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CNYBJ Briefs
SRC names Mitchell to SRC board of trustees

CICERO — SRC, Inc., a Cicero–based non-
profit research and development company, 
announced that its board of trustees has named 
Anthony Mitchell as its newest board member. 

SRC’s board of trustees oversees the activities 
of the corporation and is composed of senior 
executives and industry leaders. 

Mitchell is executive VP of the defense and 
intelligence group at Booz Allen Hamilton. He 
began his career at Booz Allen Hamilton in 1997 
as principal of the communications media and 
technology practice. His expertise includes strat-
egy development and execution, profit and loss 

management, client acquisition 
and support for both the pub-
lic and private sector, according 
to an SRC news release. 

In addition to his mem-
bership on the SRC board of 
trustees, Mitchell is a member 
of the United Through Reading 
board of directors and National 
Defense Industrial Association. He earned his 
master’s degree in information systems manage-
ment from George Washington University and is 
a graduate of Kettering University.

CNYBJ CANVASS
Here are the results of the latest 
poll on cnybj.com:

What do you 
most like about 
the arrival of 
Spring?

Total Responses: 

80

   CNYtweetstweets

SBA @SBAgov
5 Myths About Payroll Taxes — http://ow.ly/gvS-
W30o3xJ7

NFIB @NFIB
This guide to Section 179 of the tax code is a great way 
to refresh your knowledge before � ling taxes for your 
#smallbiz: https://www.n� b.com/content/resources/
money/a-guide-to-section-179-for-small-business-
owners/

Hootsuite @hootsuite
7 reasons your Instagram Stories might not be convert-
ing: http://ow.ly/k6HB50n4PUw

Mitch Mitchell @Mitch_M
7 De� nite Rules Of #Marketing Online And O�  ine 
http://www.imjustsharing.com/7-de� nite-rules-of-
marketing-online-and-o�  ine/ … #socialmediamar-
keting

MARK BRITZ@britz
Providing Employees Flexibility in Workplace Tools 
Doesn’t Mean It’s a Free-For-All http://bit.ly/2tZ86ya via 
@chieftech /Tolerance for Change

Will Smith @ADP_WillSmith
Most full-time employees would like schedules that 
are similar to contractors. Check this out to see how this 
approach can increase engagement. #EmployeeEn-
gagement #HR http://bit.ly/2EL6KMN

HRZone @HRZone
Agile working: what can HR teams can learn from the 
software industry? https://bu� .ly/2u8Subx #HR

Steve Graham @sgrahamtx
How to Create Belonging for Remote Workers http://
ow.ly/tqeY30nTEcD 

SalesJobs.com @SalesJobs_com
How to advance your #career without going back to 
school: https://bu� .ly/2u7zlXs #salesjobs #jobsearch

Hannah Morgan @careersherpa
LinkedIn for Career Changers - when you are applying 
for jobs that are a bit out of your current career path, 
your LinkedIn Pro� le needs to show that you didn’t 
accidentally apply for the wrong job by @VAFrancoRe-
sumes /| @JobHuntOrg https://bu� .ly/2GqcO0d

Bonadio Group @bonadiogroup
When Clients Cash Out: Four Smart Financial Moves 
http://bit.ly/2VRmiFk

Baker’s Dozen @iBakersDozen
Baking Tips: Rotate the Pans During Baking. This will en-
sure even baking. But wait until the cake is set—about 
two-thirds of the way through the baking time—to 
prevent from collapsing. If you’re using more than one 
rack, this is may be the time to swap the pans.

Kristie Leong M.D. @DrKristieLeong
Moving your body is the most natural thing. What’s 
unnatural is keeping it in one place too long! Do more of 
what’s natural - move! #exercise #� tness

NPR @NPR
Many older people diagnosed with Alzheimer’s actually 
have dementia caused by something else. Without the 
right diagnosis, these people are less likely to get the 
best care. https://n.pr/2unhSux

Some recent tweets that came across 
the @cnybj Twitter feed, o� ering 
various small business, marketing, HR, 
career, and personal tips.

CNYBJ Briefs

CNYBJ CANVASS
Here are the results of the latest 

Donald Radke of Syracuse took the oath of of-
fice Feb. 11 for a fourth term as the 2019 Central 
Region VP of the New York State 
Association of Realtors (NYSAR) 
during the association’s inaugura-
tion ceremony at the Desmond 
Hotel and Conference Center in 
Albany.

Radke, a realtor for more than 
40 years, is the broker/owner of 
FM Realty Group in the town of 
DeWitt.

He is an active member and past president 
of the Greater Syracuse Association of Realtors, 
where he has chaired the Legislative Committee 
and served on many others, according to a NYSAR 
news release. He is president of the Central New 
York Information Service, Inc., and serves on the 

board of managers for the New York State Alliance 
of MLSs. Radke is also a state-certified real-estate 
instructor.

At the state level, Radke is a 
member of the NYSAR board of 
directors and has served on sev-
eral committees. 

On the national level, Radke 
has served on the National 
Association of Realtors Board of 
Directors. 

Locally in his commu-
nity, Radke is chairman of the City of Syracuse 
Landmark Preservation Board and serves on 
the city’s new Land Use Rezone plan task force, 
per the release. Radke is also president of Focus 
Greater Syracuse, a citizen-engagement orga-
nization, and the president of the GR Barnes 
Foundation. 
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BINGHAMTON — The hotel oc-
cupancy rate (rooms sold as a 
percentage of rooms available) 
in Broome County dipped 
0.1 percent to 40.5 per-
cent in January from 40.6 
percent in the year-ago 
month, according to STR, 
a Tennessee–based hotel 
market data and analytics 
company. That broke a string 
of three straight months of 
occupancy-rate increases in the 
county.

Revenue per available room (RevPAR), a 
key industry indicator that measures 

how much money hotels are bring-
ing in per available room, slipped 

0.2 percent to $32.64 in January 
from $32.69 in January 2018. 
Broome County’s RevPAR had 
increased for 17 months in a 
row before this slight decline. 

Average daily rate (or ADR), 
which represents the average 

rental rate for a sold room, dropped 
0.1 percent to $80.51 in January from 

$80.56 a year prior, per STR. 

Broome County hotel occupancy rate 
nearly unchanged in January

Mitchell
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Industry Standard 
USA opens first office
Also secures contracts 
on Long Island and 
Tennessee    

BY ERIC REINHARDT
ereinhardt@cnybj.com 

CLAY — Industry Standard USA LLC, 
a grounds maintenance, facility mainte-
nance, and general-construction company, 
has opened its first office in the town of 
Clay.

The office opening came just weeks 
after the firm won contracts to handle 
maintenance work at U.S. Department 
of Veterans Affairs cemeteries on Long 
Island and in Memphis, Tennessee.

The firm, which started as a lawn-care 
company in early 2010, operates in a 
2,000-square-foot space at 5 Lumber Way, 
off Steelway Blvd. South. The new office 
opened March 5. 

Chris Dambach, the company’s sole 
owner and a veteran of the U.S. Marine 
Corps., had previously run the business 
from his home in the town of Salina.

Industry Standard pursues state and fed-
eral-government contracts, says Dambach. 
“I think that’s where we’re going to con-
tinue to stay,” he says about the firm’s 
government-contract work focus.

Industry Standard is a New York-
certified, service-disabled, veteran-owned 
business (SDVOB), Dambach notes. He 
spoke with CNYBJ on March 15.

“I’ve got a huge team behind me. 
Without my team behind me, I’m noth-
ing,” he says, deferring attention from 
himself.

About the firm 
Industry Standard USA currently has 

25 employees in a mix of full and part-
time roles. Of that figure, seven workers, 
including Dambach, are based locally.

The firm leases its space from Scott 
Gillespie, owner of OnSite Companies, 
which also operates inside the facility at 5 
Lumber Way.

Dambach knew Gillespie, saying he had 
worked with him in the past. Dambach says 
he explained to Gillespie that he was trying 
to keep his costs low, so Gillespie gave him 
a deal, allowing him to open an office in the 
space and remain close to his home.

“And if you ever need any advice in 
business, I’m right upstairs,” Dambach 
says, recalling what Gillespie had told him 
in their conversation about the space.

Dambach changed his business name 
from Veteran Lawn Care to Industry 
Standard in early 2017 after the com-
pany started pursuing government jobs 
for general-construction work. He decided 
to change the name when the Army, Navy, 
and Veterans Administration would ques-
tion why as a lawn-care company he would 
pursue construction work. Dambach even-
tually became tired of repeatedly telling 
contacts that his company had grown and 
figured a name change would be helpful.

“I keep hearing in the construction 
world … everybody keeps saying the 
industry standard is … the industry stan-
dard is … I said that would be one hell of 

a name,” Dambach quips.
He also notes that Industry Standard, 

USA is looking for general-construction 
partners in the Syracuse area that might 
be seeking to work with a SDVOB. Fewer 
than 600 SDVOBs operate in New York 
state and 25 percent of them handle gen-
eral-construction work, says Dambach. 
“We’re one of those companies,” he notes.

Industry Standard, USA generated 
$2.6 million in revenue in 2018 and 
Dambach projects that the firm’s revenue 
will double to $5 million in 2019 on the 
strength of new contracts.

The company’s local customers in-
clude the Transportation Security 
Administration at Syracuse Hancock 
International Airport, the 174th Attack 
Wing of the New York Air National Guard, 
and local U.S. Army Reserve locations.

Latest contracts
The U.S. Department of Veterans 

Affairs (VA) in December awarded 
Industry Standard a five-year contract, 
valued at nearly $1 million, to restore 
and maintain the national cemetery in 
Memphis, Tennessee. 

After winning the contract, Dambach 
applied for a loan through the Excelsior 
Growth Fund (EGF) to cover the costs 
of the equipment needed to service the 
contract. EGF is a nonprofit certified by 
the U.S. Department of Treasury as a 
community development financial institu-
tion. It promotes economic development 
and job creation in New Jersey, New York, 
and Pennsylvania by providing stream-
lined access to small-business loans and 
business-advisory services, according to 
its website.

Dambach secured a $50,000 EGF 
SmartLoan at a reduced interest rate of 
5.75 percent through the EGF’s veteran-
loan program with Bank of America.

Dambach learned about the loan 
through a veterans-support organization 
and the Entrepreneurship Bootcamp for 
Veterans organization.

“[The groups gave] me advice. They 
mentor me,” says Dambach. “[The loan 
process] was probably a tenth of the 
amount of paperwork that I would nor-
mally have to fill out.”

Dambach hired four new employees 
who are stationed in Tennessee to handle 
the cemetery contract. He also hired a 
full-time executive manager to operate his 
office in Clay.

Shortly after winning the Memphis con-
tract, the VA awarded Industry Standard 
a five year, multi-million dollar contract 
to service the Long Island National 
Cemetery in Farmingdale. With this pact, 
Dambach is hiring between 12 and 14 full-
time employees to raise and realign all the 
veteran headstones in the cemetery.

“We found out about [the Long Island 
contract] through this [free] SBDC [Small 
Business Development Center] system 
called BidLinx,” says Dambach. “This will 
go ahead and notify [a] business owner 
when there’s a new contract that just came 
out.”

Industry Standard has also secured 
five-year, blanket purchase agreement 
(BPA) contract for heating, ventilation, 

and air conditioning (HVAC) work at Fort 
Drum in northern New York.

“That basically is a vetted small list of 
certified contractors that will be allowed to 
bid on any HVAC work [at] Fort Drum,” 
says Dambach. “Because they don’t want 
to have to reach out to a hundred different 
contractors every time, [so they] go ahead 
and vet everybody and create a small pool 
of people that they know, like, and trust.” 

Industry Standard plans to work 
with RPM Mechanical in Cicero, which 
Dambach describes as a “small-business 
partner,” to service the Fort Drum BPA 
contract. Remington Schlueter, with whom 
Dambach served in Iraq, operates RPM 
Mechanical, a New York State-certified, 
service-disabled, veteran-owned business. 

In addition, Industry Standard, USA 

recently completed training in a small-
business mentorship program through 
the Metropolitan Transit Authority (MTA) 
in New York City. After that training, it’s 
able to provide general-construction ser-
vices for any MTA project in the city or 
state, says Dambach.

Business origin
While serving with the Marines in Iraq 

in 2009, Dambach and his fellow Marines 
were discussing what they wanted to do 
when they returned home. Dambach re-
calls that he didn’t have an answer but 
told the group that he had mowed lawns in 
high school to earn money in the summer.

“They said why don’t you start a lawn-
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Chris Dambach, sole owner of Industry Standard USA LLC, stands next to a company truck at the fi rm’s new offi  ce 
at 5 Lumber Way in the town of Clay. Dambach, a veteran of the U.S. Marine Corps, says his fi rm pursues state and 
federal-government contracts for grounds and facility maintenance and general-construction work.

SEE INDUSTRY STANDARD, PAGE 4  

mailto:ereinhardt@cnybj.com
http://www.centerstateceo.com/events
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CenterState annual meeting keynote 
to focus on workplace culture 

BY ERIC REINHARDT
ereinhardt@cnybj.com

SYRACUSE — A member of the manage-
ment team at the organization Great Place 
to Work will deliver the keynote address at 
CenterState CEO’s 2019 annual meeting.

Tony Bond, executive VP and chief in-
novation officer of Great Place to Work, 
will speak as part of the event that starts 
at 12 p.m. on April 24 at the Nicholas J. 
Pirro Convention Center at Oncenter in 
Syracuse. The doors open at 11:30 a.m.

The luncheon is the region’s largest an-
nual gathering of business and community 
leaders, CenterState CEO says.

Great Place to Work defines its mis-
sion as an effort “to build a better world 
by helping organizations become Great 
Places to Work FOR ALL,” per its web-
site. It has offices in New York City and 
Oakland, California.

In his role at Great Place to Work, 
Bond shapes the organization’s “culture- 

transformation” work. He has served as 
a “trusted adviser” for some of the most 
successful global organizations, includ-
ing the National Basketball Association; 
Dallas, Texas–based AT&T (NYSE: T); 
Stuttgart, Germany–based Daimler; 
Atlanta, Georgia–based Coca-Cola 
Company (NYSE: KO); job-search web-
site Indeed; Austin, Texas–based Whole 
Foods; Midland, Michigan–based Dow 
Chemical Company; and New York City–
based American Express (NYSE: AXP).

“Our research has long demonstrated 
that when we are able to build winning 
workplace cultures, it’s better for busi-
ness, better for people and better for the 
world,” Bond said in a CenterState CEO 
news release. “I look forward to being a 
part of the conversation on how we can 
drive innovation and economic growth 
through highly engaged employees.”

Bond’s focus is particularly relevant 
as the region’s businesses prioritize the 
need to attract and retain talent, and “culti-

vate more inclusive and innovative” work-
places, CenterState CEO said. The ability 
of businesses to “remain agile, embrace 
change and evolve their workplace culture 
to not only impact their bottom line, but to 
serve a broader population of those seek-
ing opportunity, serves as a blueprint for 
driving greater regional prosperity.”

