competitors,” Allied concluded.

■

■

This new landscape required a new approach in the way sales personnel are trained, experts say.
“The problem is a lot of typical training focuses on self-actualization of the sales person,” said
Andy Gole, owner of Bombadil, a sales training company.
Gole’s focus is altering the approach from “social selling” to “business selling,” he said. The
purpose of the business call is to increase business.

HeartHealth: A seamless continuum of heart care services
Designated Stroke Center: Neurology, aftercare, support and
rehabilitation
Center for Ambulatory Medicine: Imaging and diagnostic
services, outpatient laboratory testing, sleep lab, wound care
Emergency Department: Adults and children, specializing in
cardiac, neurologic and orthopedic emergencies
Surgical and rehabilitation services, including same-day
surgery, joint replacement procedures, cardiac and
pulmonary rehab

Paid for by Robert Wood Johnson University Hospital Rahway,
a member of the Robert Wood Johnson Health System.

A key distinction to Gole’s approach is to differentiate between a “safe conversation and a serious
conversation” and to know when the conversation has moved from one to the other.
Safe conversations are just that, chat, Gole maintains, while a serious conversation is a discussion
about a client’s compelling need and how the salesperson is going to meet it.

To learn more about RWJ Rahway’s comprehensive services,
call 732.381.4200 or visit RWJRahwayInfo.com.

In Gole’s method, the customer’s needs are paramount and the salesperson is trained to
understand how to appreciate that fact by not just discussing their needs but by closing a sale to
actually meet them.
“Salespeople are heroes,” he said. Businesses rely on a successful sales force to succeed.
Self-actualization for a salesperson trained under Gole’s methods means the person feels good
about themselves because they have torn down their previous selling methods, entirely changed
their approach to selling and have become more efficient, responsive and, as a result, more
successful – a status that also reflects on their employer and clients.

GET BETTER. STAY BETTER.
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Gateway
to Business...
Your
Gateway
to Business...
Giovanni Lavorato

Edward J. Gunther, Jr.

egunther@centricbenefits.com

President

P 908-738-2003 direct
F 908-665-1139
219 South Street
New Providence, NJ 07974
www.centricbenefits.com

N

(908) 862-0020

Italian

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

Mother’s Day
Angie Tsirkas

Vice President
Hot & Cold Buffet
• $25 pp
Business Development Officer

plus tax & gratuity

Italian
Italian
Restaurant
Restaurant
& Catering
& Catering

Including Desserts • Starting at 12 Noon

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

Orange Mattress
We handcraft all natural custom mattresses
in Maplewood NJ.
2 sided mattress, cotton, horse hair, latex.
Name brands available.
Visit our showroom at (Target Shopping Center)

O’Connor Davies, LLP
20 Commerce Drive, Suite 301, Cranford, NJ 07016
T: 908.272.6200 | F: 908.272.2416

www.odpkf.com

77 Central Ave., Clark NJ

800-761-1100

www.mycustombedding.com
E-mail- custombedding@yahoo.com

St. Georges Avenue
Reservations1410
Required

Mother’sDay
Day
Mother’s
FREE LIVE ENTERTAINMENT
Avenel, NJ 07001
(732) 499-7200 ext. 1536
atsirkas@eNorthfield.com

May 2
Peter Lieberman

& Cold
Buffet
• $25
HotHot
& Cold
Buffet
• $25
pppp

May 9 plusplus
May 10
tax
& gratuity
tax &
gratuity
Billy
CalDesserts
Caroselli
Including
Desserts
•Joe
Starting
12 Noon
Including
• Starting
at 12atNoon

Reservations
Required
Reservations
Required

Tuesday, Wednesday
&
Thursday
FREE
LIVE
ENTERTAINMENT
FREE
LIVE
ENTERTAINMENT
Early Bird Menu Available
4:30pm
2
May May
2
May May
9 9 - 6:30pm
May May
10 10
Lieberman
Joe Caroselli
PeterPeter
Lieberman
Billy Billy
Cal Cal
Joe Caroselli
Italian
Restaurant
Tuesday,
Wednesday
& Thursday
Tuesday,
Wednesday
& Thursday
vintage
italian
Restaurant
Early
Bird
Menu
Available
4:30pm
- 6:30pm
Early
Bird
Menu
Available
4:30pm
- 6:30pm
&
Catering

