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MERGER IN THE 
WORKS: 
Area hospices await 
state approval on 
merger agreement.
Page 4.
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SPECIAL REPORT:

small business

COLELLA GALLERY MOVES FROM ONE SYRACUSE 
LANDMARK TO ANOTHER
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HOWARD HANNA REAL ESTATE’S CEO SEES SOME 
GOOD TRENDS

COR GETS 5YEAR EXTENSION ON AGENCY 
AGREEMENT FOR INNER HARBOR
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UTICA — Mohawk Valley Community 
College’s (MVCC) recent sixth annual 
NanoDays and STEM Fest drew more than 300 
people over two days.

On April 20, about 250 students from local 
elementary schools attended the event at the 
college’s Alumni College Center. On the fol-
lowing day, another 125 people attended, an 
MVCC spokesperson tells CNYBJ.

The NanoDays event brings university 
researchers and science educators together 

to “create new and unique learning experi-
ences for students to explore the world of 
atoms, molecules, and nanoscale forces,” the 
college said. There were 14 displays at this 
year’s event, giving both children and adults 
a hands-on opportunity to check out science, 
technology, engineering, math, and nanotech-
nology. 

The event seeks to inspire young people to 
go on to pursue these fields when they go to 
college.
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CNYBJ Briefs

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

COMING UP:
June 4 List: Commercial-Property 
Management Firms
June 4 Special Report: Energy/
Environment/Sustainability

June 11 List: Environmental Firms
June 11 Special Report: Construction/
Sub-Contractors

June 18 List: Sta�  ng Firms
June 18 Special Report: The Tech Pulse

June 25 List: CPA Firms
June 25 Special Report: Law/Accounting/
Taxes

July 2 List: Minority-0wned Businesses
July 2 Special Report: Engineering/
Architecture Directory

July 9 List: Financial Planners
July 9 Special Report: Manufacturing/
High-Tech/Logistics

Hundreds attend MVCC’s Nano Days 
and STEM Fest 

Hancock Estabrook’s McCann is new presi-
dent of Onondaga County Bar Association 

SYRACUSE — John T. McCann, a partner in the 
Syracuse–based law firm of Hancock Estabrook, 
LLP, has been sworn in as the new president of the 
Onondaga County Bar Association (OCBA) board 
of directors. 

He was sworn into office at the OCBA’s Law Day 
Breakfast on May 1, according to a recent Hancock 
Estabrook news release.

The OCBA has more than 1,500 members and 
represents practicing attorneys, honorary mem-
bers, law-student members, and other special 
members at the discretion of its board.

James P. Murphy was the previous OCBA board 
president and James M. Williams held the position 

before that, according to the 
bar association’s website.

McCann is a member of 
Hancock Estabrook’s labor & 
employment practice. He has 
represented management for 
more than 32 years on issues 
such as employment litiga-
tion, collective bargaining, 
labor arbitrations, preparation of employment 
contracts, formulation of employment policies and 
practices, investigations, labor audits, supervisory 
training, and compliance with employment laws 
and regulations.

Charles McChesney
cmcchesney@cnybj.com
315.579.3904

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

With the latest 
downfall of a 
high-profile 
New York State 
politician, is it 
time for term 
limits for all state 
elected officials?
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Total Responses: 

203

SBA @SBAgov

#DYK the SBA helps small businesses with their 
trade needs? Exporting goods increases your 
profi ts, reduces market dependence, and stabi-
lizes seasonal sales. Connect with SBA resources 
and partners to get help exporting http://ow.ly/
EjVN30jSoUP .

Richard Shorney @retailmentoring

Do what you can for your place and community. 
Please use your local #smallbiz and #independent 
shops. It is SO important and will have a huge 
knock on eff ect. 

Frugal Finance @Frugal__Finance

Social media branding strategies for eff ective 
brand promotion & competitive edge https://
www.myfrugalbusiness.com/2018/05/social-
media-marketing-branding-strategies.html …  

Mitch Mitchell @Mitch_M

Setting Your #LinkedIn #Privacy Preferences 
http://www.imjustsharing.com/setting-your-
linkedin-privacy-preferences/ … #socialmedia 
#marketing

Dave Ulrich @dave_ulrich

Top leaders still need to grow and change. The 
talents and skills that got you there won’t always 
keep you there

Mark C. Crowley @MarkCCrowley

Organizations seeking meaningful change in their 
#culture cannot hand the task off  to #HR & expect 
success. #CEOs & top execs must own it, lead it & 
embody it.

CareerMetis.com @CareerMetis

Why to Choose a Career in Mobile App Develop-
ment? https://www.careermetis.com/choose-
career-mobile-app-development/ … #career

Hannah Morgan @careersherpa

How to Increase Your Infl uence at Work http://
bit.ly/2Fkh1iA (via @HarvardBiz) #jobs #careers 
http://pbs.twimg.com/media/DdXaC7lWsAA-
RlwL.jpg …

Michael Walsh, APR, ABC @mlwalsh

Why would a PR pro voluntarily leave a comfort-
able corporate job? To follow a dream … and 
inspire a little girl. https://www.linkedin.com/
pulse/why-i-quit-corporate-america-blame-
6-year-old-girl-michael …

Amy Glass @MrsGlass

You can do it! What You Need To Know To Become 
A Runner http://bit.ly/2hVQGNR #WillRun4I-
ceCream via @MrsGlass #running #tips

Cayuga Tourism @Cayuga_Tourism

The Cayuga County Visitors Guide is your passport 
to fun in the Finger Lakes. Order your copy today! 
https://www.tourcayuga.com/about-cayuga-
county/visitors-guide/#.Wv8cQ5DpImY.twitter

Ron Feir @ronfeir

15 #Patio Design #Tips via @BHG http://bit.
ly/2rMCN6Z 

   CNYtweetstweets

Craft store, Creative Joy, 
formally opens in Owego

OWEGO — Creative Joy, an Owego craft store, formally 
opened on May 14 with a ribbon-cutting event with the 
Tioga County Chamber of Commerce to celebrate the 
shop’s new location. 

Creative Joy, situated at 173 Front St., says it has offered 
“high-end” crafting experiences since 2015, including 
supplies, gifts, and classes such as beading, soap-making, 
candle making, and more. The business says it is “dedicated 
to nurturing your creative side.”

Creative Joy (www.mycreativejoy.com) is open Tuesday 
through Saturday.

8%
No, term limits are not the 

solution to Albany’s problems   

McCann

92%
Yes, it is time we limit 

how long they can stay 
in office   

PH
OT

O 
CR

ED
IT:

 CR
EA

TI
VE

 JO
Y F

AC
EB

OO
K P

AG
E

Students participate in Mohawk Valley Community College’s recent sixth annual NanoDays and STEM Fest, which 
drew more than 300 people in two days.

Follow us 
on Twitter at

@cnybj
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COR gets 5-year extension on agency 
agreement for Inner Harbor
BY CHARLES MCCHESNEY
cmcchesney@cnybj.com

SYRACUSE — Onondaga County’s development 
agency has voted to keep COR Inner Harbor Company 
LLC as the agency for developing Syracuse’s Inner 
Harbor.

The Onondaga County Industrial Development 
Agency (OCIDA) voted Monday morning to extend 
COR’s agent agreement to Dec. 1, 2021.

The original agreement was signed in 2015. It 
expired at the end of 2017, according to Tony 
Rivizzigno, OCIDA’s attorney. 

Formerly an industrialized area, the Inner Harbor, 
at the southern end of Onondaga Lake, has been un-
dergoing a transformation with the building of hotels 
and apartments.

In 2016, COR built a 134-room Aloft Hotel, the first 
new building put up as part of a $350 million plan for 
the Inner Harbor.

Construction is currently underway at Iron Pier, 
a luxury apartment complex on West Kirkpatrick 
Street. The project includes 108 apartments on three 
floors and more than 40,000 square feet of retail 

space.
“This community is located near downtown 

Syracuse and offers easy access to shopping, en-
tertainment, and transportation,” according to the 
development’s website. “Each one of our nine unique 
layouts are designed with convenient features for 
comfortable waterfront living. Choose from one 
bedroom, one bedroom with a den, and two bedroom 
apartments ranging from 546 to 1,365 square feet!”

OCIDA Chairman Patrick Hogan says court cases 
involving leaders of COR, including a corruption trial 
earlier this year that resulted in the conviction of 
COR executive Steve Aiello on conspiracy charges 
and a second corruption trial expected to begin 
within a month, had no effect on the extension vote.

“No,” Hogan says, “we vote on the project.”
Aiello’s attorney, Stephen R. Coffey, has said he 

will seek to have the conspiracy conviction over-
turned.

When Stephanie Miner was mayor of Syracuse, 
the city tried many times to block COR’s payment-
in-lieu-of-taxes agreement with OCIDA, claiming it 
would cost the city millions of dollars in lost tax rev-
enue. The lawsuits were repeatedly dismissed.         

Tehan retires after 
nearly 40 years as 
Upstate Cerebral 
Palsy leader
BY JOURNAL STAFF
news@cnybj.com

UTICA — After nearly 40 years as president and CEO of 
Upstate Cerebral Palsy, Louis B. Tehan retired on May 1. Upon 
his retirement, Geno DeCondo, previously chief operating 
officer of Upstate Cerebral Palsy, assumed leadership of the 
agency as executive director. 

A native of Utica, Tehan joined Upstate 
Cerebral Palsy as executive director in 1979. 
At that time, the agency had a budget of $1 mil-
lion with one building serving 450 individuals. 
Over the course of the next four decades, he 
paved the way for the rapid acquisition of new 
buildings and treatment sites, as well as the de-
velopment of new programs across New York 
state, the organization said in a news release. 

With its first residence opening in 1986, 
the agency has since opened more than 50 
additional sites for children and adults across 
seven counties and expanded services cen-
tered on individuals’ needs. 

“Tehan has been the voice for thousands of 
people with differing abilities who were unable 
to speak or advocate for their needs. Throughout his tenure, he 
has tirelessly advocated for increased supports for the people 
who receive Upstate Cerebral Palsy’s services. He also has lob-
bied for and is committed to supporting staff through increased 
wages for direct support workers,” Upstate Cerebral Palsy said.

“While I’ve learned many things over the past 39 years, I 
believe the most important lessons have come from the coura-
geous pioneers that started our agency …” stated Tehan. “Our 
agency has matured as the leader of quality, individually based 
innovative services, and it is our honor and privilege to serve 
every person as if he or she were the only person receiving 
those services — for this I am so proud.”

DeCondo began his career with Upstate Cerebral Palsy in 
2008 as the executive VP and later was named chief operating 
officer/chief financial officer in November 2016. In addition 
to handling an extensive budget across multiple affiliate agen-
cies, he was executive director of Mohawk Valley Handicapped 
Services, Inc., an affiliate that served as a holding corporation 
for many Upstate Cerebral Palsy facilities, the release stated.

Upstate Cerebral Palsy is a provider of direct-care services 
and programs for individuals who are physically, developmen-
tally, or mentally challenged, and their families. The organiza-
tion generated nearly $86 million in total revenue in 2016.        

Tehan

DeCondo
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Our winner visits 
have begun!

Stay tuned and join us 
September 12 for the 

countown to #1 

For the top 40 list or to register, visit bizeventz.com

CONGRATULATIONS!

Will your drone video 
rise

above 
the 

rest?

Find out by entering your best in the second 
annual NYS Fair Drone Film Festival. This open 
competition celebrates filmmakers of all kinds  
 (amateur, professional, student, business) who 
tell their stories with drones.

The competition complements Central NY Rising, 
a comprehensive strategy to grow the region’s 
economy. Central New York and the Mohawk Valley 
are home to our state’s Drone Corridor, devoted 
to cutting-edge R&D for this fast-growing 
industry. 

The winners in each of nine categories will 
be screened at a special presentation during 
The Great New York State Fair. Don’t miss your 
chance for glory.

Enter your video at
filmfreeway.com/NYSFairDroneFilmFestival

Don’t delay. Deadline is June 30, 2018. 

