


The Rosenfeld Cancer Center and the Mary T. Sachs

Breast Center at Abington Memorial Hospital just

received recognition from the prestigious National

Accreditation Program for Breast Centers (an

American College of Surgeons program) for complying

with 27 standards of breast care from the point of

diagnosis to treatment. Our pride in receiving this

accreditation isn’t about the award, but the impact

our care makes on women every day. We are strongly

committed to giving women a significant advantage

in battling breast disease by offering the highest

level of quality breast care.

I want breast care that meets the

highest standards?

What if

THE POWER TO HEAL
Porter Institute for Valvular Heart Disease • The Rosenfeld Cancer Center • Human Motion Institute • Neurosurgery • Robotics

Learn more at www.amh.org/cancer



About the Cover:
A delegation from The Republic of Korea came over to the U.S. 
and established a sister city relationship with Bucks County.  
The Delegation began their visit in Bucks County at Barley Sheaf 
Farm Estate & Spa. Shown are the Delegation, translators, hosts, 
and benefactors.

About the Photographer:
Mark Margraff owner of M Studios has more than 20 years of 
photography expertise. He specializes in Advertising/Public Relations/ 
and Web site imagery.
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President’s Perspective
By John C. Soffronoff
CBCC President

Since our founding 

in 1946, the 

Central Bucks 

Chamber of Commerce 

has always been the leader 

in helping your business 

grow in Bucks County. 

During this time, however, 

the world has become increasingly global. 

Today, we are pleased to let you know that the 

Chamber is leading the way, yet again, once 

again through the establishment of key business 

relationships on a global scale.

The United States State Department has called upon 

our Chamber on a number of occasions over the 

past few years to host international journalists. 

In one instance, the state department was called 

upon to expose journalists in budding democracies 

to the United States’ election process. The Chamber 

arranged the program for the journalists that 

included attending our Congressional Forum in 2008, 

an event of such national significance, that it was 

attended by Juan Williams, reporter from National 

Public Radio, who drove from Washington DC to 

cover the event.

This past July, our Chamber hosted honorable 

dignitaries and business leaders from The Republic of 

Korea and formed lasting business relationships. In 

October, a delegation from Bucks County will travel 

to Korea to continue exploring important global ties.

In November, the Chamber and the County of 

Bucks along with sponsor Fulton Back will present 

“Exporting Basics,” a workshop designed to educate 

members about how they can export their goods 

and services creating potential new markets for 

their business.

So as you can see, your Central Bucks Chamber of 

Commerce is also your global Chamber of Commerce! 

We look forward to continuing to help you succeed 

so that we can achieve a strong and vibrant local and 

worldwide business community.

Mark Your Calendar
Wednesday Oct. 14 Business Card Exchange 
Monument Bank, 465 North Main Street, Doylestown 
5:00 to 7:00 p.m. Free

Sunday Oct. 18 Bucks Fever FilmFest Panel 
Discussion and Screening of Wining Films  
Join us for a special panel film discussion and the 
come to the County Theater to see the 2009 Film 
Fest winning films screened at the County Theater; 
20 E. State St., Doylestown 7 p.m. Adults $10/$5 
Students; Sponsors: Antheil, Maslow & MacMinn, 
LLP; Silverman Family Partnerships; Martin Kueny 
Insurance Solutions and Fulton Bank; Special 
Courtesies: Comcast and the County Theater

Sunday Oct. 25 Burpee Emergency Service Awards – 
Spring Mill Manor, 171 Jacksonville Road, Ivyland 
5:00 – 9:00 p.m. $40 Sponsors: Byers’ Choice Ltd., 
Worth & Co. Inc., Verizon & Wachovia Bank, Media 
Sponsor: Comcast

Wednesday November 4 New Member Orientation 
Chamber Office, Bailiwick Office Campus #23, 252 W. 
Swamp Rd Doylestown 8:30 – 9:45 a.m. Free 
Event Sponsor: Monument Bank

Wednesday November 4 Business Card Exchange/
Membership Celebration, Bucks Country Gardens, 
1057 N. Easton Road, Doylestown 5:00 to 7:00 p.m. 
Free

Friday November 6 Economic Forcast, 
2010 Joel Naroff, The Waterwheel 
4424 Old Easton Rd, Doylestown 8:00 a.m. – 9:00 a.m. 
$25 Members/$35 Non Members 
Event Sponsor: Judd Builders

Tuesday November 10 2009 Business Stimulus 
Workshops, Exporting Basics Location: Chamber 
Headquarters Bailiwick Office Campus, Suite 23, 252 
W. Swamp Rd., Doylestown 8:30 a.m. to 10:00 a.m. 
Free Sponsor: Fulton Bank

Tuesday November 10 Connect at the Club, 
Networking lunch open to all members at the 
Doylestown Country Club Noon to 1:00 p.m. 
$25 Members $35 Member Sponsored Guest 
Pre-paid Reservations Required Send check to 
CBCC, 252 W. Swamp Rd. #23, Doylestown 18901 
Event Sponsor: CertaPro Painters of Central Bucks, 
1-800-GOT-JUNK, Carter Campbell Financial, LLC

Tuesday November 17 Business to Business 
Breakfast, George Michael The Waterwheel, 
4424 Old Easton Rd, Doylestown 8:00 a.m. – 9:30 a.m. 
$25 Members/$35 Non Members Event Sponsor: 

Wednesday December 2 Business Card Exchange 
First Savings Bank of Perkasie, 380 W. Butler Avenue 
New Britain 5:00 to 7:00 p.m. Free

December CBCC Holiday Open House, 
Chamber Headquarters, Bailiwick Office Campus 
Suite 23, 252 W. Swamp Rd. Doylestown 1:30–3:30 p.m. 
Free Sponsor: Côté Catering Special courtesies 
Wine from Chaddsford Winery
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Mission:

The Central Bucks Chamber of Commerce 

builds alliances among its members by 

uniting business, industry, professionals, artists 

and non-profit organizations.

The Chamber serves as a catalyst that creates 

a rich business climate and improves the 

quality of life in the community.

The Chamber is devoted to furthering 

the arts, humanities and welfare 

of the Central Bucks region.

“Our business is to help your business grow!” W4
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Paradise Living Hot Tubs  
1424 Easton Road, Horsham 
www.paradiselivingonline.com 
July 14, 2009
Photography by: Chris Whitney

Brad Sanders (Graphic Designer), Erin Thomas 
(Square One Art Gallery) and Teresa Whitney.

Mark Margraff (M Studios) and Howard Cooperman 
(Bucks County Gallery of Fine Art).

Joanna K. Chodorowskia, BA, NC (Nutrition in Motion) and 
Peter J. Bonacum (Action Coach).

Joe Veasy (Jove Technology), Susan Richard 
(Richard Associates), and Jeffrey Harrison 
(Mass Mutual Group Financial Planning).

Geoff Santmann (Network Concepts) and 
Marianne Kepler (Dragonfly Reflections).

Business Card Exchange Host Robert Gray (Paradise Living 
Hot Tubs) and Jill Roggio with Mary Robinson (TransAct).

Beth Gray (TSI Visuals), Yvonne Ward, CPA and 
Alan Katz (Wealth Development Group).

Connections

Maureen Kelly (PECO Energy) and 
Joe Ryglicki (Window Depo USA).

Letetia Coleman (Cathedral Stained Glass) and 
Jonathan McSurdy (Archstone Financial Services LLC).



FSponsors: Bucks County Bank & LaSalle University
Measuring progress: Jim Greenwood’s new passion in biotech
By Anne Biggs, Journalist 

First Savings Bank of Perkasie announced the 
acquisition of the Papalia Financial Services 
Group, an asset management company 

specializing in financial planning for small to 
medium size businesses.

“We’re extremely excited about this association with 
the Papalia Group,” noted Fred Schea, President and 
CEO of First Savings. “The expansion of financial 
services for small and medium businesses throughout 
the markets we serve is consistent with our long term 
strategy for First Savings.” 

Founded in 1994 by Mark Papalia, the newly acquired 
company serves commercial, business and individual 
accounts throughout Pennsylvania and the Mid-
Atlantic region. Papalia will continue to lead his team 
of professionals in their present offices located in 
Danville and Valley Forge. In addition to investment 
planning and management, the company also has 
expertise in retirement plan administration, business 
succession and estate planning. The new division will 
be known as First Savings Financial Services and will 
join First Savings Insurance, First Savings Investment 
Group and First Savings Bank as part of the First 
Savings family of financial service providers.

“The addition of First Savings 

Financial Services establishes 

First Savings as a top-choice 

financial services company 

for small and medium sized 

businesses providing a full range 

of commercial services.”

First Savings Expands 
Business & Commercial Services

“The commitment to customer service and customer 
trust exhibited by the Papalia Group make them an 
excellent complement to the First Savings Family,” 
added Schea. “The addition of First Savings Financial 
Services establishes First Savings as a top-choice 
financial services company for small and medium 
sized businesses providing a full range of 
commercial services.”