“We are excited to welcome Tony 
to Syracuse as we examine how busi-
nesses and communities can evolve 
to create transformational change,” 
Robert Simpson, president and CEO of 
CenterState CEO, said. “We challenge the 
business community to lead with intention 
to drive innovation. When we maximize 
business success, and human potential 
at all levels, we can achieve greater eco-
nomic prosperity for our region.”

CenterState CEO’s annual meeting 
will also unveil the 2019 Business of the 
Year award winners. For more informa-
tion, visit: www.centerstateceo.com/
AnnualMeeting.          
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Robert Simpson, president and CEO of CenterState CEO, addresses the gathering at the organization’s 2018 annual meeting held at the SRC Arena and Events Center at Onon-
daga Community College. The organization will hold this year’s annual meeting at the Nicholas J. Pirro Convention Center at Oncenter on April 24.

care company,” Dambach recalls. 
When he asked the others in the group 

what he should call the company, one sug-
gested the name Veteran Lawn Care. His 
fellow Marines then challenged Dambach, 
figuring that he wouldn’t pursue the idea. 
But Dambach says he eventually accept-
ed the challenge. When he returned to 
Central New York, he completed applica-
tions for jobs but “nothing really seemed 

like a good fit.” 
He then decided to take some money 

he had saved up, bought some used mow-
ers, and started pursuing the lawn-care 
company. His brother-in-law, who is also 
a Marine, let Dambach borrow his truck. 
He also bought a trailer, a string trimmer, 
and a back-pack blower. Lastly, he bought 
a print advertisement and printed out a 
few hundred flyers about his business for 

posting. 
“And overnight, we had 30 residential 

clients and it started Veteran Lawn Care,” 
says Dambach. 

Dambach joined the Marines in 
December 2007 at Parris Island, South 
Carolina and was officially discharged in 
May 2012. He had returned home follow-
ing some injuries had sustained while in 
service, he says.           

INDUSTRY STANDARD:   Dambach joined the Marines in December 2007 Continued from page 3
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Bousquet Holstein opens 
Ithaca office at clients’ urging                              
BY ERIC REINHARDT
ereinhardt@cnybj.com

ITHACA — Bousquet Holstein PLLC has 
been servicing a “growing” client base 
in Ithaca and the Finger Lakes region 
“for many years,” Jan Quitzau, director 
of marketing and public relations at the 
Syracuse–based law firm, tells CNYBJ.

He says in an email that Bousquet 
Holstein’s clients had “encouraged” the 
firm’s man-
agement to 
consider estab-
lishing an office 
in Ithaca. The 
firm responded.

Bousquet Holstein opened its 
2,200-square-foot office at 121 East Seneca 
St. in January, but waited to announce it 
in a March 18 news release after the firm 
had time to furnish, paint, install signage, 
and unpack files and boxes at the office, 
Quitzau says.

In its news release, the law firm noted 
that the new space will allow it to “bet-
ter serve its client base in Ithaca and the 
Finger Lakes region.”

Bousquet Holstein is leasing its space 
from Tompkins Trust Company, per 
Quitzau.

Bousquet Holstein has one full-time 
attorney and two full-time paralegals that 
work full-time in the Ithaca office daily, per 
Quitzau. It also has eight lawyers from the 

Syracuse office who will be splitting their 
time each week between the Syracuse and 
Ithaca locations, he adds.

In its Ithaca office, Bousquet Holstein 
offers legal services that focus on trust 
and estates; elder law; business law and 
business transactions; public finance; 
Employee Retirement Income Security 
Act (ERISA) matters; commercial real 
estate; and commercial and trust litiga-
tion. 

The firm’s 
clients in the 
Ithaca and 
Finger Lakes 
region will also 

“benefit from the experience” of attorneys 
and practice groups in the firm’s Syracuse 
and New York City offices, Bousquet 
Holstein contends. 

“Our attorneys have personal roots 
in the Ithaca community and have been 
building professional relationships in the 
region for many years,” David Holstein, a 
firm member who serves on its board of 
managers, said in the release. “The addi-
tion of this location is a natural progres-
sion that will afford us the opportunity to 
serve the community in the same manner 
that we have in our Syracuse and New 
York City offices.” 

Bousquet Holstein clients include 
businesses, individuals, trusts, estates, 
government agencies and not-for-profit 
organizations.          

FIFTEENTH ANNUAL

Symposium on Energy in the 21st Century
APRIL 12, 2019
E A S T  S Y R A C U S E ,  N E W  Y O R K

ELECTRIFICATION and CLIMATE CHANGE
Transportation Sector, Energy Storage, Integrating Renewables into Grid, 
Energy Innovations Around the World

This program covers the most up to date, 
cutting edge state and federal renewable 
energy policy and should not be missed.
LIMITED SPACE

SYMPOSIUM IS HELD AT
The Links at Erie Village
5904 North Burdick Street
East Syracuse, NY 13057
April 12, 2019 - 7:15am to 2:00pm - Tours following

SUBSIDIZED PRICES:
Adult ..........$85.00
Student.....$60.00
Includes breakfast & lunch and incredible program. 
Interesting tours following Symposium available.

REGISTER NOW  
www.energy21symposium.org
(Don’t forget to check out tours)

BECOME A SPONSOR
Sponsorships available. Larger sponsors are invited to 
special event with speakers. 
Contact: 
energysymposium21@gmail.com or go to website.

JOHN RHODES KIT KENNEDY NATE BLAIR ALICIA BARTON JOHN BRUCKNER

PAM MACDOUGALL JEFF LOGAN JULIE TIGHE RHEA JEZER

CHAIR PUBLIC SERVICE
COMMISSION

CEO, DEPT. PUBLIC SERVICE

DIRECTOR ENERGY AND 
TRANSPORTATION, NATURAL 

RESOURCES DEFENSE COUNCIL

GROUP MANAGER, 
DISTRIBUTED SYSTEMS & 

STORAGE ANALYSIS, NATIONAL 
RENEWABLE ENERGY 

LABORATORY

PRESIDENT/CEO
NYSERDA

PRESIDENT (NY)
NATIONAL GRID

FELLOW TRANSPORTATION AND 
GRID INTEGRATION, NATURAL 

RESOURCES DEFENSE COUNCIL

CHIEF ANALYST, NATIONAL 
RENEWABLE ENERGY

LABORATORY

PRESIDENT/CEO
NY LEAGUE OF CONSERVATION 

VOTERS

PRESIDENT ENERGY21
SYMPOSIUM DIRECTOR

REGISTER NOW  www.energy21symposium.org
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Syracuse-based law fi rm Bousquet Holstein PLLC has opened an offi  ce in Ithaca. Some of its attorneys who will 
service clients in that offi  ce include (front row, left to right) Joshua Werbeck, Kimberly Rothman, and Emilee Law-
son Hatch, along with (back row, left to right) Jean Everett, Susan Katzoff , Cecelia Cannon, and Aaron Frishman. 
Attorneys who will use the offi  ce but aren’t pictured include David Holstein and Georgia Crinnin.

Bousquet Holstein PLLC’s new offi  ce in Ithaca, located at 121 East Seneca St.

mailto:ereinhardt@cnybj.com
http://www.energy21symposium.org
mailto:energysymposium21@gmail.com
http://www.energy21symposium.org
http://www.energy21symposium.org
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Rule 23(b)(3) Settlement Class, and what position or authority 
you have to exclude the merchant, and (4) the business names, 
brand names, “doing business as” names, taxpayer identification 
number(s), and addresses of any stores or sales locations whose 
sales the merchant desires to be excluded. You also are requested 
to provide for each such business or brand name, if reasonably 
available:  the legal name of any parent (if applicable), dates Visa 
or Mastercard card acceptance began (if after January 1, 2004) 
and ended (if prior to January 25, 2019), names of all banks that 
acquired the Visa or Mastercard card transactions, and acquiring 
merchant ID(s).

• Object to the settlement. The deadline to object is July 23, 2019.
To learn how to object, visit www.PaymentCardSettlement.com or
call 1-800-625-6440. Note: If you exclude yourself from the Rule
23(b)(3) Settlement Class you cannot object to the settlement.

For more information about these rights and options, visit:  
www.PaymentCardSettlement.com. 

IF THE COURT APPROVES THE 
FINAL SETTLEMENT

Members of the Rule 23(b)(3) Settlement Class who do not exclude 
themselves by the deadline will be bound by the terms of this 
settlement, including the release of claims against the released parties 
provided in the settlement agreement, whether or not the members 
file a claim for payment.

The settlement will resolve and release claims by class members for 
monetary compensation or injunctive relief against Visa, Mastercard, 
or other defendants. The release bars the following claims:

• Claims based on conduct and rules that were alleged or raised
in the litigation, or that could have been alleged or raised in the
litigation relating to its subject matter. This includes any claims
based on interchange fees, network fees, merchant discount fees,
no-surcharge rules, no-discounting rules, honor-all-cards rules,
and certain other conduct and rules. These claims are released if
they already have accrued or accrue in the future up to five years
following the court’s approval of the settlement and the resolution
of all appeals.

• Claims based on rules in the future that are substantially similar
to – i.e., do not change substantively the nature of – the above-
mentioned rules as they existed as of preliminary approval of the
settlement. These claims based on future substantially similar
rules are released if they accrue up to five years following the
court’s approval of the settlement and the resolution of all appeals.

The settlement’s resolution and release of these claims is intended to 
be consistent with and no broader than federal law on the identical 
factual predicate doctrine.

The release does not extinguish the following claims:

• Claims based on conduct or rules that could not have been alleged
or raised in the litigation.

• Claims based on future rules that are not substantially similar
to rules that were or could have been alleged or raised in the
litigation.

• Any claims that accrue more than five years after the court’s
approval of the settlement and the resolution of any appeals.

The release also will have the effect of extinguishing all similar or 
overlapping claims in any other actions, including but not limited to 
the claims asserted in a California state court class action brought 
on behalf of California citizen merchants and captioned Nuts for 
Candy v. Visa, Inc., et al., No. 17-01482 (San Mateo County Superior 
Court).  Pursuant to an agreement between the parties in Nuts for 
Candy, subject to and upon final approval of the settlement of the  

Rule 23(b)(3) Settlement Class, the plaintiff in Nuts for Candy will 
request that the California state court dismiss the Nuts for Candy 
action. Plaintiff’s counsel in Nuts for Candy may seek an award in 
Nuts for Candy of attorneys’ fees not to exceed $6,226,640.00 and 
expenses not to exceed $493,697.56. Any fees or expenses awarded 
in Nuts for Candy will be separately funded and will not reduce 
the settlement funds available to members of the Rule 23(b)(3)  
Settlement Class.

The release does not bar the injunctive relief claims or the declaratory 
relief claims that are a predicate for the injunctive relief claims asserted 
in the pending proposed Rule 23(b)(2) class action captioned Barry’s 
Cut Rate Stores, Inc., et. al. v. Visa, Inc., et al., MDL No. 1720, 
Docket No. 05-md-01720-MKB-JO (“Barry’s”). Injunctive relief 
claims are claims to prohibit or require certain conduct. They do not 
include claims for payment of money, such as damages, restitution, 
or disgorgement. As to all such claims for declaratory or injunctive 
relief in Barry’s, merchants will retain all rights pursuant to Rule 23 
of the Federal Rules of Civil Procedure which they have as a named 
representative plaintiff or absent class member in Barry’s, except 
that merchants remaining in the Rule 23(b)(3) Settlement Class  
will release their right to initiate a new and separate action for the 
period up to five (5) years following the court’s approval of the 
settlement and the exhaustion of appeals.

The release also does not bar certain claims asserted in the class 
action captioned B&R Supermarket, Inc., et al. v. Visa, Inc., et al., 
No. 17-CV-02738 (E.D.N.Y.), or claims based on certain standard 
commercial disputes arising in the ordinary course of business.

For more information on the release, see the full mailed Notice to Rule 
23(b)(3) Settlement Class Members and the settlement agreement at: 
www.PaymentCardSettlement.com. 

THE COURT HEARING ABOUT 
THIS SETTLEMENT

On November 7, 2019, there will be a Court hearing to decide 
whether to approve the proposed settlement.  The hearing also will 
address the Rule 23(b)(3) Class Counsel’s requests for attorneys’ fees 
and expenses, and awards for the Rule 23(b)(3) Class Plaintiffs for 
their representation of merchants in MDL 1720, which culminated in 
the settlement agreement. The hearing will take place at:

United States District Court for the
Eastern District of New York
225 Cadman Plaza
Brooklyn, NY 11201

You do not have to go to the Court hearing or hire an attorney. But 
you can if you want to, at your own cost. The Court has appointed the 
law firms of Robins Kaplan LLP, Berger Montague PC, and Robbins 
Geller Rudman & Dowd LLP as Rule 23(b)(3) Class Counsel to 
represent the Rule 23(b)(3) Settlement Class.

QUESTIONS?
For more information about this case (In re Payment Card Interchange 
Fee and Merchant Discount Antitrust Litigation, MDL 1720),  
you may:

Call toll-free: 1-800-625-6440
Visit: www.PaymentCardSettlement.com 
Write to the Class Administrator:

Payment Card Interchange Fee Settlement
P.O. Box 2530
Portland, OR 97208-2530

Email: info@PaymentCardSettlement.com

Please check www.PaymentCardSettlement.com for any updates 
relating to the settlement or the settlement approval process.

LEGAL NOTICE

To merchants who have accepted Visa and Mastercard at any  
time from January 1, 2004 to January 25, 2019: Notice of a 
class action settlement of approximately $5.54-6.24 Billion. 

Notice of a class action settlement authorized by the U.S. District 
Court, Eastern District of New York.

This notice is authorized by the Court to inform you about an 
agreement to settle a class action lawsuit that may affect you. The 
lawsuit claims that Visa and Mastercard, separately, and together 
with certain banks, violated antitrust laws and caused merchants to 
pay excessive fees for accepting Visa and Mastercard credit and debit 
cards, including by:

• Agreeing to set, apply, and enforce rules about merchant fees
(called default interchange fees);

• Limiting what merchants could do to encourage their customers
to use other forms of payment; and

• Continuing that conduct after Visa and Mastercard changed their
corporate structures.

The defendants say they have done nothing wrong. They say that 
their business practices are legal and the result of competition, and 
have benefitted merchants and consumers. The Court has not decided 
who is right because the parties agreed to a settlement. The Court has 
given preliminary approval to this settlement.

THE SETTLEMENT
Under the settlement, Visa, Mastercard, and the bank defendants have 
agreed to provide approximately $6.24 billion in class settlement 
funds. Those funds are subject to a deduction to account for certain 
merchants that exclude themselves from the Rule 23(b)(3) Settlement 
Class, but in no event will the deduction be greater than $700 million. 
The net class settlement fund will be used to pay valid claims of 
merchants that accepted Visa or Mastercard credit or debit cards at 
any time between January 1, 2004 and January 25, 2019.