NYAM04242_4875x6375_Drone_Ad, 4.875”w x 6.375”h, 4C
04242_4875x6375_Drone_Ad_F.indd   2 4/25/18   2:21 PM

mailto:cmcchesney@cnybj.com
mailto:news@cnybj.com
http://www.bizeventz.com
http://www.filmfreeway.com/nysfairdronefilmfestival
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BY ERIC REINHARDT
ereinhardt@cnybj.com

T he Empire State Manufacturing
 Survey general business-condi-
 tions index rose 4 points in May to 

20.1, “indicating a faster pace of growth 
than in April.”  

The index had dipped 7 points in April 
to 15.8.

The responses in the May survey indi-
cated that manufacturing business activity 
“grew strongly” in New York, the Federal 
Reserve Bank of New York said in its May 
15 report.

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

The survey found 40 percent of respon-
dents reported that conditions had im-
proved over the month, while 20 percent 

reported that conditions had worsened.

Survey details
The new-orders index rose 7 points to 

16.0 and the shipments index was little 
changed at 19.1, indicating that orders and 
shipments “again grew strongly.” 

Unfilled orders increased, and inven-
tories moved higher, the New York Fed 
said. The delivery-time index was close 
to last month’s level at 13.7, a “sign that 
delivery times continued to lengthen.”

The index for number of employees 
edged up 3 points to 8.7, while the aver-
age-workweek index fell to 11.1, readings 
pointing to a “modest increase” in employ-
ment and hours worked. 

Price increases remained “elevated.” 
The prices-paid index moved up 7 points 
to 54.0, its highest level since 2011, indi-
cating a “pickup” in input-price increases. 

The prices-received index rose 2 points 
to 23.0, suggesting “ongoing moderate” 
selling-price increases.

Optimism about the six-month outlook 
increased, but “fell short of levels enjoyed 
in recent months,” the New York Fed said. 

The index for future business condi-
tions, which plunged to 18.3 in April after 
remaining above 40 for most of the past 
year and a half, regained 13 points to 
reach 31.1 in May. 

Employment was expected to increase 
in the months ahead, and the indexes for 
future prices remained “elevated.” The 
capital-expenditures index moved up 4 
points to 29.5, and the technology-spend-
ing index rose to 23.0.

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.                   

ASK THE EXPERT:
Cyber Security for Small Businesses  
H igh-pro�le cyber attacks on companies such as Target and

Sears have raised awareness of the growing threat of
cyber crime. Recent surveys conducted by the Small Busi-

ness Administration, Symantec, Kaspersky Lab and the National 
Cybersecurity Alliance suggest that many small-business owners 
are still operating under a false sense of cyber security.

The statistics of these studies are grim; the vast majority of 
U.S. small businesses lack a formal Internet security policy for 
employees, and only about half have even rudimentary cyber-
security measures in place. Furthermore, only about a quarter of 
small business owners have had an outside party test their com-
puter systems to ensure they are hacker proof, and nearly 40 per-
cent do not have their data backed up in more than one location. 

Don’t Equate Small with Safe
Despite signi�cant cybersecurity exposures, 85 percent 

of small business owners believe their company is safe from 
hackers, viruses, malware or a data breach. This disconnect 
is largely due to the widespread, albeit mistaken, belief that 
small businesses are unlikely targets for cyber attacks. In reality, 
data thieves are simply looking for the path of least resistance. 
Symantec’s study found that 40 percent of attacks are against 
organizations with fewer than 500 employees. 

Outside sources like hackers aren’t the only way your company 
can be attacked—often, smaller companies have a family-like 
atmosphere and put too much trust in their employees. This can 
lead to complacency, which is exactly what a disgruntled or re-
cently �red employee needs to execute an attack on the business.

Attacks Could Destroy Your Business
As large companies continue to get serious about data se-

curity, small businesses are becoming increasingly attractive 
targets—and the results are often devastating for small busi-

ness owners. They not only lose data, but customers, pro�ts, and 
reputation.

According to the Kaspersky Lab, the average annual cost of 
cyber attacks to small and medium-sized businesses was over 
$200,000 in 2017. As a result, nearly 60 percent of the small busi-
nesses victimized by a cyber attack close permanently within six 
months of the attack. Many of these businesses put o� making 
necessary improvements to their cyber security protocols until it 
was too late because they feared the costs would be prohibitive. 

10 Ways to Prevent Cyber Attacks
Even if you don’t currently have the resources to bring in an 

outside expert to test your computer systems and make security 
recommendations, there are simple, economical steps you can 
take to reduce your risk of falling victim to a costly cyber attack:
1. Train employees in cyber security principles. 
2. Install, use and regularly update antivirus and antispyware 

software on every computer used in your business.
3. Use a �rewall for your Internet connection. 
4. Download and install software updates for your operating

systems and applications as they become available.
5. Make backup copies of important business data and infor-

mation. 
6. Control physical access to your computers and network com-

ponents. 
7. Secure your Wi-Fi networks. If you have a Wi-Fi network for 

your workplace make sure it is secure and hidden.
8. Require individual user accounts for each employee. 
9. Limit employee access to data and information, and limit

authority to install software. 
10. Regularly change passwords.

Your Emerging Technology Partner
A data breach could damage your business, costing you 

thousands of dollars in lost sales and/or damages. Contact your 
local independent agent or CH to learn about Cyber/Data Breach 
insurance options.  As your trusted advisor, we have the neces-
sary tools to ensure you have the proper coverage to protect your 
company against losses.

Let’s Talk.  (315) 234-7500 
To read more, please visit chinsurance.cc

Joe Convertino, Jr   
President
Joe Convertino, Jr   

New York manufacturing 
index rises in May on 
“faster pace of growth”        

BY ERIC REINHARDT
ereinhardt@cnybj.com

T he New York State Department of
 Health still needs to give its final
approval, but two area hospices are 

set for a merger.
The boards of directors and the leader-

ship of Hospice of the Finger Lakes (HFL) 
and Hospice of Central New York (HCNY) 
have agreed to merge. 

The decision follows “several months of 
negotiations,” the organizations said in a 
joint news release issued May 22.

Hospice of Central New York is located 
at 990 7th North St. in Salina. Hospice 
of the Finger Lakes operates at 1130 
Corporate Dr. in Auburn.

Upon approval by the state Health 
Department, the combined organizations 
“will function as one entity.” HCNY will 
use the Hospice of the Finger Lakes name 
in Cayuga County, according to the re-
lease. 

 “Although HFL has managed through 
some significant challenges, it has be-
come increasingly difficult for small agen-
cies like HFL to thrive and provide the 
level of services necessary. Fortunately, 
due to strong management, coupled with 
the generous support from our many pri-
vate fundraising activities, our Thrift Shop 
and grants, we have been able to continue 
to provide the compassionate service our 
communities have grown to expect. We 
believe this merger will allow the orga-
nization to function more efficiently in 
today’s health-care world,” Tim Callahan, 
president of the HFL board of directors, 
said in the release.

HCNY intends to offer HFL’s staff posi-
tions in the new organization. In addition, 
volunteers who currently support HFL 
“will be offered the opportunity” to con-
tinue to volunteer in the area.

HFL has 21 employees and about 100 
volunteers, according to the release. 
HCNY currently has 120 employees and 
about 200 volunteers, William Pfohl, com-
munications officer at HCNY, said in an 
email response to a CNYBJ inquiry.

HFL plans to maintain its fundraising 
arm as a “means of support” for hospice 
and palliative care in the community and 
will maintain office space in the current 
Auburn location. 

The agreement also calls for HFL to 
have two seats on HCNY’s board of direc-
tors. 

HFL will begin the official transition 
planning and implementation once the 
New York State Department of Health ap-
proves its certificate of need application. 

HFL will “continue to operate in the 
ordinary course of business” until the 
merger is finalized, the agency said.

Existing relationship
HFL has been working for “several 

years” with clinical staff from HCNY, as-
sisting with initial assessments of patients 
referred to the agency from Syracuse hos-
pitals. The collaboration has “expedited 
the referral and admission process; and 
been fiscally prudent saving on staff time 
and travel,” the organizations said.

“The goal of this merger is to ensure 
that hospice services in our service area 
will continue to be provided with the 
exceptional care that our communities 
have come to expect from Hospice of 
the Finger Lakes. The consolidation of 
administrative, clinical support and other 
functions will result in cost savings and 
a stronger organization able to maintain 
a high level of service for families in our 
community,” Theresa Kline, HFL execu-
tive director, said. 

HFL serves people in Cayuga County 
and western parts of Onondaga County.

Hospice of Central New York is “excited 
about this merger,” Cynthia Chandler, 
CEO of Hospice of Central New York, 

said.
“HFL has an excellent reputation and 

we felt our longstanding relationship gave 
both organizations the confidence that 
this merger will strengthen our shared 
mission to bring high-quality, compassion-
ate care to people with life-limiting illness 
and support to their loved ones,” Chandler 
added.

Chandler will serve as the CEO of the 
combined organization, Matt Chadderdon, 
communications counsel for HFL, told 
CNYBJ in a May 23 phone conversation. 
Kline will also have a role in the combined 
organization, but Chadderdon indicated 
that Kline’s new role is still under discus-
sion.

About the agencies
Hospice of the Finger Lakes says it has 

provided end-of-life services for more than 
30 years. Hospice resulted from discus-
sions in the early 1980s in Cayuga County 
when several local agencies expressed 
the need for hospice service in the com-
munity. HFL was officially established in 
1988. Its staff and volunteers have offered 
comfort care to over 3,500 patients and 
families during this time. The HFL ser-
vice area includes Cayuga County and the 
townships of Skaneateles, Spafford and 
Elbridge in western Onondaga County. 

At any given time, Hospice of the 
Finger Lakes handles about 15 patients, 
Chadderdon told CNYBJ.

The organization now known as 
Hospice of Central New York began in the 
late 1970s “and was known as The Caring 
Coalition since 1981. The agency was cer-
tified in 1985 by Medicare as a provider of 
hospice services and became known as 
Hospice of Central New York. At any given 
time, Hospice of Central New York serves 
about 150 patients and families.”              

Area hospices 
await state 
approval 
of merger 
agreement    

ERIC REINHARDT / BJNN 

Hospice of Central New York, located at 990 7th North 
St. in Salina, plans to merge with Hospice of the Finger 
Lakes in a deal that the agencies announced May 22. The 
New York State Department of Health still needs to give 
its fi nal approval on the merger.

mailto:ereinhardt@cnybj.com
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http://www.chinsurance.cc
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Real personal income growth in New York 
state and CNY lags behind U.S. average

Percent change in real personal income in CNY MSAs and NYS, 2015 to 2016

MSA 2015 2016 
Percent Change 
2015 to 2016

Utica–Rome

Syracuse

Binghamton

Elmira

Ithaca

Watertown–Fort Drum

New York state

$11,191,797

$27,667,094

$9,319,246

$3,308,128

$3,689,691

$4,669,022

$917,259,014

$11,291,954

$27,748,280

$9,293,423

$3,283,331

$3,644,642

$4,584,371

$920,719,981

 0.9%

 0.3%

-0.3%

-0.7%

-1.2%

-1.8%

  0.4%
Source: U.S. Bureau of Economic Analysis

Pivot: Remaining Agile to Seize 
Opportunities and Solve Problems

O n Thursday,
April 19, more 

 than 1,500
people joined us for 
our 2018 annual meet-
ing as we explored 
our theme of “Pivot.” 

Now more than ever, we recognize that 
foresight and a strategic mindset are only 
part of a successful approach to enhanced 
growth. In order to stay competitive in to-
day’s economy, businesses must be agile 
to remain viable and relevant. 

Likewise, progressive communities 
must be strategic and responsive to chang-
ing circumstances, unexpected challeng-
es, and competition from other places 
in order to realize a vision for a better 
future. Central New York is no stranger to 
challenges and right now there are oppor-
tunities before us that hold the potential 
to reshape our economic trajectory. How 
we respond to present circumstances and 
position ourselves to boldly embrace the 
future comes down to whether we are 
willing to shift our approach to match their 
scale and intensity with the full measure of 
our attention and resources.

Furthermore, developing approaches 
that are problem-focused rather than 
product-focused is even more pressing 
given the message presented by our 
event’s keynote, David Lee, VP of innova-
tion and the strategic enterprise fund at 
UPS. Lee noted that today’s workplaces 
are dynamic and complex, and that pace 
of change is increasing exponentially. Jobs 
that are narrowly defined around a single, 
predictable task are at great disadvan-
tage to automation. However, designing 
human-centered work that encourages 
and enables collaboration and unleashes 
the amazing human ability to adjust to 
uncertain situations is critical to staying 
relevant in an age of intelligent machines. 