Parties

$
Free Menu available 15vintage
ForGluten
All Occasions
off
vintage
italian
Restaurant
italian
Restaurant
Parties
Parties
Catering
available
PARTIES FOR ALL OCCASIONS dinner of $30
$ $or More
For
All
Occasions
For
All
Occasions
15
off
15
off
Not to be combined with other offers or
anywhere
in New
Jersey IN NEW JERSEY
OFFSIGHT
CATERING
ANYWHERE
Catering
available
Catering
available
dinner
of $30
or More
dinner
of $30
or More

Mother’s Day
family style menu. Food only.

at your home or
office
to be combined
otheroroffers or
Not to beNotcombined
with other
offers
anywhere
in New
Jerseyholidays.
anywhere
in
New
Jersey
LIVE ENTERTAINMENT
EVERY
FRIDAY
AND
SATURDAY
Excludes
Cannot
bemenu.
used
onwith
family
styleFood
menu.
Food only.
family style
only.
at your
home
orentertainments
office
at your
home
or office
starting at $10.00pp
nights.
5/31/14.
Excludes
Cannot
ExcludesExpires
holidays.holidays.
Cannot be
usedbe
onused on

starting
at $10.00pp
entertainments
nights. 5/31/14.
Expires 5/31/14.
starting
at $10.00pp
nights. Expires
Hot & Cold
Buffet
• $25entertainments
pp

plus tax
9&
W.gratuity
Westfield
Roselle
PARk
9 W.
Westfield
Ave.Ave.
Roselle
PARk
9 W. Westfield
Ave.
Roselle
PARk
(908)
445-4520
• vintAgeitAliAnRestAuRAnt.net
(908)
445-4520
• vintAgeitAliAnRestAuRAnt.net
Including•Desserts
• Starting
at
12
Noon
(908) 445-4520
vintAgeitAliAnRestAuRAnt.net
** gluten
free Menu
Available
**
** gluten
free Menu
Available
**
** gluten free MenuRequired
Available **
Reservations

FREE LIVE ENTERTAINMENT

The Gateway Association of Business Women
May 2
Peter Lieberman

May 9
Billy Cal

May 10
Joe Caroselli

Tuesday, Wednesday & Thursday
Early Bird Menu Available 4:30pm - 6:30pm

Parties

vintage italian Restaurant

Catering available
anywhere in New Jersey
at your home or office

dinner of $30 or More

For All Occasions
starting at $10.00pp

15 off

$

Not to be combined with other offers or
family style menu. Food only.
Excludes holidays. Cannot be used on
entertainments nights. Expires 5/31/14.

9 W. Westfield Ave. Roselle PARk
(908) 445-4520 • vintAgeitAliAnRestAuRAnt.net

** gluten free
Menu Available **
The Gateway Association of Business Women is an organization that meets monthly for a light breakfast,
networking,
and
presentations from experts in various industries.

There is no additional membership fee to be a part of this group. If you’re a member of the Gateway Chamber, then you’re
automatically a member of our local chambers and networking groups, including this one.
The Gateway Association of Business Women is welcoming of all women interested in personal and professional growth!
If you would like to sponsor the group one month and be the spotlight business, let us know!
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Trade apprenticeships prepare tomorrow’s skilled workers
(Continued from page 1)

Apprenticeship training is a time-honored American tradition that crossed the ocean
with early settlers and master craftsmen in colonial times and has grown from one-onone blacksmithing, barrel making and clock repair to the structured disciplined training
programs for skills demanded by the 21st century workplace.
It wasn’t long before the apprentice model became married to trade unions in an effort
to improve safety, wages and working conditions.
The National Brotherhood of Electrical Workers was established in 1891 when public
demand for electricity surged and sought to obtain an improved way of life for electrical
linesmen whose death rate was one in two. The union expanded in 1899 to include
telephone operators. With 40 locals, including Canada, the organization became known as
the International Brotherhood of Electrical Workers, or IBEW.
The United Association of Journeymen and Apprentices of the Plumbing and Pipe
Fitting Industry of the United States and Canada, the parent Union of Local 24 in New
Jersey, was founded in 1889.
The first strong, long-lasting local unions were established in the boom construction
decade, 1879-1889, when United States population growth accelerated. Journeymen
in the pipe trades in the 1880s worked in three basic crafts: plumbers, steamfitters and
gasfitters.
Today trade unions invest millions of dollars to recruit and train apprentices. To attract
qualified candidates unions increasingly are using web sites, social media and online
advertising in addition to the more traditional recruiting methods of print advertising,
community workshops and state labor centers, according to Mackay.
There is also strong outreach to military veterans, according to both Rusciano and
Mackay.
Helmets to Hardhats is a national program jointly created by the U.S. Department of