This settlement creates the following Rule 23(b)(3) Settlement 
Class: All persons, businesses, and other entities that have accepted 
any Visa-Branded Cards and/or Mastercard-Branded Cards in the 
United States at any time from January 1, 2004 to January 25, 2019, 
except that the Rule 23(b)(3) Settlement Class shall not include 
(a) the Dismissed Plaintiffs, (b) the United States government, (c)
the named Defendants in this Action or their directors, officers, or
members of their families, or (d) financial institutions that have
issued Visa-Branded Cards or Mastercard-Branded Cards or acquired
Visa-Branded Card transactions or Mastercard-Branded Card
transactions at any time from January 1, 2004 to January 25, 2019.
The Dismissed Plaintiffs are plaintiffs that previously settled
and dismissed their own lawsuit against a Defendant, and entities
related to those plaintiffs. If you are uncertain about whether you
may be a Dismissed Plaintiff, you should call 1-800-625-6440 or
visit www.PaymentCardSettlement.com for more information.

WHAT MERCHANTS WILL GET 
FROM THE SETTLEMENT

Every merchant in the Rule 23(b)(3) Settlement Class that does not 
exclude itself from the class by the deadline described below and 
files a valid claim will get money from the class settlement fund. 
The value of each claim will be based on the actual or estimated 
interchange fees attributable to the merchant’s Mastercard and Visa 
payment card transactions from January 1, 2004 to January 25, 2019. 
Pro rata payments to merchants who file valid claims for a portion of 

the class settlement fund will be based on:

• The amount in the class settlement fund after the deductions
described below,

• The deduction to account for certain merchants who exclude
themselves from the class,

• Deductions for the cost of settlement administration and notice,
applicable taxes on the settlement fund and any other related tax
expenses, money awarded to the Rule 23(b)(3) Class Plaintiffs
for their service on behalf of the Class, and attorneys’ fees and
expenses, all as approved by the Court, and

• The total dollar value of all valid claims filed.

Attorneys’ fees and expenses and service awards for the Rule 23(b)
(3) Class Plaintiffs: For work done through final approval of the
settlement by the district court, Rule 23(b)(3) Class Counsel will
ask the Court for attorneys’ fees in an amount that is a reasonable
proportion of the class settlement fund, not to exceed 10% of the class
settlement fund, to compensate all of the lawyers and their law firms
that have worked on the class case. For additional work to administer
the settlement, distribute the funds, and litigate any appeals, Rule
23(b)(3) Class Counsel may seek reimbursement at their normal
hourly rates. Rule 23(b)(3) Class Counsel will also request (i) an
award of their litigation expenses (not including the administrative
costs of settlement or notice), not to exceed $40 million and (ii)
up to $250,000 per each of the eight Rule 23(b)(3) Class Plaintiffs
in service awards for their efforts on behalf of the Rule 23(b)(3)
Settlement Class.

HOW TO ASK FOR PAYMENT
To receive payment, merchants must fill out a claim form. If the 
Court finally approves the settlement, and you do not exclude 
yourself from the Rule 23(b)(3) Settlement Class, you will receive 
a claim form in the mail or by email. Or you may ask for one at:  
www.PaymentCardSettlement.com, or call: 1-800-625-6440.

LEGAL RIGHTS AND OPTIONS
Merchants who are included in this lawsuit have the legal rights and 
options explained below. You may:

• File a claim to ask for payment. Once you receive a claim
form, you can submit it via mail or email, or may file it online at
www.PaymentCardSettlement.com.

• Exclude yourself from the Rule 23(b)(3) Settlement Class. If you
exclude yourself, you can individually sue the Defendants on your
own at your own expense, if you want to. If you exclude yourself,
you will not get any money from this settlement. If you are a
merchant and wish to exclude yourself, you must make a written
request, place it in an envelope, and mail it with postage prepaid
and postmarked no later than July 23, 2019, or send it by overnight
delivery shown as sent by July 23, 2019, to Class Administrator,
Payment Card Interchange Fee Settlement, P.O. Box 2530,
Portland, OR 97208-2530. Your written request must be signed
by a person authorized to do so and provide all of the following
information: (1) the words “In re Payment Card Interchange
Fee and Merchant Discount Antitrust Litigation,” (2) your full
name, address, telephone number, and taxpayer identification
number, (3) the merchant that wishes to be excluded from the

www.PaymentCardSettlement.com 1-800-625-6440 • info@PaymentCardSettlement.com

Si desea leer este aviso en español, llámenos o visite nuestro sitio web, www.PaymentCardSettlement.com.

http://www.PaymentCardSettlement.com
http://www.PaymentCardSettlement.com
http://www.PaymentCardSettlement.com
http://www.PaymentCardSettlement.com
mailto:info@PaymentCardSettlement.com
http://www.PaymentCardSettlement.com
http://www.PaymentCardSettlement.com
http://www.PaymentCardSettlement.com
http://www.PaymentCardSettlement.com
http://www.PaymentCardSettlement.com
http://www.PaymentCardSettlement.com
mailto:info@PaymentCardSettlement.com
http://www.paymentcardsettlement.com


8 I BUSINESS JOURNAL NEWS NETWORK    I   APRIL 1, 2019
CNYBJ.COM

UPCOMING EVENTS
Providing key visibility
and access to targeted 
audiences in specific markets. 
In addition to the marketing 
benefits, you will receive 
8-12 months of exposure
prior and post event. 

This is a great value!

4040

Mohawk Valley
AWARDS

LEGACY E X E C U T I V E

 FINANCIAL
   BUSINESS
 FINANCIAL
   BUSINESS

AWARDS

For more information on our upcoming events and sponsorship opportunities, visit us at bizeventz.com

Mohawk Valley
AWARDS

Mohawk Valley
AWARDS

LEGACY
May 2, 2019 September 12, 2019

October 16, 2019

4040
November 6, 2019 December 10, 2019

2019 Events

N.Y. manufactur-
ing index March 
report points to 
growth slowdown  
BY ERIC REINHARDT
ereinhardt@cnybj.com

T he Empire State Manufacturing
Survey general business-conditions

 index fell 5 points to 3.7 in March, 
the third consecutive monthly reading 
below 10.

The index result suggests that growth 
has “remained quite a bit slower” so far 
this year than it was for most of 2018, the 
New York Fed said in its March 15 report.

The index rose 5 points to 8.8 in 
February after falling eight points to 3.9 
in January, “its lowest level in well over 
a year.”

The March reading, based on firms 
responding to the survey, indicates “busi-
ness activity grew only slightly in New 
York,” the New York Fed said.

A positive number indicates expansion 
or growth in manufacturing activity, while 
a negative number shows a decline in the 
sector.

The survey found 30 percent of respon-
dents reported that conditions had im-
proved over the month, while 25 percent 
said that conditions had worsened, the 
New York Fed said.

Survey details
The new-orders index fell 5 points to 

3.0, indicating that orders grew at a “slow-
er pace” than last month, the New York 
Fed said. 

The shipments index declined 3 points 
to 7.7, a level indicating that shipments 
“grew modestly, though representing the 
lowest reading in more than two years.” 

Unfilled orders inched higher, and de-
livery times and inventories were little 
changed.

The index for number of employees 
climbed 10 points to 13.8, pointing to an 
increase in employment levels, though the 
average-workweek index turned negative 
for the first time since 2016. 

The prices-paid index moved higher, ris-
ing 7 points to 34.1, indicating a “pickup” in 
input-price increases. The prices-received 
index fell 5 points to 18.1, suggesting that 

selling-price increases slowed.
Optimism about the six-month outlook 

was “slightly lower” than last month. 
The index for future business condi-

tions edged down 3 points to 29.6. The 
indexes for future new orders and ship-
ments were also somewhat below last 
month’s levels. 

Firms expected “solid” increases in em-
ployment and hours worked in the months 
ahead. The capital-expenditures index was 
little changed at 28.3, and the technology-
spending index came in at 20.3.

The New York Fed distributes the 
Empire State Manufacturing Survey on 
the first day of each month to the same 
pool of about 200 manufacturing execu-
tives in New York. On average, about 100 
executives return responses.          

General Business Conditions

VISUAL CREDIT: FEDERAL RESERVE BANK OF NEW YORK WEBSITE

Jefferson 
County hotel 
occupancy rate 
falls more than 
6 percent in 
January
BY JOURNAL STAFF
news@cnybj.com

WATERTOWN — Hotels in Jefferson 
County were less full in January com-
pared to a year ago, according to a 
recent report.

The hotel occupancy rate (rooms 
sold as a percentage of rooms avail-
able) in the county declined 6.5 per-
cent to 30.8 percent in January from 33 
percent in the year-ago month, accord-
ing to STR, a Tennessee–based hotel 
market data and analytics company. 

Revenue per available room 
(RevPAR), a key industry indicator 
that measures how much money ho-
tels are bringing in per available room, 
fell 5 percent to $26.92 in January from 
$28.34 in January 2018. 

Average daily rate (or ADR), which 
represents the average rental rate for 
a sold room, increased 1.6 percent to 
$87.32 in January from $85.93 a year 
prior, per STR.    

mailto:ereinhardt@cnybj.com
mailto:news@cnybj.com
http://www.bizeventz.com
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OPINION

Truth, New York State, and you
J une worked for me. Many years ago.

 We worked for a company owned
 by Harry. And Harry came out with 

a number of changes 
that would save money 
for the company. 
Problem is they would 
harm our workers.

My job was to ex-
plain the many details 
of the changes — to a 
gathering of our em-
ployees. I laid out the 
whys and wherefores 
— the reasons behind 
each change.

“Whoa,” June said. 
“Enough of this crap. The only reason for 
these changes is that Harry is one cheap 
SOB.”

I closed my folder and flicked off the 
slide projector. “I think you nailed it, June.” 
Truth. Applause.

More truth: Years ago, a married cou-
ple asked me to advise them. They earned 
good money. But they had gone bankrupt 
twice, and were nearly bankrupt again.

I listed 30 ways they could reduce their 
spending. Sell a few vehicles, I suggested. 
Take fewer vacations. They came up with 
good reasons to reject every one of these 
recommendations, all 30. In the end, I 
folded my file. I scrawled five words of 
truth across a pad and slid it toward them: 
You spend too damned much.

What is the truth about New York 
State? Why do we lose so many good 
people? Why do our businesses struggle, 
especially Upstate? Why do our schools, 
cities, and towns struggle? Why are parts 
of our infrastructure dilapidated?

Our politicians offer us a blizzard of 
reasons. Every government department 
explains. Yadda, yadda, yadda.

Here are a few truths that cut through 
the crap. New York State spends too much. 
It is that simple. To cover that spending it 
has to tax its people and businesses too 
much. We whine about high taxes. But 
there is a glaring reason we have high 
taxes. New York spends like that bankrupt 
couple. So, New York must tax heavily, to 
cover its ridiculous spending.

If anyone suggests we cut back, the 
squeals of pain erupt. Maybe you squealed 
as well.

Take education. New York could not 
possibly cut back on spending on our dear 
pupils. Gov. Cuomo proposed adding a 
billion more dollars in the latest budget. 
Well, New York already spends 90 percent 
more per student than the national aver-
age. It spends nearly double what the aver-
age state spends per student. Yet it cannot 
find ways to cut that spending?

Consider our state budget: New York 
has 10 million fewer people than Texas. 
Yet it spends $60 billion more annually. 
And it runs three times as much debt as 
Texas. Because the Empire State has had 
to borrow so much more — to cover its 
ridiculous spending.

New York also has to tax us punitively 
— to cover its spending excesses. Texas 
taxes gas at 20 cents per gallon. New York 
taxes gas at 61 cents a gallon. Texas taxes 
cigarettes at $1.41 per pack, New York 
charges $4.35.

New York taxes income and heavily. It 
starts at 4 percent and runs up to 8.8 per-
cent on upper income folks. Texas levies 
no income tax.

New York splits hairs. It tells us why 
it cannot reduce any of its spending. It 
explains away its obvious stupidity. Just as 
I tried to explain away Harry’s cheapness. 
The state can offer a thousand reasons 
why it must spend so much money. Just as 
that bankrupt couple did.

But the state cannot escape a brutal 
truth: It spends too damned much. 

New York is just about the top-spending 
state in the union. Try suggesting to 
its politicians that they cut 5 percent of 
spending, across the board. If the state 
outspends virtually all other states, surely 
we must run a bit of fat. Surely, we could 
find a few places to save.

Nah. Cannot be done. Nope.
And since it won’t cut spending, the 

state government must tax, tax, and tax 
some more. We camouflage and hide the 
taxes. We sugar-coat them. But we are 
desperate for money to pay for our ri-
diculous spending. Desperate because we 
cannot break our spending habits. We are 
addicted.

I use “we” at this point for a good rea-
son. If New York ever really slashed its 
outrageous spending, we would howl. You 
can’t touch our school budget; Where are 
the grants for restoring our main street?; 
These kids will go hungry if the state cuts 
back, etc. etc.

Few of us can really handle the truth.
From Tom…as in Morgan.         

Tom Morgan writes about political, finan-
cial, and other subjects from his home in 
upstate New York. Contact him at toma-
sinmorgan@yahoo.com, read more of his 
writing at tomasinmorgan.com, or find him 
on Facebook.

TOM  
MORGAN 
Money Talk

The value of a community college education
To the Editor:

M y college career began as a
 21-year-old, a few years late in
 seeing the light, but then laser-

focused on achievement versus simple 
sustenance. Broome Community College 
(BCC) — now called SUNY Broome — of-
fered me the best options.

 I attended school full-time during the 
day, and worked full-time at a 2nd shift job 
in a factory. What prompted my conver-
sion to college was a late-night perfor-
mance appraisal I received, courtesy of 
my manager. Larry was droning on about 
my attitude, my lack of enthusiasm, and 
reluctance to work overtime. As his words 
echoed off his cubicle panels, I saw the 
small certificate of graduation hanging on 
the wall behind his desk. It was at that mo-
ment, I decided that if the only thing hold-
ing me back from elevating my working 
life status from where I was to where he 
was involved obtaining a college degree, 
then I ought to pursue that. I was excited 
because it seemed to me that Larry wasn’t 
any smarter than I was, and he allegedly 
graduated from Syracuse University, so 
I thought, how hard could this be at the 
local community college?

 From the beginning, my plan was this: 
Learn as much as I could about business 
and law and between the two, I figured 
that I could do almost anything. Some of 
the best instructors I ever encountered 
staffed the business/marketing program 

at BCC. Many had started businesses, 
some had flourished, and some had failed. 
Most had worked in the private sector 
and had real experience. A few were truly 
brilliant and amazing examples of quality 
educators. They all had a lot to offer and 
the access to them was unlimited.

 As I settled in to the college routine, 
three of us, all in the same major, formed 
a friendship and working relationship that 
exists to this day. When it came time to 
transfer to a four-year school, one friend 
went directly to work and the other went 
to Penn State, a well-regarded business 
school. I transferred across town to SUNY 
Binghamton (now called Binghamton 
University) a nationally renowned edu-
cational powerhouse in the form of the 
School of Management (SOM), which at 
the time had an acceptance rate in the 
teens, average GPAs pushing 4.0, and SAT 
scores in the 95th percentile. Known then 
as a “public Ivy” the SOM was the poor 
man’s Harvard.