Lee’s message is fundamentally a hope-
ful and optimistic one. Yes, it’s an eye-
opening reminder about the profound 
impacts that those changes will force 
on people, businesses, and society. But 
amidst it all, there is a lesson for people, 
businesses, and communities — markets 
change, customer needs evolve, and we 

ignore these signals at our own peril. It 
is also a potent reminder of the persever-
ance of the human spirit and the ability to 
anticipate, identify, and react proactively 
to the changes before us.

I have tremendous faith in this commu-
nity. We will always face challenges. The 
world around us, our environment, tech-
nology, economic, and demographic forc-
es, will never stop evolving. Yet, I do not 
fear the future that David Lee describes. 

I embrace it and believe, unequivocally, 
that we shall use these forces of change to 
move us forward.          

Robert M. (Rob) Simpson is president 
and CEO of CenterState CEO, the pri-
mary economic-development organization 
for Central New York. This viewpoint is 
drawn and edited from the “CEO Focus” 
email newsletter that the organization sent 
to members on April 20. 

BY VANCE MARRINER
vmarriner@cnybj.com

R eal personal income increased
1.1 percent nationwide in 2016, but

 growth was slower across Central 
New York and New York state, accord-
ing to new statistics released by the U.S. 
Bureau of Economic Analysis (BEA) on 
May 17.

The BEA defines a state’s real personal 

income as “current-dollar personal income 
adjusted by the state’s regional price parity 
and the national personal consumption ex-
penditures price index.” The BEA provides 
real personal-income data for metropolitan 
statistical areas (MSAs), as well.

New York’s state real personal income 
grew 0.4 percent from 2015 to 2016. 

Four of the six MSAs in CNY experi-
enced declines in real personal income 
during the period. Utica–Rome had the 

region’s highest rate of growth at 0.9 
percent. Watertown–Fort Drum fared the 
worst with a 1.8 percent decline. 

Nationally, the change in real state person-
al income ranged from 3.3 percent in Utah 
and Georgia to -3.6 percent in Wyoming. 

Jacksonville, North Carolina led met-
ropolitan areas across the U.S. with 6.6 
percent growth, while Midland, Texas 
and Odessa, Texas tied for the steepest 
decline (-8.1 percent).                               

Mastering for Success
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Howard Hanna Real Estate’s 
CEO sees some good trends
BY CHARLES MCCHESNEY
cmcchesney@cnybj.com

SYRACUSE — Helen Hanna 
Casey, CEO of Howard Hanna 
Real Estate Services, grew up in 
the business, earning her real-
estate license when she was 18.

So did her brother and sister. 
“Our parents wanted us to do 
that as protection, in case some-
thing happened,” she recalls.

Casey chatted with CNYBJ on 
a recent visit to Syracuse.

They wanted the children pre-
pared in case something hap-
pened to their father, Howard 
Hanna Jr., the founder and 
namesake of the real-estate ser-
vices firm that began in 1957 
in Pittsburgh, Pennsylvania, she 
explains.

What happened was that he 
continued to grow the business, 
adding new services. In 1980, he 
added title insurance, she says. 
Within five years, the company 
had added mortgages and in-
surance to services offered by 
Howard Hanna.

In 1991, Casey was named 
president, part of a leadership 
team that includes her broth-
er, Chairman Howard (Hoddy) 
Hanna III, and sister, Annie 
Hanna Cestra, the company’s ex-
ecutive VP and COO.

Their father, now 98, carries 
the title of founder and still visits 
company offices.

Howard Hanna Real Estate 
entered the Central New York 
real-estate market in 2016 with 
the acquisition of Realty USA. 
That was one of seven major 

acquisitions the firm has made 
in the past 15 years, Casey says. 
In addition, she says the firm has 
made 10 mid-sized acquisitions 
in the same period and, “a lot of 
smaller ones.”

Today, Howard Hanna Real 
Estate Services has 270 offices 
in eight states.

However, Casey points out, it’s 
not the number of offices that 
count in the business, it’s volume 
of sales in dollars and units that 
indicate the true of size of a real 
estate company. By number of 
units sold, Casey says, Howard 
Hanna is the third largest in the 
country. 

Others have higher sales 
when measured by dollars, be-
cause other markets have more 
expensive homes.

That’s a mixed blessing, she 
explains, because higher home 
prices mean there are more real-
estate agents trying to make a liv-
ing in the market and, “they are 
also higher-expense markets.”

In contrast, she says, “most of 
the cities we’re in are Rust Belt 
cities.” They are being restruc-
tured and rebuilt, she adds.

To find success in such mar-
kets, Howard Hanna has brought 
distinctive offerings, Casey 
says. She points to the firm’s 
money-back guarantee that ap-
plies to homes costing less than 
$700,000. That brings some com-
fort to skittish buyers, she says. 
(“Buyers above $750,000 don’t 
want a money back guarantee,” 
she adds. They are more confi-
dent about major purchases.)

Looking at trends, Casey sees 

some encouraging ones. First, 
the fear that real-estate agents 
would be swept aside by the 
Internet the way, say, travel 
agents have been, seems to have 
abated. In fact, she says a higher 
percentage of buyers and sellers 
are using real-estate agents than 
they were in 2004.

She thinks the difference 
might be that while you can buy 
something on the Internet and 
return it if not satisfied, that’s not 
so easy to do with a house.

What is most important to to-
day’s consumers is customer ex-
perience, she says. That makes 
her company’s one-stop shop-
ping model right for the times. 
“They don’t want to have to go 
through all the experiences.” 
Instead, she puts real-estate ser-
vice alongside craft brewing and 
craft distilling, where consumers 
have shown a preference for a 
more personal touch.

She is also heartened by the 
way millennials are entering the 
housing market. Research shows 
they are buying homes looking 
to reach the same standard as 
their parents. They prefer walk-
ing neighborhoods, particularly 
before children arrive, she says. 
Later, they have the same con-
cerns for “schools and back-
yards,” as past generations.

As for the future, while she 
and her brother and sister led the 
company into the 21st Century, 
Casey says there are already six 
members of the next generation 
of her family stepping into roles 
at the Pittsburgh–based com-
pany.

Most are moving into man-
agement positions, Casey says, 
some taking on roles made possi-
ble by the company’s continuing 
expansion. There is, she says, a 
succession plan in place to move 
leadership of the business her 

father founded 61 years ago to 
the next generation.

However, she adds that she 
and her siblings plan to stay in-
volved. “We will never be retired 
in the sense that we don’t come 
into the office anymore.”            

CHARLES MCCHESNEY / BJNN
Helen Hanna Casey, CEO of Howard Hanna Real Estate Services.

mailto:cmcchesney@cnybj.com
http://www.bizeventz.com
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CHARLES MCCHESNEY
cmcchesney@cnybj.com

SYRACUSE — Sara Morris doesn’t mince words. She 
and Steven Morris opened their bicycle shop because 
there were no jobs to be had when she graduated from 
Syracuse University in 2009.

In the wake of the 2008 financial crisis, she says, “it was 
a terrible economy. You couldn’t get a job — not even a 
serving job.”

So, Sara and Steven, who had graduated from SUNY 
College of Environmental Science and Forestry (ESF) in 
2007, opened a bike-repair business — and they called it 
Mello Velo.

For nearly a decade, they operated the shop in rented 
space on Westcott Street in a Syracuse University neigh-
borhood where they repaired and sold bicycles on the 
second floor, up a narrow flight of stairs.

On May 1, the couple moved the store into new space, 
a three-story warehouse they bought in 2015 for $190,000 
and refurbished during the past three years. The reno-
vated building, at 790 Canal St. in Syracuse, is painted 
bright green on the south and north sides, bright red on 
the west and east sides and is visible from Interstate 690 
and Erie Boulevard East.

The new space reflects Sara’s Syracuse degree in in-
dustrial and interaction design. A former rag warehouse, 
the building has been transformed into bright loft-style 
retail space. Windows were installed. The factory floors 
were sanded and refinished. Contractors built new stairs 
— with reclaimed wood for balusters — tying the first 
floor to retail space on the second floor.

The bicycle retail space is many times what it was on 
Westcott Street, Sara Morris notes, but the inventory is 
about the same. Things were crowded together. The new 
space offers room for shoppers to see the more than 200 
bikes from nine brands Mello Velo carries.

It’s an independent shop. While many bicycle stores 
are focused heavily on one or maybe two brands, stock-
ing shelves with accessories from the same brands, 
Steven points out that their store can and does choose 
their product mix. “We can sell what we like.”

What they like are a mix of bikes from well-known 
names, such as Bianchi and Kona, as well as smaller 
boutique brands, such as Strider, which makes children’s 

bikes even for those too young to walk.
Like an open-concept kitchen in a high-end restaurant, 

Mello Velo’s repair shop is on display for customers. 
Tires and wheels hang from the ceiling and tools line 
the walls.

In mid-May, Mello Velo opened a 1,000-square-foot 
café within the shop. The Morrises tried a café at the 
Westcott Street location, but couldn’t get the zoning 
changed to allow them to serve alcohol.

The newly opened café has a full liquor license, Steven 
says, and a full menu. It has seating for 47 inside and, 
when the weather is nice, there is a patio with 43 seats.

Getting from Westcott Street to the new location took 
far longer than the bike-shop owners expected. The 
Morrises searched for an appropriate industrial building 
to refurbish and had to settle on the rag warehouse even 
though it was much bigger than they had wanted. “There 
wasn’t much else available,” Steven says. However, he 
notes, “it has cool bones.”

Working with a contractor, they installed windows, tore 
out walls, put up drywall and even restored some furni-
ture. “I reupholstered that couch,” Sara says, pointing to 
a piece in the café.

It may go without saying that the Morrises share an 
interest in bicycles. Steven Morris, 35, worked in bike 
shops in his native Rochester, starting at the age of 15. 
He attended SUNY ESF, where he majored in natural 
resource management.

Sara Morris, 32, completed school work that included 
studying “bicycle culture” in Syracuse, surveying those 

who ride. That gave her knowledge that helped her draft 
the business plan the two used when they approached 
banks for financing the original business and, later, the 
new establishment. The couple married in 2011.

Cooperative Federal Credit Union made a $10,000 loan 
that let them get the original business up and running on 
Westcott Street. When they bought the building on Canal 
Street, Community Bank came through with a Small 
Business Administration (SBA)-backed loan.

Sara also took part in an SBA Emerging Leaders 
program in 2014, an intense program that offers ad-
vanced-management training. She also attended a mer-
chandizing camp in Colorado for people working in the 
outdoor-recreation field.

Patience was an important asset, the Morrises say 
they have and needed. When it came time to get funding, 
“certain banks did not get it,” Sara says. And when they 
were trying to get government approvals for the building, 
city officials were frustratingly uncooperative.

“I literally would call every day,” Sara says. “I’ve liter-
ally cried on the phone.”

“There was lots of red tape,” says Steven. “Codes 
changed. Mayors changed. A lot of things got lost.”

Much of dealing with the paperwork fell to Sara. “Sara 
handles the bulk of the invisible work,” Steven says. “I’m 
a bike mechanic.”

Visitors to the shop on recent days find Steven work-
ing on bicycles while Sara is in and out of the kitchen 

Mello Velo makes the move to 
bigger, more visible space

Steven and Sara Morris, owners of Mello Velo, have moved their bike-repair business to a three-story warehouse they refurbished at 790 Canal Street in Syracuse. The bike shop also houses a 1,000-square-foot café.
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P reparing financially for retirement
 can be complicated for anyone, but
 for small-business owners, the pro-

cess often poses even more challenges.
Teachers, police officers, firefighters, 

and other government employees gener-
ally receive a pension. The corporate world 
can offer benefit plans or matching contri-
butions. But entrepreneurs can’t automati-
cally rely on any of those features; instead, 
they have to put saving/investing plans in 
place for themselves and their employees.

And often, small-business owners aren’t 
preparing sufficiently for retirement. A sur-
vey of small-business owners, conducted 
by BMO Wealth Management, showed 75 
percent had less than $100,000 saved for 
retirement.