Veteran Affairs and the national Building and Construction Trades Department of the
AFL-CIO to help National Guard, reserve, retired and transitioning active-duty military
members connect to quality career and training opportunities in the construction industry.
The New Jersey Helmets to Hardhats Program, administered by the New Jersey State
Building & Construction Trades Council (NJBCTC), targets military personnel transitioning
out of active duty, as well as National Guard and reserve members who have civilian jobs
but are looking for better employment opportunities. Three-quarters of New Jersey’s
active-duty military and 55 percent of its reserve members are under 35 years old – the
age group most recruited into trade apprenticeship programs, according to the NJBCTC.
However, Helmets to Hardhats is not as effective as was hoped, according to Rusciano.
“A lot of the vets want job placement. They’re not looking to be apprentices,” he said.
Drop outs also are a problem for the apprenticeship programs, according to Mackay.
“One of the biggest problems with apprenticeship is the attrition rate,” he said. “It’s 49
percent. One out of two people you bring in are gone and that’s a problem because we’re
losing money on them.”
A study by the Aspen institute shows the number one problem leading to drop outs is
financial literacy, according to Mackay
“They don’t know how to handle their money,” he said. “In construction you have to do
a 12-month budget based on eight months of salary (considering down time)…We teach
personal finances, savings accounts, how to write a check (and) balance a budget.”
Rusciano suggests a lack of commitment by some also leads to participants leaving the
apprenticeship programs.
“I wonder sometimes when guys come in whether they think of it as just a job,” he said.
“It’s a career, a big investment that you need to put the time into it. Some balk at going to
school, it doesn’t work out for them and they don’t follow through.”

Looking for a complete home center Showroom?

FILIPE CUSTOM WOODWORK
KITCHEN & BATH DESIGN
CENTER BY FILIPE
1600 EAST EDGAR ROAD
(ROUTE 1 & 9 NORTH)
LINDEN, NEW JERSEY
PHONE:

(908) 486-0033
filipecw.com
COMMERCIAL / RESIDENTIAL
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Does the education of our elected legislators matter?

Leonard Lance vs. David Larsen

Neither the leader of the New Jersey Assembly nor the leader of
the New Jersey Senate attended college. One is a plumber while the
other is an ironworker by profession, though in reality they are both
professional politicians now. Does it matter?
As I ask this question, I can imagine a lot of people thinking this is a
very elitist attitude. After all, we live in a democracy and our leaders
should reflect the electorate. Having a blue collar perspective in the
legislature will ensure that the needs of the common man are looked after.

X

Jim Coyle

New Jersey’s Legislature is very diverse. Not surprisingly, lawyers dominate the membership at
35 percent. Business people account for 18 percent while health care professionals and educators
each make up 10 percent. Law enforcement professionals account for 7 percent and scientifically
trained members account for 4 percent. Government officials account for another 11 percent.
Amazingly, 13 percent of New Jersey’s legislators do not have college degrees.
The U.S. Congress is even more dominated by lawyers. Forty-two percent of the members
of the House of Representatives and the Senate are lawyers. Forty percent of the two chambers
were government professionals of one type or another before being elected. Five percent did
not obtain a college degree.
So why is the background of our state and federal legislators such a big deal?
The world is a very complicated place and each year the complexity of our problems increase.
Economic policy, scientifically oriented problems (the environment) and health care are clearly
the most important issues we face as a society. They are the issues our legislators must deal
with. Are they prepared?
As best I can tell, one member of the New Jersey Legislature has an undergraduate degree in
economics. There are several MBAs who, I am hopeful, have taken more than one economics
class. Yet even among business people understanding of sophisticated economic policy is very
limited.
You can easily see what happens when legislators try to solve a problem they don’t understand
by looking at the Affordable Care Act. Insurance professionals marvel at how naïve was the thinking
that went into its design. But when you consider there is only one insurance professional in the
Congress, and that he is an African American Republican, you can probably surmise that the thenDemocrat controlled House and Senate did not seek his counsel in formulating this legislation.
But wait, these guys all have staff, right? And it is the staff that actually does the work. But alas,
when you look at legislative staff, either state or federal, you realize that the expertise there is no
greater than among the bosses. A number of years ago my son, then an undergraduate, met with
one of the senior staff of the Ways and Means Committee in Washington to discuss tax policy. As
he left the meeting my son called me and said, “Dad, this is really scary. I know more about tax
theory than he does!”
Fracking is an issue that is scientifically based that we hear a lot about. Here again the discussion
is generally uninformed and unenlightening. To see this, listen to Assemblyman Upendra Chivukula,
an engineer, and compare his analysis with that of most of his colleagues.
Education does matter. It matters a whole lot. Don’t believe me? Next time you need open
heart surgery, why not ask your plumber to do it? After all, he knows all about valves and stuff
like that.