 I split my interests between political 
science and anything else I found intel-
lectually stimulating. As for the SOM tract, 
it was lacking from my perspective. The 
overwhelming emphasis was on analytics 
and formulaic analysis of business model-
ing. The professors were largely inacces-
sible and totally lacking any real-world 
experience or expertise, having spent all 
of their life in academia and consulting.

 My tipping point came on the morning 
I asked my distinguished, visiting profes-

sor from London, a renowned expert in 
energy, how many gallons of oil were in 
a barrel and he couldn’t answer me. The 
brilliance of my political science professor, 
and the unbelievable knowledge shared 
by the professor of comparative western 
religions, was the only saving grace.

Fast-forward a few years and the one 
friend who went directly to work after 
BCC was living in Atlanta, working for 
an internationally known magazine pub-
lisher. My other friend had a nice career 
at a Fortune 100 company, and then spent 
his entire retirement nest-egg on build-
ing a business that he recently sold to a 
competitor for well into 7 figures. I was 
the director of the national governing 
body of a sport and authored that organi-
zation’s successful application to become 
a member of the United States Olympic 
Committee. I then started two successful 
businesses.

 The two of us who went on to finish our 
college careers in the best schools both 
conclude the same thing: We learned all 
that we needed to know at BCC. For my 
friend that went to Penn State, he gained 
the most value from that experience by way 
of his fraternity, which gave him access to 
friends and influences he relies upon to this 
day. For myself, I took what I wanted from 
the university, but the real value was at the 
community college level.          

Bob Kingsley
Port Dickinson, N.Y.

LETTERS
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 How Will You Take “KARE” of your 
Business/Territory in 2019? training pro-
gram from 8-10 a.m. at OneGroup Center, 706 
N. Clinton St., Syracuse. This Sandler program 
will help attendees develop a strategy to 
identify each of their prospects and clients 
with one designation: Keep, Attain, Recapture, 
or Expand (KARE). Registration starts at 7:45 
a.m.; the program begins at 8 a.m. The cost is
$15 per person for members. For more infor-
mation, visit: http://www.centerstateceo.com/
news-events/how-will-you-take-kare-your-
businessterritory-2019

APRIL 4

Greater Utica Chamber of Commerce 
2019 Annual Meeting from 5-7:30 p.m. at 
Doubletree By Hilton Hotel Utica. Event dis-
cusses state of the chamber, including 2018 fi-
nancial report and review, by-law changes, and 
what’s coming in 2019. For more information, 
visit: http://www.greateruticachamber.org 

APRIL 9

 GENIUS NY Finals Night from 5-9 p.m. at 
the Marriott Syracuse Downtown. Five excit-
ing drone startup companies will pitch their 
technologies to a panel of judges before a live 
audience, as they compete for a total of $3 
million in cash prizes, including a $1 million 
grand prize. The five GENIUS NY finalists are 
developing technologies in the unmanned 
aircraft systems (or UAS) space. Judges will 
score the companies based on factors such 
as technology success, company growth po-
tential, and future job creation. Contact Beth 
Savicki at (315) 470-1800 or bsavicki@center-
stateceo.com for more information.

APRIL 10

 Tompkins Chamber Business After Hours 
networking event from 5-7 p.m. at Bet The
Farm Winery, 4204 Krums Corners Road, 
Trumansburg. Cost is $10 for members - pre-
registered, $15 for members - at the door, and 
$25 for non-members. For more information, 
visit: https://business.tompkinschamber.org/

events/details/april-2019-business-after-
hours-at-bet-the-farm-winery-189451

APRIL 11

 CNY BEST Information Session from 9-10 
a.m. at Suburban Propane, 5793 Widewaters 
Pkwy, DeWitt. This is an informational session 
regarding the CNY BEST Talent Development 
Program, which recognizes excellence in tal-
ent development, and the awards-application 
process. No cost to attend. For more infor-
mation, call (315) 546-2783 or email: info@
cnyatd.org

APRIL 12

 Symposium on Energy in the 21st 
Century from 7:15 a.m. to 2 p.m. at The 
Links at Erie Village , 5904 North Burdick St., 
East Syracuse. This program covers the most 
up-to-date, cutting edge state and federal 
renewable-energy policy. Interesting tours fol-
low the program. For more information or to 
register, visit: www.energy21symposium.org

APRIL 17

 Email Marketing 101 business training 
session from 4-6 p.m. at Homewood Suites 
by Hilton New Hartford, 185 Woods Park 
Drive, Clinton. Design and launch an email 
marketing campaign in one day. Participants 
are encouraged to bring a laptop and follow 
along this live demonstration that will show 
how to build a template and contact list, and 
how to create content to communicate with 
leads, prospects, customers, and volunteers. 
Attendees will see a side-by-side comparison 
of Constant Contact and Mailchimp, two 
major email marketing platforms. Presented 
by New Hartford Chamber of Commerce 
member, Scott Mathias from Mathias 
Marketing. Business training is free for New 
Hartford Chamber members and clients of 
sponsors (SBDC, Women’s Business Center, 
SCORE Utica) and presenters. Non-members 
and non-clients are welcome to attend with a 
$25 admission. Register at: https://events.r20.
constantcontact.com/register/eventReg?oeid
k=a07eg2pwnb316424eaa&oseq=&c=&ch=

APRIL 1718

 17th Annual New York State Green 
Building Conference at the Marriott Syracuse 
Downtown. More information coming at: 
www.esf.edu/greenbuilding

APRIL 24

 2019 CenterState CEO Annual Meeting 
from 12-1:30 p.m. at the Oncenter in Syracuse. 
The annual meeting is the largest gather-
ing of business and community leaders in 
the region. It also celebrates the prestigious 
Business of the Year Awards, recognizing 
outstanding CNY businesses and organiza-
tions in five categories. Cost is $70/person for 
CenterState CEO members and $85/person 
for non-members. For more information, 
visit http://www.centerstateceo.com/news-
events/2019-centerstate-ceo-annual-meeting, 
or email: lmetot@centerstateceo.com

APRIL 25

 Let’s Get Social premier networking event
benefiting Leadership Greater Syracuse. Held 
from 5:30 to 8 p.m. at The Fitz - A speakeasy 
within Oh My Darling Restaurant, at 321 
S. Salina St., Syracuse. Enjoy a completely 
renovated historic site, which was where the 
“Brannock Device” for measuring a person’s 
shoe size was invented and first manu-
factured. There will be food, presentation 
of the LGS Alumni Achievement Award, a 
silent auction, and residential tours of the 
Whitney Lofts. Tickets are $50. For more in-
formation or to register, visit: https://www.
eventbrite.com/e/lets-get-social-2019-tickets-
58286524564?ref=eios

MAY 7

 Speed Networking event from 8-10 a.m. 
at TERACAI, 217 Lawrence Road E., North 
Syracuse. Bring your business cards and be 
prepared to engage in small group dialogue 
while building relationships with other 
CenterState CEO members. There is time for 
informal networking and sharing your one 
to two minute “pitch.” Space is limited. Please 
pre-register at https://centerstateceonycoc.
wliinc14.com/events/2019-speed-network-
ing-2810/register

MAY 8

 CNY Business Expo from 9 a.m. to 5 p.m. at 

Embassy Suites Hilton Syracuse - Destiny USA. 
The event is about connecting, collaborating, 
and creating more business. For more infor-
mation, visit: http://cnybusinessexpo.com/

 Cayuga County Chamber Awards
Luncheon from 11:30 a.m.-1:30 p.m. at 
Springside Inn on Owasco Lake. This awards 
luncheon recognizes business leaders for their 
outstanding contributions to the economy 
and overall development of Cayuga County. 
For more information, visit: http://www.
cayugacountychamber.com/about-us/annual-
events/#awards

MAY 28

What You Need to Know About Business
Ownership business training session from 
4-6 p.m. at Homewood Suites by Hilton New
Hartford, 185 Woods Park Drive, Clinton. 
Presented by New Hartford Chamber of 
Commerce member, Erika Davis from 
FRANNET. She will break down the realities
and opportunities in business ownership, 
including pros and cons of business/franchise 
ownership, three ownership options, full-
time and part-time ownership options, and 
financing options. Business training is free for 
New Hartford Chamber members and clients 
of sponsors and presenters (SBDC, Women’s 
Business Center, SCORE Utica, FRANNET).
Non-members and non-clients are welcome 
to attend with a $25 admission. Register at: 
https://events.r20.constantcontact.com/regis-
ter/eventReg?oeidk=a07eg2puzbp97aacf64&
oseq=&c=&ch=

ONGOING EVENTS

 Every Tuesday, Cayuga Toastmasters
Club from 6 to 7 p.m., at Cornell University, 
Ithaca, Rhodes Hall, Hoy Road, 6th Floor 
Conference Room #655. Free parking is avail-
able on first floor of parking garage across 
from Rhodes Hall. For more information, visit 
the website at 4998.toastmastersclubs.org 
and select “Contact Us,” or email: Jeff at je-
furst52@gmail.com 

 Every Tuesday, Gung Ho Referrals
Group, the premier networking group in
CNY since 1999, from noon to 1:30 p.m. at 
The Gem Diner, 832 Spencer St., Syracuse. 
The cost is $10 and includes lunch. No res-
ervation required. Please bring 30 business 
cards. For more information contact Paul 
Ellis at (315) 475-0392 or email Paul.Ellis@
ComfortSystemsUSA.com or go to www.
GungHoReferrals.com      

 Every Tuesday, CNY Referral Group from
8 to 9:30 a.m. at Denny’s Restaurant, 201 
Lawrence Road, North Syracuse. Looking to 
expand your network and increase referral 
business? For more information, call Matthew 
Hunt at (315) 416-8881, or email: huntm24@
nationwide.com

 Every Wednesday, 1 Million Cups at 9
a.m. at Syracuse CoWorks, 201 E. Jefferson St., 
2nd floor, Syracuse. 1 Million Cups is a weekly
educational program designed to engage, 
educate, and accelerate local startups/unique 
businesses. No cost to attend. For more infor-
mation, visit www.1millioncups.com/syracuse 

 First and third Wednesday of each 
month, Preferred Toastmasters from noon
to 1 p.m. at Golden Artist Colors, 188 Bell 
Road, New Berlin. Contact Jonie Bassett at 
(607) 847-6154, ext. 1217. 

 Fourth Wednesday of each month,
Preferred Toastmasters from 5:30 to 6:30 
p.m. at Chenango County Council of the Arts,
27 W. Main St., Norwich. Contact Jonie Bassett 
at (607) 847-6154, ext. 1217. 

Business Calendar
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DECEMBER 12

 Family Business Awards of
CNY from 7:30 to 10:30 a.m. at the
Genesee Grand Hotel. The keynote
speaker will be Renée Downey Hart,
of Le Moyne College. To register to
attend, visit bizeventz.com or for fur-
ther information, contact Jill Allen at
jallen@bizeventz.com

 2017 Innovation Celebration
from 2 to 8 p.m. at the CNY Biotech
Accelerator, 841 E. Fayette St.,
Syracuse. The event will include

pitches from GENIUS NY’s top six
finalists, a panel discussion on build-
ing an effective board of directors,
and top-notch networking with
investors, entrepreneurs, and busi-
ness leaders from across the region.
Contact Bailey Burke at Upstate
Capital Association of New York, Inc.
at (518) 320-2746 or email info@up-
statecapital.org for details.

DECEMBER 13

 54th Annual Meeting of the
University Hill Corporation from

noon to 1:30 p.m. in the Grand
Ballroom at Drumlins Country Club,
800 Nottingham Road, Syracuse.
Matthew J. Driscoll, acting execu-
tive director of the New York State
Thruway Authority, will be the fea-
tured speaker. David Mankiewicz,
president of the University Hill
Corporation, will give the annual
report. Tickets are $40. For more in-
formation, contact Kristine Sherlock
at ksherlock@university-hill.com or
(315) 475-7244.

 Research & Technology Forum
from 3:30 to 5 p.m., reception
to follow at SyracuseCoE, 727 E.
Washington St., Room 203, Syracuse,
and via webinar. The there theme
is “Climate Reality + Emerging
Technologies = Drivers for Building
Science Research.” Explore how
rapidly changing climate is chang-
ing research needs for building
science. Presented by Ian Shapiro,
chairman, Taitem Engineering.
This forum will be moderated by
Ed Bogucz, executive director,
SyracuseCoE and associate professor
of Syracuse University’s College of
Engineering and Computer Science,
Dept. of Mechanical and Aerospace
Engineering. For details and registra-
tion information, email klmarsha@
syr.edu at SyracuseCoE.

 SCORE Series of Workshops
on Simple Steps of Well Run
Businesses from 6 to 8 p.m. at the
East Side Business Center, 1201 E.
Fayette St., Syracuse. Subsequent
sessions will be on Dec. 20 and Dec.
27. The three sessions are how to
operate a business, navigate the
business life cycle, and communicate
effectively with others. The cost is
$75, free to veterans. Call (315) 471-
9393 x245 with questions or to sign
up.

JANUARY 10

 CenterState CEO 2018 Economic
Forecast Breakfast from 8 to 9:30
a.m. at the Holiday Inn Syracuse-
Liverpool-Exit 37 at 441 Electronics
Parkway, Liverpool. Join hundreds
of fellow CenterState CEO members,
business leaders, and executives
for the presentation of the region’s
2018 Economic Forecast. The key-
note speaker will be Gary Keith, VP
and chief economist at M&T Bank.
For more information, visit www.
CenterStateCEO.com

JANUARY 16

 Sharing the BEST from 8 to 10:30
a.m. at OneGroup, 706 N Clinton St.,
Syracuse. CNY ATD hosts a sharing of
information and experiences of a di-
versity of talent-development prac-
tices including sales enablement,
career development, internships,
and leadership development. The

cost for members is $25; nonmem-
bers pay $40. To register, visit www.
cnyastd.org or call (315) 546-2783 or
email: info@cnyastd.org

JANUARY 26

 Believe in Syracuse’s 5th
Birthday Party from 5:30 to 9 p.m.
at the Landmark Theatre. The event
celebrates Syracuse, featuring local
food and beverage vendors, free
birthday cake, and live music. Tickets
are $10. For more information, visit
http://www.believeinsyracuse.org/
birthday

ONGOING EVENTS

 Every Tuesday, Cayuga
Toastmasters Club from 6 to 7
p.m., at Cornell University, Ithaca,
Rhodes Hall, Hoy Road, 6th Floor
Conference Room #655. Free parking
is available on first floor of parking
garage across from Rhodes Hall. For
more information, visit the website
at 4998.toastmastersclubs.org and
select “Contact Us,” or email: Jeff at
jefurst52@gmail.com

 Every Tuesday, Gung Ho
Referrals Group, the premier net-
working group in CNY since 1999,
from noon to 1:30 p.m. at The Gem
Diner, 832 Spencer St., Syracuse.
The cost is $10 and includes lunch.
No reservation required. Please
bring 30 business cards. For more
information contact Paul Ellis at
(315) 475-0392 or email Paul.Ellis@
ComfortSystemsUSA.com or go to
www.GungHoReferrals.com

 Every Tuesday, CNY Referral
Group from 8 to 9:30 a.m. at Denny’s
Restaurant, 201 Lawrence Road,
North Syracuse. Looking to expand
your network and increase referral
business? For more information, call
Matthew Hunt at (315) 416-8881, or
email: huntm24@nationwide.com

 Every Tuesday, Syracuse
Executives Association luncheon
meeting, beginning at 11:45 a.m. at
Bella Domani Banquet Facility, 5988
East Taft Road, North Syracuse. For
more information, contact Linda
Bennett, executive director, by email
at: director@syrexecs.com

 Every Tuesday, Syracuse
Networking Connections at 8 a.m.
at Dunkin’ Donuts, 7th North St.
(Conference Room). No charge to at-
tend. Contact Kim at (315) 414-8223.