First Savings, founded in 1922, is based in 
Perkasie and currently has nine bank branches 
in Central and Upper Bucks County as well as 
three insurance offices and an investment office. 
Two additional bank branches, located in Buckingham 
Township near Doylestown, are scheduled to be 
operational in early 2010. W4

Bill Waite, publisher of Bucks County Town & Country 
Living magazine, presents the beautiful coffee table 
book, Bucks County For All Seasons, published by 
the magazine, to Dr. Vail P. Garvin FACHE, executive 
director of the Chamber, to take with her on a visit 
from the Chamber and the County to The Republic 
of Korea. Bucks County currently enjoys a sister 
relationship with Namdong-Gu in South Korea.
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BUCKS COUNTY BOOKS 
go to Korea

Personal • Business • Investments
Money Market • Merchant • Lending • Mortgages 

Construction Financing • Student Loans

Comprehensive banking 
and trust services

A  W E A L T H  O F  E X P E R I E N C E  S I N C E  1 8 6 4

215-860-9100 • www.fnbn.com

Doylestown • Fairless Hills • Jamison • Langhorne • Levittown • Newtown—Main Office 
Richboro • Solebury • Warminster • Washington Crossing • Wrightstown • Newtown Township
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Choose from soups, salads, 
sandwiches and pasta to create 

your favorite combo.
Available Monday-Friday 

until 3pm.

Visit one of our area locations
Newtown Doylestown
Quakertown Bensalem

Southampton

Pick n’ Pair
Lunch Combos

SS TTAA RRT IT I NNGG AATT

$5 .99$5.99

A recession represents an opportunity to improve your business
Interviewed by Clare DeCapua

W hen Kreischer Miller’s Mario Vicari talks 
about how to approach business in 
challenging times, he uses an analogy of 

rocks beneath a boat in a river. The rocks — weaknesses 
in a business model — are always there beneath the 
surface, but they are not visible when the tide is high 
and business is good. But when the tide drops, these 
“rocks” are exposed and can do damage. 

“When the external environment changes and 
business activity drops, it exposes the weaknesses in a 
company’s business model,” says Vicari. “What worked 
in the past, when things were going well, may not be 
the best strategy now. A recession is an opportune 
time to get back to basics and fundamentally 
evaluate and change your business for the better.” 

Smart Business spoke with Vicari about how 
to adjust your business model to the new 
external environment.

What differentiates the businesses that survive 
a recession from those that fail? 
The key is the point of view of the owners in how 
to look at your business in a recession. The best 
companies are looking for opportunities instead 
of focusing on the negatives. A business owner can 
either shudder in fear reading the daily headlines, 

Never  waste a good recession

or go on the offensive and look for opportunities 
to make changes to improve your business so it not 
only survives the downturn but comes out of the 
recession as a better company. When business is 
flush and sales growth is high, many businesses lose 
track of the fundamental things that they should 
be paying attention to. With top-line growth under 

pressure, companies have to focus on other areas of 
their business to improve profits and have to look for 
efficiencies to improve results because you cannot 
rely on external growth. Many great companies come 
out of recessions in a better position than when the 
downturn started because they use it as an excuse to 
make fixes to their business. 

How should owners approach their business 
differently in lean times? 
Businesses have to drastically change their planning 
assumptions and monitor their business more closely 
in a downturn. Historically, many companies use 
top-down planning — meaning that most of their 
budget drives off of what they expect with their 
sales growth assumptions. This is a dangerous way to 
plan right now. There are too many external factors 
beyond your control that can negatively affect a 
company’s top line. Companies must use a bottom-
up approach and plan based on looking at their cost 
levels, head count and waste to determine which cost 
pools are necessary or discretionary and where they 
can be more efficient. After gaining clarity on costs, 
companies should engage in scenario planning so 
that they are prepared to take action if business levels 
decline. That simply means determining in advance 
the cost adjustments a company is prepared to make 

Mario Vicari, Director, Kreischer Miller



based on different revenue scenarios so that it can 
react quickly if sales levels change for the worst. 
This is a defensive strategy toward planning, but it 
is based on managing the things you have control 
over and not relying on things that you don’t — 
like sales growth. 

How should companies address head count 
in a down economy? 
One of the greatest opportunities that companies 
have to improve their business in a recession is to 
upgrade their people. With so many layoffs, the talent 
pool is strong and the employer has the bargaining 
power. Most companies have nonperforming 
employees that they know they need to address. 
Now is the time to address underperformers and 
replace them with stars. There are many displaced 
workers right now that are in that position through 
no fault of their own. Many of these people may have 
been high performers at their last job and are just 
victims of a tough economy. Finding and hiring these 

people is arguably the single biggest improvement 
that companies can make right now that will have a 
lasting positive effect on their business. 

How can companies address reducing waste? 
When I think of waste, I think of Parkinson’s Law. 
Parkinson’s Law is based on a theory of work 
researched and published by Professor Cyril Northcote 
Parkinson in 1955. This research was performed a long 
time ago but is universal and applies to all businesses 
today. The law states, ‘Work expands so as to fill the 
time available for its completion.’ It is human nature 
for people to make the amount of work they have to 
complete fit into the time that they have available 
to complete it. What it means in the real world 
is that most businesses can get the same amount 
of work done with the same level of quality with 
fewer people. Excess people and process waste are 
the biggest areas of waste in most companies, and 
addressing them can have an immediate impact on 
the bottom line.

What other external risks should companies 
pay attention to? 
One of the heightened areas of risk that companies 
need to closely manage is the credit risk associated 
with their accounts receivable. I would estimate that 
the average company’s accounts receivable is subject 
to two to three times the normal level of credit risk 
right now. There are many companies in the U.S. that 
are struggling or in bankruptcy, and these events 
have a ripple effect throughout the economy because 
all of the troubled companies have vendors that are 
affected. Companies have to stay much closer to their 
cash right now because of this increased exposure. 
Companies should re-evaluate their credit and 
collection process and increase the level of resources 
and attention directed toward collecting receivables. 
No matter what, receivables are subject to credit risk, 
but now is a time to minimize that risk by having less 
money on the street. W4

»Life Insurance through Life Stages

You have taken the first step, and have selected a 
life insurance policy that meets your coverage goals. 
Before you put that policy in a drawer to gather 
dust you must remember that life insurance needs 
change when you reach life’s various milestones. In 
order to ensure your coverage continues to meet your 
needs and stays current, you must review your policy 
throughout the years on a regular basis. 

Clearly, you recognize the importance of life 
insurance and the role it can play in protecting the 
financial security of your loved ones. And yet, are you 
reviewing your policy on an annual basis? Doing so 
becomes particularly important whenever you reach 
any of life’s milestones. New additions in your life 
such as a spouse, homeownership, or a child make 
reviewing your policy a necessary component of 
planning your financial future. You may need to give 
your policy extra consideration in the event of:

Marriage. In addition to determining whether or not 
your coverage amount is still appropriate, you may 

also consider insurance for your spouse. Updating your 
beneficiary list to include your new spouse, as well as 
correcting your policy to reflect a name change, 
if applicable, are important aspects of your plan.

Children. With added responsibilities comes the need 
for additional coverage. Keep in mind that the skills 
of a child’s primary caretaker are not easily replaced, 
and childcare can be expensive. As your family grows, 
be sure to update your beneficiary list.

New Home or Refinancing. Owning your own home 
is an unbeatable feeling, but extra coverage may be 
necessary to help ensure that mortgage requirements 
continue to be met. 

Start a College/Retirement Savings Plan. Review 
coverage amounts to supplement a potential loss 
incurred before your financial goals are met. Know 
the coverage periods of your policy to ensure you are 
covered for a length of time that meets your current 
needs and future objectives. 

Starting Your Own Business. If you leave your old job 
to start your own business, make sure that you do not 

sustain a significant loss in coverage when you 
leave your employer’s benefit plan. You should again 
review your policy objectives and consider the ways 
in which life insurance can be a useful business tool. 
For example, for business continuation purposes, 
you may now be interested in obtaining coverage 
for financing a buy-sell agreement. In certain 
circumstances, you may consider placing business 
partners on your beneficiary list.

New Job. If you change jobs, pay attention to the 
benefits. Coverage amounts will often vary greatly 
from employer to employer, and this must be factored 
in to your personal policy.

Perhaps one of the most secure feelings in life is 
knowing that you have covered your bases and are 
prepared for whatever may happen. Through annual 
checkups you can plan for coverage that will provide 
for your loved ones, and help ensure that financial 
goals and obligations will be met. As you approach 
each one of life’s many milestones, you will find that 
additional consideration and planning are well worth 
the effort. W4

INLRVW01 Copyright © 2009 Liberty Publishing, Inc. 
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By Art D’Angelo, ChFC, Insure4Life
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By Michael Ivankovich, GPPA, MPPA

Money is tight 
for many 
individuals 

and businesses in these 
tough economic times. 
Unfortunately, when 
money is tight, the first 
thing cut from many 
budgets is charitable 
donations to needy 
organizations and 
worthwhile causes. 

Which sadly hurts those organizations that are trying 
the most to help those in need. 

If your cash flow is tight, you don’t have to stop 
giving. Rather, instead of giving cash, perhaps you 
can still give in other ways. This column is intended 
to suggest 10 ways you can continue giving to the 
groups or causes of your choice in ways other than 
direct cash.