Copyright James Coyle 2014

INSIDE BUSINESS

Prior to the Republican primary for 7th Congressional District earlier this month, Rep. Leonard
Lance and David Larson met at the Holiday Inn in Clark for a debate sponsored by the Gateway
Regional Chamber of Commerce. Jim Coyle, chamber president, served as the moderator and
asked the candidates to discuss five issues of interest to the business community – health care;
transportation; energy; the national debt, deficit and spending; and U.S. tax policy.
In his opening remarks Lance told the audience that seven of 10 jobs are created by small business
and that they are over-taxed and over-regulated and that he has fought for tax breaks for this
sector. In his opening remarks Larson stated the two themes that ran through much of his answers
throughout the debate – that the federal government is too big and spends too much and that the
business sector has been wrongly demonized.
The two candidates found common ground on health care. Lance called for repeal of the
Affordable Care Act, or Obamacare, tort reform related to medical malpractice and repeal of the
medical device tax. Larson also called for repeal of the ACA, portable health insurance, health
care savings accounts, high risk pools and cross-state insurance sales to drive competition. Both
candidates agreed health care insurance should not be mandated.
On transportation, Coyle asked the candidates about the state’s Transportation Trust Fund and a
proposed increase in the state’s gas tax. Larson said the nation is not producing enough oil, leading
to higher prices, less driving and less tax revenue. He said the nation must consider privatization of
roads, bridges and tunnels and public-private partnerships.
Lance said, “A modern and efficient transportation system is critically important to the nation
and certainly to the business community.” He called for more drilling, paying for investments in the
state’s transportation infrastructure and no increase in the gas tax. He also called for reform of the
Port Authority of New York/New Jersey.
Coyle noted the U.S. debt of $17 trillion and asked the candidates about debt, the deficit and tax
policy. Lance called for passage of the Paul Ryan budget, which he said would balance the federal
budget in 10 years.
“We have to get back to a place where annual spending doesn’t exceed revenue,” he said,
claiming that the deficit is down because the Republican Party controls the House.
Larson called for a balanced budget amendment, smaller government and less Welfare spending.
On taxes, Lance called for a return to the two-tier tax system of President Ronald Reagan and
Sen. Bill Bradley and reducing the corporate tax rate.
Larson said, “What we need is a flatter, fairer tax system” and called for cuts to the IRS.
On energy Larson said the nation’s path to economic recovery is dependent on increased drilling
for natural gas and oil and said fracking is worth its environmental risks. Lance called for a balanced
energy policy that includes increased exploration and drilling but also renewable energy as long as it
is not subsidized by federal dollars. He also called for the sale of liquefied natural gas to U.S. allies.
In summation, Lance said, “The government closest to the people is where problems should be
solved. That would be the local government, county government and state government.
“I believe the greatest issue facing the nation is the economy,” he added. “And those are issues I
work on…the commerce of the United States.
Larson said, “The government’s role is what the Constitution says and only what the Constitution
says. The government’s role has been blown out and expanded disproportionately.”
Lance won the primary with 61 percent of the vote and will face Janice Kovach, the mayor of the
Town of Clinton, in the general election this November.

A publication of the Gateway Regional Chamber of Commerce

Publisher: James R. Coyle • Editor: Chris Reardon
Director of Advertising: Joanne Vero • Director of Graphics: John Tirpak
135 Jefferson Ave., P.O. Box 300, Elizabeth, N.J. 07207-0300
Telephone (908) 352-0900 • Fax (908) 352-0865 • www.gatewaychamber.com
Visit our website at www.gatewaychamber.com
MISSION STATEMENT
“The Gateway Regional Chamber of Commerce is a business organization
which represents and advances the business interests of its members”

David Larson addresses the audience
during the debate.