 Every Wednesday, 1 Million
Cups at 9 a.m. at Syracuse
CoWorks, 201 E. Jefferson St., 2nd
floor, Syracuse. 1 Million Cups is
a weekly educational program
designed to engage, educate,
and accelerate local startups/
unique businesses. No cost to at-
tend. For more information, visit
www.1millioncups.com/syracuse

 Every Wednesday, Syracuse
Business Networking from 6 to 7
p.m. at Barbieri’s Restaurant (upstairs
level) located on Main Street in the

village of North Syracuse. For more
information, call Kim Bachstein
at (315) 414-8223 or email:  info@
SyracuseBusinessNetworking.com

 First and third Wednesday
of each month, Preferred
Toastmasters from noon to 1 p.m. at
Golden Artist Colors, 188 Bell Road,
New Berlin. Contact Jonie Bassett at
(607) 847-6154, x1217.

 Fourth Wednesday of each
month, Preferred Toastmasters
from 5:30 to 6:30 p.m. at Chenango
County Council of the Arts, 27 W.
Main St., Norwich. Contact Jonie
Bassett at (607) 847-6154, x1217.

 Every Thursday, Free Business
Counseling with SCORE from 10
to 11:30 a.m. at the Tioga County
Chamber of Commerce, 80 North Ave.,
Owego. Contact the Tioga County
Chamber of Commerce to make an ap-
pointment at (607) 687-2020.

 Every Thursday, Syracuse
Business Connections meets
from 8am - 9 am in E. Syracuse.
The group’s purpose is to network,
exchange referrals, leads and share
community news. For more informa-
tion, contact Deb Angarano at dan-
garano@tsys.com

 Every second and fourth
Thursday of the month, The North
Star Toastmasters from noon to 1
p.m. at Northland Communications
One Dupli Park Drive in Franklin
Square. For more information,
contact Sandy Jurkiewicz at sjurkie-
wicz@centerstateceo.com or call
(315) 470-1802.

 Every Friday, Tip Club of
Syracuse, at the Sheraton Syracuse
University Hotel, 801 University Ave.,
Syracuse, 8 to 9 a.m. Call Bernie
Bregman at (315) 430-5249 or email:
bbregman@cnybj.com

 First Friday of each month,
Toolkit Day with SCORE by ap-
pointment at The Tech Garden.
Counselors provide free, confiden-
tial, individual business mentoring
to prospective or current business
owners. For more information or to
make an appointment, contact Lynn
Hughes at (315) 579-2862 or email
Lynn@TheTechGarden.com

 Every second Friday, The
Professional Consultants Association
(PCA) of Central New York at 8:15 a.m.
from September to June at OneGroup
Center, 706 N. Clinton St., Syracuse.
PCA helps businesses and organiza-
tions locate professional consulting
services based in CNY. The first visit is
free. For a full schedule and to register,
visit, www.pcaofcny.com

 Every second and fourth Friday
of each month, The SUN Group
(Sustainable Upstate Network)
meets from 7:30 to 9 a.m. at Tony’s
Family Restaurant, 3004 Burnet Ave.,
Syracuse. For more information, con-
tact Andy Picco at (315) 657-0135 or
email: andrewpicco@gmail.com
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Bernie Bregman
Free Network 

Consulting Session

Cell: (315) 430-5249 
bbregman@cnybj.com

FREE NETWORK
CONSULTING SESSION

We let you concentrate on the business you know best.

Brian Lee
Professional Employer Consultant
149 Northern Concourse
N. Syracuse, N.Y. 13212
315-641-3600 x122
Fax: 315-641-3601
800-31-STAFF (78233)
blee@staffleasing-peo.com

• Human Resources
• Employee Bene�ts
• Workers Comp

Administration
• Payroll

KeyCorp raises dividend for a second
time this year
BY JOURNAL STAFF
news@cnybj.com

K eyCorp (NYSE: KEY) — parent of KeyBank,
the No. 2 bank ranked by deposit market
share in the 16-county Central New York 

area — recently boosted its quarterly cash dividend 
by 11 percent to 10.5 cents per share of its common 
stock.

The dividend, up from the 9.5 cents that Key paid
last quarter, is payable on Dec. 15, to holders of record

as of the close of business on Nov. 28.
This marks the second dividend increase that

KeyCorp has initiated in 2017, following a 12 percent
hike in the second quarter.

Headquartered in Cleveland, Ohio, Key is one of
the nation’s largest bank-based financial services com-
panies, with assets of $136.7 billion as Sept. 30.

In the 16-county CNY region, KeyBank had 68
branches and nearly $4.3 billion in deposits, good for
a 14.42 percent market share, according to the latest
FDIC statistics as of June 30. 

BUSINESS CARD GALLERY

Devin White
Financial Advisor
direct 315.445.5935      toll-free 800.822.8201       fax 315.449.2175 
dwhite@janney.com      www.DWhiteadvisor.com

JANNEY MONTGOMERY SCOTT LLC 
5784 Widewaters Parkway, 1st Floor, Syracuse (DeWitt), NY 13214 
WWW. JANNEY.COM      MEMBER: NYSE. FINRA, SIPC      SECURITIES AND INVESTMENT ADVISORY SERVICES OFFERED 
THROUGH JANNEY MONTGOMERY SCOTT LlC A il.EGISTERED INVESTMENT ADVISER.
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Send your news 
on new hires 

and promotions to:
movers@cnybj.com

ACCOUNTING

CHRIS PAWLIKOWSKI, CPA has joined 
Peters & Associates, CPAs, P.C. as an ac-
countant. He received an MBA in account-
ing from Utica College, and a bachelor’s 
degree in business & economics — with 
a concentration in financial management 
— from SUNY Cortland. He resides in 
Whitesboro and enjoys watching sports, 
traveling, and spending time with friends 
and family.

ADVERTISING, MARKETING & PR

Pinckney Hugo Group an-
nounced it has hired BEL-
LA KNAPP, of Syracuse, as 
an account manager. She 
previously worked as an 
assistant brand manager 
and digital marketing co-
ordinator at Aspen Dental 
Management, Inc. Knapp 
also gained experience in 
account services at Marti-
no Flynn in Rochester. She 
has a bachelor’s degree in 
marketing from St. John 
Fisher College. Pinckney 
Hugo also announced it 
has promoted JEREMY WALKER, of Syra-
cuse, to senior motion graphics designer. 
He was previously a motion graphics de-
signer and has been with the agency for 
four years. Walker has a bachelor’s degree 
in communication studies with a concen-
tration in media production from SUNY 
Cortland. 

HEALTH CARE

ASHLEY EDWARDS, a registered nurse 
at Rome Memorial Hospital, has been ap-

pointed as the new nurse 
manager of the hospi-
tal’s emergency depart-
ment and intensive care 
unit (ICU). Edwards is in 
charge of the daily flow of 
the emergency department 
and ICU, handling staffing 
and serving as an advocate and problem 
solver for staff issues. She also is available 
to help with concerns that may arise from 
patients and their families. In general, she 
is responsible for keeping the potentially 
chaotic emergency department environ-
ment running as smoothly as possible. 
Initially hired as a graduate nurse in the 
Intensive Care Unit at Rome Memorial 
Hospital in 2012, Edwards transferred to 
the Emergency Department in 2014. After 
graduating from St. Elizabeth College of 
Nursing with her associate degree in ap-
plied science in nursing, Edwards earned 
her bachelor’s degree in Nursing from 
SUNY Poly in Marcy.

INSURANCE

Security Mutual Life In-
surance Company of New 
York announced it has ap-
pointed JOHN W. JONAS-
SEN as senior VP, chief un-
derwriter. He will oversee 
Security Mutual’s under-
writing and new business 
functions. Jonassen previously was VP of 
strategy and underwriting operations at 
EMSI Insurance. He began his career as an 
underwriting consultant for The Hartford 
Life Insurance Company, going on to serve 
as a senior underwriting consultant with 
Crump Life Insurance Services, followed 
by serving as chief underwriter for Diver-
sified Brokerage Services, Inc. A graduate 

of Minnesota State Univer-
sity, Jonassen received a 
bachelor’s degree in busi-
ness administration with 
emphasis on finance. The 
insurance company also 
named MARK J. MELVILLE
second VP of project and 
IT risk management. Melville will be re-
sponsible for designing and documenting 
Security Mutual’s project and product port-
folio management processes, as well as for 
project management of the company’s IT 
audits and compliance with the New York 
State Department of Financial Services 
cybersecurity regulation. He began his 
career at Security Mutual in 2003 and was 
promoted to a number of positions, most 
recently serving as assistant VP, systems 
analyst/project manager. Prior to joining 
Binghamton–based Security Mutual, Mel-
ville worked at IBM for more than 10 years. 
He graduated from Syracuse University 
with a master’s degree in computer engi-
neering.

LAW

ZACHARY E. BLODGETT
has joined Hancock Esta-
brook, LLP as an associate 
attorney. He is part of Han-
cock Estabrook’s corporate 
and nonprofit governance 
& tax-exempt organizations 
practice areas. He focuses 
his practice on complex business forma-
tions, financing, and transactional matters. 
Blodgett previously was an associate at 
Cadwalader, Wickersham & Taft, a New 
York City–based law firm. He also served 
as associate in-house counsel to The Salva-
tion Army, Greater New York Division for 
six years, where he was responsible for ne-

gotiating and drafting all of the company’s 
agreements, managing $50 million in annu-
al government-funded contracts, and help-
ing to develop a system of compliance for 
the company’s 60 program sites. Most re-
cently, Blodgett was in-house counsel for a 
New York City startup company that works 
with nonprofit clients. In that position, he 
provided legal and business advice to the 
senior management team, assisted it with 
business development, and was responsi-
ble for drafting legal documents, including 
confidentiality agreements, employment 
agreements, employment policies, and 
client agreements. Blodgett received his 
bachelor’s degree from University of Penn-
sylvania in 2005 and his law degree from 
American University, Washington College 
of Law in 2008.

TECHNOLOGY

The Utica–based software 
consulting and develop-
ment firm, CoveyCS, an-
nounced it has hired AR-
THUR MUCITELLI as a 
marketing and sales assis-
tant. He has a background 
in public safety and digital 
marketing for small business. Mucitelli 
earned an associate degree in business 
management from Mohawk Valley Com-
munity College and is pursuing a bache-
lor’s degree in communications focused on 
professional writing from Southern New 
Hampshire University.          

People on the Move NEWS

 Every Thursday, Free Business 
Counseling with SCORE from 10 to 
11:30 a.m. at the Tioga County Chamber 
of Commerce, 80 North Ave., Owego. 
Contact the Tioga County Chamber of 
Commerce to make an appointment at 
(607) 687-2020.

 Every Thursday, Empire Statesmen 
Toastmasters at 6:30 p.m. at Denny’s 
Restaurant, 201 Lawrence Road, North 
Syracuse. For the latest information, visit 
http://1427.toastmastersclubs.org/

 Every second and fourth 
Thursday of the month, The North 
Star Toastmasters from 11:45 to 1 
p.m. at CXtec, 5404 South Bay Road, 
North Syracuse. The contact is: Sandy 
Jurkiewicz, member retention manager, 
(315) 470-1802.

 Every second and fourth Thursday 
each month Business Referral Network 
(BRN), from 7:30 to 8:45 a.m. at St. 

Michael’s Lutheran Church, 5108 W. 
Genesee St., Camillus. Membership fee is 
$150. For more information, contact Bob 
Brantner at (315) 494-1135.

 Every Friday, Tip Club of Syracuse, at 
the Sheraton Syracuse University Hotel, 
801 University Ave., Syracuse, 8 to 9 a.m. 
Call Bernie Bregman at (315) 430-5249 or 
email: bbregman@cnybj.com

 First Friday of each month, Toolkit 
Day with SCORE by appointment at The 
Tech Garden. Counselors provide free, con-
fidential, individual business mentoring to 
prospective or current business owners. For 
more information or to make an appoint-
ment, contact Lynn Hughes at (315) 470-
1969 or email Lynn@TheTechGarden.com

 Second Friday of each month, The 
SUN Group meets at 7:30 a.m. at Tony’s 
Family Restaurant, 3004 Burnet Ave., 
Syracuse. For more information, contact 
Andy Picco at (315) 657-0135.
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Upstate Medical University on March 15 held its annual Match Day event when medical students find out where they’ll spend the first year of their residency, or training, in their chosen specialty. More than 150 of the fourth-year 
students in the College of Medicine participated in this year’s Match Day. 
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Upstate Medical students get their 
residency assignments on Match Day   
BY ERIC REINHARDT
ereinhardt@cnybj.com

SYRACUSE — Upstate Medical University 
describes it as an “annual rite of passage” 
— its annual Match 
Day, which the medi-
cal school held on 
March 15. 

On that day, more 
than 150 fourth-
year students from 
Upstate Medical 
University’s College 
of Medicine learned where they will 
spend the first year of training, or resi-
dency, in their chosen specialty.

National Resident Matching Program 
(NRMP) of the Association of American 
Medical Colleges established the event in 
1952 as an “orderly and fair way” to match 
the preferences of applicants for U.S. 
residency positions with the residency 

program’s choice of applicants.
The class match rate was 100 percent, 

Upstate Medical said.
“All of our 2019 graduating medical 

students have secured a residency-train-
ing position — this 
100 percent success 
rate is unprecedent-
ed and reflects the 
high quality of our 
graduating students 
and of our College of 
Medicine. Moreover, 
several of our stu-

dents matched to Upstate and to some of 
the country’s leading academic medical 
centers,” Dr. Julio Licinio, executive dean 
and dean of the College of Medicine, 
boasted in a news release. 

Residency data
Upstate Medical University provided a 

breakdown of the residency assignments 
of the 153 medical students involved. 

Of that group, 84 medical students 

(55 percent of the class) will enter the 
primary-care specialties, including family 
medicine, psychiatry, internal medicine, 
pediatrics, obstetrics and gynecology. 

In addition, 72 medical students (47 
percent of the class) will remain in New 
York. 