 1.  Volunteer to Serve: Volunteering to serve 
doesn’t have to be painful. Simply locate a 
cause or group that you believe in, and offer 
to serve. Perhaps you can volunteer to serve on 
a committee, or as the head of a committee. 
Perhaps you can volunteer to serve as an 
officer of the group. Or just as a worker who 
helps out when needed. Volunteering costs 
you nothing monetarily, and your support can 
often benefit the group far more than cash.

 2.  Offer Your Professional Services: Professional 
services cost groups money, and far too 
often they don’t have the budget to hire 
the resources they need to grow. So instead 
of donating cash, help by contributing your 
professional services. I’m an Auctioneer, and 
my wife is a cancer survivor. As a result we 
offer our Fund Raising Auction Services to any 
nearly any credible group that raises money to 
fight this dreaded disease. If you are a lawyer, 
accountant, or marketing professional, offer 

Charitable Donations: 
How To Keep Giving 
When Money Is Tight

those services to your preferred group 
or cause. If your company cleans offices or 
polishes floors, offer to help in that way. 
Dittos on web design, administrative support, 
creative writing, etc. Every dollar you save a 
group in expenses is just as good as a dollar 
donated as revenue.

 3.  Sell Your Professional Services to Benefit 
the Cause: As a Fund Raising Auctioneer 
I know from experience that professional 
services can sell extremely well at a Fund 
Raising Auction. Whether a Live or Silent 
Auction, professional services can raise 
big money for the group of your choice. 
For example, I have sold such services as:

 •  a gardener to weed a garden; 
 •  an artist to paint a personal or family 

portrait;
 •  a Fire Chief who offered to take children 

for a ride on a fire truck;
 • a tour of city hall and lunch with a Mayor;
 • a lawyer to perform a simple will;
 •  a dentist who offered a teeth 

whitening service;
 •  a painter who offered to paint 

a room or office.

The list goes on. Whatever your profession or 
expertise, there is someone out there willing to 
purchase that service to benefit the right cause.

 4.  Offer Up a Free Presentation in Your Field 
of Expertise: We all specialize in something, 
whether it is a career field or a personal hobby. 
A presentation by you can benefit your group 
in one of three ways: a free presentation to 
group members can teach them a new skill; 
a fee-based presentation open to the general 
public, with all fees going to your chosen 
group, can raise well-needed funds for the 
group; or you can donate an honorarium 
that you may receive, for speaking elsewhere, 
directly to your group. 

 5.  Offer Free Professional Services Directly 
to Someone in Need: The primary objective 
of many groups is to help those in need. 
Perhaps in lieu of donating cash to your group, 
you can offer your services directly to a family 
in need. Maybe you can help to tutor a child 
in a needy family, offer music lessons to a 
family that cannot afford them, or provide 
transportation services to church, the doctor, 
or elsewhere for someone who cannot drive.

 6.  Donate Excess Inventory: Often the donation 
of a tangible product is even better than 
giving cash. Some types of inventory can 
directly benefit the end-user. If you sell food 
items, for example, you can donate such 
items directly to your group. Other types of 
merchandise can be donated for sale at a Fund 
Raising Auction. We often donate an author-
signed copy of one of our published books. 
The books retail for $20. Sometimes they sell 
for as little as $10 at Auction; other times they 
sell in excess of $50. Either way the books cost 
us little, and all money benefits the group. 

 7.  Organize a Fund Raising Event to Benefit 
Your Group: There is no limit to the number 
of events you can organize to raise money for 
your chosen group. Raffles, 50-50’s, Baskets of 
Cheer, Fund Raising Auctions, Beef-and-Beer 
Nights, Poker Tournaments, Mardi Gras Parties, 
you name it. Organize a motivated committee, 
and use your creativity to generate new 
funding for your group.

 8.  Recruit New Members for Your Group: 
Perhaps you may not have the resources 
today to financially contribute to your group. 
But you may know others who have more 
liquidity than you. If the fit is right, invite 
them to join your group.

 9.  Open Doors For Your Group: Perhaps your 
group has needs that you cannot provide, such 
a printing, creative design, floral arrangements, 
web site hosting, etc. Although you may not 
be able to provide those services yourself, you 
probably know someone who can. Open the 
door for your group and help them connect 
with a new provider. A discounted fee would 
be good. A completely donated fee would even 
be better.

 10.  Leverage Yourself. Your volunteered help will 
always be appreciated. If you bring a spouse, 
children, family members, or friends along with 
you to also help, you will have leveraged the 
value of your volunteering considerably.

We recognize that these 10 suggestions are just the 
tip of the iceberg. If you have any other ideas on how 
to keep giving when money is tight, please share them 
with us by emailing: info@michaelivankovich.com. 
Perhaps we can publish a follow-up column on this 
topic and credit you with your ideas.

But the bottom line is this: You don’t have to stop 
donating when times are tight. Remain generous, 
get creative, and you can help to improve someone’s 
life. And then hopefully, when the economic times 
improve, we can all return to donating as much cash 
as possible to continue helping those in need.

NOTE: Michael Ivankovich is a Home Downsizing 
Consultant, Personal Property Appraiser, and Fund 
Raising Auctioneer in Doylestown PA. He is also a 
licensed and bonded Auctioneer, and in 2004 was 
named Pennsylvania’s Auctioneer of the Year. 
For details, you can reach him at (215)-345-6094, 
email: info@michaelivankovich.com, or visit his 
web site: www.HomeDownsizingConsultants.com. W4
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P rizer Design Group, Inc. was founded by 
Paul Prizer, with his wife Peg, Landscape 
Architects, in 2002. Prizer, who earned a 

Bachelor of Fine Arts degree 
in Commercial Art from Texas 
Christian University (TCU) in 
Fort Worth, Texas.

Prizer worked in magazine 
publishing for the first couple 
of years out of school. “I worked 
the old-fashioned way – “on 
the boards” – with a T-square, 
pencils, paper and color 
markers,” says Prizer, who notes 
that applying these old world 
skills to new world technology 
has actually given him an 
edge over some of the newer 
designers. “Quickly generating 
creative concepts on paper is 
often much faster than with a 
computer and mouse, especially 
when sitting in a meeting with 
a client,” adds Prizer.

After a move back to the 
northeast, where he is from 
originally, Prizer worked as 
an Assistant Art Director in 
the Creative Department of 
Channel 29 in Philadelphia. By the late 1980’s, Prizer 
landed with a great sales promotion and marketing 

agency in Princeton where he spent most of the 
next 13 years. “It was here that I honed my design, 
computer software and project management skills 

working on high-end accounts 
such as Kraft General Foods, 
The Dial Corp., Johnson & 
Johnson, Church & Dwight 
(Arm & Hammer products) and 
British Airways,” says Prizer.

Since 2001 Prizer Design Group 
has helped companies large 
and small with strong design 
fueled by savvy marketing 
strategy. “We’ll help you fine 
tune your marketing message 
while strengthening your brand 
to reach those specific people in 
your target market,” says Prizer. 
Beyond logos, corporate identity 
and branding, Prizer Design 
works with clients to develop 
print collateral, consumer 
promotions, print and web 
advertising, packaging, trade 
show signage and website design. 

When asked what the firm does 
best, Prizer answers ‘branding.’ 
“We’ve become quite savvy 
at helping small to medium-

sized businesses either establish a fresh, new look 
or fine-tune a tired image that might be dragging 

»Prizer Design Group

Paul Prizer has been solving marketing 
challenges with strong design and creative 
thinking for over 27 years. Over that 
time, he’s worked with some of the 
most well-known names in consumer 
packaged goods and services. Names 
like Johnson & Johnson, Bristol-Meyers 
Squibb, Church & Dwight, Kraft General 
Foods, Dial Soap and British Airways.

them down. A new logo and complimentary graphics 
that support a strong marketing strategy can yield 
powerful results. It’s important for companies to 
maintain a fresh image in today’s competitive 
environment. Even well-established, Fortune 500 
companies have to revamp their look every couple 
of years,” says Prizer.

“We love what we do and we’re always striving to do 
it better! Re-evaluating completed jobs helps us to 
consider alternate approaches to apply to the next 
assignment. This strategy keeps us on our toes and 
forces us to keep learning and reaching for a higher 
level in every subsequent project,” says Prizer.

Over the summer, Prizer’s firm assisted the Chamber 
in the the marketing of the first annual Bucks County 
Wine Tour. He was asked to create a teaser postcard 
for the event, (which would be distributed to local 
businesses around the county), in addition to a 
brochure (which would double as a map and ticket 
for the event) and also a page for the Central Bucks 
Chamber website. Eric W. Hopkins, Esq., former 
Chamber president), who chaired the Wine Tour 
Committee had this to say about Prizer’s involvement: 
“Paul has the special ability to quickly and precisely 
capture the image and message you are seeking to 
convey. His attention to detail is self-evident when 
viewing his work. Based upon the overwhelmingly 
positive and vocal response to Prizer Design Group’s 
branding and design solutions for the new Bucks 
County Wine Tour, we were assured that this event 
was off to a successful start.” W4

N ational Penn Bank’s newest office will open 
its doors in mid-November. The New Hope 
office located at 6444 Lower York Road in 

Solebury Township is the 13th community office in 
National Penn’s Eastern region. 