Rep. Leonard Lance makes a point
during the debate.
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Where the Chamber Stands...
WorkKeys a key to jumpstarting New Jersey’s job growth

Nearly 40 percent of employers nationally are having difficulty finding qualified workers, according
to Manpower’s Talent Shortage Survey of 2013. At the same time, more than half of all employee
attrition takes place in the first year, with a poor fit based on required skills a leading cause,
according to a recent report by Talentkeepers.
Meanwhile, New Jersey ranks 49th in the nation in job growth. State unemployment is 6.9
percent, tied for 38th worst.
Yet New Jersey is failing to take advantage of an effective tool which in many other states
helps employers find qualified candidates, job seekers determine their skills gaps and best job
opportunities, economic development authorities encourage business growth and educators better
prepare high school students for employment.
The ACT WorkKeys program is a job skills assessment system that helps employers select, train,
develop and retain a high-performance workforce. High school students and adult workers who
complete the WorkKeys assessment and attain a minimum score in Applied Mathematics, Locating
Information and Reading for Information earn ACT’s National Career Readiness Certificate (NCRC),
a certificate that demonstrates to businesses they are qualified for certain employment.
NCRC measures cognitive skills and work-related behaviors – or soft skills such as work
discipline, teamwork, customer service and managerial potential – to enable employers to predict an
individual’s success at work or in training.
More than 12 million WorkKeys assessments have been administered between 2008 and 2013.
More than 2.3 million career readiness credentials have been issued since 2006.
The WorkKeys program has something for everyone. Employers can use the assessments to
screen potential employees and train and develop their existing workforce.
For example, Berner Food & Beverage, Inc., in Illinois requires employees to be skilled in
operating technical equipment. By using WorkKeys assessments, Berner reduced turnover in one
department from 13 terminations in 2009 at a cost of $215,000 to one termination in 2011. The
company also realized a 95 percent saving in workers compensation expenses and an 80 percent
reduction in nonconforming product expenses. Gilchrist Construction Company in Louisiana saw its
employee retention increase by 75 percent and safety incidents decrease by 59 percent using the
assessments.

The Kenilworth Chamber of Commerce recently hosted their Third Annual Springtime
Celebration, titled A Toast to Kenilworth – Celebrating History and Arts. The works of local high
school artists were displayed throughout the restored Oswald J. Nitschke House. Attending
were (left to right) Charlie Oliva, a member of the chamber; Kate Conroy, vice president of the
Gateway Regional Chamber of Commerce; Janice Marsili, art director at David Brearley High
School in Kenilworth, and Isabel Munoz, chamber co-chair.

_______________________________

Job seekers can use the WorkKeys program to determine their next steps in education, training
and career. Because test questions are based on the everyday work world, they can compare
their skills to those needed for employment. For example, a job seeker can determine the skills
assessment levels required for positions as disparate as tractor-trailer driver (Applied Mathematics
- 3; Reading for Information - 4; Locating Information - 4) and a chemical engineer (Applied
Mathematics - 7; Reading for Information - 6; Locating Information - 5).

Assemblyman Upendra Chivukula (D-17) recently
spoke at the Employee Legislative Committee of the
Gateway Regional Chamber of Commerce, where he
touched on the economy, manufacturing, the budget
process and other hot issues in Trenton. Kate Conroy,
chamber vice president, poses with the assemblyman.

Educators can use WorkKeys assessment to better prepare high school students for higher
education and/or employment and college students for careers. Seven states administer WorkKeys
assessments to all high school juniors and seniors.
New Jersey has no WorkKeys assessment programs in place while 36 other states are active in
the program. In addition, 17 states participate in the ACT Work Ready Community program, which
provides states, regions and counties with additional data, process and tools that drive economic
growth.
By failing to take advantage of the ACT WorkKeys program New Jersey puts its businesses at a
competitive disadvantage in evaluating potential employees and training existing workers as well
as itself at a disadvantage in attracting businesses seeking to relocate who might find WorkKeyscompatible states more attractive.
Bringing WorkKeys to New Jersey will take a multi-pronged effort. First, the state must take
the initiative and partner with ACT WorkKeys through the departments of Education and Labor,
including joining the seven other states that administer WorkKeys assessments to high school juniors
and funding assessment centers across the state for other job seekers.
As junior colleges are the most common assessment centers, the New Jersey Council of
Community Colleges must partner with WorkKeys and work to bring the program to the state’s 19
community colleges. Workforce development organizations also can become assessment centers
and should follow suit.
Finally, after WorkKeys has taken root in New Jersey the state’s employers must be made
aware of this valuable tool. This will be best accomplished through the state’s regional chambers
of commerce, such as the Gateway Regional Chamber, local business associations and economic
development organizations.
New Jersey continues to experience job growth at a painfully slow pace. The ACT WorkKeys
program offers a valuable tool to accelerate that rate. A coordinated effort by the various key
stakeholders – the state, employers, business associations and educators – can and must bring
WorkKeys to New Jersey.