Of that group, 22 medical students 
will remain in Syracuse, including 12 for 
full residency and three for preliminary 
year at Upstate University Hospital and 
six for full residency and one for prelimi-
nary year at St. Joseph’s Hospital Health 
Center.

Three medical students matched in the 
military, Upstate Medical added. 

At the same time, Upstate University 
Hospital must also fill its own residency 
positions. Upstate’s graduate medical ed-
ucation office said that Upstate filled all 
of its 162 resident positions, including six 
residency spots in Upstate’s new family-
medicine residency.         

All of our 2019 gradu-
ating medical students 
have secured a residen-
cy-training position — 
this 100 percent success 
rate is unprecedented 
and reflects the high 
quality of our graduat-
ing students and of our 
College of Medicine.

— Dr Julio Licinio,  
Dean, College of Medicine
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Please join us Thursday, April 11, 2019 for 
the return of SavorSyracuse, an event to benefit 

Food Bank of Central New York.
Enjoy food and beverage pairings from select local restaurants, 

wineries, and breweries while bidding on exciting auction items.

6:00 - 8:30 pm
Marriott Syracuse Downtown

100 East Onondaga Street
Syracuse, NY 13202

For more information or to purchase tickets,
 please visit foodbankcny.org or call (315) 437-1899 ext. 250

MVP Health Care names Clarkson grad 
senior leader, strategic health initiatives      
BY ERIC REINHARDT
ereinhardt@cnybj.com

Schenectady–based MVP Health Care on 
March 11 announced that Mary Hardy 
has joined the health insurer as senior 
leader of strategic health initiatives. 

Hardy, a Clarkson University graduate, 
comes to MVP Health Care with extensive 
leadership experience in the health-care 
industry, the health insurer said in a 
March 11 news release.

That experience includes more than 

20 years in leadership roles at Chicago, 
Illinois–based GE Health and positions at 
several analytics startups, such as Philips 
Healthcare and the Alliance for Better 
Health, where she worked on predictive 
modeling in the health-care space. 

She has also been “successful in driving 
sustainable growth through results-driven 
initiatives,” MVP Health Care noted.

In her new role, Hardy will lead MVP 
Health Care’s “new approach” on integrated 
health. That involves taking a “member-cen-
tric approach” to health care by including 

both medical and behavioral health to en-
sure health care includes the “well-being of 
the whole person,” MVP explained. 

The health insurer says Hardy is “pas-
sionate” about the role integrated health 
will have on improving members’ quality 
of life and the role data and analytics will 
have on “recognizing possible crises and 
preventing them by determining what 
kind of help members may need and 
reaching out to them proactively.”

Hardy has been analyzing data and 
interpreting that data to “create solutions 

from the start of her career,” MVP said. 
Hardy earned a bachelor’s degree in 

electrical and computer engineering from 
Clarkson University, per her Linkedin pro-
file.           

HARDY

IOA adds Walsh in employee benefits division in Binghamton
BY JOURNAL STAFF
news@cnybj.com

BINGHAMTON — The Robert J. Hanafin 
division of the Insurance Office of America 
(IOA) recently added an experienced pro-
fessional in its employee benefits division 
in Binghamton.

Karen Walsh has joined 
the division as a senior ac-
count executive. She will 
handle sales and service all 
employee-benefit lines in-
cluding medical, dental, vi-
sion, life/ accidental death 
and dismemberment, short 

and long-term disability, accident, critical 
illness, hospital insurance and Medicare, 
the insurance agency announced.

Walsh comes to IOA with more than 
eight years of experience as a health-care 
and employee-benefits professional. 

“Working closely with business owners, 
executives, and key employees, Karen 
takes the time to gain a full understanding 
of company goals and employee culture to 
match a benefit strategy to the client’s spe-
cific needs,” the insurance agency said in 
a news release. She helps companies of all 
sizes navigate the impacts of health-care 
reform and ERISA (Employee Retirement 
Income Security Act) compliance as well 

as any day-to-day 
questions that 
arise.

Walsh most 
recently worked 
for The Partners 
Insurance and 
Financial Services Agency in its Vestal 
office, as an employee-benefits coordina-
tor, according to Marianne McCormick, 
IOA’s branch operations manager in 
Binghamton.

The Robert J. Hanafin division of IOA 
now has 19 employees in the Binghamton 
office, located at 31 Lewis St., and four em-
ployees in its Syracuse office, located at 126 
N Salina St., for a total of 23, McCormick 

tells CNYBJ.
The insurance 

agency moved into 
its 7,000-square-foot 
Binghamton office in 
the Kilmer Building in 
April 2016, after pre-

viously being located in Endicott. The 
agency’s clients include construction 
companies, developers, and other busi-
ness customers, as well as consumers for 
homeowners’ and auto-insurance policies

IOA says it has more than 50 loca-
tions nationwide, over 1,000 employees, 
more than $200 million in revenue, and in 
excess of 80,000 clients, according to its 
website.            

Walsh

Business Journal
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Ask Rusty: Spousal Benefits and Enrolling in Medicare
D ear Rusty: I will be 65 [in a month].

[My] husband will be 61 in August. 
 If I started collecting Social 

Security now would I 
only be able to collect 
on myself? My husband 
plans on collecting at 
62. Will I be able to col-
lect some of his when
he starts collecting
at age 62? Also, who
can advise me about
Medicare? Do I have
to apply now? Signed:
Needing Advice

Dear Needing: Yes, 
if you start your Social Security benefits 
now, you can only collect your own bene-
fits — you cannot collect a spousal benefit 
until your husband starts collecting his 
benefits. Whether you will get a spousal 
benefit from your husband’s record de-
pends upon whether your own benefit at 
your full retirement age of 66 is less than 
half of your husband’s benefit at his full 
retirement age (FRA). 

If your husband will be 61 in 2019, his 
full retirement age for Social Security pur-
poses is 66 and 8 months and if he starts 
his benefit at age 62 it will be 28.3 percent 
less than it would be at his full retirement 
age. If you start your benefit at age 65, 
it will be reduced by 6.7 percent from 
what you would get at your FRA of 66. 
Your spousal benefit will be based upon 
both of your FRA benefit amounts and, if 
your husband claims his benefit in August 
2020 when he is 62, you will have already 
reached your FRA. So, if 50 percent of 
your husband’s FRA benefit amount is 

more than your FRA benefit amount you’ll 
get a spousal boost. But since you are 
taking your own benefit one year ear-
lier than your FRA, the spousal boost will 
be added to your own reduced benefit 
amount, which means your total spousal 
benefit will be slightly less than half of 
your husband’s FRA benefit amount. To 
summarize: you can’t get a spousal benefit 
until your husband starts collecting his; 
you will only get a spousal benefit if 50 per-
cent of your husband’s benefit at his FRA 

is more than your FRA benefit amount; 
and your spousal benefit amount will be 
slightly less if you claim your own benefit 
one year earlier than your FRA.

Regarding Medicare, whether you need 

to apply now depends on your current 
health insurance. If you have “creditable 
health insurance” coverage through an 
employer (either your own employer or 
your husband’s) which will continue after 
you are 65, you do not need to enroll in 
Part B or Part D at this time. You should 
check with the employer’s human resourc-
es department to make sure their cover-
age will remain first payer now that you are 
Medicare eligible. If you do not now have 
creditable coverage you need to enroll in 

Medicare now. You are still in your initial 
enrollment period, which begins three 
months before the month you turn 65 and 
ends three months after the month you 
are 65. If you do not apply within this time 

frame and you don’t have other creditable 
coverage you will be subject to a 10 per-
cent Part B penalty (that never goes away) 
for each year you delay. If you apply now 
for your Social Security benefits to start in 
March, you’ll be automatically enrolled in 
Medicare Part A (hospitalization) and Part 
B, but you can choose to opt out of Part B 
(doctors and outpatient services) as part 
of the application process. However, if you 
change your mind and decide to wait to 
claim your Social Security benefits and 
you do not have other creditable coverage, 
you should still enroll in Medicare during 
your initial enrollment period by contact-
ing your local Social Security office or by 
enrolling online at www.ssa.gov. The cur-
rent monthly premium for Medicare Part 
B is $135.50 for a married couple filing a 
joint income tax return with a combined 
income (from all sources) of $170,000 or 
less.             

Russell Gloor is a certified Social Security 
advisor with the Association of Mature 
American Citizens (AMAC). The 1.7 mil-
lion member AMAC says it is a senior 
advocacy organization.

Author note: This article is intended for 
information purposes only and does not 
represent legal or financial guidance. It 
presents the opinions and interpretations 
of the AMAC Foundation’s staff, trained 
and accredited by the National Social 
Security Association (NSSA). NSSA and 
the AMAC Foundation and its staff are not 
affiliated with or endorsed by the Social 
Security Administration or any other gov-
ernmental entity.

RUSSELL 
GLOOR 

Viewpoint

AAA hires insurance associate for DeWitt office
BY JOURNAL STAFF
news@cnybj.com

DeWITT — AAA Western and Central New 
York (AAA WCNY) announced it has hired 
Roman Diamond as an insurance sales rep-
resentative at its branch in DeWitt.

Licensed in property and casualty, 
Diamond has a retail sales background, 
AAA said in a news release. He also has a po-
litical science degree from SUNY Oswego. 

A native of Baldwinsville, Diamond 
currently serves on the Lysander Town 
Board.   

As Upstate New York’s largest member 
services organization, AAA WCNY says it 
provides more than 880,000 members with 
travel, insurance, financial and automotive-
related services.

AAA Western and Central New York is 
based in the Buffalo suburb of Amherst.  ROMAN DIAMOND

How Small Businesses Are Finding 
Talent in a Tight Labor Market
O ver the past year, small-business

 owners have expressed record
 confidence in their local econo-

mies and as a result, many are attempt-
ing to expand their business or increase 
hiring. However, this growth has been 
somewhat tempered by one of the tightest 
labor markets in half a century. 

With the low Syracuse–area unemploy-
ment rate [it was at 4.7 percent in January 
— down from 6 percent a year ago], it is 
unlikely that we will see the market loosen 
any time soon. Therefore, entrepreneurs 
must look for ways to stand out from the 
crowd when competing for talent.

According to our most recent Bank of 
America Small Business Owner Report 
(https://newsroom.bankofamerica.com/
system/files/Small_Business_Owner_

Report_-_Fall_2018.pdf), 67 percent of 
business owners plan to expand in 2019, 
and 27 percent are looking to hire. At the 
same time, 58 percent say it is difficult to 
find qualified talent, with many saying their 
inability to find new employees is having a 
direct impact on business growth.

Our report found businesses owners 
have embraced the following tactics, to 
attract top talent amid a tight labor market.

1. Shifting to a more flexible
culture

Small businesses are often heralded 
for having less bureaucracy and offer-
ing more creative freedom versus large 
corporations. Business owners should 
embrace that reputation and can even 
look to expand further by offering a more 

flexible workplace culture. This can mean 
anything from offering the option for em-
ployees to work remotely or set their 
own hours, to switching to casual dress 
everyday rather than just on Fridays and 
holidays. In fact, our study found 57 per-
cent of entrepreneurs already say they 
are offering flexible hours to attract talent, 
and 33 percent are offering flexible work 
locations. 

2. Using social media more actively
Posting updates and photos on social

channels is also a good way to market 
yourself, not only to potential customers, 
but to prospective employees. Through 
platforms like Facebook, Instagram, 
LinkedIn, and Twitter, you can share con-
tent that highlights your company’s cul-

ture and allows prospective employees 
to get a sense of what working with your 
company might be like.

Many business owners report that they 
are using social media to reach out to new 
talent. From various job networking and 
listing sites like LinkedIn to more general-
ized social channels like Facebook, social 
media provides a cost-effective method 
for reaching a wide audience of potential 
new hires. In addition, social media allows 
for people to easily share your job posting 
among their own networks.

SEE TALENT, PAGE 7B  

MICHAEL BRUNNER 
& LYNN COATES 

Viewpoint
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B ad habits can be hard to break,
 and for business leaders who
 have them, they can be deal-

breakers.
 In a survey by 

Leadership IQ, an on-
line training firm, the 
primary reasons CEOs 
were fired — misman-
aging change, ignoring 
customers, tolerating 
low performers, and 
not enough action — 
were often related to 
unproductive habits. 

 Although leaders 
who display these be-
haviors generally know 

what to do, and how to do it, their unpro-
ductive habits render them unable to get 
things done — with dire consequences. 
The most common unproductive leader-
ship habits include avoiding decisions 
and conflict, maintaining comfort-zone 

networks, needing to be liked, neglecting 
to listen enough. And those habits are 
hard to break.

 However, leaders can break those hab-
its by replacing them with foundational 
habits that make leaders successful. Here 
are six: 

• Capitalize on luck. This is a habit
of forward-moving thinking in response to 
both good- and bad-luck events. Bad luck, 
such as the extended absence of a key 
employee, affords an opportunity for the 
leader to empower others by challenging 
them to learn, grow and contribute in new 
ways. Whatever the circumstances, lead-
ers rapidly come to understand the value 
of generating return on luck. Everyone 
wins.

• Be grateful. When you appreciate
and value what you have, you gain a clear-
er perspective. A daily meeting ritual of 
appreciation creates space for executives 
to share what they appreciate most, and it 
opens up the room to clearer thinking and 

increased collaboration. 
• Give — within limits. Research

shows there are many advantages to 
being a giver, but striking a balance is 
important to remain productive. Sharing 
information and resources cultivates an 
abundance mindset, bringing benefits that 
both the company and the leader can reap. 
But there are limits; if you’re giving away 
too much time and too many resources, 
you won’t be able to accomplish your own 
objectives. Give, but know when to say no.

• When problems arise, focus on
process — not people. When some-
thing goes wrong, a common approach is 
to find fault with the people involved. But 
bad or poorly communicated processes 
can make even the most talented, dedicat-
ed staff look terrible. Question processes 
and communication first, before you ex-
plore the intentions, character, or capa-
bilities of those involved. Research shows 
that believing in your people pays off.

• Have high expectations of oth-

ers. Leaders who set the bar high and 
then give their teams latitude to execute 
reap more benefits than those who simply 
tell their teams what to do. Those whose 
habits include valuing autonomy and indi-
vidual responsibility can build something 
great over time. High expectations and 
empowerment are key.

• Maintain intentional focus.
Countless research studies have exposed 
excessive multi-tasking as ineffective. To 
make real progress, hold a small number 
of very important things in your mind and 
let go of the rest. Ruthless prioritization 
and focus in execution will set you free.

With our thoughts, we make our world. 
Check your beliefs about your leadership 
habits, choose just one or two to change, 
enlist others to support your efforts, and 
then get to it.          

Mark E. Green, author of “Activators: A 
CEO’s Guide to Clearer Thinking and 
Getting Things Done” (www.Activators.
biz), is a speaker, strategic advisor, and 
coach to CEOs and executive teams world-
wide. He is a core advisor to Gravitas 
Impact Premium Coaches. 