The new 3,853 square-foot facility will feature 
a spacious lobby with five inside teller windows 
including one wheelchair accessible window, 
two drive-up lanes, a safe deposit vault, an ATM, 
and a night deposit box. The new office also provides 
a convenient location for customers to meet with 
specialists of National Penn’s wealth management, 
investment and trust, insurance, and private banking 
groups, among others.

“We are thrilled to add the New Hope office to 
better serve our increasing number of businesses 

and consumers in Bucks County,” said Rush. 
“This full-service location is a sign of the continued 
growth we are experiencing at National Penn. 
We are excited to have this opportunity to expand 
and better serve a larger number of customers in 
the Eastern region.”

National Penn and its divisions currently offer 
banking, investment, trust and insurance services 
at ten other offices in Bucks County.

National Penn Bank and its Eastern region actively 
support Bucks County communities through volunteer 
support and financial contributions to a wide range of 
area groups such as Bucks Beautiful, Kids Voting, Bucks 
County Boy Scouts and the Michener Art Museum. W4

»National Penn opens new 
community office

Celebrating the ground breaking of the New Hope 
Office from left (front) are Blair T. Rush, president 
and Gail E. Eister, senior vice president, (from back 
left) Robert Welch, Buckingham Properties LP; Scott V. 
Fainor, president and CEO of National Penn Bank; 
Dominic Marano, Solebury Township Supervisor; 
Donald P. Worthington, group executive vice 
president, National Penn Bancshares, Inc., and Robert L. 
Byers, director of National Penn Bancshares, Inc.
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215-348-9119 
email: dcpractice@comcast.net 

Nicole DuMond, LCSW  
 Patricia Maley, LCSW 

Specializing in Individual, Teenage 
and Couples Counseling. 

196 West Ashland Street 
Suite 315 

Doylestown, PA 18901 

For more information visit our 
website. 

www.dcpracticellc.com 

640 N. Main St. • Doylestown, PA
215.348.8116 • www.barb-lin.com

Mon., Tues., Thurs. 9-5:30 • Wed. & Fri. 9-9 • Sat. 9-5

Jim and Brian Webb were two of the lucky ones. 
They still had jobs as executives with large 
award winning homebuilders. But in 2007, 

     the Doylestown area brothers decided the housing 
downturn was actually the perfect time to follow 
their dream of building a business of their own. 
The co-owners of Webb Building Group have been 
busy every since. 

“It was a scary move, considering Brian and I both 
have families to support, said elder brother, Jim. 
“But we saw this recession as a time when we could 
get the best trade partners on our team. Most of all 
we wanted to be able to be involved in every aspect 
of the projects we did. We didn’t want our name on it 
if we were not sure it was the kind of work we would 
do in our own homes.”

“But we saw this recession as 

a time when we could get the 

best trade partners on our team. 

Most of all we wanted to be able 

to be involved in every aspect 

of the projects we did. We didn’t 

want our name on it if we were 

not sure it was the kind of work 

we would do in our own homes.”

Over the past two years, Webb Building Group 
has completed a wide variety of renovation and 
building projects. In addition to building custom 
homes, they have completed commercial work like 
remodeling the interior and exterior of Bobby Simone’s 
restaurant on State Street in Doylestown Boro. 
They have also built several in-law suite additions 
for merging multigenerational families. In between 
they have enhanced the value of many area homes 
with new kitchens, baths, finished basements, 
pool houses and custom millwork. 

Using the management skills they honed when 
they were each responsible for the construction 
of hundreds of homes each year, the Webbs have 
built their business entirely on referrals from 
their customers. By recruiting the best talent and 
coordinating their subcontractors in a seamless 
process they finish each project quickly and with 
minimal disturbance to the homeowners. “We were 
so impressed with how respectful all Jim and Brian’s 
team were,” said Rick Cimino, who hired Webb 
Building Group to create a family gathering space 
in the basement of their Buckingham home. “I am a 
stickler for detail, but they surpassed my expectations 
in creating the custom millwork that makes the space 
feel like part of the original home.” W4

Webb Building Group Growing
Despite Housing Market



Strategic PM Solutions, Inc. 
Strategic Project Management 
and Industrial Automation Solutions 
Top 10 Criteria for a Successful Project

1. Understand your 
customer’s needs – 
This means really 
listening to your 
customers’ needs and 
concerns. You should 
be the answer to 
their problems and 
delivering solutions.

2. Good estimate – The definition of a successful 
project includes if the project was completed on time 
and within budget. An accurate estimation of time 
and money is crucial. 

3. Establish an achievable project schedule and 
closely monitor progress of milestones – After the 
schedule has been set, monitor it closely and keep 
tight control of it.

4. Backing and support of all team members and 
essential personnel – Include the team members in 
the decision-making process so that they buy into 
the project, thus increasing the chance of a 
successful project.

5. Keep customer and the project’s team members 
informed on the progress of the project - One way to 
have all team members back you 100% is by regularly 
communicating to them with the project goals and 
objectives and keeping them informed. 

6. Ensure that the product or service is meeting the 
customer’s needs – Communicate with the customer 
while the project is in progress to make sure the 
project is on the path to success. 

7. Regular design reviews – Schedule regular 
meetings to ensure that the specifications are 
meeting each customer’s specific needs. 

8. Utilize available standardized tools and 
methodology – Even though each customer has 
its own needs, do not reinvent the wheel for 
each project. Use what was successful in other 
projects, revamp what was not.

9. Testing of functionality – Test the functionality, 
if possible, at your own facility, which is much more 
economic than testing at your customer’s site. 

10. Utilize an experienced Project Manager. 
Using Strategic PM Solutions will help guarantee 
a successful project. W4

Hesham Mahmoud, President/CEO 
Sellersville, PA 18960 
267-371-0467
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Business relationships are forged
Photography by: Mark Margraff

A delegation from the Republic of Korea 
visited Bucks County and were hosted by the 
Central Bucks Chamber of Commerce and 

its members. Thomas Jennings, Esq., attorney with 
Sponsor Saul Ewing coordinated the visit with the 
Chamber, the County of Bucks and the Chamber’s Vice 
President of Membership and Co-chair of Hospitality 
& Tourism Beverly M. Miller (Stepping Up & Out, Inc.), 
who facilitated the visit.

Bucks County and the Province of Namdong-Gu were 
named in a Sister Relationship by the Bucks County 
Commissioners. The Signing event was coordinated by 
Bucks County Commissioner Jim Cawley, Esq. and was 
held at Pearl S. Buck International.

Saul Ewing sponsored a Welcome Reception at 
Barley Sheaf Farm Estate & Spa. The visitors were 

housed by Barley Sheaf; Georgie Coles, Doreen 
Paynton (Dontech, Inc.), the Golden Plough, and the 
Temperance House.

Special dining events were held at Barley Sheaf Farm 
Estate & Spa; Delaware Valley College - The Market 
by Shady Brook Farm; Bobby Simone’s; Pearl S. Buck 
International; Earl’s Prime and the Temperance House.

Breakfast was donated by Patrick Murphy, owner of 
the Bagel Barrel on State Street in Doylestown.

The visitors toured the Pennsylvania Biotechnology 
Center, in addition to Delaware Valley College, 
Pearl S. Buck International and a tour of Doylestown 
Borough conducted by Chamber Vice President 
David H. Werrett (Wachovia Securities).

The group also received Doylestown Hospital’s Book – 
Through Their Eyes by Anne Biggs along with other 
special items donated by members and elegantly 
prepared by Carousel Flowers’ Maryanne Hunt.

The visitors were transported throughout the visit by 
Delaware Valley College’s bus, an indispensable part 
of the program.

Chamber members Nam Kim and Sang Kim (Wachovia 
Bank) donated their skills in translation, both with the 
language and Korean culture.

The Delegation visit wouldn’t have been possible 
without DonFeldscher, Dr. Alan J. Miller (Family Practice 
Medical Management), Jerrod Godin (Peddler’s Village), 
Irene Bekhor (Retired Executive), Ann E. Machesic and 
Stacey Hajdak (County of Bucks). W4

Kevin Putman, CEO of Penn Color, Inc. came to the 
Chamber to speak to a very impressed Korean delegation. 
From left the Mayor of Namdong Gu, Tae-Jin, Yoon, 
Adam Kim, Chairman of the Incheon Office in USA and 
Kevin Putman.

At the Welcome Reception at Barley Sheaf Farm Estate 
and Spa are Chairman of Tourism & Hospitality & Vice 
President of Membership Beverly M. Miller, Host Doreen 
Paynton (Dontech, Inc.), Hong, Yun Jung, Translator Jong 
Sook Oh and Dr. Alan J. Miller (Family Practice Medical 
Management), who helped with the entire four day tour.

Council Chairman Kim Seung Tae, Host Jerrod Godin 
(Peddler’s Village/The Golden Plough), and In Kyo, Lee, 
Member of Council).

Pil-Lae, Cho (Apex Technology Co., Ltd.), Host Georgianna 
Coles, Mayor Tae-Jin, Yoon, and Hong, Yun Jung 
(Planning & Audit Office, Namdong).