Attending the 2014 Gateway Regional Chamber of Commerce were (left to right) Kurt Lance,
Brian Reilly, Eric Scott and Ed Gunther, all from Centric Benefits Consulting.

(Continued on page 10)
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Gateway Chamber Inside Connection Directory
Financial Services & Investments

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.

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.
Provident Bank
(See our ad on page 2)
1139 Raritan Road, Clark, NJ
Phone: Paula Palermo, (732) 499-0800
Fax: (866) 898-5210 www.ProvidentNJ.com
The Provident Bank offers personal service with local
decision making and is committed to meeting the
needs of businesses in northern and central New Jersey.
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

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 rcallaghan@rseelaus.com
Integrated Investments by Investment Expert’s.
Full service broker dealer which been in business
for 30 years.

Flexible-Stay Accommodations
AVE by Korman Communities
1070 Morris Avenue, Union NJ 07083
Phone: PJ Larsen, (908) 372-7300
www.aveliving.com
AVE specializes in flexible-stay accommodations.
Our furnished suites and unfurnished rental residences are the ideal housing
solution for business travelers, those in transition, or anyone who desires
carefree living. AVE’s amenities and services are unparalleled.

Healthcare, Wellness and Rehabilitation
Holsman Physical and Occupational Therapy, PC
1600 St. Georges Ave Suite 107 Rahway NJ 07065
Phone: Karen Delfin (732) 428-5566		
Fax: (732) 428-5513 http://www.holsmanpt.com/
We offer physical, occupational and speech therapy services.
We specialize in recovery of knee, foot, ankle, hip, shoulder and back injuries.
We also work with Workers Compensation cases, MVA cases, general
orthopedic, sports and soft tissue injuries. We accept most insurances. Courtesy
transportation also available.

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.
In Control, LLC
PO Box 356, Millington, NJ 07946
Phone: Kevin Ravaioli (908) 212-3078
Fax: (908) 604-8422
www.incontrolusa.com
Business Description: We provide safety inspections using bar code
technology for meeting compliance requirements, asset management and
data migration services and more. See our website for details.
RED: PMS 186

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

Health Insurer

AmeriHealth New Jersey
259 Prospect Plains Rd, Bld, M, Cranbury, NJ 08512
O’Connor Davies, LLP
(See our ad on pg 4)
Phone: Steve Carr (609) 662-2400
20 Commerce Drive, Suite 301, Cranford, NJ 07016
Fax: (609) 662-2360 www.amerihealthnj.com
Phone: Joseph A. Fazio, (908) 272-6200
AmeriHealth New Jersey is a statewide health insurer
Fax: (908) 272-2416 www.odpkf.com
focused exclusively on New Jersey, allowing us to focus on the needs, and
With offices in Cranford and Paramus, New Jersey, and five locations in
O’Connor
Davies,
improving the health of, our New Jersey customers.
New York and Connecticut, we provide a full range of accounting,
tax
andLLP
20 Commerce Drive, Suite 301, Cranford, NJ 07016
management advisory services to businesses and individuals. T: 908.272.6200 | F: 908.272.2416

Recreation/Sports
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 to May. Six heated courts,
large viewing lounge, lessons, clinics and stringer on site.

www.odpkf.com

Hospital/Healthcare

Charter Transportation
Villani Bus Company
811 E. Linden Avenue, Linden, NJ 07036
Phone: Courtney Villani, (908) 862-3333
Fax: (908) 474-8058 www.villanibus.com
Villani Bus Company is a family owned and
operated school and charter bus company providing reliable transportation
locally and over the road for over 93 years

Education
Georgian Court University 		
900 Lakewood Ave., Lakewood, NJ 08701
Phone: Patrick Givens, (732) 987-2770		
Fax: (732) 987-2084 www.georgian.edu
Advance your career and prepare to take the
lead with the fully accredited Georgian Court University M.B.A. degree.
Choose from the 1-year accelerated or the 2-year traditional M.B.A.
THE MERCY UNIVERSITY OF NEW JERSEY

Union County College
(See our ad on pg 11)
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 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!