Small-business owners have to do it on 

their own, and many aren’t preparing prop-
erly. Many owners feel as though they will 
never make it, but they can. The idea is to 
simply start.

Here are five ways small-business own-
ers can wisely plan for retirement.

Decide how much to save each 
month 

An ideal average for saving per month 
is 15 percent of your pay. If that seems too 
much at first, you might ease into it. To 
begin, you may start with 5 percent and 
then ramp up 2 to 3 percent each year. 
As a better gauge, note that an employee 
with a 401(k) can contribute up to $18,500 
of her salary for 2018 if she is less than 
50 years old. Someone aged 50 and over 
with a 401(k) can save $24,500 a year. A 

good goal is to try to 
match these amounts 
annually.

The SEP IRA
As defined by 

the IRS, a Simplified 
Employee Pension 
(SEP) plan provides 
business owners with 
a method to contrib-
ute toward their em-
ployees’ retirement 
as well as their own 
retirement savings. It 
doesn’t have the startup and operating costs 
of a conventional 401(k) or profit-sharing 
employee plan. Your business pays no taxes 
on annual earnings, as it grows tax-deferred.

Rule of 100 
Retirement accounts that offer the highest 

return may seem ideal, but a business owner 
who goes down this path can be easily over-
whelmed and stressed. As a business owner, 
you generally already have enough stress, 
which can manifest itself in so many ways. A 
basic tenet to follow is the Rule of 100. Under 
that rule, you subtract your age from 100, 
and what’s left over is the percentage of your 
portfolio you put into investments with some 
risk. For example, if you are 50, then 50 
percent of your assets would be at risk and 
50 percent would be allocated conservatively 
— placed in a bank account, or perhaps in an 
annuity, for example, to provide income for 
you in your future. 

Life insurance 
A small-business owner with a family 

should have 10 times his annual net income 
in life insurance. The life insurance can also 
be set up to provide a tax-free income in 
the future, from which the small-business 
owner can draw.

Key-person insurance
Like buying life insurance to provide fi-

nancial help for your family when you pass 
away, a small-business owner may want 
to consider “key-person insurance.” The 
death benefit offered through “key-person 
insurance” helps ensure that should a “key 
person” within a company pass away, there 
will be continuity of the business for its 
employees (and customers). 

You need to save for the necessity 
stream as well as the discretionary stream. 
You should get the basics down and really 
look at covering your lifestyle, so you can 
look back and smile about the thousands 
of hours you worked at owning a business.

Troy Bender is founder, president, and CEO 
of Asset Retention Insurance Services Inc. 
(www.asset-retention.com). He has also co-
authored the book “The Ultimate Success 
Guide” with best-selling author Brian Tracy. 
Bender has been featured on ABC, CBS, 
NBC, and Fox affiliates around the country. 

BY ERIC REINHARDT
ereinhardt@cnybj.com

OSWEGO — Speedway Press, an Oswego–
based provider of printing, signage, and 
marketing products, has acquired the 
Phoenix Press at 594 Main St. in Phoenix.

Neither firm disclosed terms of their 
acquisition agreement. The deal became 
effective on May 15.

Speedway Press operates in an 
8,000-square-foot building at 1 Burkle St. 
in Oswego. 

“It was a very simple acquisition,” 
says John Henry, president and CEO of 

Speedway Press 
parent company, 
Mitchell Printing 
& Mailing, Inc. 
“[Phoenix Press] 
sold [its] building to another person. We 
took the accounts and some of the equip-
ment and name and telephone number.”

Speedway Press self-financed the acqui-
sition, he notes.

“The website will continue. Their phone 
number we are picking up, and it’ll be 
brought into the Speedway Press group,” 
Henry told CNYBJ in a phone interview 
on May 16.

Speedway Press has eight employees. It 
will add a ninth employee from the Phoenix 
Press acquisition. Speedway Press antici-
pates hiring additional people during the 
next year following the acquisition. “We’re 
thinking one to two,” says Henry.

Barbara Reyes was the sole owner of the 
Phoenix Press. Both Reyes and her hus-
band are retiring, and a third employee will 
join Mitchell’s Speedway Press as a press 
operator, Henry says. 

“As it was time to retire, [Reyes and her 
husband] wanted to find a good partner 
for our customers. We did not want to just 
close or let just anyone take over accounts 
we have worked with for decades. I have 

worked with 
John and Kathy 
for many years 
and know they 
will be the right 

people to continue the work we have done 
with our clients, as we share the same 
values and commitments to our customers. 
Mitchell’s technology and manufacturing 
expertise will ensure our customers are 
in great hands and get to the next level,” 
Reyes said in a statement.

Reyes is helping Speedway Press dur-
ing the transition with any questions, says 
Henry. 

Working relationship
Speedway Press has worked with the 

Phoenix Press for several years, and each 
company had some capabilities that the 
other one didn’t. 

“We’ve been friendly competitors, but 
more so, we actually helped each other out 
as we went along over the past 10 years,” 
says Henry.

At one point, Henry had told Reyes that 
they should talk before Reyes decides to 
retire. Several days before the acquisition 
closed, Reyes informed Henry that she had 
a purchase offer on her building.

The two sides then had “really quick, 

serious discussions” about how Speedway 
Press could acquire the other assets of 
Phoenix Press, according to Henry.

“Phoenix Press has an incredibly loyal 
customer base and an excellent reputation 
for value and service. We are lucky and 
honored that Barbara would choose us to 
entrust her business and her clients to. We 
promise to serve them well,” Kathy Henry, 
VP and director of sales and marketing at 
Speedway Press, said in a statement. 

Speedway Press added about 400 ac-
counts with the Phoenix Press acquisition, 
says Henry. Speedway had serviced more 
than 1,000 accounts prior to the acquisition.

Its clients include SUNY Oswego, 
the City of Oswego, Pathfinder Bank 
(NASDAQ: PBHC), and Syracuse–based 
Carrols Restaurant Group Inc. (NASDAQ: 
TAST). It also handles race programs for 
about 50 racetracks nationwide, according 
to Henry. 

Henry’s grandfather, Weir P. Mitchell, 
founded Mitchell Printing in 1930. 

The Henrys purchased the business 
in 1990 and started Mitchell Printing & 
Mailing, Inc. They later acquired Speedway 
Press in 2008, moving Mitchell Printing 
into the Speedway Press building at 1 
Burkle Street in Oswego, where it operates 
today.            

SMALL BUSINESS

As a businessperson, you want your charitable giving to be easy, yet still rewarding. 
Consider leaving a planned gift to the Community Foundation. It is easy, �exible 
to �t your objectives and will help to enrich the Central New York community.

“We have written our estate plan to include a bequest 
to the Community Foundation. This money will provide 

perpetual support to several local charities that are 
important to us. We envision our money will continue to 

make a positive impact in our community for generations 
and are confident the Community Foundation will honor 

our wishes for this legacy fund in perpetuity.“

cnycf.org
(315) 422-9538

since 1927

Giving Back:
Carlton & Shirley West

Carlton and Shirley West sit in 
the living room of their home 
overlooking Owasco Lake.

Read more of the Wests’ story at 
West.5forCNY.org

Oswego’s Speedway Press acquires the Phoenix Press  

5 Ways Small-Business Owners 
Can Plan Well for Retirement

TROY 
BENDER 
Viewpoint
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BY CHARLES MCCHESNEY 
cmcchesney@cnybj.com

SYRACUSE — “I used to dream we would 
have a jewelry place in here,” says Dale 
Colella, standing behind the counter of 
Colella Gallery on the ground floor of the 
Marriott Syracuse Downtown hotel.

For decades, Colella Gallery was a fix-
ture at 123 East Willow St. in Syracuse. 
The old brownstone stood apart on the 
north side of the street; behind was 
only Interstate 690. That’s where Dale 
Colella went to work fulltime for his uncle 
Nicholas (Nick) Colella in 1982.

Before that, he had helped out his 
uncle, who in turn introduced him to the 
jewelry and antique trade.

Nick Colella passed away in 2008 and 
Dale Colella kept the business going, 
selling by appointment only to custom-
ers who learned about the store through 
word of mouth. He sold off the antiques 
in 2009 and focused the business solely 
on jewelry.

In May, 2016 he was at an event at the 
Hotel Syracuse, now the Marriott Syracuse 
Downtown. The Onondaga Historical 
Association was honoring Ed Riley for his 
work restoring the hotel. The work was far 
from done, but the Persian Terrace was in 
good enough shape to host the event.

Colella was impressed by the devel-
oper’s humility during the event, how he 
gave credit to everyone else involved in 
the project. Following the dinner, Colella 
and his wife, Pattie, peeked through the 
hanging sheets of plastic that separated 
the finished areas from those still under-
going renovation. “You know,” he said to 
his wife, “this would be a perfect fit.”

Moments later, a Marriott representa-
tive appeared at his elbow and offered 
the Colellas a tour. As they went through 
the far-from-completed hotel, Colella says 
he could see where it could work for a 
jewelry store.

“I wrote a letter to Ed Riley sharing my 
vision of a high-end jewelry gallery in the 
hotel.” After some negotiations about pre-
cisely which space would work — Colella 
wanted to make sure the new gallery 
would have an entrance from the hotel, 
not just the street — the two reached an 
agreement. Colella brought in contrac-
tor Rick Capozzi of Burke Contracting to 
create a space based on Collela’s ideas. “I 
designed this to be like it was built when 
the hotel was,” Colella says.

The gallery moved to the hotel in mid-
November and Colella sold the brown-

stone in early December for $435,000. The 
buyer was OIP Holdings, which Colella 
says plans to renovate it into a high-end 
Italian restaurant.

Being in the Marriott, with visibility and 
foot traffic, is a big change from selling by 
appointment only through referrals, and 
sales have climbed with the new location. 
“Our first quarter here we had a marked 
increase,” Colella says.

The display cases show a mix of new 
and estate jewelry. They include tiny 
women’s art-deco watches dating from 
the 1920s to modern pieces from Italian 
designers. One necklace with a 7.18 caret 
emerald surrounded by 9.5 carets of dia-
monds is a new creation that carries a 
price tag of $35,000.

But, Colella explains, at Christmas he 
sold a simple pair of estate earrings for 
$15. “They were gold, 14-caret.”

Colella, who is joined at work by gem-
ologist Sano Ramos, says his experience 
and the relationships he has built over the 
years, allow him to compete with large 
chains as well as other locally owned 
jewelers.

“We can maintain quality at a lower 
price point,” he says. Part of that is be-

cause he does not have to pay mall-level 
rents. Another is how he treats vendors. 
“Just as you cultivate clientele on that side 
of the counter, you cultivate purveyors on 
this side.”

That cultivation is helped by his abil-
ity to pay cash up front when he sees a 
piece he likes. “We don’t borrow money. 
We have no debt,” Colella says. That 
gives him a buying advantage when the 
competition may be asking to pay in 30 
or 60 days.

Another advantage Colella presses is 
that he does not sell a lower level of jew-
elry that chains may in order to hit certain 
price points. “We don’t need phony sales.”

Adapting to the new location, Colella 
is running television commercials for the 
first time in the gallery’s history. The ads, 
to appear on a local network affiliate, were 
written by Colella.

“My intent was to introduce ourselves 
to people who don’t know my family’s 
been in the jewelry business for 70 years,” 
Colella says, “and to let them know we’ve 
now changed to an open-door policy.”

After that, he says, it’s up to people to 
visit. “I think once they come in, the jew-
elry speaks for itself.”          

Colella Gallery 
moves from 
one Syracuse 
landmark to 
another
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Dale Colella, owner, stands  behind 
the counter of Colella Gallery on the 
ground fl oor of the Marriott Syracuse 
Downtown hotel.

PHOTO CREDIT: ZOEY ADVERTISING

mailto:cmcchesney@cnybj.com
http://www.tailwaterlodge.com
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Laci’s Tapas Bar adds more 
parking, security measures
BY ERIC REINHARDT
ereinhardt@cnybj.com 

SYRACUSE — Laci’s Tapas Bar, a popular 
eatery located in Syracuse’s Hawley-Green 
neighborhood, has expanded its parking 
and is getting some help to boost the safety 
and security of customers using it.

“We just purchased a lot behind our 
restaurant to add more parking. And we’d 
just like to make that lot safer. It’s very 
dark,” says Cindy Seymour, who co-owns 
Laci’s with Laura Serway. Laci’s has about 
24 employees, in addition to Seymour and 
Serway.