(The Market by Shady Brook Farm). Host Doreen Paynton (Dontech, Inc.), center, gracious 
helped to escort the guests to the Chamber each morning 
and talked about her international business Dontech, Inc.

Delaware Valley College President Dr. Joseph Brosnan 
toasted the Delegation at a dinner held by the college at 
The Market at Shady Brook Farm.

Saul Ewing served as Event Benefactor of the Welcome Reception for the Delegation from the Republic of Korea. 
Representing Saul Ewing are, from left, John Chung; Yulee Park; Jack Pierce; Ted Naccarella and Tom Jennings, 
who initiated contact with the Delegation and helped to coordinate the visit.

Editor and Publisher of the Bucks County Herald 
Bridgette and Joseph Wingert.

Donald Feldscher (Delaware Valley College) arranged the 
bus that took the visitors all over Bucks County and helped 
to coordinate the dinner and tour at the College.

Dr. Timothy Block conducted a tour of the 
Pennsylvania Biotechnology Center.
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Poetic Luxury in
Bucks County

Broker cooperation is warmly invited and appreciated.
Please ask sales person about special incentives on select homes.

Poet’s Walk is located on Bristol Road, between Jacksonville and
Hatboro Roads, in Council Rock Schools, Bucks County, PA.

• Luxury Estate Homes
• 4-5 Bedrooms, 3 Car Garage
• Custom Gourmet Kitchens
• Adjacent to Spring Mill Country Club
• Council Rock School District

or make an appointment
for a personal tour
of our beautifully

decorated model home.

Lasting value, priced to move you!

www.JuddBuilders.com

Priced from $774,000 • 215-682-7700

Thurs-Mon 11-5pm

JD PW W4AdSales 3x6.125 0509:Layout 1  4/28/09  1:12 PM  Page 1

YOU ARE NOT READY
to deal with your insurance company.

Public Insurance Adjusters
258 N. Main Street • Doylestown, PA 18901

www.allianceadjustment.com

Call 267.880.3000

If you don't have Alliance
on your side,

INTIMIDATED BY YOUR INSURANCE COMPANY?
Arm yourself with a secret weapon when you have
property damage!

PROFESSIONALS THAT WORK FOR ME,
THE HOMEOWNER, WITH NO UPFRONT COST?
Call Alliance first, as soon as you find damage, and rest
easier knowing that all the details are handled for you.
Our trained, licensed and bonded adjusting professionals
handle your property damage claim from start to finish.
We will fight for every dollar you are entitled to!

CALL TODAY AND REST EASIER knowing that an
Alliance adjuster will handle all the details…preparing
estimates, meeting with your insurance company, and
negotiating the best settlement for your damage.

BUCKS COUNTY'S BEST INSURANCE
ADJUSTERS FOR 10 YEARS!
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Congressman Patrick Murphy, seated, talked with the group 
in the Private Putman Room of the James A. Michener 
Museum, following a tour conducted by Museum Curator 
Brian Peterson, standing right.

A choir of children accompanied an annual Korean 
War memorial ceremony, in front of the Bucks County 
Courthouse, made more memorable this year, by a visit 
from the Delegation.

At the Korean War Memorial Ceremony are, from left 
Bucks County Commissioners James Cawley, Esq., 
Diane Ellis-Marseglia, Charles Martin with the 
Namdong-Gu Mayor Yoon, a translator and Man Kim, 
a translator and President of Sky City Properties.

The Carousel at Peddler’s Village served as one of the last sites visited by the Delegation.

Adam Kim, on a Carousel Hourse at Giggleberry Fair, 
Peddler’s Village, Lahaska.

Mike Conti, manager of Bobby Simone’s, Doylestown, 
served up a wonderful lunch for the group.

Cash Flow Solutions 
for Every Business.
We understand that managing your
business’ cash flow is key to your success.
We also understand that you need the right
tools to be successful. To learn more about
improving your business’ cash flow,
contact Matt Roche, Doylestown Branch
Manager at 215-489-2131 or visit at 398
North Main Street in Doylestown.

©2009 The PNC Financial Services Group, Inc. All rights reserved. PNC Bank, Member FDIC
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By Anne Biggs, Anne Biggs Inc. 

One of the advantages of a Bucks County 
lifestyle is that artists expect to thrive here, 
for their talents to bloom and take on new 

vibrancy, for them to find inspiration in the landscape 
as well as in the cultural heritage that surrounds them. 

Painter George Thompson grew up encircled by 
New York City’s and his parents’ artistic influences. 
He began a successful career as an illustrator, 
then migrated to figurative painting. 
But it was his move to rural Bucks 
County nine years ago, he says, 
that “opened my eyes to the heart 
of nature, its beautiful light and 
possibilities.” Influenced by the Bucks 
County Impressionists and the rolling 
countryside, his artistic journey veered 
onto yet another path.

“Moving from one place to another 
affects life and art,” Thompson has said. 
“For one thing, the light is totally 
different. My New York paintings are 
blue with neutrals and grays. Here in 
Pennsylvania, I’m opening up to color.”

Thompson is the featured artist for 
the 16th Annual Galaxy Art Show & 
Sale, presented November 5–8 by 
First Federal of Bucks County and the 
Network of Victim Assistance (NOVA). 
As featured artist, he will exhibit an 
enticing selection of his finest pieces 
in the third-floor rotunda of the Bucks County 
Courthouse. Works in various media from more 
than 80 other local and regional artists will 
also be on display and for sale. Last November, 
Thompson’s oil, “Juliana in Blue Kimono,” 
took Galaxy’s Best in Show. 

Theatrical origins 
When most people say they were “raised by wolves” 
or “grew up in a zoo,” they’re usually just poking fun 
at an unconventional upbringing. But when George 
Thompson says his parents worked for the circus, 
he means his mother and father actually worked 
for the circus.

“Both my parents were acrobats with Ringling Bros. 
and Barnum & Bailey, so they were theatrical. 
My father also did drawing and painting and 
some modeling in New York City at The Art 
Students League. And I’ve been drawing and 
painting my whole life.” 

New York Artist Opens Up 
to Color with Move to Bucks

That circus background probably explains Thompson’s 
own multi-faceted artistic pursuits. After graduating 
from Pratt Institute with a Fine Arts degree, he began 
a successful career as a freelance illustrator for 
periodicals, books and greeting cards. Meanwhile, 
he also played in a band and was a founding member 
of an improvisational comedy group called Premises 
Premises that had a long-running off-Broadway 
show and performed at most of Manhattan’s top 
comedy clubs. Sounds suspiciously like his own 
three-ring circus. 

Although he left some of that behind, his developing 
interests and further study soon took him into 
figurative work. As education chair for the Society 
of Illustrators, he coordinated weekly life drawing 

sessions in the city for 
more than 10 years—a 
pursuit he’s continued 
here in Bucks County. 

Influenced by Bucks 
Thompson met his wife, 

Emily, a painter and graphic designer, early in their 
careers when both were art directors for Bloomingdale’s 
advertising department. Following years of apartment 
living in the city, their Internet searches for real 
estate motivated them to aim their sights beyond 
New York. Since both artists were already a bit 
familiar with this area, they soon migrated south 
and found a home in Central Bucks.

“We knew the history of Bucks, and New Hope 
and Lambertville have a Greenwich Village ‘far 
left of center’ feel that we liked. Although we still 
think of ourselves as New Yorkers, we felt at home 
here immediately.”

It probably helped that the James A. Michener 
Art Museum had a big exhibit of Bucks County 
Impressionists soon after the Thompsons moved here. 
While Thompson hasn’t narrowed himself down to a 
single style of art or even one art form, he does love 
the American Impressionists, from Sargent, 

Chase and Benson to Bucks’s own Redfield, Garber, 
Lathrop and Sotter. 

He gives credit as well to all the great masters of the 
past and the recent present, naming Calder, Miró, 
even Warhol. “I think you can see Warhol influences 
in my figurative work.”

Approaching the easel 
After their relocation, the Internet allowed George 
and Emily to continue their freelance illustration 
and graphic design work from home. Soon, however, 
Thompson was doing only occasional illustration, 
choosing instead to focus primarily on his work as 
a fine artist, drawing and painting in a traditional 
style that is continually evolving. His portraits, still 
lifes and landscapes, drenched with color and light, 
have brought him recognition and awards locally and 
nationally. Thompson’s work has been exhibited at 
The Art Students League of New York, Philadelphia 
Sketch Club, Woodmere Art Museum and Trenton 

City Museum at Ellarslie Mansion. 
He frequently teaches workshops and 
classes, such as his plein air and life 
drawing sessions, and has done several 
painting demonstrations as part of 
First Friday Doylestown. Thompson is 
represented by Radclyffe Gallery in 
New Hope. 

Thompson approaches each painting 
or drawing with a deliberate openness, 
trying to feel what the subject matter 
says to him rather than imposing his 
own views on it. He admits that the 
process is a bit mysterious. 

“Technically, I’ll start with sketches just 
to get in touch with the subject. Whether landscape 
or person or still life, I leave myself open to discover 
that one little aspect that really excites me about 
the subject. I want to get past the details to feel the 
essence, the one true thing that speaks to me.”