3 Tips For Planning Your Retirement During Uncertain Times
R etirement planning can be fraught

 with worry in the best of times,
but when the market turns volatile 

and uncertainty reigns, 
people in or near re-
tirement may give way 
to anxiety or unease to 
an even greater degree 
than normal.

And as a result, 
those dreams of care-
free golden years may 
transform into sleep-
less nights.

 Plenty of people 
remember what hap-

pened with their 401(k)s when the reces-
sion hit a decade ago, and that naturally 
can make you nervous. But that makes it 
all the more important to make a plan and 
not leave everything to chance.

 The good news is anyone can start tak-

ing steps now that can improve the odds 
that retirement will be fulfilling and joyful.

 Certainly, each person’s circumstances 
will be different, and just because a spe-
cific financial strategy worked for your 
neighbor doesn’t mean it will work for 
you. But here are a few general tips for 
navigating the financial road ahead to help 
give you a more secure retirement.

• Don’t underestimate your retire-
ment’s length. People are living longer 
than ever, which means retirements can last 
longer, too. Many people may assume they 
need to plan for 20 years, when in fact their 
retirement could last 30 years or longer. As 
you figure out how much money you will 
need, make sure to plan for what could be 
a long retirement. Having a target amount 
in mind is critical. Without a target amount, 
you have no way of measuring whether you 
are on track to meet your goal.

• Know where your retirement

money will come from. Social Security 
likely will help fund a portion of your re-
tirement, but it won’t be enough to replace 
your weekly paycheck. Some people have 
pensions, but those are fast disappearing 
for most workers. That means personal 
savings, such as in an IRA, a 401(k) or 
other investments, will play a major role in 
whether you have a satisfying retirement 
or whether you struggle to make ends 
meet. Unfortunately, studies have shown 
that many Americans aren’t doing a great 
job with their savings. It’s important to 
sit down with your financial professional, 
determine where you stand, and make a 
plan so you don’t run out of money.

• Determine your risk tolerance. At
some point, as you create a financial plan 
and determine the best investment strat-
egy for reaching your goals, you will need 
to do a little self-assessment. Some people 
are fine with taking risks with their money. 

Others become uneasy at the thought that 
they could suffer a big loss if the market 
takes a sudden turn for the worse. Each in-
dividual investor needs to decide whether 
the potential rewards of an aggressive 
investment strategy outweigh the stress 
they might feel about the uncertainties of 
how the market will perform. In addition, 
you likely will want to re-assess your risk 
as you draw closer to retirement because 
you will have less time to recover if the 
market does take a plunge.

If you have been stashing money away 
for retirement, that’s great. But you should 
do more than save. If you want to reach 
your financial goals efficiently, you need 
to have a good, solid plan that will get you 
there.           

Jeffrey Eglow is the chief investment officer 
at Guardian Wealth Advisory (www.guard-
ianwealthadvisory.com) in Florida.

JEFFREY 
EGLOW 
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Six Leadership Habits CEOs Need To Develop

MARK E. 
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19 Ways To Mess Up On The Job Without Even Knowing It

T here is everything right about 
 looking out for yourself and your
 career. Right now, with more jobs 

than people to fill them, 
it’s easier than ever.

One month in mid-
2018, job postings ex-
ceeded the number of 
unemployed by an eye-
popping 659,000. With 
this happening, it’s no 
surprise that 3.6 million 
workers voluntarily quit 
their jobs in the first 
seven months of 2018. 
This 2.4 percent quit 
rate was the highest 

since April 2001.
No one can miss the message: more va-

cancies and not enough takers to fill them 
equals better opportunities and higher pay.

But not so fast. All this may be true in 
some situations but not everywhere — 
and not forever. If you believe jobs are 
“temporary” and the best is yet to be, you 
can create an easy-to-spot trail of behaviors 
that can put a cap on your career. In this 
environment, here are some of the ways 
to mess up on the job without even know-
ing it.

1. Take advantage of your team. To 
do this, make it clear from the get-go that 
you’re a “team player.” This is what every-
one wants to hear today, so keep repeating 
it. Now that you have set the stage, make 
sure everyone knows you have too much 
on your plate to support the team.

2. Cover up your mistakes. To make 
this work, act totally innocent. Rehearse 
your story so you can act shocked if some-

one calls you on an error. Never crack, 
never confess. Once you get it down pat, 
you’re ready for the next time — and the 
next.

3. Always agree but don’t perform. 
When asked to do something, act interest-
ed and even excited, but never get around 
to it. After you have done this several 
times, the word will get around and you’ll 
be left alone.

4. Position yourself as the excep-
tion. You have figured it out and thought 
it through. There are good reasons why 
what applies to everyone in your group 
doesn’t apply to you. Don’t bother telling 
others about it. They’ve figured it out on 
their own.

5. Do only so much and nothing 
more. You’re not going to be around long; 
you’re already looking for your next gig. 
So, why knock yourself out? Just ignore 
the pressure to do more. Act busy, but take 
it easy on yourself.

6. Make it known that you’re meant 
for better things. Sure, you do your work, 
but you also talk about how great it was 
at your last job or how good your friends 
have it where they work.

7. Disappear when there is a crisis. 
Coming in early or staying late when it’s 
needed doesn’t work for you. Always have 
a reason ready why you can’t alter your 
regular schedule time or, better yet, even 
come in late or leave early.

8. Pass the blame around. The di-
rections were incorrect. Someone gave 
you inaccurate information, misled you, 
waited to the last minute to notify you, 
or had it in for you — on and on it goes. 
There’s plenty of blame to go around.

9. See yourself as a silo of one.
You’re an island, entire of yourself, to para-
phrase John Donne. “It’s blindness, which 
causes people to do stupid things,” states 
Gillian Tett in “The Silo Effect.”

10. Behave inconsistently. This is 
the most useful on-the-job strategy for 
hiding in plain sight. One time you’re up 
and the next time you’re down. Friendly, 
and then aloof. You’re unpredictable; no 
one knows how you’re going to react. It 
doesn’t take long before they stop count-
ing on you.

11. Believe they can’t do without 
you. You have been in the job for a while 
and you know the ropes, so you’re feeling 
good about yourself. You talk more openly 
about coworkers and play a little loose with 
the rules. While you believe your job is 
secure, others see a train wreck coming.

12. Get upset if you’re not getting 
a regular dose of praise. In fact, you’ve 
come to expect it. It’s almost an addiction. 
When you don’t receive praise, you’re 
quick to complain that you’re not appreci-
ated.

13. Ask for help but never offer it.
You can’t understand why your coworkers 
are reluctant to help you. It isn’t because 
they don’t like you. With you, helping is a 
one-way street.

14. Make it a point to play it safe. 
Whether it’s because you want to avoid 
criticism or you just can’t be bothered, 
never take a chance and step outside 
of your comfort zone. Everyone can see 
what you do, but not what you’re capable 
of doing.

15. Act like the rules don’t apply 
to you. When the rules benefit you, you 

make sure everyone knows about it. When 
they don’t, you come up with way to make 
it clear that you are the exception.

16. Overestimate your capabilities. 
Hey, you’re not alone on this one. Most of 
us tend to exaggerate our skills, capabili-
ties, and our performance, but some do it 
more than others and they’re surprised 
when they’re no longer needed.

17. Always be ready to come up 
with a complaint. It’s one thing after an-
other. We can count on you to make a big 
deal out of almost anything. Then, when 
something comes along that may be wor-
thy of a complaint, we ignore you.

18. Don’t learn new skills or ex-
pand your knowledge base. You don’t 
seem to recognize that no one arrives on 
a job perfectly prepared. It takes time to 
learn the ropes and then continue learning 
to become and remain highly productive.

19. Bluff your way. If you haven’t 
found a way to successfully mess up on the 
job, there’s always the other option: faking 
it. Claim to know something you don’t. 
Make up a story about an accomplishment 
or even awards or commendations. In 
other words, bluff your way through. It will 
work — until it doesn’t.

There may be other ways to mess up on 
the job that will jeopardize your future, but 
these are a good start.         

John Graham of GrahamComm is a mar-
keting and sales strategy consultant and 
business writer. He is the creator of “Magnet 
Marketing,” and publishes a free monthly 
eBulletin, “No Nonsense Marketing & Sales 
Ideas.” Contact him at jgraham@graham-
comm.com or johnrgraham.com.

JOHN 
GRAHAM 
No Nonsense 

Marketing

S tarting up a new business is 
 exciting while also being a 
 frightening and difficult task. The 

Pew Research Center 
reports that more than 
50 percent of startups 
fail in the first four 
years and fewer than 60 
percent earn any profit 
after 10 years. More 
than 500,000 individu-
als in America close 
their businesses for 
good every year. Scary 
stuff. 

This doesn’t mean 

you shouldn’t start a business, but it does 
mean you need to know what you are 
getting into before you jump in. You need 
to begin your startup with all of the ad-
vantages you can gain with the help of 
business mentors, business training, and 
experienced guidance. 

For free, you have available to you in 
Central New York, the U.S. Small Business 
Administration Syracuse District Office, 
the WISE Women’s Business Center, the 
area’s four Small Business Development 
Centers, area SCORE chapters, regional 
chambers of commerce, and local librar-
ies. Search for friends or relatives who 
have successful business experience to 

help guide you on this journey. 
For a cost, you can hire a business coach 

or startup coach in person or online. Find 
someone who has been through the fire of 
opening his/her own business startup — 
someone who has been awake at night not 
knowing how to pay the bills. Find someone 
who understands how to determine if your 
business idea is viable, who your customers 
are, and if you can earn a profit. A coach 
who can teach you how to make your ser-
vice consistent, how to set up systems in 
your new business, how to scale your busi-
ness, and how to keep a life while building 
your dream would be most helpful.

The success stories of business start-
ups will be individuals who have the deter-
mination, the desire, the time, the passion, 
the willingness to listen and learn, and 
the financial resources to follow this to 

the end. 
Starting up a new business is like climb-

ing Mount Everest. It’s over 29,000 feet 
high with frigid, extreme weather condi-
tions; it takes more than three months to 
climb; danger is all around you each and 
every day; it costs upward of $100,000 
to do it; and you have only a 50 percent 
chance of success in reaching the top. 

Climbing Mount Everest or starting up 
a business is not for the weak, timid, or 
foolish. Each requires planning, training, 
resources, and an experienced guide to 
increase your chances for success.          

James McEntire, of Camden, is owner of 
Boomers Startups, and helps baby boomers 
jump start their startup plans. Contact him 
at james.r.mcentire@gmail.com or (315) 
225-3536. 

Are You Ready to Start a Business?

JAMES
MCENTIRE 

Viewpoint

mailto:jgraham@graham-comm.com
mailto:jgraham@graham-comm.com
mailto:jgraham@graham-comm.com
mailto:james.r.mcentire@gmail.com
http://www.24hrbrandbash.com
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Digital-marketing strategies health-care providers shouldn’t ignore

I n marketing, few things change as
 quickly as digital media. Oftentimes,
 trends tagged as “the next best 

thing” simply come 
and go, and they’re not 
around long enough 
to make a real impact. 
Other times, trends 
stick; they’re tested, 
reworked, and re-test-
ed so that their true 
potential and return 
are reached. In my 
opinion, those are the 
“trends” you want to 
grab onto — the ones 
that have had time to 

get better over time and prove their stay-
ing power. 

 There are two key strategies I predict 
will gain more traction in 2019 — artificial 
intelligence and video — because they’ve 
had time to blossom from “the shiny new 
thing everyone’s doing” to “legit market-
ing strategy that can drive business re-
sults when applied correctly.” 

Whether you work for a health-care 
practice, hospital, or health-insurance 
company, these strategies can help you 
achieve any number of goals, including: at-
tract new patients, retain existing patients, 
improve patient satisfaction and communi-
cation, improve staff efficiency, and drive 
more revenue. 

First up is AI. Tapping into artificial 
intelligence (AI) to analyze customer/
patient behavior and patterns isn’t as 
creepy as it might sound. If you want 
to get the most helpful information into 
patients’ hands at the right time, then you 
need to better understand their needs and 
wants. To research that manually could 
take countless hours; AI technology can 
help streamline work to help you create 
strategic, impactful, purposeful marketing 
moves. Here are a few examples:

• Content. AI technology can map a 
consumer’s digital journey on your web-
site and anticipate a next best step for 
them. For instance, after they read a blog 
post or article on your website, AI can 
deliver a predictive prompt such as, “If 
you liked this, then you might also like 
this …,” directing the visitor to another 
relevant post. 

• Chatbots. Powered by AI, a website 
chatbot can answer the FAQs that your 
receptionist often gets, thereby reduc-
ing your overhead, creating efficiencies, 
and improving your customer service. 
Imagine if you could automate 30 per-
cent of your phone calls by answering 
common questions (such as: What are 
your hours? Where are you located? What 
insurance do you take? What’s your after-
hours number?). When chatbots were first 
introduced, you had to be a tech person 
to understand, implement, and use them; 
today, the technology is plug-and-play so 
you can have it set up in minutes. 

• Personalization. We are all unique 
individuals. We each have our own prefer-
ences, habits and path to purchase; heck, 
we each have a name. Research shows 
that it pays to get personal with custom-
ers, and that’s where AI comes into play. 
Customers want to feel like you know and 
understand their needs, so use their first 
name in emails, create landing pages that 
are specifically for them, and incorporate 
variable content that is relevant to them 
and their customer journey. 

Let’s say you’re a general practitioner 
who sees patients between the ages of 
18 and 80; that’s a wide variety of people 
at vastly differently life stages. You can 
segment your patient data and push out 
information that is most useful to specific 

groups of people. For example, if you see 
an uptick in arthritis cases within a certain 
age range, arm younger patients early 
with preventive information and provide 
patients in the target age range (older 
patients) with information more relative 
to treatment.

Second is video. Here are some stats 
for consideration: 

• 70 percent of consumers say that 
they have shared a company’s video

• 72 percent of businesses say video 
has improved their conversion rate

• 52 percent of consumers say that 
watching informational videos makes 
them more confident in online-purchase 
decisions

When creating content for your audi-
ence, don’t underestimate the power of 
video. Video allows people who may not 
have otherwise been willing or able to 
consume your content to do so. By default, 

creating video also creates audio content 
— listening is great alternative to reading 
or even watching.

You don’t need to be a videographer 
and you don’t need a professional cam-
era. You do need good quality footage 
(lighting, no shaky camera, and decent 
audio) and a topic of interest to your audi-
ence. For example, if you’re a pediatrician, 
shoot a video about “Five Tips to Help 
Kids Fight the Flu” or “Three Signs Your 
Child Needs to See a Doctor During Flu 
Season.” If you work at a hospital, shoot 
some behind-the-scenes footage to show-
case a specific hospital wing or highlight 
staff members. If you’re a physical thera-
pist, then demonstrate simple stretches 
people can do while at work. 

Live video is trending now with busi-
nesses on Facebook, Instagram, and 
YouTube. This type of content is easy 
to create and implement to quickly get 

in front of an engaged audience. Small-
business owners can host Q&As, offer a 
behind-the-scenes look, or office tours.