KeyBank (NYSE: KEY) has awarded 
Laci’s Tapas Bar a $5,000 grant to install 
security lighting and cameras around its 
property. The funding is part of Key’s 2018 
“Small Business is Key” contest, the bank 
announced May 14. It awarded the money 
to Laci’s in part “for its commitment to 
Syracuse and the Central New York com-
munity.”

The new parking lot will add about 25 
parking spaces to what Laci’s already has 
for parking, Seymour says. Laci’s employ-
ees and customers will use the additional 
spaces. The bar and restaurant is located 
at 304 Hawley Ave. in Syracuse. 

 “We want to light it up … can’t have too 
many cameras,” she says.

Laci’s hasn’t chosen a contractor to in-
stall the lighting and cameras, according 
to Seymour.

Serway and Seymour opened Laci’s 
Tapas Bar in July 2010. It offers chef-
crafted tapas and an array of beer, wine, 
and cocktails. Tapas are snacks, canapés, 
or finger food that originated in Spain.

The $5,000 grant is one of 14 award-
ed to businesses throughout KeyBank’s 
footprint in recognition of Small Business 
Month.

“We’re thrilled to be able to recognize 
small businesses that positively impact our 
communities,” Gregory Riley, KeyBank 
relationship manager, said in a bank news 
release. “Laci’s has demonstrated their 
commitment to Syracuse and Central New 
York through their community driven 
focus and philanthropic efforts.”

Philanthropy
Serway and Seymour have “invested 

heavily” in their neighborhood, according 
to KeyBank. Since 2014, they’ve bought 
and restored a “handful” of boarded-up, 
vacant homes on Green Street. Their com-
mitment to the Hawley-Green district has 
encouraged other businesses, such as 
Syracuse Soap Works and Thanos Import 
Market, to move to the area, the bank 
added.

Seymour also founded a nonprofit called 
Serenity for Women, which helps women 
who are facing day-to-day challenges or 
transitioning to life after the military. In 
2017, she worked with the Rescue Mission 
of Syracuse to build two homes, the “first 
transitional housing built for homeless 
women veterans in the area,” per the re-
lease.

They started a fund at the Q Center 
at 617 W. Genesee St. in Syracuse. The 
center, a program of ACR Health, is de-

scribed as “a safe place for lesbian, gay, 
bisexual, transgender and questioning 
youth, their families and allies to gather,” 
according to the ACR Health website. 

The fund, established in memory of a 
past employee at Laci’s, helps college stu-
dents through the nonprofit ACR Health, 
located at 627 W. Genesee St. in Syracuse.

ACR Health is a community-based orga-
nization which provides support services 
for individuals with chronic diseases, in-
cluding HIV/AIDS, diabetes, heart dis-
ease, obesity, substance-use disorders, and 
mental illness.

Seymour and Serway also host an an-
nual anniversary party at Laci’s called the 
Giveback Celebration, which benefits a 
local nonprofit organization. The restau-
rant allows the public to choose the charity 
on Facebook and each winner has received 
an average of $14,000 in proceeds, accord-
ing to the news release. 

Over the last seven years, Laci’s has 
given more than $100,000 to various 
local non-profits through its Giveback 
Celebration. This year’s event is scheduled 
for Aug. 16 at Laci’s. 

Laci’s Tapas Bar is regularly open 
Tuesday to Thursday from 4-10 p.m., and 
Friday and Saturday from 4-11 p.m. It is 
closed on Sunday and Monday.                   

Cleveland, Ohio–based KeyBank (NYSE: KEY) has awarded Laci’s Tapas Bar a $5,000 grant to install security 
lighting and cameras around its property at 304 Hawley Ave. in Syracuse. Pictured (from left to right) are Cindy 
Seymour and Laura Serway, co-owners of Laci’s Tapas Bar; Jennifer Sherbourne, KeyBank branch manager; Rachel 
Galusha, KeyBank senior relationship manager; and Gregory Riley, KeyBank relationship manager.

PH
OT

O 
CR

ED
IT:

 KE
YB

AN
K

Mohawk Valley
AWARDS

Mohawk Valley
LEGACY
Presented By:

Thank You!
Business Journal
News Network

Congratulations!

PH
O

TO
S 

BY
 M

EL
IS

SA
 C

AV
O

 P
H

O
TO

G
RA

PH
Y 

 • 
 W

W
W

.M
EL

IS
SA

CA
VO

PH
O

TO
G

RA
PH

Y.
CO

M

To view our upcoming events, visit bizeventz.com

of the just-opened café. Along with her 
Syracuse degree and retail training, she 
has a certificate in professional cooking 
from the New England Culinary Institute 
— and used to be a barista at Starbucks.

They expect the enlarged space to in-
crease revenue for the business by at least 
20 percent. But the expansion also means 
they and their 20 employees — six in the 
bike shop and 14 in the café — won’t be on 
top of each other as they would have been 
in what was a crowded upstairs bike shop 
on Westcott.

“Everybody is much happier,” Steven 
says.

The two have more plans for the Canal 
Street building. The top floor is used for 
storage now, but they plan to convert it to 
three 1,000-square foot apartments.

They have no intentions of living in one 
of the apartments. They have a home in 
the suburbs west of Syracuse. It’s about a 
14-mile bicycle commute each way, Steven 
says. 

“It’s his downtime,” says Sara. “He can 
clear his mind.”

Encouraging people to embrace bik-
ing to work and leaving cars home when 
they run errands, is part of what Sara and 
Steven hope to do with Mello Velo. “We’re 
helping to build a commuter culture,” 
Steven says.

“We’re hoping to show it’s not just an 
elite thing,” says Sara.            

MELLO VELO:  Expects 
revenue rise                        Continued from page 7

mailto:ereinhardt@cnybj.com
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315.403.9000

36,000 s.f. Available
6361 Thompson Road

Accessible to Highways 90, 690, 81, 481
Many Upgrades / New Roof / New Lighting

Indoor Common Dock
Local Owner / Brokers Protected

Low Cost of Occupancy

Welcoming Bus Parts Warehouse - Now Boarding

Utica’s Metal Solutions 
honored by SBA for growth
BY ERIC REINHARDT
ereinhardt@cnybj.com

UTICA — The U.S. Small Business 
Administration (SBA) has recognized the 
owners of a Utica company for the firm’s 
growth.

The SBA selected the owners of 
Utica–based Metal Solutions, Inc. as the 
Syracuse district winners of 2018 Small 
Business Person of the Year Award. 

Nominated by NBT Bank, NA, the 
SBA chose Catherine Thiaville and Joseph 
Cattadoris, Jr. for the award “based on 
their company’s long-term success, and 
growth in sales and employees,” the SBA 
said in a news release.

Metal Solutions in 2017 used the SBA 
504 program with the New York Business 
Development Corporation and NBT Bank, 
NA to refinance the Broad Street property 
and invest in their operational processes, 
equipment, and employees.

The SBA 504 loan program provides 
funding to purchases related to real estate 
and equipment, according to the SBA 

website.
The SBA Syracuse district honored 

Thiaville and Cattadoris during its an-
nual awards luncheon held May 2 at the 
DoubleTree by Hilton Hotel in DeWitt 
as part of SBA’s National Small Business 
Week observance. 

About the company
Metal Solutions is a manufacturer of 

precision-fabricated, sheet-metal products 
serving industries that include mass tran-
sit and companies across the Northeast 
and Canada that provide heating, ventila-
tion, and air-conditioning services. 

The company began as New Hartford 
Sheet Metal in a small garage in 1954 
by Joseph Cattadoris Sr. and Henry 
Niemczyk “with only $800 in capital and 
equipment.” 

Metal Solutions moved into its cur-
rent location at 1821 Broad St. in Utica 
in 1993. 

The second-generation sibling team of 
Thiaville and Cattadoris, Jr. has “guided 
the growth of Metal Solutions into its 

seventh decade of success,” with 54,000 
square feet of manufacturing space and 
80 employees. 

Metal Solutions holds ISO 9001:2015; 

New York State Woman-Owned Business 
Enterprise; and U.S. Department of 
Transportation Disadvantaged Business 
Enterprise certifications.                           
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The U.S. Small Business Administration (SBA) honored Catherine Thiaville (right-center) and Joseph Cattadoris, 
Jr., (left-center) owners of Utica–based Metal Solutions, Inc., as the Syracuse district winners of 2018 Small Busi-
ness Person of the Year Award. The SBA recognized the sibling owners during its annual awards luncheon held 
May 2 at the DoubleTree by Hilton Hotel in DeWitt as part of SBA’s National Small Business Week observance.

Small-Business Success — 
Pay Attention to the Five Ps
W atch for the Five Ps in every

 small-business success story.
 This will not be the first time you 

have read about the 
importance of critical 
items to startup and 
early stage, small-busi-
ness success. After 
spending more than 
10 years mentoring 
and coaching startups, 
I am equipped to opine 
on the most important 
Ps in early stage small 
businesses. These are 
things, in my opinion, 
that are essential to 
small-business success 
and I believe many of 

my associates would heartily agree.
P1: Passion. A powerful or compelling 

emotion or feeling for the business. One 
would assume that every entrepreneur 
is passionate about his or her business, 
right? The simple fact is that some are only 
checking the boxes and are not truly com-
mitted to the pursuit of something they 
must really care about pursuing. Passion is 
essential and you can identify its presence 
in the first five minutes of a conversation 
with most entrepreneurs.

P2: Product. There is no substitute 
for a quality product or service. No matter 
how much you advertise, promote, or hype 
a mediocre product, it’s still mediocre and 
won’t be the key to a highly successful 
business. Businesses must strive to make 
their product/service the very best it can 
be. It may not be the next Apple iPhone, 
but it should be unique in its attractiveness 
and execution. A product or service that 
delivers, fills a need, provides value, and 
attracts new customers could be consid-
ered successful. But there are many ways 
to gauge success (users, clients, revenue 
growth, etc.) and it is ultimately the entre-
preneur who decides if he or she has a suc-
cessful product. So, it’s incumbent on that 
business leader to pivot to another product 
version or a different business model if 
product failure is on the horizon.

P3: Plan. Though much has been writ-
ten about the death of the business plan, it 
isn’t dead yet. Every business needs a track 
to run on, to check progress against and 
to detour from when appropriate. Surely, it 
doesn’t need to be a 100-page tome detail-
ing every last item, but it does need to say 
where the business is going and how and 
what method it is going to use to get there. 
An approach currently in vogue is the 

rapid prototype and market -receptivity test. 
Although it is important (the Lean Startup) 
for most businesses it is not a business-plan 
substitute. A business plan will detail what 
problem or opportunity a product/service 
is solving or capitalizing on and demon-
strate how it will do so. It must also allow for 
innovative thinking and change of direction. 
There are a number of new ways to look 
at the process of business planning, but 
whatever method is used the plan doesn’t 
go on a forgotten shelf to gather dust; it 
must be referred to frequently to check 
progress. It should be a living document. It 
can be a simple, one-page business model 
canvas that is updated on a regular basis or 
especially if financing is required it needs 
to be a thoroughly detailed outline of the 
business with financial projections that are 
supported by the plan. Funding sources are 
interested in where the business is going 
and how it will progress. Whatever the na-
ture of the document, a plan is a necessary 
element of business success. 

P4: Perseverance. This may sound 
trite, but perseverance is critical to existence 
of any small business. No matter what you 
are pursuing, there will be actual physical 
and psychological obstacles. They must be 
overcome by consistently insisting they will 
be overcome; in other words by persever-
ing in the face of adversity. Not giving up, 
but being innovative and finding unique 
methods to solve problems. Because, like it 
or not, problems and challenges will present 
themselves and act as obstacles to progress.

P5: Patience. The last P might sound 
somewhat contrary to the previous point. 
Patience is defined as the capacity to ac-
cept or tolerate delay, trouble, or suffering 
without getting distracted, angered, or off 
track. Yet it is almost universally true that 
in small businesses, nothing happens as 
fast as you would like it to happen. The 
entrepreneur must anticipate delay and 
be prepared to adapt to the situation, for 
it won’t be the first nor the last. They say 
patience is a virtue; in the case of small 
business it is a very essential virtue.