As a result, his landscapes, for example, feature rich, 
tonal values, focusing on the sense of a time of day 
or the feel of a particular season.

“My influences come from all different directions—
film, photography, music, dance, theater—and I can 
really see how they touch each other. I encourage 
young artists to try all kinds of art. Like all kinds of 
foods, try everything at least once.”

Besides, he says, “That’s how to reach out to other 
cultures. You can heal the wounds of the world 
through music and art.” W4

To learn more about the artist, 
including specific awards and recognition, 
visit www.GeorgeThompsonGallery.com or 
www.GeorgeThompsonFineArt.blogspot.com.

George Thompson, featured artist
First Federal of Bucks County Presents
16th Annual NOVA Galaxy Art Show & Sale
5-8 November 2009

“Winter Light” by George Thompson, 
Galaxy 2009’s featured artist.

Galaxy 2009’s featured artist, 
George Thompson, painting en plein air.
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hatborofed.com 

Connie Wood—Senior Vice President, 

Chief Operating Offi cer and Corporate 

Secretary—recently celebrated her 50th 

anniversary at Hatboro Federal. 

Connie began her career at Hatboro 

Federal as a teller on September 21, 

1959. As Chief Operating Offi cer, she 

directs all of the day-to-day operations 

at Hatboro Federal.

Today, thanks in large part to Connie, 

Hatboro Federal ranks in the top 10% 

of all fi nancial institutions in the United 

States for strength and stability.

Thank you Connie for 50 years of 

exceptional commitment to Hatboro 

Federal, our customers and the community. 

Great job.

Connie, take 
the rest of 
the day off.

Commissioners Salute 
Sonia Smith, SBA’s 2009 
“Eastern Pennsylvania 
Women in Business 
Champion of the Year”

The Board of Bucks County Commissioners 
presented the 2009 “Eastern Pennsylvania 
Women in Business Champion” award to 

Sonia Smith of the Bucks County Community & 
Business Development department.

In her role with the county, Smith has created a 
one-stop clearinghouse for many of the 1,884 
women-owned business firms in Bucks County – 
who employ over 14,000 workers and generate over 
$1.2 billion in sales and receipts annually. “Ms. Smith 
more than appropriately joins the roster of award 
winners from previous years and across the county 
whose commitment has made a real impact in the 
lives of woman business owners,” Small Business 
Administration (SBA) Philadelphia District Director 
David Dickson stated.

Commissioners Charles H. Martin, chairman, James 
F. Cawley, Esq. and Diane M. Ellis-Marseglia, LCSW 

commended Smith for her many public outreach 
endeavors. During 2008, those included eight 
different business workshops, including innovate 
seminars about “access to capital” and “business 
certification made simple.” In the words of one of her 
award supporters, Smith’s “passion and enthusiasm 
continue to improve the environment for the creation 
and expansion of businesses owned and operated by 
Bucks County women.”

During 2005, Ms. Smith developed the 
“Directory of Certified Businesses in Bucks County.” 
The publication, updated each year, is a handy resource 
guide that is available both in hard copy and on 
the official county Web site, www.BucksCounty.org. 
Ms. Smith is dedicated to promoting the resources 
available to emerging, existing and expanding 
women-owned businesses through loans, workshops, 
workforce development and housing assistance. W4
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T here are many online 
social networking sites 
available to you to 

increase your network. 
One of my favourites is 
LinkedIn. It is predominately 
a professional site that is 
used primarily for business 
connections unlike other 

sites that are more fun and informal including 
Facebook and Myspace.com

If you want to increase your network, boost your 
productivity and develop your business you can 
achieve this by getting familiar with LinkedIn (LI) 
and using this in your everyday interactions.

Set it up – if you are not already on LI, log onto 
www.linkedin.com and create a free account. 
Take the time to create a profile for others to view 
then you are all set up. This is like your online resume.

Spend 15 minutes per day – when you initially set 
up your account, dedicate 15 minutes per day for 
2 weeks to get your profile established, learn the 
different functionality of the site and invite others 
to be connected to you.

Expand your network – you can easily build an online 
‘rolodex’ by inviting people you want to be connected 
to can help increase your network. This invitation is 
emailed to them and they can accept your request. 

Use Outlook – LI has the ability to search your 
outlook contacts against those people in LI, 
use this facility to quickly build your connections. 

Reach out – LI is a fantastic tool to reach out to 
previous employees or business connections you 
have enjoyed working with previously. 

Use the search facility – if you want to find out 
if someone is already a user simply use the search 
function on your home page, type in their name and 
the system will advise you if they are linked. If so, 
you can send them an invitation to join your network. 

Ask others to introduce you – LI gives you the 
ability to see your connection’s network so if there is 
someone you have wanted to meet, you can ask your 
direct connection to make an introduction for you. 

Connect others - Many people frequently ask me 
to make introductions to people in my network and 
I am happy to make a ‘warm’ introduction for them. 
LI is an easy way to do this.

Break the ice – LI is an easy way to find out 
information about someone before you contact 
them and also gives you conversation topics when 
you do connect. You might notice they serve on a 
Board you are interested in or studied at a school 
you also attended. You can find common ground in 
some profiles. 

How to use 
LinkedIn Productively

Showcase your connections – LI shows the people 
and companies you are associated with and helps 
other see who you have done business with.

Collect testimonials – LI is an effective way to collect 
testimonials from those in your network. These are 
then displayed on your profile. It might take someone 
weeks (or months) to write a testimonial for you on 
their company letterhead however inviting them to 
provide a brief testimonial for you on LI is efficient 
and quick for them. I have found 99% of people I ask 
to do this are happy to do it. 

Provide testimonials – when you have established 
a network of people make sure you also provide 
testimonials. It is a nice surprise for people to receive 
an unsolicitored testimonial from you in their email 
inbox. Once you create the testimonial it sends an 
email to the person asking if they want to show 
the testimonial on their site. I do this regularly and 
always get a great response from people. Quite often 
when you write a testimonial for someone they kindly 
reciprocate too. 

Be a subject matter expert – there is a section of LI 
that allows people to ask questions, you can provide 
your expertise to those questions and position 
yourself as a SME.

Review history – LI is an informative research tool 
if you want to investigate someone’s history of work 
or college related activities. i.e. Alumni or Boards of 
Directors they serve on.

Announce news – provide information of case wins, 
publish press releases and share your good news with 
your network using LI. 

Up to date – most people are more likely to keep 
their LI profile up to date when they change roles or 
companies (however they may not send you their new 
email or company information) – LI is up often more 
up to date.

Research tool – use LI to pose a question to selected 
people in your network for research. I use this 
frequently and people take the time to respond as 
it appears as an email in their inbox and allows 
them to provide a quick response.

Dinner dates – if you are going to be in a city on 
business you can notify people in your network and 
reconnect with them for a coffee or meal. 

Increased web presence – although you may 
already have your own website, LI provides another 
opportunity for people to access information about 
you and also increases your search in Google. 

Invest – LI allows you to grow your connections 
before you need them. If you find yourself looking for 
a new job; having an established network allows you 
to reach out to them when you need it. 

Introduce yourself – occasionally you may see 
someone you have wanted to connect with that is 
connected to someone in your network. You might 
like to reach out to that person directly via LI and 
ask them to be connected to you. 

LinkedIn is a great business tool. It requires an 
investment of your time to establish it and maintain 
it but once you begin using it you will find it can 
greatly increase your opportunities for connections, 
new business and building stronger relationships – 
so log on now!

Neen James, MBA, is an International Productivity 
Expert: by looking at how women they spend their 
time and energy – and where they focus their 
attention – Neen helps women to rocket-charge their 
productivity and performance. A dynamic speaker, 
author and corporate trainer, Neen demonstrates 
how boosting your productivity can help you achieve 
amazing things. With her unique voice (Aussie 
accent), sense of fun and common-sense, Neen 
delivers a powerful lesson in productivity. Find out 
more and subscribe to Neen’s free monthly e-zine at 
http://neenjames.com. W4

Since 1921, one community
bank has grown safely and
steadily every year thanks to
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From where we’re sitting, we see
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our customers and us.
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A Productive Sales Promotion 
program requires planning
By Ervin Hall, Profection Advisors

Sales Promotion 
should be a process 
for profitably 

generating additional 
traffic to a business 
resulting in additional 
revenue. It takes a lot 
of planning and foresight 
to plan a successful 

sales promotion for any business. To offer a sale 
or a rate reduction without thinking about the 
longer term impacts of that decision can cause 
more long term damage to a company and its 
products and reputation. 

Ideally every business owner should want their 
customers to think about their business and their 
product and service offerings in a way that their 
customers believe that the price they pay is more 
than worth it. However, using sales promotions 
improperly can damage that image and cause long 
term harm to the price value construct of your 
business offer. 

For example, any business that offers a permanent 
coupon offer is a good example of a business that is 
potentially harming the price value relationship of 
their menu. If I can usually expect to get a second 
entrée of equal or lesser value free with an ongoing 
coupon offer, why would I ever pay more? Many small 
business’ resort to this process because it appears to 
be less expensive because it is a permanent part of 
the flyer that is printed and the business owner is 
not required to constantly update their graphics. 
However that savings is contrasted to the fact that 
their customers have been trained not to pay full 
price for the additional entrée. So the real price 
value of the product is not what is reflected on the 
menu, but is rather the price that is reflected in the 
permanent coupon offer. 