NJ 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
(See our ad on page 3)
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
Kenilworth Inn
30 S. 60th Street, Kenilworth, NJ 07033
Phone: (908) 241-4100 Fax: (908) 259-5249
www.kenilworthinn.com
Discover the new Kenilworth Inn, a state of the art
hotel deluxe room’s complimentary Wi Fi & Wired
High Speed internet Access and incredible meeting facilities to accommodate
any event. Located 15 minutes from Newark International Airport with
complimentary shuttle service to & from. Our professional sales team
provides you with prompt and attentive service all at competitive pricing.

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

Transportation
FedEx Corporation
630-640 Dowd Avenue, Elizabeth, NJ 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.
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Did
Know...
DidYou
You
Know...
How to chose your marketing team?
By Dan Antonelli

With the seemingly endless supply of advertising agencies, designers and online sources available for
small business brand and logo development, it’s easy to be overwhelmed. And with prices all over
the map, how does a business owner truly understand what they are buying and what is the best
option?
Experience is critical
An abundance of experience in small business branding is a key factor. You want a designer or
firm that has done this type of work often. If all their work is corporate they may not be a good
match for your needs.
However, if they are a traditional graphic designer, they also may not be an ideal match. Business
owners often make the mistake of assuming the person who designed their brochure or website
also qualifies to create their brand.
Who actually does the work?
The internet has spawned countless companies and logo mills that churn out a ton of work. Often
the logos displayed on the site are done by a designer who may no longer be on staff or may never
have worked there. It may or may not be an indication of the type of work you can expect to get.
Will you speak to the designer directly?
Since many online logo sources outsource their work overseas, you may not have a chance to
speak to the actual designer. Instead, they may rely on online creative briefs and email to navigate
the brand-building process. This doesn’t work as well as communicating directly with the person
responsible for your brand’s creation. The process should involve two-way communication, with
equal amounts of listening and advising.
Do they understand all the media critical to your small business?
It is important that you choose a designer or agency that truly understands the various media
critical to building a small business brand. For example, is your logo only going to be used on
stationery, web sites or brochures? Or is outdoor usage your most critical brand implementation
(e.g., vehicle advertising, signage, point-of-purchase displays)?
One good way to choose a designer is to examine case studies of brands they’ve created that
mimic the needs you have for your brand.

Now you can advertise
in 13 issues of
Inside Business
for only $550.00!

Is the artwork original?
Finding a designer or agency that builds original artwork for your logo is an important
consideration. For one thing, it helps to provide a reasonable expectation that your brand will not
infringe on the copyright of another brand. Second, it makes it possible for you to trademark your
logo.
If your designer uses clip art, or derives your logo from clip art, it can never be trademarked. This
also means that competitors can legally use the same logo or artwork in their designs.
How much should it cost?
The factors detailed above should give you a better way to gauge the value of a designer and the
corresponding cost for building a successful brand. You’ll find advertised costs ranging from $99 to
thousands of dollars and more.
Buying a brand for your small business is not the same as purchasing an office chair based upon
the cheapest price. It’s not a commodity, although it is often advertised as such. It is a professional
service. To be done properly it can’t be rushed. It involves conceptualizing, planning, researching,
sketching, refining, revising and truly immersing oneself in the client’s business.

Add your company’s listing to our
Inside Connection Directory
and reach a readership
of more than 75,000.

Look for a partner, not a vendor.
Usually your best bet when it comes to choosing a branding company is to find a company
that can grow with you while acting as your strategic partner. Hiring a company that understands
your brand origins as you prepare to implement that identity makes more sense than hiring a logo
creator who can’t carry out a successful branding campaign across marketing materials (e.g., web
sites, collateral and fleet branding.)
It is difficult – but not impossible – to find a company that (1) understands your brand vision, (2)
executes it and (3) implements your brand consistently across the board. Seek companies with a
track record of success working with businesses just like yours and your risk will be minimized. Do
not take this decision lightly or act impulsively. This will be one of the most important choices you’ll
make for your business.