Small businesses, whether startups or 
longtime existing entities, should regularly 
review where they stand in terms of the 
Five Ps. Being conscious of them and re-
flecting upon the impact they are having is 
a useful exercise and will go a long way to 
ensuring a successful venture.                   

Paul Brooks is a business advisor at the Small 
Business Development Center (SBDC) at 
Onondaga Community College. Contact him 
at p.c.brooks@sunyocc.edu

PAUL 
BROOKS 
Viewpoint

Endorsed by:

SOUTHERN TIER
NEXTGEN
PUBLICATION

Showcasing the Southern 
Tier’s Economic Growth

For more information, call (315) 579-3901 
or visit cnybj.com/advertising
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HOME MORTGAGE BANKERS & BROKERS
Ranked by 2016 Volume of Home Mortgages

Originated in the Syracuse MSA1

Rank

Name
Address
Phone/Website

$ Volume of Loans
Originated

No. of Loans
Originated

% Home
Purchase % Refinance

% Home
Improvement Top Executive

Year
Estab.

1.
Empower FCU
1 Member Way
Syracuse, NY 13212
(315) 477-2200/empowerfcu.com

$137.5M 1,951 50.8% 42.8% 6.4% John Wakefield, President &
CEO

1939

2.
Syracuse Securities Inc.
5000 Campuswood Drive, Suite 101
East Syracuse, NY 13057
(315) 424-0218/syracusesecurities.com

$98.2M 694 93.2% 6.8% 0% Larry Smith, CEO 1963

3.
Geddes Federal Savings and Loan
Association
2208 W. Genesee St.
Syracuse, NY 13219
(315) 468-6281/geddesfederal.com

$63M 373 59.3% 28.6% 12.1% Brian DuMond, President &
CEO

1949

4.
Commonfund Mortgage Corp.
717 Erie Blvd. W.
Syracuse, NY 13204
(315) 422-2325/commonfundmtg.com

$57.8M 410 86.9% 13.1% 0% Jane Cagwin, Exec. VP 1983

5.
SEFCU Services LLC
200 Salina Meadows Pkwy, Suite 120
Syracuse, NY 13212
(315) 701-1390/sefcumortgageservices.com

$57.6M 408 84.8% 15.2% 0% Robert J. MacLasco,
President

2010

6.
AmeriCU Credit Union
1916 Black River Blvd.
Rome, NY 13440
(315) 356-3000/americu.org

$48.1M 667 28.7% 67.9% 3.4% Mark Pfisterer, President &
CEO

1950

7.
M&T Bank
101 S. Salina St.
Syracuse, NY 13202
(315) 424-4582/mtb.com

$46.6M 413 52.1% 45.5% 2.4% Allen J. Naples, President,
Central New York Region

1856

8.
NBT Bank
52 S. Broad St.
Norwich, NY 13815
(607) 337-2265/nbtbank.com

$46.5M 342 72.2% 22.4% 5.4% John H. Watt, President and
CEO

1856

9.
Solvay Bank
1537 Milton Ave.
Solvay, NY 13209
(315) 468-1661/solvaybank.com

$41.2M 298 66.1% 27% 6.9% Paul P. Mello, President &
CEO

1917

10.
Paragon Home Loans, Inc.
5010 Campuswood Drive, Suite 205
East Syracuse, NY 13057
(315) 445-2000/paragonhomeloans.com

$41M 286 86.6% 13.4% 0% Jeff Pinard, President 1976

11.
HUNT Mortgage
5400 Broadway St.
Lancaster, NY 14086
(888) 433-8373/huntmortgage.com

$31.7M 214 97.6% 1.1% 1.3% Thomas Ferrara, Team
Leader/Mortgage Consultant

1984

12.
Communty Bank, N.A.
5790 Widewaters Parkway
DeWitt, NY 13214
(315) 445-2282/communitybankna.com

$29.7M 400 65.1% 19.2% 15.7% Mark E. Tryniski, President &
CEO

1866

13.
1st Priority Mortgage, Inc.
7840 Oswego Road
Liverpool, NY 13090
(315) 420-2519/1stprioritymortgage.com

$29.6M 225 99.3% 0.7% 0% Carmine Joseph Crescente,
Sales Team Leader - Syracuse

1986

14.
Seneca Savings
35 Oswego St.
Baldwinsville, NY 13027
(315) 638-0233/senecasavings.com

$29.4M 177 82.7% 17.3% 0% Joseph G. Vitale, President &
CEO

1928

15.
Pathfinder Bank
214 W. First St.
Oswego, NY 13126
(315) 343-0057/pathfinderbank.com

$28.3M 179 80.6% 17.3% 2.1% Thomas W. Schneider,
President & CEO

1859

16.
Countryside FCU
5720 Commons Park Drive
East Syracuse, NY 13057
(315) 445-2300/countryside.org

$27.8M 234 50.2% 43.2% 6.6% Gerd H. Henjes, President &
CEO

1941

17.
PrimeLending
6702 Buckley Road, Suite 140 - Building C
North Syracuse, NY 13212
(315) 457-2900/lo.primelending.com/
syracuse

$16M 119 91% 3.1% 5.9% Joseph Proppe, Production
Manager

1986

18.
KeyBank
201 S. Warren St.
Syracuse, NY 13202
(315) 470-5394/key.com

$15.3M 220 43% 29.6% 27.4% Stephen D. Fournier, CNY
Market President

1869

19.
NVR Mortgage Finance
159 Dwight Park Circle, Suite 206
Syracuse, NY 13209
(315) 451-1839/nvrmortgage.com

$14.7M 65 100% 0% 0% Denise Cianfriglia, Branch
Manager

1980

20.
Berkshire Bank
212 Main St.
Oriskany Falls, NY 13425
(315) 821-2405/berkshirebank.com

$13.6M 114 54.5% 32.8% 12.7% Michael P. Daly, President &
CEO

1846

21.
Bank of America
One Clinton Square
Syracuse, NY 13221
(315) 477-5826/bankofamerica.com

$13.4M 88 79.8% 19.1% 1.1% Michael Brunner, Syracuse
Market President

1871

22.
Fulton Savings Bank
75 S. First St.
Fulton, NY 13069
(315) 592-4201/fultonsavings.com

$13M 128 59.6% 30.4% 10% Michael J. Pollock, President
& CEO

1871

23.
JPMorgan Chase
110 W. Fayette St.
Syracuse, NY 13202
(315) 424-2731/chase.com

$9.2M 51 69.6% 30.4% 0% William Dehmer, Market
President, Upstate NY

1899

24.
Farm Credit East, ACA
One Technology Place, Suite 2
Homer, NY 13077
(607) 749-7177/farmcrediteast.com

$9M 28 84.2% 7.9% 7.9% Bill Lipinski, CEO 1916

25.
OwnersChoice Funding
135 Old Cove Road, Suite 209
Liverpool, NY 13090
(315) 437-8614/ownerschoice.com

$8.4M 80 82.3% 16.7% 1% Edward Kovalefsky, COO 1987

THE LIST
Research by Vance Marriner

vmarriner@cnybj.com 
(315) 579-3911

Twitter: @cnybjresearch

Just Missed the List:

Premium Mortgage  $8.3M
Corp.             

SECNY Federal  $8.3M
Credit Union         

Visions Federal  $7.8M
Credit Union        

 

UPCOMING LISTS
June 4 
Commercial Property  
Management Firms

June 11 
Environmental Firms

 
 

FOOTNOTE:
1. The Syracuse Metropolitan Statisti-
cal Area (MSA) consists of Onondaga, 
Oswego, and Madison counties.

ABOUT THE LIST
Data for this list was taken from the 
Federal Financial Institutions Examination 
Council’s website (�ec.gov) and individual 
institution websites. The most current 
FFIEC reports cover the year 2016. The �g-
ures in this list represent loans originated 
within the Syracuse MSA by institutions 
with a physical o�ce in the MSA.

NEED A COPY OF A LIST?
Electronic versions of all our lists, with 
additional �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 consid-
ered for next year’s list, or another list, 
please email vmarriner@cnybj.com

The Physical Therapy Provid-
ers List is available this week 
online – log in at cnybj.com 

and get the list as part of your 
premium content today!

mailto:vmarriner@cnybj.com
mailto:vmarriner@cnybj.com
https://www.cnybj.com/the-list-physical-therapy-providers-528/
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OPINION

A  bill was recently put forward 
 by a Manhattan lawmaker 
 (Democratic Assemblywoman

Linda Rosenthal) that, if passed and 
signed by Gov. 
Andrew Cuomo, 
would do away with 
marksmanship, ar-
chery, and shooting 
programs in New 
York state schools. 
The bill would also 
ban gun-safety class-
es on school grounds 
by prohibiting the use 
of firearms as part of 
the lesson.

Under this propos-
al, highly successful programs and teams 
that positively impact thousands of kids 
each year would be eliminated. Dedicated 
and trained professionals who instruct 
children of all abilities would no longer 
be able to teach skills that they can use 
for a lifetime. 

The proposal would have a far-reaching 
effect. According to the New York State 
Public High School Athletic Association, 
the state has more than 30 air-rifle teams 
with 300 student participants. One team 
in Central Square recently earned top 
rankings in several events at a statewide 
competition in West Point. The New York 
State High School Clay Target League 
had 59 high-school teams participate this 
year, comprised of 1,149 students.

In addition to rifle sports, archery 
would also be eliminated. This runs coun-
terintuitive to what state officials and 
educators are doing to accommodate a 
growing interest in outdoor recreation. 
In 2008, New York became the 44th state 

to offer the National Archery in Schools 
Program. This program is coordinated by 
the state Department of Environmental 
Conservation (DEC), which provides cur-
riculum to interested schools. Officials 
from DEC report that interest in the sport 
has grown in recent years. Currently, 
more than 34,000 students participate 
in archery during the school year in 
physical-education classes and in teams 
run through the schools. This year, 
about 700 students from 33 school dis-
tricts participated in an annual statewide 
archery tournament. This is a great 
opportunity for kids of all ages. Altmar-
Parish-Williamstown Central Schools has 
a competitive team and once again, stu-
dents ranked in this year’s competition.

Instructors for each of these programs 
point to strengths and benefits and the 
positive impact they have on kids. For 
example, students of all athletic abilities 
can participate in target sports which 
makes them arguably more inclusive 
than other sports. They help develop 
hand-eye coordination, grip, and body 
strength. Educators say they engage 
the “unengaged” student and as a result, 
this inspires students to reach high-
er achievement in other subject areas. 
Educators also say these programs teach 
discipline, focus, and teamwork. As with 
any team sport, kids get to learn the 
value of hard work and experience the 
gratification of seeing their work pay off 
as they improve over time and place in 
competitions.

If proposing to take these opportunities 
away was not bad enough, the sponsor 
also proposes to do away with hunter-
safety opportunities at schools. These 
are voluntary courses that teach people 

the basics of firearm safety. If we want 
to lower gun injuries and death as the 
sponsor suggests, we should create more 
training opportunities that teach people 
safe handling and other skills.                       

William (Will) A. Barclay is the 
Republican representative of the 120th New 
York Assembly District, which encompasses 
most of Oswego County, including the cities 
of Oswego and Fulton, as well as the town 
of Lysander in Onondaga County and town 
of Ellisburg in Jefferson County. Contact 
him at barclaw@assembly.state.ny.us, or 
(315) 598-5185.

Depriving Youth Access 
to Target Sports is 
Nonsensical

The Dangers of Debt
P oliticians and commentators these

 days like to point to an array of
 threats to our constitutional sys-

tem. There’s one, 
though, that doesn’t 
get nearly as much 
attention as it should: 
our national debt.

 We may not yet be 
in imminent danger 
of fiscal collapse, but 
we’re moving into un-
charted waters. We 
are among the most 
indebted nations in 
the world, and it’s 

only getting worse. Thanks to our new tax 
law, we’re staring at routine federal budget 
deficits north of $1 trillion each year — 
compared to what now seems like a paltry 
$665 billion in 2017.

As we look at an aging population, ris-
ing entitlement costs, and skyrocketing 
interest payments, things promise to go 
from dismal to dire.

We’re running these deficits at a time 
of full employment, when the economy is 
doing well. This is exactly the wrong time 
to be pressing on the accelerator, because 

when the downturn comes — which, in-
evitably, it will — we won’t have room to 
maneuver.