There are a variety of ways to run a sales promotion. 
Coupons, lower price offerings, special events, close 
outs and product line liquidations, loss leaders, added 
value programs, premiums, rebates, contests and 
sweepstakes as just some of the ways to promote 
a business. Some of these programs can be applied 
universally, meaning any business can adopt the 
program. Others are better fits because of the type 
of business and the customers who the business is 
trying to attract. 

 1. �Coupons – good way to promote product 
sampling and/or to generate product sales, 
but coupons should be limited and time based. 
Otherwise, they can have the effect of 
re-price your product offering down to 
the coupon value. 

	 2.		Low price offers - This is a broader offer 
that is open to everyone who walks into the 
door. It can be very effective in generating 
additional traffic if the product or products 
listed are something that your target audience 
is interested in purchasing. Any such offerings 
should offer a rationale for the lower price 
that is acceptable to customers. 

	 3.		Special events - is a great way and time to 
promote a business because they are limited in 
scope and consumers are accustomed to seeing 
special offers connected to such events like 
holiday special. Also they can become annual 
events that customers anticipate which can 
lower marketing costs over time. 

 4.  Close Outs – Good way of cleaning out old 
inventory without damaging price value 
relationships with customers. It is limited 
inventory which creates a sense of urgency 
and can generate good additional traffic. 
Remember they don’t have to be your regular 
products to qualify as a close out.

 5.  Loss Leaders – This is a product that is offered 
at a below market price to entice customers. 
It probably should not be a standard product 
but perhaps a special purchase. This promotion 
relies upon the stores ability to have display 
merchandise that entices other purchases or 
sales personnel who can effectively up-sell/ 
cross sell customers. 

 6.  Added Value – This process adds another 
product or service to the main purchase. It is 
a good process because it does not impact the 
price value perception of the product itself, 
but the customer still feels they are getting 
more for their money in the process and thus 
is worthy of a visit to the business.

 7.  Premiums - are a type of added value 
proposition, however they differ in that 
they don’t have to be tied to the business 
in any way other than they have a broad 
consumer appeal. 

 8.  Rebates – This form of promotion has the 
benefit of reducing the cost of the promotion. 
Consumers make buy decisions based on 
the rebate offer. However all rebates require 
purchasers to perform some follow up. 
There is generally a lot of fall off regarding 
the follow up. Therefore a significant number 
of consumers end up paying the full price. 

 9.  Contests and sweepstakes - are listed together 
because they can be combined or they can be 
conducted as separate programs. The benefit 

is that they both limit the liability/cost while 
offering a high profile prize. This can be a 
very cost effective way of generating interest 
among a large consumer or customer base. 
The nuance of adding a contest to the mix 
allows a business to focus the appeal to 
those who are true customers who have some 
knowledge about the business or product.

Like most things there is a right way and a wrong 
way to run sales promotions. The key element for 
any sales promotion is that it should be well planned 
and goals should be established for the program. 
A sales promotion should be able to generate 
additional net income after expenses or it should 
not be considered a good promotion. How many 
additional customers will the program need to attract? 
How much in incremental sales is needed to pay for 
the program? How many sales are needed to meet the 
program revenue goals? What products are going to 
be cross-sold? What additional items are compatible 
with the featured item, which you should be able 
to sell as well as the featured item? A number of 
these questions should be asked and answered at the 
planning stage of the promotion. Which questions 
are most appropriate depends upon the nature of 
the sales promotion and what the business is trying 
to achieve. 

Finally all sales promotion programs should be measured. 
Did the program achieve the traffic goals that were set? 
Did the program meet the incremental sales goals 
that were established? Did the program meet the 
revenue generation goals that were set? Without a 
post promotion measurement, the business is not 
going to be aware of how well a particular program 
is working or is not working for them. As indicated, 
there are a lot of ways to run a sales promotion. 
It is important to think about which ones are most 
appropriate for your business and the goals you 
want to achieve.

Ervin Hall is president of Profection Advisors LLC, 
which is a small business consulting firm. Ervin has 
over 20 years business and marketing experience 
working for fortune 100 companies. W4
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The Art of Collecting Past Due 
Accounts Preventative Measures
By Ronald Isgate, Esq.

G iven the current economic climate in 
our county, I am repeatedly asked this 
question by my clients in some form or 

another: “How can I collect on all of these past due 
accounts?” This is a very serious question, and for 
many of my clients, they have never had to pursue 
past due monies before. Many of my clients are 
small to medium businesses which regularly service 
smaller communities. Once upon a time, the mere 
possibility of a negative reputation in the local 
business community was enough to “coerce” clients 
into paying, which is why most of my clients were 
able to send out a simple invoice, net 30 days, and 
forget about it. It was a given that the invoice would 
be paid an overwhelming percentage of the time. 
Unfortunately, as it seems for a majority of small 
business owners, those days are gone. It is becoming 
increasingly more common for accounts to be 60 
and 90 days overdue without even hearing from the 
customer. This whole situation was summed up in a 
conversation I recently had with one of my clients. 
He was totally frustrated and quite disappointed in 
his customers that they were not paying their bills 
on time, a concept that was totally foreign to how 
he operates his business. He summed up the economy 
with the old phrase “It seems more and more that 
people are robbing Peter to pay Paul these days.” 
To which I immediately responded, “Yes, but you 
have to do everything in your power to be Paul, 
rather than Peter.”

One of the biggest concerns to many of my clients 
is the fact that they are in a service related industry. 
The concern is that there are a finite amount of 
customers out there (even less nowadays), and they 
want the best of both worlds. They want to collect 
their money and also keep the customer, making a 
“no holds barred” approach to collecting money an 
option of last resort. This is not as large of a concern 
for major companies because their size allows them 
to pull customers from a much greater geographic 
area; but for the small business owner, the customer 
base is much more finite making every customer a 
valuable asset, not readily tossed aside.

The simple truth of the matter is that many business 
owners have a lot within their power to prevent some 
accounts from going past due. Additionally, the small 
business owner needs to have a streamlined system 
in place that, should an account become past due, 

the account gets acted upon quickly with proper 
safeguards in place that minimize the amount of 
time, energy and money expended by the owner 
in chasing his money.

The first preventative step deals with the owner’s 
terms, assuming that they have terms of course. 
I am constantly surprised by the amount of business 
owners that simply send out an invoice with no terms 
whatsoever, just based on the understanding that 
invoices should be paid within 30 days. There are 
two basic terms that can have a significant impact 
on when (and if) your invoice will be paid. The first 
is the often overlooked late charge. Many owners do 
not have them, and most of the ones that do have 
inconsequential late charges of 1%, hardly a coercive 
term. Make sure that your invoice and/or terms state 
that there will be a late charge assessed after 30 days, 
and make the charge significant with a minimum 
of 5%. I have seen owners get even more creative 
by escalating the late charge by the amount of days 
late, e.g. 5% from 30-60 days late, 7% 60-90, etc. 
Additionally, these charges only become effective 
if the owner utilizes them, after all, a hollow threat 
is really no threat at all. This is more of a long term 
approach, as your customers need to realize that you 
will in fact issue and hold these charges accountable. 
This will not happen overnight, but over the course 
of time, customers will begin to realize they cannot 
simply put your bill at the bottom of the pile because 
your bill will continue to grow with interest.

Conversely to late charges, another term which 
exudes a response to pay timely is an incentive clause. 
These terms reward prompt payment, such as 5% off 
the invoice if paid within 15 days. In this economy 
everyone is looking to save money, giving them a 
reason to pay your bill quickly in order to save on 
expenditures is a wonderful motivator. 

The second major preventative measure deals with 
ease of payment by the customer. Making it easy 
for your customer to pay your bill is the single 
most important thing an owner can do. The two 
most significant tools you can utilize are credit card 
machines and payment plans on large accounts. 
Everyone knows that people are much more willing 
to swipe their credit card than to issue you a check. 
Start using a credit card machine and state on 
your invoice that you accept credit cards. You will 
of course have overhead with the machine and 
processing fees, but these pale in comparison to 
not getting paid at all. Plus, you can work these fees 
into your invoice to cover these added expenses. 

The second tactic is using payment plans. These should 
only be used on accounts with large balances and 
only with those clients you are certain will make 
the payments. You must be careful in implementing 
payment plans. You want to be relatively certain 
that not only will the customer make good on 

the payments, but also that the timeframe of the 
payment plan brings the customer current within a 
relatively short period of time. Payment plans can 
have a positive mental effect on customers with large 
overdue accounts. Instead of them seeing a large 
overdue balance that is insurmountable, payment 
plans can be seen as attainable goals for the customer 
making it more likely to be paid rather than giving 
up on the entire balance. For these reasons, payment 
plans are not necessarily favored, but it does beat the 
alternative of not getting paid at all. 

These simple techniques can be utilized by the small 
business owner to alleviate collection problems before 
they even begin. Future articles will deal with what 
happens when these preventative measures are not 
fruitful, and additional measures must be taken.