For more information
please contact us at
(732) 303-9377

Dan Antonelli is the CEO and creative director of the advertising agency Graphic D-Signs, Inc., and
author of “Building A Big Small Business Brand.” For more information, visit www.graphicd-signs.com.
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Inside Look (Continued from page 7)
Spencer Savings Bank has announced that its Community Worker Mortgage Program has
exceeded $21 million in affordable home loans with very favorable terms for buyers in communityoriented careers, such as police and fire personnel, teachers, librarians, medical workers and other
borough or county employees. The goal of the program is to assist those with proven dedication
to the region in making their home ownership goals a reality in Bergen, Passaic, Morris, Union,
Hudson, Middlesex and Essex counties.

The Warren Township Chamber of Commerce has announced that 11 township restaurants
are participating in a discount promotion throughout the summer. Every Tuesday now through
September 2 the participating restaurants will be offering varying discounts. The eateries are
Antonio’s Restaurant & Pizzeria, Chef Chen’s, Ciro’s Pizza, Trattoria La Strada, Nuray’s Gourmet
Foods & Café, The Pink ButterCup, Rolf’s Restaurant & Pub, Saly G’s Mountaintop Grill, Stone
House, UpRoot and Warren Deli & Grill.

_______________________________
Union County College has named three new members to its board of governors. Henry Dickson
of Summit is a co-founder and a strategist and the director of research for Discern. Ada Melendez
of Plainfield is a community and development officer for Investors Bank. Brian MacLean of Warren is
the vice president of operations for Elizabethtown Gas.
College vice president for academic affairs, Maris Lown (second from right), recently received
the 2014 Patricia C. Donohue Leadership Award from the Mercer County Community College
chapter of the American Association for Women in Community Colleges. She was honored for
providing service to women in the community, mentoring other women, inspiring others through
her leadership and successfully planning and implementing initiatives for women.

_______________________________

New
NewMembers...
Members...

eDigital Grahics – Elly Ezra
326 Route 22 West, Suite 12 A, Greenbrook, NJ 08812

732-968-1234

JLL – Joseph Pegas
2000 Galloping Hill Road, Mail Stop K18-1, Kenilworth, NJ 07033

908-740-4867

Independent View Media LLC – Susan Bonnell
107 Ivy Street, Clark, NJ 07066

908-963-3518

Pedestal Pallet, Inc. – Anthony Desilippis
777 North Avenue Extension, Dunellen, NJ 08812

732-968-7488

Strategic Group Insurance Solutions – Jeannie Angelo
36 Millburn Drive, Hillsborough, NJ 08844

908-812-3183

To join in and advertise in
_______________________________
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Berkeley College recently was recognized by U.S. News & World Report, publisher of Best Colleges
and Best Online Programs, in the recently published 2014 Best Online Programs for Veterans on
usnews.com. In addition, U.S. Veterans Magazine has designated Berkeley College one of the nation’s
Top Veteran-Friendly Schools in its upcoming Best of the Best issue. In January, U.S. News & World
Report named Berkeley College a Best College for Online Degree programs.
In addition, Berkeley announced that college volunteers, comprising approximately 300 staff,
faculty, students, alumni and trustees, volunteered more than 1,000 hours of service at 27
community agencies in New Jersey and New York as part of the 5th Annual Berkeley College
Community Service Day, held in mid-May.
Catena Banner Ad - 06-12.pdf 1 5/15/2012 12:16:39 PM

contact Joanne Vero at 732-303-9377
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Partnering with Union
County employers to
build a skilled workforce

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

Industry-Business Institute

12 West Jersey Street • Elizabeth, NJ 07202 • 908-965-2358
CONTACT US TODAY TO LEARN ABOUT OUR QUALITY,
COST-EFFECTIVE, CUSTOMIZED WORKPLACE TRAINING.

Participant in New
Jersey’s SBA 2014
Emerging Leaders
Program

Certified member of
SBA’s 8(a) program
since 2010

Transportation is our Specialty,
Satisfaction is our Priority!

Water Heaters-Boilers-Sewer Cleaning-Faucets-Pumps-Leaks
New Construction-Renovation-Remodel-Maintenance

24/7 Services

Residential - Commercial – Industrial

Emergency Service 24/7/365







908-925-7100

“The Right Connections”
NJ License: Gerald Zweiman #6161
NJ Home Improvement Contractor # 13VH01211200

Medical Transportation
Courier Services
Trucking (LTL/FTL)
Warehousing
Car Hauling

Phone# 908.232.7223 | Fax# 908.232.7224
Email: Sales@247csl.com | www.247csl.com
187 Mill Lane, Mountainside, NJ 07092
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