When it comes to video, easy, informa-
tive, and useful are three keys to keep in 
mind. When they’re produced, send them 
via email, share them to social media, and 
post them on your website. 

Both of these strategies are tried and 
true, and delivering results for many busi-
nesses when executed the right way. As 
with most marketing strategies, these two 
are scalable, enabling you to start as small 
or go as big as you want. Today’s health-
care landscape is more crowded and com-
petitive than ever — what are you doing to 
stand out in 2019?           

Chris Panebianco is chief marketing officer 
at Bankers Healthcare Group, a provider of 
financing to health-care providers. Contact 
Panebianco at chrisp@bhg-inc.com

CHRIS
PANEBIANCO 

Viewpoint
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315.437.1181 / 585.924.1600
www.buckeyecorrugated.com

Buckeye Corrugated Inc.
Syracuse/Rochester Divisions
An Employee Owned Company

Company Spotlight
Name of Business:  Buckeye Corrugated, Inc
Website:  www.buckeyecorrugated.com
Products/Services:  Corrugated Packaging, Lifdek Corrugated Pallets, Point of Purchase Displays, 
7 Color Capability, Free Packaging Analysis
Top Executives:  Jim Trombino, Division President, Empire / Bob Harris, Division President, Koch
Jason Crouch, Sales Manager, Empire / Kristen Erwin, Sales Manager, Koch
Geographic Area Company Serves:  New York State, Pennsylvania, New England

Company Spotlight
• Name of Business: Buckeye Corrugated, Inc
• Website: www.bcipkg.com
• Products/Services: Corrugated Packaging, Point of 

Purchase Displays, 7 Color Capability, Digital Printing, Free 
Packaging Analysis - uptime on automated lines, designs that 
reduce labor costs, performance based specifications.

• Top Executives: Jim Trombino, Region General Manager
Jason Crouch, General Manager, Syracuse / Kristen Erwin, General 
Manager, Rochester / Brent Ames, Region Sales Manager

• Geographic Area Company Serves: New York State,
Pennsylvania, New England - nine other BCI facilities nationwide.

315.437.1181 / 585.924.1600
www.bcipkg.com

NOW HIRING!
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HOTELS
Ranked by Number of Rooms

Rank
Prev.
rank

Name
Address
Phone/Website

Toll-Free
Reservation

Number
Rooms
Suites Guest Amenities

General Manager or Key
Management

Year
Estab.

41.
47 Best Western Syracuse Airport Inn

Hancock International Airport
North Syracuse, NY 13212
(315) 455-7362/
bestwesternsyracuse.com

(800) WESTERN 95
4

high-speed Internet, executive suites, shuttle service,
coffeemaker, comp. breakfast, free overnight parking

Scott Parody, General
Manager

1963

.
46 Holiday Inn Express Syracuse Airport

5418 South Bay Road
North Syracuse, NY 13212
(315) 454-0999/hiexpress.com/syracuseny

(888) HOLIDAY 95
7

business center, complimentary hot breakfast, airport
shuttle, wireless Internet, priority club rewards

Conrad Struzik, General
Manager

Lorry Cuda, Director of
Sales

Kelly Cleveland, Front
Office Manager

2007

43.
NR Days Inn Syracuse University

6609 Thompson Road
Syracuse, NY 13206
(315) 437-5998

- 93
4

complimentary continental breakfast, free WiFi Philip M Howell, General
Manager

1983

44.
49 Craftsman Inn & Conference Center

7300 E. Genesee St.
Fayetteville, NY 13066
(315) 637-8000/craftsmaninn.com

(800) 797-4464 90
21

free high-speed wireless, full-service meeting facilities Patrick Owens, General
Manager

Heidi Hackett, Director of
Sales & Marketing

1995

45.
51 Binghamton/Vestal Hampton Inn & Suites

3708 Vestal Parkway E.
Vestal, NY 13850
(607) 797-5000/hamptoninn.com

(800) HAMPTON 79
40

refrigerator, guest laundry, valet service, high-speed
Internet, AV equipment, meeting facilities

JoAnne Muniak, General
Manager

1999

46.
52 Residence Inn by Marriott - Syracuse

Downtown @ Armory Square
300 West Fayette St.
Syracuse, NY 13202
(315) 422-4864/marriott.com/syrdr

(888) 236-2427 78
78

fitness center Jim Wefers, General
Manager

Rachel Mickle, Director of
Sales

2013

47.
34 Comfort Inn at Carrier Circle

6491 Thompson Road
Syracuse, NY 13206
(315) 437-0222/syrhotel.com/comfort-inn

(800) 4-Choice 69
0

complimentary hot breakfast, free Wi-Fi, Choice
Privileges points available, on-site fitness center, recently

refreshed property

Thomas Denely, General
Manager

Robert L. Ward, Director of
Sales

1986

48.
NR Hampton Inn Ithaca

337 Elmira Road
Ithaca, NY 14850
(607) 277-5500/Ithaca.HamptonInn.com

(800) HAMPTON 66
0

complimentary hot breakfast buffet, free Wi-Fi, free
parking, guest rooms furnished with microwaves and

refrigerators

Amy Magdon, General
Manager

2004

49.
56 La Tourelle Hotel * Spa * Bistro

1150 Danby Road
Ithaca, NY 14850
(607) 273-2734 /latourelle.com

(800) 765-1492 54
3

pillow-top mattress, complimentary Wi-Fi, mini-
refrigerator, cable TV with DVD player, clock radio, iron
and ironing board, hair dryer, coffee maker, telephone

with voicemail

Scott Wiggins, Managing
Director

Eileen Ahart, Catering
Manager

Kristen Stucky, Sales
Manager

Cameron Ostmeier,
Resident Manager

1986
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• Affordable Meetings & Seminars
• A 50,000 sq ft facility, many breakout rooms
• 2 full-service restaurants on premises
• A 76 room country Inn on our 52 acre campus-like estate
• State-of-the-Art AV equipment
• Free shuttle service
• Three generations of excellence since 1908

7900 Turin Rd., Rt. 26N, Rome, NY 13440
Contact Dawn Hediger 315-336-1700 x 314

or dhediger@thebeeches.com
Conf. # 315.336.1700 • Inn # 315.336.1775 •  800.765.7251

w w w . t h e b e e c h e s . c o m

O�ering:

BE CONFIDENT…
…With us your event will be a success

Beeches
Inn & Conference Center

The

Visual Technologies’ high-quality rentals, premium staging services and 24/7 tech support 
improve the look and sound of any presentation, video conference or event. Even this one. 
Trust Visual Technologies to take care of all your A/V needs. But, the rest is up to you!

1620 Burnet Ave    Syracuse, NY 13206    315.423.2000    www.visualtec.com

DREAMING OF A 
BETTER PRESENTATION?

CONFERENCE & MEETING FACILITIES
Ranked by Maximum Exhibit Area in Square Feet

Rank
Prev.
rank

Name
Address
Phone/Website

Max. Exhibit
Area Sq. Ft.

—
Meeting
Rooms

Max. Seated
Capacity:
Banquet

—
Theater

No. of
Sleeping
Rooms Meeting Equipment Available Top Management

Year
Estab.

39.
36 Holiday Inn Auburn

75 North St.
Auburn, NY 13021
(315) 253-4531/hiauburn.com

6,294
—
8

600
—
700

163 LCD projector & high-definition monitor
with DVD/VHS combo deck, PA system,

microphones, polycom conference
telephone, flipcharts, easels, whiteboards

Nasir Zahir, General Manager
Sean O'Key, Director of Sales

1980

40.
37 The Oasis at Thunder Island

21 Wilcox Road
Fulton, NY 13069
(315) 598-8016/thunder-island.com

6,200
—
2

420
—
600

0 chairs, tables, skirts, PA system, outdoor
facilities also available

Harry Perau, COO 1979

41.
NR Kallet Civic Center

159 Main St.
Oneida, NY 13421
(315) 363-8525/kalletciviccenter.org

6,000
—
1

400
—
700

0 tables, chairs, portable stage, stage
curtains, concession stand, sound system,
lighting, projector, projector screen, baby

grand piano, kitchen facilities

Carli A. Rodio, Executive Director 1983

42.
39 Bayshore

104 Bayshore Drive
Oswego, NY 13126
(315) 343-3779 /bayshoregrove.com

5,800
—
1

350
—
420

0 LCD projector, screen, podium, wireless
microphones, easels

George S. Broadwell, Director of
Special Events

1968

43.
40 Mohegan Manor

58 Oswego St.
Baldwinsville, NY 13027
(315) 857-0078/moheganmanor.com

5,500
—
6

150
—
200

0 Apple TV, screens, microphones, courtesy
limo to all hotels

Dennis N. Sick, General Manager 1990

44.
NR American Foundry

246 W. Seneca St.
Oswego, NY 13126
(315) 342-2332/theamericanfoundry.com

5,400
—
1

275
—
300

0 professional lighting system, professional
sound system, projector and screen

Mary Ciappa, Events Manager 1992

45.
NR Daniele's Banquet Specialists

8360 Seneca Turnpike
New Hartford, NY 13413
(315) 733-8358/danielesvalleyview.com

5,200
—
3

500
—
526

0 AV, screens, LCD projector, PA system,
chairs, tables, special accommodations

upon request

Jeffery E. Daniels, General
Manager

2005

46.
41 Celebrations Banquet Facility & Conference

Center
2331 Slaterville Road
Ithaca, NY 14850
(607) 539-7416/
celebrationsbanquetfacility.com

5,000
—
1

300
—
300

0 AV, customized menus, breakout areas,
podium, wireless microphones, private

parking

John Morse, Owner
Laurie Morse, Owner

1999

47.
42 Holiday Inn Elmira Riverview

760 E. Water St.
Elmira, NY 14901
(607) 734-4211/FingerLakesHotels.com

4,800
—
8

400
—
400

149 easel, TV, DVD Player, VCR, projection
screen, overhead projector, LCD projector,

wireless microphone, wireless Internet

Sheila Thomas, General Manager 1973

.
42 Enchanted Forest Water Safari

3183 New York 28
Old Forge, NY 13420
(315) 369-6145/WaterSafari.com

4,800
—
9

1,000
—

1,000

77 available upon request Zoe Gosnell, Director of Sales
Joe Guido, Director of Food

Service

1956

49.
44 Radisson Hotel Utica Centre

200 Genesee St.
Utica, NY 13502
(315) 797-8010/radisson.com/uticany

4,600
—
10

400
—
550

162 screens, television, DVD player, computer/
laptop, LCD projector

Michael Fults, General Manager 1980
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FOOTNOTE:
1. In the process of opening a Chemung 
County dispensary

ABOUT THE LIST
Information was provided by representatives 
of listed organizations and their websites, 
and the New York State Department of 
Health. Other groups may have been eligible 
but did not respond to our requests for infor-
mation. While The Business Journal strives to 
print accurate information, it is not possible 
to independently verify all data submitted. 
We reserve the right to edit entries or delete 
categories for space considerations.

Central New York includes Broome, Cayuga, 
Chemung, Chenango, Cortland, Herkimer, 
Je� erson, Lewis, Madison, Oneida, Onon-
daga, Oswego, St. Lawrence, Seneca, Tioga, 
and Tompkins counties.

NEED A COPY OF A LIST?
Electronic versions of all our lists, with ad-
ditional � elds of information and survey 
contacts, are available for purchase at our 
website: cnybj.com/Lists-Research

WANT TO BE ON THE LIST?
If your company would like to be considered 
for next year’s list, or another list, please 
email vmarriner@cnybj.com

MEDICAL-MARIJUANA FACILITIES IN CNY
Listed Alphabetically

Rank

Name

Address

Phone/Website

No. of CNY Dispensing

Facilities

No. of CNY Manufacturing

Facilities Manufacturing Locations Top Executive

Year

Estab.

.
Citiva Medical LLC

202 Flatbush Ave.

Brooklyn, NY 11217

(212) 257-3145/citiva.com

11

0

Orange County Kim Volman, CEO, Co-Founder 2015

.
Etain, LLC

2140 Erie Boulevard E.

Syracuse, NY 13224

(914) 437 7898/etainhealth.com

1

0

Warren County Amy Peckham, CEO 2014

.
MedMen, Inc.

1304 Buckley Road, Suite 106

Syracuse, NY 13212

(315) 802-5379/medmen.com/ny

1

1

Oneida County Adam Bierman, Co-Founder & CEO 2010

.
NYCANNA, LLC

224 Harrison St., Suite 700

Syracuse, NY 13202

(888) 853-5328/terradiol.com

0

1

Onondaga County Kevin P. Murphy, CEO 2016

.
PharmaCann LLC

642 Old Liverpool Road

Liverpool, NY 13088

(315) 666-1185/pharmacannis.com/ny

1

0

Orange County Teddy Scott, CEO & Founder 2014

.
Valley Agriceuticals, LLC (dba Remedy-NY)

4776 Commercial Drive

New Hartford, NY 13413

(518) 500-2539/remedy-ny.com

1

0

Orange County Erik Holling, President 2019

.
Vireo Health of New York LLC

589 Harry L Drive

Johnson City, NY 13790

(844) 484-7366/vireohealthny.com

1

0

Fulton County Ari Hoffnung, CEO 2015

3. Offering higher salaries
At the end of the day, we all know that

compensation — be it salary, benefits, or 
a combination of the two — is often the 
determining factor in choosing a new job. 
So, it’s no surprise that 17 percent of busi-
ness owners say they are offering higher 
salaries to attract prospective employees. 
When the job market is this tight, busi-
nesses need to be able to compete on sal-
ary to attract and retain workers.

Before making an offer to a job can-
didate, try to get a sense of what your 
competitors are offering and make sure 
that your package is competitive. Job hunt-
ers value company culture and workplace 
environment, but if you aren’t offering at 
least comparable benefits, you may find 
it challenging to secure the top talent that 
can help your business thrive. 

Small-business owners are planning for 
2019 to be a year of growth and to meet 
their goals they will need to make sure 
they have strong teams supporting them. 
Today’s successful entrepreneurs are tak-
ing a holistic and competitive approach to 
hiring, considering their culture and social 
presence as well as salary — to ensure 
they are poised to stand out in the current 
crowded labor market.          

Michael Brunner is Bank of America’s 
Syracuse market president and Lynn Coates 
is the bank’s VP of small business banking in 
the Syracuse market.

TALENT:   Before making an
offer to a job candidate, try to 
get a sense of what your com-
petitors are offering
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Terry Gao
OWNER 
CAITEC 

When Terry Gao started selling birdcages at a local flea market, he never dreamed that 25 years later his company 

would be one of the world’s leading pet product manufacturers. With a focus on innovative bird and dog toys, 

Caitec continues to evolve and grow with the help of M&T Bank. For Caitec, it’s not only M&T’s ability to provide 

the resources needed to expand, but also our unwavering commitment to understanding the ins and outs of their 

business that has created a lasting partnership. To learn what M&T can do for your business, call 1-800-724-6070. 

And visit mtb.com/whatsimportant to see more of Terry’s story.
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An opportunity to soar. 
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