Ronald C. Isgate, Esquire is the Managing Partner of 
Isgate & Chiccarine, P.C., a full service law firm that 
concentrates its practice in Small Business and 
Real Estate law. Mr. Isgate can be reached via 
telephone at (215) 396-1020, risgate@isgatelaw.com. 
For more information please see our website 
www.isgatelaw.com. W4
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Community Report
»First Savings’ Men Build for Habitat

D uring the first week of May of this year, 
10 First Savings employees participated in 
the Habitat for Humanity “Women Build Week” 

to lend a hand at constructing affordable housing 
in the area. Not to be outdone by their female 
counterparts, a group of 10 First Savings male 
employees rolled up their sleeves on a recent hot 
and humid summer day and also worked at the local 
Habitat for Humanity of Bucks County’s “adaptive 
reuse” homebuilding effort. 

In recognition of the project, and the employees’ 
efforts, First Savings Community Foundation has 
made a $5000 donation to Habitat for Humanity of 
Bucks County, matching the contribution that was 
made for the Women Build Week. “In addition to the 
total amount of $10,000 donated this year to Habitat 
by the Foundation, First Savings employees have 
contributed 160 hours of labor to the project,” 
said Fred Schea, President and CEP of First 
Savings. “We’re very proud to make the monetary 
contribution; however, the work of our employee 
volunteers is even more gratifying!”

Located at 815 Chestnut Street in Perkasie, the 
“Stitchery” building had been the former site of a 
baseball factory and most recently was the home of 
the Pennridge Senior Center. Habitat is converting 
the building into six fully contained condominium 
units on three floors. The first floor units will be fully 

handicapped-accessible and each condo will range 
in size from 950 to 1020 square feet.

While the women workers participated in ‘deconstruction’ 
during the initial stages of the project, the men 
concentrated on removing and replacing the windows 
in the building. Construction financing for the project 
is provided by First Savings Bank.

The total estimated cost for the construction of the 
local project is estimated at $1.1million. Habitat is 
currently fundraising for these homes and a wide 
variety of partnership opportunities are available as 
well as opportunities for groups or individuals to 
lend a hand in the actual construction of the project. 
More information can be obtained by contacting 
Billy Dunn at b.dunn@habitatbucks.org or calling 
215-822-2812, extension 314. W4

»New Ambulance Arrives

T he Upper Bucks Regional Emergency Medical 
Services (UBREMS) are the proud owners of 
a new ambulance. The purchase of the new 

2008 GMC ambulance was made possible by the 
distribution of two grants. The first was obtained 
with the help of U.S. Rep. Congressman Patrick 
Murphy from the Federal Emergency Management 
Agency (FEMA) and the second grant from the 
First Savings Community Foundation.

According to Joe Kulick, a member of the ambulance 
board and Durham Township Manager, the total cost 
of the vehicle is in excess of $105,000 and will be 
housed at the organization’s station in Revere. 
The FEMA grant was awarded to UBREMS because 
under the agency’s guidelines, the ambulance being 
replaced is considered to be too old, has too many 
miles and is unsafe for emergency transportation 
and use. 

The grant from the First Savings Community 
Foundation was presented to the UBREMS squad 
from Fred Schea, president of First Savings Banking-
Insurance-Investments. “We’re very pleased to be 
able to help support the efforts of the UBREMS 
volunteer organization and the wonderful service 
they provide to area residents,” noted Schea. 
The organization is celebrating its 50th anniversary 
this year and provides emergency medical care and 
transport services to seven townships in the northern 
part of Bucks County; a response area covering 
about 220 square miles. W4

The “Stitchery” Habitat project in Perkasie is a work in progress. 
Construction financing is provided by First Savings.

Accepting the First Savings Community Foundation $5000 grant from left, is Kathy Babb, President of UBREMS; 
Karen Bedics, Board member; Fred Schea, President of First Savings; Mike Maguire UBREMS Deputy Chief; 
Board members Carole Gressler and Joe Kulick and Sue Matthias, Branch Manager of First Savings’ Riegelsville Branch.
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»Gina Rubel Elected to 
Bucks County Women’s 
Fund Board of Directors

G ina F. Rubel has 
been elected to 
the Bucks County 

Women’s Fund (BCWF) 
Board of Directors to serve 
a two year term. 

According to JoAnn 
Perotti, President of the 
BCWF, “Gina is a dynamic, 

committed advocate on behalf of women and girls. 
She is committed to supporting programs that will 
raise money for the fund while providing value-
added services to BCWF partners and supporters.” 
Perotti said, “As a public relations expert, Gina also 
understands how to develop and promote programs 
and policies which will help us to further our mission 
to impact, empower and improve the lives of women 
and girls in Bucks County.” 

An expert in public relations and media, Rubel is the 
president of Furia Rubel Communications. The public 
relations agency provides strategic planning, public 
relations, crisis communications, mergers and acquisitions, 
and media relations programs to a wide array of 
industries and companies internationally. 

After practicing law for several years, Rubel focused 
on proactive communications as a client advocate 
and business diplomat. Her PR agency is a women- 
owned certified WBE and was named one of the 
Top 300 WBE’s in the United States by Women’s 
Enterprise Magazine in 2008. Rubel has been named 
a Woman of Distinction by the Philadelphia Business 
Journal and one of Governor Ed Rendell’s Best 50 
Women in Business. She also received the Deanne 
White Award for Community Service from the Public 
Relations Society of America Philadelphia Chapter. 
A dedicated member of the community, Rubel supports 
philanthropy and service. In fact, her company has 
received five Philadelphia Business Journal Top 
Corporate Philanthropy Awards in two years. 

Rubel currently serves as a member of the BCWF 
Speakers’ Bureau Communications Committee, 
as Chancellor of the Justinian Society of Italian-
American lawyers in Philadelphia, and as chair of 
the Philadelphia Bar Association Bar-News Media 
Committee. She serves on the Drexel University 
Alumni Board of Governors, and as a member of 
Drexel University’s Magazine Editorial Advisory Board. 
Rubel is also the Immediate Past President of the 
Women’s Business Forum of Bucks County. W4

FNN 145 Years 1: Steven Santarsiero, PA State Representative 
and Glenn Hains, County Solicitor join the Board of Directors 
of The First National Bank to celebrate the bank’s 145 years 
of continuous operation. Back row, L-R: Daniel J. Schaffer, 
Glenn Hains, County Solicitor, John M. Callaghan, John T. Parry, 
Chairman, President and CEO, J. Eric Johnson. Front row, L-R: 
Mary Lou Schaffer, Donna J. Wengiel, Steven Santarsiero, PA 
House of Representatives, Allen R. Fidler III.

»PR Veteran 
Klein joins 
Furia Rubel

V eteran law firm and 
professional service 
public relations 

professional Rich Klein has joined 
Furia Rubel Communications as senior vice president 
and head of the New York/New Jersey region.

Klein has more than 25 years of experience in 
journalism and public relations. Since 1988, he has 
been advising law firms and other organizations 
on media relations, crisis communications, 
litigation public relations, website development 
and social media strategy. His longtime client, 
intellectual property law firm Kenyon & Kenyon, 
will be added to Furia Rubel’s extensive roster 
of law firms, legal service providers, accounting 
firms, pharmaceutical companies, retail malls 
and non-profits organizations.

“Our combined law firm public relations experience 
puts us at the forefront of the industry” said 
company president Gina Rubel, an attorney who 
is a regular blogger for The Legal Intelligencer and 
founder of The PR Lawyer blog. “By bringing Rich 
on board, we can expand our presence in New York 
and New Jersey, while continuing to deliver senior- 
level service to all of our clients nationwide.” W4

»First National Bank 
Celebrates 145 Years 
Serving the Community

S tate Representative Steven J. Santarsiero and 
Glenn Hains, County Solicitor & former Newtown 
Mayor, visited The First National Bank and 

Trust Company of Newtown today to celebrate the 
bank’s 145 years of continuous operation. Hains and 
Santarsiero joined the Newtown Branch’s staff and 
The First’s Board of Directors for cake and 
commemoration.  

John Parry, Chairman, President and CEO of The First, 
kicked off the festivities, resigning the bank’s Declaration 
of Independence with fellow board members. This was 
followed by a presentation of citations awarded to the 
bank on behalf of State Senator Chuck McIlhinney, 
State Representative Steve Santarsiero, and County 
Solicitor Glenn Haines. These citations were given 
in honor of The First’s commitment to remaining an 
independent community bank.

“Local ownership, community reinvestment and 
community service have been the hallmarks of our 
continued success for 145 years. We’re grateful to 
those we serve and we look forward to serving them 
for many years to come.” explained John Parry.

As part of the celebration, the bank will have historical 
photographs and artifacts, including civil war era 

stamps and monetary notes, on display in the main 
lobby during business hours through June 20, 2009. 
The display is open to the public. For location and 
hours, please visit http://www.fnbn.com/about/
branches/newtownmain.php

Founded in 1864, First National Bank is Bucks County’s 
oldest, most established bank, with twelve branches 
throughout Central and Lower Bucks County. W4
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