The problem is not quite that nobody’s 
talking about the debt in Washington. 
They are discussing it. But it’s not a 
productive discussion. Politicians give lip 
service to debt and deficit reduction, but 
for the most part, each party tries to blame 
the other. Tackling deficits and the debt 
always takes a back seat to other priori-
ties: tax cuts and spending increases of all 
kinds and descriptions.

What do we do about all of this? “The 
time to repair the roof,” John F. Kennedy 
once said, “is when the sun is shining.” 
That’s why it’s time right now, while the 
sun is shining on the economy, to repair 
our fiscal problems.

We need to restrain the growth of spend-
ing, especially in entitlement programs. 
And we need to recognize that this most 
recent tax cut, with its further explosion of 
debt, is exactly the wrong medicine.

Debt is a major threat to our preemi-
nence in the world, since it constrains 
our ability to steer the economy and react 
forcefully to unexpected events. How we 
deal with it will be a real test of our consti-

tutional system and our political system.
What we need to do is no secret: we 

have to spend less and tax more. This is 
hard to do. But the system is not self-cor-
recting. Unless Americans demand action, 
we will continue down our current road 
until, at some point, the pavement ends 
and the wheels come off.                      

Lee Hamilton is a senior advisor for 
the Indiana University (IU) Center on 
Representative Government, distinguished 
scholar at the IU School of Global and 
International Studies, and professor 
of practice at the IU School of Public 
and Environmental Affairs. Hamilton, a 
Democrat, was a member of the U.S. House 
of Representatives for 34 years, representing 
a district in south central Indiana. 

WILL  
BARCLAY 

Opinion

If proposing to take these 
opportunities away was not 
bad enough, the sponsor 
also proposes to do away 
with hunter-safety opportu-
nities at schools. These are 
voluntary courses that teach 
people the basics of firearm 
safety. If we want to lower 
gun injuries and death as 
the sponsor suggests, we 
should create more train-
ing opportunities that teach 
people safe handling and 
other skills.

“

“

LEE 
HAMILTON

Opinion

What we need to do is no 
secret: we have to spend 
less and tax more “

“
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MAY 30

 Public Affairs Forum – Business Round 
Table with Congressman John Katko from 
8:30 to 9:30 a.m. at Dickman Farms Greenhouse 
& Garden Center, 3 Archie St., Auburn. 
Congressman Katko will sit down with business 
representatives to discuss various federal initia-
tives, including tax reform and infrastructure. 
The event is open to Cayuga County Chamber 
of Commerce members only. Registration is re-
quired. Visit www.cayugacountychamber.com

MAY 31

 Dale Carnegie presents Disagree … 
Agreeably from 8 to 9:30 a.m. at the Greater 
Utica Chamber of Commerce, 520 Seneca St., 
Utica. Attend this workshop and learn how to 
manage situations of conflict as learning op-
portunities and deal with them in a professional 
way. Sponsored by the Greater Utica Chamber, 
there is a $49 registration fee; it’s $25 for Dale 
Carnegie grads. Contact Sheila Dion at (315) 
399-6602 or sign up at www.dalecarnegiecny.
com

JUNE 5

 Start Using QuickBooks for Your Business 
from 9:45 a.m. to 3 p.m. at SUNY Polytechnic 
Institute, 100 Seymour Road, Utica, Kunsela Hall, 
Computer Lab, Room B-232. The Small Business 
Development Center (SBDC) is offering this 
seminar, which is recommended for people who 
may just be starting to use QuickBooks or who 
have never used the program before. Attendees 
are, however, expected to have a working 
knowledge of PC operation in a Microsoft 
Windows environment. A free one-hour follow-
up session will be available for all attendees. 
The fee is $100 (class limited to 8 attendees). 
The series is open to the public. Pre-registration 
and payment are required. Contact the SBDC at 
(315) 792-7547 or email: palazzp@sunyit.edu to 
register.

JUNE 6

 The Hidden Costs of Turnover: Why Talent 
Retention is Critical to Your Profitability semi-
nar from 11:30 a.m. to 1 p.m. at the TDO office, 
445 Electronics Pkwy., Ste. 102, Liverpool. The 
presenter will be Leslie Rose McDonald, presi-
dent of Pathfinders CTS, Inc. Details to come 
soon. 

JUNE 68

 14th Annual NY Tech Summit at Turning 
Stone Resort & Casino. This is an educational 
event for IT and business professionals focused 
on technologies that drive business value. 
The event provides classroom sessions with 
experienced industry speakers, an extensive 
tradeshow, and several networking opportuni-
ties. Keynote address by Glenn Carle is entitled 
“Leadership Lessons from a Spymaster.” Topics 
include functional security, IT evolution, trans-
formational leadership, lifecycle of IT employees, 
and tech talks. For registration information, visit 
http://www.nytechsummit.com/index.cfm/at-
tend/

JUNE 7

 It’s Up To You – Learn, Grow, Lead seminar 
from 8 a.m. to 1:30 p.m. at Tioga Downs Resort 
& Casino Conference Center. Presented by Tioga 
Women Lead. Register for the event at tioga-
chamber.com. The cost is $50. Find out more at 
the Tioga Women Lead Facebook page or call 
(607) 687-2020.

 The 14th Annual Networking Conference 
– The Business of Women Empowering and 
Supporting Each Other from 8:30 a.m. to 4 p.m. 
at Ives Hill Retirement Community, 1200 Jewell 
Drive, Watertown. Presented by the local Small 
Business Development Center & The Business of 
Women. The keynote speaker will be Jefferson 
Community College President Ty Stone. Tickets 
cost $45. To sign up, visit http://businessofwom-
en2018.eventbrite.com

JUNE 12

 Speed Networking from 8 to 10 a.m. at 
TERACAI. Bring your business cards and be 
prepared to engage in small-group dialogue 
while building relationships with CenterState 
CEO members. Breakfast provided by Peppino’s 
Restaurant & Catering Company. Visit www.
CenterStateCEO.com for more information.

JUNE 15

 2018 MWBE EXPO for Tioga & Broome 
County at Binghamton University. For more infor-
mation, call the MWBE hot line at (212) 803-2433.

JUNE 18

 CNY BEST Information Session from 
5:30 to 6:30 p.m. at Suburban Propane, 5893 
Widewaters Parkway, DeWitt. CNY ATD will hold 
an informational session regarding the CNY 
BEST Talent Development Program and the 
awards-application process. No cost to attend. 
For more information, call (315) 546-2783, or 
email: info@cnyatd.org 

JUNE 19

 2018 Southern Tier Heart Walk — 4th 
Annual Regional Executive Wellness Summit 
from 8 a.m. to 3:30 p.m. at the Holiday Inn, 
Binghamton. The theme is “Re-imagining 
Wellness — Putting People First.” For more in-
formation, contact Gina Chapman at (607) 341-
8535 or email: Gina.Chapman@heart.org

 Estate Planning Council of CNY Next Gen 
Roof Top Party from 5 to 8 p.m. at Barclay 
Damon rooftop, 125 E. Jefferson St., Syracuse. Are 
you a designated estate planning professional 
under the age of 45 or with less than 3 years of 
experience in the profession? Come meet your 
peers on the Barclay Damon rooftop. Open to 
current Estate Planning Council members who 
bring a prospective member who is a Next Gen 
professional. RSVP to Charlotte Crandall at cg-
crandall@peoplepc.com by June 15.

JUNE 22

 Workforce Development Funding 

Opportunities from 8 to 10:30 a.m. at 
OneGroup Center, 706 N. Clinton St, Syracuse. 
CNY ATD will explore the potential for work-
force-development funding along with the 
process for accessing these funding opportuni-
ties. The cost for members is $25; nonmembers 
pay $40. To register, call (315) 546-2783, or email: 
info@cnyatd.org

JUNE 26

 Workforce Development Funding 
Opportunities from 8 to 10:30 a.m. at MACNY, 
5788 Widewaters Parkway, DeWitt. CNY ATD 
will explore the potential for workforce-devel-
opment funding, along with the process for ac-
cessing these funding opportunities. The cost is 
$25 for ATD members and $40 for nonmembers. 
To register or receive more information, visit 
cnyatd.org or call (315) 546-2783 or email: info@
cnyatd.org

JULY 18

 2018 Successful Business Women event 
from 8 to 10:30 a.m. at Embassy Suites by 
Hilton, Destiny. Join us for BizEventz 3rd annual 
Successful Business Women event. This breakfast 
program features inspirational speakers, exhibi-
tors, networking, giveaways, a distinguished 
program and more — for women across the 
CNY region. The keynote speaker will be Loretta 
Kaminsky, speaking on the topic, “The Path to 
Happiness, Reinventing Yourself.” Visit BizEventz.
com for more information about the event, in-
cluding nominations.

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 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 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 Wednesday, 1 Million Cups at 9 a.m. 
at Syracuse CoWorks, 201 E. Jefferson St., 2nd 
floor, Syracuse. 1 Million Cups is a weekly edu-
cational program designed to engage, educate, 
and accelerate local startups/unique businesses. 
No cost to attend. For more information, 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, 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. 

 Fourth Wednesday of each month, The 
SUN Group meets at 4 p.m. at Strada Mia, 313 
N. Geddes St., Syracuse. For more information, 
contact Andy Picco at (315) 657-0135. 

 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, Syracuse Business 
Connections meets from 8am - 9 am in E. 
Syracuse. The group’s purpose is to network, 
exchange referrals, leads and share commu-
nity news. For more information, contact Deb 
Angarano at dangarano@tsys.com 

 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/  or email contact-1427@
toastmastersclubs.org

 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 
sjurkiewicz@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: bbreg-
man@cnybj.com

 First Friday of each month, Toolkit Day with 
SCORE by appointment at The Tech Garden. 
Counselors provide free, confidential, individual 
business mentoring to prospective or current 
business owners. For more information or to 
make an appointment, contact Lynn Hughes at 
(315) 470-1969 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 
Sandler Training at 443 N. Franklin St, Suite 22, 
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

 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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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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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.            
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Business Calendar
FEBRUARY 1

 It’s Not Business (or Government) as 
Usual at 6 p.m. at Panasci Family Chapel, 
Le Moyne College. Syracuse Mayor Ben 
Walsh will discuss how creating strong 
bonds between business, government, 
and education yields meaningful and 
measurable results for municipalities. For 
more information, call (315) 445-4280.

FEBRUARY 8

 Creating a Positive Work 
Environment from 8:30 to 9:30 a.m. at 
235 Harrison St., Syracuse. Presented 
by Pinnacle Human Resources, LLC, this 
information session will focus on proac-
tive steps that managers can take to 
reduce or eliminate sexual harassment 
in the workplace. For details, visit www.
CenterStateCEO.com or email: kdejo-
seph@centerstateceo.com 

FEBRUARY 9

 Transformational Communication 
Workshop from 8:30 a.m. to 4:30 p.m. at 
the Owego Treadway Conferencce Center, 
1100 State Rt. 17C, Owego. This interactive, 
day-long workshop will guide you to devel-
op constructive styles of communication. 
The workshop facilitator will be Richard 
Orth. Presented by Tioga County Chamber 
of Commerce, the cost for members is $100 
(it’s $125 for nonmembers). Register at 
TiogaChamber.com or call (607) 687-2020.

FEBRUARY 12

 Effective Evaluations from 8 to 10:30 
a.m. at OneGroup, 706 N. Clinton St., 
Syracuse. CNY ATD will discuss assessing 
behavioral changes and new skill imple-
mentation following talent-development 
initiatives. The cost for members is $25; 
nonmembers pay $40. To register, visit 
www.cnyastd.org. For more information, 
call (315) 546-2783 or email: info@cnyastd.
org

FEBRUARY 13

 GOFCC 2018 Annual Meeting – 
DIVERSIFY. PIVOT. GROW from noon to 

1:30 p.m. at the Greater Oswego-Fulton 
Chamber of Commerce, 23 E. First St., 
Oswego. Join the Greater Oswego-Fulton 
Chamber of Commerce (GOFCC) for a 
gathering of business and community 
leaders. Jeff Knauss, co-founder of Digital 
Hyve, will speak on how his company and 
experiences relate to this year’s theme. 
The chamber will also present annual 
awards to deserving members. The cost 
for GOFCC members is $39; nonmembers 
pay $49. CenterState CEO members are 
eligible for member pricing. For registra-
tion information and details, visit www.
CenteerStateCEO.com or email: sfults@
centerstateceo.com

FEBRUARY 14

 CEO Presents: Dr. Robert Corona 
from 8-9:30 a.m. at the CNY Biotech 
Accelerator, 841 E Fayette St., Syracuse. 
This biannual speaker series features Dr. 
Robert Corona, professor and chair of 
pathology, chief innovation officer, and 
associate dean for academic and indus-
try affairs at Upstate Medical University. 
Corona will share his outlook on how 
SUNY Upstate Medical University is lead-
ing biotech business innovation, and why 
SUNY Upstate matters to the economic 
development of Central and Northern 
New York. Cost is $30 for CenterState 
CEO members, $45 for non-members. For 
more information or to register, contact 
Lisa Metot at (315) 470-1870 or lmetot@
centerstateceo.com

FEBRUARY 27

 Introduction to Exporting - Lunch 
& Learn from noon to 1:30 p.m. at the 
Greater Oswego-Fulton Chamber of 
Commerce, 23 E. First St., Oswego. A 
presentation will be given by Steven 
King, director of the Central New York 
International Business Alliance (CNYIBA). 
Lunch will be provided. For registra-
tion information and details, visit www.
CenterStateCEO.com

MARCH 23

 Developing Supervisors Workshop 
from 8 to 11:30 a.m. at OneGroup, 706 

N. Clinton St., Syracuse. CNY ATD will 
provide insights to help successfully 
transition from individual contributor to 
supervisor. The facilitator will be Cindy 
Masingill, Emergent, LLC. The cost for 
members is $45; nonmembers pay $60. 
To register, visit www.cnyatd.org. For 
more information or details, call (315) 
546-2783 or email: info@cnyastd.org

APRIL 18

 16th Annual WISE Symposium 
2018 at SKY Armory, 351 S. Clinton 
St., Syracuse. This event is for up-and-
coming entrepreneurs and those active 
in the business community — including 
corporate leaders, aspiring business 
owners, people interested in professional 
development and networking, and those 
with ventures at any stage of growth. For 
details and registration information, visit 
http://wisecenter.org/the-symposium or 
email: wisecenter@syr.edu

APRIL 19

 2018 CenterState CEO Annual 
Meeting from noon to 1:30 p.m. at 
Onondaga Community College, SRC 
Arena, Syracuse. This event is a gather-
ing of business and community lead-
ers in the region. It also celebrates the 
Business of the Year Awards, recognizing 
outstanding CNY businesses and orga-
nizations in five categories. The cost for 
CenterState CEO members is $70 per 
person; the cost for nonmembers is $85 
per person. For more information, visit 
http://www.centerstateceo.com/news-
events/2018-centerstate-ceo-annual-
meeting

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 park-
ing 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 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 in-

cludes 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 net-
work 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, be-
ginning at 11:45 a.m. at Bella Domani 
Banquet Facility, 5988 East Taft Road, 
North Syracuse. For more information, 
contact Linda Bennett, executive direc-
tor, 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 attend. 
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 attend. For more 
information, visit www.1millioncups.
com/syracuse 

 Every Wednesday, Syracuse 
Business Networking from 6 to 
7 p.m. at Barbieri’s Restaurant (up-
stairs 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 appointment 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 
information, contact Deb Angarano at 
dangarano@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 
sjurkiewicz@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 appointment at The 
Tech Garden. Counselors provide free, 
confidential, individual business mentor-
ing 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 organizations 
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, contact Andy 
Picco at (315) 657-0135 or email: andrew-
picco@gmail.com
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BANKING

The First National Bank 
of Groton recently pro-
moted KAREN WHAT-
MAN to assistant VP of 
operations. She has 20 
years of experience in the 
operations area, starting 
as a high-school senior 
in the bank’s senior pro-
gram with Groton Central School. What-
man has held various positions during her 
time at the bank, including information-
services representative, items-processing 
supervisor, electronic-banking supervi-
sor, and operations officer. She graduated 
from Tompkins Cortland Community Col-
lege with a degree in liberal arts/social 
sciences. 

MARGARET SCOPELIANOS has joined 
NBT Bank as senior VP and director of 
cash management and 
government banking. She 
has more than 25 years 
of experience in financial 
services. Scopelianos 
was previously manag-
ing director for Bank of 
America Merrill Lynch’s 
Public Sector Banking 
Division and before that, was its Treasury 
solutions executive for specialized indus-
tries. She also has extensive commercial 
banking experience with Wells Fargo and 
JP Morgan. Scopelianos graduated from 
Penn State University with a bachelor’s 
degree in Russian Studies and a concen-
tration in economics. She also completed 
an International Economics Program at 
the University of Exeter in Devonshire, 
England and speaks several languages. 

COMMERCIAL REAL ESTATE

Cushman Wakefield/
Pyramid Brokerage Com-
pany has hired KARA MI-
CHALSKI at its Syracuse 
office as a commercial 
real-estate salesperson. 
She previously worked at 
Cushman & Wakefield/
Lund Company in Oma-
ha, Nebraska as an assistant property 
manager, and as a clinical operations co-
ordinator for WVU Medicine in Morgan-
town, West Virginia. Michalski graduated 
from West Virginia University in 2011, 
where she earned a bachelor’s degree in 
public relations and international studies. 
 

EDUCATION

The Institute for Veteran and Military 
Families (IVMF) at Syracuse University 
and the Office of Veteran and Military Af-

fairs (OVMA) has added 
LEAH LAZARZ to its com-
munications team as com-
munications manager. She 
will work to promote vis-
ibility and advancement 
of military-connected stu-
dents and veterans both at 
Syracuse University and at 
a national level, and will build awareness, 
engagement, and support for IVMF’s and 
OVMA’s various programs. Lazarz comes 
to the IVMF and OVMA from Syracuse 
University’s central marketing and com-
munications team, where she served as 
the digital and social media manager for 
enrollment management — a post she as-
sumed in July 2015. Lazarz holds a bach-
elor’s degree in communications from Le 
Moyne College. 

ENGINEERING

Delta Engineers, Archi-
tects, & Land Surveyors, 
DPC has hired the fol-
lowing new employees in 
its Endwell office. MARY 
VANDERPOOL has joined 
as a mechanical engi-
neer. She has 15 years 
of mechanical-design 
experience and 13 years 
of MEP building informa-
tion modeling experience. 
Vanderpool is an active 
member of the Pennsylva-
nia College of Technology 
Engineering & Design 
Board. JOE GIANNETTO 
has joined as an architec-
tural technician. He has 
25 years of experience 
in multiple architectural 
disciplines. HEATHER 
FISH has been hired as 
an accountant. She has 20 
years of accounting and 
bookkeeping experience. 
DAN VOLPE has joined 
as an assistant mechani-
cal engineer. He received 
a bachelor’s degree in 
mechanical engineering 
at Clarkson University. 
RYAN HTOO has joined 
the Vernon office as a 
CAD drafter. He is a grad-
uate of Mohawk Valley 
Community College with 
an associate degree in 
computer-aided drafting. 

ENVIRONMENTAL

OCRRA announced that CHANEL QUAIL 
has joined the agency as a recycling spe-

cialist. She previously 
worked in marketing and 
property management. 
Quail is a member of 
NYSAR3 and a longtime 
advocate of Earth 911, Re-
cycling@Work, and Keep 
America Beautiful initia-
tives. 

HEALTH CARE

Sonostics, a Binghamton University spi-
noff company, recently hired a new clini-
cal director, TINA WASZKIEWICZ, who 
will oversee the firm’s new Camillus office 
and help develop its clinical department. 
She started as a respiratory therapist in 
Utica and has vast experience in pulmo-
nary, cardiology, and oncology. Waszkie-
wicz holds a bachelor’s degree in biol-
ogy from Utica College. She began her 
career at Lincare Inc. in 1987 working as 
a respiratory therapist. Waszkiewicz has 
been promoted to a number of positions 
including senior sales representative and 
regional branch management. 

Nurse Practitioner LYNNE PHILLEY has 
joined the staff of Delta Medical at the 
adult primary care prac-
tice in Rome. A graduate 
of St. Elizabeth College of 
Nursing, Philley earned 
her bachelor’s and mas-
ter’s degrees from Keuka 
College and completed 
her post master’s certifi-
cate for adult and geron-
tology nurse practitioner at Keuka. She 
also earned national certification in vascu-
lar access as well as gastrointestinal nurs-
ing. With more than 22 years experience 
as a registered nurse, Philley has worked 
at Rome Memorial Hospital since 2006. 
Prior to completing her certification as 
an adult nurse practitioner, she served as 
clinical nurse educator at the hospital.

INSURANCE

RAY SUATONI has been 
promoted to market lead-
er for the Syracuse office 
of M&T Insurance Agen-
cy, Inc. (MTIA). He will 
manage sales of commer-
cial property/casualty 
and surety for the Central 
New York region. Suatoni 
is also the regional director of construc-
tion services at MTIA. He joined the team 
in 2011 with more than 30 years of insur-
ance and bonding experience in the con-
struction industry. Suatoni is a graduate 
of St. Lawrence University.
 

LAW

IVAN ZAJICEK has joined Barclay Damon 
LLP and will concentrate his practice on 
energy, regulatory, and environmental 
law. He is experienced in conducting 
legal research, assisting in litigation, ne-

gotiation, case strategy 
development, and inves-
tigations, and preparing 
state and federal docu-
ments. Zajicek graduated 
from Vermont Law School 
and worked as a summer 
associate at Eversheds 
Sutherland (US) LLP.

MARKETING

Digital Hyve recently 
promoted SARAH MAS-
TRANGELO from director 
of human resources and 
accounting to VP of opera-
tions. She has been with 
Digital Hyve since Octo-
ber 2015. JOSH ELANDER 
joins the Syracuse office 
at Digital Hyve as a digital 
marketing analyst. He at-
tended the University at 
Albany, where he earned 
a bachelor’s degree in 
history. Elander gained 
hands-on experience in lo-
cal digital media and mar-
ket research at Advance 
Media New York and 
RMS. EMILY NEVELDINE 
joins the Syracuse office 
as an account manager. 
She received a bachelor’s 
degree in public relations 
from Syracuse Univer-
sity. Neveldine previously 
worked as an account ex-
ecutive at Erica J. Abrams 
Financial Communica-
tions in Southern Califor-
nia. PATRICK BROWN has 
joined the Syracuse office 
of Digital Hyve as digital-marketing coor-
dinator. He studies at Johnson and Wales, 
where he is completing his marketing 
degree. Brown’s skillset includes graphic 
design and social-media coordination.             

MASSAGE 
THERAPY

Massage Envy has hired 
EMILY CRONIN as a li-
censed massage therapist 
in its Fayetteville location. 

STAFFING AGENCIES

IVANA BRESOVSKA has 
joined the team at JAS 
Recruitment as a recruit-
ment and account man-
ager in the Syracuse of-
fice. She brings with her 
an extensive knowledge 
of retail management, 
leadership, and customer 
service. Bresovska earned a bachelor’s 
degree with a double major in language & 
international trade and Spanish.               

People on the Move NEWS

Whatman

THE LOOK AHEAD:
JUNE SPECIAL REPORTS
Don't forget to always look at the Top Ranks List - your 
competition is on the list - make sure you are too!

For more in-depth information or to advertise in any of these 
sections, please contact us at (315) 579-3901.

JUNE 4: ENERGY/ENVIRONMENT/SUSTAINABILITY 
The List: Commercial Property Management Firms 

This issue covers green businesses, sustainability initiatives, renewable-energy projects, and more.

JUNE 11: CONSTRUCTION/SUB-CONTRACTORS
The List: Environmental Firms

This report covers key construction projects in the area, including the construction � rms and sub-contrac-
tors building them. Construction company news and trends are also included. 

JUNE 18: THE TECH PULSE
The List: Sta�  ng Firms

Technology showcase covering the region’s technology-based businesses including startups and estab-
lished players. Get a read on the pulse of the CNY innovation economy.
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JUNE 25: LAW/ACCOUNTING/TAXES
The List: CPA Firms
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law, and trends to inform business managers. 
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